
Twenty-Seventh Year GRAND RAPIDS, WEDNESDAY. JUNE 15, 1910 Number 1395

Cwenty Don’ fs Tor 
m erchants

Don’t expect your customer to know more 
about your goods than you do.

Don’t load a man with more goods than he 
needs-oversupply often means a loss of future 
sales.

Don’t hope to win confidence in a day. A 
business that is built up in a hurry is often pulled 
down as quickly.

Don’t tell your troubles in business. Hard­
ships are not considered a business asset.

Don't be afraid to try new business ventures; 
a risk is often a gain!

Don't talk about yourself, but your goods’ 
unless your talents are the merchandise wanted.

Don’t be afraid to try. Struggle may not 
boost you, but it wont pull you down.

Don’t bank on your friqnds They have 
social value, but should not make your business.

Don’t be afraid to place confidence in your 
employer. His interests are often yours.

Don’t brood over harsh remarks. Pleasant 
words often sound harsh in business.

Don’t rely on chance, but on effort; the latter 
has more lasting value.

Don’t get discouraged by one failure; many 
failures often make a grand success.

Don’t forget that the failures of last year may 
bring this year’s best successes.

Don’t borrow trouble until it knocks at your 
door. Many troubles are more imaginary than 
real.

Don’t be afraid to give your employer the 
best you have. That is what he is looking for.

Don’t expect others to carry your burdens. 
By shifting responsibilities the trial is often made 
easier.

Don’t trust to talent alone; it is only an alloy 
meant to make work easier and more pliable.

Don’t be satisfied with fairly good work. 
The best is none too good for the world’s 
market.

Don’t use the other man’s backbone for a 
leaning post—remember you have one of your 
own.

Don’t take advice when you can’t use it. 
It’s like buying a bargain because it’s cheap.

Some Office terro rs

The girl who is always getting her feelings 
hurt.

She who considers working hours and talk­
ing hours one.

The silly creature who thinks her superiors 
desperately admiring.

The jealous girl who begrudges her mates a 
word of praise.

The hot tempered one who is always in a 
rage.

She who borrows and returneth not.

The suspicious girl whose days are spent 
hunting trouble.

The gusher, whether her gushing be sincere 
or with a purpose.

She who likes to push herself into the lime­
light at others’ expense.

The girl whose manners are so free and easy 
as to seem loose.

She who is a blame shifter, will not stand for 
her own faults.

The girl who fears a breath of air.

Likewise she who insists on open windows 
though the rest freeze.

Terror of terrors, the girl who is always in 
the right.

She who watches the clock and does only 
what she thinks her work.

What is a business without a boss? Nothing.

An overdose of optimism will hurt your 
business. See that you get just enough.

You may think you are wise enough to stand 
still on slippery ground—but you are not.

“He who is afraid of failure is afraid of 
success.’’

The world will put up with a young fool, 
but be careful you are not an old one.

No one as yet has ever been able to think 
one way and live another long.

Beer, booze and bums always go together.

If you have such a bad case of the “grouch” 
that nothing will cure it, stick your head in a 
barrel of water for ten minutes, and the world 
will do the rest.



Our Brands of

Have been continuously on the market 
for over forty years'

‘HIGHLAND” Brand Cider and White Pickling 
OAKLAND” Brand Cider and White Pickling 

“ STATE SEAL” Brand Sugar
This surely is evidence of their satisfying qualities 

Demand them of your jobber

Oakland Vinegar & Pickle Co.
Saginaw, Michigan

On account of the Pure Food Law 

there is a greater demand than 

ever for j* j t  j t  j t  j ,

Pure
Cider Vinegar

We guarantee our vinegar to be 

absolutely pure, made from apples 

and free from all artificial color­

ing. Our vinegar meets the re­

quirements of the Pure Food Laws 

of every State in the Union, jft j t

The Williams Bros. Co.
Man uf act u rers

Picklers and Preservers Detroit, Mich.

A Reliable Name
A n d  t h e  Y e a s t  
Is t h e  S a m e

Fleischm ann’s

Eureka! Perfection!
If there is any one article on the American 

market which stands ABO VE A L L  COM­
PARISON with other devices for accom­
plishing like results, it is the DAYTON- 
MONEY WEIGHT SCALE. It has been 
TESTED by SCIENTISTS of world re­
nown; by FED ER AL and M UNICIPAL 
OFFICIALS; by M ECHANICAL TESTS 
at our factory; by TIME and SERVICE, and 
by the great majority of PROGRESSIVE 
MERCHANTS. Their unanimous V E R ­
DICT is PERFECTION.

M oneyw eight—M oney-Saving
Our scales show automatically and simul- 

. taneously the price per pound, weight and 
value, clearly and distinctly. No other practical counter scale is so quick­
acting, sensitive and accurate. This scale protects your profits. Its accu­
racy is a safeguard over every transaction between customer and merchant. 
It stimulates confidence and is the emblem of a square deal. They are 
equipped with our patented swivel base.

DAYTON AUTOMATIC SCALES
m«^?Urine.WUci 0r̂  Dai.t,onj 0hio (iust completed), is a monument to 
m ^ Li factory-building. The facilities for supplying the demand for the 
matchless Dayton-Moneyweight Scales were never so favorable as now. 

„ 0̂ i Ŷ YMENTS- E a°b  purchaser has the privilege of paying for his scale
granted  m^ n ^ i d Istvie^irt nnoI t llf p? ys in ful1 *  30 days a l ib e ra l  c ish  discount i! granted. An old style or unsatisfactory computing scale can be traded in a .  — 
paym ent on the purchase of a new o n e /  Ask for our exchange p m ^ o n .  “  ** P&rt 

CAI ALOQUE FREE—A request for information d o e s  not sa y  you
J,t ‘mpIlesthatj f there are any unnecessary leaks in^our method of handling your goods you want to know where they are and how

mation”  ** remed,ed’ ° ur catalogue will give you much valuable fnfor-

MONEYWEIGHT SCALE CO.
58 State Street, Chicago, Illinois

Please mention Michigan Tradesman when writing for catalogue

Snow  Boy keeps moving o u t-P ro fits  keep coming in

i f .  %#1 # 1
S ta r t  y o u r  S n ow  Boy s a le s  a 'm oving  

The way they grow  will makeyour friends sit upand take notice
Ask yourjobbers Lautz Bros.& Co.
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BRIDLE TH E TONGUE.
I t  is a pretty  safe proposition that 

even a Pres ident who talks a great 
deal is liable to make a slip and say 
something which he wishes afterward 
he had left unsaid. He must be a 
great deal more careful than the o r ­
dinary man, because his utterances 
which at the time he may regard as 
trivial and as of no account may be 
unexpectedly turned to calrrv con­
siderable influence* and constructions 
may be put upon them far different 
from what he had in mind at the 
time of speaking. A good illustra-
tion of tha t  is found in the speech
made by President T'aft the other
day befor e the studen ts oí the o hio
Northern Univeirsity. in whic:li he
told the young gradii; ites tha t th
who went into busines!s could IK >t ex­
pect that the times evi •ry \■'ear 1iVOilic!
be such as to contri! Hite to a con
stantly increasing pros pierity. but
that they should so gpiide and gov-
ern their affairs as t<!) be rea<lv to
met the exigencies of any occasion, 
the ups and downs of business, the
good times and the hard times which 
are inevitable. This was seized up­
on by some as a suggestion that the 
President believes a panic might 
reach this country at any time, and 
curiously enough, coincident with it 
there was a miniature panic on Wall 
st ree t  the next day and prices went 
tumbling. Tt .is not to be wondered 
at tha t  the President was angry, per­
haps at himself for having said it in 
ju s t  that way, and perhaps with the 
public for putting a wrong in te rp re ­
tation upon his remalrks.

OUR MANNERS.
T here  is no more important feature 

in our inventory; no single thing 
which will more quickly attract or 
repel. As manners are an index to 
character, the public has learned to 
scan them carefully. And whether we 
are aware of it or not, our popularity 
or the reverse is very frequently m eas­
ured by our general deportment. The 
literal greeting of the Frenchman, 
“H ow  do you carry yourself?” an­

swers largely as to  the measure of 
success we attain. O ur manners  speak 
more forcibly in the store or shop 
than in the drawing room.

The haughty, supercilious air which 
carries with it the atmosphere of an 
“I am better than you” person will 
sell goods when there is no other 
available place to purchase at that 
particular time. The salesman who 
responds to the call of a customer 
in a halting, languid manner will find 
sales correspondingly slow. The one 
who is indifferent will create a feeling 
of indifference on the part of the 
prospective customer. And the one 
who is rude will build an effective 
barricade across the entrance to his 
store.

Be polite. Politeness costs nothing 
and it may bring rich rew ard—-if not 
now, at some other time. You may 
not be conversant with the rules of 
society; but the rules of business eti­
quette are easily mastered. Cordiality 
and interest stand at the head of the 
list. Show by look and manner that 
you are glad to see the visitor; but 
do not overdo this. If the acquaint­
ance is but a casual one, do not show 
such solicitude for every member of 
the family tha t your in terest is at 
once branded as affectation. You can 
and should show as much interest in 
suiting the wants of a s tranger as of 
a bosom friend. Look to the comfort 
as well as the convenience of your 
patron and strive to impress him with 
the idea that you are glad lie came 
and w ant him to come back.

JUST K EEP GOING
The trans-continental trip of W es t­

on teaches us this im portant lesson 
with emphasis. He has made it in 
the face of all sorts of natural o b ­
stacles. Mountain and plain, extreme 
cold and summer heat, rain and snow, 
sand bank and snow bank have alike 
been overcome. Yet he did it not by 
speed, but by keeping everlastingly 
at it. If a local pedestrian wanted 
to test his own speed by accompany­
ing him a few miles, did he halt a 
bit for the sake of the attempted so- 
cialibility. Not at all. He stuck 
strictly to his knitting. And if his 
dog-trot did not suit the other fol­
low there was not a m om ent of delay 
on his part. Did a bright young lady 
watch his coming along the country 
road, his approach being telephoned 
ahead, he cheerfully answered her 
greeting with a friendly wave of the 
hand, but he did not slacken his pace. 
Arrangem ents for his entertainment 
were made in advance. There was no 
time lost in waiting for meals. They 
were ready at his approach; and when 
he wanted to rest, he rested; then 
only did he halt.

Too many of us lost a large amount 
of time by allowing some little thing 
to  deflect us from our purpose. Wiith

a definite one n vie w, this habit can
be <vercome. 1 f w e show an ine lina-
t ion to talk by the vv;lysidc, there
a re plenty of dlers who will bid us
ling ■r. But if we truci ge alonj1 as
Wei ton does, with an ivowed p u r -

pose , a definite aim. com mu nity will
S O O I get accustome ! to it and w i 11
not expect to hinder; neither will
they feel affro nted that we do not
ind i ne to step.

One can be civil ane neighb or! y
and still push the work along. By
swallowing the earth in its path tin 
common earthworm becomes the 
greatest plowman the world has ever 
known. Coral insects gradually build 
great reefs. If you start in the right 
direction and keep steadily going, you 
will surely “arrive.”

UNPLEASANT SUGGESTIONS.
In passing a window resplendent 

with cut glass and jewels we were 
recently reminded in a forceful way 
of the importance of guarding against 
any unpleasant impression. The 
goods were, doubtless, all that could
be desired, yet in the arrangement | 
there was a repellent force which i 
counteracted all attraction that mightI , . 1
otherwise have been aroused.

The case in the window sloped am! 
the angle within a few inches of the 
edge was an abrupt incline. This | 
was an excellent place for displaying 
watches and chains. But to see the 
cut glass tumblers pitching down the 
slope was at first to startle the pass­
er; an impending catastrophe in cut 
glass seeming inevitable. And then, 
as the true nature <>f the situation be­
came apparent, there was a mingled 
feeling of disgust and contempt for 
the careless methods of the window 
dresser for it seined as though things 
had been simply thrown in. And 
every time one passed the window of 
ti lt ing glassware the impression grew. 
Some goods show off better  in this
position. But the tidy housekeeper 
would never be attracted by any such 
incongruity.

I t  is a safe rule to  a ttem pt nojj 
grotesque positions or combinations 
in the window. Any unpleasant sit­
uation is not a brilliant piece of ad 
vertising. The unique setting is oftenj 
most effective, Imt incongruity c re ­
ates a very different result. No tidy 
woman cares to see expensive dishes 
looking as though on the verge of 
being dashed into a thousand pieces; 
neither does she feel very much more 
kindly inclined toward the articles as 
wedged down next to the plate glass 
front, looking as if a small earthquake 
had jarred  them into this clinging 
place. Order, timely setting and suit­
able surroundings are a part of the 
well arranged window. Strive to he 
original, but keep your originality 
within the boundaries of fitness and 
good taste.

PRIM ARY SYSTEM  DEFECTS.
This year will be a good one for 

testing the primary method of nomin­
ating State officers and United States 
Senators.  There  were many objec­
tions to the old method, but the ob­
jections to the new one are infinitely 
greater. We dislike to notice that 
the candidates for Governor are ob­
liged to tram p about the State, each 
trying to promise something a little 
greater and a little better  than  his 
competitor.  If the new system was 
adopted irrevocably it would be im­
possible to get the voters to the 
primaries, as we know from observa­
tion tha t  there is trouble enough to 
get them to the polls at election 
time. The result would be tha t the 
masses would take little interest in 
the primary contest, leaving the m at­
ter to the politicians and those im­
mediately concerned as they have 
done in the past with reference to 
conventions. If our people would be-
stir the mselves at the very outset in
socimg to  it tha t suitable delegates
wer e cl losen good nominations would
be like ly to follow. The difficulty
\v i 11 is tha t  we neglect the pirimar-
ics and only coirîplain when selfisn
in terests  have brought about nom ina­
tions that we do not like. The  pri­
mary plan now being tried will not 
itself improve the situation. I t  will 
still take an active and intelligent 
interest of the voters. One of the 
chief objections to the plan has al­
ways been, as observed this year, that 
no one can succeed unless he pays out 
a great deal of money for the sup­
port of the newspapers and, above all* 
to  the local politicians throughout the 
State. This  can not he done by a 
man without money and it will be 
seen that those who can spend the 
money, for the most part, will be the 
ones nominated. It is well tha t the 
m atter is being tried out before an 
amendm ent to the National Constitu 
turn is submitted. We will have had 
the benefit of both plans before it is 
too late.

It i en out as an evidence of
the high cost of 1iving that the en-
tire ceist o f ri inn ing the Government
a gciu‘ratiohi ago vvas no greater than
this y<wir’s app ropri at ion for the navy.
We bld id  1H J batti esl lips for which it
is hop ed ti iere will hiï no use, but the
investiment mu st be: made to show the
nation s of the worlid that: we are pre
pared for war . It is als o stated and
is pro]hably tri le, th at the maintenance
of an aute unobile st able costs more
than t he entire: lion se hold1 expenses of
some of thle f;ather W<e have many
con ven iene that vvere unknown t<»
mir aiicestiors, live 1)el telr and faster.
and, o f conirse,, at liligher cost.

Do not go in debt unless it is
really necessary, and tm-n get out as 
quickly as you can.
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NEW YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, June i i — Several firms 

in the coffee trade have given your 
correspondent a little different stoiry 
this week from the one usually hand­
ed out and which has been a “damna­
ble iteration” of dull markets. They 
say they have been impressed with 
what seems to be appreciable im­
provement in the week’s trading. Pos­
sibly next week they will fall back 
into the old rut, but let us rejoice 
for the moment anyway. Santos are 
especially well maintained. In stare 
and afloat there are 2,887,325 bags, 
against 3,411,787 bags at the same 
time last year— Brazilian coffees. At 
the close Rio No. 7 is worth 8j^@ 
8%c. Mild grades are firm and every 
grade is, apparently, showing more 
confidence.

Thetre has been more trading in tea 
as "well as coffee, and dealers are 
feeling in a more cheerful frame of 
mind than they have displayed for a 
month. Lines are moving in quite 
a satisfactory way, as new samples 
are here and buyers can see what the 
goods are like. This applies to Ja­
pans and Farmosas. Prices are well 
sustained on all sorts.

Granulated sugar is generally quot­
ed at 5.15c, less 1 per cent. cash. The 
market is flat, as the weather has been 
“agin” any improvement. If we can 
have some real June weather, in­
stead of this stuff which is being hand­
ed out, theire will be an immediate ef­

fe c t on the sugar trade.
While the sales of rice have, indi­

vidually, been rather small, there is 
simething doing all the time and the 
total amount taken during the week 
is satisfactory. Good to prime do­
mestic, 4 M@5Msc.

Spices are selling quietly, although 
the market is, perhaps, as active as 
could be hoped for at this time of 
yealr. Stocks are moderately large 
and the chief interest has been in the 
sales of pepper.

The molasses market continues dull 
and unchanged. Stocks are light, but 
there seems to be enough to meet all 
requirements. Good to prime centri­
fugal, 26@30c. Syrups are dull and 
unchanged.

The weather is improving the mar­
ket for canned tomatoes. Not that 
the (range of quotations is observa­
bly higher, but there is a stronger 
tone. Sales at factory are generally 
on the basis of 65c, although there 
are packers who are very strong in 
the faith that they will have 67^ c 
within a short time. Futures, 67^ c 
as the inside. Peas a're doing fairly 
well. Prices have not yet been made. 
The market here and, in fact, in many 
ct the larger cities seems well sup­
plied with the fresh stock. While the 
cool days last the vegetables can be 
sent many miles without injury and 
meantime the call for canned goods 
is limited. This lack of activity ap­
plies to the market generally in such 
things as string beans, asparagus, 
spinach, etc.

Butter is steady for top glrades and 
weaker on the lower qualities. Cream­
ery specials, 28j£@29c; extras, 28@

28j^c; firsts, 24c; Western imitation 
creamery, 24@25c; factory firsts, 23y2 
@23&c.

Selected Western eggs aire steady 
at 30c: fresh gather regular pack, 20̂ 2 
@2ic for extra firsts.

Cheese is unchanged at I4i^@i5c 
for New York State full cream. The 
market is firm for best and a little off 
foi other sorts.

What Other Michigan Cities Are Do­
ing.

iVritten for the Tradesman.
Daily inteirurban service has been 

established between Benton Harbor 
and Paw Paw Lake.

Cedar Springs is preparing for 
Home Coming Week and Dr. Fergu­
son, Secretary of the Board of Trade, 
is out after the addresses of all form­
er residents of the town.

In order to give everybody a chance 
to be patriotic Cadillac has decided to 
devote two days, July 4 and 5, to the 
Independence Day celebration.

Kalamazoo makes a good industrial 
showing, according to the report of 
the State Factory Inspector. The 
number of factories inspected is 197, 
an increase of sixteen over last year. 
The average daily wage paid is $1.91, 
as compared with $1.87 a year ago.

The Pontiac Commercial Associa­
tion is raising a fund to be used in 
advancing the interests of that city. 
So far $8,000 has been pledged.

Saginaw’s annual Industrial Expo­
sition will open Sept. 9, continuing 
eight days.

Best methods of advertising a city 
were discussed at a recent meeting of 
the Young Men’s Business Associa­
tion of Port Huron by R. F. Reaume, 
of Detroit, who said in closing: “First 
get together, lose sight of self in­
terest, think only of the upbuilding 
of your market and the good that will 
result. Place your advertising in the 
hands of a committee with full dis­
cretionary power in the employment 
of expelrts and the expenditure of 
money. Above all, lay aside self in­
terest, and you will find in the end 
that your own interests will be best 
served in this way.”

The Hayes-Ionia Co., the new au­
to body manufacturing concern at 
Ionia, has started operations in the 
old Wagon Works plant.

Ground will be broken soon at 
Owosso by the Reliance Motor 
Truck Co. for an immense plant, em­
ploying 1,400 men. Fully 300 new 
homes will be needed at once far 
working men.

Lansing banks have established a 
clearing house, which will issue its 
first statement June 18.

A Business Men’s Improvement 
Association has been formed at Grand 
Haven, with John Reichardt as Pres­
ident and B. P. Sherwood as Secre­
tary. Good roads, better lighting of 
Washington street and other matters 
will be taken up.

Mayor Monroe, of Pontiac, states 
that six big manufacturing concerns 
have been driven away from that city 
because owners of factory sites have 
boosted prices far beyond real values.

Almond Griffen.

Many fail to do any great good be­
cause they will not do little kind­
nesses.

Only Woman Furniture Manufactur­
er in Grand Rapids.

Written for the Tradesman.
Mrs. Minnie L. Hodges, the owner 

of the Valley City Desk Co., is a na­
tive of Wisconsin. When a young 
girl she took up her residence with 
an aunt, Mrs. Schafer, of Grandville 
avenue, and sought employment as a 
teacher in School District No. 15, 
Grand Rapids township, now a part of 
the city. Although very young she 
impressed the School Boaird favora­
bly and her application was referred 
to E. A. Fletcher, who for a number 
of years filled the office of Township 
Superintendent of Schools. “I know 
I can fill the place and I must have 
it,” she declared in arguing her ap­
plication for the vacant position of 
teacher in Distinct No. 15. Mr. 
Fletcher examined the lady’s creden­
tials and her qualifications education­
ally and found the applicant to be 
intelligent, possessed of good ideas 
of the work she had in view and full 
of energy, health and enthusiasm. 
Her experience as a teacher had been 
limited, but Mr. Fletcher was so im­
pressed with the lady’s ability that 
he remarked to the Moderator: “If 
you do not engage Miss S. I 
want her for the Congress street 
school.” The lady was engaged by 
the Board of District No. 15 and she 
taught the school successfully during 
several years following. When she 
retired from school work, she enter 
ed the employ of J. S. Crosby & Son, 
insurance agents. M. S. Crosby, the 
survivor of the original firm, was en­
gaged in politics, at that period hold­
ing the offices of State Senator and 
Lieutenant Governor in succession, 
and, with his other interests of a 
business nature, was unable to give 
but a small part of his time to the 
insurance office, which was one of the 
largest in the city, the greater part 
of the work falling to Miss S. Retir­
ing from the employ of the Crosby 
agency several years later, Miss S. 
engaged with the Michigan Artisan 
Co. as book-keepetr. When her ap­
plication for the place had been re­
ceived the President of the publish­
ing company enquired: “Can you 
keep double entry accounts?” “No,” 
the lady replied, “but I can qualify 
myself to do so before beginning 
work.” “How much time would you 
want in which to prepare yourself?” 
“Two or thiree weeks.” The lady was 
engaged and when, two weeks later,

she commenced her work, she han­
dled the accounts as easily as if 
double entry booking had been the 
sole occupation of her life. After sev­
eral years of satisfactory service 
with the Michigan Artisan Co. she 
entered the employ of the Grand 
Rapids Engraving Co. and continued 
with that company until her mar­
riage to the late L. S. Hodges, with 
whom she engaged in the business of 
manufacturing furniture, contributing 
largely to the finances of the enter­
prise. Theiir first product was a line 
of fancy tables, which yras abandoned 
two years later and the manufacture 
of office desks taken up. Desks were 
not manufactured in Grand Rapids at 
this period and the change of line 
mentioned proved to be judicious and 
profitable. Since the death of Mr. 
Hodges the business of the Valley 
City Desk Co. has been under the per­
sonal management of Mrs. Hodges. 
Sales have increased largely and the 
business is profitable. Mrs. Hodges 
employs able, experienced assistants. 
C. I. Buell is the buyer and office 
manager; Mr. Clemetson is the su­
perintendent of the factory and 
Joseph Heald is the traveling repre­
sentative. A married daughter and a 
son, who is finishing his education, 
live with Mirs. Hodges in a pleasant 
home on Holbrook street.

Arthur S. White.

Butter, Eggs, Poultry, Beans and Po­
tatoes at Buffalo.

Buffalo, June 15— Creamery, fresh, 
26@28j^c; dairy, fresh, 22@24c; poor 
to common, 20@22c.

Eggs— Strictly fresh, 20@2ic.
Live Poultry —  Fowls, I7@i8c; 

broilers, 25@28c; ducks, I4@i5c; old 
cocks, I3@ i4c; geese, I2@ i3c; tur­
keys, I5@20C.

Dressed Poulttry— Iced fowls, i7@ 
18c; iced old cocks, 14c.

Beans —  Pea, hand-picked, $2.40; 
red kidney, hand-picked, $3@3-io; 
white kidney, hand-picked, $2.90; 
marrow, $3; medium, hand-picked, 
$2.40.

Potatoes—30c per bu.
Rea & Witzig.

Merchants
If you intend to hold a July Fourth 

celebration in your town, communicate 
with me. I furnish amusements of every 
description for celebrations, carnivals, 
etc. CLAUDE RANF, Muskegon, Mich.

W o rden  Q rocer Company

The Prompt Shippers

Grand Rapids, Mich.
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Some Recent Changes in the Hoosier 
State.

Columbia City— Harley F. Warren, 
who has been in poor health, has 
sold his interest in the Helfrich & 
Warren furniture and undertaking 
store to Palmer '& Son, undertakers 
and furniture men of South Whitley, 
and will leave soon for Greeley, Col. 
He will be accompanied by his 
nephew, Don Warren, and his family 
will follow. Palmer & Son will close 
out their business in South Whitley 
and become actively interested here 
about July I.

Winchester— H. M. Tenney, of Chi­
cago, who has been making this State 
as traveling salesman for a prominent 
jewelry firm for twenty-seven years, 
has embarked in the wholesale busi­
ness. The new firm is known as 
Slade, Tenney & Weadley and it is lo­
cated in the Powers building on Wa­
bash avenue, Chicago. Mir. Tenney 
will continue to visit his customers in 
Muncie, Anderson, Winchester, Hart­
ford City and other points in Indiana.

Ft. Wayne— Merchants who have 
ordered big stocks of fireworks which 
include some of the big cannon 
crackers tabooed by the Boaird if 
Public Safety, are a bit worried about 
the safe and sane Fourth of July cel­
ebration and they have asked permis­
sion to sell the explosives this year 
ac they can not cancel orders or dis­
pose of their purchases as the time is 
too short. A delegation of merchants 
called on Mayor Grice and was given 
to understand that ths order might be 
made less stringent, but he would not 
give any definite promises. The Com­
mittee wanted the time for selling to 
be extended a little, but the whole 
matteir will go before the Board.

Richmond— Sheriff Linus P. Mere­
dith, who is considering the grocery 
industry as a means of livelihood 
after he abandons the sheriff busi­
ness, announces that his grocery will 
be opened on Monday, October 14. It 
will be located in the building now oc­
cupied by the Beehive grocery on 
Main street. The stare will be com­
pletely re-equipepd and much of the 
stock and fixtures have been or- 
dred.

South Bend— A meeting of the Gro­
cers & Butchers’ Association was held 
Monday evening, at the J. C. Schreyer 
grocery, 226 North Main street. The 
principal object of the meeting was 
to elect officers and hear the report 
of the Picnic Committee. The Com­
mittee was composed of the follow­
ing grocers and butchers: J. M. Mc­
Cullough, Frank Brodbeck, L. H. 
Rulo, John C. Schreyer, Charles 
Krause, who announced the date of 
the picnic as July 27, but reported 
Paw Paw Lake as an undesirable 
place for the outing, owing to the 
poor transportation service there. Mr. 
I.eckley, representing the Michigan 
City Amusement Co., offered a de­
scription of the advantages of Michi­
gan City. His invitation to go to 
his city and various amusement 
points, ^Maxintuckee, Winona Lake, 
Rome City, will be considered by the 
Committee, which was given the au­
thority to choose one of these four. 
The officers of the past year were

unanimously re-elected, the office 
holders being: President, H. F. 
Lang; Vice-President, J. M. McCul­
lough; Treasurer, F. W. Brodbeck; 

[Secretary, D. F. Baer. After the ad- 
I mission of one new member to the 
Association, a motion to the effect 
that the groceries and meat markets 
should be closed every Wednesday 
afternoon during July and August was 
voted upon and unanimously carried; 
a petition was then signed favoring 
adoption of the movement by all the 
grocers and butchers in the city. A 
movement by the National Grange in 
the direction of improvement of roads 
was also endorsed by the meeting 
assembly. It was also decided not to 
close until noon on July 4, as that hol­
iday is on Monday this year.

Ft. Wayne— Theodore Kayser, a 
well-known local shoe salesman, has 
engaged as traveling salesman far the 
Ainsworth Shoe Co., of Toledo. He 
will maintain his headquarters in this 
city.

Indianapolis— “ Gratifying results in 
the way of increased business for the 
wholesale houses of this city are 
sure to result from the trade boost­
ing trip of the Indianapolis Tirade As­
sociation to the cities of Northern In­
diana last week,” said J. C. Hilmes, 
President of the Commercial Travel­
ers’ Association, recently. He made 
the trip with the boosters and is en­
thusiastic over it. “The affair was 
one long hustle and bustle,” lie con 
tinued. “We were on the jump from 
the minute we left Indianapolis until 
we ¡returned. The receptions alon_ 
the way were wonderful. Altogether 
1 consider it the best stunt ever pu 
over by the Trade Association, and 
more trips of the same kind to other 
parts of the State seem to me to 
promise even better results.”

Kendallville— A letter has been re 
ceived in this city from the Secre 
tary of the Indiana Business Men’s 
Association, asking the merchants to 
set a date and provide a place of 
meeting so that he can come and 
confer with them about using their in 
fluence for the passage of a new 
garnishment law at the next meet 
ing of the Legislature. No definit« 
action has been taken by the mer 
chants, but it has been ascertained 
that the council chamber can be used 
folr the purpose if the conference 
does not conflict with any meeting of 
the Council, and in all probability a 
date will be determined upon soon.

Rushville —  The Rushville Retail 
Merchants’ Association has filed arti­
cles of incorporation.

Decatur— Mrs. Willard Steele has 
opened a grocery store.

Decatulr— A. W. Garard has pur­
chased the interest of C. E. Hitesman 
m the Fair store and will continue 
the business in his own name.

Indianapolis —  Thirty-two Indiana 
towns and the 500 miles of territory 
over which they are scattered, were 
literally transplanted bodily into the 
assembly hall of the Board of Trade 
Building last night. This wonderful 
feat was accomplished by members of 
the Indianapolis Trade Association 
for the benefit of those other mem­
bers who failed to visit these towns 
cn the Trade Extension trip last 
week. The occasion was the echo

meeting of the trip, but the gathering 
proved to be an original “scream” in­
stead of an echo. Starting with a few 
modest talks by President John N. 
Carey and Vice-President Harold 
Hibben, Jr., the meeting wound up 
by the Ancient Order of Trailers 
adopting every one present as mem­
bers of the organization and the sing­
ing of popular melodies. The staid 
heads of big business institutions 
vied with young salesmen in giving 
voice to the songs under the direc­
tion of Victor Jose. This part of the 
programme developed into a rehears­
al for a portion of next Thursday 
night’s entertainment for visiting 
merchants on the roof garden of the 
Maennerchor. During the earlier 
part of the evening several of the 
business men who went on the trip 
stated they are .reaping a harvest al­
ready from the grain sown last week. 
George G. Tanner explained that he 
was one of the “home guard,” but 
he wanted to commend the commer­
cial soldiers who had gone up into 
what is generally known as the ene­
my’s country. He explained that al­
though he did not go on the trip, 
one of his representatives happened 
tc be in one of the towns while the 
boosters were there, and that he sold 
a big order by the aid of the enthusi­
asm created. Secretary W. J. Do- 
byns read extracts from letters re­
ceived from members of the Associa­
tion who were on the trip but were 
uhable to attend the echo meeting, 
and each of these commended the 
trip and expressed a desire to be 
counted in on the next one.

SoWhy Ice Houses Burn 
quently.

W hy is it that so many ice houses 
storing natural ice, every year go m 
in flames? It is a fact that a nattira 
ice house is more subject to fires 
than is almost any other building ap 
proaching its general purpose. Rates 
of insurance upon them have gone 
up, and, despite the present high 
rate, insurance companies are not 
canvassing for ice house risks.

At a recent meeting of “natural 
ice” men in New York a speaker 
pointed out as the greatest of all fire 
dangers that which comes from a 
stroke of lightning. He pronounces 
as a stubborn, studied fact that the 
moist air currents arising from stored 
ice are especially a conducting influ­
ence inviting the electric stroke. The 
bolt is likely to leave the storm cloud 
before any appreciable rain has fall­
en, finding the roofing in most in­
flammable condition. At the same 
time, however, so little dependence 
is put upon the old lightning rod of 
thirty years ago that the ice men ig­
nore it altogether as a safeguard.

Other tendencies to ice house fires 
are the sawdust packing material, the 
careless setting up of an engine plant, 
the litter and inviting rubbish which 
may catch the spark from the smoker, 
whether a workman or a hobo. Once 
on fire, most of these ice houses are 
so far from fire fighting companies 
that total destruction of the buildings 
is almost certain once a fire gets 
headway.

Getting the Business.
“I have often wondered,” said a re­

tail man recently, “just what propor­
tion of retailers are just content to 
sit or stand around in their stores 
and sell goods to the people who 
just come in to buy them, as com­
pared to those who work up plans for 
bringing the people to their estab­
lishments in the first place.

“I am satisfied that it is pretty 
lurge and it is for just this reason 
that there is such a number of stores 
that never seem to get anywhere. 
They continue to exist undoubtedly, 
and if their goods are right and their 
prices are right, they will make more 
or less money, but there is no indica­
tion of progress about them, and the 
business done in one year is likely 
to be about as great or as small as 
that done the year before or the year 
after.

“Now it is easy enough to say, ‘Be 
progressive,’ but there are a whole 
lot of us who are not especially pro­
gressive and do not hustle enough.

“Good, aggressive advertising mat­
ter well worked up and put out to the 
people who would naturally shop in 
the neighborhood of the store means 
a lot. It may only be a simple cir­
cular, or it may be an elaborate sys­
tem of follow-up letters addressed to 
the prospective customer by name, 
but anyway it will bring business 
that would never come otherwise, 
and so it is worth while.

‘The greater the effort the greater 
tne result, but I am talking particu­
larly to the man who does practically 

othing to develop his business ex­
cept have the goods far which there 
is a demand. It is perfectly obvious; 
people will buy your goods if they are 
rignt and they know about them. If 
ue take it for granted that the goods 
are right, just see to it that they 
know about them, that is all there is 
t° it.”— Boot and Shoe Recorder.

What Is Meant.
We could all see that the man 

with the bristling whiskers was gc- 
ing to ask the man with the newspa­
per in the street car a question. He 
hitched around. He glared. He
snuffed. Finally he said:

“Sir, there was an election for Con­
gressman in New York State the oth­
er day.”

“ Yes,” was the reply.
“A Republican boss was running.”
“He was.”
“He was backed by the machine.”
“He was.”
“They bet five to one that he

would be elected by 15,000 majority.”
“They did.”
“ But he wasn’t elected at all, sir. 

He was beaten by 5*000 votes.”
“ He was.”
“And, sir, what did that great 

change in public sentiment mean? 
Say, sir, I ask you what it meant? 
Yes, sir. I ask why Aldridge was 
defeated? Will you answer me, sir, 
or will you dodge the question?’

“Oh, I won’t dodge,” replied the 
man with the paper. “Mr. Aldridge 
was defeated. What did it mean? 
Why, sir, that the other feller got 
the most votes.” Joe Kerr.

You never heard of salary seeking 
the man, did you?
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Movements of Merchants.
Pullman— G. G. Taylor’s new store 

is open for business.
Pentwater-—W. D. Burch has open­

ed a bazaair store here.
Eaton Rapids— L. O. Hoxie will 

open a bazaar store here.
Tustin— Jesse Robbins has purchas­

ed the stock in the Pure hood Store.
Port Huron—Oscar J. McDonald 

has opened a grocery and provision 
store here.

Mackinaw City— Arvine Kniffen 
has opened a cabinet and furniture 
repair shop here.

Luther— B. W. Bashore, of White 
Cloud, has opened a jewelry store in 
the Fairbanks building

Ann Arbor— The Ann Arbor Sav­
ings Bank has increased its capital 
stock from $50,000 to $300,000.

Portland—Frank Erdman has sold 
his stock of meats to Peake & Young, 
who will consolidate it with their 
own.

Honor— T. C. Ash has purchased 
the H. B. Decan harness stock, of 
Benzonia, and removed it to this 
place.

Evart— L. Louden has sold his bak­
ery to Ralph Boweirman, recently of 
Ionia, who has taken immediate pos­
session.

Waterford—iWilliam Waiters is put­
ting in a stock of groceries in the 
building he recently purchased of L. 
P. Maxam

Eaton Rapids — The Maurer '&  

Spencer bankrupt stock of novelty 
goods has been sold to Boice & Stod- 
daird for $300.

Detroit — The Thieme, Hall Co., 
dealer in steam and hot water fil­
ters, has changed its name to the 
Thieme Gill Co.

Laurium— R. K. Deisher has sold 
his grocery stock to A. J. Lean, who 
will consolidate it with his stock of 
general merchandise.

Petoseky— Doherty Bros, have pur­
chased -the Superior market of Harry 
Long and will continue the business 
at the same location.

Allegan— E. F. Sherman has sold 
his feed business and will give his 
entire attention to shipping grain, 
hay, fruit and other farm produce.

Owosso—D. E. Hickey & Co., 
who conduct clothing stores in Flint, 
Saginaw and Battle Creek, will open 
a men’s furnishing goods store here 
August 1.

Lowell—H. W. Hakes has sold his 
undertaking and picture framing busi­
ness to W. R. Bolter, of Alpena, who 
will continue the business at the 
same location.

White Cloud — The First State 
Bank has been organized with an au­
thorized capital stock of $20,000, all

of which has been subscribed and 
paid in in cash.

Eaton Rapids—-A. K. Frandsen has 
sold a half interest in his dry goods 
stock to Harvey Keefer, recently of 
Sterling, 111., who will continue the 
business at the same location.

Otsego— Fred W. Deike has sold 
his interest in the Pipp department 
store to C. E. Pipp, but will retain 
the jewelry stock and continue the 
business at the same location.

Delhi— On account of the recent 
death of his wife, Dr. C. W. Moore 
has sold his general stock of goods 
to Mr. Rodman, formerly of Eaton 
Rapids, who has already taken pos­
session.

Fenton—!W. G. Wolverton, who 
about a month ago bought the M. E. 
Towne stock of groceries, has sold 
out to A. W. Stein, of Elmira. Mr. 
Wolverton will continue to reside in 
this place.

Dimondale— F. D. Ripley & Co. 
have sold their grain elevator to 
Crane & Crane, of Eaton Rapids, 
who will continue the business at the 
same location under the management 
of Albert Fairfax.

Detroit —  The Weisman, Phillips 
Co., wholesale dealer in notions and 
novelties, has engaged in business 
with an authorized capital stock of 
$30,000, of which $15,000 has been 
subscribed and paid in in cash.

Cadillac— Arthur Anderson has sold 
his interest in the Cadillac Grocer Co 
to his farmer partners, Frank and 
Louis Johnson, who will continue the 
business. Mr. Anderson has not yet 
decided what he will do in the future.

Owosso —  The Rundell-Stevens Co. 
has been incorporated with an auth­
orized capital stock of $6,000, all of 
which has been paid in. The com­
pany has purchased the Legg poultry 
business and will buy and sell eggs 
and poultry.

Zeeland—J. A. Van Gelderen, who 
for the past twenty-five years con­
ducted a harness store in this city, 
has sold his stock to B. Nykamp, of 
this city, and Wm. Nykamp, of Hol- 
landi The purchasers will conduct 
the business under the name of Ny­
kamp Bros.

Escanaba— The Escanaba Dealers’ 
Credit and Delivering Co. has been 
incorporated. It is capitalized at 
$8,000. The stock is composed of 
800 shares at $10 per share. The com­
pany is composed of grocers and 
meat dealers here. It has embodied 
the credit system in its laws and a 
new and important step wilt be taken 
in the near future, when a central 
delivery system will be erected. All 
goods will be assembled at the cen­
tral station and thence delivered to

all parts of the city and to Wells. 
The plan is in successful operation in 
various cities of the country and it 
has been adopted here only after ex­
tensive investigation. It is expected 
that the present cost of delivery will 
be cut in two.

Brooklyn— S. J. Fish, who some 
time ago bought the E. J. Ennis gen­
eral store, is about to close out the 
same, having decided to go into other 
business. He will sell by public auc­
tion the most of his stock. He will 
locate in Jackson.

Kalamazoo— Wm. O. Harlaw, deal­
er in sporting goods, has merged his 
business into a stock company under 
the style of the Harlow-Glass Co., 
with an authorized capital stock of 
$20,000, all of which has been sub­
scribed, $2,500 being paid in in cash 
and $17,500 in property.

Muskegon —  Edward Bonjernoor, 
who for the past five years has been 
engaged in the shoe repairing busi­
ness, four years with his father, who 
has been engaged in that •rade fort/ 
seven years, has opened a .-hoe store 
at 261 Terrace street. Tne firm will 
be known as J. Bonjernoor & Son.

Manufacturing Matters.
Ludington— L. F. Mikesell has tak­

en over the canning factory at this 
place.

Detroit— The Detroit Carriage Co 
has increased its capital stock from 
$100,000 to $150,000.

Pontiac—The capital stock of the 
Cartercar Co. has been increased 
from $350,000 to $650,000.

Detroit —  The Commet Electric 
Stove Co. has changed its name to 
the Comet Electric Stove Co.

Detroit— The capital stock of the 
Palmer Manufacturing Co. has been 
increased firom $50,000 to $100,000.

Saginaw— The capital stock of the 
Jackson, Church, Wilcox Co. has 
been increased from $60,000 to $250,- 
000.

Detroit— The Northway Motor & 
Manufacturing Co. has increased its 
capital stock from $250,000 to $1,000, 
000.

Detroit— The capital stock of the 
Hobbs Concrete Machinery Co. has 
been increased from $5,000 to $15,- 
000.

Conway—The Conway Lumber Co. 
has been incorporated with an author­
ized capital stock of $25,000, of which 
$20,000 has been subscribed and paid 
in in cash.

Muskegon— The Sanitary Hosiery 
Co. has been incorporated with an 
amithorized capital stock of $5,000, of 
which $3,000 has been subscribed and 
paid in in property.

Cheboygan— The Otsego Chair Co. 
has offered to remove from Otsego 
to this city for a bonus in the shape 
of a factory site and $25,000 sub­
scription to the capital stock.

Detroit— The Puncture-Proof Tire 
Co. has engaged in business with an 
authorized capital stock of $100,000, 
of which $60,000 has been subscribed 
and $10,000 paid in in cash.

Detroit— The Howse Commercial 
Car Co. has been incorporated with 
n authorized capital stock of $60,- 

000, of which $30,000 has been sub­
scribed and $6,000 paid in in cash.

Detroit— The Hall Motor & Ma­

chine Co. has been incorporated with 
an authorized capital stock of $125,- 
000, of which $65,450 has been sub­
scribed and $16,362.50 paid in in 
cash.

Detroit— A new company has been 
organized under the style of the 
Peerless Auto Pull Co., with an au­
thorized capital stock of $10,000, of 
which $9,300 has been subscribed and 
$1,000 paid in in cash.

Holland— The Joseph Brown Iron 
& Metal Co. has ben incorporated 
with an authorized capital stock ot 
$6,000, all of which has been sub­
scribed, $301.50 being paid in in cash 
and $5,698.50 in property.

Detroit—The Lethercote Manufac­
turing Co., dealer in imitation leath­
er, has engaged in business with an 
authorized capital stock of $50,000, of 
wrhich $25,000 has been subscribed 
and $5,020 paid in in cash.

Iron Mountain— A new company 
has been organized under the style of 
tbe Iron Mountain Land & Timber 
Co. with an authorized capitalization 
of $25,000, of which $13,000 has been 
subscribed and paid in in cash.

Koss—The Turpentine City Land 
Co. has bought an additional eighty 
acres of land adjoining its holdings. 
It now practically owns all of the de­
sirable section of the townsite. Plat­
ting the new city already has begun.

Detroit— Bernard Nadle has merg­
ed his business into a stock company 
under the style of the Nadle Metal 
Stamping Works, with an authorized 
capital stock of $10,000, of which 
$5,010 has been subscribed and $3,350 
paid in in cash.

Northville— The Stimpson Scale & 
Manufacturing Co., which failed sev­
eral weeks ago, has started up again 
with Lou A. Babbitt, Cashier of the 
Northville State Savings Bank, as re­
ceiver and Edward Gay, of Milan, as 
general manager.

Detroit— The Detroit Shade Cloth 
Co. has merged its business into a 
stock company under the same style 
with an authorized capital stock of 
$15,000, of which $8,300 has been sub­
scribed, $2,800 being paid in in cash 
an(I $3,5oo in property.

Detroit—The Wilpen Co., manufac­
turer and seller of gas and gasoline 
engines, has engaged in business with 
an authorized capital stock of $30,000 
common and $30,000 preferred, of 
which $50,000 has been subscribed, 
$x5,500 being paid in in cash and 
$30,000 in property.

Rogers City— The Michigan Lime­
stone & Chemical Co. has filed articles 
of incorporation with a capitalization 
of $2,000,000. The name Calcite has 
been given to what has heretofore 
been known as Crawford’s quarry, 
two miles from Rogers City. The 
main offi'ce of the company will be at 
New York. In connection with this 
great industry the development of the 
water power of the Ocqueoc River is 
contemplated. An option on the Stone 
dam is in the possession of the cap­
italists and they have been quietly in­
vestigating the river conditions. If 
they close their option, an immense 
power dam will be erected and the 
electric current generated there will 
be transmitted to Cale ce to operate 
the plant of the company.
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The Produce Market.
Asparagus— $1.40 per crate for Illi­

nois.
Bananas—Prices range from $1.50 

@2.50, according to size.
Butter —  The receipts are about 

normal for the season. A lairge per­
centage of the receipts are going in­
to storage. The consumptive demand 
is about normal and prices are ruling 
about 10 per cent, above a year ago. 
The market is barely steady at pres­
ent quotations, and may or may not 
change within the next few days. The 
quality arriving is very good. Local 
handlers quote creamery at 28c for 
tubs and 28J2C for prints; dairy rang­
es from i8@igc for packing stock to 
2i@22c far No. 1; process, 25@26c.

Beets—40c per doz. bunches jfar 
new.

Cocoanuts— 60c per doz. or $4.25 
per sack.

Cabbage —  Mississippi stock com­
mands $2.25 per crate; Tennessee 
stock, $1.25 per crate.

California Fruits— The first arrivals 
of plums and apricots arrived the 
first of the week. The supply is light 
as yet, but it is expected to increase 
every day from now on. The open­
ing prices on plums was $1.85 per 
crate and apricots, $2.

Cantaloups— California stock com­
mands $3 for 54s and $4 for 45s.

Cauliflower— $1.25 per doz. for Cal­
ifornia.

Carrots*— New from Texas, $1.25 
per bu. box.

Celery— California, $1.50 per doz. 
stalks.

Eggs— The - market is steady and 
unchanged. The consumptive de­
mand is very good and the supply 
continues large. A considerable 
quantity of eggs is going into stor­
age, as the quality is running fine 
owing to the favorable weather. 
There will probably be a falling off 
in the production of eggs in the near 
future, but possibly no important 
change in price at once. Local deal­
ers are paying I&@i8j4c f. o. b. ship­
ping point, holding candled at 20@ 
21c.

Egg Plant—$1.50 per doz.
Grape Fruit— California, $3.50 for 

all sizes.
Green Peppers— $2.75 per 6 basket 

crate for Florida.
Honey— 15c per lb. far white clov­

er and 12c for dark.
Lemons— The market is steady on 

the basis of $4@4.25 per box for Cali­
fornia and $3.50(0)4 for Messina.

Lettuce— Hothouse leaf, 10c per 
lb.; head, Southern stock, $1.25 per 
box.

Onions —  Texas Bermudas com­
mand $1.90 petr crate for yellow and

$2.15 for white; home grown green. 
15c per doz. bunches.

Oranges —  Navels, $37S@4.2S per 
box.

Peaches—‘California Elbertas, $1.50 
per 4 basket crate.

Pieplant— 75c for 40 lb. box.
Pineapples— Cuban are firm at $2.65 

for 24s; $2.50 for 30s; $2.40 for 36s; 
$2.25 for 42s.

Plants— 65c per box for cabbage 
and tomatoes; 85c per box for pep­
pers.

Pop Corn— 90c per bu. far ear; 
3l4@3J£c per lb. for shelled.

Potatoes —  Texas Triumphs fetch 
$1.25 per bu. Old stock is without 
change.

Poultry—'Local dealers pay 15c for 
fowls; 16c for springs; 10c for old 
roosters; 15c for ducks; 12c far geese 
and 16c for turkeys.

Radishes— 15c for long and 10c for 
round.

Strawberries— Michigan stock com­
mands $2@2.25 per 16 qt. case.

Spinach— 65c per bu. for home 
grown.

Tomatoes— $2.75 per 6 basket crate 
from Florida.

Veal— Dealers pay 5@6c for poor 
and thin; 6@7c for fair to good; 8@ 
oc for good white kidney; 10c for 
fancy.

Wax Beans— $1.35 for two-thirds 
bu. box.

Will Try Conclusions With Dead- 
Beats.

Ann Arbor, June 14— At a recent 
meeting of the grocers and meat 
market men of the city the organi­
zation of the Merchants’ Credit As­
sociation was completed and the sta­
tion will be established at once, and 
be ready for business by July 1. 
Nearly every merchant in the city is 
anxious to become a member of the 
Association and even the milk men 
and persons who rent houses and oth­
er property in the city are desirous 
of joining and getting the benefits of 
the scheme.

The officers elected are as follows:
President— C. L. Pray.
Vice-President— Samuel Heusel.
Secretary— R. E. Cooper.
Treasurer— J. Schultz.
A banquet was given following the 

business meeting at which the men 
present informally discussed the cred­
it situation here. It was agreed that 
it had assumed vast proportions and 
that the constantly changing popula­
tion has made it necessary far the 
merchants to find some means of pro­
tecting themselves.

People waste a lot of valuable time 
looking for things where they are not.

The Grocery Market.
Sugar —  The market is without 

change as to price. It is stronger 
than a week ago on account of in 
creased consumption.

Tea— The market remains quiet 
and nothing of special interest has 
developed. No large transactions are 
reported. Prices show continued 
firmness and reports from primary 
markets are of an upward tendency 
Spot stocks are low and prices well 
held. Some new teas are arriving 
and the quality shows up well. In 
Congous the principal demand seems 
to be from London and several large 
sales are reported in low grades and 
exported from New York. The fu 
ture promises well for an increased 
tea business, during the coming year

Coffee— Prices remain about the 
same, although very firm, and some 
difficulty is experienced in matching 
samples. There is about six weeks at 
least before the new crop can arrive 
but if reports are true there is still 
a fair supply.

Canned Goods— The spot market 
foir tomatoes is strengthening and 
gradually approaching prices at which 
futures are held. The demand for 
spot stocks is good at the present 
time on account of the high prices on 
futures and the firmness at which 
these prices are maintained. There 
is no shading of future prices by the 
packers, as the growers have refused 
to contract at prices below the cost 
of production. Corn continues to 
advance and all stocks are well clean­
ed up. Many packers have contract­
ed for their whole output for the sea­
son. From the present situation it 
looks as though corn would reach the 
dollar mark before the new pack is 
put on the market. There is just a 
fair demand for pumpkin and prices 
'remain the same. There are no fresh 
developments in the canned goods 
market, there being a routine demand 
for most of the lines. Advices from 
the coast say that packers are sat­
isfied with what has been done so far, 
as many jobbers have been buying 
freely. Prices on the 1910 pack are 
some higher than last season, al­
though the crop is 'reported good in 
most lines.

Dried Fruits—-Peaches are dull for 
both spot and future, and prices show 
no change. Apricots are dull on spot 
and for fututre delivery. Prices of 
futures show no change. Raisins are 
dull at unchanged prices. Sultanas, 
however, are a little sronger. Cur­
rants are quiet and unchanged. Other 
dried fruits are quiet and unchanged. 
Spot prunes are firm and some sizes 
are in fair demand. On the coast, 
however, the situation is dull. Fu­
ture prunes are still ruling on a very 
high basis and practically no sales 
have been made.

Rice— Most grades are reported to 
have advanced some in the primary 
markets. The demand continues 
good from the retail trade. Crop re­
ports from the South are better than 
last week, as the recent rains have 
improved them some.

Cheese—The make is increasing 
and prices are therefore softening, al­
though quotations are still 10 per 
cent, above a year ago. The con­
sumptive demand is not as good as

usual owing to the cool weather; it 
will improve as the season advanc­
es. The quality of the present re­
ceipts of cheese is running very 
fancy.

Syrups and Molasses— Glucose is 
steady at the advance chronicled last 
week. Compound syrup in cans has 
advanced on two scales. Sugar syrup 
is active and steady, not, however, for 
straight consumption. Molasses is 
quiet and unchanged.

Provisions— The demand for smok­
ed meats is not as good as usual for 
the season, partly due to the weather 
and pairtly to high prices. Pure lard 
-S barely steady at present prices, but 
will improve in demand as soon as 
the weather becomes warmer. Com­
pound lard is about in the same con­
dition as pure. Stocks are firmly held. 
The consumptive demand is slow. 
Owing to the high cost of raw mate­
rials, there will probably be no low- 
e*r prices for compound lard. Barrel 
pork, canned meats and dried beef are 
in moderate demand at unchanged 
prices.

Fish— Cod, hake and haddock aire 
dull and unchanged in price. Spot 
salmon is scarce and high, with as 
much movement as could be expect­
ed. Some packers have named pric­
es of $1.75 for tails and $1.90 for flats 
of new Columbia River salmon, but 
nothing has been announced by the 
Association as yet. Domestic sardines 
ire still nominally quoted on the bas­
is of $2.75 f. o. b. for quarter oils, 
but some of the packers a*re selling at 
$2.50. So far as the sardine busi­
ness is concerned there is nothing un­
usual in this. Imported sardines are 
quiet at unchanged prices. Mackerel 
emains quite dull and prices are in­

clined to be easy.

Alpena— The Alpena Motor Car Co. 
has been incorporated. The capital 
stock is $450,000, of which $300,000 is 
common stock and $150,000 preferred. 
To secure the industry the people of 
this city give $50,000 bonus and a site 
for the factory. Messrs. Nunnelly, 
Irosbeck, Trombley and eight other 
Mt. Clemens capitalists furnish $30,- 
000 cash, and an additional $20,000 
cash was furnished by ten Alpena 
capitalists. The company will build 
a four-cylinder 35-horsepower, 112- 
nch wheel base automobile, to sell 

for $1,450. A sample car has already 
been built and 200 demonstration cars 
will be built at once in a temporary 
factory for the use of agents while 
the permanent factory is being con­
ducted. The first year’s output will 

be 1,000 cars, and it is claimed that 
they are now practically all contract- 
d for.

Ann Arbor— Guenther-See & Co. 
have engaged in business to manufac­
ture and sell curtains, draperies, etc., 
with an authorized capital stock of 

15,000 common and $10,000 prefer- 
ed, of which $15,000 has been sub­

scribed, $150 being paid in in cash 
and $14,850 in propeirty.

E. J. Pierce, formerly engaged in 
the tea and coffee business at St.

o'hns, has engaged* in the grocery 
business at Belding. The Worden 
Grocer Co. furnished the stock.
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TERPENELESS EXTRACTS.

Why They Are Superior To the Old- 
Time Essences.*

I have been invited to present a 
paper on this subject which is one of 
great importance, soluble, terpeneless 
extracts being a practical necessity 
in the modern manufacture of certain 
largely consumed kinds of goods 
classified as food products, although 
it is said that terpeneless extracts are 
practically unknown in the East as 
domestic flavoring extracts.

I am glad to present this subject 
to you, since my house has been 
from the beginning— more than a 
quarter of a century— engaged in the 
manufacture of this class of products, 
the sale of which has been a con­
tinually indreasing factor in our busi­
ness.

As is well known, for domestic use 
only two flavors are very popular and

Charles E. Foot

of these extract of vanilla largely 
leads extract of lemon in sale.

Since the agreeable flavor of fresh 
lemons is well known and thoroughly 
appreciated and since it is well 
known that that flavor (resides in the 
essential oil of the rind, which part 
of the fruit is that which is employed 
in making the flavoring extract, we 
must consider the nature of the oil 
of lemon in order to know the rea­
son for its comparative neglect as a 
flavoring agent.

Oil of lemon, as it exists in the 
glands of the lemon (rind, is natur­
ally a highly complex substance con­
sisting of a mixture of hydrocarbons, 
known as terpenes because of their 
relation to oil of turpentine, con­
stituting in oil of lemon of good 
quality more than 90 per cent, of 
the total bulk of the oil and carry­
ing in solution a small percentage of 
oxygenated constituents to which the 
flavoring value of the oil is due.

I shall leave to others the naming 
and desdription of the complex sub­
stances obtained from and supposed 
to be naturally contained in oil of 
lemon and devote my attention to the 
practical nature and use of the oil 
as a flavoring agent.

The entire oil is readily soluble in
Paper read by dharles E. Foote at an­

nual convention Flavoring Extract Man­
ufacturers’ Association, at New York, 
June 9, 1910.

alcohol, but the terpenes are not sol­
uble in a dilute alcoholic vehicle. By 
careful washing with dilute alcohol it 
is therefore possible to separate 
the terpenes which, when pulre and 
recently separated from fresh oil of 
lemon, have no perceptible lemon 
odor or taste, being as bland as lin­
seed oil except for giving a slight 
prickly sensation to the tip of the 
tongue.

Exposed to the action of light and 
heat with access of air, these ter­
penes quickly develop an odor and 
taste of turpentine. Specimens in 
oulr • laboratory, exposed a long time 
to these influences, have become 
thick and resinous, of a brownish yel­
low color and indistinguishable in ap­
pearance or in taste from Canada 
balsam.

Pure oil of lemon, consisting as it 
does largely of these terpenes, is 
similarly affected by the same influ­
ences, which ruin its quality for flav­
oring purposes.

No doubt it is for this reason that, 
as prepared for the trade in Sicily, 
this and similar citrus oils are put up 
:n coppers, carefully tinned inside, 
sealed with solder and each twenty- 
five pounds copper enclosed in a 
heavy wooden box.

We learn from reports of the Unit­
ed States Department of Agriculture 
that, in the case of these volatile oils 
prepared by expression, not more 
than 5 per cent, of oil distilled from 
the refuse is allowed by the Italian 
authorities to be added to the ex­
pressed oil and that this regulation is 
made because the heat employed in 
the process of distillation materially 
impairs the flavor of the oil.

We see, therefore, in the nature of 
the terpenes in oil of lemon a suffi­
cient reason for the disfavor in which 
lemon is held as a flavoring agent 
where only the oil of lemon or com­
plete solutions of it, terpenes and all, 
are known or have been given the 
practical test of use.

Turpentine has its uses, but the 
acceptable flavoring of cakes, pastry, 
ice cream, ices, confectionery and all 
beverages is not among these uses.

Only a few years ago a State 
Chemist in an essaj' on lemon ex­
trace published as part of the annual 
report, described extract of lemon as 
having "a marked odor and taste of 
turpentine.”

I can not dispute the ttruth of this 
statement as applied to any solution 
of oil of lemon in alcohol, subject­
ed to the ordinary conditions under 
which it is kept, but terpeneless ex­
tract of lemon has neither the odor 
nor the taste of turpentine, which 
qualities are due to the terpenes 
forming the chief bulk of the natural 
oil and necessarily contaminating any 
product in which they enter.

Comparative tests as flavoring 
agents will show for terpeneless ex­
tract of lemon the unchanged flavor 
of the fresh fruit, and for the old­
er soirt all degrees of development of 
the turpentiny odor and taste which 
have restricted its usefulness.

So far as I know the State Chem­
ist above referred to is alone in mak­
ing the turpentiny odor and taste a 
test of genuineness or of good quali­
ty. Others have attempted to pre­

vent this deterioration by (a) direct­
ing that old oil be washed with warm 
water, (b) that a small quantity of 
alcohol be added to oil in good con­
dition, (c) that oxidation be prevent­
ed by keeping in sealed packages 
carefully protected from the light.

This last is the only expedient of 
known value and is useful only for 
the preservation of our raw material, 
not of our finished product. Careful 
experiments with solutions of oil of 
lemon in alcohol in various propor­
tions have demonstrated that solution 
■ in alcohol, while it retards, does not 
prevent, the deterioration of the oil 
when exposed to light, heat and air.

Experiments with terpeneless ex­
tracts varying in strength from 5 to 
jo per cent, of their volume of oil of 
iemon used in their preparation, ex­
posed to the same conditions, have 
shown no deterioration in flavoring 
strength and value after tests extend­
ing over more than two years.

A man who invents and offers for 
sale a new and superior machine is 
nonored as a public benefactor, just­
ly entitled to the profits arising from 
its introduction and extensive use, 
but for many years the idea pre­
vailed and has influenced legislation 
that an extract made for flavoring 
purposes, and not offered as a medi­
cine, must conform in all respects to 
the formula for a medicinal prepara­
tion of a similar but not identical 
name as laid down in a book of au­
thoritative standards for medicines.

This book is irevised every ten 
years. In the seventh revision of this 
book the strength of the spirit or 
essence of lemon was materially 
changed from that of its predecessors. 
In the eighth revision, now current, 
the article was dropped.

Extract of lemon is not now and 
never at any time was a preparation 
of the United States Pharmacopoeia 
and the Pharmacopoeia now current 
does not fix or contain any standard 
for any preparation of a similar name 
and nature.

Extract of lemon is not necessarily 
made in accordance with any formula 
in any Pharmacopoeia or other book 
of medicinal standards.

In 1903 the Supreme Court of 
Michigan handed down a unanimous 
opinion that any manufacturer may 
lawfully improve any product and 
lawfully offer the same for sale. In 
this opinion the Couirt upheld the 
proprietary of making and selling 
terpeneless extract of lemon which 
had been condemned by the Food 
Commissioner as adulterated, the 
Court also holding that the Legisla­
ture might properly have had in mind 
the Pharmacopoeia as the standard 
for extract of lemon.

But the sub-committee having in 
charge the subject of essential oils 
for the eighth revision of the Phar­
macopoeia, Dr. Edward Kremers, 
chairman, dismissed essence of lem­
on from the list of official prepara­
tions and the Committee placed on 
record the following declaration:

“Inasmuch as there has existed in 
the past on the pairt of the public a 
misconception of the purposes of a 
Pharmacopoeia and penalties have 
been imposed upon those who have 
sold, substances bearing pharmaco-

poeial names which were to be used 
in the arts, for manufacturing and 
other purposes, and not as medi­
cines, it has become necessary to 
make the following declaration: The 
standards of purity and strength pre­
scribed in the text of this Pharma­
copoeia are intended to apply to sub­
stances which are used solely for me­
dicinal purposes and when professedly 
bought, sold or dispensed as such.”

Also, the Committee of Chemists 
which, under authority of President 
Roosevelt drew up the standards for 
food products, published the follow­
ing notation in Circular No. 17, re­
peated in Circular No. 19, “The flav­
oring extracts herein described wre 
intended solely fo(r food purposes and 
are not to be confounded with sim­
ilar preparations described in the 
Pharmacopoeia for medicinal pur­
poses.”

Practically all the states have now 
erected into statute law for their jur­
isdiction the standards of the Nation­
al Commission.

The first tentative draft published 
by the United States Department of 
Agriculture and sent to manufactur­
ers for their criticisms and sugges­
tions made no mention of the ter­
peneless products.

Hearings were held in various parts 
of the country. I personally inter­
viewed in Chicago Dr. Wen. Frear, 
chairman of the Committee, showing 
him samples of our terpeneless prod­
ucts of lemon and other citrus oils 
and of our eliminated by-products. 
All these welre prepared by our proc­
ess of mechanical agitation, and Cir­
cular No. 17 defined and authorized 
terpeneless extract of lemon, specify­
ing only the mechanical agitation or 
washing process for its preparation. 
No other terpeneless extracts were 
named and tetrpeneless oils were not 
mentioned.

The term lemon extract in the Gov­
ernment standards was confined to 
flavoring extract containing 5 per cent, 
of oil of lemon, while terpeneless ex­
tract of lemon was required to con­
tain not less than .2 per cent, of cit- 
eal derived from oil of lemon, which 
oil was required to contain not less 
than 4 per cent, of citral.

Attention having now been drawn 
to the superior quality of terpeneless 
extracts in general as compared with 
the turpentiny sorts, CirculaJr No. 19 
recognized and defined also, for the 
first time, terpeneless extract of 
orange and terpeneless oils of lemon 
and of orange.

In the case of terpeneless extiract 
of orange, whether because of the 
complex nature of its constituents or 
because no one could be isolated and 
taken as a standard and recognizable 
:ndex of flavoring value, Circular No. 
19 required that terpeneless extract 
of olrange should be equal in flavor­
ing power to orange extract.

Neither degree of rotation, specific 
gravity nor percentage of total alde­
hydes calculated as citral shows ac­
curately the flavoring value of oil 
of lemon or of its preparations. Oil 
of lemongrass contains 85 per cent, of 
citral but a solution of it showing a 
percentage of citral equal to that 
contained in a terpeneless extract of 
5 per cent, or other proportion of oil
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of lemon is ireadily distinguishable in 
flavor.

It may be conceded that citral is 
the chief-odorous constituent of oil 
of lemon, but a solution containing 
citral from any source is not extract 
of lemon and is not even sufficiently 
stable as a reagent to be of use as 
a fair test for esimating the flavor­
ing value of a terpeneless extract by 
the colorimetric methods.

We know that true oil of lemon va­
ries in flavoring value and that ex­
tracts from it must also vary though 
within narrow limits. We have re­
peatedly asked the Govetrnment for 
an accurate method fotr completely 
standardizing either our raw material 
or our finished product. Except for 
lemon, no test other than a physio­
logical test has been suggested, and 
for lemon every test so far tried has 
been found inaccurate.

Terpeneless extracts, being solu­
ble, may be used in aqueous or syr­
upy beverages and foods, without 
clouding or separation of oil. The 
terpenes being more volatile portion 
of oil, terpeneless extracts better 
withstand the heat of baking and 
they also blend more perfectly in va­
rious domestic foods in which they 
are used, retaining their natural fruit 
flavor.

You will understand that I am 
speaking here of real terpeneless ex­
tracts as defined folr terpeneless ex­
tract of lemon in Circular No. 17 and 
not of the alternative product also al­
lowed and defined as terpeneless ex­
tract of lemon in Circular No. 19 of 
‘he United States Department of Ag 
liculture.

A few days ago I had the pleasure 
<>f meeting a young man, the son of 
a manufacturer of fruit extracts and 
of terpeneless oils, which they pre 
pare by fractional distillation in vac 
uum.

The young man asked me how to 
get rid of the tarry odor in making 
our terpeneless preparations.

T replied that, since our process is 
one of cold mechanical extraction 
with solvents, using no heat, no tar is 
formed and therefore there is no tar 
ry odor to be eliminated or disguis 
ed in a real terpeneless extract.

Terpeneless oils are soluble and, be 
ing free from terpenes or approxi­
mately so, do not develop, on expos­
ure, the odor and taste of turpentine 
characteristic of the natulral oils 
Their quality may vary greatly ac­
cording to the care and skill used 
in their preparation, but to class ter 
peneless oils and solutions of them 
with real terpeneless extracts is no 
motre right than to hold fres'h ripe 
strawberries and canned strawber­
ries to be of equally fine flavor.

Tar is a product of destructive dis­
tillation. Traces of it often appear 
in the distillation of essential oils, 
and even when the greatest care is 
taken in the pirocess no chemist can 
positively and truthfully assert that 
the proximate principles which he 
finds in his distillate are the unchang­
ed substances which were in the raw 
material befolre he began his opera­
tions.

An extract is something extracted 
from material of which a part is de­
sired and is separated, by the process

employed, from the undesired portion. 
Terpeneless extract of lemon is, 
therefore, not only an extract, but is 
the only real extract of lemon be 
cause it is the only preparation con 
taining the desirable portions of the 
oil while rejecting the 96 per cent, 
terpenes in the original oil.

Real terpeneless extracts, not mere 
ly solutions of terpeneless oils, but 
genuine extracts of natural oils (ex 
pressed oils in the case of the citrus 
fruits) may be had in practically any 
desired degree of concentration and 
adaptable to all flavoring purposes 
They are now in large and rapidly 
extending use by leading makers o 
fine confectionery, of calrbonated bev 
erages and other articles classed as 
food products.

Terpeneless extracts have bee 
stigmatized as “cheap,” probably be 
cause the menstruum employed 
and must be dilute alcohol instead of 
alcohol of high proof, but when, a 
is the case, two ounces of a real ter 
peneless extract are sufficient to flav 
or one hundred pounds of cream cen 
ter for chocolate creams or to flavo 
four gallons of syrup for a clear and 
sparkling carbonated beverage, this 
quality and kind of cheapness is one 
that irresistably appeals to makers of 
high grade food products.

In this paper I have dwelt mainly 
on preparations of oil of lemon, but 
the elimination of the terpenes by 
mechanical extraction with appropri 
ate solvents is possible in the case of 
a very large number of essential oil: 

ith equal improvement over the or 
dinary essence, to the benefit of mak 
er, handler and user.

The field for genuine terpeneless 
extracts is just opening.

For domestic flavoring purposes 
equally with theiir use by manufactur 
ers, they have no rivals in quality 
They are desirable pure food products 
which should enlist the best energies 
of manufacturers of domestic flavor 
ing extracts who wish to place before 
their customers products of the high 
est quality for the sole purpose for 
which they are prepared— as flavoring 

gents at the lowest cost of pro­
duction for the strength, purity and 
permanence of flavor obtained.

As the old time essence of lemon, 
after various changes in strength, has 
been dropped from the United States 
Pharmacopoeia, so its surviving rela­
tive, the standard lemon extract, 
should make way for the genuine ter­
peneless extract of lemon, not as a 
drug, not as a fuel, not as a beverage 
for the “dry” sections of our coun­
try, but as the best possible perma­
nent flavor of the expressed oil as it 
exists in the fresh fruit.

It Was All One To Her.
Kitty could never get enough of 

music. One evening she remained 
out on the porch late to heair the 
band play.

“You must come in, Kitty, or you 
will catch your death of cold,” said 

er mother.
“ I don’t care, mamma; the band 

plays all day up in heaven and it 
on’t play only but two times down 

here.”

It is a wise worm that turns no 
oftener than it has to.

Conclusive Evidence That Sentiment 
Exists In Business.

Ever since Laban, on the plains of 
Horan, injected into the economics of 
servitude the love of Rachael as a 
commercial asset, the plaudits of our 
fellows, the love of good women, and 
the value of power based on commer 
cial honor, have been and ever will 
be a spur to our business ambitions; 
and no man can deny that the four­
teen years of Jacob’s wooing contain 
more that is charming and resource­
ful than his unconscionable bargain 
with his brother Esau or his strategic 
manipulation of Laban’s cattle.

Every man in the promulgation of 
his principles, more or less, hitches 
his wagon to a star, and Ibis success, 
in the broadest sense, is in the direct 
ratio that he fastens himself and his 
business to the things that are in their 
nature eternal. The love of his labor, 
that created at the hands of Michael 
Angelo the glories of the Sistine 
Chapel, that has inspired the patriot 
and saint, the painter and poet, the 
warrior and statesman, to a greater or 
less extent inspires the business man 
of to-day who stands on broad ground 
and recognizes his duty and respon­
sibility to the ties of fellowship, citi­
zenship and business activities.

It is not my purpose to go into a 
detail of business ethics or morality, 
nor the complex problems of daily 
routine, but I know that you feel that 
the methods you employ in the un 
winding of these affairs make or un 
make for the common good. Th 
man who, in the strength of afflu 
ence, denies to his less fortunate 
brother the richness of his experience 
where their ways converge; the man 
who is ever regarding business as 
business, who takes as a slogan “What 
s there in it for me,” will be loath 

to admit the existence of sentiment 
n business, nor will he feel that in 

spiration that should pervade and 
does prevail among men who recog 

ize with sterling integrity the ethics 
of their trade, which, upon investiga 
tion, they will discover are founded 
on the rules of common honesty, and 
to the extent they are disregarded is 
an approach made to the line that d 
ides business from larceny.
Neither is it my province to lay 

down to any man the part he shall 
play as a citizen of the republic. Yet 

he does not feel the sentiment in 
business that I know to exist his walk 
eads along the path “too gray for 

chivalry” and his goal is the blue be 
ond. What man, as a business prop­

osition, would spend one hour at 
ettysburg or Antietam, Chicka- 
auga or the Wilderness? Yet they 
ent, 100,000, yea, 1,000,000 strong, 

for their God, the country and senti­
ent. Business men, men from the 

camp and the field, from the cross- 
ads store and the hives of industry. 

Business men, aye, money changers, 
you please, their tables overturned 

by the power of sentiment when the 
tide was at its flood, and when they 
returned, if they returned1 at all, they 
found it at the ebb.

What man would regard a life’s de­
votion to the cause of humanity in 
the islands of the southern seas as an 
incentive to commercial credit? Yet

I say to you, that in Korea and Japan, 
China and the Philippines, the activi­
ties of the American business man of 
to-day go hand in hand with the 
prayer of the missionary, and the path 
of the gospel has more than once 
been trodden by an aspirant who 
found in the commercial supremacy of 
his American brother an abiding faith 
in America’s God.

We are told that ‘^Westward the 
star of empire takes its way,” but have 
you considered that it has ever taken 
dust from the wheels of commerce 
and that the enterprise or cupidity, if 
you will, of the business man has ever 
led the van, until the golden streams 
of California and Alaska have lured 
this star to its last stand upon the 
western slopes of the Pacific?

Can you deny that sentiment exists 
in business when the cotton from A la­
bama, the steel from Gary, footwear 
from Massachusetts and furniture 
from Michigan bring a moral, if not 
a sermon, to these far off lands? Can 
you affirm that business is but busi­
ness when its exigencies have created 
a waterway of mountains and its 
progress brought where once was 
waste and desolation the pulse of con­
tinents, with a consequent upbuilding 
of men?

Do we turn for sentiment to those 
nations evolving economic problems 
or to those marked for decadence? 
Does history record that Bismarck un­
clenched his mailed fist from the 
treasury of France because he revered 
her memories in the palace of Ver­
sailles? Have we heard that the Teu­
ton has unloosed his hold on the 
commerce of the world because of his 
contributions to her music, or that 
Spain has discarded the shambles of 
Madrid because she has lost her herit­
age in the markets of the West?

Every distinctive people has stood 
for some fundamental principle in the 
progress of time: The Jewish nation 
as a formulative period for Christian­
ity, Greece for art, Rome for law, the 
middle ages for the constructive period 
of modern civilization, while America 
stands for democracy and its proto­
type, commercial supremacy, and 
though she no longer glories in her 
appeals to the God of Battles, yet 
hand in hand with her business activi- 
ies runs a sentiment that makes for 

more than battles ever bought; at no 
time in history have you seen the 
strong and the brave reach out with 
mind and heart and resource for the 
opposing of the wrong aifd the up­
holding of the weak. With due re­
spect to the cloth, I say that the 
American business man is not second 
to the church in those great world 
movements that derive their impetus 
f not their inception from the exi­

gencies of modern commerce.
Harrison P. Grover.

In spite of a good many indica­
tions to the contrary, people ara 
growing better and the earth more 
air. Whenever you feel pessimistic 

go out «1 the early dawn to some 
elevation and watch the day break. 
You will then realize that God is in 
His world and that TIis government 
can not fail, however often men may 
fall short of their duty.
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ALLOW FOR EXPANSION.
At this commencement season 

many young ipeople are casting tlieir 
lines, and the great questions are, 
Where? What? Good positions are 
not plentiful; and only those who 
have influence 'back of them can ex­
pect but to work up. But even in the 
lower ranks there is need of great 
care in the selection; more than in 
the upper ones. In the latter, the 
great question is, Can I fill the place 
satisfactorily? But in the rank and 
file the most frequent queries are, 
How many hours must T work, and 
what are the wages?

A few years ago a young man 
started out full of enthusiasm and 
not afraid of work. Soon he found 
himself in a laundry at fifty dollars 
a month. He was well satisfied. This 
was making money faster than the 
majority of boys of his age could do; 
faster than some of those who had
better educational advantages were 
doing. But soon a position in the 
bank opened up to him. He was 
pleased until he learned the salary 
was thirty dollars a month. He smiled 
and thought of the many things 
which the surplus twenty would 
bring and resolved to stick to his 
bush.

But a relative in the banking busi­
ness interfered, advising him not to 
let the chance slip. The boy soon 
showed him the figures for his rea­
sons, yet .the banker was insistent; 
in fact, his words were as nearly im­
perative as could be given by any 
person without lawful authority. “But 
remember,” he said, “you will be 
obliged to dress well at all times. 
Carelessness in dress will not be tol­
erated. On the other hand, there is 
less strain on clothing. A pair of 
shoes will represent more money out, 
but they will wear twice as long, the 
work being easier on them and the 
care which you must give them add­
ing to their length of life. The 
same may be said of the remainder 
of your wearing apparel.”

The lad was still unconvinced. 
Then the adviser called his attention 
to the face that he had himself com­
menced on twenty-five dollars a 
month. To which the reply was

made that “You did not leave a fifty 
dollar place to do it.”

“How much can you get next year, 
and the next, if you keep your posi­
tion in the laundry?”

“I don’t know,” was the hesitating 
reply. “The same, I suppose, or may 
be a little raise.”

“That’s just it,” was the emphatic 
rejoinder. “You’ve got about as high 
there as you will ever get. The 
question is, Do you want to pass 
through life on a fifty dollar job in 
the laundry, or do you want to get 
into something better? If you take 
the chance at the bank you will have 
a tip-top chance to grow. That is 
why I say, by all means accept.”

The counsel was finally heeded, al­
though with some misgivings. The 
lad was bright, manly, obliging and 
polite. Soon the President suggested 
that he wanted a reliable boy to keep 
his office in order. At first the lad 
was inclined to think this another 
step down, but his old friend said, 
“Take it;” and take it he did.

This gave the men higher up a bet­
ter chance to study him and his work. 
Before long there was a vacancy in 
the upper ranks, and he was at once 
promoted. He prided, himself on his 
determination to make good, whether 
the work was pleasant or the most 
menial drudgery; and ere long he 
had worked his way behind the cash­
ier’s desk, with excellent prospects of 
rising higher.

“Didn’t I tell you,” smiled his 
friend. “You see, I looked at it that 
there was a chance for expansion. If 
I had not believed that you were 
capable of growing I would have left 
you in that laundry. But I was de­
termined to get you out where you 
would have a chance to expand. In 
selecting a position, look to what you 
may become through it more than 
what it offers to you at the present 
moment. * Do not be satisfied with a 
place so cramped that there is n< 
room to grow.

CHINA IN A FERMENT.
Ia is just about ten years since the 

Boxer uprising took place in China. 
That upheaval was neither revolu­
tionary nor antidynastic, but was di­
rected mainly against foreigners. Its 
principal seriousness was the active 
partcipation or connivance of the 
Chinese government in the move­
ment. Not only were foreigners 
massacred and ill treated in many 
parts of the empire, but the foreign 
legations in Pekin were besieged and 
an international expedition had to be 
sent to rescue them.

Evidently the effects of the chas­
tisement then administered to the 
Chinese have been forgotten, as, ac­
cording to the news from Nanking, 
one of the populous commercial cen­
ters of Southern China, the populace 
there threatens to rise against the 
foreigners, slaughter them and de­
stroy their property. It is claimed 
that the movement is revolutionairy 
in character and directed against the 
Manchu dynasty, but whatever the 
purposes of the leaders, the animus 
of the masses is against foreigners 
solely.

While it is probable that the Chi­
nese troops at Nanking, if they re­

main faithful, will be able to cope 
with the situation, most of the for­
eign powers have warships on the 
scene and these vessels will take 
steps to act promptly in case of an 
emefrgency and co-operate ¡in the pro­
tection of foreigners. Chinese mobs, 
when aroused, are extremely dan­
gerous, and as it is almost impossible 
to know in advance just when trouble 
is likely to break out, a situation 
such as now exists in Nanking is al­
ways fraught with serious danger.

While the governments will prob­
ably have no serious trouble in pro­
tecting foreigners residing at the 
ports, those unfortunates who reside 
in the interior, out of reach of the 
foreign warships or of diplomatic of­
ficials, are very apt to have a har­
rowing time of it should the threat­
ened outbreak actually occur. Fortu­
nately, there appears to be no collu­
sion between the agitators and the 
Chinese government, such as existed 
during the Boxer rebellion, hence the 
officials will probably succeed in sup­
pressing the trouble, if only the well- 
drilled and disciplined troops remain 
loyal. Some doubt exists as to wheth­
er the loyalty of the troops can be 
counted on, which complicates the 
situation and gives rise to the fear 
that, after all, the authorities may not 
be able to maintain order.

Profiting by past experience, the 
foreign powers should not stand on 
any ceremony in dealing with this 
new situation. If the trouble be­
comes sufficiently serious sailors and 
marines should be promptly landed 
to protect foreigners, no matter what 
protests the Chinese government may 
see fit to make. Tardiness in acting 
permitted the situation in Pekin ten 
years ago to become so serious.

THE TRUE SPIRIT OF GIVING.
This is an age of contributions. We 

can not step outside of our door with­
out being asked to donate something 
for some cause; neither can we re­
main within and escape the invita­
tion. There are objects arousing our 
sympathy and our fun-loving nature, 
and others which appeal to the intel­
lectual or religious phases of life. To 
some of the invitations we respond 
readily and with a genuine pleasure; 
to others with a half-hearted sym­
pathy; while to a third class we 
give, if we give at all, simply from 
policy—because we must or lose 
trade.

This latter spirit can not be classed 
as generosity, for “the gift without 
the giver is bare.” Yet oftimes we 
are inclined to forget that “A good 
many evils of this life are just good 
things hoarded until they spoiled.” If 
we really so incline, there are many 
ways in which we may show a spirit 
of helpfulness and yet make com­
paratively little sacrifice.

It is only business to investigate 
the cause of charity, be the contribu­
tion little or big. It is as much a 
mistake to help a person unworthy 
of this help as to do him bodily in­
jury. And it is but furnishing a 
breeding place for corruption to give 
on a large scale to committees not 
worthy of the trust. A college Presi­
dent noted for ¡his ability to raise 
funds allowed, through carelessness

or otherwise, a large sum to slip 
away from the institution. While he 
is still soliciting with as much energy 
as ever, it is certainly no indication 
of a miserly tendency if one hesitates 
before contributing again to an end 
so questionable.

Let your methods be guided by 
your resources and the ends sought. 
You do not want to be a miser, either 
in reputation or reality, but it is a 
duty to yourself as well as to your 
community to investigate before open­
ing your purse. Prove the cause 
worthy and then give as much as you 
can afford. But let people understand 
that you are not throwing money 
away; that business principles apply 
to the true spirit of giving.

MERE CURIOSITY.
A few days ago Vesuvius claimed 

another victim, one so curious to wit­
ness her phenomena that he ap­
proached1 too near and was overcome 
by her deadly gases. He was un­
mindful of the fate of Pliny, or per­
haps thought that he was smart 
enough to keep out of the way of the 
running lava. Yet the result was 
equally disastrous.

Curiosity seems to be a component 
part of human nature. Because one 
man has come to grief we want to see 
how nearly we can come to the dan­
ger point and still be on the safe side.

There is a failure to distinguish 
between bravery and rashness. When 
a real good can be accomplished by 
indulging in a bit of curiosity, one 
may be readily pardoned. It there is 
a lesson to be learned or a snag to 
be avoided, it is wise to investigate. 
The scientist may be pardoned for 
viewing Vesuvius too closely; but the 
mere curiosity seeker who loses his 
life in the act will not be long missed 
in this world.

Then there is the curiosity about 
our neighbors and their business. It 
may be of a legitimate nature. Per­
haps their financial condition may af­
fect our own. Certainly their suc­
cesses or failures carry with them 
some fruitful illustration. But too 
often this curiosity, while it may 
originate in sympathy, ends in idle 
gossip. The spirit is one which 
grows. We allow ourselves to be 
concerned with how much Mr. A. 
paid for his new auto and we soon 
fall into the habit of wondering if he 
can afford it; if his latest business 
venture was a success. Now it is all 
right to keep posted on the ruling 
prices of popular goods, even though 
we do not and never expect to keep 
them in stock, or to become purchas­
er. But to allow ourselves to gaze 
to the point of being obnoxious— this 
spirit should be curbed on the start 
in our own hearts and discouraged in 
the hearts of others.

A Western woman wants a divorce 
because her husband goes fishing 
Sundays. Probably comes home with 
an empty basket and a story about 
the big fish that just slipped off his 
hook.

If men would hate sin as they hate 
the jail we would need' few lawyers.

You can not fail to augment your 
happiness by giving it out.
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MICHIGAN COUNTIES.

Source From Which Their Names 
Were Derived.

M ark! how  all th in g s  sw erve 
F rom  th e ir  know n course, o r v an ish  like 

a  d ream ;
A nother language speaks from  coast to 

c o a s t;
Only perch an ce  som e m elancholy  s tream  
And som e in d ig n an t hills old nam es p re ­

serve,
W hen law s, an d  creeds, an d  peoples all 

a re  lost!
W ordsw orth .

Preservation of the origin and 
meaning of local names is a matter 
of considerable historic importance 
and some knowledge of their history 
and significance would greatly stim­
ulate interest in the extent and im­
portance of local history.

The county names of Michigan pre­
sent a subject both interesting and 
difficult. Owing to the fact that the 
county making power —  Governor, 
Legislative Council or Legislature—  
has in no instance when laying out 
and naming a county seen fit to in­
dicate its motive in assigning a cer­
tain name to a county or the his­
torical significance of such name, it 
is frequently difficult and sometimes 
impossible to determine with cer­
tainty the origin of theiir names.

When the name is of Indian origin 
the meaning is frequently doubtful, 
due to the difficulty in reproducing in 
English letters the sounds uttered by 
the Indians, and when the word 
comes through the French the diffi­
culty is increased. These facts are 
illustrated in the treaties made with 
the Indians. Each secretary, in writ­
ing out the treaty, in the attempt to 
reproduce the names of the chiefs 
who affixed their marks, spelled the 
names as they sounded to him, the 
result being, for example, that the 
Pottawatomie chief, Aishcum, had his 
name spelled in seven different ways 
m the eight different treaties which 
he signed. In the French transcrip­
t-on the sound Inini was by the 
French wtritten Illini. When the 
word was repeated to an Indian for 
translation, the slight difference in 
sound might indicate an entirely dif­
ferent meaning from the one belong­
ing to the original word. This is the 
probable explanation of the widely 
differing meanings which we shall see 
given to the Indian names of some 
of the counties.

The word Michigan first appeairs 
as applied to land area in the Con­
gressional proceedings of 1804, cul­
minating in the act of January 11. 
1805, establishing the Territory of 
Michigan, which included the present 
Lower Peninsula, but extending 
southward to a line drawn due east 
from the southern extremity of Lake 
Michigan and also that part of the 
Upper Peninsula east of Mackinac.

Prior to that, in 1784, a committee 
of the Congress of the Confederation, 
of which Jefferson was chairman, re­
ported a plan for government of the 
Northwest territory and its ultimate 
division into ten states. One of these 
was to be named Michigania, to ex­
tend westward from Lake Michigan 
to the Mississippi River and include 
a large part of the present State of 
Wisconsin. Fortunately, this report 
was not adopted, as our Lower Penin­
sula was to be a state with the ap­
propriate but cumbersome name,

Cherronesus, a Greek word meaning 
peninsula.

Nicholas Perrot, who spent the 
years from 1665 to 1699 among the 
Indians of the Great Lakes, in his 
Memoir Upon the Customs and Man­
ners of the Savages, in giving an ac­
count of the warfare between the Iro­
quois and the Hurons, after the se­
rious defeat of the latter, says they 
went after a time to Huron Island, 
at the mouth of Green Bay, and the 
following year, upon hearing of the 
approach of a large band of Iroquois, 
they withdrew to “Mechingan,” 
where they constructed a strong fort 
From the connection he meant by 
this term the district including the 
northern part of Wisconsin and the 
western part of the Upper Peninsula 
of Michigan.

The name Michigan, applied to the 
Territory and State, unquestionably 
was taken from the lake, and that, in 
turn, had emerged in its present form 
after many vicissitudes, and was the 
survival of differing forms and other 
names.

The first map to show a body of 
water at all • corresponding to Lake 
Michigan was that of Sanson, made 
•n 1656, and showing the Strait of 
Mackinac and an opening at the west 
into an undefined body of water call­
ed Lac des Puans. This name was 
soon after appropriated to the Baye 
des Puans, which subsequently be­
came Grande Baye, corrupted into 
Green Bay.

The map of Du Creux, or Creuxitis, 
of 1660, clearly indicates the Lower 
Peninsula and the lake on the west 
and calls it Magnus Lacus Algon- 
cminorum seu Lacus Foetium, the 
last word having the same meaning 
as Puans.

Allouez, one of the Jesuit fathers, 
if. his journal of 1666, refers to “Lac 
des Illimouek (probably a mistake 
for Illiniouek, found elsewhere in 
the journal), a large lake which had 
not before come to our knowledge.”

The map accompanying the Jesuit 
Relation of 1670-1 shows the north­
ern part of Lake Michigan under the 
name Lac des Illinois. This relation 
speaks of the “Lake called Mitchi- 
ganons, to which the Illinois have 
given their name.” The map itself is 
remarkably accurate, so fair as Lake 
Superior is concerned, but does not 
at ...pt to give anything but the ex­
treme northern part of Lake Michi­
gan, and that not with accuracy. Jol­
iet’s map of 1674, while showing the 
entire lake for the first time, is not 
at all accurate in its outlines and 
calls the lake “Lac des Illinois ou 
Missihiganin.”

In anotheir map, the author of 
which is not known but which ap­
pears to have been made shortly aft­
er the map of Joliet, Lake Michigan 
appears as “Michiganong ou des Il­
linois.” Marquette’s map of 1673-4, 
which showed only the west shore of 
Lake Michigan, calls the lake “Lac 
des Illinois,” while Thevenot’s map 
of 1681, which he published as Mar­
quette’s, calls it “Lac de Michigami 
ou Illinois.”

A map ascribed to Franquelin, 
dated 1682, calls the lake “Michi­
ganong ou le Grand Lac des Illinois 
dit Dauphin.”

Franquelin’s map of 1684, much the 
most complete and accurate map of 
the Great Lakes up to that date, 
shows the lake under the name of 
“Lac des Illinois, ” while his map of 
1688 calls it “Lac des Illinois ou 
Michiganay.”

A map by Coronelli of 1688 beairs 
the name for the lake “Lac des Illi­
nois ou Michigani ou Lac Dauphin.”

Denonville, Governor of Canada, in 
a memoir of 1688, says that La 
Salle navigated Lake Huron and 
thence through that of “the Illinois 
or Missigans.”

Raudin’s map of 1689 has it “Lac 
des Illinois ou Missiganin.”

The Del’Isle map of 1703 calls it 
“Lac des Illinois,” and to Lake Hu­
ron gives the name “Lac Huron ou 
Michigane.”

In a memoir by Cadillac, written 
probably about 1697, he describes the 
countries whetre he has been during 
the three years past and in his first 
reference to this lake calls ,it “Lac 
Michigan ou Illinois,” but during the 
remainder of the article always calls 
it Lac Michigan.

In the Jesuit Relation of 1712 Pere 
Marest, a Jesuit priest who had spent 
some time in Illinois with the In­
dians, speaking of his return in 1711 
to Mackinac, says, “We sailed the 
whole length of Lake Michigan, 
which is named on the maps Lake 
Illinois without any (reason since 
there are no Illinois who dwell in its 
vicinity.”

The name Michigan became firmly 
established as the name of this lake 
by the time of the maps of Delisle, 
311 I739? of Berlin, in 1744, and of 
Mitchell, in 1755, although far some 
time the issue was doubtful whether 
this name would not be attached to 
Lake Huron.

Gallinee’s map of 1670, while not 
disclosing any knowledge of Lake 
Michigan, and a very inaccurate 
knowledge of the western shore of 
Lake Huron, has the latter lake 
much larger than the reality, under 
the name Michigane ou Mer Douce 
des Hurons. The original map made 
by Gallinee, which was deposited in 
the Department of the Marine at 
Paris, has disappeared, but three di­
rect copies are known to exist and 
these disagree as to whether the final 
“e” in Michigane is accented. There 
are some confirmatory facts to indi­
cate that it should be accented, the 
Franquelin map of 1688 and the 
Del’Isle map of 1703 indicating this. 
Ih e written account by Gallinee of 
his journey, upon which the map 
was based, does not, however, indi­
cate the “e” to be accented.

In the description of the journey, 
which was from Niagara River up 
through Lake Erie, the Straits and 
Lake Huron, Galinee says, “We en­
tered the largest lake in all Ameri­
ca, called the Fresh Wateir Sea of 
the Hurons, or in Algonquin, Michi­
gane,” thus indicating the latter 
word to be the translation of “Le 
plus Grand Lac,” and being substan­
tially the translation of the name 
found on the map of Creuxius, Mag­
nus Lacus Algonquinorun.

Moll, in his map of 1720, has Lake 
Michigan named Illinese Lake or

Michigan, and Lake Huron, Huron 
Lake or Michigan.

It seems to be reasonably cleair that 
the meaning of the word is the 
Great Lake, although the real deriva­
tion is somewhat uncertain, the first 
part of the word “michi” certainly 
meaning great, or large, and is the 
same as Missi in Mississippi Mis- 
sissaga, and other names.

Schoolcraft derives the word from 
“mitchaw,” great, and Sagiegan, lake, 
but this seems unlikely as it is not 
common to find an Indian compound 
word so greatly contracted as would 
be necessary to reduce Mitchaw-Sa- 
giegan to Michigan.

Some authorities also give the 
meaning of the word Michigan as a 
place for catching fish, but this again 
seems improbable.

The famous ordinance of 1787, pro­
viding a government for the North­
west Territory authorized the Gov­
ernor to “Proceed from time to time 
as circumstances may (require, to lay 
out the parts of the district in which 
the Ind an titles shall have been ex­
tinguished into counties and town­
ships.” By an amendment in 1789 the 
Secretary was authorized to act in 
the absence of the Governor from 
the Territory. Gen Arthur St. Clair 
was duly appointed the first Gov­
ernor and Major Winthrop Sargent 
the Secretary. At this time, although 
by the Treaty of 1783 with Great 
Britain the international boundary 
line put Michigan within the United 
States and the Northwest Tenritory, 
the ritish still remained in actual oc­
cupation of the posts at Detroit and 
Mackinac and the Indians who oc­
cupied— in their way— the surround­
ing country, were mainly friendly to 
them and hostile to the Americans.

Some years of desultory warfare 
with the Indians followed, including 
the disastrous expedition of General 
St. Clair in 1791, and it wrts not un­
til General Wayne—the Mad An­
thony Wayne of the Revolution— was 
put in charge that matters took a 
different complexion. In 1794 he led 
a campaign against the Indians and 
by the battle of Fallen Timbers on 
August 20, and the subsequent de­
struction of their corn fields and vil­
lages, impressed upon the Indian 
mind that the United States was at 
last a force to be reckoned with. The 
treaty of Greenville, made August 3, 
1795, by General Wayne with the 
Wyandottes, Ottawas, Chippewas, 
Pottawattamies and eight other Indian 
tribes, was really the first which the 
Indians had any intention of observ­
ing. By this treaty, the Indians while 
ceding their rights to a considerable 
territory which is now a part of Ohio 
and Indiana, received in turn from 
the United States an acknowledgment 
of their rights to hunt over and oc­
cupy (with the proviso that the In­
dians should sell only to the United 
States), practically all the remainder 
of the Northwest Territory. From 
this remainder, however, there were 
excepted certain small areas around 
Detroit and Mackinaw to which the 
Indians ceded all their rights.

In the meantime the British, by 
the Jay Treaty of 1794, had agreed 
to surrender the posts of Detroit and 
Mackinac on or before June 1, 1796,
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and on June 2, 1796, orders were giv­
en by Lord Dorchester, Governor 
General of Canada, to surrender them. 
General Wayne, after making the 
Treaty of Greenville, left General 
Wilkinson in command and went to 
Philadelphia, where he was received 
with great enthusiasm, thanked by 
Congress, appointed to receive the 
Western posts held by the British, 
left Philadelphia .in July, 1796, and 
reached Detroit August 13, 1796.

1796. Governor St. Clair was tem­
porarily absent from his Territory. 
The active and vigilan Secretary 
hastened in to see the country now 
for the first time coming under his 
rie facto as well as de jure jurisdic­
tion. He arrived at Detroit in July, 
the British soldiers left the fort July 
11 and the Americans took formal 
possession. Local officers were nec­
essary to afford visible evidence' of 
the change of authority. A county 
to include the surrendered territory 
and its civilized occupants was the 
only means of securing this. The 
Secretary consulted with some of the 
leading citizens of the community, 
then containing about 2,500 souls. 
For a name, what so appropriate as 
that of the conquering hero then in 
their midst, and on the 15th day of 
August, 1796, two days after the Gen­
eral’s arrival, Secretary Sargent— act­
ing Goveirnor— instituted the county 
of Wayne. Its limits were extensive 
and included the Lower Peninsula, a 
large strip in the northern part of 
Ohio and Indiana, a strip along the 
west shore of Lake Michigan, which 
would include a small part of Illi­
nois, and the east part of Wiscon­
sin and the east part of the present 
Upper Peninsula. These limits were 
subsequently (reduced and increased 
several times and finally in 1815, by 
proclamation of Governor Cass, re­
duced to the land within the Terri­
tory of Michigan, which was cover­
ed by the Indian Treaty of 1807.

The creation of the counties of 
Monroe and Macomb reduced Wayne 
county to its present limits, except 
that westwardly it extended to the 
Indian Tireaty line, and when Wash­
tenaw county was set off, in 1822, 
Wayne county was left with its pres­
ent Limits.

The Territory of Michigan was es­
tablished in 1805; its population was 
practically all found at Detroit, with 
a few scattering along the Detroit 
River and the Lake and River St. 
Clair, and at Mackinac, and increased 
but slowly. General Hull, the first 
Governor, after h.is inglorious sunren- 
der of Detroit in 1812, was removed 
and Lewis Cass appointed. The Sur­
veyor General of the United States, 
F.dward Tiffin, made in 1815 a very 
discouraging report upon the quality 
of Michigan lands. Although the 
western expansion had already be­
gun, Michigan lay outside the line of 
usual Western travel.

In order to facilitate the opening 
up and settlement of the territory and 
in accordance with the policy adopt­
ed by the United States a treaty was 
made November 17, 1807, by Govern­
or Hull, acting for the United States, 
and the Ottawa, Chippewa, Wyan­
dotte and Pottawattamie tribes of In­
dians, they ceding and granting all

their -rights except as to certain small 
reservations to that part of the State 
lying east of a line running along the 
west side of what is now Lenawee 
and Shiawassee counties, and from 
about the center of the west line of 
the last county, northeasterly to 
White Rock, on Lake Huron, a well- 
known point to the Indians and early 
voyageurs and called by the latter 
Blanche Roche.

Schoolcraft, in his Travels of 1820, 
speaks of White Rock, “An enormous j 
detached mass of transition lime­
stone standing in the lake at the dis­
tance of half a mile from the shore. 
This is an object looked upon as a 
kind of milestone by the voyageurs 
and is known to all canoe and boat 
travelers of the region. The White 
Rock is an object which had attract­
ed the early notice of the Indians, 
who are the fiirst to observe the non­
conformities in the appearances of 
the county, and it continues to be 
one of the places at which offerings 
are made.”

(This rock is now considerably re­
duced in size, irising only about four 
feet above the water and is about 
twelve feet square in area.)

In 1817 President Monroe made the 
first presidential tour to the West. It 
was the era of good feeling, party 
animosity, which had been so much in 
evidence during the preceding ad­
ministrations, having largely died 
away. The President went to New 
England, where he was cordially re­
ceived; then westward to Buffalo, 
from there by boat to Detroit, where 
he arrived August 13, 1817, and re­
mained five days, a period of great 
glorification for the small city, then 
of about 3,000 inhabitants. Upon 
leaving he went southward through 
Ohio and back to Washington.

1817. There had been an early set­
tlement, mainly of French, on the 
Raisin River, and this had grown 
somewhat, and wiith the additional 
population along the shore of Lake 
Erie furnished sufficient justification 
to Governor Cass to perform an act 
of gracious hospitality to his visiting 
superior, and on July 14, 1817, in an­
ticipation of the coming visit and in 
honor of the visitor, he established 
the county of Monroe, with limits ex­
tending from its present northerly 
boundary to the southern boundary 
of the territory— then understood to 
be far enough south to include To­
ledo— and westwardly to the Indian 
boundary line— the present west line 
, f Lenawee county.

1818. One of the eairliest settle­
ments made within the State was 
that of the Moravians under the lead- 
ershio of Zeisberger, upon the Clin­
ton River— then called the Huron—  
in 1782. Upon their withdrawal in 
1786 their improvements were sold 
and settlers began to come in slow- 
lv, and together with the early 
French settlers along the shores of 
Lake and banks of River St. Clair, 
they comprised by this time proba­
bly between 700 and 800 people. This 
number, together with the distance 
from Detroit, induced Governor Cass 
to act, and on January 15, 1818, he 
issued his proclamation:

“Whereas, petition has been pre­
sented to me, signed by a number of

the inhabitants of this Territory, re­
questing that a new county may be 
laid out therein;

“Now, therefore, believing that the 
establishment of such county will be 
conducive to the public interest and 
to individual convenience, I do, by 
virtue of the authority in me vest­
ed, by the ordinance o f ' Congress 
passed the 13th day of July, in the 
year of our Lord one thousand seven 
hundred and eighty-seven, lay out 
that part of the said territory includ­
ed within the following boundaries 
into a separate county, to be called 
the county of Macomb.”

The boundary of the county includ­
ed all that part of the land contained 
within the Indian Treaty of 1807, ly­
ing north of the base line, so called, 
which .is the dividing line between 
Macomb and Wayne counties.

Governor Cass gave the name to 
the county in honor of his friend, 
General Alex Macomb, of the United 
States Army, who was barn in De­
troit April 3, 1782. Having entered 
the regular army he was General at 
the important battle of Plattsburg on 
Lake Champlain, and by his handling 
of the situation there and subse­
quently won great credit and receiv­
ed a medal from Congress. From 1815 
to 1821 he was in command of the 
Military district of Detroit, and in 
*835 he was made Commander-in- 
Chief of the United States Army, and 
died at Washington June 25, 1841.

The limits of the county were re­
duced in 1819 by the setting off of 
Oakland county and still further re­
duced in 1820 by St. Claiir county, 
leaving it substantially its present 
boundary, which was finally fixed as 
at present in 1832.

During this same year, 1818, by act 
passed April 18, Congress authoriz­
ed the establishment of the State of 
Illinois, with its north boundary lati­
tude 42 degress, 30 minutes, and at­
tached the remainder of the old 
Northwest Territory to the Territory 
of Michigan. The people of Illinois 
adopted their constitution August 26 
and on October 26 Governor Cass, in 
erdar to provide some form of local 
government for the large region now 
under his charge, and having in mind 
that there were within it three settle­
ments of white people— one at Mack­
inac, one at Green Bay and one at 
Prairie du Chien— established three 
counties, Michilimackinac, Brown and 
Crawford.

The , first included all of the Lower 
Peninsula of Michigan north of the 
base line and west of the Indian 
Treaty line of 1807, and all of the 
Northern Peninsula north of the 
height of land between the rivers run­
ning into Lake Superior and those 
running into Lake Michigan and al­
so all east of Green Bay and also 
all the northeirn part of Minnesota.

The second included the eastern 
part of Wisconsin and that part of 
the Upper Peninsula of Michigan di­
rectly north of this and south of 
Michilimackinac county.

The third covered the western part 
of Wisconsin and was bounded on 
the north by Michilimackinac county.

Although the Indian title to practi­
cally all this area had not been extin-

guished there was sufficient settle­
ment to justify this action.

The name Michilimackinac is first 
found in the Jesuit Relation of 1670-1, 
where (reference is made to “the fa­
mous Island of Michilimackinac.” The 
name was later applied to the entire 
locality, including the Island and ad­
jacent parts of both Upper and Low­
er Peninsulas and the spelling some­
times varied. The Indian form of the 
word as represented by English let­
ters would seem to be Mishinimaki- 
nong. In reproducing this the French 
dropped the “h” sound from the first 
syllable and changed the “n” to “1,” 
Missilimackinack. There are several 
explanations of the meaning of the 
word.

The late Dr. Bailey, long a resi­
dent of Mackinaw, and an educated 
man much interested in the subject, 
said that it was derived from the 
name given by the Ottawas and 
Chippewas in memory of a small in­
dependent tribe, Mishinimaki, who in 
ancient times occupied the Island and 
were confederated with them, and 
whose spirits still roam the Island 
and dwell in its caves. The last syl­
lable, the Indian ong, means “place 
of,” hence the whole woird has the 
meaning, “place of the Mishinimaki.” 
Tt seems doubtful if any part of the 
word means turtle, as is often claim­
ed, it being probable that the idea 
came from the resemblance of the 
word for turtle— Mikenauk— to Mack­
inac.

Other meanings given to the word 
are, “Dancing or fairy spirits.” Dr. 
William Jones, of the Field Museum, 
translates it, “Place of the big 
wounded or lame person.”

The name of the county continued 
;n its full form in legislative acts un­
til 1846, and I find no formal action 
changing it, but in the Revised Stat­
utes of 1846 the county is called 
Mackinaw, and it has ever since 
borne that name. As early, however, 
as 1839 the Governor appointed no­
taries public for “Mackinac”  county.

Brown county was named for Ma- 
jor-Gene|ral Jacob Brown, at that 
time in command of the Northern 
division of the United States Army-, 
who, although he had no previous 
military training, was one of the few 
American generals who during the 
War of 1812 really showed evidence 
of military ability. It was said of 
him, “ No enterprise undertaken by 
him ever failed.” For his services he 
received a medal from Congress and 
was made Brigadier-General in the 
regular army and was Commander- 
in-Chief of the army from 1821 to his 
death in 1828.

This county included but a small 
part of what is now Michigan, and 
upon the establishment of Wiscon­
sin as a Territory and State was re­
duced in area until it is now a county 
of ordinary size at the head of Green 
Bay.

Crawford county was named for 
Crawford, a prominent 

politician, at that time Secretary of 
the Treasury, who became United 
States Senator from Georgia in 1807; 
in 1813 Minister to France and in 
1816 Secretary of the Treasury under 
Madison, and although a candidate 
for nomination to the presidency
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against Momroe was retained by him 
as Secretary during 'his entire term, 
and in 1824 as candidate for Presi­
dent received forty-one electoral 
votes. He then retired on account of 
ill health from Federal public life and 
died in 1834.

This county had the same experi­
ence as Birown county in reduction of 
area and is now a county of ordinary 
size in the southwestern part of Wis­
consin, with Prairie du Chien as the 
county seat.

1819. In 1818 a company had been 
formed to purchase lands upon the 
Huron River of St. Clair— now Clin­
ton— and on January 12, 1819, Gov­
ernor Cass issued his proclamation, 
reciting that a request had been made 
for the setting off of a new county, 
and believing that a compliance with 
such request would have a tendency 
to increase the population, he laid out 
a new county, carving it from Ma­
comb, and called it Oakland. Its lim­
its included the present county and 
also Livingston, the east part of Ing­
ham and pairt of Shiawassee and Gen­
esee counties. In spite of this large 
area, by the census of the following 
year, 1820, it had a population of but 
330. It was gradually reduced in size 
by the formation of new counties un­
til in 1835 it was left in its present 
form.

The name was taken from the nu­
merous oak openings in that section 
and was a very appropriate descrip­
tive name.

Bela Hubbard, in his “Memorials of 
a Half Century,” speaks of the char­
acter of the “openings” as that of a 
majestic orchard of oaks and hick­
ories, varied by small prairies, grassy 
lawns and clear lakes.

The Governor of the Territory of 
Michigan was by law the Superin­
tendent of Indian affairs within its 
hmits and an 1819 Governor Cass, 
who had acted for the Government 
in prior treaties with the Indians to 
the complete satisfaction of all par­
ties, negotiated with the Chippewas 
at Saginaw a treaty, by which they 
(relinquished claims to about six mil­
lion acres of land in the Lower Pen­
insula. This left free for settlement 
and development a large portion of 
the central part of the State north to 
Thunder Bay River.

1820. On March 28, 1820, Governor 
Cass issued his proclamation setting 
off and naming the county of St. 
Clair. It was created from the coun­
ty of Macomb, reducing that county 
to substantially its present limits. 
The name was undoubtedly given to 
it because of its southern boundary 
being Lake St. Clair and ats eastern 
boundary the river of the same name. 
The name itself, in its present form, 
is a hybrid. On August 12, 1679, La­
Salle and his company, on their fa­
mous trip from the Niagaira River ,in 
the Griffon, entered upon the lake, 
and as that happened to be the festal 
day of Santa Clara, or, in the French 
form, Sainte Claire, he gave her 
name to the lake. If it were proper­
ly Anglicised the name would appear 
as Saint Clare (in Moll’s map of 
the Northwest of 1720 the name ap­
pears in this form), but as early as 
the map of Mitchell, in 1755, the lake

appears under the name spelled as 
now.

Prior to LaSalle the lake had had 
many names. Gallinee, in his ac­
count of his trip with Dollier up 
through the lake and river in 1670, 
says, “We entered a small lake ten 
leagues long and almost as wide, 
called by M. Sanson Lac des Eaux 
Salees (or salt waters), but we saw 
no indication of salt in this lake.” M. 
Gallinee must have irelied upon his 
memory, which was slightly at fault, 
as the name upon the Sanson map 
of 1656 is Lac des Eaux de Mer, while 
Joliet’s map of 1674 calls it Lac des 
Eaux Salees.

It is probable that this name was 
d French translation of the Huron or 
Iroquois name of the lake, Otsiketa, 
which is said to mean salt, and may 
have been derived from the presence 
of salt springs near the line between 
Macomb and St. Claiir counties.

This county was the site of one of 
the oldest establishments in the State. 
In 1686 Du Lhut under the orders of 
Denonville, Governor of New France, 
built Fort St. Joseph at the head of 
the river and this was maintained 
about three years and then aban­
doned.

About 1765 Patrick Sinclair, then 
Captain and subsequently Lieutenant- 
Governor at Fort Mackinac, located 
and commanded a fort called Fort 
Sinclair for the British just south of 
where Pine River empties into the 
River St. Clair. Captain Sinclair ob­
tained for the British government 
from the Indians their rights to a 
large tract, said to be 4,000 acres, 
and subsequently obtained fqr him­
self the rights of the crown. He left 
the locality in 1768 to return to Eng­
land and Meldrum & Park, mer­
chants of Sandwich and Detroit, sub­
sequently made proof of possession 
and obtained patents from the United 
States to four private claims, upon 
part of which the city of St. Clair is 
located. More than a century later, 
however, his heirs made some effort 
to ascertain whether his rights did 
not still exist.

From the resemblance of the names 
and the location of Fort Sinclair up­
on the river considerable confusion 
has airisen, and in the early part of 
the last century it was not uncom­
mon to find the name of the lake and 
river spelled “Sinclair,” and the infer­
ence adopted was that they were 
named from the British officer.

Even so well informed a person 
on our early history as the late Judge 
Campbell, in the Supreme Couirt opin­
ion which he wrote in the case of 
Osborne vs. Lindow, 18th Mich., 606. 
speaks of the original name of the 
township of St. Clair as being Sin 
clair, the fact being that in January, 
18x8, acting upon the proceeding of 
the Court of Genoral Quarter Ses­
sions of the Peace of the County of 
Wayne, Governor Cass laid out the 
township of St. Clair, beginning at 
the Hujron River— now Clinton— and 
extending in a narrow strip along the 
water to Lake Huron, and in April 
of the same year, after the creation 
of the county of Macomb, the Gov­
ernor again laid out the township of 
St. Clair, this time beginning at the

mouth of Swan Creek and extending 
to Lake Huron.

In 1827 the Legislative Council es­
tablished the township of Sinclair to 
include a part of the former township 
of St. Clair. William L. Jenks.

(Continued next week)

The Uultimatum.
“Mamma, please button my dress 

quick so I can go over to grand­
ma’s,” called 5-year-old Margaret, im­
patiently.

But her mother was giving baby

his bath and could not stop to help 
her. “You didn’t come in to dress 
when I called you and now you must 
wait until I’m through with brother,” 
she was told.

Silence far a few moments; then a 
very subdued little girl appeared at 
her mother’s elbow. “If you don’t 
hurry and fasten up my back I’ll 
probably take cold and die,” she an­
nounced. “And I should think it 
v.ould be easier to button me up than 
to plant flowers on my grave.”

Private Monopoly
Haven’t you sometimes envied the 

men who combined and forced the 
prices of their products up?

Haven’t you sometimes desired to be 
the exclusive retailer of some brand of 
goods?

Be in the Trust
and handle a brand of Baking Powder 
that your customers can get nowhere 
else. You can control the price, yet it 
will pay you a big profit even if you 
undersell every other Baking Powder in 
the market.

Establish Your Own 
Private Brand

Ask your jobber’s salesman, he knows 
us. Or if you prefer, sign and return 
the attached blank:

Wabash Baking Powder Co. 
Wabash, Ind.

WABASH BAKING POWDER CO.,
Wabash, Indiana.

Gentlemen:—Send me 15 dozen 16 oz. cans of 
baking powder on 60 days’ FREE trial, freight 
allowed.

If satisfied I will pay you 6 #  cents per can 
for same. If not pleased 1 am under no obliga­
tions to keep them.

Send sample labels from which I may select. I 
will then instruct you regarding printing for my 
OWN PRIVATE BRAND.

Yours truly,

Name---------------------------------------------------------

Town-

State-
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BUTTER, EGGS PROVISIONS

New Rules Governing Sale Spot and 
Broken Eggs.

The resolutions recently adopted by 
the New York Department of Health 
in (regard to the receipt, holding and 
sale of “spot” eggs and eggs broken 
from the shell have attracted much at­
tention firom the egg trade of this 
city and awakened many enquiries as 
to the scope and bearing of the new 
rules, which were made to go into ef­
fect June i.

An analysis of the resolutions 
adopted leads to the following sum­
mary of the requirements of the new 
rules:

Broken Out Eggs.
1. All who break out eggs for sale 

in any manner, and all who receive, 
keep or sell eggs broken from the 
shell, must obtain a permit from the 
Roard of Health.

2. The sale of all eggs broken out 
of the shell, in any form, is prohibit­
ed if any injurious ingredient has been 
added; and also if any antiseptic or 
foreign substance has been added un­
less such addition is made known to 
the consumer; also if any filthy oir 
decomposed substance is contained.

3- Eggs broken from the shell 
must be kept at a temperature not to 
exceed 50 degrees Fahrenheit up to 
the time of delivery to consumers.

4. Truckmen and cold storage men 
are relieved from the requirement to 
obtain permits if they disclose proof 
of ownership of the .broken out eggs 
in their possession.

5- Broken out eggs in any form 
kept or sold for manufacturing pur­
poses must be denatufrized.

6. All who break out eggs for any 
purpose—whether for food or manu­
facturing purposes— must keep a rec­
ord of all such eggs received or held 
and of their disposition.

“Spot” Eggs.
1. The term “spot” eggs includes 

all unsound eggs, including moldy, 
partly decomposed, broken yolked, 
blood ringed or veined, partly hatch­
ed, sour, or eggs the shells of which 
are broken.

(Other rules of the Health De­
partment prohibit the sale of “spot” 
eggs for food.).

2. Spot eggs must be labeled at 
both ends of the case with the words, 
“ spot” eggs in block letters at least 
two inches high.

3. All who (receive, hold, keep or 
sell any “spot” eggs must keep a rec­
ord of all such received and held 
and of their disposition.

4. Cases of eggs containing 50 per 
cent, of “ spots,” as above defined, 
are to be considered “spot” eggs.

Note—The willful checking or 
cracking of eggs with intent to make

false representation of their charac­
ter is prohibited.

The general purposes of these rules 
can but receive the commendation of 
the reputable egg trade, but they 
contain some stipulations not neces­
sary to the purpose and which would 
be harmful and wasteful if literally 
enforced.

It is useless to expect egg dealers 
to throw away poor eggs so long as 
they can be sold. And so long as 
there are no restrictions experience 
shows that even partially decayed 
eggs can be sold in consumptive chan­
nels. Dealers who may not care to 
sell “spot” eggs in consumptive chan­
nels are compelled to do so so long 
as their competitors do, or else to 
suffetr in the competition. It is evi­
dent that if such sales are prohibited 
by law the enforcement must be com­
plete and impartial, else a serious in­
justice will be done to those who 
obey the law.

The most serious defect in the new 
regulations is the classification of 
broken shelled eggs as “spots,” the 
sale of which for food is prohibited. 
There is a large trade in cracked and 
checked eggs which are often of 
good, useful quality and entirely fit 
for food. It is folly to brand these 
good eggs as “spots” and to prohibit 
their sale for food purposes.

Bitter Onion War Between Bermuda 
and Texas.

An onion-grower in Bermuda has 
filed notice with the salesmanager of 
the Southern Texas Truck Growers’ 
Association at San Antonio to the ef­
fect that, unless he and other mar­
keters of this product cease to de­
scribe their onions as “Texas Ber­
muda onions,” he will apply to the 
Federal courts foir an injunction to 
prevent the use of the title. This 
Bermudian, who grows his Crop near 
Hamilton, insists that the use of this 
name for the Texas onion is a clear 
violation of the Federal law against 
false descriptions. He farther states 
that by the use of the word “ Ber­
muda” the Texans lead the public to 
believe the onion is girown from seed 
produced in Bermuda, when, as a 
matter of fact, not an onion seed for 
reproduction is grown on the Ber­
muda Islands. Thus far the Texans 
have made no reply, nor have they 
ceased to advertise their onions as 
“Texas Bermudas.” Only time can 
tell whether ar not the Bermudian 
meant what he threatened.

For a score of years the inhabi­
tants of Bermuda experimented with 
onion seed to find a variety which 
would without fail each year produce 
the succulent bulb that has made 
Bermuda famous far an onion of

Send orders for

ilillet and Hungarian Seed
Timothy and Clover Seed

M n c a l a v  R r r t c  Wholesale Dealers and Shippers Beans, Seeds and Potatoe» 
IT lU o C I C j  LM Office and Warehouse Second Ave. and Railroad

Both Phones 1217 Grand Rapids, Mich.

A. J. WitzigR E A  & W IT Z IG
PRODUCE COMMISSION

104-106 W est M arket S t., Buffalo, N. Y.

“ Buffalo Means Business'*
We want your shipments of poultry, both live and dressed. Heavy demand at 

high prices for choice fowls, chickens, ducks and turkeys, and we can get 
highest prices.

Consignments of fresh eggs and dairy butter wanted at all times. 
REFERENCES—Marine National Bank. Commercial Agents, Express Companies. Trade 

Papers and Hundreds of Shippers.
Established 1873

REDFERN & ANNIS CO.
DEALERS IN

G E N E R A L  M E R C H A N D ISE
Michigan Tradesman: O v id , M ich ., June 13, 1910.

Gentlemen— We are new men in the shipping business and 
we would like to have our experience placed where others may 
profit by it. It you wish to print it you may do so.

We began shipping butter and eggs to G. M. Wattles & Son, 
of Buffalo, N. Y ., the 10th of May and shipped them as follows: 

May 10—170 lbs. 9 oz. of No. 1 butter 
120 doz. strictly fresh eggs 

May 17—186 lbs. of No. 1 butter 
24 lbs. of No. 2 butter 

570 doz. eggs, strictly fresh 
May 20—222 lbs. of No. 1 butter 

150 doz. fresh eggs 
May 27—253 lbs. 4 oz. of No. 1 butter 

35° doz. eggs, fresh
Paying a total of $11.07 freight on goods shipped.
\Ve could get no answer as to how our goods were arriving 

so began trying to find another market. June 7 we began shipl 
ping to F. E. Stroup, Grand Rapids, and shipped the following: 

June 7—171 lbs. of No. 1 butter 
220 lbs. of No. 2 butter 

June 8—20 cases of eggs
Our shipments to Grand Rapids cost us $3.00.
W e received returns from Grand Rapids June 13 for the 

two shipments, receiving 19 cents per dozen for eggs, 22 cents 
for No. 1 butter and 20% cents for packing stock.

June 10 we received returns from G. M. Wattles & Son re­
ceiving 18 cents straight for butter that we had been twice as

narf n! th “  t0 F * E ' StfOUP> and 22 Cents f°r a
he Cg.gS ° ? ly 17 CentS for Part and had 7% dozen

entered as rots. The butter shrunk from 2 pounds to 7 pounds

Rapids'shipment.^'6 ™  -  '^ G r a n d

whpfhlr JT-11C5 l.he Michigan shippers determine for themselves 
whether it is advisable to ship to out of state concerns.

Yours respectfully, R E D F E R N  & A N N IS CO.
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mild flavor in the early spring when 
the domestic onion, grown principally 
in Orange county, New York, in 
Connecticut, Ohio and Indiana, has 
become too strong to use in its raw 
state. Seed from the onion fields of 
Egypt on the Nile, from the plains 
of Dania, Spain, whence thousands 
and thousands of crates are annually 
shipped to European and American 
markets, were taken to Bermuda, but 
neither produced just what was de­
sired. Investigation led to the Is­
land of Teneriffe, just off the coast 
of Africa, where the natives grow an 
onion that was found to fulfill the 
requirements. The first experiments 
made in Bermuda with the Teneriffe 
seed delighted the growers. They 
built air castles out of the great prof­
its to be made on the onions. As 
with all other vegetables, the Bermu­
dians let a certain portion of the 
onions go to seed for the next 
planting, which occurred in the ensu­
ing December.

The seed germinated and girew well, 
but when the harvest began in the fol­
lowing spring the onions were disap­
pointing. They lacked the crisp mild­
ness which made their sale at high 
prices sure. Thinking that some­
thing might have ben wrong in the 
season, another effort was made with 
native seed with no better results. 
Back to Teneriffe the Barmudians 
went for a fresh supply, and the har­
vest proved similar to that from the 
first importation from Teneriffe— a 
perfect onion. Then the Bermudians 
settled themselves to imparting their 
seed from Teneriffe yearly, and for 
about fifty years this has been con­
tinued. Never has the imported seed 
failed to produce the desired quality 
of Bermuda onion.

One characteristic of this variety of 
onion is that it must have a wairm, 
almost frostless climate. Bermuda 
never has a frost. Thus the Island, 
until seven years-ago, gfrew in quan­
tity the only early onion that would 
bring a high price in American mar­
kets. Portuguese were brought to 
Bermuda to cultivate the onions. Lit­
tle patches of ground on the coral 
formation of the Island were cleared 
of their cedar trees and grass, and 
the seed from Teneriffe was planted. 
Many of the plots are as small as a 
quarter of an acre, but each square 
foot accommodates half a dozen 
onion bulbs; and at $2.50 to $3 per 
crate, the old prices when Bermuda 
had the monopoly, an acre of ground 
would net the grower sometimes as 
much as $500.

About twelve years ago a man 
nanied Nye living at Laredo, Texas, 
conceived the idea that the fertile 
lands in that section, where the tem­
perature rairely reached freezing, 
would produce as good onions as Ber­
muda. He secured some of the seed 
from Teneriffe and made a small 
planting, which gave splendid results; 
and the industry has grown until it 
has resulted in an almost complete 
overthrow of the onion industry of 
I’.eirmuda. The seed produces a large 
yield and the flavor is mild. After 
the first efforts the plantings were in­
creased, until last year saw 1,100 cars, 
containing 550,000 crates of fifty 
pounds each, sent from Laredo alone

to every market of importance in 
America. This man Nye went the 
Bermudians one better and introduc­
ed from Teneriffe an onion called the 
crystal wax, because of its clear pure 
whiteness which Bermuda did not 
produce. This is superior to the or­
dinary yellow stock grown from 
I eneriffe seed and brings 25 cents a 
crate more in most Western markets, 
although not more than 10 cents ex­
cess in the New York market.

Nye at Laredo soon began to ship 
cair lots. When he sent car lots he 
got such prices in Northern markets 
that his profits from one acre fre­
quently reached $1,000 petr season. 
Such figures to Texans, who had been 
satisfied with a profit of $15 per acre 
on cotton, set them wild and onion 
planting in Southern Texas became 
a craze. As in all new enterprises, 
there were failures. Men with no ex­
perience paid high rents with the 
idea that all that was necessary to 
imitate Mr. Nye’s success was to 
plant the seed and let Nature do the 
rest. The failures from their mistakes 
fouir years ago reached the $1,000,000 
point. Men like Nye continued to 
grow and harvest Texas onions at a 
profit.

Since these disasters the business 
has settled into the hands of ex­
perienced growers who have learned 
their lessons in all the details of 
production and marketing. It is 
now as much a science as the pro­
duction of cauliflowers on Long Is­
land. At first all sizes were tum­
bled awkwardly into a crate and ship­
ped promiscuously to the North. Now 
a special crate is made and the onions 
are carefully sorted and marketed by 
men who are familiar not only with 
every market in the United States, 
but with every receiver of any im­
portance. From Laredo the industry 
has spread through the Southwest, 
until there is now an onion area 
known as the Brownsville section. 
The Mexicans on the border have 
been inoculated with the fever and 
this season more than one hundred 
cars of onions grown from the Ten- 
eriffe seed have crossed the Mexican 
border and found their way as far 
North as New York and Boston. 
About twenty of these cars reached 
New York and as they were earlier 
than the Texas crop they sold at an 
average of $2 per orate. Their qual­
ity is similar to that of the onions 
grown in Texas. The Mexican grow­
er must pay a duty of 40 cents per 
crate to reach the American market, 
which is a heavy handicap.

Whether Bermudians, Texans or 
Mexicans, all growers must go to 
that little volcanic Island of Ten­
eriffe for their seed for early onions. 
An acre will produce millions of 
onion seed. Tillable land in Ten­
eriffe is scarce. This Island rises in 
little tableland's from the sea and is 
devoid of wharves, so that the na­
tives wade out to the vessels carry­
ing the seed on their backs for ship­
ments. Along the sides of the hills 
are the onion seed patches. Until 
within a few years the seed growers 
were careless and mixed the varie­
ties, greatly to the annoyance of the 
Bermudian and American growers.

Bermudians were the first to insist 
upon the separation of the varieties, 
but it took Americans to have this 
done. Four years ago the Texas grow­
ers formed an association to market 
their onions. In former years they 
had depended upon the seedmen fo,r 
their seed. As soon as the associa­
tion took shape an expert was sent 
to Teneriffe to contract for a seed 
supply for five years. The growers 
had previously paid an average of $5 
per pound. When the expert reach­
ed Teneriffe he employed sufficient 
c wnetrs of land to grow seed for Tex­
as alone. These growers gave a bond 
to produce seed for no one else and 
to keep the variety pure. The first 
year the supply was limited. Last 
year it reached 12,000 pounds. In­
stead of a cost of $5 per pound, it 
cost each grower $1.33. The largest 
production of onions in Bermuda in 
any one season was 600,000 crates, a 
trifle more than Laredo produced 
alone last year. This season Bermu­
da will have 200,000 crates, while Tex­
as will ship 1,500,000 crates. In 1907 
the Texas growers netted $1.32 per 
crate. Last year .it was 62 cents. All 
above 50 cents which the Texas grow­
ers receive is clear profit. Formerly 
the freight and duty on a orate of 
onions from Bermuda amounted to 50 
cents. Competition has cut the 
freight this season 5 cents per crate, 
making freight and duty 45 cents. 
This leaves when onions are sold at 
50 cents per crate— and onions have 
sold for less than this— only 5 cents 
per crate for fertilizer, labor, pack­
ing and seed for a Bermudian, while 
a Texan can get out even at 50 cents 
per crate. The Bermudian onion 
grower has .been growing poorer and 
poorer for the last five years, and 
another two years are likely to see 
him out of business. H. L. Preston.

Some men are so shrewd that no­
body can believe them honest.

A fault is never so offensive as 
when it is somebody’s else.

The Vinkemulder Company
Jobbers and Shippers of Everything in

F R U I T S  A N D  P R O D U C E
Grand Rapids, Mich.

A. T. PEARSON PRODUCE CO.
14-16 O ttaw a S t., Grand Rapids, Mich.

The Place to Market Your

Poultry, Butter, Eggs, Veal

C. D. C R I T T E N D E N  CO.
41-43 S. Market St.

Grand Rapids, Mich.
Wholesalers of Batter, Eggs, Fruits and Specialties

D i / r Q  New and 
D i \ \ J  O  Second Hand

For Beans, Potatoes 
Grain, Flour, Feed and 

Other Purposes

ROY BAKER
Wm. Alden Smith Building 

Grand Rapids, Mich.

Coffee Ranch
Lansing, Mich.

Mr. Grocer: I sell the  finest coffees 
th a t grow and roast them  the day I ge t 
your order. I believe in volume for 
cash and small profits G et your last 
invo 'ce and com pare my prices

20c Coffee, a Beauty, at 14c 
25c Coffee, a Great Repeater, at 16c 
30c Coffee, Sweet as Honey, at 18c 
35c Coffee, Nothing Better, at 23c

D raft o r cheque m ust accompany 
order. No losses, no dividends to  pay 
you get the benefit. 'Ac ex tra  in one 
pound packages.

J. T . Watkins.
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ON TO LANSING.

Legislative Programme of Michigan 
Retail Druggists’ Association.*

The remarks made by the Secretary, 
Mr. Calkin®, prefacing his report yes­
terday were, I wish to say, correct 
and exceedingly fair. I have had 
some little correspondence with Mr. 
Calkins and all of it has been in the 
same line. I have tried to (respond in 
like manner.

Probably you all have received the 
letter sent out on the 30th of May 
outlining briefly the legislative pro­
gramme of the Michigan Retail Drug­
gists’ Association. The things to 
which the Association has been com­
mitted ‘are: An itinerant vendor law, 
some modifications of the liquor laws, 
and to place some restrictions on 
medical dispensing. At the meeting 
held in February the Legislative com­
mittee reported that the itinerant ven­
dor bill presented in Ohio met their 
approval, and this report was adopted 
with the modifications recommended 
by the committee.

The convention of the Retail Gro­
cers and General Merchants’ Associa­
tion was held in this hotel on the 26th, 
27th and 28th of last month. I sent 
in care of the Secretary of the Trav­
erse City Business Men’s Association 
the following letter:

“This Association was organized 
the 15th of last September for the 
specific purpose of securing some 
legislation much needed in the inter­
est of the drug trade, and one of the 
particular things we present is a bill 
which will place a license and some 
restrictions on itinerant vendors. 
You will find appended a copy of a 
bill introduced in Ohio, which we in­
tend to present at the next session 
of the Legislature, with a few modi­
fications.

“We shall ask a license of $300 a 
year and that the fine will be equally 
divided between the State Good 
Roads Fund and the Michigan Board 
of Pharmacy. Under the conditions 
of this bill you will note that the en­
forcement of it will ibe in the hands 
of the Board of Pharmacy. This will, 
undoubtedly, bring about a condition 
whereby the law, if we secure it, will 
be enforced.

“In Illinois there is at the present 
time an itinerant vendor law requir­
ing a license of $1,200 per year, but 
insomuch as the enforcement of it 
falls to the Board of Health it is 
practically a dead letter.

“Now the principle that underlies 
this law is one in which we are mutu­
ally interested, and these itinerant 
vendors, while they do not sell gro­
ceries, do hit the grocery trade on ex­
tracts.

‘W e  shall press the enactment of 
this bill first, on the grounds that 
such promiscuous distribution of med­
icines is against public health, and 
second, that it is unfair competition. 
I believe your Association will read­
ily see it is a matter in which we are 
mutually interested, and I trust you 
will pass a resolution approving of it, 
and further, that you will instruct

•Address made by A. R. McDonald, 
Secretary Michigan Retail Druggists’ As- 
socaition, at annual convention of Michi­
gan State Pharmaceutical Association.

your Legislative Committee to give us 
such aid as they can during the ses­
sion of the Legislature next winter, 
and in return I can assure you our 
Legislative Committee will be very 
actively at work next winter, and will 
co-operate in any way we can.”

This letter was read before the 
convention and secured very favorable 
comment, and was referred to the 
Legislative Committee for action. 
The Secretary, on his return, assured 
me that we would secure the active 
aid of the Committee.

This law, I believe, is not open to 
the criticism of the one presented to 
the last Legislature, insomuch as it 
is not prohibitive and placing the en­
forcement in the hands of the Board 
of Pharmacy will, I believe, make this 
measure quite a check on the ped­
dlers.

Our Legislative Committee last 
winter made no recommendations on 
changes in the liquor laws, as it was 
felt that it would be unwise to do so. 
This question is so hot that it is well 
to proceed with caution. However, 
that the local option law as it stands 
is far from satisfactory to any rea­
sonable man goes without saying, and 
I think that there will be changes 
asked from other sources that will be 
quite satisfactory to the drug trade. 
The Committee has been looking into 
the subject quite thoroughly and has 
some good information, and also 
has actually lined up some work at 
this time that will bear fruit.

Geo. P. Engelhard was invited to 
address our meeting last February on 
his pet subject, Medical Dispensing, 
and his address was received with 
enthusiasm, and the core of his plan 
approved for the action of the Legis­
lative Committee. Mr. Engelhard urg­
ed that druggists associations should 
go to the conventions of the State 
and National. Medical Associations 
and ask them to put a plank in their 
ethical platform against the dispens­
ing of medicines. Further, he urged 
that legislation be asked which would 
require a physician who dispensed to 
hand to the patient a prescription, 
showing what he intended to dis­
pense, and in a practical manner mak­
ing him responsible for the pharm­
aceutical duty he performs.

At this meeting it was decided that 
we send to the meeting of the State 
Medical Society a Committee to con­
fer with them in this matter and also 
to ask their aid for the itinerant ven­
dor bill. At the meeting of the Leg­
islative Committee, held on April 12, 
the following men were appointed to 
attend the medical meeting and pre­
sent our views: Chas. E. Abell, Her­
man Van Allen, Lee M. Hutchins, C. 
A. Bitgbee and myself. This Commit- 
ete, however, does not seem to be 
filled with the enthusiasm that oth­
ers have had. Two of the members 
have said that they did not take 
kindly to the idea: that they thought 
such a course would accomplish noth­
ing for our program. They said that 
the doctors never come to us to ask 
our advice or help, but go ahead and 
get what they want whether it suits 
us or not. It looked to me as though 
the Committee might as well be dis­
charged, as it certainly would not

accomplish anything without enthusi­
asm. I was probably to blame for 
such a program, and I still feel as 
though it should, be carried out. I 
think that in such a course we have 
everything to gain and nothing to 
lose. That the Medical Society would 
actively assist us in the work for the 
itinerant vendor law, there is not the 
shadow of a doubt. The physicians 
with country practice are much more 
familiar with the real workings of 
the Rawleigh and [Watkins wagons 
than are the druggist and they are 
pretty sore over it. And as to the 
medical men never coming to us, I 
have simply this to .say: in the very 
nature of things it is up to us to go 
to them. iWe are the ones looking for 
selfish gain and so we will certainly 
be the ones to start the ball rolling. 
Where it can possibly prejudice our 
case I can not see. This matter must 
be tackled some time and I think that 
the sooner the better. To express 
my feelings in the matter I must say 
that I think that the average drug­
gist is afraid of the doctors. And 
the fear is just the trouble with us. 
When we get around to the point 
where we are willing to look the mat­
ter squarely in the face and go at 
the subject on its merits, whether 
that takes us before the Medical So­
ciety, the public or the Legislature, 
the pharmacist will have a higher 
standing with the physician, the leg­
islator and the public.

You have probably noted in the let­
ter mentioned that in the medical 
dispensing part of our program we 
would endeavor to get conditions 
making the dispensing doctor practic­
ing amendable to the pure drug law. 
Possibly there is no need of attention 
there. I have been reading over the 
law, and wondering if the dispensing 
physician would be able to wiggle out 
of the provisions of the law. There 
seems to be on provisions in the law 
that specifically provide for the doc­
tor’s laboratory, and all the provi­
sions refer to the sale of drug prod­
ucts, so that in all probability the in­
spectors will not feel it their duty 
under the law to investigate the 
stocks of the dispensing doctor. This 
is a condition that should be reme­
died. The medical dispenser should 
be subject to inspection just as much 
as the druggist.

It is our plan to employ an attorney 
to assist the Legislative Committee 
wherever needed, to retain him right 
through the coming session of the 
Legislature. And further it is in­
tended to keep one or two of our 
members on the ground all the time 
until we get what we are after, as it 
has been the experience of those who 
have worked on such campaigns that 
it is necessary to watch the bills 
every minute from the time they are 
entered until they are signed by the 
Governor. There are among our 
members a large number of druggists 
with considerable influence who are 
willing and anxious to give their 
time to this work, and I am confident 
that we will have sufficient funds to 
foot the expenses of this campaign.

One of the things I think of the ut­
most importance is that all druggists 
should become acquainted personally

with their Senator and Representative 
and talk with him along the line of 
the things we want. This is not at 
all difficult, and costs nothing if only 
we can stir the trade up to the im­
portance of the work. If every legis­
lator when he arrives in Lansing next 
January has been interviewed by all 
of his dTug constituents, he can not 
resist the conclusion that the things 
we are asking are needed, and that 
they are reasonable.

The letter issued May 30, was at 
the direction of the Legislative Com­
mittee and there are to be several 
more along the same line to make 
sure that all the trade are familiar 
with the details of the campaign as 
it develops, and also it is planned to 
place in the hands of all the Senate 
and House members after the elec­
tion such literature as will make them 
familiar with our wants and to so 
place it that it will be read1. This 
will probably mean the seleciton of 
some few in each district to take up 
this work in a personal way.

The make-up of our Legislative 
Committee is as follows: Herman 
Van Allen, Ionia; R. W. Cochran, 
Kalamazoo; Joseph D. Gilleo, Pom­
peii; Frank E. Thatcher, Ravenna, 
who was at one time a member of 
the House of Representatives; W. 
W. Todd, Jackson; A. B. Schumaker, 
Grand Ledge, who was formerly a 
member of the Senate. So our Com­
mittee is made up of some men who 
have experience along the legislative 
line, and there are, in addition, a num­
ber of influential druggists who are 
working with them.

Enthusiasm is the most valuable 
asset in any campaign and I feel that 
I am not exaggerating when I say 
that we have that. I have had a 
great many letters in which the writ­
ers have said something like this*: 
“You may rest assured that I will be 
with you to the finish.” Or as one 
traveler wrote in after securing three 
members in one small town: “You 
could get $50 in this town in ten 
minutes’ time to go into legislative 
work.”

Seven Wonders of the World.
The man who will work without 

being watched.
A sales manager who doesn’t think 

be pays the old man’s salary.
A salesman who thinks that maybe 

the goods have something to do with 
his making those large sales.

A stenographer who knows punctu­
ation and will look in the dictionary 
when she is uncertain about the 
spelling.

A purchasing agent who doesn’t 
think he does you a favor when he 
asks you to quote.

A new superintendent who will 
wait a week befotre installing a much 
better system than his predecessor’s.

A boss who acts as if he wasn’t.

The Perfect Man.
“There was one man whose life 

was perfect,” sand the Sunday school 
teacher. “What one of you can tell 
me who he was?”

Little Mary Jane’s hand went up 
and the teacher nodded to her.

"He was mamma’s first husband,” 
she said.
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GOLD-PLATINUM DREDGE.

Especially Designed for Shoal Water 
Work Adjoining Ocean Beaches.

The McKeone Gold-Platinum 
Dredge is especially designed and 
equipped for ocean beach dredging 
where dredges of no other design can 
work. In this it has been thoroughly 
tested and found to meet every con­
tingency. The dredge i* mounted on 
wheels eight feet in diameter, with 
steel rod spokes, which offer very 
slight resistance to the constantly 
rolling surf. The platform of this 
traction wagon is raised nine inches 
above the top of the wheels and is 
supported by steel beams, upon which 
are the engines, centrifugal pumps 
and the separator. This dredge is 
successfully operated in water to a 
depth of five feet in a seaway or 
eight feet in calm water, or less, and 
the separator separates the minerals 
from the sand and gravel as fast as 
they are forced to it through a six 
inch pipe. The moderate working 
capacity of this dredge is one hun­
dred cubic yards of sand, gravel and 
mineral per hour.

Three distinct ancient beach lines 
have recently been discovered at 
Nome from which the Behring Sea 
receded ages ago, and all of these 
beach lines run rich in gold, some 
producing as high as $ioo to the pan. 
Figuring four pans to the cubic foot 
and twenty-seven cubic feet to the 
cubic yard the reported richness of 
this sand is almost incredible.

The McKeone Gold - Platinum 
Dredge will take from the shoal wat­
ers of the sea every twenty-four 
hours, and separate the mineral 
therefrom, two thousand yards of 
sand and allow four hours for stop­
pages.

This dredge will return big profits 
to its owners working in sand that 
runs 15 cents per cubic yard in gold.

There is no stock for sale in any 
gold dredge company now in opera­
tion.

The Daily Mining Record of Den­
ver, Colorado, of June 6, 1907, con­
tained the following item:

“The winter’s cleanup of the Sew­
ard peninsula will be greater than 
ever before. A conservative estimate 
places the amount at $6,000,000. Of 
this, Nome district alone furnishes 
nearly $4,700,000. Had it not been 
for the miner’s strike, which extended

addition recent strikes have been 
made about 600 feet south of the third 
beach line and directly north of Nome 
on the Mabel and Nettie claims, with 
pans on the latter claim running as 
high as $100.”

Submarine Gold Mining on the Alas­
kan Coast.

(By M. I. MacDonald in the Mining 
World.)

From a geological and mineralogic- 
al standpoint, Alaska is one of the 
most interesting countries in the 
world. A chaotic condition exists in 
the mineral constitution of Alaska 
which has been caused undoubtedly 
by convulsions of the earth’s surface 
at some time in its history. Every­
where are found evidences of volcanic 
eruptions. For some distance inland 
from the coast a beach formation is 
found; three beach lines having been 
discovered on Seward’s peninsula, 
and as would naturally be inferred 
from the rich placer finds along the 
so-called beach lines, the mineral 
wealth extends out into the ocean 
bed.

A very valuable work has been ac­
complished by A. T. Coston, in the

McKeone’s Patent Shoal Water Ocean Mineral Dredge

Tihe dry beach sands from high 
water to the tundra or to where the 
grass grows at Cape Nome averaged 
about forty-seven dollars per cubic 
yard, in gold, much of which escaped 
through the sluice boxes while being 
washed and run into the ocean where 
it remains, in addition to gold, in the 
submerged sands originally there. 
This sand extends out from twenty- 
five to seventy-five feet into the water 
which is from one to five feet in 
depth, and forty miles in length. All 
tests and from all other authority 
show that this sand originally was 
much richer in gold than that on the 
dry beach.

The territory embracing the rich 
gold bearing sands in the shoal wat­
ers adjoining the beach at Cape 
Nome are a part of the public domain, 
so held by the U. S. government. The 
same ruling covers the dry beach to a 
point where the grass grows, and 
then a strip of land sixty feet wide 
is reserved for a public road. This 
territory is free to any citizens of the 
United States to take the gold there­
from without interference from any 
source.

over a period of 90 days, the cleanup 
of the Nome district would have run 
$7,000,000. It is conservatively esti­
mated that more than $2,000,000 was 
lost to the winter’s work by the 
strike.

“Winter developments, and partic­
ularly finds made during the past few 
months, prove the wonderful richness 
of the Seward peninsula as a placer 
camp. Its development has just be­
gun. The rich third beach line has 
been traced as far east as Cunning­
ham creek and as far west as Sunset 
creek, where Sullivan and Berger re­
cently made a rich strike with pans, 
running as high as $50.

“Hundreds of outfits are working 
to the west of Sunset, and a very 
short time should see the beach line 
established through the Cripple, a 
distance of five miles. It has been 
demonstrated the past winter that the 
whole country from Cape Rodney to 
Cape Nome, a distance of 25 miles, 
and running from the sea to the foot­
hills, contains many strata of rich gold 
bearing gravel. Beyond a doubt the 
second, the intermediate and third 
beach lines are well defined, and in

compiling of a topographical synopsis 
of the earth formation underlying 
Behring Sea.

For several years ingenious minds 
have been at work trying to conceive 
some feasible method of extracting 
the gold from the ocean bed on the 
Alaskan coast. Men have struggled 
and labored, and have exhausted both 
mental and physical forces.

Since the days of the “old beach 
rocker” there has been an evolution 
of ideas. There has been a gradual 
influx of capital.

Taking Gold Dust From Beneath the 
Ice.

Dr. Thomas N. Rogers, of Sault 
Ste. Marie, was the nominee of the 
Democratic party for Lieutenant 
Governor of Michigan in the state 
election of 1907. Dr. Rogers has been 
a resident of Sault Ste. Marie for 
many years with the exception of two 
years, 1901 and 1902, practicing his 
profession at Nome, Alaska. The 
doctor, in speaking of the richness in 
gold of the sands in the shoal waters 
of Behring Sea adjoining the beach

at Cape Nome, said that in his judg­
ment the best proof of their great 
richness was what came under his 
observation in the winter months. 
The people at Nome would go out 
and cut holes through four and five 
feet of solid ice and would take out 
the sand and carry it to their houses, 
where it was warm, to wash out the 
gold. The doctor states that the 
same people would work in this man­
ner the entire winter and make good 
wages. The doctor from all that he 
could learn during his two years’ resi­
dence there, states that the sand in 
these shoal waters will average fully 
one hundred dollars in gold to the 
cubic yard.

A Sound Investment.
We are seeking your co-operation 

on an even basis, to put in operation 
what we know, and what is known by 
every practical and skilled mechanic 
who has examined the dredge and 
knows the conditions on the beach at 
Cape Nome and the seashore of 
Washington, Oregon and California, 
to be the surest and best gold win­
ning possibility exploited at the pres­
ent day.

Without complete business sagac- 
ity, coupled with honesty of purpose, 
no enterprise, however ambitious and 
promising can achieve success. A 
careful and full investigation of the 
character, ability and standing of the 
men at the head of this undertaking 
is courted and desired by the com­
pany.

The determination to keep the act­
ual capitalization down to the mini­
mum amount and only sell stock suffi­
cient to safely insure the first two 
dredges operating, will we believe, 
appeal to the reason of men who are 
ready to invest their money in a 
square and honest effort of more than 
extraordinary promise.

The cost of construction of the 
McKeone Gold-Platinum Dredge is so 
moderate in comparison with the 
cost of the large floating dredge that 
it makes it possible to operate on a 
small capital. Its capacity for han­
dling gold bearing sands is so near 
equal to that of the large floating 
dredge, and its superiority and un­
equaled ability to work in places 
where no other dredge could be main­
tained. and its unexcelled features in 
taking the sand and gold from the 
crevices and around and underneath 
boulders and rocks and its separation 
of platinum from all the other metals 
must appeal to the careful investor.

The stock in the Gold-Platinum 
Dredge Company is limited to $100,- 
000, fully paid and non-assessable. 
The par value of each share is one 
dollar. Every application for the pur­
chase of stock will be filed the mo­
ment it is received, and as soon as 
sufficient subscriptions are received 
to insure the amount desired the stock 
books will be closed.

McKeone Patent Ocean Beach Dredge

A booklet giving information of 
this enterprise will be mailed to any 
address upon request by postal card 
or letter. Address James R. Ryan, 
Secretary, 114 Maple street, Sault 
Sainte Marie, Mich,
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EAT DOWN TOWN.

Few Business Men Now Go Home at 
Noon.

Grand Rapids is acquiring the hab­
its and ways of the big city. It is 
taking its meals down town. Not 
many years ago there ware no res­
taurants in the city worthy the name. 
If a man had a guest to entertain 
home or one of the hotels was his 
only recourse for dinner or a lunch­
eon. The business men an those days 
went home at noon. The clerks, if 
they could not go home, carried 
lunches. Those who went to the res­
taurants to eat were the exceptions. 
Now everybody goes to the public eat­
ing places and they take it on the 
fly or in luxury as the preference or 
means direct. As the downtown eat­
ing habit has grown the places for 
satisfying the appetite have multi­
plied, and in the arrangement and 
management of these places special 
care is taken to make things pleasant 
for the women, for women fully as 
much as the men are their patrons. 
Women clerks, stenographers, shop­
pers and school girls, all classes and 
conditions of femininity, drop in and 
they order and eat with the same 
ease and complaisance as do the men.

An idea of how downtown eating 
has increased may be gained from a 
census of the centrally located lunch 
counters and restaurants. A few yeairs 
ago, as stated, there were no places 
where women could go unaccompan­
ied with any degree of satisfaction. 
From the head of Monroe street to 
the Campau square frontage there are 
tc-day four places that aire restau­
rants exclusively, and this does not 
include the Morton House grill, 
which is for men, Bauman’s cafe, the 
Pantlind or Chan Hoy’s place. In ad­
dition to the regular restaurants 
there are five dirug stores, four candy 
stores, two department stores and 
jandorf’s, which serve lunches at 
their soda fountains. The list shows 
a total of twenty places where things 
to eat can be procured, and the range 
covers everything from rolls and cof­
fee for a dime to the elaborate spe­
cial order spread. And all these eat­
ing places seem to be prosperous and 
anybody who has dropped in at any of 
them to get something to eat will 
agree that at all of them they are 
rushed at the noon hour.

William Judson will not move into 
his handsome new iresidence on Foun­
tain street until fall. He could occu­
py it earlier, but he figures that by 
waiting until fall he can escape one 
house cleaning, which from his view­
point is distinctly worth while. When 
Mr. Judson does move it will not be 
into a home surrounded by a wilder­
ness of broken brick and other build­
ing debris. Mir. Judson began the im­
provement of the grounds before 
starting the house. He graded, plant­
ed trees and shrubs, and sodded and 
seeded before he put in his founda­
tions and as a result he will have a 
home that will be a joy to the eye 
even before he goes there to live.

The movement started by the wom­
en to establish an art galleiry in Grand 
Rapids may develop into a lovely

feminine row. The movement was 
started originally by Mrs. Perkins 
and in the organization she formed 
Mrs. Immen was denied recognition. 
Now Mrs. Immen has formed ah or­
ganization and she has ignored Mrs. 
Perkins. In neither organization is 
Mrs. McKnight given a place and 
Mrs. McKnight has studied art in this 
country and abroad and before her 
marriage attained a considerable rep­
utation as a lecturer on art. As the 
situation stands there are two organ­
ized efforts for an art gallery and 
the possibilities of a third, and or­
dinary businesslike men may yet have 
to be called on to bring the art gal­
lery into existence— if ever we have 
such a thing.

By far the finest art collection in 
the city is that of Colonel Geo. G. 
Briggs, who, with ample means, am­
ple leisure and excellent artistic judg­
ment, has been accumulating the 
choice works of the best modern ar­
tists for many years. His old home, 
at Ottawa street and Crescent ave­
nue, is fairly lined with airt treas­
ures. When Colonel Briggs moves 
into the new home he is building on 
North Lafayette street he will have 
3 gallery in which to display his pic­
tures. This gallery .will be a spacious 
room to the right of the entrance, 
with lofty ceilings and no side win­
dows. The lighting will be from 
above by means of a skylight, and 
this will give his treasures the best 
possible illumination. The public has 
long known of Colonel Briggs’ fine 
collection, but has neveir had an op­
portunity to see it. Colonel Briggs 
expects to move from his old home 
into his new some time in September 
or October, and it might be suggest­
ed that this would be an excellent 
time to give the public a view of the 
pictures. The new high school, lo­
cated only two blocks from Colonel 
Briggs new home, will then be occu­
pied. On the top floor of the high 
school, the tower floor it is called, 
are three rooms designed fo»r the art 
classes. These rooms have large wall 
spaces and are lighted from above 
and heire would be the best place in 
town fdr the exhibit. Should there 
be more pictures than could be hung 
in these three rooms there are well 
lighted class rooms and halls for the 
surplus. The high school has a large 
auditorium and here a course of lec- 
tuires on art could be given for the 
high school students and others who 
might wish to attend. It may be said 
the new high school is rather out of 
the way for popular attendance. But 
everybody will want to see the new 
high school, and if the new high 
school and the finest art collection in 
town can be seen at the same time 
the question ought not to be, Will 
anybody attend? but, Will any­
body want to miss it? And, besides, 
there will be 1,200 or 1,500 high school 
students to whom a view of the pic- 
tuires will be a rare treat.

The second of the milk contests has 
been held and it was a success. About 
forty milk producers and dealers en­
tered with a total of about sixty sam­
ples. These samples were not spe­
cially prepared, as was the case last

year, but ware taken from the deliv­
ery wagons and represented the kind 
of milk and cream the homes of the 
city receive. Of the samples thirty- 
six, or more than half, scored 70 or 
above, the best going as high as 94. 
The other samples were lower, some 
of them, it is stated, so low as to be 
scandalous. Ivan C. Weld, the ex­
pert fifom the Dairy Division of the 
Agricultural Department, who made 
the tests, gave the milk men a lec­
ture on the closing day and in the 
course of his remarks said if the con­
suming public could see the condi­
tions under which most of the milk 
is produced a large share of the prod­
uct would be unmarketable. “The se­
cret of producing wholesome milk,” 
he said, “was cleanliness and keeping 
the milk at a low temperature. Twen­
ty years ago unless the milk contained 
chunks of dirt visible to the eye it 
was thought to be clean, but the de­
velopment of bacteriological science 
has changed the conception of what 
constitutes cleanliness and safety.”

These milk contests are of high ed­
ucational value, not merely to the 
consuming public but to the milk 
producers. The first contest was held 
a year ago and the good results from 
it are seen in the higher standards 
that now obtain. The samples last 
year were specially prepared, while 
this year they were “ordinary run,” 
and yet the average this year was 
fully as high as last. Many of the 
milk dealers have been very energetic 
*n improving the conditions surround- 
mg their production and this improve­
ment will continue.

The winners of the high score for 
producing conditions, the second high 
in quality of milk and first in quality 
of cream, were the Leavenworth 
Brothers, Paul and Chester, who have 
converted the Ben Putnam farm, near 
Comstock Park, into a high grade 
dairy farm of about seventy acres, a 

share of which is made up of 
the rich bottom lands between the 
road and the river. The two broth­
ers are young men, city born and 
brought up. The older of the boys, 
Paul, met with an accident while at­
tending school which impaired his 
health and the doctors advised out­
door work. He obtained a position as 
hired man on the Putnam farm and 
as Mr. Putnam’s health failed he had 
the management of the place. When 
Mr. Putnam moved back to the city 
to live Mr. Leavenworth made a prop­
osition to buy the farm with a view 
to engaging in the milk business. He 
had very little money, but Mr. Put­
nam had confidence in him and let 
him have the place on contract, and 
his brother Chester joined him in the 
enterprise. They started with twelve 
cows, and when they started it was 
with the old-fashioned idea that milk 
was milk and that the sulrrounding 
conditions made little difference with 
its quality. Once started in the busi­
ness they began studying the sub­
ject. They visited the Agricultural 
College and as many high grade dairy 
farms as they could reach, studied the 
books, read the papers and then be­
gan to improve. They now have thir­
ty-eight cows and all the customers

they can serve, and they take a per­
sonal p:ride in the fact that their 
milk is quality milk and are always 
glad to have patrons inspect their 
premises either before, during or aft­
er milking time.

Post Toasties
Any time, anywhere, a 
delightful food—
“ The Taste Lingers.”

Postum Cereal Co., Ltd. 
________  Battle Creak, Mich.

Mall orders to W. P. McLAUOHLIN & CO., Chiesto

O P P O R T U N IT Y  O F  A  
L IF E T IM E

We offer for sale a choice and well- 
selected general stock inventorying 
about $4,000, doing a business exceeding 
$40,000 per year. Owner also owns half 
interest and operates telephone ex­
change of 60 farmer subscribers. Post- 
office. Warehouse on track and estab­
lished produce business. Will rent or 
sell store building and residence prop­
erty. Business long established and al­
ways profitable. Location in center of 
richest potato district in Michigan. Ad­
dress No. 413 care Michigan Tradesman.

M O T O R  D E L IV E R Y

Catalog 182 Auburn, Ind.

THE 1910 FlfflU O  GOBS
Are More Beautiful, Simple 

and Sensible than Ever Before

AirCooled. Light Weight, Easy Riding

Model H. Franklin, 6 Cylinders, 42 H. P.
7 Passengers, $3750.00

Other Models $1750.00 to $5000.00

The record of achievement of Franklin 
Motor cars for 1909 covers no less
1 v l t  score of the m ost important 
reliability, endurance, econom y and 
efficiency tests of the 1909 season. 
List of these w innings will be mailed 
on request.

The 1910 season has begun with a 
new world’s record for the Franklin- 
this was established by Model G (thè 
$1850.00 car) at Buffalo, N. Y ., in the 
one gallon mileage contest, held by 
the Automobile Club of Buffalo.

Among 20 contestants it went 
40 i-io miles on one gallon of gasoline 
and outdid its nearest competitor by 
50 per cent.
. you want economy—comfort- 

simplicity-freedom from all water 
troubles light_ weight and light tire 
expense—look into the Franklin. 

Catalogue on request.

ADAMS & HART
West Michigan Distributors

47-49 No. Division St.
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WITHOUT WARP OR BIAS.

The Truth May Affect Another Man’s 
Credit.

W ritten  fo r the T rad esm an .
So long as a great part of the buy­

ing from wholesale and jobbing hous­
es is done on credit the full and ac­
curate knowledge of the likelihood of 
each customer’s being able to meet 
bis bills forms one of the very cor­
ner stones on which the whole com- 
meiroial structure rests. Smaller mar­
gins of profit, shorter time on bills, 
a more conservative credit policy than 
pievailed fifty or even twenty-five 
years ago— these are the rules now in 
the best wholesale houses. The indi­
cations are that before long the cash 
S3Tstem, which is fundamentally the 
correct system for all business, will 
be as largely adopted by wholesalers 
as it already has been adopted by re­
tailers. But until such time as all 
purchasing comes to an absolute cash 
basis the knowledge of every pros­
pective buyer’s financial strength or 
weakness, his reliability or the re­
verse, his character or lack of it— all 
that information that in its crystal­
lized form is known as commercial 
rating and credit— will justly hold its 
present position of importance.

The commercial agencies, such as 
Dunn’s, Bradstreet’s and others, have 
spread over the whole country vast 
and intricate networks for the system­
atic gathering of information. Ask 
them whether some Dakota farmer, 
living fifteen miles from the nearest 
railway station, is good for $500 cred  ̂
it on a threshing outfit and in all 
probability they can find out what

M I C H I G A N
you want to know in a short time. 
Their estimates, in a great majority 
of instances, are surprisingly accu­
rate and dependable.

Probably every Tradesman reader 
contributes in some degree, either 
consciously or unconsciously, to the 
fund of obtainable information re­
garding the business men of his ac­
quaintance. Those who live in small 
towns and villages and at country 
crossroads, where the commercial 
agencies have no regular representa­
tive stationed, may be asked to “re­
port” for Dunn or Bradstreet and to 
give their opinions regarding those 
engaged in business in their commu­
nities. Those who do nothing of this 
kind still generally contribute their 
quota, although less definitely and 
formally. The remark casually let 
drop in the hearing of some traveling 
salesman, the bit of history about 
your neighbor competitor, which you 
happen to narrate to some attentive 
listener while you are in your whole­
sale house in the city buying goods, 
even the little joke or good story 
with which you entertain some friend, 
may all go to make up the impression 
that gets abroad as to whetheir some 
man in your town is perfectly safe 
and reliable, or a bit shady and uncer­
tain.

Would that every one might real­
ize how serious a matter it is to say 
aught that may affect for good or ill 
the reputation and credit of another! 
Use due reflection and youir best 
judgment in regard to every state­
ment you make.

Here is So-and-So, with small

T R A D E S M A N
means and a large family, struggling 
along to make both ends meet with 
a little grocery business. He may be 
cranky, fussy, disagreeable and built 
on a small pattern— not at all the 
kind of man that you like or admire; 
still, if he is honest, steady and pays 
his bills, he is entitled to all the 
credit that this course of conduct 
gives him. Slight insinuations of a 
disparaging nature may mean heavy 
damage to him.

On the other hand, suppose the 
most agreeable good fellow in all the 
world gives you as a reference re­
garding his financial responsibility. 
He belongs to your lodge or your 
club, he has patronized your business 
liberally, you feel very friendly to­
ward him and you would greatly like 
to give him a ireally good “send-off.” 
But you know that he drinks and 
gambles, spends money extravagantly 
and always is in debt at the stores 
and to his acquaintances. If you say 
anything at all about this man you 
are in duty bound to tell the whole 
story, both sides of it. You do not 
want to be “let down” by giving 
credit to an irresponsible purchaser; 
you have no right to make some 
stranger believe that this friend of 
yours is O. K. and can be trusted.

If you occasionally send reports to 
some commercial agency do not make 
these the vehicles for conveying your 
personal likes and islikes to the outer 
world. Do not cast a halo of imagin­
ary virtues around your friend. Be 
above wireaking spite and vengeance 
on your enemy by depreciating, in the 
least, a just estimate of his character

17
and reputation. Do not be guilty of 
giving “the wrong steer” in regard to 
any man for personal reasons, and 
take pains that you give no incorrect 
impression from carelessness o)r oth­
er cause.

When you ask for information 
about a man you want to know what 
he really is and what is the actual 
condition of his affairs as nearly as 
possible, and inasmuch as the knowl­
edge of every man’s financial stand­
ing makes so largely for the general 
security and safety of all business, 
and so constitutes a kind of general 
insurance from which all indirectly 
derive great benefit, therefore see to 
it that all the statements you make 
regarding your associates and com­
petitors in busines are made solely 
with regard to truth and justice and 
are without bias and prejudice. Do 
not use this means to boost your 
friends nor to down your foes. M.

The Highest of Commendations.
Travel as a friendly man wherever 

you go; make new friends; trust men 
as often as possible; be glad at every 
glow of kindly feeling that warms 
your heart; look for good and not for 
evil in all kinds and conditions of 
men.

Find out their best thought. Praise 
whatever is good.

Carry the sign of a new freema­
sonry and when the final accounts are 
reckoned up the highest of commen­
dations will be: “He was a good 
comrade, true, generous, honest, loy­
al, friendly and helpful.”

S. H. Howe.

A R G O

© Starch©

T HE grocer really 
doesn’t w a n t  

to sell bulk starch.
He realizes the trouble 

and loss in handling it—  

scooping and weighing and 

putting it in a paper bag, 

to say nothing of the little 

broken pieces which settle

at the bottom of the bin and which he can’t well serve to his customers.

But what is there to take its place?

Argo—the perfect starch for all laundry uses— hot or cold starching— in the big clean package 

to be sold for a nickel. That’s the answer.

You don’t have to explain it but once to your customer— If she tries it, she’ll order it again. 

T o  sell Argo—stock it.

CORN PRODUCTS REFINING COMPANY
NEW  YORK
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EARLY RAILROADS.

How They Were Built in Southern 
Michigan.*

The greatest problem that con­
fronted the old pioneers in their ef­
forts to establish a home in the wil­
derness was the lack of public ¡high­
ways and the means of transporta­
tion, and Southern Michigan was con­
sidered one of the most difficult re­
gions to settle, mostly on account of 
the great cottonwood swamp which 
emigrants encountered after entering 
the State. This swamp was about 
twenty miles across, and in the 
springtime it was almost a complete 
barrier to emigration.

In the year 1812 the Government 
sent surveyors into this territory 
with the idea of giving 2,000,000 acres 
to the soldiers of the war with 
Great Britain. They returned with 
the {report that the country was bad 
and that the upland was composed 
mostly of sand hills, while the low 
land was practically all swamps; nu­
merous lakes were surrounded by ex­
tensive marshes, many of which were 
covered with a sort of pine called 
tamarack; and that not one acre in 
a hundred, if one in a thousand, 
would in any case admit of cultiva­
tion. The act saved the country from 
the speculators and gave it to the 
actual settlers. The first roads 
through the forests were the trails 
by the moccasins of the once power­
ful tribe of Pottawatamies. Then the 
Government came to the settlers’ re­
lief and in 1825 ordered the Chicago 
turnpike to be built. This road was 
to commence at Detroit, take a west­
erly course, passing through Ypsilan- 
t:, Saline, Clinton, Jonesville, and so 
on, to Chicago, making a distance of 
283 miles. The road was completed 
in 1830, but for a number of years 
it was almost impassable during the 
rainy season. Brother David Wood­
ard, of Clinton, relates that he direw 
many an emigrant wagon out of the 
mire with his ox team when the mud 
was not only hub deep but wheel 
deep, and the wagon box would plow 
in the mud. In the early thirties two 
territorial roads were established. 
One began at La Plaisnace Bay, at 
Monroe, and extended westerly 
through Dundee and Tecumseh and 
intersected the Chicago turnpike at 
Cambridge Junction. The otheir start­
ed at Swan Creek, now Toledo, and 
passed through Adrian and then 
touched the northern shore of Dev­
il’s Lake on its western course.

Many plank roads were promoted, 
but only one materialized— the Adrian 
and Bean Creek plank road. This 
road was commenced in 1849 and fin­
ished the following yealr. It com­
menced at Adrian and extended 
northwesterly for about twenty-five 
miles to Gambleville, now called 
Somerset, where at intersected the 
Chicago turnpike. This road was 
maintained by toll gates and did good 
service for about ten or twelve years.

Most of the emigration entered the 
State by way of Toledo, which city 
has been known by fouir different 
names. Its madden name was Swan 
Creek. Afterwards it was called Port

*Paper read at annual meeting Michigan 
Pioneer and Historical Society by Clarence 
Frost, of Adrian.

Lawrence, then Vistula and finally 
Toledo. On the 22d of April, 1833, 
the Legislative Council of the Terri­
tory of Michigan approved the in­
corporation of the Erie & Kalama­
zoo Railroad Company with a nomi­
nal capital stock of $1,000,000. The 
¿road was to commence at Port Law­
rence, passing through Adrian and 
terminating near the head waters of 
the Kalamazoo River. They were to 
begin it inside of three years, finish 
it to Adrian in six years, one-half of 
it to be built in fifteen years and the 
remainder to be completed within 
thirty years. The part of the road 
west of Adrian was afterward aban­
doned. The road was first con­
structed with wooden rails which 
were set in notches made in the cross­
ties and was completed in this form 
in the fall of 1836. On the morning 
of November 2, 1836, the boom of a 
cannon might have been heard at 
Port Lawrence, announcing the de- 
pa rtu|re of the first car on the first 
railroad constructed in the Western 
States. Horses were the motive pow­
er and they were driven tandem with 
relays every four miles. Another 
cannon at Adrian announced the ar­
rival there. History does not record 
the time it took to make the thirty- 
three miles, but undoubtedly it was a 
record run for those days.

The first passenger coach was call­
ed the “ Pleasure Car.” It was a veiry 
diminutive affair, but it was two stor­
ies high. The next coaches were a 
little larger and passengers entered 
them from the side, there being no 
end doors. A running board similar 
to the summetr street cars was used 
to get from one coach to the other. 
In the spring of 1837 a strap rail 
about five-eighths of an inch thick 
and two and one-half inches wide 
was spiked to the already wooden 
rail and an engine was installed, but 
the spikes were only about two inches- 
long and very tapering and gave very 
poor service. The trouble was caus­
ed by the spikes becoming loosened 
so that the end of the rail would 
curve up so as to rise above the 
wheel and then they would penetrate 
the floor of the coach and endanger 
the lives of the passengers. These 
loosened nails were called snake 
heads and were a serious problem to 
early railroading. The difficulty was 
finally overcome by decking the low­
er side of the coach with heavy 
planking. By the way, I have se­
cured a piece of the original strap 
rail, together with the spikes that 
held it in place, also some of the 
original bank bills, which I am pleas­
ed to exhibit as a reminder of early 
railroading.

The engines were also of a very 
diminutive nature and of a very un­
certain horse power. They had but 
one set of drive wheels, the boiler 
was only about seven feet long, the 
firebox was upright and the smoke­
stack was the most prominent feature 
about it. Their motive power must 
have been very limited as I have 
heard several passengers relate about 
theitr being requested to get out and 
push in order to get up the grades.

In 1838 the Erie & Kalamazoo built 
the Palmyra & Jacksonburgh branch 

.as far as Tecumseh, with a turntable

there. The road was also extended 
to Clinton, but on that part only 
horse calrs were used until the road 
was installed with heavy T  rails. The 
road remained in that condition for 
nearly twenty years, when it was ex­
tended to Jackson. The Erie ’& Kal­
amazoo had a very checkered career 
for about twelve years, when in 1848 
it was sold to Washington Hunt, of 
Lockport, N. Y., and George Bliss, 
of Massachusetts, and August 1, the 
following year, they leased .it in per­
petuity to its rival, the Michigan 
Southern Railroad Company, but the 
Erie & Kalamazoo still exists and 
draws its yearly rental of $30,000 a 
year.

In 1838 the State laid out the Mich­
igan Southern, to be completed as 
State work, and was to commence at 
Lake Erie at Monroe and extend 
across the lower tier of counties to 
Lake Michigan. It was completed to 
Adrian in 1840 and in the fall of 1842 
it was finished as far as Clayton with 
strap rails, but the wood work was 
completed to Hudson, but no more 
strap rails could be procured until the 
following spring. This was too much 
for Hudson, so the people then pro­
cured strips of hard maple, which 
they spiked on the stringers and Hud­
son saw the cars running during the 
winter. In 1843 the road was finish­
ed to Hillsdale, where it remained un­
til 1846, when it was sold to the 
Michigan Southern Railroad Com­
pany, then incorporated. The road 
made very little progress during the 
next four years, only going as far as 
Jonesville, about five miles, but the 
next two years it was pushed very 
rapidly. After leaving White Pigeon 
it diverted from its original course 
and took a moire southerly route and 
consolidated with the Northern Indi­
ana and it was finished to Chicago in 
1852. During the early fifties the 
strap rails were nearly all abandoned 
and T  rails were used in place of 
them. I have a map of the Western 
States, published in 1850. The States 
then consisted of Michigan, Wiscon­
sin, Ohio, Indiana, Illinois and Mis­
souri. yhe most prominent things on 
the map are the stage routes. The 
canals are given quite a showing, but 
the railroads had not materialized 
much at that time. Chicago had only

one short line extended to Elgin, Il­
linois; Detroit had one line to Pon­
tiac and another extending across the 
State to New Buffalo on Lake Michi­
gan. Adrian had the Erie & Kalama­
zoo and the Michigan Southern ex­
tended as far west as Hillsdale. San­
dusky was the great railroad center, 
as three roads entered it from the 
south and west, but Cleveland had no 
sign of a railroad and there were but 
few roads in the Eastern States at 
that time.

Nearly four scare years have elaps­
ed since these scenes were inacted 
and the strides of science have been 
wonderful, but when we come to look 
into the future we have very little 
conception of the improvements that 
will be made. All we can do is to 
hail the hereafter and let future gen­
erations enjoy the fruits of the labor 
of those who have gone on before 
them.

Entirely Trustworthy.
“Rufus, you old loafer, do you think 

it’s right to leave your wife at the 
wash-tub while you pass your time 
fishing?”

“Yassah, Jedge; it’s all right. Mali 
wife don’ need any watching. She’ll 
sholy wuk jes’ as hard as if I was 
dah.”

It is a wise man who wants only 
what he can get, and a lucky one 
who gets only what he wants.

Get Our Prices 
On Show Cases

They Will Interest You 
Complete catalog on request

WILMARTH SHOW CASE CO.
936 Jefferson A ve., Orand Rapids, Mich. 

Downtown Salesroom —58 S. Ionia S t. 
D etroit Salesroom —40 Broadway
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It Is in Attracting New Customers 
To Your Store.

W ritte n  fo r  th e  T radesm an .
A ycung friend of mine has s 

handy device to be used in connec 
tion with the office or home tele 
phone. It consists of a small piece 
of mahognized wood, trimmed in 
nickeloid metal, equipped with a roll 
of paper and a spring receptacle for 
the ever-ready pencil. It is a clever 
practical commodity, simple in con­
struction, durable and salable. But 
the point in the story does not lie in 
the merit of the commodity, but rath­
er in the manner of my friend’s ex­
ploitation of it.

After having applied for his patent 
my friend immediately got busy man­
ufacturing and selling his telephone 
device. After having sold some 500 
of them in his own city, largely 
through agents whom he personally 
instructed and supervised, my friend 
began to dream of wider fields of 
conquest. Accordingly he had his 
device duly photographed and had a 
splendid halftone made and got out 
? circular. And this circular brings 
me to the point of my story: The 
circular was one of those delightfully 
vague, indefinite, bombastic products 
which the novice almost invariably 
mistakes for good advertising. So far 
as rhetoric was concerned the circu­
lar was beyond cavil. And it was op­
timistic to a degree. In fact, it seem­
ed to exude a parfervid spirit of 
world-subduing confidence. But the 
remarkable thing about the circular 
was it said nothing about the com­
modity which it pictured. It did not 
tell anything about the material out 
of which the article was made. It said 
nothing of workmanship, durability 
and ease of manipulation. The writ­
er was so intensely enthusiastic about 
his invention he did not stop to re­
flect that the other fellow was not 
at all likely to go into ecstasies over 
it; so he didn’t stop to give any pro­
saic selling points. He just gave way 
to his hankering for climaxes and 
loud-sounding assertions.

He also had on the stocks a form- 
letter which he proposed to use in fol­
lowing up enquiries which he hoped 
to elicit by newspaper advertising in 
various sections of the country. This 
circular letter to possible agents be­
trayed the same inexperienced hand. 
It was chockful of optimism, but it 
failed to show the potential agent 
how it would benefit him individually 
to get himself metamorphosed into 
an actual agent. My friend asked me 
what I thought of his advertising lit­
erature. I told him frankly I thought 
it was “punk enough.” He asked me 
what I meant, and looked a trifle 
crestfallen. I told him wherein he 
had missed the mark in both produc­
tions. I told him his first circular 
(the one picturing the device) ought 
to deal with selling points. He had 
said it was neither a toy nor a mere 
novelty but a necessity. I reminded 
him that he must tell why it was a 
necessity. It would save time— pay 
foir itself in convenience— obviate de­
lays, etc. And then it could be ad­
justed to any phone and adjusted in­
stantly, and without any trouble. The 
metal parts were insulated, i. e., those

which came in contact with the metal 
of the transmitter. It would not 
scratch, it could not injure, the 
phone. And then I told him to bear 
down on its good qualities— the ease 
with which it worked, its durability 
its evident neatness, the substantial 
materials which entered into its 
manufacture, etc.

In the circular letter to possible 
agents I told him to talk in such a 
manner as to convince his party that 
there was big money in it for 
him as an agent. “Keep this point in 
mind,” I said, “that fellow is out 
after the money, if he is the kind of 
a chap you want. He does not want 
to get busy on anything that will 
not pay. Therefore, it is up to you 
to show him in this circular how he 
can make some money out of it. Tell 
him what you want him to do. You 
will expect him to appoint agents. All 
right, show him a fair profit on the 
telephone attachments that he sells 
through agents appointed by him 
Show him the readiness with which 
the device sells. Offer him a terri­
tory commensurate with his ability 
and industry. Quote price to the pub 
lie, sub-agents’ commissions and price 
to him on orders of one dozen or 
more. Suggest immediate action. But 
above all, make him see that there is 
something in it for him.” My friend 
saw at once the force of my sugges­
tions, thanked me for them and im­
mediately got busy on some new 
copy.

Now I have told this story to il 
lustrate a point: namely, sheer en­
thusiasm is not advertising. When a 
man gets stung with the splendor of 
a new idea it is perfectly natural for 
him to strut. There is such a thing 
under the sun as a man’s getting 
hypnotized by his wares. If he is a 
manufacturer— especialy an unsea­
soned one— he is apt to think he is 
the most outlandish producer under 
the canopy. It is therefore hard for 
him to talk calmly about his output. 
It he is a retailer he is liable to let 
his optimism eclipse his salesmanship 
when it comes to the preparation of 
copy.

Now every day some traveling 
salesman convinces some dealer that 
some line or other— something in the 
dry goods lines, some line of shbes, 
some make of hats, or gas ranges, or 
kid gloves— is superior to other lines 
at the same money, or even at a lit­
tle higher price. What is it that 
builds up this belief and results in 
the booking of an order? Salesman- 
hip. Every day the merchant con- 
inces some customer or other that 

this, that or the other article which 
the dealer happens to have in stock is 
equal to or superior to some other 
make of the same thing at a similar 
price, or even at a higher price. He 
does not substitute. He does not mis­
represent (necessarily). He merely 
esoirts to selling force. He is a 
alesman. He applies personal sell­

ing arguments. He knows more 
about the wares than his customer. 
He is more familiar with good points 
(and weak ones) than his customer 
could possibly be. He is initiated and 
his customer is not. He knows the 
raw materials— what they are, whence 
they came and all about them. He

knows the process of manufacture. 
Not only this, but he also knows what 
competitors have done and are do­
ing. His talk, therefore, is built out 
of such stuff as information. He 
deals with cold facts. (This, to be 
sure, on the supposition that our 
traveling salesman or retail merchant 
is a solid, truthful man; otherwise 
he is the proverbial exception which 
merely proves the truth of our con­
tention.)

Salesmanship is the indispensable 
factor in all of our industrial enter­
prises. Without salesmanship the 
wheels of business would stop for­
ever more. In order to sell any­
thing from a paper of pins to a sixty 
horse power honk konk wagon you 
have got to fall back on salesmanship. 
It takes strong, straightforward, per­
sonal sales ability. Infectious optim­
ism may help some; but after all it’s 
selling talk that does the work.

While we all with one accord admit 
the validity and indispensability of 
salesmanship, it seems passing strange 
that we should so frequently forget 
all about it when we come to the 
preparation of our advertising copy. 
So many people do their advertising 
in a hit-or-miss fashion. They ad­
vertise in a sporadic, inexpert man­
ner. When fortune smiles upon them 
and their mood is one of confidence 
and hopefulness they flare out in this, 
that or the other medium or me­
diums; but when the periodic slumps 
come and their personal optimism is 
at low ebb their advertising trails off 
into the innocuous.

Advertising experts have explained 
to us the importance of blocking out 
a systematic, thoroughgoing cam­
paign. They have also given us the 
keynote to successful advertisement 
writing. Reduced to its simplest 
statement, good advertising is just 
printed salesmanship. There are cer 
tain things about a given commodity 
which make it a desirable thing of its 
kind. The man who handles this 
commodity knows what these things 
are. He knows from personal ex­
perience as a salesman how to pre­
sent these features in such a manner 
as to carry conviction and eventuate 
in a sale. Very well, then, when he 
comes to writing the advertisement 
let him embody just these things in 
his advertising talk. If they sound 
good, ring true and sell the wares 
when orally stated they will also do 
the work when committed to print.

Why be facetious? If people want to 
laugh do not they turn to the funny 
page or buy a copy of Puck, or 
judge? Your business is not to en­
tertain or amuse; you are in business 
to sell goods. How much better it 
would be, then, to adopt a dignified, 
direct, distinctive style, have it set 

|up in appropriate type (with cuts il­
lustrative of the wares, if you use 
cuts; but above all devoting one’s 
valuable space to the serious business 
of imparting selling talk? Tell what 
the shoes or the gas range is made 

| of. Tell how well it is made. You 
I certainly believe it has strong sell­
ing points or you wouldn’t have it. 
Set just these things forth in your 
advertising, not forgetting, of course, 
to state the price and such other 
good points as it may possess.

Some one has gone so far as to say 
that anybody who can sell goods is a 
good advertiser if he only knew it. 
That is, if a man can actually sell 
goods— and there is a whole lot of 
difference, let it be remembered, be­
tween selling goods and filling or­
ders— he can also do good advertis­
ing by the judicious application of 
the same qualities. All in the world 
he has to do is to convert his sell­
ing talk into printable matter— and 
even spelling, punctuation and para­
graph arrangement is not so very im­
portant, for your printer is on the 
job to whip this into shape— and the 
trick is turned. When you get your 
printed advertisements to reading 
as your spoken salesmanship sounds 
you will be getting results on your 
advertising appropriations. You will 
find your audiences growing in size 
and interest and you will find new 
customers making their way to your 
place of business.

Charles L. Garrison.

What She Wanted.
With the aid of grandmother’s 

work basket and piece bag Winnie 
and little May were gradually get­
ting through their sewing for a large 
doll family.

“This old thread is kinky. I must 
rub some beeswax on it,” said W in­
nie, importantly. It was not long un­
til May discovered that her thread, 
too, needed waxing, but what to ask 
for?

After hesitating a moment, she an­
nounced, bravely, “ I ’d like the honey­
moon, too, please.”

Klingman’s
Summer and Cottage Furniture:

Exposition
An Inviting

It is none too soon to begin thinking about toning up the 
Cottage and Porch. Our present display exceeds all 
previous efforts in these lines. All the well known makes 
show a great improvement this season and several very 
attractive new designs have been added.
The best Porch and Cottage Furniture and where to get it

Klingman’s Sample Furniture Co.
Ionia, Fountain and Division Sts.

Entrance to retail store 76 N. Ionia St.
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PARIS THE BEAUTIFUL.

How She Looked to the Tradesman’s 
Correspondent.

Paris, France, May 21— Histori­
cally speaking, the first mention of 
Paris occurs in the year 52 B. C. 
Known in this early period as Lutice, 
it still retained the name until the 
fifth century, and its confines were 
bounded by the small isle in the »riv­
er. At the latter named period it 
became the seat of a bishopric and 
was then renamed Paris.

In 506 the city was the residence 
of Clovis. In 520 St. Genevieve, the 
benefactress and afterwards the pa­
troness of Paris, died here.

In 987 Hugh Capet made the town 
his Kingdom’s capital. From the 
days of Lewis VI. there were two 
walls built and under Philip Augus­
tus the third wall was added, and a 
great man}' colleges, churches, hos­
pitals and markets were built, the 
most noteworthy of which, perhaps, 
was Notre Dame cathedral.

In the yeair 1163 this fine edifice 
was commenced and not until 1235 
was it completed. In the year 1845 
repairs were made, amounting al­
most to a restoration of the original, 
and to-day it stands as one of the 
finest of the buildings of this beauti­
ful city. Its two square towers, 220 
feet in height, its porches, treasury, 
choir and sixteenth century wood­
carving are, perhaps, the most no­
ticeable features. In the year 1185 the 
paving of the streets was begun and 
in 1204 the Louvre was built or re­
constructed from a former fortress 
that occupied this site. In 1541 
Francis I. commenced the present 
palace, which was completed by Na­
poleon III. For vastness of building, 
extent of space devoted to exhibits 
and the quality of pictures shown 
we shall have to vote this the finest 
in Europe; howeveir, the British Mu­
seum, in London, has a much larger 
variety of subjects to see and, to 
nany, would for this reason be more 
lttractive, and when the new and spa­
cious addition to it is completed it 
will vie with the Louvre for honors 
from any standpoint, we believe.

The Louvre has several subdivisions 
or parts known as galleries: Denon, 
in firont of which is a beautiful Greek 
figure of Victory; Apollo, hung with 
notable Gobelins and contains Charle­
magne’s crown; Napoleon’s State 
Sword; the Regent Diamond, etc.; 
Solon Carre is where one may see 
masterpieces of Italian and Spanish 
painting, such as Veronese’s Wed­
ding at Cana, which is said to be the 
largest easel picture extant; the Long 
Gallery is famous, not only for the 
number of pictures and schools rep­
resented, but the quality of some of 
the subjects painted, among which 
are Rembrandt’s Carpenter’s Shop, 
Dow’s Woman with Dropsy, Van 
Dyck’s Charles I. and many others, 
including some of the famous Ru­
ben’s works. In Salle des Etats one 
wall find the celebrated Millet’s An- 
gelus. In other halls may be found 
Assyrian, Etruscan and Egyptian an­
tiquities, perhaps most notable of 
which are the famous Egyptian Scribe 
(2800 B. C.) and the Book of the 
Dead (1200 B. C.). In front and

within the west court of the mam­
moth three square building, there 
stands a fine monument to the great 
French statesman, Gambetta. Back 
of it and within the court a pretty 
little park has been made, and with­
in this there stands a fine monument 
to Lafayette, the French General, and 
upon its sides one reads that it was 
erected with money contributed by 
American school children. This is 
only one of three evidences of a sim­
ilar character that gtreets the Paris 
visitor, which will let them under­
stand that a warm feeling exists be­
tween the French and American peo­
ple. The others referred to, being 
located in public places, are the large 
equestrian state of George Washing­
ton, given by American women and 
situated in the centelr of Place Trow- 
cadero, and the beautiful and artistic 
one from the American nation, to 
mark their appreciation of kindly 
services rendered us in our early his­
tory.

From the Louvre looking north, 
one may get a view that, peirhaps, 
is not excelled in any city in the 
world. In fact, this mile or more of 
space and the other noticeable fea­
ture of this city— buildings being con­
structed in symmetrical proportions 
throughout the newer parts— are w'hat 
to my mind help to entitle Paris to 
the generally accepted praise bestow­
ed upon it, that of voting it as the 
handsomest city of the wolrld.

Leaving Louvre and its handsome 
court we first come to the Garden 
of the Tuilleries, a most magnificent 
park of flowers and fountains, through 
the center of which is a broad path­
way (roadway at side). Beyond this 
is Place de la Concorde, the largest 
and perhaps the most beautiful in 
Paris and memorable as the spot 
v.ihetre Lewis XVI. was beheaded. In 
front of the garden rises the Arc de 
Triomphe de Carrousel, a fine arch 
surmounted by a beautiful bronze 
group. In the center rises the Obe- 
lisque de Louqsor, a monolith rising 
seventy-six feet in height and stand­
ing between two majestic fountains, 
personifying ¿respectively, maritime 
and fluvial navigation. Around this 
large square are statues representing 
the large towns of France and bor­
dering it are some of the public 
buildings noted for their fine archi­
tecture and Coirinthian colonnades. 
Continuing on we now enter what is 
said to be the finest street in the 
world— Champs Elysees, at the head 
of which towers the Arc de Tri­
omphe (Triumphal Arch). This is 
over a mile in length and 400 yards 
broad and is lined with chestnut 
trees, which at this season of the 
year, while in bloom, appeair very 
fine. During the evening the sight 
of this avenue with its brilliantly il­
luminated concerts is not only strik­
ing, but unique. It is along this ave­
nue that the famous Salon and Palace 
of Fine Arts are located, and both 
buildings add beauty to it. One of 
the chief architectural glories of 
Paris is the Arch above named. It 
was commenced by Napoleon I. in 
1805 as- a memorial of the triumphs 
achieved by the French troops in the 
Austerlitz campaign, but it was not 
completed until the reign of Louis

Philip. It is the largest triumphal 
arch in the world, being 160 feet in 
height, 164 feet in width and 72 feet 
in depth. It is adorned with groups 
of sculpture representing scenes in 
the history of France from the 
breaking out of the Revolutionary 
War in 1792 until the peace of 1815. 
such as the departure of troops in 
1792, the battle of Aboukir, the de­
fense against the invaders in 1814, 
etc. On it are inscribed more than 
650 names of officers in the Napo­
leonic period.

The location is in a circle of con­
siderable size, known as Place de 
1'Etoile, from which twelve streets 
emanate. Hence its name— the place 
of the stair. One of these is named 
Avenue Victor Hugo in honor of the 
celebrated author bearing that name 
and in whose honor there has also 
been erected a splendid tribute to his 
memory in the form of a monument, 
which shows him full size, in sit­
ting position, with book in hand. This 
occupies a prominent position at the 
junction of another street and close 
by the house in which he died.

Another street leading from the 
star is Avenue Kleber, down which 
you may go to find Place du Tro- 
cadero. This place has a large and 
beautiful building known as the Tro- 
cadero and, as its name implies, per­
tains to things Spanish. Its interior 
is fitted out very fine and contains 
articles coming from countries speak­
ing the Spanish tongue principally. 
The display is lalrge, its scope broad 
and includes the images worshipped, 
tents to show the home life, with fig­

ures to represent the race; war equip­
ment; jewelry worn, goods manu­
factured, etc. In front of this grand 
building is a fine park, and at the 
rear and from the steps one can ob­
tain a beautiful view of the southern 
part of Pa/ris. You look down upon 
a magnificently laid out ground, con­
taining statuary (of course Taurus is 
one piece), water basins, graded one 
above the other, for a succession of 
five; fine walks, etc., until the River 
Seine is reached, which in its winding 
course finds its way through the city.

One of the most noticeable (per­
haps the most so) objects to be seen 
here is Eiffel Tower, which nearly 
touches the thousand mark, for it 
towers up 980 feet and has the hon­
or of being the highest tower in the 
world. Its total weight is 15,000,000 
pounds. It marks the site where the 
expositions of 1867, 1878, 1889 and 
1900 were held. There can also be 
seen the largest Fenris(?) wheel ever 
constructed from the above named 
point and this (that the French call 
La Grand Roue) is quite close by. A 
beautiful bronze figure of a woman 
stands upon a marble base at a spot 
close by Royal Palace that repre­
sents Joan d’ Aire, the one who rid­
ded the country from their supposed 
enemy. Another notable monument 
here is that one to the illustrious 
chemist, Lavosier. By his side are 
a still and a pair of scales. Scenes 
depicted on both sides of the stone 
show him to be at work in the labor­
atory, surrounded by chemical appa­
ratus; and the other, that of a teach­
er speaking to his scholars, one of
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whom was Berthelot, himself no one 
of mean honor. This site is at the 
rear of Church de la Magdeleine, 
which at once becomes noticeable be­
cause it is surrounded by fifty large 
Corinthian columns, eighteen on eith­
er side and seven at each end. Be­
tween these pillars, which are several 
feet fjrom the church proper, one can 
see life sized figures of important 
personages connected with the church 
history, set in recesses of the main 
building.

Another church that has some­
thing worth telling about is that of 
where Napoleon’s tomb is— des In- 
valides. The tomb is exactly under 
the dome, which rises to a height of 
340 feet and has a base of 86 feet. It 
was constructed in 1706 and stands 
to-day as a monument to .its builder. 
Within its walls are buried two oth­
ers of the Bonaparte family, Joseph, 
King of Spain during the Peninsular 
War, and Jerome, the Emperor’s 
youngest brother, King of Westpha­
lia. One has to lean over a balustrade 
and look down into a crypt, 20 feet 
deep and 36 feet an diameter, to see 
the beautiful and massive sarcopha­
gus that contains all that remains of 
this famous Emperor, Nicholas of 
Russia. The tomb is of Finland 
granite.

In the Pantheon there lies all that 
was mortal of two well-known 
Frenchmen, Voltaire and Carnot. 
This building, formerly a church and 
afterwards used for the interment of 
great men, is surmounted by a dome 
275 feet in height and commands a 
fine view of the surrounding part of 
the city.

Paris is well taken care of 
as regards transportation facilities 
throughout all its main parts. Besides 
the numerous railroads that enter the 
city, some of which run suburban 
trains, there are electric cars that are 
unique from the fact of drawing their 
supply of electric fluid from beneath 
the rail, which is divided on one side; 
the compressed air car, a large and 
cumbersome, appearing carriage, that 
receives its power supply at stations 
along the street and stores it beneath 
the forward of two cars always run 
together, and the steam train, which 
does a suburban business also in 
connection with its city work.

The bus system here is a wonder,
As it is in London, in the great num­
ber run and in the upper deck for 
sightseeing purposes, and which 
costs but one-half the price charged 
inside the bus, which is thirty cen­
times (six cents). Both electric and 
horse buses are run, also lines of au­
tos and, altoether, they are so nu­
merous that one is kept dodging 
them in the downtown streets. The 
leader will understand, of course, that 
all of the above are surface transpor­
tation. Now add to these numerous 
systems a very fine underground 
railway system (third rail) owned by 
the Metropolitan Railway Co., which 
permits one to ride as far as one 
wishes for the three cent fare charg­
ed and allows a transfer to the va­
rious branches as they are reached, 
and you will decide that Paris is well 
taken care of in the line of trans­
portation.

The high reputation that this city

has for beautiful shops and as a fash­
ion center is well maintained and is 
illustrated at all times on the main 
avenues, where we may see it profuse­
ly, the gentle sex, perhaps, being the 
finest dressed women of any city in 
which we have ever been.

As a commercial city Paris ranks 
high. The automobile industry is a 
large one here and we think we can 
safely say that in no place have we 
seen evidence of it as in this city. 
In fact, this is the prevailing vehicle 
here.

We were particularly interested in 
the drug and allied lines and learned 
that there were five large wholesale 
firms who looked after the interests 
of the retailers here and a number of 
manufacturers whose plants lie with 
out the city precincts. Decidedly so 
is this with the perfumery houses, all 
of which have elegant retail establish 
ments in the fashionable downtown 
districts, yet all do their manufac­
turing outside to escape the city tax 
which on this item amounts to one 
dollar per pound.

The French manufacturer is strong 
in the line of perfumery and ships 
more of it to our country than any 
other people, and this seems to Ue 
growing each year, much to the re­
gret of the American perfumer.

In the year 1908 there was sent to 
our country through the Paris con 
sular office $1,297,704 of perfumery 
and last year this amount was in 
creased by nearly $100,000. The busi­
ness in drugs and medicines neatrly 
doubled last year, the amount ship 
ped us amounting to the sum of 
$552,182.

The business in hides and skins 
was the largest in amount of all 
goods shipped us. T11 1908 these ar­
ticles amounted to the sum of $4,484,- 
830, while last year this was nearly 
doubled, the exact sum being $8,789,- 
928.

The total of all products shipped 
to us from here in 1908 was $42,307,- 
285 and in T909 the sum was $66,403,- 
079, or an increase of over 50 per 
cent. Chas. M. Smith.

Just Like Some Men.
“Sir,” said the man who had been 

looking about the car in a vacant 
way, but now turned to the man with 
the newspaper, “can you tell me 
when the Panama Canal will be open­
ed to traffic?”

“Own any canal bonds?” was quer­
ied in answer.

“No.”
“Own any shipping?”
“No.”
“Ever been down to the Isthmus?” 
“No.”
“Ever going?”
“I don’t think so.”
“And yet you ask me when the 

canal will be open for tlraffic?”
“Yes, I did ask you that, but if you 

are one of the finicky sort you need­
n’t answer.”

“Oh, I’m ready enough to answer, 
but I’m wondering why you didn’t 
ask me where Johnson street was.” 

“Because I live on that street, sir.” 
‘Yes, I know, but while you’ve 

been asking about the Panama Canal 
you’ve let the car carry you three 
blocks beyond Johnson street and 
must walk back!”

Compressed Air From Water Bub­
bles.

Compressed air from the steam en­
gine is commonplace in its power 
units. Compressed air, gathered from 
“bubbles on the water,” is new. They 
are producing this compressed air in 
just that way at Cobalt, far up in the 
Canadian forest reserve country, 
north of Toronto.

The source of the compressed air 
is the falls of the Montreal River, in 
the “Ragged chutes.” The principle 
of collecting this air is simple enough. 
The setting of the whole plant may 
be li kened to the water swirling and 
gurgling around the vent of the al­
most emptied wash basin. This water 
is carrying down with it great quanti­
ties of air. In building the Cobait 
power plant a dam was built to sup 
ply the water head. From the dam 
a r.ooo foot tunnel was run along the 
shore to a great airtight steel tunnel 
capped over and standing fifty feet 
below the headwater at the dam. 
When water and air mixtures start 
down the tunnel at such a fall the 
stream strikes a cone which smashes 
the currents at a pressure of 100 
pounds to the square inch, just un­
der the tunnel hood. Instantly the 
air is squeezed out in bubbles through 
the water at the bottom of the com­
pressor. And in proportion to the 
water flow the air pressure is in­
creased in the air chamber.

Curiously enough, this air is abso­
lutely dry. The explanation is that, 
under the heavy pressure of the wat­
er, the air bubble has all its moisture 
squeezed from it, the moisture part­
ing into the compressing water. 
After the air rises to the storage 
tunnel the water below keeps it dry. 
From the top of this compressed air 
reservoir the power is conducted 
through pipes and hose leads, largely 
into the mines.

His Specialty.
“Ezry, you ought to git a good job 

n a fire-arms factory,” growled the 
country storekeeper, as the chief lof- 
<r reached into the barrel for anoth- 
r choice apple.
“What doin’ ?” lazily asked the pest, 

ictween bites.
“Riflin’ barrels!” snapped the long- 

uffering storekeeper.

Some diseases are less fatal to the 
patient than to the people who have 
to live with him.

Our Slogan, “Quality Tells”
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D R Y  GOODS, 

FANCYGOODS ̂  NOTIONS!

THE SEE-SAW SALE.

New Sale That Will Appeal To the 
General Merchant.

“You aire just the man for me,” said 
the merchant, as a traveling salesman 
dropped in on his quarterly call.

“Are you going to open up a new 
store? Glad I happened ’round. A 
big order will just fix me for an­
other boost in salary next trip,” was 
the salesman’s comment as he shook 
hands with his old friend and oft- 
time customer.

You’ll not sell me any motre goods 
unless you help me out of the hole 
I ’m in,” was the merchant’s answer.

“ Why, what’s the matter; nothing 
wrong with business, is there?” and 
the salesman looked around half fear­
ing he would see something discom­
forting.

“Yes, everything’s wrong. I’m get­
ting up a special sale advertisement, 
and I’ll be blanked if I can find a 
suitable attraction for the opening 
day. You’ll have to help me out. You 
see more sales put on in different 
parts of the country than I can even 
hear about. Let’s have an idea in 
exchange for an order.”

Well, I guess I ’ll have to get my­
self copyrighted and bound over to 
keep the peace. But I’ve got an idea 
for you. You never used a See-Saw 
Sale, dad you?” asked the salesman.

“Never. Is it a good stunt?” asked 
the merchant.

“Fellow in Marion, Ohio, thinks 
so. He has used it any number of 
times. Must be a good one or he 
would not use it so often.”

“What’s the scheme?” asked the 
merchant, anxiously.

You pick out one item at each 
counteir that you are willing to get 
rid of.at any old price. You’ll have 
to use about twenty or thirty items 
for your store. The object of the 
sale is to attract an immense crowd 
and to have them wander over the 
store all day long. Now you select 
one article for each counteir. Here is 
the corset counter. Got any corsets 
you want to clear out?” asked the 
salesman, getting down to business 
at once.

“Indeed I have. Here’s a line I 
got stuck on, just a little too short 
for the new style dress. Sells regu­
larly for one twenty-five; cost me 
ten-fifty; sell fo)r seventy-five cents, 
and glad to do that. There’s just one 
hundred pairs of them,” was the mer­
chant’s disjointed reply.

“We’ll realize a profit on them, and 
don’t you forget that. There’s a lot 
of women who would be glad to have 
them at a dollar a pair. Here’s the 
way the sale works, and you can eas­

ily see that the very idea is going to 
wake people up and make them want 
corsets.

“The See-Saw Sale is (really a 
variation of the hour sale. Every 
hour the sale price changes— either 
going up or going down. I ’m not 
just sure which is the best way to 

et rid of a sticker, whether to start 
at the regular plrice and come down 
each hour, or to start at a low price 
and go up, but I rather think the 
former is he better.”

“The lowering of the price each 
houir is a good one. I’ve tried that 
and it works like a charm. Some­
times it is far better than putting a 
low price on an article at first, be­
cause it doesn’t seem to attract at­
tention that way,” commented the 
merchant.

That’s the idea. We must attract 
attention, so we’ll start at 8 a. m. to 
sell those corsets at $1.25 per paitr 
and drop ten cents per hour until 
they reach 75 cents per pair at 5 
o clock. There being no change in 
price at the noon hour, you’ve got to 
give people time to feed if you ex­
pect them to stay at your house all 
day. Along about 2 o’clock the coir- 
set counter will be crowded by eager 
buyers, and you won’t have many 
left to sell at 75 cents when 5 o’clock 
comes.”

I don’t believe I will. That’s a 
good scheme. Now here in this lace 
curtain department there is a lot of 
curtains I got from your house as a 
job. W e’ve sold a lot of them at a 
good profit. These cost on an aver­
age about half a dollar a parilr. A few 
pairs cost one-fifty; some only cost 
35 cents. I’ve got them marked to 
go at 49 cents in my sale bill.”

No, you don’t. There’s another 
place where you make a profit instead 
of a loss. That s good stuff. By your 
way you will sell the best of the lot 
at 49 cents and the cheaper ones will 
be left on your hands, and in the end 
will have to be sold at a further loss.

“W e’ll start these at 75 cents and 
drop 5 cents per hour. You’ll be 
busy hejre from the beginning and 
the best ones will naturally be pick­
ed out first. In fact, you’d do well 
iO keep back all the cheaper ones un­
til the buying starts, and as soon 
a? it begins in earnest put in the 
cheaper ones. Every pair in the lot 
is worth at the lowest 75 cents, so 
every one will get good value. The 
shrewdest buyers will get the best, 
that’s all, and you’ll make a profit.” 

Moving on to the next counter the 
merchant exhibited another airfcicle, 
and It was put into the See-Saw Sale! 
Of course, there were other bargains 
in these departments. These see­
saw items being used to draw crowds,

to those counters where bargain lots 
were to be found.

“Now, heire’s a lot of table napkins 
I bought a year ago. They are sec­
onds, and every one in the lot is 
damaged. We’ve had no sale on them 
yet, and I was going to offer them at 
25 cents a dozen. They cost me 35, 
but I can’t offer them in the regu­
lar way. They’re not good enough 
for that. If I send them to the auc­
tion room I’ll get nothing for them.”

“Let’s try the upward trend on 
these, for a change,” said the sales­
man. “We’ll start them at i l/ 2 cents 
each and iraise x/2 cent each hour. You 
might sell them all at 18 cents per 
dozen, or you might eventually real­
ize your cost.”

‘I’m satisfied. I’m going to make 
a loss on any other way, and I guess

Costs Lillie— Saves You fnucfi
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COMMERCIAL CREDIT C0.t LTD., Reports
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Rapids; Majestic Building. Detroit; Mason 
Block. Muskegon.
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Hosiery—Hosiery
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ment than ever before of Ladies’ , Men’s and 
Children’s gauze lisles—mercerized in blacks, 
plain colors and fancies.
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P . S T E K E T E E  &  S O N S
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by selling them by the piece .instead 
of by the dozen it will look as if the 
customer was really getting more 
than if we sold them the other way,” 
and the merchant, whose face was 
getting brighter each time an item 
was mentioned and disposed of, be­
gan to enter into the game with en­
thusiasm.

Not all lines put in the See-Saw 
Sale were jobs, shorts or stickers; 
here were half a dozen regular lines 
put in for effect. For instance, Men- 
i en’s Talcum Powder was started at 
8 cents per can and wound up at 16 
cents. Infants’ shoes were started at 
j o  cents per pair and wound up at 17 
cents. These cost $1.25 a dozen folr 
regular lines, with odds and ends that 
cost considerably more added as the 
prices rose.

Silk waists, suits and tableware 
were among the see-saw items. A din­
ner set that usually sold at $12 was 
put up at $8 and the price raised a 
quarter each hour. This meant that 
at 5 o’clock the price would be $10. 
Tt was a stock pattern and orders 
could be taken for sets after the 
quantity on hand was sold out.

After spending an hour going over 
the store selecting items so that they 
would attract attention at different 
hours, in different localities, so as to 
avoid congestion as much as possible, 
the merchant and the salesman sat 
down in the office to talk over the de­
tails.

It was decided to have a large 
gong hung near the center of the 
store, and at the stroke of the hour 
there was to be an alarm sounded. 
This meant that prices were imme­
diately to be changed.

“ITow can we change prices so as 
to avoid confusion?” asked the mer­
chant.

“ Have your price cards printed for 
each hour and made up into blocks. 
At the sound of the gong let some 
one at each counter who has pre- 
\ iously been instructed to do so, im­
mediately tear off the top card the 
same as we tear off a calendar tab the 
first of the month. The card below 
shows the new and prevailing price.” 

“That’s a good idea. The sales­
women can be told to urge purchases 
just before the changing hour on 
goods going up, and to advise the 
customer to wait a few minutes for 
the lower prices,” said the mer­
chant.

'“You mean the opposite of what you 
said, don’t you? To have them hurry 
up sales when prices are going down 
and to retard sales when prices are 
going up,” and the salesman smiled 
at having found the merchant in the 
wrong.

“I mean just what I said. Just look 
at the friends those girls can make 
for themselves by doing what I say. 
What’s a few cents in comparison to 
a host of friends?”

“I guess you’re right. I’ve yet to 
learn a good deal about retailing even 
although I am able to start you go­
ing on a good sale idea,” and the 
salesman lighted a fresh cigar and 
began dreaming when he, too, would 
have enough money saved to own a 
retail establishment of his own.

But the merchant wasn’t dream­
ing. He was busy getting out a dum­

my of his advertisement, a part of 
which is to show two youngsters on 
a see-saw, below which, in columns 
headed “From 8 to 9,” “From 9 to 
10,” “Flrom 10 to 11,” and so on, 
were listed the prices of each arti­
cle as it advanced in price or went 
down. The rest of the sale adver­
tisement contained the usual list of 
bargains  ̂and sales talk to be found 
in all such advertisements.

When this was sent off to the 
printer he began getting out cards to 
hang in each department stating the 
bargains to be found elsewhere in the 
store.

The chair upon which the sales­
man had been sitting tipped up on its 
hind legs, came down upon its front 
feet with a thud.

“Gee! I ’d like to do that myself,” 
he remarked with a laugh.

“Do what?” asked the merchant in 
surprise.

“Be present on opening day and see 
the crowds, guide them from one bar­
gain to another by shouting like an 
auctioneer through a megaphone, 
‘Right this way, ladies! Shirts former­
ly selling at 99 cents, now down to 
48 cents;’ or, ‘Table napkins, i l/2 cents 
each, in five minutes they’ll be 2 
cents.’ ”

“ My, what a rush!”
“That’s the best idea yet. I will 

have that crowd tagging around aft­
er me from morning until night. 
Let’s go and get lunch. I am hun­
gry,” said the merchant, reaching for 
his hat.

The salesman followed him.— Dry 
Goods Reporter.

“The Customer Is Always Right.”
Two young men who are employed 

in a big department store were din­
ing together. “Well, how many times 
did you lose your job to-day?” asked 
one.

“I had an easy time of it to-day,” 
replied the other. “ I was only fired 
six times.”

A friend seated at the table with 
them expressed surprise at this re­
markable conversation.

“Well, you see it’s this way,” said 
the one who had first spoken, “Tom 
happens to be the store’s professional 
fired man. There isn’t an hour goes 
by but some disgruntled customer 
comes in with a complaint about 
some error and demands that the 
person who is responsible for the er­
ror be reprimanded. That’s where 
Tom comes in. He is sent for and 
told that the mistake is due to his 
carelessness and that his services are 
no longer required. Tom goes away, 
apparently crestfallen and awaits the 
next summons.”— N. Y. Sun.

Reformed Too Soon.
An eminent speaker at the Congre­

gational meeting in the First Con­
gregational church, East Orange, was 
telling the other day of a Westerner’s 
opinion of the East.

“This man,” said the speaker, “was 
a prominent churchman and had oc­
casion to visit New York, where he 
remained for a few days. In writing 
of his experiences to his wife in the 
West he had this to say: ‘New York 
is a great city, but I do wish I had 
come here before I was converted.’ ”

Competition and Honesty.
“If there was no other reason why 

we should be glad of competition, and 
there does not seem at times that 
there should be many reasons why 
v.e should,” said a retailer the other 
day, “theire is the great one, that 
more than anything else it is sure 
to keep us all honest. That honesty 
is the best policy is not alone an 
ethical truth, but it is a practical one 
as well, and the keen competition of 
stores in the same business and the 
same community gives the best pos­
sible proof of it. Take several stores 
within your own recollection, and see 
if those which have made strictly 
honest dealing with their customers 
and their creditors have not made the 
most steady gains, while the less 
scrupulous have not steadily lost eith­
er the volume or the quality of their 
customers, as well as their merchan­
dise.

“It is not a matter of morality with 
the customer particularly, but when 
he knows that a store has time after 
time proved its integrity, and has al­
ways stood back of the claims that 
have been made for its goods, he goes 
to that store because he realizes that

merchant dealing in— say shoes 
which interest us most, is more likely 
to know about them than he. If that 
merchant is inclined to ‘stick’ him he 
can do it with reasonable impunity, 
and so he will deal at the place where 
he knows that there will be no such 
attempt made.

‘And that is why I say competition 
makes everybody honest, since even 
an unscrupulous merchant if he is al­
so shrewd will speedily discover that 
he will get the worst of it if he is not 
straight with his tirade, and so he 
becomes so from necessity, if not 
from choice.”
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Michigan People Want Michigan Products

Natural Inference.
Wireless Operator (on Atlantic 

ship)— Yes, it did blow pretty hard 
last night, but our service wasn’t in­
terrupted in the least.

Mrs. Lowbrow— But surely there 
must have been whitecaps on the 
sound waves?
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B E H IN D  the C O U N T E R

THE DISHONESTY PILL.

If All Thieves Might Be Cured With 
Capsules!

W ritte n  fo r th e  T radesm an .
Almost any employer will tell you 

that if an employe drinks he may be 
talked out of the habit. If he steals, 
the same authority will insist that he 
is not worth bothering with. The 
world declares that a thief is a thief 
and that is the whole of it.

Henry Schmids does not believe 
this. He says he knows bettetr.

Henry runs a little grocery down 
by the tracks, in the boarding house 
district. He has never gone to the 
expense of a cash register. His clerks 
make change out of a common drawer 
and Henry gets what there is left at 
night.

Still, he sleeps sopndly and believes 
that he gets all that is coming to 
him. If you ask him to explain why 
he is so confident that he is not be­
ing robbed, he will tell you the stotry 
of Simons.

Henry suspected Simons the first 
day he worked at the store. He look­
ed guilty every time he made change 
and the money drawer wasn’t as fat 
as it should have been when night 
came.

That evening Henry attended a 
“ten-twent’-thirt’ ’ ’at the opera house. 
He rarely lavished his good money 
on such performances, but he went 
that night because he heard the new 
clork say that he was going to see 
if the show was any good.

The fat old grocer got a seat be­
hind Simons, so he could hear what 
he said to the girl in blue he had 
snared for the evening. Their seats 
were in the thirty-cent division, the 
checks being good for any place 
there, but not for any particular seat. 
If one bought a thirty-cent ticket he 
scrambled fclr the best seat.

“My,” giggled the Blue girl, cud­
dling up to the new clerk, “isn’t it 
nice to have a front seat? Jimmie 
takes me away back there under the 
gallery.”

The new clerk looked wise. 
“Jimmie’s no good,” he said.
The Blue girl looked doubtful. Jim­

mie was always good for ice cream 
after the show and she was not quite 
sure of Simons.

“I got ten-cent tickets,” added Si­
mons, in a second.

Henry Schmids leaned forwaird to 
learn how a young fellow could sit 
in a thirty-cent seat for a dime.

“ Put me next,” suggested the Blue 
girl.

“This house,” explained Simons, 
“uses only four colors in tickets, red, 
green, yellow and blue.”

He put a hand into a pocket and

proudly drew forth a mass of red, 
green,'yellow and blue checks. 

“My!’ ’said the Blue girl.
“They don’t take up the checks,” 

Simons said. “You just shorn ’em.” 
“What’s the answetr?” demanded the 

Blue girl.
“Save your checks,”  was the reply. 

“When they use blue tickets show a 
blue check, and so on down the list. 
They never catch on.”

“Why, isn’t that clever?” exclaim­
ed the Blue girl.

Simons admitted that it was, but 
Henry Schmids was not quite so sure 
of it. He was thinking of the money 
drawer at the store.

If the new clerk would put up a 
job like that to beat a showman, what 
sort of a game would be put up to 
beat the cash drawer? This was 
worthy of consideration. The grocer 
thought it all out that night.

Next morning when the new clerk 
came to the store Henry, met him 
with a pill box in his fat palm.

“Simons,” he said, “you look pale 
by the mout’. Dake a pill.”

The new clerk did not know what 
to make of this. He decided, how­
ever, upon reflection that the grocer 
was a pretty good fellow to look out 
for the health of his clerks, so he 
took the pill.

Henry went behind his desk and 
snickered.

“He steal forty cents py the show,” 
he muttered, “an’ he take one pill.” 

The pill did not agree with Simons. 
It made him feel as if he was be­
hind the barn again partaking of his 
first oigar. He sat down on a pickle 
cask and held his narrow forehead in 
both hands.

“You go py the show,” said Henry 
to the new clerk. “You dake a pill.” 

This was all Greek to Simons. In 
a short time he recovered from the 
effects of the pill so as to be able to 
go on with his work, but he had a 
bad headache all the remainder of the 
day.

Next morning the new clerk sold a 
package of tobacco for ten cents and 
took half a dollar out of the cash 
drawer.

“I’ll teach the old savage to dope 
me with pills,” he thought.

Just then Henry came out from be­
hind the counter with the pill box in 
his hand.

“You look white py the mout’ 
again,” he said. “Dake a pill.” 

Simons drew back.
“Never again!” he said.

Microbes in the money drawer,” 
insisted Henry. “Dake a pill.” 

Simons turned pale up to the roots 
of his hair. He trembled at the 
thought that his boss knew about that 
half dollar.

“I don’t feel very well, and that’s 
the fact,” he said.

Henry looked at the money drawer.
“Dake two pills,” he said.
The new clerk took the pills and 

Henry went out into the little store 
room and laughed until his fat sides 
shook.

The new clerk sat down on the pic­
kle cask again and held his head. 
The store was going round and j 
round. Customers were looking at 
him. He crawled back to the store 
room and fell over on a sack of cof­
fee.

The new clerk was now suspicious 
of the genial boss. He didn’t like the 
pill business at all. He thought Hen­
ry must know about that half dollar. 
If he did, why didn’t he out with it 
and not be torturing him with pills?

As a result of a session with him­
self the new clerk did not take any 
more money from the cash drawer 
that day. In fact, he was wondering 
:f there was a warrant out for him. 
Henry’s new and novel method of 
reforming the wayward seemed to be 
working overtime.

The next afternoon the lady of 
whom the new clerk rented his hall 
bedroom and bought his three 
squares a day came in and asked for 
some butterine. Simons went back to 
wait on her.

“ It is too bad,” said the lady, “that 
I can’t afford to buy that nice cream­
ery! Say, but there’s a couple of 
rolls that look like creamery. What?” 

The new clerk thought of the com­
pound he had been eating on his 
bread and weighed out three pounds 
of creamery. This was folrty cents a 
pound. The butterine she paid for 
was only twenty.

Henry stood back of the counter 
watching the game that was going 
on. When the lady came to him and 
ordered three pounds of forty-cent 
coffee he weighed it out of the twen- 
ly-cent bin. Then he chuckled and 
went back to his coat for the little 
pill which the new clerk knew so 
well.

“Simons,” he said, “you look white 
py the gills. What? If you no dake 
some pills you go py the hospitals.” 

“ I’ll go to the hospital if I do,” 
groaned Simons, now certain that 
Henry was wise to the cheat >in but­
ter.

“Dot refrigerator,” complained 
Henry, “has in it bugs. Yes. You 
dake t’ree, four pills. What?”

Simons reached out weakly and 
took the pills. In about a minute 
there was no world at all, just a 
chaos of whirling sphere and eddy­
ing darkness streaked with flashes of 
light.

Henry led him to the back room. 
“If you don’t get some pills in 

time, he said, “you die on the floor 
rf mine grocery store. What?” 

“You’ve poisoned me!” howled Si­
mons. “I’ll have you pinched.” 

Heniry rubbed has chin reflectively. 
“Veil,” he said, “if I must be pinch­

ed, dot is goot. Call the bolices!” 
Simons did not call the police.

If a man beat the show forty

cents,” said Henry, reflectively, “dot 
iss one pill. If he spring the piano 
for half a case note, dot iss two pills. 
If he monkey mit the butter, dot iss 
four pills. By chiminey! If you stay 
by this store a month, I’ll have to 
puy my pills by the ton. Suppose a 
parrel of sugar shoult be missing 
some morning? That would be a 
peck of pills!”

“You don’t mean to tell me,” said 
the new clerk, “that you think I ’m a 
thief, do you?”

“Nit!” replied Henry. “I say to 
you nothing about being one thief. I 
tell you of my wonderful pills. What? 
If you stay here, young man, you 
take my pills when I prescribe them. 
You’ve got the lightfingeritis. What?”

Henry is the only man I know who 
ever cured a thief by giving him 
something to take. Simons remained, 
but he never needed any more pills.

Alfred B. Tozer.

Think From the Customer’s Stand­
point.

If you want to talk effectively to 
a prospective customer prepare for 
an interview by putting yourself in 
his place. Look at your proposition 
as he will look at it. Figure out the 
objections that he will bring to it. 
Don t believe that he is going to 
share your view until you have con­
verted him to that view.

Make up your mind in advance that 
to be against your propo- 

Put yourself in has p lace- 
think out his position. Be prepared1 
beforehand to meet all the objections 
that he will bring. One of the best 
ways to interest him is to tell him 
yourself at the outset the objections 
you know are in his mind and answer 
those objections before he has a 
chance to state them.

Don t let him spring them on you 
as surprises. Take the wind out of 
his sails by knocking them out before 
he forces them. Take a good look at 
your proposition from the buyer’s 
side before you approach him. That’s 
where the talk will begin. You have 
got to lead him around to your ideas 
later in the interview.—W . C. Hol­
man.

The Good Morning Habit.
I am a great believer in the “good 

morning habit; makes no difference 
who the customer is. All the better 
ii it is a boy or a girl you greet. 
All the better, too, if you say it, al- 
tiiough you are not waiting on the 
customer.

People like to be noticed; there is 
r-o getting away from it. When you 
go into a store to buy anything and 
two or three of the fellows sang out 
good morning or “good afternoon” 

you feel just a little more comforta­
ble just a little mare at ease on ac­
count of this simple salutation.

Yes, and the probability is that 
you would swing in there again when 
you want something else. Why 
shouldn’t that woman or man, boy or 
girl thus addressed feel the same? 
a hey do feel the same.

W. E. Sweeney.

There’s a lot of difference between 
faith as to what you can make of a 
man and hope as to what you can 
make out of him.

When they came to the refrigerator 
there were rows and rows of butter­
ine and real dairy and creamery in 
sight.

he is going 
sition.



IF YOU WANT AN

Autographic^
Attachment—

on a DRAWER OPERATED Register 
we will furnish it for$ 15.00

Prices: $40 $50 $60 $70 $80 
Detail Adders: $20 $30 $40

F. O. B. FACTORY

This cut shows our $95.00 Register with Autographic 
Attachment

lcto $59.99, one registration. Same Register without 
Autographic Attachment, $80.00

IF  Y O U  W A N T  A

DRAWER OPERATED
(AH Total Adders. All Tape Printers)

CASH REGISTER
Let us sell you the BEST HADE 

at the LOWEST PRICE

The National Cash Register Co.
Salesrooms: 16 N. Division St. Grand Rapids 

79 Woodward Avenue, Detroit

Executive Offices: Dayton, Ohio

ALL SECONDHAND REGISTERS SOLD BY US FULLY GUARANTEED



26 M I C H I G A N  T R A D E S M A N June 15, 1910
>

The One Virtue of the Polygamist.
W ritten  fo r th e  T radesm an .

If I should some time find myself 
set down in the realm of an Oriental 
despot and be confronted by an im­
perial order to write a treatise on 
“What Can Be Said in Favor of 
Polygamy” or lose my head, I should 
not be utterly nonplused.

To be sure, I should feel in duty 
bound to go on, after presenting my 
single argument in its favor and reel 
off so many sturdy objections against 
it that most likely my poor caput 
v'ould suffer anyway; but I could say 
this much foir it: The polygamist, 
whether he be Mormon, Mohamme­
dan, Sultan of Sulu or any other son 
of Adam whose religion and pocket- 
book permit him to possess a plural­
ity of feminine counterparts, bases 
domestic affairs on the square as­
sumption that a man can not rea­
sonably expect any one woman to 
embody all the graces of mind, body 
and soul which delight his heart and 
charm his fancy. (By a Motrmon I 
mean, of course, the old-fashioned 
Mormon whose vine and fig tree 
trailed over several and upwards de­
tached cottages and who figured in 
all descriptions of Utah previous to 
the time when United States law 
compelled her to relinquish her pecu­
liar institution).

The polygamist takes a wife for 
what she is and doesn’t chide her be­
cause she isn’t at the same time a 
dozen or more of something or some­
body else. If he has sufficient means 
and a shrewd mind for the division 
of labor he will have one consort to 
keep his books and write his letters, 
one to cook his meals, one to enter­
tain him with her wit and brillian­
cy, and so on and so on, even in­
cluding one, to take a suggestion 
from Horace Greeley, to do nothing 
but mend his socks and sew missing 
buttons on his shirts. A wife whom 
he has chosen for her beauty he will 
not expect to work at all. Being a 
sensible sinner, he knows that she 
should be allowed her whole time to 
care for her complexion and have 
her hands properly manicured.

The man who can have but one 
wife wants to find in her all the vir­
tues and excellencies that the polyg­
amist obtains with his dozen or three 
hundred. She must be beautiful, she 
must be good, she must be cultivat­
ed. She must sing like Calve and 
dress like a Patisienne and be domes­
tic in her tastes. She must be equal­
ly at home in the drawingroom and 
in the kitchen. She must have the 
air of a princess and be able to man­
age nicely and act perfectly satisfied, 
when her husband’s income is only 
fifteen dollars par.

Oh, brother of the Western faith, 
listen to the counsels of reason! The 
creature of your dreams does not ex­
ist. Old Mother Nature is far too 
chary of her good things to put up 
any such a paragon as you imagine, 
a woman ought to be.

So, whatever youir own chosen 
Mary Jane may be, appreciate her for 
what she is and do not make your­
self or her unhappy because she is 
not the walking embodiment of all 
the attractions that you have admir­
ed, one at a time, in all the women 
you ever have known.

Magnify her good points and mini­
mize her failings. Perhaps your 
Mary Jane is intellectual. Then dote 
on heir breadth of mind and her grasp 
of knotty subjects and do not expect 
too much of her in the way of looks 
and taste in dress. She may be an 
excellent cook but uneducated. Then 
eat your good dinners with a keen 
relish and do not chide her. for slips 
in grammar or errors in pronuncia­
tion. Whatever your Mairy Jane may 
lack, remember that it is permitted 
to no living and breathing man to 
enjoy all that is admirable in all 
women while he pays the milliners’ 
bills for only one.

Dear little woman, the bride of a 
year or so ago, do you sometimes 
have to confess to yourself a feeling 
of bitter disappointment because your 
john does not posses all the heiroic 
qualities with which your fond imag­
ination invested him? You mav as 
well acknowledge it. You wanted a 
Grand Combination Offer of a hus­
band; a kind of demigod who should 
be brave as Alexander and wise as 
Solomoh; who could make money 
like Rockefeller and should have a 
voice like Caruso, and who, like 
“Douglas, Douglas,” would always be 
“tender and true.”

To drop from the dizzy heights in 
which your imagination soared to the 
common earth where your plain, hon­
est, plodding John lives and works, 
jolted you badly and you haven’t 
quite gotten over it. Tenderly wrap 
the hero of your fancy and lay him 
away. No mortal woman ever had, 
or could deserve to have, such a hus­
band.

Get right down to facts and make 
the most and the best of the John you 
have married. He is not a superhu­
man. He is not even a genius, but 
he is a very worthy and lovable kind 
of a man whom it is well worth youir 
while to try to make happy. And 
never-never once in all his life— let 
him know how far he falls short of 
that Grand Combination you fondly 
pictured him to be! Quillo.

She Gave It Up.
She was a bride of six weeks. She 

had married a baseball lunatic, and 
on leaving the house that morning he 
had appealed to her to look at the 
sporting news in the paper and try 
to catch on to the game. She was a 
loving, dutiful bride. She sat down 
and (read:

“Jim then rushed in and swung for 
Joe’s body.”

“Joe administered a corndodger on 
the ear.”

“Jim fiddled for a moment and 
then got in a clean left and got away 
without a return.”

“Joe followed him, and seeing an 
opening dropped his man to the mat 
for the count of seven.”

“When Jim atrose he fell into a 
clinch and soon recovered his wind.”

“At this point thelre were cheers 
for both.”

“When the referee had separated 
them Joe planted a haymaker on Jim’s 
chin and Jim returned one on the 
solar plexus.”

“The crowd now went wild with 
excitement.”

“Both men came together with a 
determination to end things. They 
were glaring like tigers, and— ”

And iright here the bride broke 
broke down, threw the paper aside 
and ran to her mother to exclaim: 

Mamma, there must be a divorce, 
for I can never, never understand 
about baseball and Fred will be mad 
at me!”

And the Cat Came Back.
Mr. Penn— They say the streets in 

Boston are frightfully crooked.
Mr. Hubb— They are. Why, do you 

know, when I first went there 1 
could hardly find my way around.

Mr. Penn— That must be embar­
rassing.

Mir. Hubb— It is. The first week I 
was there I wanted to get rid of an 
old cat we had and my wife got me 
to take it to the river, a mile away.

Mr. Penn— And you lost the cat 
all right?

Mr. Hubb— Lost nothing! I never 
would have found my way home if I 
hadn’t followed the cat.

Different.
Kind Lady— You say you were a 

bartender?
Wanderlusty— No, madam. I said I 

had spent part of life behind bars.

Much modesty is only skin deep.

Hot Graham Muffins
A delicious morsel th a t confers an 

added charm  to  any meal. In them  are 
combined the exquisite lightness and 
flavor demanded by the epicurean and 
the productive tissue building qualities 
so necessary to  the  worker.

Wizard Graham Flour
There is something delightfully re ­

freshing about Graham Muffins o r Gems 
—light, brown and flaky—just as pala­
table  as they  look. If you have a long­
ing for som ething different for break­
fast, luncheon or dinner, try  "W izard” 
Graham Gems, Muffins, Puffs, Waffles 
or Biscuits. AT ALL GROCERS.

W izard Graham is Made by
Grand Rapids Grain & Milling Co.

L. Fred Feaksdy, Mgr.

Grand Rapids, Michigan

Crescent Flour
Solves the Problem

Just bear in mind, Mr. Gro­
cer, that the tlour question 
never bothers the house that 
handles “ Crescent.”

No trouble in supplying the 
most particular trade—and no 
trouble to get new customers 
started to using it.

Crescent flour is just so good 
that the first trial sack con­
vinces the housewife, and each 
succeeding sack keeps her con­
vinced—and satisfied.

It’s the flour grocers are 
pushing. It you’ve never sold 
Crescent flour, write us for 
prices and other information.

VOIQT MILLING CO. 
GRAND RAPID S, MICH.

Qet in the Lead! Don’t be a  Follower!
Be the first to get for your store the finished product 
of expert and up-to-date milling in the most complete 
and modern mill in Michigan today. You sell

N e w  P e r fe c t io n
“The Faultless Flour”

and let the other fellow trail behind. Write us 
today for prices.

W A T S O N  &  F R O S T  C O ., M a k e r s
Grand Rapids, Mich.
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M I C H I G A N  T R A D E S M A N
r a d i c a l  c h a n g e

In System of Credits Among Busi­
ness Men.

Houghton, June 7— There is to 
be a radical change in the system of 
credits among the business men and 
the people of the Copper Country 
towns, judging from plans which have 
already progressed well along to ma­
turity. The wholesalers and jobbers 
in this district have already organiz­
ed and now have a well regulated 
credit association in good working 
order. In several of the towns of 
the county the retailers have similar 
credit associations and where such as­
sociations are lacking steps are to be 
taken soon to have them establish­
ed. The plans and purposes of the 
Association are to protect the hon­
est business man and the honest cus­
tomer of both the retailer and the 
wholesaler from the depredations of 
the dishonest debtor. One of the 
first movers in this campaign will be 
to further restrict the amount of 
credit and the time limit of the credit.

In no section of the country is the 
credit pairt of wholesale business con­
ducted along the liberal lines in 
vogue here in the Copper Country 
and experience has taught the whole­
salers and jobbers the error of this 
liberality. An estimate of the annual 
losses to. the wholesale and jobbing 
interests of the Copper Country 
through the failures of the unfortu­
nate business houses would show 
some startling figures, but that total 
would not compare with the total 
losses to the retail business houses 
through the unfortunate or dishonest 
creditor who is accorded too liberal 
treatment by the small business 
man.

Speaking on this subject yesterday 
a Houghton business man said: “The 
failures in any line of business are 
traced, nine times out of ten to too 
liberal credit. That is true of prac­
tically all of the failures here in the 
Copper Country and we have just as 
many here as anywhere else. Mis­
management of the buying end of 
the business is not responsible for one- 
half of the failures that the mistaken 
policy of liberal credit. That liberal­
ity in regard to credits is so perti­
nent here in this country because of 
the fact that the bulk of the wages 
paid in this district comes through 
the mining companies and they pay 
just once a month, so that a strictly 
cash business is quite out of the ques­
tion. In fact, it is not worth con­
sidering. On the other hand, there is 
an unreasonable limit that this cred­
it business can reach. I know of one 
dishonest creditor at Calumet who 
lived and maintained a boarding 
house for one year without paying a 
cent of cash. He ‘got a book’ at 
eleven different stores, one right aft­
er the other, maintained credit far a 
month at each place and when he was 
shut off moved to the next store. He 
worked one man for two months 
with a story of hard luck. That is an 
extreme case, but there are dozens 
and dozens of others of less impor­
tance. Not all the trouble comes from 
dishonest creditors, however, for a 
great deal comes from unfortunate 
creditors who do not know very

much of the philosophy of house­
keeping and who make purchases be­
yond their means with no thought of 
cheating the store proprietor, and 
when the monthly bill is made out 
are astounded to find the retailer car­
ries a good account for another thir­
ty days. By that time the incident is 
likely to be repeated until the retail­
er, anxious to keep what looks like 
good business, finds himself with 
thousands of such accounts on his 
books and when the amounts reach 
large totals it is not infrequent that 
the customers seem to have less rigid 
ideas about their moral obligation to 
settle a financial obligation. He can 
move to another town or he can go 
through bankruptcy, which is a fairly 
simple manner of beating the busi­
ness man these days.

“And the honest man who pays his 
bills regularly has to carry these dead 
beats and these unfortunate debtors. 
The retailer must conduct his busi­
ness at a profit or quit. The losses 
which he charges up to bad accounts 
have to be made up on the honest 
man who pays regularly. It is made 
up in higher prices. The same thing 
applies to the wholesaler and the job­
ber. For years the jobbers and 
wholesalers here have permitted a 
more liberal credit policy than can 
be found anywhere in the world and 
I am glad that they have finally 
awakened to a realization of their 
mistaken business policy. Last week 
we had a lot of jobbers and manu­
facturers here from Detroit. They 
were after business. But do you sup­
pose that any of these people from 
Detroit would extend credits to our 
retailers as the wholesalers- and job­
bers here do all the time? Any of 
these Detroiters would willingly sell 
a bill of goods to a merchant here 
and if the payment did not come 'right 
on the dot, there would be action 
and there would be no more business 
in the future. Yet the same local re­
tailer who would ask no crdit favors 
of a Detroiter or a Chicago man or a 
Duluth house does not hesitate a 
minute in asking the Houghton or 
Hancock wholesaler to wait sixty or 
ninety days longer and then offers 
to pay half when he is hard up and 
needs the credit. He does this be­
cause he has a personal acquaintance 
with the local wholesaler.

“This matter of credits is largely 
habit, both as regards the wholesal­
er and retailer and the ordinary citi­
zen who buys from the retailer. It is 
hard to break a habit. The habit of 
paying bills once a month will prob­
ably never change up in this country 
and the retailer would be delighted 
if the habit would be so thoroughly 
impressed on the customers that they 
would pay every month and not let 
it go for two months or three or in­
definitely. But the time has gone by 
when the customers of any business 
man became indignant if that busi­
ness man asked far payment at the 
end of thirty days’ credit. Now the 
wholesalers and retailers are trying 
to wark to one common end, the 
elimination of the dishonest creditor 
in business and the elimination of 
such enormous losses in over extend­
ed credit. Radical steps are to be 
taken, but I think it will be the veiry

best thing for all business interests 
concerned and most assuredly for the 
best interests of the plain, every day 
citizen who buys from the retailers 
and pays his bills regularly.”

Business Ups and Downs.
“I hear Jack got up an Aerial Ex­

press Company.”
“Oh, that’s all gone up!”
“Well, I heard that something was 

up, when I as down there.”
“Yes. He couldn’t get the aero­

planes to go up, and so the company 
wont up!”

“ He’ll have a lot to pay up!”
“ He’s gone up the spout. Been sold 

up.”
“Did you have anything up on it?” 
“Oh, I took a little flyer!”
“Well, it came too high for me— I 

couldn’t plank down.”
“Jack’s folks will have to come 

down a little now.”
“Unless his rich uncle comes down 

and sets him up.”
“He won’t. Jack got a little high 

and his uncle is up to his tricks now.” 
“Perhaps something will turn up.” 
“ No— he’s down and out.”
“The uncle may let up.”
“No. He’s down on Jack.”
“ Well, it‘s high time— Jack’s been 

loo uppish.”
“We all have our ups and downs.” 
“So we do. My time’s up. Going 

down town?”
“No, up.”
“So long!”

A woman can get more by her 
weakness than a man can by his 
strength.

An Awful Fifteen Minutes.
He came rushing out of the hotel 

wild-eyed and hair pushing his hat 
off.
“What is it! What’s the matter!” 

He rushed up the street. Then he 
rushed down.

Ten-twenty-fifty men collected as 
if springing out of the earth. Street 
cars stopped with a jerk. Beer wag­
ons stopped with a bump. Moving 
vans brought to with a yank.

“What is it! What’s the matter!” 
The police came rushing up and 

wanted to know whose meat market 
was being mobbed, and then sailed 
in and broke a few heads. More men 
— more street cars— more beer wag­
ons.

Forty police! Thirty reporters! 
And yet men jammed and pushed and 
elbowed and swore and asked:

‘What is it! What has happened!” 
A crowd! A mob! Traffic block­

ed! An awful riot imminent! Could 
the situation be saved? Was the man 
to save it present and on the job?

He was! He was only a clerk in 
a blacksmith shop, but he had the 
genius of a Napoleon. There was an 
effect. What was the cause? He 
clove his way through the crowd like 
a cleaver, entered the hotel and after 
a moment reappeared and held up his 
hand for silence.

“What is it! What has happened!” 
Ladies and gentlemen: A few mo­

ments ago it was thought that Jimmy 
Sweetzer, of the Giants, was off his 
feed, but I am happy to inform you 
that he is now devouring his usual 
hard-boiled egg with all his wonted 
ardor.”

Barlow’s Fancy Cake Flour

Barlow’s Barlow’s
Old Tyme Indian
Graham Corn Meal

Barlow’s 
Best Flour

All Choice 
Michigan Product

JU D SO N  G R O CE R  CO.
Exclusive Distributors

GRAND RAPIDS, MICH.
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LITTLE TRAVERSE BAY.

Relation Harbor Springs Sustains To 
Emmet County.*

There is a puzzling fact connected 
with my presence and purpose here 
this evening, and I may as well out 
with it at the very beginning:

Here am I, invited to address you 
upon the industrial and commercial 
development of Emimet county, and 
at the same time I am well aware that 
George E. Rowe is to talk to you 
relative to the fruit and farming in­
terests of this vicinity— the genesis 
of your modern industrial and com­
mercial progress.

And there is another thing: There 
is no section of Lower Michigan—  
no neighborhood around the Great 
Lakes'—which, in historic interest, in 
Indian legends and the wondrous 
records of those brave and self-sac­
rificing pioneer explorers, the French 
priests and missionaries of the Ro­
man Catholic church, is more attrac­
tive than is the territory which, with 
its sixty miles of lake s;ho!re, embodies 
the very finger-tip-county of the 
great Michigan “Mitten” —  Emmet 
county.

And so I find myself almost dazed 
as to how I shall begin and very 
considerably alairmed as to how I 
shall come out.

Shall I attempt to elaborate upon 
matters which Mr. Rowe will handle 
much more authoritatively and enter7 
tainingly than I can hope to attain?

Or slhall I attempt to elaborate on 
the “Jesuit Relations”— the works of 
Francis Parkman and of Bancroft, 
the historian, who said, refenring to 
the labors of the Jesuits in North 
America: “The history of their ef­
forts and achievements is connected 
with tihe origin of every celebrated 
town in the annals of French Ameri­
ca; not a cape was turned, not a riv­
er entered, but a Jesuit led the way."

In all likelihood any one of you 
here present can tell me more about 
the raising of fruits and the manage 
ment of farms than I ever knew or 
ever can know, and it is equally prob­
able that many of you are more in­
timately acquainted with the pecu­
liarly beautiful traditions of the In­
dians, the legends of Bear Creek, 
Roaring Brook, Wequetonsing, Cross 
Village and the Beavers and the Fox­
es than I can hope to be, and so— 
what shall I talk about?

I fancy I can hear someone reply: 
“Talk about five minutes.”

All of this proves to my own sat­
isfaction the hazard one takes when 
he consents to let someone dictate 
as to what he shall say or what he 
shall talk about. Of course, a man's 
wife may and usually does command 
as to her husband’s sayings and do­
ings, but that is the limit. No man 
can safely submit to another man’s 
decrees as to what he shall say.

An industrious, patient young 
farmer who had been married to an 
excellent young woman for a couple 
of years called upon his father and 
in a very despondent voice announc­
ed that he was going to get a di­
vorce.

^Address delivered by E. A. Stowe at annual 
banquet Harbor Springs Business Men’s Asso­
ciation June 9 ,1910.

“What’s the matter?” asked the fa­
ther.

“Oh, Mary is all the time telling 
me I must do this, I must not do 
that, I had better not do so and it 
would be best for me to do other­
wise, and I’m tired of it,” responded 
the son.

“Is that all?” enquired the father in 
a relieved tone of voice. “That’s 
nothing; every married man has to 
put up with that. Youir mother boss­
es me and we get on all right.”

“Well, I can’t stand it and I won’t,” 
said the son with emphasis.

“Well, if you must leave Iher, be­
fore you go,” said the father, “ I 
want you to do one thing for me. 
You hitch up my team— the black 
and the gray—and then load the big­
gest box you can find with chickens 
and put the box in the wagon. Then 
you drive all over our county— I 
don’t care if you’re gone a week. 
Every home you pass find out who’s 
boss there— the husband or the wife. 
Wherever you find the wife is boss 
leave a chicken; wherever the man is 
boss leave one of my horses— give it 
to the man.”

During the first two days he call­
ed at over fifty homes and left a 
chicken at each house. About io 
o’clock the third day he reached a 
house and saw the husband and wife 
sitting on the porch. “ Hello!” he 
shouted, and when both the man and 
woman looked at him he asked, 
“Who’s boss here?”

The man arose proudly and replied, 
“I’m the boss,” and, with a consider­
able strut and very chesty demeanor, 
he walked toward the young man, 
who said: “ If you’re the boss come 
down here and pick out one of these 
horses. I want to give him to you 
as a present.”

Delighted with the idea, the boast­
ful head of the family looked over 
the team and at last decided that he 
would accept the gray horse; but 
just as he announced his decision he 
heard ¡His wife cough suggestively 
and, after looking hastily in her di­
rection, he turned to the generous 
man and observed: “ If you don’t mind 
f think I ’ll take the black.”

“You’ll take a chicken!” was the 
impatient answer of the youngster 
as he threw an old hen at the man 
and drove away.

Now just whether you are going 
to get a chicken or a horse to-night 
I do not know, but this I do know: 
I shall observe the rule hereafter of 
choosing my own topic.

What can be done by the Harbor 
Springs and Emmet County Im­
provement Association to contribute 
toward improving the general welfare 
in this section?

As I understand it, that is the 
proposition we have met to discuss, 
and speaking broadly, practically and 
sincerely I reply that you can do 
much— provided:

A majority of the business men of 
Emmet county are big enough, fair 
enough, honest enough and sufficient­
ly public-spirited to work together in 
actual harmony for the best interests 
of the entire county, and provided:

There is sufficient civic righteous­
ness and clear-headed business acu­
men among the farmers, the fruit

growers, the • merchants, the manu­
facturers and the members of the 
professions in Hairbor Springs to 
realize that co-orddnate effort, per­
sisted in industriously, sincerely and 
for a considerable period, is as cer­
tain to produce desired results as any 
business proposition can be.

The first thing to do in my esti­
mation is to get rid of the too gen­
erally accepted estimate that it is 
cnly the merchants, the manufactur­
ers, the bankers and the real estate 
and insurance men who are entitled 
to rank as business men;” that it is 
only those men who can accomplish 
results along the lines contemplated 
by your Association.

The fruit grower, the stock raiser, 
the specialty farmer and the genetral 
farmer are essentially business men— 
they are the original business men 
because they produce articles of ex­
change and they sell them. Some 
farmers are better business men than 
others, just as some merchants, some 
bankers, some manufacturers and 
some real estate and insurance men 
are better at business than are some 
of their competitors.

I will go even farther with this idea. 
Every lawyer, doctor, dentist, civil 
engineer, land surveyor, school teach­
er and clergyman is a business man; 
and in exact ratio to his excellence 
as a business man he develops his 
merit and success in his profession. 
“Every man has business and de­
sire such as .it is,” observed Hamlet 
to his friend, Holfatio, and then he 
added: “and for mine own poor part, 
look you, I ’ll go pray.”

I have indulged somewhat oracu­
larly in this little classification of 
business men that you may under­
stand that every man in Emmet coun­
ty is entitled to contribute toward 
the support and participate in the 
achievement of your Association 
because as men of business it is good 
business for them to so indulge them­
selves.

Do not limit the membership of 
your organization. Get as many 
members as possible and yet do not 
impose dues upon any man to whom 
their payment would be a hardship. 
There are enough men available to 
your purpose to provide a good work­
ing cash capital, and those who are 
in sympathy with youir efforts but 
who can not contribute money can be 
/>f splendid value by contributing 
services.

This reminds me to tell you that 
the member who simply pays his 
dues and lets it go at that is hardly 
worth your while. The man who pays 
dues and at the same time gives of 
his thought, his study, his influence 
and his active individual effort is the 
man you need and must have.

Cultivate the broadest kind of a 
view as to the value of your county’s 
resources and opportunities. Do not 
cievelop into mere visionaries— lazy 
dreamers— but have faith in your­
selves and the materials you already 
possess Practice optimism —  look 
away ahead and see brightly.

One day a Grand Rapids traveling 
salesman entered a store in the very 
southern part of the State— a store 
where he invariably made a sale—  and 
found the proprietor sitting sour and

alone in a dark corner away in the 
back part of the room. “ How are 
you?” cheerily called the salesman, 
at which the storekeeper responded 
despondently: “I’m all in. This 
weather has knocked me out, busi­
ness is no good and I ’m way down 
in the mouth.”

“Down .in the mouth, eh?” repeat­
ed the salesman. Then he question­
ed the storekeeper, learned that his 
store building and stock of goods 
wore paid for and in no way encum­
bered; that the population of the 
surrounding country was steadily in­
creasing and that a large majority of 
the people were prosperous, hopeful 
and good customers and then, ad­
dressing the merchant, he said: 
“There’s nothing in it. You must 
brace up. When you’re down in the 
mouth think of Jonah. He came out 
all right.”

And so I say to you, look on the 
bright side always. Believe in your 
town; believe in the adjoining town­
ships, believe in your county. Do not 
keep crying for the moon, but get 
busy for things entirely within your 
reach.

The other day one of the most suc­
cessful business men in Michigan, 
wfaile sitting in a parlor car, could 
not help overhearing an animated dis­
cussion going on in the seats just 
behind him. One man was urging an­
other to sell his home and business 
in a small town not far from Little 
Travelrse Bay and to move to a town 
away out West. “There’s all kinds 
of money out there. Business is just 
booming and there isn’t a Jew mer­
chant in the place,” said the promoter 
for the town out West.

Presently this promoter left the 
car and the eavesdropper casually 
turned to see who it was he had been 
talking to. He saw a clean looking, 
bright young chap who was deep in 
thought— evidently impressed by the 
alleged opportunity out West.

“Pardon me,” said the elderly gen­
tleman, who, apologizing, explained 
that he was unable to avoid hearing 
the promoter’s argument and then 
asked: “Will you permit me to make 
a suggestion?”

The young man gladly assented, at 
which the other gentleman said: “If 
there isn’t a Jew merchant in the 
place your friend has been talking 
about, keep away from that place, for 
as sure as you’re a foot high there 
is no business, no money and no 
progress in that place.”

The old man’s advice was good 
and the young man, filled with grat­
itude, accepted it with thanks.

Don’t let anybody tell you of a 
better place than Harbor Springs, of 
a better county than Emmet county, 
because your town and your countv 
are just what you men may make it.

Look at your individual and very 
own deep water harbor, completely 
sheltered from the four quairters of 
the globe— a veritable safety-pocket 
from the winds and wrack of the 
Great Lakes— the safest and best har­
bor on the Lakes, with its three miles 
of shore line and as pretty a picture 
as can be found anywhere.

Think of the 300,000 fertile acres 
in your county, from Waugoshance 
to Bear Lake— from Goodheart to
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MAPLE OAK CIRCASSIAN WALNUT MAHOGANY

T HE A B O V E  H A LFT O N E S were made direct from the wood. This gives a crisp, 

sharp detail that is lost by the indirect method. If you want cuts which will show 

the goods let us make them by this method, which is peculiar to our shop. $

Halftones
Etchings, Wood-cuts 

Electrotypes

Illustration for all Purposes

Booklets and Catalogues

Tradesman Company, Grand Rapids, Mich.
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Pellston— strong in the vigor and 
wealth of vast acreas of hardwood 
timber, abundantly watered, even 
tempered always, with its splendid 
hills and beautiful valleys awaiting 
the touch of man and the benediction 
of the Omnipotent to make it laugh 
and fairly revel in the joys of a boun­
teous Nature; the cap-sheaf of all the 
firuit growing sections of the coun­
try; the star seed growing section; 
the producer of hardy seeds for 
neighborhoods needing them.

Why, Emmet county in its loca­
tion and because of its wealth of nat­
ural resources and its picturesque 
features, need take no back seat for 
any section of our State. Within 
an eighteen hour sail of Chicago; 
with the glreat marts of Green Bay 
and the Upper Peninsula only a 
night's ride away; with Grand Rapids, 
Detroit and all the larger communi­
ties to the south only six to ten hours 
distant, Emmet county is practically 
in the very center of population.

Anything requiring hardwood in its 
production may be successfully manu­
factured in Emmet county, and the 
same is true as to iron products, 
while from the purely agricultural 
standpoint Emmet county is match­
less. With such possibilities at hand 
the whole problem is up to the men 
and women of Emmet county. These 
men and women are merely human. 
And so the ultimate results must be 
worked for, must be waited for. And 
for these latter reasons the organi­
zation and ambition of the Hairbor 
Springs and Emmet County Improve­
ment Association are needed and for­
tunate factors.

Because this entire section is a 
summer resort neighborhood so 
much the moire reason why manufac­
turing and commercial developments 
should be made here. It is a waste 
of opportunity to permit the thou­
sands of visitors who are here an­
nually to come and go without adver­
tising the industries and the commer­
cial enterprises you should and might 
possess.

In conclusion permit me to suggest 
to the people of Harbor Springs that 
they must not overlook their suburb 
across the bay to the south, and to 
the people of Petoskey that they j 
must not disdain their suburb across 
the bay to the north, and to the peo­
ple of both Harbor Springs and Pe­
toskey that they must not forget 1 
their intermediate neighbors.

It is only eight or nine males around 
the bend of your bay—you are prac­
tically the west end of the bow 
which has Petoskey at the otheir 
end—practically a single community 
with identical interests, naturally 
ambitious and certainly have the 
same resources and opportunities.

Grand Rapids has its Board of 
Trade and besides it has half a doz­
en neighborhood public welfare or­
ganizations— all working in harmony 
and with splendid success.

The same opportunity exists hare. 
There is absolutely no fair and genu­
ine reason why every village on your 
bay may not have its local public 
welfare association, with all of them 
working in harmony for the good of 
ell of Emmet county.

This result depends solely upon the 
good citizenship of your county; up­
on the spirit of generous rivalry in 
behalf of the entitre county; the 
broad-minded, generous ambition of 
all the people of your county and the 
resultant irrepressible force of. gen­
uine co-operative effort— free from 
petty jealousies, with personal indi­
vidual hobbies put aside in favor of 
the big broad things for the geneiral 
good.

This can be accomplished and I 
believe it will be accomplished, but it 
will require patience, persistence, de­
termination and the unimpeachable 
loyalty of a majority of your citi­
zens— for two, five, ten years.

By that time the results will be 
so apparent that your movement will 
live and grow by pure force of its own 
impetus, and may I then be here to 
congratulate and to commend.

Curiosities of Chatham Island.
On Chatham Island, in the Galapa­

gos group, jet-black cats live by the 
thousand in crevices of the lava near 
the coast, wild dogs exist in droves, 
wild chickens in flocks; and there are 
wild horses and wild asses that have 
acquired an interesting habit, so we 
«'ire told, of sitting upon their haunch­
es like rabbits.

Most remarkable of all the animal 
life found on the Island when Dar­
win visited it were the great turtles, 
some of them weighing as much as 
6oo pounds. They were the only sur­
vivors of an ancient race of giant 
turtles that was conspicuous in the 
early part of the Tertiary epoch. Un- 
forunately, only a few of them are 
now left, and before long it is thought 
the race wall be extinct.

It is reckoned that no fewer than 
ten millions of these turtles have 
been taken from the islands of the 
group since their discovery. Ships’ 
crews have taken them far food; the 
wild dogs have persistently eaten the 
young ones, watching until the eggs 
hatched and then gobbling up the in­
fant tortoises; and a factorv was at 
one time established for the purpose 
of making turtle oil. It is said to 
have turned out 3.000 gallons a year.

Although the turtles are not yet 
exterminated, there is a sad falling 
off from farmer days. The sped-1 
mens now7 found are usually mere in­
fants. weighing only ten or twenty 
pounds. In the old days it took six 
or eight men to lift one turtle. The 
turtles live to a great age and are 
believed to continue growing as long 
as they live.

Why Gold Can Not Be Cast.
As is well known, some metals are 

unsuitable for casting, while others, 
l:ke iron, can readily be cast in a n v  
shape desired. The property of cast 
mg well is said to depend upon 
whether the metal contracts or ex­
pands on solidifying from the liquid 
form. Iron, like water, expands in 
solidifying, and hence the solid metal 
may be seen floating in the liquid 
iron about it. The expansion causes 
•t to fill tlie die into which it is 
poured, and so it can be cast easily. 
Gold and silver contract in cooling 
and, therefore, are not suitable for 
casting.

One, the original inscription on the 
fountain, was from the Bible: “And 
whosoever will let him take the wa­
ter of life freely.”

Above this hung a placard: “Please 
do not waste the water.”

I

cPlOM DISTANCE SERVICE
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M ICH IGAN  STATE
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Charity and Prudence.
The contradictions of life are many. 

An observant man remarked recently 
that he was prowling about a certain 
city square when he came upon a 
drinking fountain which bore two
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Unity and Happiness Marks the 
Twentieth t  Century.

That word which best typifies the 
main trend of thought of the twen­
tieth century is unity.

In science there is a strong sus­
picion that the seventy-two “ele­
ments” are really but so many forms 
of one. All sorts of curious names 
have been coined to signify the one 
original element or force; and we 
read of the mysterious od, of psy­
choplasm, of zoether. These are not 
names for any actual thing, but for 
a thing we think ought to be and is 
about due; just as Dr. Max Wolf of 
Heidelberg on September n , 1900, 
pointed his telescope to a certain spot 
in the constellation of the Twins 
and saw, by means of a photographic 
plate, Halley’s comet, which the as­
tronomers -had calculated would ap­
pear about there and then. Only our 
one primeval substance has failed to 
show up.

But notwithstanding we have won­
derfully unified our thought of the 
universe. First we found out that no 
matter is lost, it only changes form, 
as Sir Walter Raleigh proved by 
weighing a pipe of tobacco, smoking 
it, and then carefully weighing the 
smoke, ashes and gases. Then we 
discovered that no force, as well as 
no matter, is lost, but only undergoes 
a change; heat is a mode of motion, 
and so on.

We also made the discovery that 
the heavenly bodies were not wander­
ing around loose, or capering in fan­
ciful “cycles and epicycles,” but were 
all governed by a unifying law of 
gravitation. Halley demonstrated that 
even the fickle comet is a part of the 
huge, well ordered celestial machine.

This has all had its effect upon 
human society, upon government, up­
on philosophy. For one thing, it has 
rendered polytheism forever impossi­
ble. If there be any Supreme Being 
at all, he must be One. There can 
not possibly be a lot of gods pulling 
against each other in this twentieth 
century, for the .simple reason that 
nature is not built that way.

Progress Points to One End.
/We are forging ahead, also toward 

one world government, “the parlia­
ment of man, the federation of the 
world,” that Tennyson sang about. 
By peace conferences, international 
conventions, and principally and es­
pecially by the weaving shuttles of 
commerce, we are getting nearer and 
nearer the day when we shall no 
more be citizens of America or Eng­
land or Germany, but citizens of the 
world.

So in society. I hold no brief for 
socialism; not because I do not be­
lieve in it, but because I do not know 
enough about it. W e are apt to prick 
up our ears and shy at the word. But 
there is a great deal of socialism that 
is already here, established and flour­
ishing and no one seems to mind.

There is, for instance, an absolute 
socialism in the realm of ideas. These 
belong tb everybody. Like the early 
church in Jerusalem, the intellectual 
world of to-day” are together, ard 
have all things in common.” You can 
copyright a book, but only its lutle

and words, its ideas merge into all 
souls.

There is a socialism in our lan­
guage. It is the same for rich and 
poor. When you get a million dol­
lars you still have to speak in the 
same tongue used by the poor school 
ma’am.

Wie are all one in heatlh. The 
baby in the house of Astor can catch 
the diphtheria from the washer­
woman’s child1. You can move to 
Evanston, but your porterhouse steak 
comes from Kansas, by way of the 
stockyards and through the hands of 
the Owiskis, Owitzes, Hooligans and 
Eulenspiels.

We are all one in happiness, for 
it’s the same funny page in the news­
paper which both the bank President 
reads by trie plate glass front windov. 
and the janitor reads on the back 
door step.

We are all one in sorrow. For it’s 
the same kind of salt tears shed by 
the mother who bends over the silent 
rigid little body lying in a silver satin 
casket, and the mother whose heart 
is breaking beside her dead in a pine 
box.

Common Fountain for All.
And we become good and healthy 

and we believe in the eternal good­
ness, just in proportion as we recog­
nize this common fountain and drink 
of it, in proportion as we recognize 
this common ocean and bathe in it. 
As we draw aside in our hearts from 
our fellows we become mean and 
morbid. Hindoo religionists seek 
Nirvana by retiring to some cave in 
the mountains. But peace is not 
there. It is only where “two or three 
are gathered together.”

In proportion as any “set” becomes 
‘exclusive” it becomes vicious. Who­

ever withdraws from this, our com­
mon humanity, is committing spirit­
ual suicide.

I went the other day to hear the 
Thomas orchestra play, and the Apol­
lo club sing, that noblest of musical 
creations, Beethoven’s Ninth Sym­
phony; and I wondered how many of 
those present caught anything of its 
spiritual and real message. It is the 
supreme work of the master. When 
he was pondering how to finish it, 
what fitting finale to compose, he 
suddenly stopped, as he was walking 
the floor, and exclaimed to a friend, 
“Let us sing the song of the im 
mortal Schiller!” And he set to 
music that poet’s hymn to Joy.

Now this hymn of Joy is a marvel­
ous thing. It salutes Joy, the com­
mon inheritance of all living, the 
privilege of the worm and of the 
cherubim; and from the contempla­
tion of this universal gift he rises to 
the conception of the essential unity 
of all men, and in a burst of ecstasy 
cries out: “O, ye millions, I embrace 
you, I throw this kiss to you!” and 
f.om this human unity he rises still 
higher to the thought of the One 
Father, and continues: “Brothers, 
o'er yon starry tent our common 
Father lives!” and when chorus and 
orchestra blaze forth in the happy 
melody, and the noblest concord of 
sweet and majestic sounds pour like 
a cataract upon your soul it is as if 
— not as if heaven opened and the

angels sang, as in Handel’s Hallelujah 
chorus— but is if the one, universal 
Soul of Man, of all nations and kin­
dreds and tongues, had found its full 
and fit utterance, as if you were sub­
merged by the sea of human joy.

Draw near, therefore, to your fel­
low men. You were made for them 
and they for you. Your heart will 
be unquiet until you rest in them. 
Whatever isolates you imbitters you. 
Pessimism comes from sheer loneli­
ness. No man can really love the 
world of men and saturate himself 
daily in their joys and hopes and pain 
without coming into an inheritance of 
gladness. The lovers are all optim­
ists. Frank Crane.

Tests Made of Explosives by Gov­
ernment.

“Permissible explosives” is an 
American phrase which has its mean­
ing largely to the coal miner and the 
workers in hard rock, where risks 
must be taken in preparing a “shot,” 
which is to loosen stubborn material 
which does not yield readily to the 
pick and crowbar.

It was early in 1909 that the gov­
ernment undertook a testing station 
for explosives at Pittsburg, and from 
100 samples submitted by the powder 
makers forty-five of these varieties of 
explosives have been tested and 
marked as “permissible.” As indi­
cating how the manufacturers of ex­
plosives regard the approbation of 
the test, a circular from the Pittsburg 
station, dated May 16 of this year, 
shows fourteen new varieties as pass­
ing.

In the coal mines, where much of 
the blasting of the country is done, 
that chief merit of the “permissible” 
powder lies in its inability to ignite 
coal dust and mine gases, thus pre­
venting explosions which wreck and 
kill in afterblasts.

T P  I  P C  YOUR DELAYED 
I n H u C  FREIGHT Easily 

and Quickly. We can tell you 
how BARLOW BROS.,

Grand Rapids, Mich

“MORGAN”
Trade Mark. Registered.

Sweet Juice Hard Cider 
Boiled Cider and Vinegar 

See Grocery P rice Current

John C. Morgan Co.
Traverse City, Mich.

Minute Gelatine (Flavored)^
i» m ade from  th e  h ighest quality  of 
g e la tin e -o th e r  k inds may use a cheap ­
e r  gelatine as colors and flavors can 
conceal its in ferio rity . In  it the m ost 
expensive vegetable colors a re  u se d -  
o th ers  may be colored with ch eap  
vegetable o r coal-tar colors. True 
fruit flavors a re  used. They cost m ore 
but they  a re  better. -  A rtificial, e th e r­
ea l flavors are  found in o thers. They 
a re  cheaper and easier to get. flinute  
Gelatine Flavored« is m ade to se ll on 
q u a lity —not by advertising  o r  low 
p rices only. Don’t tak e  it th a t all 
o th e r  flavored gela tines have all the  
bad points m entioned. Most of them  
have some. None of them  have a ll 
th e  good points of Minute Gelatine 
( Flavored). Decide for yourse lf. f,et 
ns send you a  package free and try  it  
beside any  o th e r  flavored gela tine  
you may select. T h a t’s fa ir  isn ’t it?  
W hen w riting  for the  package please 
give us your jobber’s nam e.

. . .  MINUTE TAPIOCA CO.,
* W. Main S t.,______ Orange, Mass.

GROWTH INCREASES INVESTMENT 
But added telephones mean at once increased income.

CITIZENS TELEPHONE COMPANY
Has enjoyed a net growth of more than 200 telephones in its Grand Rapids 
Exchange during the past two months, and a great growth in others of its 
many exchanges and long distance lines, so that it now has 

MORE THAN 10,460 TELEPHONES 
In its Grand Rapids Exchange alone, and about 25,000 telephones in other 
exchanges in its system. It has already paid

FIFTY QUARTERLY DIVIDENDS 
And its stock is a good investment.
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The Things That Hurt the Shoe 
Dealer.

W ritten  fo r th e  T radesm an .
No, this isn’t going to deal with 

weather conditions and the draw­
backs incident to an unpropritious 
streak of delayed Mairch weather 
sandwiched in this early summer 
season. Neither does it propose to 
spread itself over the entire field of 
things hurtful to the shoe dealer, for, 
take them all in all, there is a size­
able catalogue of these evils. But I 
shall limit myself to the less ambi­
tious task of calling attention to two 
or three of the lesser evils:

To begin with, tardy delivery. If 
this doesn’t hit you pat yourself on 
the back. But it hits some folks all 
right.

The shoe merchants who would 
fain keep in good graces with the 
public must keep faith even in the 
smallest details. If the merchant 
promises to deliver the goods at a 
certain time then the goods ought 
to be delivered at the time promised. 
It may be inconvenient to do it, and 
in some instances it may cost the 
price of a special messenger, but it 
pays to redeem one’s vows even if he 
must do so at his own hurt.

Let me illustrate the point with a 
little story— a true story, too: The 
other day a friend of mine went to 
a department store—the biggest and 
most pretentious department store in 
the city. As not unfrequently hap­
pens, the shoe department of this big 
store is not up to standard. It is en­
tirely overshadowed by the impor­
tance of certain other departments 
and, as the sequel will show, it cer­
tainly needs a live man at the head 
of it. But anyhow they carry a good 
line of men’s shoes and my friend 
had been getting his shoes there for 
a long time. He wanted a pair, of 
semi-dress shoes and selected for that 
purpose a pair of patent leather 
bluchers. My friend wanted to wear 
his new shoes to a dress affair on 
Wednesday evening and his visit to 
the store was made on Tuesday after­
noon. As he had a fairly good sized 
bill at this store, and as the day of 
his purchase of his shoes was the 31st 
of the month, he told the clerk to 
put the item on the next month’s 
bill. And as his credit at that store 
;s good for any reasonable amount 
the clerk readily consented to do so. 
“Now,” said my friend, “you can de­
liver the shoes any time Wednesday; 
but be sure to have them there not 
later than Wednesday afternoon, for 
I want to wear them that evening.”

The greater part of the day 
Wednesday my friend was out of the 
city. When he got in about 6 o’clock 
Wednesday afternoon he asked his 
wife if the shoes had come. Much

to his surprise she informed him that 
they had not. He called the store 
immediately, asked for his party in 
the shoe department and told him to 
get the shoes right over; that he 
must have them. The shoe clerk was 
greatly surprised to learn that the 
shoes had not been delivered and 
faithfully promised to send them 
right over by a special messenger. Six 
thirty came and no shoes. In the 
meantime, of course, the big store 
was closed. Six forty-five and still no 
shoes. By 7 o’clock my friend was 
thoroughly exasperated. It was im­
perative that he have new shoes for 
the occasion. So he telephoned to 
the nearest shoe store proprietor—  
and he happened to have living apart­
ments in the building over his store—  
and asked him as a special favor 
to let him in; that he must have the 
shos for immediate use. This the 
shoe dealer readily agreed to do. But 
it took my friend just about thirty 
minutes to go out to this latter place, 
get himself properly fitted and ire- 
turn. In the meantime the messen­
ger boy from the big department 
store had delivered the shoes which 
he had bought the day before. The 
next morning he called up that store 
and told the shoe department man 
things— and, of course, returned the 
shoes.

Now this is, perhaps, a somewhat 
“raw” case of carelessness and indif­
ference. But the instructive thing 
about it is that it actually happened. 
And I doubt not that many cases of 
tardiness could be cited by my read­
ers— instances in which the shoe deal­
er injured his business by failing to 
deliver parcels at the time prom­
ised.

Another thing that hurts the shoe 
dealer is too much insistence upon 
findings. True enough most any of 
us can recall shoe dealers who go to 
the other extreme and neglect their 
findings altogether. But that is an­
other story. There is such a thing 
as dinning findings into the unwill­
ing ears of one’s customers.

Now I believe in findings. I know 
they are a good thing; believe they 
are indispensable to the well equip­
ped, up-to-date shoe store; believe al­
so that the profits to be derived from 
findings of the right sort justify the 
dealer in keeping them in stock and 
in pushing the wares in the proper 
manner. But I am also persuaded in 
my own mind that the pushing of 
findings ought to be done “decently 
and in order.”

The charge has been made— and I 
believe not without truth— that find­
ings have been too aggressively push­
ed in some of our city shoe stores. 
As a result of unwise insistence good 
patrons have become disgusted and

have withdrawn their trade from cer­
tain stores where this unwise policy 
has been pursued.

“Oh, their shoes are all right!” said 
a young man recently in a certain 
shoe store (and he was speaking of 
the proprietors of a rival shoe shop), 
“but I am sick and tired of being 
told over and again that I need shoe 
trees, wide laces, arch props, foot 
powder, polishing sets, and so forth 
ad libitum. I suppose, generally 
speaking, I need a thousand and one 
things that I haven’t got. But what’s 
the use reminding me everlastingly 
of my outstanding needs? I haven’t 
any railroad systems and steamship 
lines earning dividends for me.”

Another party who was evidently 
good and sore because some injudi­
cious solicitation by certain shoe peo­

ple expressed himself on this wise: 
“1 didn’t mind it »the first time they 
broached the findings proposition to 
me. I bought some paste and a pair 
of shoe trees because I saw they 
were good articles and I needed 
them. But on a subsequent visit to 
the store the same clerk brought out 
one article after another, expatiating 
i t length upon the alleged merits of 
each of them. This time I made no 
purchase except of shoes, telling the 
dark I was otherwise well provided

I MAYER Honorbilt
Shoes Are Popular

Michigan shoe Company

8 ER VICK YoU get them in the
ATISFACTION MISHOCO SHOE

Made in all leathers for 
MEN, WOMEN AND BOYS 

You should have them in stock— every pair will 
sell another pair

MICHIGAN SHOE CO., DETROIT
Our BOSTON and BAY STATE RUBBER Stock is Complete

Their business compels them to give their footwear 

more hard usage than anybody else is capable of.

We know this and accordingly take special and particu­

lar pains to build our Oregon and Veal Calf Star Shoes so 

they will endure the shocks and strains of a long hard cam­

paign and give the boy all the shoe satisfaction he wants at 

a reasonable cost. Length of service considered, parents 

find our Stars the cheapest shoes they can buy.

Rindge, Kalmbach, Logie & Co., Ltd. 
Grand Rapids, Mich.
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for. Imagine my surprise and dis­
gust when, upon the occasion of my 
next visit to the store, the same clerk 
insisted upon my taking more paste 
and shoe trees. When I gently but 
firmly reminded the salesman that I 
wasn’t in the market for either of 
these commodities, or, for that mat­
ter, not in the market for anything 
at all in the findings line, that bril­
liant and versatile clerklet reminded 
me that I didn’t know the value of 
a shoe tree anyhow; that I did not 
properly appreciate shoe polish and 
all that sort of stuff. It made me 
downright hot under the collar; and 
I asked him where he got the tip 
Then it was his turn to get sarcas­
tic; and the result was that I went 
cut of the place with an extremely 
bad taste in my mouth. I haven’t been 
back there since.”

Another hurtful thing in the shoe 
store— or anywhere else in the mer 
cantile business as far as that is con 
cerned— is the smart Aleck. You will 
observe that I call him a “thing.” I 
use the word intentionally. It is not 
a slip. He is a mere “thing.”

You know the sort of a chap I 
mean—the young fellow who waxes 
facetious on slight provocation. He 
likes to give the other clerks— espe 
cially the lady salespeople— the wink 
when the awkward, gawkily dressed 
ruralite comes in. “High-water’ 
trousers immediately acts on his risi 
hies. The smell of the soil seems to 
tickle his fancy beyond measure.

It gives him an inflated idea of his 
own prodigious importance when an 
unfortunate, shabbily clad person 
crosses the threshold. He begins in- 
stanter to prune his feathers and cut 
capers. He wants everybody to see 
that he, the smart Aleck, is wise, 
thoroughly initiated, and altogether 
It; while this poor specimen of hu­
manity, so shabbily clad, so crude, 
and so obviously "green,” is an easy 
mark. He, the smart Aleck, will 
therefore enhance himself in the good 
graces of the salespeople by staging 
a little impromptu comedy. Isn’t that 
the psychology of the situation?

You have doubtless seen the sort 
of thing to which I refer. And you 
know the impression such conduct 
makes on sensible people. If the dis­
interested bystander isn’t of the same 
ilk as your smart Aleck he is disgust­
ed. And as to innocent cause of this 
facetiousness— well, ’he isn’t always 
as “green” as he looks; and some­
times he turns the tables on your 
hair-brained clerklet in a most de­
lightfully unexpected manner. Oft­
entimes he is justly wounded to dis­
cover that he is being laughed at, and 
nearly always he is far more sensi­
tive than he is given credit for be- 
ing.

Do you permit anything like that 
;’n your store? I hope not. But, say, 
although you forbid it, are you abso­
lutely sure it does not go sub rosa? 
It will pay you to satisfy yourself on 
this point beyond a peradventure. For 
if the thing does go on it is going to 
hurt your business. Nothing under 
the canopy sticks in the ciraw like this 
sort of thing. And you are not very 
likely to sell any customer the sec­
ond pair of shoes if he suspects thatj 
he was the object of skillfully-veiled

ridicule on the occasion of his first 
visit to your place. Cid McKay.

Greater Popularity for Tan Shoes.
So far as the trade of this spring 

may be judged, the reports show that 
stocks of tan shoes in hand with- re­
tailers and jobbers have been dis­
posed of with greater satisfaction 
than was perhaps anticipated. The 
colors as represented by tan and 
similar shades have retained all of 
their former popularity, and it may 
be correctly stated that many deal­
ers could have done a much larger 
business if they had larger stocks of 
tan shoes, or if there had been still 
time to make more for the spring 
and summer demand.

Reports come to us that retailer: 
and jobbers are both cleaned out cl 
colored shoes; but a better way t 
put it would be that while the stock; 
of men’s tans are in fairly good shape, 
the retailers’ stocks on women’s are 
so broken in sizes and styles as to 
be far from as complete as they 
would like to have them to meet 
the demand.

It seems to be more and more ap 
parent from season to season tha 
the consuming public realize that the 
logical and correct shoe for summe 
wear is rolored kid or salf. The .pat 
ent leather shoe has its piase fo 
dress function even in summer. For 
an outing and out-door shoe and foflr 
comfort and appearance there is 
nothing so appropriate as the so 
called colored shoe.

From the nature of the present de 
mand, everything promises that col­
ored kid and calf will meet with 
greater popularity in the spring and 
summer goods of 1911, and dealers 
will take care to be better stocked 
on colored leather a year from thi» 
time than they are at present.

It has been suggested that if shoe 
manufacturers should confine them­
selves to making colored shoes for 
the spring and summer and not to 
try to popularize them for fall and 
winter, that the retailer would at no 
time be overstocked and be in a safe 
position at all times to order exten­
sively for spring and summer, which 
would be more in accordance with 
his needs and mutually beneficial all 
around. The adoption of this sug­

estión would not cut into the sell­
ing of black shoes in the fall and it 
would bring the tan shoes into use 
at the proper season.

The merits of tan leathers are too 
well known for expounding in detail 
at this particular time, but in justice 
to the manufacturers of the leather 
and the people who sell the finished 
hoe, the importance should be ap­

preciated of having the shoe worn at 
the proper time and not expose its 
popularity to the injury of being 
worn out of season, in bad weather, 
which does not do the shoe nor the 
leather justice.

It is to be hoped that for the con­
tinued success of the business on 
tan shoes that manufacturer and re­
tailer will make a greater effort to 
co-operate in this matter, thereby 
making far greater satisfaction on 
the part of the consumer and better 
returns to dealers and producers.— 
Shoe Retailer.

OXFORDS SUPPERS

No. 3550
We have the following numbers on 

N i B i i  the floor and can make shipment the
no' day your order reaches us:

No. 3507-W os Chocolate Vici Pump. tie. ankle strap . M E ................  $1 20
No. 3509— Wos. P al. Chrome, 4-eye Blucber Oxford. M E ..............................  .. . .  j 50
No. 3523—Wos. P a ten t Chrome Pump, r e .  ankle strap. M E ................................ .. 1 50
No. 3533 - Wos. Vici Kid 4-eve B lucherO xford, m at top, p a ten t tip. M E ............... j 50
No. 3535—Wos Gun Metal Blucher Oxford 4-eve. wing’ tip. (4 double sole M E . .  1 50
No. 3537-  Wos. Gun Metal 2-eve wiucher. shield tip. 3-7 E ................................................i 50
No. 3539—Wos P a te n t Chrome Blucher Oxford 4-eye. fuil calf q u a rte r  % double

sole. 3-7 E .......................................................................................................  j 35
No 3541—Wos. P a ten t Chrome instep, strap  pump, plain toe. 3-7 E .......j 50
No. 3544 — Wos. Gun Metal instep, s trap  pump, plain toe, bow. 3-7 E ..........................  1 50
No. 3549—Wos P a ten t Vamp, dull q tr., 3-eve Blucher. plain toe, 3-7 E .... ................  1 15
No. 3550 —Wos P a te n t Vamp and q tr.. 2-strap. lA double sole, plain toe  M E  .. . .  1 (50
No. 3557—Wos. Gun Metal. 3-eye Gibson tie Oxford. lA double sole. M E ................. 1 35
No. 3561—Wos. P a te n t Chrome 4-button Oxford, cf. top. M E __ '............................  j 35

We also carry the above in Misses’ and Chi’dren’s size«, and a line 
of Roman Strap Sandals. Mail us your orders. The Oxford season is at 
its height.

Hirth-Krause Company
Shoe Manufacturers 

and Jobbers
Grand Rapids, Michigan

B ig  S a tu r d a y  
S e lle r s

One dealer says: “ It doesn’t seem 

to make much difference what shoes' I 

show in my window, the boys all come 

around Saturday and insist on buying

31
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T H E  B E R T S C H  S H O E
G O O D YEAR  W E L T S  FOR MEN

The man who has seen them can’t forget them when it 

comes time to buy shoes. The Bertsch Shoe will increase 

your trade— increase the prestige of your store— and will 

unmistakably increase your profits.

Take two minutes’ time to mail a post card request 

for samples today.

H E R O LD -B E R TSC H  SH O E CO.

ßERTCCH"

Makers of the Famous 
H B Hard Pan and 

The Bertsch Shoe Lines

Grand Rapids, M ichigan
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News and Gossip of the Clothing 
Trade.

The following advice comes from a 
subscriber to this periodical with a 
suggestion that it be given to his fel­
low readers:

Attend to your own business only 
and leave others alone. Do not be 
jealous of your neighbors. Do not tiry 
to do it all, for it is impossible. Take 
life a trifle easy. Keep your store 
clean. Do not try to be too econom­
ical, as it has a tendency to keep 
trade away. Use plenty of lights, 
burn gas or electricity if you can get 
it. Advertise your business for all it 
is worth, folr trying to do business 
without advertising is like the fellow 
who was winking at a girl in the 
dark; ihe knew what he was doing, 
but no one else did. Remember that 
the poor when they die take along 
just as much as the rich. Keep your 
store in apple-pie order. Look at the 
samples of every commercial traveler 
who may offeir to show them to you; 
you can only improve your knowl­
edge of your business. You don’t need 
to buy from each one. Don’t buy too 
much at any one time. Consider how 
much your sales are and how much 
you can discount. Don’t hop around 
from one location to another; nor 
from one town to another; stay in 
one place and become known. Sell at 
a reasonable pirofit above all other 
things.

“Wanted —  Hands on gentlemen’s 
coat collars,” is the way a placard 
reads in an East Side tailor shop. 
This is an entirely new method of 
holding one’s customers.

The restoration of color to fabrics 
which from one cause or another have 
deteriorated in this respect has sug­
gested various chemical applications 
and processes. It has been customary 
to employ ammonia for the pulrpose 
of neutralizing acids that have acci­
dentally or otherwise destroyed the 
color of the stuffs, this being neces­
sarily applied immediately, or the 
color is usually imperfectly restored. 
An application of chloroform has the 
effect of bringing out the colors as 
bright as ever. Plush goods, and all 
articles dyed with analine colors, fad­
ed from exposure to light, resume 
original brightness of appearance aft­
er being sponged with chloroform; 
the commercial cholrofortn, which is 
less costly than the purified, answers 
well for this purpose.

It is almost a tlruism to say that 
people dress well when the country 
is prosperous and wear cheaper 
clothes and wear them longer when 
dulness prevails. The clothing, furn­
ishing goods and dry goods trades 
ought then to be a good barometer 
of the general welfare of the peo­
ple. If this is so the country must 
be prosperous at present, for never 
before in its history has there been

such a demand far the finer fabrics 
as at present.

It was during the panicky days of 
1907. Mr. I-----, an elderly gentle­
man, gray-headed and dignified look­
ing, was engaged in serious discus­
sion with his son, the junior member 
of the firm— boys’ washable suit man­
ufacturers. “Have you heard any­
thing about the -------- Bank?” was
the question that greeted me as soon 
as my presence was noted. I natural­
ly guessed flrom the anxious, perplex­
ed expression of the old man’s face 
that he was a depositor of the above 
institution which was spoken of in 
one of the morning papers as hav­
ing closed its doors the day before, 
until the arrival of more cash.

The bank was open on the next 
morning as usual and a long, waiting 
line of depositors were being paid off 
as rapidly as the paying tellers could 
get to them. But the line seemed to 
grow instead of diminish and Mr. 
I—*— , Sr., who had been over to the 
bank came back to consult with his 
son about the advisibility of with­
drawing his deposit before it was too 
late. I was drawn into the discussion 
for my opinion on the solidity of the 
bank and yet I knew nothing more 
than what the newspapers had pub­
lished.

For ten years this firm had been 
a depositor of this bank, being on 
especially intimate terms with the 
bank President, who a few minutes 
before had assured the elder Mr.
I----- , with tears in his eyes, that the
bank was perfectly solid, imploring 
the latter, as a mark of confidence in 
the institution, not to withdraw his 
money. “ I have $10,000 in that bank 
and my confidence is so strong that 
T’ll leave it in there, excepting— ex­
cept-----’’and there he paused, “the
other $1,200,” looking at his son. He 
rushed out of the office. I turned to 
his son for an explanation. “ You see,” 
he said, “my father is the Treasurer 
cf an up-town Hebrew free school for 
poor children, and it is that money 
that he is most afraid of.”

A certain Oklahoma editor is said 
to be the possessor of three shirts, 
and he is so stuck up over his good 
fortune that he irefuses to join the 
State Press Association. The Asso­
ciation has denounced him as a dude 
and a bloated aristocrat. He will soon 
have to decide between being class­
ed among the “idle rich” or the “de­
cent poor.”

Mr. S. L., manufacturer of boys’ 
clothing, was sitting on the top floor
of number-----  East ----- street,in his
clothing establishment engaged in 
the discussion of a prospective adver­
tisement that he was preparing for 
the following month. The door open­
ed and a middle-aged man, with a 
small and somewhat gray beard, en­
tered. He had waited for about five 
minutes, when Mr. L. looked up and 
as his gaze rested on the man he 
seemed to scrutinize him intently. 
Suddenly he called, “Well, what do 
you want?” The man seemed to have 
been just as surprised, but gaining his 
confidence, said: “Mr. L., I have some 
linings to show you. Would you care

to look at them?” Mr. L. kept his | 
eyes on him and answered: “ I can’t 
use any of yotar linings, Mr. N.” The 
man turned uneasily, as if to retreat. 
He was walking towards the door 
when Mr. L. caller out: “If you will 
wait for a few minutes perhaps I ’ll 
see what you have.” The dazed man 
turned back and sat down.

Two days later, when I called again, 
Mr. L. seemed to know that that in­
cident was still in my mind. “That 
man did me a dirty trick a couple of 
years ago,” he said, taking up the in­
cident as if it had just occulrred. “ He 
was a manufacturer and a competitor 
of mine. I was suing a retailer who 
wanted to do me out of several hun­
dred dollars’ worth of merchandise 
that he had bought, refusing to pay 
for the same on the ground that the 
goods were not worth more than 
half of the money that I asked for, 
and that man there, this fellow that 
you saw here, was called on the wit­
ness stand to give expert testimony 
as to the value of the goods and he 
perjured himself corroborating the 
testimony of the defendant, although 
he knew in his black heart that the 
goods cost me moire than that to 
make up—just to get the other man’s 
trade way from me. Well, he bust­
ed about a year ago, and I heard re­
cently that he was selling linings for

“Graduate” and “Viking System” Clothes 
for Young Men and “Viking” for Boys and 
Little Fellows.

Made ia  Chicago by

BECKER, MAYER & CO.

Ideal Shirts
W e wish to call your atten­

tion to our line of work shirts, 
which is most complete, in­
cluding

Cham brays 
Drills 
Sateens 
Silkeline 
Percales 
Bedford Cords 
Madras 
Pajama Cloth

These goods are all selected 
in the very latest coloring, 
including

Plain Black
Two-tone Effects
Black and White Sets
Regimental Khaki
Cream
Champagne
Gray
White

Write us for samples.

Communion
Suits

In Long Pants 
And Knicker Pants

Now Is the Time 

To Place Your Order

H. A. SEINSHEIMER & Co.
Manufacturers
PERFECTION
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a living. I was dumbfounded when he 
entered my door, and no doubt he 
was, too, for he must have walked 
in by mistake.

“Well, I suppose you want to know 
why I called him back,” said Mr. L., 
realizing my still puzzled state of 
mind. “It was to give him the larg­
est order of linings that I ever 
bought at one time. But it wasn’t 
for his sake that I did it. I was sor­
ry for his wife and children; and 
then you know what King Solomon 
said: ‘If your enemy is hungry give 
him bread; if he is thirsty let him 
drink. For it is like shoveling coals 
of fire on his head, etc.’ ’ — Clothier 
and Furnisher.

Push the Hardest When Trade Is the 
Dullest.

It is one of the laws of Nature 
that the glreater the load the greater 
must be the effort expended to move 
t. It is one of the laws of merchan­
dising that the duller the season the 
greater must be the effort to get 
rade.

Lessen the effort and the load will 
lot move— the trade will not come.

Increase the effort and the faster 
will the load move— the fasteir will 
•he trade come.

This in an unalterable law— the law 
"1 cause and effect.

And there can be no escape from 
t- —without punishment.

You will punish your business—  
• ou will penalize yourself— if you fail 
to push hardest when trade is dull- 
st.
Just because there is a tendency to 

?t down on “the other fellow’s” 
art, is all the more reason why you 
hould drive ahead— and gain a fur- 
her lead.— Butlelr Brothers.

low To Be Your Own Employer. 
When you get a job just think of 

ourself as actually starting out in 
usiness for yourself, as really work- 
ig for yourself. Get as much sal- 
ry as you can, but remember that 
lat is a very small part of the con- 
deration. You have actually gotten 
i opportunity to get right into the 
cart of the great activities of a 
rge concern, an opportunity to 
ink in, through your eyes and your 

irs, knowledge wherever you go in 
he establishment, knowledge that 
..ill be invaluable to you in the fu­
ture.

Resolve that you will call upon all 
your resourcefulness, your inven- 

veness, your ingenuity, to devise 
ew and better ways of doing things; 

and you will be surprised to see how 
quickly you will attract attention of 
those above you.— The Booster.

Curious Effect.
“Yes,” said the man in the mackin­

tosh, “you know he lost his nose in 
a premature explosion of gunpowder. 
Well, the surgeons took the nose 
from a little white dog and grafted it 
on his face in place of his own 
proboscis. It makes a pretty good 
nose, too.”

“Anything peculiar about it?” asked 
the man with the green goggles.

“Well, you can believe me or not, 
but it’s a fact that when anybody 
comes prowling around the house at 
night he wakes up and barks,”

Much Yet Remains To Be Done.
Indianapolis, June —̂ The enforce­

ment of the pure food law has taken 
an unexpected turn. The lairge food 
producing establishments fell into 
line at once. They even assisted the 
pure food authorities. Their sanita­
tion is now very good, their prod­
ucts are prepared in a cleanly manner 
from good stock. The large estab­
lishments, including the meat pack­
ing houses, have complied with the 
laws requiring sanitary construction, 
and are clean and sweet. Adultera­
tion with substances injurious to 
health never was extensive. The adul­
terants were usually harmless, as, for 
instance, corn meal in sausage, water 
in butter, water in miilk, cotton-seed 
oil in olive oil, etc. Obviously, these 
adulterants affect the pocket only, 
for when coirn meal is worked into 
sausage and a sausage price is paid, 
the purchaser suffers a monetary loss, 
for he can buy corn and meal at less 
than sausage price. Foods preserved 
with chemicals are now well worked 
out of the trade; excepting, of course, 
ham, bacon, corned beef, diried beef, 
pickled pork, smoked tongue and pic­
kles of all kinds. The term “embalm ­
ed meats” caught on with the public 
not long since, and being such a 
catchy term, it brought down an aw­
ful charge of imprecations upon the 
heads of the packers. All the time 
the public was oblivious to the fact 
that ham, bacon and dried beef, while 
legitimate and good flesh foods, were 
really and truly embalmed meats.

Tf health officials could only hit 
upon a shibboleth like “embalmed 

cef” for use in the fight against pre­
ventable infantile diseases, or against 
the preventable consumption, and 
with it get the public going as they 
did in the case of embalmed beef, 
then thousands and thousands of lives 
would be saved, the public happiness 
promoted, the general efficiency in­
creased and immense sums of money 
conserved. The problems of secur­
ing pure foods now lie principally 
against the small slaughter houses, 
the village butcher shops, town res­
taurants, town groceries and certain 
dishonest farmers.

At the health officers’ school held 
at the Claypool Hotel, May 24, Dir. 
Martin, County Health Commissioner 
of Marshall county, reported in re­
gard to “ impure eggs.” He said: “Too 
many farmers mix addled or stale 
eggs with fresh ones and offer them 
for sale.” The law forbids the sale 
of stale eggs for fresh ones, but says 
whoever “knowingly” does so shall 
be punished.

Dr. Martin further said: “In my 
experience, knowingly can not be 
proved in court.” The farmer says: 
“Wife gathered the eggs and cer­
tainly did not intend to mix the bad 
with the good.” Or perhaps the farm­
er’s wife who offers the stale and 
fresh eggs mixed together and is 
caught, says: “The children gather­
ed them and I just brought them in, 
supposing they were all right.” It is 
the same way when a farmer’s wife 
offers loaded butter for sale. The 
butter is found to carry 20 to 30 per 
cent, of water, the maximum allowed 
by the law being 16 per cent. Of 
course, the water was purposely

worked in by emulsification and the 
offer of sale of the adulterated stuff, 
knowingly made, but it is impossible 
to prove the “knowingly.”

The offering for sale by farmers of 
dressed chickens and hogs which have 
died has been detected and punished 
several times. But the practice goes 
on and frequently, when inspectors 
are morally certain that the dressed 
fowl or dressed hog or sheep has 
died of disease, proof is lacking which 
the courts will accept. The health 
authorities have at times wondered 
that the honest farmers do not in 
their institutes declare against such 
rascalities and lend energetic aid to 
apprehend the rascals. In Hamilton 
county a farmer, a good church mem­
ber by the way, offered a dressed hog 
for sale to a meat dealer. It was 
purchased, although there were sev­
eral faint signs about the carcass in­
dicating all was not right; the assur­
ances of the farmer made the sale. 
Now, a neighbor was in some way 
cognizant of the fact that the hog 

ad died and he could not hold the 
secret. He softly mentioned the mat­
ter to Dr. Lohr, the County Health 
Officer. The doctor promptly brouht 
the matter to the attention of the 
court, the farmer pleaded guilty and 
the judge assessed a high fine.

That sanitation of groceries is 
much needed appears from the fol- 
owing report of an Inspector which 
s one among many of like kind. The 

Inspector says:
“I found three groceries in Elbeir- 

feld, Warrick county, and one drug 
store. In the first grocery bacon was

piled up uncovered and unwrapped 
in a heap in the main room on a 
coal oil tank. The flies crawled over 
it, men in diirty clothes lean against 
it and dust settles on it. This store 
is a resort in the evening for boys 
who smoke cigarettes and chew to­
bacco and also for men who smoke 
pipes and cheap cigars and chew and 
spit.”

Of course, measures have been tak­
en to make these groceries sanitary, 
but the question arises, Why do good 
people patronize such stores? The 

(refrigerators in butcher shops and 
groceries are often in unsanitary con­
dition. Other offending places are 
country slaughter houses. A slaugh­
ter house I inspected myself near 
Morristown was almost too awful for 
description, yet beef, pork, veal, lamb 
and mutton were supplied from this 
place. Scores of vile slaughter hous­
es have been abolished or cleaned up 
since power and a little means have 
been given the State Board of Health, 
but hundreds yet remain. We have 
only $15,000 per annum with which to 
do the work of the whole State to se­
cure pure food and drugs. The same 
amount is given to protect the bees 
and plants against disease.

J. N. Hurty,
State Health Commissioner.
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The Greatest A id in the Office
from the viewpoint of

Efficiency, Service, Economy

We Underwood 
Standard Typewriter

"The Machine You Will Eventually Buy’*

UNDERWOOD TYPEWRITER CO.
(INCORPORATED)

New York and Everywhere
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above. Remember that “Business is 
the science of service. He profits 
most who serves best.”

The mail order house has to serve 
to do business; location, convenience, 
etc., are usually against it.

Prices usually can be met or ex­
plained, but service must be met with 
better service to build and hold trade.

Geo. H. Eberhard.

The Mail Order House and the Hard­
ware Retailer.

This mail order problem was pre­
sented to me while visiting at a foot­
hill fairm in a new light. I sat one 
evening and listened to a discussion 
between two of my old friends on the 
relative merits of cream separators; 
one offered by a merchant agent in 
a nearby town and the other by a 
mail order house. The farm is about 
twelve miles from the (railway, and 
that distance must be traveled over 
a grade road which crosses a deep 
river canyon, making hauling some­
what difficult.

The catalogue issued by the mail 
order house, which was before us on 
a table, had the readable, personal 
appeal of such literatuire. It inter­
ested me as usual, even although I 
know what to and what not to ab­
sorb as gospel truth, or at least I 
feel I do.

The catalogue supplied by the re­
tail hardwareman agent in the near­
by town for a standard machine was 
well executed, although it lacked 
much of the intimate personal ap­
peal of the mail order house cata­
logue.

The great weakness that impressed 
me from the talk I listened to was 
that the retailer did not give the 
time or lacked the intimate knowl­
edge to describe his separator as 
clearly as the catalogue of the mail 
order house seemed to do.

I enquired if the catalogue given 
by the retail merchant had been read 
as fully and with the same atten­
tion that was given to the mail cur- 
der house catalogue. My friend can­
didly admitted that this had not been 
done because “ I had a talk with Mr. 
------- , the agent.”

I finally ascertained that the dealer 
only dwelt on the principal advan­
tages of his separator and then pass­
ed out his catalogue when he saw an 
immediate sale was impossible, do­
ing, as far as I could judge, about all 
he could to impress the fact that he 
stood behind the manufacturer’s 
guarantee—that he wanted to serve 
his friends satisfactorily, etc.

However, the point remained that 
the retailer’s catalogue did not get 
the same earnest attention that was 
given to the mail order house’s cat­
alogue and the sale looked as if it 
would be lost to him.

This merchant should have taken 
more care to impress upon my friend 
that, even although he was there to 
demonstrate and explain his separa­
tor, he would ask that the catalogue 
he was giving be read by him care­
fully. He could have said that if my 
friend had made enquiry from other 
sources to help him select a separa­

tor he knew my friend would be in­
clined to read advertising matter and 
catalogues ireceived by mail more 
closely than his own because he had 
talked to him and for his own bene­
fit he wanted to have him compare 
the written claims, for it would show 
more clearly than he possibly had 
been able to do the advantages of the 
separator over all others.

This suggests another weakness in 
the average retailer’s sales method on 
specialties such as separators when 
competing with the mail order hous­
es, and that is the lack of or poor 
quality of follow-up letters.

The mail order house uses (unless 
the system breaks down, as I have 
at times witnessed) a clever follow-up 
and a special offer. The hardware 
merchant can do likewise— but does 
he?

To have a plan for following up all 
enquiries about stoves, separators, 
washing machines and articles of like 
sale value appears to be necessary. All 
merchants can make trial offers or 
special terms to offset the mail order 
house and can equalize prices by 
careful explanation.

It’s a case of closer attention to 
detail.

The hardwareman, in fact, any 
country retailer, who comes in com 
petition with the mail order house, 
must move up in the handling of his 
follow-up and must give more atten 
tion to sales talks and selling helps 
not only to use them but to stud] 
and learn to understand their prop­
er and timely use.

Having a separator agency and 
catalogue to give out does not 
sure its being carefully read, and 
the catalogue is not read and the 
prospect followed up promptly the 
mail order house will have the ad­
vantage.

The retailer must start his custom­
er's mind in the direction of reading 
the catalogue carefuly and compar­
ing it. Then the next day a well- 
balanced follow-up, and more, as is 
deemed necessary, according to the 
customer’s potential sale prospect 
value will hold the prospect in line. .

Another general complaint against 
the local retailer when taking a man 
to task for using a mail order house 
catalogue to buy from is that the 
merchant does not canry a full stock.

When asked why he does not let 
the merchant get what he wants from 
the manufacturer or wholesaler, the 
teply sometimes is: “The dealer takes 
too long, sometimes a month or six 
weeks, to get a soapstone gtriddle, as 
in a case I have in mind, and the 
mail order house ships promptly.”

Let each retailer who is in the 
¡country retail trade think over the

stances out of the day’s work of busi­
ness strategists show.

George H. Cushing. 
------- ♦  ♦  ♦ -------

Many people are busy mortgaging 
the future in ordelr to acquire a past.

The Kind Wbrd.
The kindly wrord’s as cheap as dirt, 

so give a kindly word to-day, and it 
may heal some grievous hurt and 
cheer some pilgrim on his way. There 
s no profit in a frown; it never eased 

a load of care; its memory may travel 
down some other’s heart and anchor 
there.

The kindly word you pass along, 
the pleasant smile that you bestow 
may fill some darkened life with song 
and make some weary bosom glow. 
You may forget that word and smile, 
but some one treasures them, be sure; 
you’ll hear about them in a while, for 
through the ages they’ll endure.

It may be in a million years when 
you, from whom the kind words flow, 
are roaming o’er the shining spheres, 
and sowing stardust as you go; some 
other shape will hail you there and 
cry across the fleecy floor:

“You saved me from the Black Des­
pair when we were on that lower 
shore! Your kindness brought me to 
these bights, where I have sought you 
far and wide; through all my days and 
all my nights I prayed for you until 
I died!” Walt Mason.

H . L E O N A R D  &  S O N S
W holesalers and M anufacturers’ Agents

Crockery, Glassware, China 
Gasoline Stoves, Refrigerators 

Fancy Goods and Toys
GRAND RAPIDS, MICHIGAN

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and 
Everything of Metal

Fore-Knowledge the Formula of 
Luck.

The strategy that wins in business 
—in buying and selling, financing and 
man-handling— is based on mastery of 
conditions and analysis of the other 
man’s moves; how it plays a part in 
the success of any transaction, in-

A  Good Investm ent

peanutI oasters
and CORN POPPERS,

Great Variety, $8.50 to $350.01 
EASY TERMS. 

Catalog Free. 
KIN6ERY MFG. CO.,106-108 E. Pearl St.,Clnclnnatl,a

Columbia Batteries, Spark Plugs 
Gas Engine Accessories and 

Electrical Toys

C. J. LITSCHER ELECTRIC CO.
Grand Rapids, Mich.

Established In 1S73

B est Equipped 
Firm  In the Stats

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The Weatherly Co.
18 Pearl S t. Orand Rapids, M ich.

C L A R K - W E A V E R  C O .
The Only Exclusive 

Wholesale Hardware House 
In Western Michigan

32 to 46 S. Ionia St. Grand Rapids, Mich.

F O S T E R , S T E V E N S  &  C O .
Exclusive Agents for M chigan.

Grand Rapids, Mich.
Write for Catalog.
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THE HOOSIER STOREKEEPER.

What Thirty Years’ Experience Has 
Taught Him.

W ritten  fo r th e  T radesm an .
The first thing I want to say to you 

is that an old man behind the coun­
ter does not exactly mean an old de­
crepit duffer, wabbly on his pegs— 
tottery with age, or even an old grey 
haired fellow whose head shows the 
frosts of many winters. Bless you, I 
feel quite young indeed although I 
have actually been selling goods for 
thirty years.

That gives one the right to make a 
few remarks and from actual experi­
ence I may be able to tell a few 
things that “won’t do any harm to 
listen to,” even if you differ with 
me.

If what I may say in these letters 
aoes not strike you as being in ac­
cordance with your pet theories and 
ideas I may at least be able to tell 
you how not to do it.

You know that a fellow who keeps 
his eyes open can not help but gath­
er a lot of information behind the 
counter selling goods. The selling 
end is, after all, the most important 
part of any transaction. They may 
tell you that “goods well bought are 
half sold,” but you know there is al­
so another old saying, ,if I remember 
nght, “Any fool can buy.”

My opening chapter will be in ref­
erence to selling merchandise, and I 
am willing to bet my old shoes that 
some reader will say, “That’s just ex­
actly what happened to me.” Did you 
ever find that it was good policy to 
learn from your customer?

Quite often in handling some new 
line of goods I have found that it 
was a whole lot better to frankly 
tell the customer that the merchan­
dise was entirely new to me and re­
mark, Lady, this is all Greek to me,” 
and, looking her straight in the eye 
in a sort of sympathetic way, “You 
know a whole lot moire about these 
goods than I do.” Naturally, a friend­
ly interest sprang up and many a 
good mothelrly old soul has taught me 
more about the dry goods business 
than I ever have learned from my 
own observation.

It Pays To Be Honest.
That “open confession is good for 

the soul” admits of no argument and 
this has, undoubtedly, made many 
warm friends and solid customers. 
Do you think that this could have 
been equalled by telling the lady a 
lot of stuff that was untrue? Do you 
think that trying to make her be­
lieve something which she knew was 
impossible would have helped? No, 
this would only have clinched her 
suspicion that the young and inex­
perienced clerk was woefully ignor­
ant and you know what would have 
been the result— she would have toss­
ed her head in the air and with one 
turn would have switched around and 
said, “I guess I’ll look around,” 
which, of course, meant that the sale 
was lost and the salesman discred­
ited.

Have you ever noticed a customer 
come in the store who was in a 
hurry and stare and stand around im­
patiently waiting for a clerk to get 
through telling somebody— perhaps

another clerk— the latest gossip and 
finally come up to the customer in 
a sullen way as if to say, “I don’t 
see why we were disturbed?” How 
often I have felt like grabbing the 
clerk and handing over a swift kick.

The Country Storekeeper.
Has he any problems? Ask him 

and he will say that he 'has as many 
Jt not more than his big city cousin. 
There is a constant drain on the 
country. A beckoning to the city. 
Phe call is heeded. The country boy 
leaves the plow for the factory. The 
country girl leaves the kitchen for 
the shop. The old farmer himself 
is driving a brand new bright red 
automobile and he takes the re­
mainder of the family to the city 
to see the sights and to buy some 
gaudy, showy stuff to spring on his 
hated rival neighbor next Sunday at 
church. The neighbor, with malice 
rankling in his bosom, swears ven­
geance and he, in turn, looks city­
ward and only awaits the chance to 
get even with his benzine buggy 
“friend” across Devil’s Lane. Who 
suffers by all of this? Why, the 
country storekeeper, of course. He 
eventually loses the cream of the 
trade of 'both families. Since early 
boyhood the writer has gone through 
the mill and he knows, not from 
hearsay but from actual experience, 
what the country storekeeper has to 
contend with and he knows the dark 
as well as the bright side of retail­
ing the goods usually sold in a gen­
eral store in a small town.

Are You Reading This?
If you are following these lines and 

if you are interested in these ram­
bling remarks— drop me a line in 
caire of the Tradesman. Tell me it 
you want me to continue writing 
these letters. If I hear from enough 
of you gentlemen here is a little pro­
gramme of what you may expect: 

Advertising a country store.
Sales plans that have won.
Ways to win trade.
Good schemes, good windows. 
Personal criticism.
Personal advice.
The advertising of a country store 

carrying a varied stock covers a wide 
scope and, of necessity, as uppermost 
m importance. This will require con­
siderable time and space as my idea 
is to show examples of good and bad 
advertising—you know that we profit 
by the mistakes of others and in no 
branch is this so apparent as in the 
shameful waste of good money for 
worthless advertising. Do not misun­
derstand me— I am a firm believer in 
printer’s ink.

In taking up the sales plans that 
have proven successful I believe most 
retail merchants will find this branch 
of keen importance to them, for who 
among us is not looking for new 
plans or for old ones which have done 
the business? The ways to win trade 
are many and cover a wider range 
than might at first glance be sup­
posed.

Good windows are the “eyes of the 
store.”

Good schemes and bad schemes will 
be fully discussed in these letters.

Personal criticism of your advertis­
ing and personal advice will be given 
when asked. This is a branch of busi­

ness which produces results counted 
*n dollars and cents. The writer of 
these letters will be glad to »receive 
your advertisements and will tell you 
how to make them better. Your busi­
ness problems will also be received in 
strictest confidence and personal let­
ters of advice will be sent to you.

Do you want this service? Do you 
want to read these letters— in the 
Tradesman? If you do, just stop 
long enough to drop me a line— do it 
now and if enough of you say you 
would like this class of matter to 
appear in the columns, perhaps the 
editor might be induced to print the 
stuff. I he Lord only knows. Any­
how, let’s see how many have read 
this much— Hands up— Shall I go 
ahead? Hoosier Storekeeper.

The Residue.
Four-year-old Margery, sent out to 

look for eggs, found only a china nest 
egg, and came back empt-handed. 
“There was dust the pattern left, 
Mamma,” she explained.

W e have recen tly  purchased a la rge  amount 
of machinery fo r the im provement and b e tte r­
m ent of our E lec tro type  D epartm ent and are  
in a  position to  give the purchaser of electr< - 
types the advantage of any of the so-called 
new processes now being advertised. Our 
prices are  consistent with the serv ice ren­
dered. Any of our custom ers can prove it. 

Grand Rapids Electrotype Co.
H. L. Adzlt, Manager Grand Rapids, Mlcb.

Mica Axle Grease
Reduces friction to a minimum. It 
saves wear and tear of wagon and 
harness. It saves horse energy. It 
increases horse power. Put up in 
i and 3 lb. tin boxes, io, 15 and 25 
lb. buckets and kegs, half barrel* 
and barrels.

Hand Separator Oil
is free from gum and is anti-rust 

land anti-corrosive. Put up in 
i and 5 gallon cans.

STANDARD OIL CO.
GRAND RAPIDS, MICH.

Press

N ew  Invention Just Out
Something to Make Every Pound of Your Waste Paper Bring You

Good Dollars

T h e

H a n d y

F or bailing all 
kinds of waste

Waste Paper

Hides and 
Leather

Rags, Rubber 

Metals

Increases the profit of the m erchan t from the day it is introduced. P rice. $40 f. o. b. 
Grand Rapids. Send for illustrated  catalogue.

Handy Press Co. 251-263 So. Ionia St. Grand Rapids, Mich.

The Shallow Cultivator as a  Time Saver
Farm  la b o r  i s  m ig h ty  sc a r c e  th e s e  

d a y s .
I t ’s  c o s t ly ,  to o .
W o u ld n ’t it b e  p ro fitab le  for you 

to  b u y  to o ls  th a t  w ou ld  d o  aw a y  w ith  
o n e  m a n ’s  w ork  an d  s a v e  y o u r  
fa rm er  c u s to m e r s  m o n e y ?

W e h a v e  s u c h  a t o o l—it d o e s n ’t 
c o s t  m u c h , an d  i t ’s  w orth  a lo t  m o re  
th a n  it  c o s t s .

T h e  Shallow Cultivator w il l  c u l ­

t iv a te  te n  a c r e s  o f  co rn  b e tw e e n  
b rea k fa st an d  d in n e r  b e ll t im e  w ith ­
o u t a n y  tro u b le .

H o w  lo n g  d o e s  it ta k e  th e  o ld  s ty le  
c u lt iv a to r?  T w o  d a y s  p e r h a p s . Q u ite  
a s a v in g , i s n ’t it?

W e w a n t y o u  to  s e e  t h is  to o l— w e  
a r e n ’t g o in g  to  ch a r g e  y o u  a n y th in g  
e ith e r . 6

J u s t  te ll  u s  right now—today— to  
te ll  y o u  m o re  a b o u t ou r  Shallow 
Cultivator.

BROWN & SEHLER CO. - GRAND RAPIDS, MICH.
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RAVENNA’S OPPORTUNITIES.

How They May Be Enhanced by Co­
operation.*

I have often wondered who it was 
that christened this bustling, thrifty 
little southeastern village of Muske­
gon county, and as to how it hap­
pened that so ancient a name and one 
so full of religious, civic and art his­
tory as is the name Ravenna should 
be applied to what was originally a 
lumber camp in the pine forests of 
M ichigan.

And it is very interesting, as I 
found one day when considering this 
matter, to know that there is but 
cne other village in America having 
the same name— Ravenna, Portage 
county, Ohio, which, forty miles 
southeast of Cleveland and having 
less than 4,000 population, was found­
ed in 1799— one hundred and eleven 
years ago.

The only other Ravenna in the 
worid is the walled and wondrous 
Italian city, which, according to tra­
dition, is older than Rome and which 
according to history, was conquered 
by the Romans 187 j êars before the 
time of Christ— and which to-day, al­
though at is perhaps the finest exam­
ple extant of primitive Christian arch 
ilecture and art, has less than 20,000 
population.

What has such ancient history to 
do with Ravenna, Muskegon county 
Michigan?

Why call up a European city nearly 
twenty-one hundred years old and 
why refer to an American village con 
siderably more than a hundred yealrs 
old?

First, I hope to remind you that 
your village name has historic valu 
and next I want to impress upon your 
minds that, loyal to the only other 
Ravenna there is, it is up to you to 
achieve something far your tow 
which — when your history is writ

a joint query and comment as to 
the name and nature of your own 
home town— the place where are lo- 

ted your interests, your ambitions 
and, peirhaps, the happiest years of 

our life— you would, if your loyalty 
genuine, if your citizenship is of 

he right sort, stand by Ravenna.
In his message to the two houses 

Congress Dec. 5, 1905, our late 
Fresident, Colonel Theodore Roose­
velt, said:

“In the past the most direful among 
e influences which have brought 

about the downfall of republics has 
ever been the growth of the class 
spirit, the glrowth of the spirit which 
tends to make a man subordinate the 

elfare of the public as a whole to 
ie welfare of the particular class to 
hich he belongs. It is the man’s 

moral quality, his attitude toward the
great questions which concern all hu- can not comprehend the force there is

ten fifty or a hundred years hence 
shall not be unworthy a place "by the 
side of the other records to which 
have referred.

And this reminds me of a current 
tale that is told of our distinguished 
fellow citizen, Senator William A 1 
den Smith, touching pride in one 
own name: One day, just as the Sen 
ator turned off from Pennsylvan 
avenue to go up Fourteenth street 
in Washington, he was met by 
newspaper correspondent, who, being 
a warm hearted, jovial friend, gtreet 
ed him with:

“Senator, have you ever felt any tr 
grets over the fact that your name 
Smith?”

“Why, no, have you?” responded 
the Senator, as his strong mouth and 
splendid teeth added a good natured 
zest to the reply.

“ But it is such a commonplace 
name,” persisted the new&papdr man.

“I know it is,” responded the Mich­
igan statesman, “but you must not 
forget that my name is William Al- 
den Smith.”

Now that may sound conceited in 
the Senator —  considered carelessly, 
thoughtlessly. But it was not.

Supposing any one of you gentle­
men should be suddenly confronted

himself and the devil take the hind­
most.”

One of the most common expres­
sions in use in business affairs is the 
term pro rata.” Assessments, wages, 
profits and losses are distributed pro 
rata—-that is, in fair and just pro­
portion— yet the term is rarely em­
ployed except in relation to some­
thing tangible and palpable; some­
thing material like dollars and cents 
and the tables of weights and meas­
ures.

And yet that phrase of “pro rata” 
may be as fairly and as effectually ap­
plied to the bestowal of a man’s 
thought, wisdom, effort and influence 
as a citizen.

Of course, the spiritual miser who, 
determined to go it absolutely alone, 
helping no one, considering no one, 
persisting in his solitary selfishness

manity, his cleanliness of life, his 
power to do his duty toward him­
self and toward others which really 
count.”

I was reminded of this sentiment 
hen I received notice that I had 

been assigned for this occasion to ad­
dress you upon the topic of “Co­
operation among men of business.” As 
to the meaning of the word co-oper­
ation, I believe that it is found in the 
exercise of that tremendous force al- 
uded to by Colonel Roosevelt, a 

man’s practical, consistent and con­
stant exercise of “his power to do his 
duty toward himself and toward 
others.”

In every community, I regret to 
say, there are too many men whose vi- 
ion is so attenuated, so limited, that 

they do not see that there can be no 
uccessful husbanding of individual 

interests that is completely apart 
from the conservation of the general 
welfaire; too many men who swear by 
the brutal old maxim: “Every man for

n joint effort and harmonious co-oper­
ation among business men in behalf 
of the public welfare.

And so, such men can not know 
ihe relish there is for the broad mind­
ed, fair minded and enthusiastic citi­
zen of public spirit who knows, 
through experience, that his generous 
and sincere efforts co-ordinated with 
the like efforts of others, like him, are 
truly worth the while.

Every man in business— be he farm­
er, banker, lawyeir, clergyman, teach- 
elr, scientist, merchant, doctor, manu­
facturer or artisan— owes it first to 
himself and next to others to contrib­
ute his pro rata share toward the 
elevation and advancement of the 
public welfare. And each man, no 
matter what may be his -mental or 
material condition, may— if he is able 
to follow any of the callings named— 
give of his (resources to such progress 
and betterment.

To make such an effort yield its 
full measure of success three essen­

tials must be observed»— sincerity, pa­
tience and persistence.

For example, take the very genesis 
of co-operative effort— the ordinary 
family relations. To begin with, a 
family is not a thing to be developed 
in a day, a month or a year. And even 
after the days of courtship, the splen­
did marriage function and the coming 
of the first two or three babies, the 
family is not perfected to its best con­
dition until after years of joint 
joys, sorrows, successes and failures, 
triumphs and disappointments.

How, then, can any community of 
500, 5,000 or 50,000 souls hope to de­
velop an efficient system and condi­
tion of co-operative effort and am­
bition within a year or two?

But I find I am talking “all around 
Robin Hood's barn”— that I am not 
getting to the point— the climax you 
are all interested in— how may men 
of business, by pulling -together, do 
more for their home town than they 
can accomplish otherwise?

That problem is very strikingly and 
very seriously up for solution before 
every community in America, and the 
most interesting fact in this connec­
tion is that its answer is just as vi­
tal to the village of a few hundred in­
habitants as it is to the metropolis of 
100,000 or more citizens. Never be­
fore in the history of civilization has 
there existed a more widespread and 
earnest desire to accomplish things in 
behalf of the general welfare than 
that which is in evidence all over the 
world to-day.

It is just as important to the prog­
ress of Ravenna that her citizens 
should get together in earnest and 
in a spirit of harmony and loyalty to 
her interests as that the millions in 
Greater New York or Chicago 
should strive in unison for those 
wonderful centers of American citi­
zenship.

IT  W I L L  B E  Y O U R  B E S T  C U S T O M E R S '

o r  s o m e  s lo w  d e a le r ’s  
b e s t  o n e s , t h a t  c a ll fo r

•Address delivered by E. A. Stowe at 
annual banquet Ravenna Business Men’s 
Association, June 15, 1910.

S A P O L I O

A lw a y s  s u p p ly  it  a n d  y o u  
w il l  k e e p  th e ir  g o o d  w i l l .

* ■ *

HAND SAPOLIO Is a special toilet soap—superior to any other in countless ways—delicate 
enough for the baby*s skin, and capable of removing any stain.

Cost« the dealer the same as regular SAPOLIO, but should he sold at 10 cet.is per cake
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What are the limitations of Raven­
na and what are her possibilities?

They are just exactly what you 
choose, in a spirit of local pride and 
patriotism, backed by an accuirate 
knowledge of your location, your re­
sources and your appreciation of your 
own individual value, to make them.

Here you are midway between 
Grand Rapids and Muskegon, with 
direct railway connection to each 
city— and, in all likelihood, with addi­
tional railway communication north 
and south coming to you within the 
next few years.

With a good agricultural territory 
surrounding you it is up to you to 
adjust your town and yourselves to 
developing that territory and to a 
utilization of your railway facilities 
your nearness to Grand Rapids and 
Muskegon and your relation to and 
participation in the affairs of all of 
Michigan; and to do this in a spirit 
of improving your own condition first 
and so bettering the welfare of our 
entire commonwealth.

I mean by this that your plans, your 
ambitions and your efforts shall not 
be based wholly upon selfishness. 
There are many ways of exhibiting 
personal characteristics such as sel­
fishness, improvidence, and all that

A Scotchman and an Irishman met 
in a restaurant— the only guests at a 
small table. They finished their meal 
simultaneously and the Scotchman 
took a well-filled pipe from his pock­
et and, lighting it, began to smoke 
contentedly. Meanwhile the Irish­
man had produced his short stemmed 
clay pipe and was feeling hopelessly 
in his various pockets. At last he 
addressed his companion with, “Have 
>ou a match?” at the same time 
searching his pockets.

Carefully the canny Scot produced 
a dozen or so matches. He held them 
carefully in the palm of one hand 
while he was particular to pick out a 
solitary match, which he placed dain­
tily on the table befoire his friend.

Still the Irishman fingered his pipe 
and explored his pockets hopelessly, 
until at last he observed in an appeal­
ing sort of tone: “Be the powers, I 
have no tobacco.”

“Then ye’ll ha’ no use for the 
match,” responded the Scotchman as 
he reached over and picking up the 
tiny lucifer deliberately returned it to 
his pocket.

As earnest, loyal and public spirit­
ed citizens striving together for your 
town you will have many opportuni­
ties— furnished by applicants seeking 
something for nothing— to remember 
that Scotch thrift and frankness are 
valuable characteristics. Don’t offetr a 
cash bonus or free sites to prospec­
tive industries unless they demon­
strate clearly and conclusively that 
they can, in return, give value receiv­
ed. Beware of the glib talkelr with 
large ideas whose chief asset is pre­
tense and nerve.

Bear in mind always that no really 
valuable industry having a high grade 
product that has a ready market seeks 
a change except fotr good practical 
reasons. Either a better location as 
to shipping facilities and freight rates 
is desired, or else a cheaper rental, 
larger grounds and a better labor 
market a(re required.

Think these facts over and I feel 
sure that you will conclude that, for 
a beginning, you of Ravenna would 
better direct your wisdom, your ener­
gy and your contribution of good cit­
izenship toward bettering local con­
ditions, toward improving opportuni­
ties already at your doors.

What can you do in this respect?
Get together in an unselfish display 

of civic activity and co-operate with 
the railway authorities and owners of 
buildings and grounds about your 
railway station in an effort to make 
your station and adjacent grounds and 
buildings look more like the front 
door or entrance to your town.

It is there that 99 per cent, of the 
first impressions as to your town aire 
formed. Do all you can and as quick­
ly as you can to guarantee that those 
first impressions shall be favorable. 
The stranger who is pleasantly and 
attractively greeted as he steps from 
the train is sure to prove a perma­
nent and valuable advertiser of your 
town and, as it has frequently hap­
pened, it is such a stranger thus 
greeted, that is on the lookout for an 
invesment— either as merchant or 
manufacturer or in the line of ireal es­
tate; and because he likes the picture 
that greets him he locates where he 
has been favorably received.

Keep your streets and sidewalks in 
good condition, make your vacant lots 
and commons look neat, alive and 
well kept; don’t let old buildings, 
shacks, abandoned vehicles, machin­
ery or refuse piles tell the newcom­
ers a story of shiftlessness and neg­
lect. Such exhibits hurt a town’s rat­
ing beyond measure. Keep your store 
fronts, your signs, youir show win­
dows, your lawns, fences and homes 
in trim order, so that strangers may 
know you have genuine local pride 
and community generosity.

Never let slip an opportunity to 
win the friendship and admiration of 
every farmer who comes to youir 
town— go to any extreme of hospi­
tality to show not only individual in­
terest but to impress the fact of com­
munity interest upon every regular 
customer and every occasional cus­
tomer.

And here I come to the one great 
stumbling block— jealousy.

Cut it out. Theire is obsolutely noth­
ing in it for you. On the contrary, 
it is absolutely certain to hurt the one 
who indulges in such foolishness.

Look out broadly and fairly into 
your own county, Newaygo county 
and Kent county and know that 
you will find good fellows and good 
friends in all directions; know that 
you are, as the business men of Ra­
venna, equally good fellows, equally 
eliable as good friends.

Of course, you aire in business pri­
marily to achieve a reliable reputa­
ron as successful business men; men 

who are good providers for those de­
pendent upon you; men who treat 

thers fairly and squarely; men who 
chieve a competence. Keep these 

facts in mind always and you will, 
perforce, awaken to the naturally de­
veloped fact that you aire also in 
business that you may be able to c o n ­
tribute your pro rata share toward 
the promotion of the general welfare 
and that you do this gladly, proudly.

And this happy condition can be 
created in any community where its 
citizens forget about avarice, penu- 
riousness, envy and pretense and, put­
ting their faith in square dealing, con­
fidence in each other and a deter­
mination to make their town popular, 
attractive and progressive.

This does not mean that you citi­
zens of Ravenna are to embanrass 
your business or your families by de­
voting large sums of money to the 
development of your town. It means, 
instead, that you shall get together 
in consultation upon specific proposi­
tions; to consider these matters sin­
cerely and with only the general wel­
fare of the community in mind. It 
means that every man of you shall 
push and shall not knock. There will 
be, necessarily, leaders in such an ef­
fort and those leaders must have the 
fair and vigorous support of all citi­
zens. Don’t surmise, question or sus­
pect the motives of any man; don’t 
become impatient or discouraged be­
cause of disappointments which are 
sure to come.

Have faith in your neighbors and in 
yomrselves and realize at the outset 
that every community, large or lit­
tle, which has won success in the de­
velopment of civic righteousness has 
dene so only after two, five or ten 
years of constant, energetic and per­
fectly harmonious co-operation on 
the part of a majority of its men of 
business.

No man is really trusting Provi­
dence who is letting his muscles get 
flabby.

A Bible in a Cracker Box.
The British and Foreign Bible So­

ciety recently published an important 
edition of the Scriptures in the prin­
cipal language of Uganda. The vol­
ume is in shape very long, but .it is 
only three inches wide and about 
three inches thick.

A peculiar treason occasioned the 
adoption of this form. In Central 
Africa the white ants and other in­
sects rapidly destroy a book unless it 
is well protected. The representatives 
of the Society, therefore, recommend­
ed that the edition mentioned be is­
sued in a form that would fit into 
the tin biscuit boxes of a certain 
firm which are very generally used in 
Uganda.

This was done and the ant-proof 
biscuit box is just large enough to 
hold this Bible, a small Bible his­
tory, and a hymnal and prayer book.

THE NEW FLAVOR

MAPLfINE
Better 
Than 
Maple

The Crescent Mfg. Co., 
Seattle, Wash.

Order from your jobber or The Louis 
Hilfer Co., Chicago, 111.

Here Is an 
Interesting Letter 
For You

(Cut shows 
customer’s 

dial—12 
inches in 

diameter)

nil!

Indianapolis, Ind., May 7, 1910.Angldile Computing Scale Co.,
Elkhart, Ind.

Gentlemen:—We have given your Mr. C. F. Harms, of Indianapolis
°! £ ght ° f your AngWile Computing Scaled 

(brKINGLESb) for our Indianapolis store. Your chart of plain figures 
is more satisfactory to the clerks, and the customer's dial promotes con­
fidence in the purchaser.

We consider the Angldile to be perfection in every detail and the 
height of mechanical skill. The most accurate, most sensitive and abso­
lutely frictionless.

At any time it will be our pleasure to give any prospective purchaser 
of scales more reasons why.

Yours truly, PETER SMITH & SONS.

The house of Peter Smith & Sons, of Detroit and Indianapolis, is one 
of the oldest and best known in the Middle West.

Ask us to send you some Angldile literature, in order that you may 
judge for yourself those features possessed only by this scale which ap­
pealed so strongly to this firm.

Angldile Computing Scale Co.
I ll Franklin St. Elkhart, Ind.



The Great Difficulty of Getting on the
Road.

I heard a manufacturer say the 
other day:

“If brains, ability and push could 
be paid at their full value a good 
percentage of ouir traveling salesmen 
would be millionaires.”

Which is entirely true!
One does not rub elbows very long 

with roadmen without experiencing a 
feeling of increased respect for these 
good-natured, common-sensible pur­
veyors of good times. Their lives 
have perhaps more ups and downs 
than most others, but the stories they 
tell, Crewdson’s, for instance, show 
how admirably they rise above ad­
versities and hardships.

“ I shall never forget my first ex­
perience,” said my old friend Jim, as 
we all lighted fresh cigars— having 
forgotten the Dutch pictures and the 
black oak furnishings of the buffet.

“I had made a little flyer for the 
house to pick up a bill of opening 
stock out in Iowa. They all thought 
in the office that the bill was not 
worth going after, so they sent me; 
but I landed a $2,500 order without 
slashing an item, a thing no other 
salesman up to that time had ever 
done, so the Old Man called me in 
the office and gave me a job just as 
soon as I came back.

“I started out with $200 expense 
money. The troll of greenbacks the 
cashier handed me looked as big as 
a bale of hay. I made a couple of 
towns the first two days and did busi­
ness in both of them, keeping up the 
old lick of not cutting a price.

“The next town I was booked for 
was Broken Bow, which was then off 
the main line of the ‘Q.’ and way up 
on a branch. To get there I had to 
go to Grand Island. Now, you boys 
remember the mob that used to hang 
around the hotel at Grand Island.

“That was the time when there were 
a lot of poker sharks on the road.

“When I was a bill clerk in Chicago 
I used to meet with some of the other 
boys from the store on Saturday 
nights, play penny ante, 5 cent limit, 
and settle for 25 cents on the dol­
lar when we got through— I was with 
a clothing firm, you know. I had al­
ways been rather lucky and I had it 
in my head that I could buck up 
against anybody in a poker game. I 
had no trouble finding company to 
sit with. In fact, they looked me up.

“In those days there were plenty of 
glass bowls full of water setting 
found for suckers.

“ My train didn’t leave until Mon­
day moirning and I had to Sunday at 
Grand Island.

“We started in on Saturday night 
and played all night long! By the 
time we had breakfast— and this we 
had sent up to the room— I was out 
about $40. I wanted to quit then and 
call it off. I thought this was about 
as much as I could stand to lose and 
‘cover’ in my expense account, but all 
of the old sharks said:

“ ‘By jove, you have got nerve, 
Jim. You have the hardest run of 
luck in drawing cards that I ever 
saw.’

“They doped me up with the us­
ual wards of praise and, after I had 
put a cup of coffee or two under my 
belt I went at it again, making up my 
mind that I could stand to lose an­
other ten. I figured out that I could 
make a team trip and ‘break a wheel’ 
to even up on expenses.

“Well, you know what that means. 
The time for you to quit a poker 
game (when you have money in your 
pocket) is like to-morrow—it never 
comes. By nightfall I was dead 
broke! Then I began to think. I felt 
like butting my birains out against a 
lamp post; but that wouldn’t do. I 
ate supper all alone and went to 
thinking what I’d do.

“I wasn’t a kitten, by any means, 
so I went up to my shark friends and 
struck one of them for enough to 
carry me up to Broken Bow and 
back. He was a big winner and came 
right up with the $20. They wanted 
to let me in the game again on ‘tick,’ 
but then I had sense enough to know 
that I’d had plenty. I went to my 
room and wrote the house.

“I simply made a clean breast of 
the whole business!

“I told them the truth about the 
matter— that I’d acted the fool— and 
I promised them I’d never do it any 
more; and I haven’t played a game of 
poker since. The old man of the 
house had wired me money to Grand 
Island by the time I returned there 
and in the first mail he wrote me to 
keep right on. Not bad, eh?”

I had heard one of the very suc­
cessful clothing salesmen of Chicago 
tell how he got on the iroad:

“I had been drudging along in the 
office making out bills for more than 
a year at $10 a week,” said he. “My 
father traveled for the firm, but he 
never would do anything to get me 
started on the road.

“He thought I would fall down!
“ I was simply qrazy to go. I had 

seen the salesmen get down late, sit 
around like gentlemen, josh the boss­
es, smoke good cigars and come and 
go when they pleased for eight 
months in the year. This looked bet­
ter to me than slaving away making

out bills from half-past seven in the 
morning until half-past six at night, 
going out at noon hungry as a hound 
and having to climb a ladder after a 
ham sandwich, a glass of milk and 
a piece of apple pie.

“I had kept myself pretty well tog­
ged up and, as my father wouldn’t do 
anything to get me started, I made 
up my mind to go straight to the 
boss myself. He was a little fat 
sawed-off.

“He wore gold-rimmed glasses and 
whenever he was interested in any­
body he would look at him over his 
‘specs.’ He did not know much about 
the English language, but he had a 
whole lot more good common sense 
than I gave him credit for then.

“It never huirts a boy in the house, 
you know, who wants to go on the 
road to go square up and say so.

“He may get a turn-down, but the 
boss will like his spunk and he stands 
a better show this way than if he 
dodges back and waits always for the 
boss to come to him. Many a boy 
gets out by striking the Old Man 
to go out. If the boy puts up a good 
talk to him the Old Man will say: 
‘He came at me pretty well. By 
Jove, he can approach merchants and 
we will give him a chance!’

“One day, pretty soon after I had 
braced the Old Man to send me out, 
a merchant in Iowa wrote in that he 
wanted to buy a bill of clothing. They 
looked him up in Dun’s and found 
that he was in the grocery business. 
My father didn’t wish to go out— 
the town was in his territory. I over­
heard the Old Man in the office say 
to him:

“ ‘Let’s send Chim!’
“Well, Jim stairted that night. They 

told me to take a sleeper, but I sat 
up all night to save the $2. I didn’t 
save much money, though, because in 
the middle of the night I got hun­
gry and filled up on peanuts and 
train bananas. The town was up on 
a branch and I didn’t get there until 
six o’clock the next day. When I 
reached there I went right up to my 
man’s store.

“You ought to have seen his 
place!

“The town was about 700 and the 
store just about evened up with it— 
groceries and hardware. I got a 
whiff from a barrel of sauer kraut as 
I went in the door; on the counter 
was a cheese case; frying pans and 
lanterns hung down on hooks from 
the ceiling. Two fairmers sat near 
the stove eating sardines and crack­
ers. No clothing was in sight and 
I said to myself:

“ ‘Well, I’m up against it; this man 
can’t buy much; he hasn’t any place 
to put it if he does.’

“ But I’ve since learned one thing: 
You never know who is going to buy 
goods, and how many on the road 
must learn that the man who has 
nothing in his line is the very man 
who can and will buy the most, some­
times, because he hasn’t any. And, 
besides, the little man may be just 
in the notion of spreading himself.

“A young man was counting eggs 
back near the coal oil can. He was 
the only one around who seemed to 
have anything to do with the store.

I walked up to him and told him 
who I was. He said:

“ ‘Yes, we are glad to see you. I’m 
just out of school and father wants 
to put me in business here. He is 
going to put in all his time in the 
bank. He wants me to take charge 
of the store. I’ve told him we could 
sell other things besides groceries— 
they are dirty, anyway, and don’t pay 
much profit; so we have started to 
build on another room right next 
doar and are going to put in other 
lines.

“ T ve told father he ought to put 
in clothing, but he hasn’t fully made 
up his mind. I’ll ask him to come 
down after supper and you can talk 
to him.’

“ ‘Hasn’t fully made up his mind.’ 
and here I am my first time out, 
twenty-four hours away, and a big ex­
pense— all this went through me and 
I couldn’t eat any supper.

“The old banker that evening was 
just tolerably glad to see me. It was- 

’t exactly a freeze, but there was

Hotel Cody
Grand Rapids, Mich.

A. B. GARDNER, Mgr.

Many im provements have been made 
In this popular hotel. H ot and eold 
w ate r have been put in all the  rooms.

Tw enty new rooms have been added, 
many with p rivate  bath.

The lobby has been enlarged and 
beautified, and tbe  dining room moved 
to  the ground floor.

The ra te s  rem ain the  sam e—$2.00, 
12.50 and $3.00. A m erican plan.

All meals 50c.

Like the Little Red 
School House in the 
poem

Hotel Livingston
Grand Rapids, Mich.

is “ half way up the hill.”  
No more convenient loca­
tion. Just high enough 
to catch the freshest, 
purest air.

The Breslin
Absolutely Fireproof

Broadway, Corner of 29th Street

Most convenient hotel to  all Subways 
and Depots. Rooms $1.50 per day and 
upwards w ith use of baths. Rooms 
$2.50 per day and upwards w ith private 
bath. B est R estau ran t in New York 
City w ith Club B reakfast and the world 
famous

“ C A F E  E L Y S E E ”
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lots of firost in the air. He said, aft­
er we had talked the thing over, that 
he would look at my samples the next 
morning, but that he would not buy 
unless my line was right and the 
prices were right.

“I was sure my ‘prices were right.’ 
“I had heard the bosses talk a 

whole year about how cheaply they 
sold their goods. I had heard them 
swear at the salesmen for cutting 
prices and tell them that the goods 
were marked at bare living profit; 
and I was green enough to believe 
this.

“I also knew that my line was the 
best one on the road.

“I had not stopped to figure out 
how my bosses could stay under their 
own roof all the time and know so 
much about other houses’ goods and 
be absolutely sure that their own line 
was bound to be the best ever. I had 
heard the road-men many times tell 
the bosses to ‘wake up,’ but I did not 
believe the salesmen. You know that 
a young fellow, even if he is with a 
weak house, starts out on his first 
trip feeling that his house is the 
best ever.

“ Before he gets through with his 
maiden trip, even although his house 
is a thoroughbred, he will think it 
is a selling plater.

“That night I worked until two 
o’clock opening up. I did not know 
the marks so I had to squirm out 
what the characters meant and put 
the ptrices on the tickets in plain fig 
ures so I would know what the 
goods were worth.

“But this was a good thing!
“The salesman or the firm that has 

the honesty and the boldness to mark 
samples in plain figures and stick ab­
solutely to their marked price will 
do business with ease! Merchants in 
the country do not wish to buy 
cheaper than those in other towns 
do; they only wish a square deal. And, 
say what you will, they are kind o’ 
leary when they buy from samples 
marked in characters— not plain fig­
ures. They often use a blind mark 
to do scaly work on their own cus­
tomers, but they do not like to have 
the same game worked on them­
selves.

“ Honest merchants, and I mean by 
this those who make only a reasona­
ble profit, mark their goods in plain 
figures, cut prices to nobody— prefer 
to do business with those who do it 
their way. The traveling man who 
breaks prices soon loses out.

“That night I couldn’t sleep. I 
was up eairly next morning and had 
a good fire in my sample room. I had 
sense enough to make the place where 
I was going to show my goods as 
comfortable as I could.

“I sold a bill of $2,500 and never 
cut a price.

“When I got home I put the order 
on the old man’s desk and went to 
my stool to make out bills. The old 
man came in. He picked up the or­
der and looked it over carefully, then 
he asked one of the boys:

“ ‘Vahr’s Chim? Tell him to come 
here. I vant to see him.’

“ I walked into the office. The old 
man was looking at me over his 

t ‘specs’ and I went in. He grabbed 
pie by the hand and said, so Joyd you
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could hear him all over the house. 
‘Ah, Chim, dot vas tandy orter. How 
dit you do id mitoud cutting brices, 
Chim? You vas a motel for efery 
man ve haf in der house. I dit not 
know ve hat a salesman in dor of 
fice. Py himmel! You got a chob 
on der roat right away, Chim.’ ”

“Since starting on the road,” an old 
traveler said, “many have asked me 
‘How can I get a job on the road?’ 

Young men and old men have ask 
ed me this— clerks, stock boys, mer 
chants and students. Even wives 
have asked me how to find places for 
their husbands.

Let’s clear the giround of dead tim 
ber. Old men of any sort and young 
men who haven’t fire in their eyes 
and ginger in their feet need not ap 
ply. The Old Man, who sits in the 
head office, sizes up the man who 
wishes to go out on the road am 
spend a whole lot of the firm’s mon 
ey for traveling expenses with a great 
deal mare care than the dean of 
college measures the youth who 
comes to enter school. The dean 
thinks: “Well, maybe we can make 
something out of this boy, dull as h 
is. We’ll try.” But the business man 
says: “That fellow is no good. He 
can’t sell goods. What’s the use of 
wasting money on him and cover 

| ing a valuable territory with a dum 
my ?”

On the other hand, the heads o 
wholesale houses are ever on the 
watch for bright young men. This is 
no stale preachment, but a live fact 
There are hundreds of road posi 
tions open in every city in America 
Almost any large firm would put on 
ten first-class men to-morrow, but 
they can not find the men.

The “stock” is the best training 
school for the iroad— the stock boy is 
the drummer student. Once in 
while an old merchant, tiring of the 
routine of the retail business, may 
get a “commission job”— that is, he 
may find a position to travel for some 
firm, usually a “snide outfit”— if he 
will agree to pay his own traveling 
expenses and accept for his salary a 
percentage of his sales shipped.

Beware, my friend, of the “com­
mission job!”

Reliable firms seldom care to put 
out a man who does not “look good 
enough” to justify them in at least 
guaranteeing him a salary he can live 
on. They know that if a man feels 
he is going to live and not lag be­
hind, he will work better. The com­
mission salesman is afraid to spend 
his own money; yet, were he to have 
the firm’s money to spend, many a 
man who fails would succeed. Once 
in a while a »retail clerk may get a 
place on the road, but the Old Man 
does not look on the clerk with fav­
or. The clerk has had things come 
his way too easy. His customers come 
to him; the man on the road must go 
ifter his customers.

The stock boy learns his business 
rom the ground up or better— as the 

Germans say, “from the house out.” 
If one young man can not become a 
surgeon without going through the 
dissecting room, then another can 
not become a successful drummer 1 
without having worked in stock. The

merchant, who ofttimes deals in 
many lines, wishes to buy his goods 
from the man who knows his busi­
ness; and unless a man knows his 
business he had better never start on 
the road.— Clothier and Furnisher.

The Seventeenth Annual Convention 
Michigan Grand Council.

Detroit, June 13—The seventeenth 
annual convention of the Michigan 
Grand Council of the United Com­
mercial Travelers of America con­
vened at Port Huron Friday and 
Saturday, June 10 and 11. The ho- 
:els were filled to overflowing by the 
several delegations which came from 
ill parts of the State, the largest of 
.vhich * weire from Saginaw Council 
ind Cadillac Council, of Detroit, each 

of whom came over a hundred strong, 
including the ladies of the party.

I he town was handsomely decor- 
ted, the citizens doing themselves 

proud in this respect. Nothing was 
00 good for the “bunch.” The town 
lelonged to the travelers without any 

opposition during their stay.
The executive sessions were held 

at the Masonic Temple and the us­
ual »routine of business was transact­
ed. there being nothing of vital im­
portance just at this time that need­
ed attention.

The election of officers, which took 
dace at the afternoon gathering of 
he delegations, resulted as follows: 

Grand Counselor— C. A. Wheeler, 
Marquette.

Grand Junioir Counselor—-Geo. B. 
Craw, Petoskey.

Grand Conductor— J. Q. Adams, 
Battle Creek.

Grand Past Counselor— A. T. Lin­
coln, Hillsdale.

Grand Secretary— Fred C. Richter, 
raverse City.
Grand Treasurer—Joe C. Wittliff, 

Port Huron.
Grand Page— E. A. Welch, Kalama­

zoo.
Grand Sentinel— Mark S. Brown, 

aginaw.
Grand Executive Committee, to 

erve two years— James Hammel, 
ansing, third term; A. G. McEach- 

ron, Detroit, first term; John A. Hoff­
man, Kalamazoo, and John D. Mair- 

n, Grand Rapids, hold over as mem- 
ers of the Committee.
Delegates to the Supreme Coun- 
1—A. T. Lincoln, Hillsdale; F. H. 
lark, Detroit; C. A. Wheeler, Mar- 
Lictte; M. Howarn, Detroit; O. D. 

Gilbert, Saginaw.
As Rrother C. A. Wheeler may 

ot be able to go to Columbus, his 
place will, no doubt, be filled by 
Birother John W. Schram, of Detroit, 

ho was elected first alternate.
The ball was held at Keewahdin 

Park, on the shore of Lake Huron.
ad the weather man been a little 

more lenient, no more ideal place 
could have been selected and those

who did attend seemed thoroughly to 
enjoy themselves.

Rain interfered with the base ball 
games Saturday morning and al­
though it looked as though Saginaw 
was in for a good thrashing by the 
team of Cadillac Council, of Detroit, 
it was decided to divide the prize 
money equally between the two 
clubs.

In the afternoon parade Saginaw 
Council and Cadillac Council, of De­
troit, again divided the honors, the 
former fotr having the largest rep­
resentation and the latter for the 
best appearance. There was no ar­
gument in the latter case, as the drill 
squad of Cadillac Council, under the 
command of Capt. William H. Baier, 
received round after round of ap­
plause all along the line of march.

Taken all in all, the seventeenth 
annual convention of the U. C. T. was 
one of the most successful ever held 
and those who participated in the 
same will look back to it with pleas­
ure.

The Boys Behind the Counter. 
Springvale —  Clyde Madison, of 

Pellston, will take the management 
of the general store of Cobbs & 
Mitchell, Inc., July 1, succeeding A. 
C. Smith, who goes to Conklin to 
assume the management of the Smith 
Mercantile Co.

Cadillac -Ernest Ostltind has taken 
a position in the Seegmiller Bros, 
store.

Sturgis— L. C. Cook, a registered 
pharmacist of Grand Rapids, is now 
employed at the Stuirgis Pharmacy.

Benton Harbor— Paul Scott has 
taken a position at the A. H. Rowe 
grocery.

Houghton— F. E. Harrison, the 
well-known Menominee cigar sales­
man, has assumed his duties as man­
ager of the cigar department of the 
Roach & Seeber Co.

Munising—'Although spring in this 
section came about thirty days eairlier 
than usual, the various mills did not 
start operations any earlier. The Su­
perior Veneer & Cooperage Co.’s 
sawmill and stave and veneer mill 
are running steadily. The Cleveland- 
Cliffs Iron Co.’s sawmill is «running 
on day shift only. This company has 
not started its shingle mill, although 
a large stock of tie and shingle tim­
ber is in boom. Forster Bros, are 
running their shingle mill but will 
not operate their sawmil this year. 
What logs they put in last winter 
have been bought by the Cleveland- 
Cliffs Ilron Co.

WALTER SHANKLAND & CO.
85 CAMPAU ST., GRAND RAPIDS, MICH. 

Mich. State Sales Agents for
The American Qas Mach. Co.

Albert Lea, Minn.

E O O  D I S T R I B U T O R S
We handle eggs almost exclusively, supplying best trade 

in New York and vicinity.
WE W ANT large or small shipments on consignment, or will buy, 

your track. Write or wire.

SECKEL & KIERNAN, NEW YORK
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DRUGS*1™ d r u g g ist s  su nd ries  
m  r  .  M i r

Michigan Board of Pharm acy. 
President—W. E. Collins, Owosso. 
Secretary—John D. Muir, Grand Rapids. 
Treasurer—W. A. Dohany, Detroit. 
Other Members—Edw. J. Rodgers, Port 

Huron, and John J. Campbell, Pigeon.

Michigan Retail Druggists’ Association. 
President—C. A. Bugbee, Traverse City. 
First Vice-President—Fred Brundage,

Muskegon. _ ___
Second Vice-President—C. H. Jongejan,

Nationally much interest is being 
exhibited* by the delegates to the 
Pharmacopoeial convention and the 
officers and members of the American 
Pharmaceutical Association in mak­
ing a new Pharmacopoeia and Nation­
al Formulary. Its great work is to 

j be commended and the Association 
Grand Rapids._ _ -------- ™------------- 'deserves our individual aid by in-Secretary—H. R. McDonald, Traverse 
City.

Treasurer—Henry Riechel, Grand Rap-
Next Meeting—Kalamazoo, Oct. 4 and 

5. _____
Michigan State Pharm aceutical Associa­

tion.
P re sid en t—E. E . Calkins, A nn A rbor. 
F ir s t  V ice-P resid en t—F. C. Cahow, 

R eading.
Second V ice-P resid en t—TW. A. H yslop,

creasing its membership. In view of 
the splendid work of the National 
Association of Retail Druggists, in 
furthering the U. S. P. and N. F. 
propaganda, I would recommend the 
Association give its usual financial 
support.

The coming winter will likely be a
Bsïïre S ? -M . H. Goodale, Battle Creek, j busy one for our Legislative Corn- 

T re a su re r—Willis T.eisenring , P on tiac , j mittee, inasmuch as many changes 
N ext M e e t i n g — B n t t l f *  Q p p k .  ........ | w j | i  b e  proposed for the improvement

SENSIBLE SUGGESTIONS.
<>f our pharmacy laws, The time has 

¡passed when a young man may put in 
Annual Address of President Rodgers:» f«w years behind a drug store coun-

To Michigan Pharmacists. I*”  a"d. sP f 'al J
. , . , pass the State Board and • start in

It is a pleasant duty for me t o 1 r
preside at this, the twenty-eighth an­
nual meeting of the Michigan State
Pharmaceutical Association and in a 
few words will say:

I believe it necessary to meet in 
this fashion at least once a year to 
renew acquaintances and assure our­
selves that whatever else changes, 
ouir hearts do not, but still beat in 
kindly and fraternal sympathy and 
goodfellowship.

During the past year but little lo­
cal interest has manifested itself in

business for himself. I would recom­
mend that our pharmacy law be 
amended, making graduation from a 
reputable school of pharmacy neces­
sary foir registration and license to 
epen and conduct a drug store. A 
law of this nature would not affect 
or take away any of the rights or 
privileges of the present registered 
pharmacists.

I would suggest the enactment of 
a law prohibiting the sale, giving 
away, dispensing and compounding of 
all drugs, medicines cir poisons, ex

pharmacy, except, perhaps, a new J c f t p j .  by a qualified pharmacist (ex 
born— the Michigan Association of j emptjng no dass from its provisions) 
Retail Druggists organized for a jj believe in this case good results 
similar purpose the parent Associa- Ljjjght come if our Committee would 
tion has advocated and labored for confer wjth the Legislative Commit- 
for years, the betterment of the con- Lee 0j die State Medical Association 
dition of pharmacy. | The itinerant vending of drugs and

I believe that much good can be 
accomplished by local organizations 
affiliating with the State Association 
and it seems to me that plans might 
be effected to merge the two asso-

medicines throughout the State and 
upon the street corners of our towns 
and cities is a disgrace and should 
not be tolerated. A bill prohibitin 
such vending will surely be received

New Officers of Michigan State Phar­
maceutical Association.

Detroit, June 9— At the closing ses­
sion of the Michigan State Pharma­
ceutical Association this morning 
Prof. A. B. Stevens read a paper fav­
oring the universal establishment in 
this country of the metric system, 
instead of the present system of 
ounces and pounds.

Prof. Stevens declared that drug­
gists had done more to retard the 
final adoption of the metric system 
in this country than any other line of 
trade. He said that doctors who had 
been educated in the metric system, 
who recognized its superiority, and 
who would like to use it altogether 
in their practice, had been deterred 
from doing so because when they 
ent their prescriptions to druggists 

they were usually converted by the 
atter into the old terms, and that 

so blunderingly that, very frequent- 
y, the prescriptions were not prop- 
rly filled.
A. L. Walker, of this city, pre- 

ented the report of the Legislative 
Committee. It recommended the 
amendment of the cocaine law, as al­
ready outlined, and the indorsement 
of the itinerant venders bill, both of 
vhich were concurred in by the con­

vention.
Eighty-five new members were 

elected by the Association. Battle 
Creek was fixed on as the place for 
holding the next convention. Follow­
ing were the officers chosen:

President— E. E. Calkins, Ann Ar­
bor.

First Vice-President— F. C. Cahow, 
Reading.

Second Vice-President—W. A. Hy­
slop, Boyne City.

Sedretary— M. H. Goodale, Battle 
Creek.

Treasurer—Willis Leisenring, Pon­
tiac.

Executive Committee— E. J. Rodg­
ers, Port Huron; L. A. Seltzer, De­
troit; S. C. Bull, Detroit; E. W. Aus­
tin, Midland; H. G. Spring, Union- 
ville.

Trustee Pireston Memorial Fellow­
ship Fund— A. H. Webber, Cadillac.

Trade Interest Committee —  For 
three years, H. A. Wagar, Gladwin; 
W. J. Benedict, Belding.

Delegates to National Association 
Retail Druggists— E. E. Calkins, M. 
H. Goodale; alternates, J. J. Wells, 
Athens; R. B. Campbell, Three Riv­
ers.

ciations and strengthen our numbers with favor by the laity and would be 
to such an extent that we can go be- a protection to the public, 
fore the Legislature with reasonable Many matters of vital interest to 
requests and receive the recognition pharmacy will be disposed of by the 
due us. standing committees and a number of

Encouragement should be given valuable papers will be read at thi 
members of the State Board of Phar- meeting.
macy in their splendid effort to bring Gentlemen, we want your voices 
to justice those who persist in viola- heard in the various discussions 
tions of the pharmacy law. - We, as|Make it liveIy ' Give us your thought 
members of the Michigan State Phar- | ancj demonstrate the spirit and valu 
maceutical Association, are under J j^e meetings.
lasting obligations to the various I ------- »  ♦  ♦ -------
firms and individuals who have con-1 Same Position; Better Way. 
tributed and to the Michigan Phairma- | "What’s become of the chap that
ceutical Travelers’ Association for the 
interest they bave taken in making 
our annual meetings a success in 
point of numbers and affording us 
such enjoyable entertainments.

used to play the second bass in your 
orchestra?”

“He’s playing second base in 
minor league team. Twice as much 
money in it.”

Formulas To Remove Blackheads.
The black points, flesh worms or 

comedones, which are found in the 
face and especially near the nostrils, 
are not at all produced by the ac­
cumulation of particles of dirt or dust, 
as has generally been believed, but 
by pigmentary matter which is solu­
ble in acids. The following treat­
ment has been recomended: Kaolin 
4 parts; glycerine, 3 parts; acetic 
acid, 2 parts, with or without addi­
tion of a small quantity of some eth­
ereal oil. With this pomade cover 
the parts affected, in the evening and 
if need be during the day. After sev­
eral days all the comedones can be 
easily expressed, most of them even 
come out by washing the parts with 

I pumice stone soap. The same re-

sults can be obtained by bandaging 
the parts affected for a long time with 
vinegar, lemon juice, or 'diluted hy­
drochloric acid. The aoids act like 
cosmetics, as they transform the 
black color into a brown and yellow 
shade and destroy it gradually alto­
gether.

Merck’s Report selects the follow­
ing formulas in reply to a similar 
query:

Potassium carbonate ........ 3 drs.
Distilled water .........  z lÁ  A. ozs.
Oil cinnamon ................. 2 drops
Oil rose .............................  1 drop
Thymol ...................... ....... 10 grs.
Boric acid .........................  120 grs.
Extract witchhazel ........ 1 fl. oz.
Rose water .................... 4 fl. ozs.
Alcohol .......................... 1 fl. oz.
Ammonium Carbonate ..  20 grs.
Ether ............   1 fl. oz.
Water to make ...........  2 fl. ozs.
The selected lotion is applied two 

or three times a day with a piece of 
soft linen.

Dr. Unna’s usual treatment of 
blackheads consists of applications of 
the following ointment:

Acetic acid ......................  1 part
Hydrogen peroxide .......  8 parts
Petrolatum ......................  8 parts
Adeps Lanae ..................  8 parts
Essence vanilla ........................ ’

........... . sufficient to perfume
He also recommends the following:
Ichthyol ........................  500 parts
Pea flour ......................  100 parts
Distilled water ............. 100 parts
Adeps Lanae ................. 100 parts
Expressed oil almond .. 100 part s
Mercuric chloride .............  1 part
Apply at night
The following is also recommend­

ed:
Ichthyol .............................. 1 part
Zinc oxide ......................... 2 parts
Wheat starch ................... 2 parts
Lard .................................  4 parts
Apply evenings after expressing 

the pustules.
For acne, wet the face with a solu­

tion of I dr. zinc sulphate in 3 ozs 
rose water, dry gently, then apply 
cold cream, which also gently dry off 

Another: A very efficient local ap 
plication is a saturated solution ot 
boric acid in alcohol, washing the 
face but once a day in warm water 
Dry with a soft towel and apply the 
solution. The solution may be ap­
plied three or four times a day.

A solution of rochelle salts in 
water is also a good local application.

Avoid rich and indigestible foods, 
take ordinary tonics and especially 
arsenic.

The pleasures of youth are often 
sinful to those who have lost them.

FO R  S A L E
$1,200 buys a drug stock and fixtures 

invoicing more than $1,400; no dead stock.
We make this reduction owing to our 

proprietary medicine requiring, our entire 
attention.

If you have the cash and mean busi­
ness don’t write, but come and investigate 
this exceptional opportunity.

Peckham’s Croup Remedy Co.
Freeport, Mich.
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WHOLESALE DRUG PRICE CURRENT
Acidum

A cetlcum  ............  6® 8
Benzolcum , G e r . . 70® 75
Boracle ...............  ® 12
O arboiicum  . . . . .  16® 20
Citricum  ..............  45® 50
H ydroch îor ...... 8 ® 5
N itrocum  ............  8® 10
OxaUcum ............  14® 15
P hosphorlum , dii. ® 15
Salicylicum  ...... 44® 47
Sulphuricum  . . . .  1 %@ 5
T annicum  ............  75® 85
T arta ricu m

Ammonia
38® 40

4 Aqua, 18 
A qua, 20 
O arbonas 
Chloridum

deg. . . .  
deg. . .

B lack . . .
Aniline

B row n . .

4®
6®

13®

Red ..........................  45® 50
Yellow ................ 2 50®3 00

Baccae
Cubebae .................... 50® 55
Jun ipers ...................  8 (a) 10
X anthoxylum  . . . 1  25®1 50

Balaamum
C opaiba ................... 65® 75
P eru  ..................  1  #0®2 00
T erab in , C anada 78® 80
T o lu tan  ................... 40® 45

Cortex
Abies, C anad ian  18
C assiae ..............  20
C inchona F la v a . . 18
B uonym us a t r o . . 60
M yrica C e rlfe ra .. 20
P ru n u s  V irg in !. .  15
Quillaia, g r ’a. . . .  16
S assafras , po 25 .. 24
Ulm us ................  20

Extractum
G lycyrrhiza, G la.. 24® 30 
G lycyrrh iza, p o . . 28® 30
H aem ato x  ............  H ®  12
H aem atox , Is  . . .  13® 14
H aem atox , M>s . .  14® 15
H aem atox, 44s  . .  16® 17

Ferru
C arbonate  P recip . 15
C itra te  an d  Q uina 2 00 
C itra te  Soluble.. .  56
F errocyan ldum  S 40
Solut. Chloride . .  15
Sulphate , com ’l . .  2
S ulnhate. com ’l. by 

bbl. p e r  cw t. . .  70
Sulphate , pu re  . .  '

Flora
A rn ica  ..................... 20® 26
A nthem ls ..............  50® 60
M a trica ria  ............. 30® 35

Folia
B arosm a ............
C assia  Acutifol,Tlnnevelly . . . .
C assia , A cutifol .
S alv ia officinalis,

44» an d  44s • • - 
U va U rsi ............

85® 90

15®
25®

18®
8®

■
@

45®
22®

55®

Gumml 
A cacia, 1st pled.
A cacia, 2nd pkd.
A cacia, 3rd pkd.
Acacia, sifted  sts.
Aoacla, p o ............
Aloe, B a rb  ..........
Aloe, Cape ..........
Aloe, Soootri ___
A m m oniac ..........  _ ^
A safoetlda ..........  85® 90
Benzolnum  ..........  50® 55
C atechu, Is ........ @
C atechu, 44s . . . .  ®
C atechu, 44s 
C am phorae . .
B uphorbfum  
G albanum  . . .
G am boge . . .p o .  .1  25®1 35 
G auclacum  po 35 @ 35
K ino .......... po 45c ® 45
M astic  ..................  ® 75
M yrrh ........ po 60 ® 45
Opium ................  6 00@6 10
Shellac ..................  45® 55
Shellac, bleached 60® 65
T ra g a c a n th  ........  7001 00

C opaiba ................ 1 75®}
Cubebae ............  4 so@ 5 00
E rigeron  ..............2 35@2 50
E v ech th ito s ....... l  00@1 10
G aultheria  ........  4 80@5 00
G eranium  ........ oz 75
Gossippii Sem gal 70® 75
H edeom a .............. 2 50@2 75
Ju n íp e ra  ..............  40@1 20
L avenduia ............ 99®S 60
L im ons ..................1 i5@ i 25
M entha P ip e r  . . . 2  25@2 50 
M entha Verid . . . 2  75@3 00 
M orrhuae, gal. . . 2  00@2 75
M yrlcla ................ 3 00@3 50
Olive ...................... 1 00® 3 00
P icis L iquida ___ 10® 12
P icis L iquida gal. @ 40
R icina .................... 94® 1 00
R osae oz..................6 50@7 00
R osm arin! ............ ® 1 00
S abina ..................  90@1 00
S an ta! .................. . .  @4 60
S a ssa fra s  ............  85® 00
Sinapis, ess. o z .. ® 65
Succini .................. 40® 45
T hym e ..................  40® 50
Thym e, o p t...........  @1 60
T heobrom as ........  15@ 20
TigliL .......... .........  90®1 00

Potassium
B l-C arb  ................  15® 18
B ichrom ate ........  13® 15
Brom ide ................ 25® 30
C arb ......................  12® 15
C hlorate  ........ po. 12® 14
C yanide ................  30® 40
iodide .........   8 00@3 10
P o tassa , B ita r t  p r  30® 82 
P o tass  N ltra s  op t 7®
P o tass N itra s  ___ 6®
P ru ssia te  .............. 23®
Sulphate  po . . . .  15®

Radix
Aconitum  ............  20
A lthae .................... 30
A nchusa ..............  10
Arum  po ..............
C alam us ................
G entiana po 15..
G lychrrhiza pv 15 
Hellebore, Alba 
H ydrastis , C anada @2 50
H ydrastis , Can. po @2 60
inula, po ............... 18® 22
Ipecac, po .......... 2 00®2 10
Iris plox ..............  35® 40
Ialapa, pr. ..........  65® 70
M aran ta , 44s . . . .  ® 35
Podophyllum  po 15® 18
Rhei ......................  7501  00
Rhei, cu t ............1 00®1 25
Rhei, pv ..................  76®1 00
Sanguinari, po 18 ® 15
Scillae, po 45 ___ 20® 25
Senega ..................  85® ' 90
S erp en ta ria  ........  60® 55
Sm ilax, M ..........  ®  25
Sm ilax, offl’s H . .  ®

13 
® 14
® 16 

60® 6b 
® 40 
11 00

„  48
Spigella ................ 1 45® 1 60
Sym plocarpus . . .  ® 25
V aleriana E n g ... ® 25

15® 20 
12® 16 
25® 28

Sym plocarpus 
V aleriana E n g ... 
V aleriana, Ger. 
Z ingiber a  . . . .  
Z ingiber J ___

Scillae ..................  ® so
Scillae Co............... ® 50
T olu tan  ................  @ 50
P ru n u s  v irg  . . . .  @ 50
Z ingiber ..............  @ 50

T in c tu res
Aloes ...................... 60
Aloes & M y rrh .. 60
A nconltum  N ap ’sF  50
A nconitum  N ap ’sR  60
A rnica ..................  50
A safoetlda ..........  50
A trope B elladonna 60
A uran tl C o rte x .. 5a
B arosm a .............. 50
Benzoin ................  60
Benzoin Co........... 50
C an tharides ........  75
C apsicum  ............  50
C ardam on ..........  75
C ardam on Co. . . .  75
C assia  A cutifol . .  50
C assia  A cutifol Co 50
C asto r ..................  1 00
C atechu .................... 50
C inchona ..........  50
Cinchona Co. . . .  60
Colum bia .............. 50
Cubebae ................ 50
D igitalis ..............  go
E rg o t ....................  50
F erri C hloridum  35
G entian  ................  50
G entian  Co............  60
G uiaca ..................  50
G uiaca am m on . .  60
H yoscyam us . . . .  50
Iodine ....................  75
Iodine, colorless 7b
Kino ......................  50
Lobelia ..................  50
M yrrh .................... 50
N ux Vomica . . . .  50
Opil ......................  l  26
Opil, cam phorated  1 00
Opil, deodorized 2 00
Q uassia ................  50
R hatany  ................  50
Rhei ......................  50
S angu inaria  ........  50
S erp en ta ria  ................. 50
Strom onium  ........  60
lo lu ta n  ................  60
V alerian ....................... 50
V eratrum  V eride 50
Z ingiber ................  60

M iscellaneous 
Aether, S p ts N it 3f 3u@ 36
A ether, Sp ts N it 4f 34® 38 
Alumen, g rd  po 7 3® 4
A nnatto  ................  40® 50
A ntim onl, po ___ 4® 5
Antirnoni e t po T  40® 50
A ntlfebrin  ............  ® 20

n tip y rin  ............  ® 25
rgen ti N itra s  oz ® 62

Arsenicum  ..........  10® 12
Balm Gilead buds 60® 65
B ism uth  S N  . . 1  90®2 00
Calcium  Chlor, l s  
■aleium Chlor, 44 s 

Calcium  Chlor, 44s 
C antharides, Rus. 
Capsici F ru c ’s a f  
Capsici F ru c ’s po 
C ap’i F ru c ’s  B po

A nisum
Semen Olarphyllus ..

po 20 . . ® 16 C assia  ru c tu s
Apium (g rave l’s) 13® 15 C ataceum
Bird, ls 4@ 6 C e n tra ría  ___
C annabis S a tiv a 7® 8 C era Alba . .

A bsinthium
H erba

E upato riu m  oz pk 20
Lobelia . . .  oz pk 20

# M ajorium  ..o z  pk 28
M entra  Pip. oz pk 23

„ 4 M entra  V er oz pk 25
Rue .............. oz pk 39
T an ace tu m . .V . . 22

4 T hym us V ..o z  pk 25
M agnesia

1 Mt Calcined, P a t. . . 55® 60
C arbonate , P at. 18® 20
C arbonate , K-M . 18® 20

m C arbonate  ............ 18® 20

. 1 *

Oleum
A bsinth ium  . . . .  6 6007  #0 
A m ygdalae Dulc, 75® 85 
A m ygdalae, A m a 8 00® 8 25
A nisi ....................  1  90®2 00
A uran ti C ortex  2 75®2 85
B ergam ll ...............6 50®5 M
C ajip u tl ................  85® M
Caryophllli . . . .  1  3 001  40
C edar ....................  50® 90
C henopadli ...........3 7604  M
Cinnam on! ........  1  7501  85
Oonium

Carui po 15 ........  12®
Chenopodium  . . . .  25®
C orlandrum  ........  12®
Cydonium  ............  7501 0Ö
D ipterix  O dorate 2 50®2 75
•’’oeniculum  ........
Foenugreek, p o . .
Lini ....................
Lini, grd. bbl. 5%
Lobelia ................
P h a rla ris  C ana’n
R apa ......................
S inapis A lba ___
S inapis N ig ra  ..

7®
6®
6®

75®
9®
5®
8®  10 
9® 10

S plrltus
F rum en ti W . D. 2 00®2 50
Frum en ti ...............1 2501 50
Ju n ip e ris  Co. . .1  75®3 50 
Ju n ip e ris  Co O T 1 65 0  2 00 
Saccharurn  N E I  9002  10 
Spt Vini Galli . . 1  75 0  6 50
Vini A lba .............1 25's '2 00
Vini O porto ----- 1 2502  00

Sponges
E x tra  yellow sheeps’ 

wool ca rr ia g e  ® 1 25
F lo rida  sheeps’ wool

c a rr ia g e  ........  3 00@3 50
G rass sheeps’ wool

ca rr ia g e  ............  @ 1 25
H ard , s la te  u s e ..  @ 1 00
N assau  sheeps’ wool

ca rr ia g e  ..........  3 5 0 0  3 75
V elvet e x tra  sheeps’

wool ca rriag e  
Yellow Reef, fo r 

s la te  use  ........
,  Syrups

A cacia ..................
A u ran tl C ortex . .
F e rr i  Iod ............
Ipecac .................

_ Rhei A  rom  
S 9 0  M  S m ilax  Offi’s

n  ~

0 2  00
®1 40

® 50 
® 50 
0  50 
0  «0 
0  50 

5 0 0  60

50(3

9® 10 
@ 12 
® 90 
® 20 
0  22 
® 15
@4 25

C era F lav a  ........  40®
Crocus ..................  45®
Chloroform  .......... 34®
C hloral H yd  C rss 1 15®1 4Ó 
Cillero m Squibbs
C hondrus .............
C inchouid’e Germ

C reosotum  ..........
C re ta  . . .  bbl. 75
C reta, p rep ............
C reta , precip. . .
C reta, R u b ra  ___
C udbear ................
Cupri Sulph ........
D extrine ..............
Em ery, all N o s ...
E m ery, po ..........
E rg o ta  -----po 65
E th e r  Sulph ___
F lak e  W hite  ___
G alla ......................

G elatin , Cooper 
G elatin. F rench 
G lassw are, fit b e . 
L ess th a n  box 70% 
Glue, brow n . . .  
Glue, w h ite  . . .
G lycerina ..........
G ran a  P arad is!

H y d rarg  A m m o’l 
H y d rarg  C h ..M t 
H y d rarg  Ch Cor 
H y d ra rg  Ox R u ’m 
H yd rarg  U ngue’m 
H ydrargy rum  . . .

® 90
20® 25
38@ 48
38® 48
80@3

%
00

Cd) 45
2

® 5
9 0 11

8
24

3® 10
7® 10

® 8
@ 6

60® 65
35® 40
12® 15

@ 30
3® 9

® 60
35® 60

75%

’ l l® 13
15® 25
23® 30

® 25
35® 60

®1 15
(Q 90

90
@ 1 0 0

50® 60
0 85

90@1 00
75®1 00
00®4 10,
90®4 00

® 26 i
100 12
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L upulin  ................  ® 40
Lycopodium ........  50® 60
M acis ....................  65@ 70
M agnesia, Sulph. 3® 5
M agnesia, Sulph. bbl @ 1 % 
M annia S. F , . .  75®  gg
M enthol . 3 15®3 35
M orphia, SP& W  3 55@3 80
M orphia, SNYQ 3 5503  80
M orphia, Mai. , . . 3  55®3 80
M oschus C anton @ 40 
M yristica , No. 1 25@ 40
N ux V om ica po 15 @ 10
g s Sepia ..........  35,® 40
P epsin  Saac, H  &

P  D Co. . ..........
P icis Liq N N  ^

gal. doz...............
P icis L iq q ts  . . . .
P icis L iq p in ts  . .
P il H y d ra rg  po 80 
P ip er A lba po 35 
P ip e r  N ig ra  po 22 
P ix  B ur gum  
Plum bi A cet . . . .
Pu lv is Ip ’ce t Opil 1 30®1 50 
P y re n th ru m , bxs. H  

& P  D Co. doz. 
P y ren th ru m , pv. 20
Q uassiae ..............  8
Quina, N. Y.........  17
Q uina, S. G e r__  17®
Quina. S P A  W  17®

12®

R ubia T inc to rum  12® 14 
S accharurn  L a ’s 18® 20
Salacin ................  4 50® 4 75
Sanguis D rac’s 40® 50
Sapo, G ................  @ 15
Sapo, M ..............  10® 12
Sapo, W  .............. 13%,® 16
Seidlitz M ix ture 20® 22
Sinap is ..................  ® 18
Sinapis, op t........... @ 30
Snuff, M accaboy,

De Voes ..........  @
Snuff, S’h  DeVo’s 0  
Soda, B oras . . . .  544® 
Soda, Boras, po ..5 { 9® 
Soda e t P o t’s  T a r t  25 @
Soda, C arb  ............. 144®
Soda, B i-C arb  , .  3®
Soda, A sh ............ 3%®
Soda, Sulphas . .  @
Spts. Cologne . . .  @2 60
Spts. E th e r  Co. 50® 55
Spts. M yrcla ___  @2 60
Spts. V ini R ect bbl ®
Spts. Vi’i R ect % b @
Spts. V i’l R ’t  10 gl @
Spts. Vl’l R ’t  5 gl ® 
S trychnia , C rys’l 1 10@1 30
S u lphur Subl ___ 244® 4
S ulphur, Roll ----- 244® 3%
T am arin d s ..........  g® 10
T ereben th  V enice 28® 30 
T hebrrom ae ........  40® 45

V anilla ................ 9 00@10 00
Zinci Sulph . . .  - , r

Oita

L ard, No. 1 . . .
Linseed, pure r 
Linseed, boiled 
N e a t’s-foo t, w 
Turpentine, bbl 
Turpentine, less-. 
W hale, winter 
_  P a in ts

7 0 10

bbl. gal.
35® 90

..60® 65
80® 85
81® 86
65® 70

..664467
70® 76

bbl. I,.
.21® 26
13® 16

744® 8
744® 8

2
Lead, w h ite  . . . .
Ochre, yei B er 1 %
Ochre, yel M ars 1 % 2 @4 
P u tty , com m er’l 244 2 44 
P u tty , s t r ic t  p r  244 2% @3 
Red V enetian  ..IS ?  2 @3 
S h aker P re p ’d 1 25® 1 35 
V erm illion, Eng. 75® so 
Verm illion P rim e

A m erican  ..........  13
W hiting  G liders’
W hit’g  P a r is  A m ’r  
W h it’g  P a r is  Eng.

cliff ................
W hiting, w h ite  S’n 

V arn ishes
E x tra  T u rp  ........ 1 60@1 70
No. 1 T u rp  Coach 1 1 0 0 1  20

15 
95 

®1 25

®1 40

P L A Y  B A L L
We Are Agents for

Base Ball Goods
Manufactured by

A. J. REACH & CO., Philadelphia, Pa.

Balls, Bats
Fielders’ and Basemen’s Mitts 

Gloves, Protectors 
Catchers’ Mitts and Masks

Please send us your order early while 
our stock is unbroken and complete

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.

LaBelle Moistener
and Letter Sealer

For Sealing Letters, Affixing Stamps and General Use

Simplest, cleanest and most convenient device of its 
kind on the market.

You can seal 2,000 letters an hour. Filled with water 
it will last several days and is always ready.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED

Index to Market*
By Columns

A m m onia • • 
Axle Grease

Col
1
1

B aked B ean s ..................  \
B ath  B rick  ....................  *
Bluing ................................  ,
B room s ..............................  .
B ru sh es ..............................
B u tte r  Color ..................  1

C andles ..............................  $
C anned Goods ................  .
C arbon Oils ......................  «
C atsup  ..............................
C ereals ..............................
C heese .................................
C hew ing  G um  ............... £
C hicory ............ .................
C hocolate ..........................
C lo thes L in es ................
Cocoa ..................................  °
C ocoanut ............................  .
Cocoa Shells ....................  "
Coffee ................................
C onfections ......................
C rackers ............................  J
Cream T a r ta r  ..................

** A
Dried F ru i ts  ....................  ’

F arinaceous Goods . . . .

F ish  an d  O yste rs ............  10
F ish in g  T ack le  ................
F lav o rin g  E x tra c ts  . .  •
F lou r ..................................
F re sh  M eats ....................

A R CTIC  AMMONIA
Dos.

12 os. ovals 2 dos. box. .75 
A X L E  G R EA SE  

F ra z e r ’s 
lib . wood boxes, 4 doz. 3 00 
lib . t in  boxes, 3 doz. 2 85 
3% tb. t in  boxes, 2 dos. 4 25
10Tb. palls, p e r  d o s -----6 00
151b. palls, p e r  d o z -----7 20
251b. palls, p e r  d o z . . .  12 00 

B A K ED  BEA N S
l ib . can , p e r  d o z ............  90
21b. can , p e r  d o z .......... 1 40
31b. can . p e r  d o z ............ 1  80

BATH  B R ICK
A m erican  .................  75
E ng lish  ............................  85

BLUIN G
Sawyer's Pepper Box

P e r  G ross 
No. 3. 8 doz. wood bxs 4 00 
No. 5, 3 doz. wood bxs 7 00 
Saw yer C ry sta l B ag

B lue ........................
BROOMS

No. 1 C a rp e t 4 sew  ..5  00 
No. 2 C a rp e t 4 sew  
No. 3 C a rp e t 3 sew  
No. 4 C a rp e t 3 sew
P a rlo r  Gem  .....................6 00
Com m on W h isk  .............1 40
F ancy  W h isk  ...................1 60
W arehouse ....................  5 25

BRU SH ES  
Scrub

Solid Back, 8 In .............. 76

G elatine . . .  
G rain  B ags 
G rains ........

H erbs .- • • • • • •
H ides an d  P e lts 10

Je lly

Llcorloe ............

M
M atches ..........
M eat E x tra c ts  
M ince M eat . .
M olasses ..........
M ustard  ..........

N
N uts 11

Olives

Pipes ................
P ickles ............
P lay ing  C ards
P o tash  ..............
P rov isions . . . .

4 00

. .4  50 

. .4  25 

..4  00

Oysters
Cove, l i b ............... 80@ 85
Cove, 21b................1 55@1 75
Cove, l ib ., oval . . @ 1 20

Plums
P lu m s ....................1 00@2 50

Peas
M arrow fat .......... 90@1 25
E arly  Ju n e  ........ 95@1 25
E arly  Ju n e  S ifted  1 15@1 80

Peaches
P ie  ........................ 90@1 25
No. 10 size can  pie @3 00

Pineapple
85@2 50G ra ted  ..............  1

Sliced .................... 95@2 40
Pumpkin

85F a ir  ..........................
Good ........................ 90
F an cy  .................... 1 00
Gallon ...................... 2 50

CH EW IN G  GUM 
A m erican F lag  Spruce 55
B eem an’s P epsin  ............. 55
A dam s’ P epsin  ................. •»
B est Pepsin  ......................  45
B est Pepsin , 5 boxes . .  2 00
B lack Ja c k  ........................  55
L a rg e s t Gum M ade .¿ . 55
Sen Sen .............................. 55
Sen Sen B rea th  P e rT  1 00
Yucatan ............................. 55
S p earm in t ..........................  56

CH ICO RY
Bulk ..................................  5
Red ....................................  I
Eagle ............................  5Franck's ..........................  7
Bchener’s ......................... °

CH OCOLATE  
Walter Baker A Co.’s

G erm an Sw eet ................  22
Premium ........................... 81
C aracas .............................  31

Walter M. Lowney Co. 
Premium, %s . . . . . . . .  SOPremium, %s .................. *0

C ID ER , S W E ET  
“M organ’s"

R egular b arre l 50 gals 7 50 
T rad e  barre l, 28 gals 4 50 
% T rade barre l, 14 gals 2 75
Boiled, per gal 
H ard , p e r gal . . .

COCOA
B aker’s 37
Cleveland ........................  4135 

S3 
42

Huyler ............................  45

Colonial, 
Colonial, 
E pps

%•
%S

Cocoanut Honey Cake 12 
Cocoanut Hon. Fingers 12 
Cocoanut Hon Jumblea 12 
Cocoanut Macaroons . . I t
Dinner Biscuit ............ 25
Dixie S ugar Cookie . .  9
Family Cookie .......... 9
Fig Cake Assorted ...12
F ig  N ew tons .................. 12
Florabel Cake ................. 12%
Fluted Cocoanut Bar 10
Frosted Creams .......... 8
F rosted  G inger Cookie 8 
F rosted  H oney Cake . .  12 
F ru it  H oney Cake . . . .  14
Ginger Gems ............... t
Ginger Gems, Ic e d .... 9 
Graham Crackers . . . .  8 
G inger Snaps F am ily  8 
G inger Snaps N. B. C. 7% 
G inger S naps N. B. C.

S quare ..........................  8
H ippodrom e B ar ........ 19
H oney Block Cake . . . .1 4  
H oney Cake, N. B. C. 12 
Honey F ingers, As. Ice 12 
H oney Jum bles, Iced
Honey Flake .............
H oney L assies ............
H ousehold Cookies

i
F estln o  ......................... 1 60
B en t’s  W a te r  C rackers 1 »0

CREAM  TA R TA R  
B arre ls  or d ru m s . . . .  33
Boxes .......   34
S quare  can s .................  36
F an cy  cadd ies ............... 41

D R IED  FR U ITS  
Apples

Sundried  ............  @ 9
E v ap o ra ted  ............  @ 9%

C orsican

imported

Solid B ack, 11 in. 
Po in ted  E n d s . .

Stove
No.
No.
No.

No.
No.
No.
No.

Shoe

95 
. 85

. 90 

.1 25 

.1 76

.1  00 

.1  80 

.1 70 

.1 90

Rice ..................................
Salad  D ressing  ..............
S a le ra tu s  ..........................
Sal Soda ..........................
S a lt ....................................
S a lt F ish  ........................
Seeds ..................................
Shoe B lack ing  ----- ------
Snuff ..................................  8
Soap ....................................  f
Soda ..........   *
Soups ..................................  9
Spices ..................................  8
S tarch  ................................  |
S y rups ................................  8

Tea ....................................  8Tobacco ............................. 9
Twine ............................... »

V inegar . . . ......................... 9
W

W icklng ..............................  9
W ooden w are  ....................  9
W rapp ing  P a p  or ........... 10

10

B U T T ER  COLOR 
W., R. & Co.’s 25c size 2 00 
W.. R. & Co.’s  60c size 4 00 

CA N D LES
Paraffine, 6s ......................  8
Paraffine, 12s .................. 8%
W icking ..........................  20

CA N N ED  GOODS 
Apples

31b. S tan d a rd s  . .  @1 00
Gallon ................  2 75@3 00

B lackberries
21b...........................  1 25@1 75
S tan d a rd s  gallons @4 50

Beans
B aked ......................  85@1 30
Red K idney  ..........  85@ 95
S trin g  ......................  70@1 15
W ax . . . . . . . . . . . . .  75@1 25

B lueberries
S tan d ard  ..................  1 35
Gallon ........................  6 50

Brook T ro u t
2!b. cans, spiced ...........1 90

C lam s
L ittle  N eck. 1Tb. 1 00@1 25
L ittle  N eck. 21b. @1 50

Clam Bouillon
B u rn h am ’s % p t ............. 2 25
B urnham ’s  p ts ....................  3 76
B urnham ’s q ts ....................... 7 50

C herries 
Red S tan d a rd s  . .  @1 40
W hite- ..................  @1 40

Corn
F a ir  ......................  85 @ 90
Good ....................  1 00(01 1«
F ancy  ....................  1 45

F rench  Peas
S u r E x tr a  F ine  ............  22
E x tra  F in e  ......................  19
F ine  ..................................  15
Moyen ................................  H

G ooseberries
S tan d ard  ........................  1 00

H om iny
S tan d a rd  ........................  85

L obster
% tb........................................... 2 25
1Tb. ..................................  J 25
Picnic T ails  .....................2 75

M ackerel
M ustard, 1Tb............................1 80
M ustard , 2 tb........................... 2 80
Soused, l% tb ........................... 1 80
Soused, 2 tb...............................2 75
T om ato , l i b ............................. 1 50
T om ato  ?Tb...............................2 80

M ushroom s
Hotels .....................
Buttons ..................

R aspberries
S tan d a rd  ..............  @

Salm on
C ol'a  R iver, ta ils  2 00@2 10 
Col’a  R iver, fla ts 2 25(02 76 
Red A laska  . , . . . 1  60@1 75
P in k  A laska  ___  90@1 00

S ard ines
D om estic, %s -----3%@ 4
D om estic, % s . . . .  @ 5
D om estic, % Mus. 6%@ 9 
C alifornia , %s ..11 @14 
C alifornia , % s ..17  @24
French , % s ...........7 @14
F rench . % s .......... 18 @23

S hrim ps
S tan d a rd  .......... ... 90@1 40

S uccotash
F a ir  ..........................  85
Good ........................  1 00
F an cy  .................. 1 25@1 40

S traw b erries
S tan d a rd  ..................
F an cy  . . .  ..................

T om atoes
Good .. . ....................  95@1 10
F a ir  ........................  86® 90
F an cy  ......................  ©1 40
G allons ......................  @2 50

CARBON OILS 
B arrels

P erfec tion  ............  @10%
W a te r W h ite  . . .  @10
D. S. G asoline . .  @13%
G as M achine . . .  @¿4
D eodor’d  N ap ’a  @121
C ylinder ............  29 @34%
Engine ................  16 @22
Black, w in te r  . . .  8%@10 

C ER EA LS 
B reak fas t Foods 

Bordeau F lakes, 36 lib . 2 50 
C ream  of W h ea t, 36 21b 4 50 
E gg-O -See, 36 pkgs. . .2  85 
Excello F lakes, 36 Tb. 4 50
Excello, la rg e  pkgs........4 50
Force. 36 21b.....................4 60
G rape N u ts , 2 doz. . . .2  70
M alta  Ceres, 24 1Tb. ..2  40
M alta  V ita , 36 l ib ..........2 85
M apl-F lake, 24 l ib . ..2  70 
P illsb u ry ’s V itos. 3 dz. 4 25 
R alston  H ea lth  Food

36 21b............................  4 60
Sunligh t F lakes, 36 1Tb 2 85 
Sun ligh t F lakes, 20 1Tb 4 00 
K ellogg’s T oasted  C om  

F lakes, 36 pkgs In cs. 2 80
Vigor, 36 p k g s ...................2 75
Voigt C ream  F lak es ..2  80
Zest, 20 21b....................... 4 10
Zest, 36 sm all p k g s . . .2 75 

Rolled O ats
Rolled A vena. bbls. . .  5 00 
Steel Cut. 100 Tb. sks. 2 75
M onarch, bb l..................  4 70
M onarch. 90 Tb. sack s 2 25 
Q uaker, 18 R e g u la r . .1  45 
Q uaker, 20 F am ily  . . . 4  00

C racked W h eat
B ulk ..............................  3 Va
24 21b. p ack ag es ...........2 SO

rowney.
Lowney,

3« 36 
36 
40 
I I  
20 
40 
72

W ebb ................................  33

H«%■ —  Lowney, %s . . . .
Lowney, l s  ........
V an H outen , %s 
V an H outen , %s 
V an H outen , %s 
Van H outen , l s

Im perial 
Je rsey  L  
Jubilee I

S M 
M

CA TSU P
Colum bia, 25 p ts ............. 4 15
S n ider 's  p in ts  .................2 35
S nider’s  % p in ts  ...........1 35

C H E E S E
Acme ....................  @15%
Je rsey  .......................  @15
R iverside ................  15%
W arn e r’s ...................  @16
Brick ........................... @16
Leiden .......................  @15
Limburger ..............  @18
Pineapple ..........  40 @60
Sap Sago .................  @20
Swiss, dom estic  . .  @13

W ilbur, % s ...................  S3
W ilbur, % s ....................  82

COCOANUT 
D unham ’s %s 4b %s 26%
D unham ’s %s ...............27
D unham ’s %s ............... 28
B ulk  ..............................  11

C O FFE E  
RIO

Common ...................10@13%
F a ir  ....................................14%
Choice ...............................16%
F an cy  ................................80

8 an tos
Common ...................12@13%
F a ir  ...................................14%
Choice .............................. 16%
F an cy  ................................19
P eab erry  .........................

M aracaibo
F a ir  ..................................16
Choice ..............................19

Mexican
Choice ...............................16%
F an cy  ..............................19

G uatem ala
Choice ............................... 16

Ja v a
A frican  ............................. 12
F an cy  A frican  .............. 17
O. G....................................26
P . G.....................................31

Mocha
A rab ian  ............................21

P ackage
N ew  Y ork B asis

Arbuclde ......................  15 25
D ilw orth  ......................  18 76
Je rsey  .......................   15 00
Lion ............................. 14 75

M cLaughlin’s  XXXX 
M cL aughlin 's XXXX sold 

to  re ta ile rs  only. Mall all 
o rders d irec t to  W . F  
M cLaughlin & Co.. C hica­
go.

E x tra c t
H olland, % gro  boxes 96
Felix, % gross ...............1 15
H um m el’s foil, % gro. 85 
H um m el’s tin , % gro. 1 43 

CRACKERS. 
N ational B iscuit Com pany 

B rand 
B u tter

N. B. C. S quare ............ 7
Seym our, Round ..........  7

Soda
N. B. C.............................. 7
Select ................................  9
S a ra to g a  F lak es .......... 15
Z ephyrette  ......................13

O yster
N. B. C. Round ............  7
Gem ..................................  7
F au st ................................  8%

Sw eet Goods.
A nim als ............................16
A tlan tics ...........................12
A tlan tic , A ssorted  . . .  12
A rrow root B iscu it ___ 16
A vena F ru i t  C ake . . .  12
B rittle  .............................. 11
Bum ble Bee ...................10
C adets ..............................  9
C artw heels A sso rted  9 
C ircle H oney Cookies 12 
C u rra n t F ru i t  B iscu its  12
C racknels ........................ 1*
Coffee Cake .....................10
Coffee Cake, Iced ......... *1
C ocoanut Taffy B ar ..12
C ocoanut B a r ...............i t
C ocoanut D rops ........... 12

Laddie ....................
Lem on Gem* .................10
Lem on B iscu it S quare 3 
Lemon F ru it  S quare ..12%
Lemon W afer ..............  17
Lem ona .........................   9
M ary A nn ......................  9
M arshm allow  W a ln u ts  17
M olasses C akes ............  8
M olasses Cakes, Iced  9 
M olasses F ru it  Cookies

Iced  ...........   11
M ottled S quare .............10
Nabob Jum bles . .......... 14
O atm eal C rackers ........ I
O range G em s ...........   0
Penny A ssorted  ..........  9
P ean u t Gems ...................9
Pre tzels, H and  M d........ 9
P re tze le ttes, H and  Md. 9 
P re tze le ttes , M ac. Md. 8
R aisin Cookies ...............10
Revere, A ssorted  .........14
Rube ................................  9
Scalloped Gem s ...........10
Scotch Cookies .............10
Spiced C u rran t Cake . .10
S ugar F in g ers  ...............12
S u ltan a  F ru it  B iscu it 16 
Spiced G inger Cake . .  9 
Spiced G inger Qake led  10
S ugar C akes ................  9
S ugar Squares, la rg e  or

sm all .....................      0
Sunnyside Ju m bles . . .  10
Superba .........   t
Sponge L ady F in g ers  25
S ugar C rim p ................  I
V anilla W afers  ..........  17
W averly ........................  1#

In -e r Seal Goods
p e r dos.

A lbert B iscu it ...............1 00
A nim als .......................... 1 00
A rrow root B iscu it . . . . 1  00
B aronet B iscu it ...........1 00
B rem ner’s  B u tte r

W afers ........................  1 00
Cameo B iscu it ..........  1 50
Cheese Sandw ich ........ 1 66
Chocolate W afe rs  . . . . 1  M 
Cocoanut D ain ties . . . . 1  09
F au st O yster ................ 1 09
Fig N ew ton .................. 1 06
Five O’clock Tea . . . . I N
F ro ta n a  ............................ 1 00
G inger Snaps, N . B. C. 1 00 
G raham  C rackers, Red

Label ........................  1 00
Lemon S n a p s ................ 50
M arshm allow  D ain ties 1 00 
O atm eal C rackers . . . .  1 66 
Old T im e S ugar Cook. 1 00
Oval S alt B iscu it ........ 1 00
O y ste re ttes  ....................  66
P re tze le ttes, H d. Md. ..1  06
Royal T o ast .................. 1 06
Saltine B iscu it ......... 1 00
S ara to g a  F lak es ........ 1 66
Social T ea  B iscu it ___1 00
Soda C raks, N. B. C. 1 00 
Soda C racks, Select 1 00 
S S B u tte r  C rack ers  1 50 
S u ltan a  FYuit B iscu it 1 5#
U needa B iscu it ............  66
U needa J in je r  W ay fer 1 60 
Uneeda L unch B iscu it 66
V anilla W afers  .......... 1 00
W ater T h in  B iscu it 1 00 
Zu Zu G inger Snaps 50
Zw ieback .........................1 66
In Special T in P ackages.

P e r  dos,
Festino ..........................  2 6 6
Nabisco, 25c .....................2 50
Nabisco. 10c .....................1 00
C ham pagne W a fe r  , .  2 50 

P e r  tin  In bulk.
Sorbetto  ........................  1 66
N abisco «• s x 1 1 1 * 1 -> % t * % 76

12
12%

California Prunas 
100-125 25It), boxes..!® 4

10 00-100 25tb. boxes. .@ 4 »As SO- 00  25Tb. boxes. . (a) 59 70- 80 25tb. boxes. .(a) 5U.
10 GO- 70 251b. b o x es. • @ 6 3-i9 ■ 0 -  00 2 5 m . boxes. @ 7 I49 4 0 -  5 0  2 5 m . boxes . ..@ 7%

910 3 0 -  40  2 5 m . boxes . . (n)26
1

%c less In 501b. cases

Apricots 
1 .............. 12@1S

Citron
• 1 *

Currants
■ U “*:. t  7%

Rasi
Lemon American . 
O range A m erican

RalsifliCluster, 6 crown .......... l  f |
oose Muscatels 2 er.

Lose Muscatels I  or. 1 % 
Loose Muscatels. 4 er. 6% L. M. Seeded 1 lb. 4% # 7

FARIN ACBO U 6  GOOD6 
Beane

Dried L im a ....................  5%
Med. H and  P k 'd  . . . . . . 2  60
Brown H olland  .............2 00

Farina 24 1 lb. packages 
Bulk, per 106 lbs. . .1 66.» 66

HominyFlake, 60 lb. sack 66
P earl, 100 lb. saek . . . .2  46 
P earl, 200 lb. saek . . . ,4  SO 
Maocaronl and Vsrmlsslll 
Domestic, 16 lb. box.. 66 
Im ported , 25 lb. box..2 10

Pearl BarleyCommon .......................  | g
Chester .........................  go#
Empire .........................  | | |

PeasGreen, Wlsoanstn, bo.
Green, Scotch, bu .......... 2 15
Split, lb.............................  04

BagsBast India ......................6
German, sacks ...............  6
German, broken pkg...

Tapíeos 
Flake, 116 ft. 
Pearl, 130 Tb. sacks 
P earl, 24 ft. pkgp.

6
4%
7%

FLA VO RIN G  E X T R A C T S
Foot# 4k Janka
Coleman Brand

L m b mNo. 2 Terpeneleaa .. . 76
No. 1 Terpeneleaa .. .1 76No. 1 Terpeneleaa .. .2  66

VanillaNo. 2 High Class .. . . 1  26
No. 4 High Class . . . . . 2  66
No. t High CSaas . . . ..4  66

Jaxon Brand
Vanilla

3 oa. Full Measure . . . 2  164 os. F'ull Measure .. ..4  66
t os. Full Measure.. . . 6  66

Lemon
2 os. F'ull Measure . . . . 1  26
4 oz. Full Measure . ..2  40
1 oz. F'ull Measure.. ..4  66

GRAIN BAGS  
A m oskeag, 166 in  bale 10
A m oskeag, leas th a n  bi 10%

GRAIN AND FLO U R  
Wheat

Red ................................... 1 12
W h ite  ............................. I l l

Winter Wheat Flour 
Local Brands

P a te n ts  ........................  6 15
Seconds P a te n ts  ........ 5 65
S tra ig h t  ...................   6 25
Second S tra ig h t ......... .4 85
C lear ..............................  4 20

F lo u r In b a rre ls , 26e per 
barre l add itional.

Lem on & W h eele r Co. 
Big W onder % s c lo th  5 25 

o ’d e r  %s cloth 5 25 
W orden G rocer Co.’a B rand
Q uaker, p a p e r  ...........  5 20
Q uaker, clo th  ............ 5 30

Wykes 4k Oo.
.^ l ip s e  .......................  4 85
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6

T 8

5 16 
5 65 
5 25 
4 85
4 20
P "

!o.
5 25 
5 25 
rand 
5 20 
5 30

4 85

Kan««« H ard  W h eat F leur 
Judaon U ruow  Co.

Fanchon, f t  clo th  ___ 6 10
Lem on & W heeler Co. 

W hite S ta r, f t s  cloth 5 70 
W hite S ta r, f t s  clo th  5 60 
W hite S ta r, f t s  clo th  5 50 

W orden G rocer Co. 
A m erican E ag le  f t  clh 6 10 
G rand R apids G rain  & 

M illing Co. B rands.
P urity , P a te n t  ...............5 25
Seal of M inneso ta  ___o 60
W izard  F lou r .................4 85
W izard, G raham  ...........4 85
W izard, G ran. M eal . .3  60 
W izard, BucK w neat . .5  2d
Kye ..................................  4 80

S pring  W h eat F lour 
Roy B a k er’s  B ran d  

Golden H orn , f a m i ly . .5 50 
Golden H orn , b a k e r s . .5 40
D uluth Im p eria l ...........5 50
W isconsin R ye .............4 40
Judson  G rocer Co.’s  B rand
C eresota, f t s  .............. . . 6  40
C eresota, f t s  ................ 6 30
C eresota, f t s  ................ 6 20
Demon A W heeler’s  B rand
W ingold, f t s  ................ 6 00
W ingold, f t s  ................ 5 09
W ingold, f t s  .................. 5 80
W orden G rocer Co.’s  B rand
Baurel, f t s  clo th  __ . .6  00
Laurel, f t s  cloth .........6 15
Laurel, f ts & f ts  clo th  6 05
Laurel, f t s  cloth ...........6 05
Voigt M illing Co.’s  B ran d
Voigt’s  C rescen t .........5 25
Voigt’s  F lou ro ig t 

(w hole w h ea t flour) 5 25 
V oigt's H ygienic

G raham  ....................  4 40
Voigt’s lto y a l .................5 60

W ykes Sc Co.
Sleepy Eye, f t s  c lo th . . 6 00 
Sleepy Eye, f t s  c lo th . .5 90 
Sleepy Eye, y2s c lo th . .5 80 
Sleepy E ye, f t s  p ap e r. .5 80 
Sleepy E ye, f ts  p a p e r . .5 80 

Meal
Bolted ............................  3 40
Golden G ran u la ted  . . . 3  60 
St. C a r F eed  sc reened  26 00 
No. 1  C orn a n d  O ats 26 00
C om , crack ed  .............25 00
Corn M eal, coarse  .. .2 5  00 
W in ter W h ea t B ran  24 00
M iddlings ....................  26 00
Buffalo G lu ten  F eed  S3 N  

D airy  Feeds 
W ykes *  Co.

O P  L inseed M eal ..35  00 
O P  L axo-C ake-M eal 33 00
C ottonseed M eal .........34 50
G luten F eed  .................29 50
B rew ers’ G rains .........28 00
H am m ond D airy  F eed  24 00
A lfalfa M eal .................25 00

O ats
M ichigan carlo ts  ........... 4
Less th an  ca rlo ts  ........... 44

Corn
C arlo ts ................................ 62
‘-‘ess th a n  ca rlo ts  . . . .  65 

H ay
C arlo ts ................................. 16
Less th a n  ca rlo ts  ...........  17

H E R B S
Sage .....................................  15
Hops . . , ...............................  15

, L aurel L eaves .................  15
I S enna L eaves .................  25
I HO R SE RADISH
I  P er doz............................... 90
I  JE L L Y
I 51b. pails, p e r  doz. . .  
s 151b. pails, p e r  pail . 
f 301b. pails, p e r pail . .

M A PL EIN E  
3 os. bo ttles, p e r  doz 3 00 

M A TCH ES 
C. D. C ritten d en  Co. 

N oiseless T ip . . . 4  50®4 76 
MOLASSES 

N ew  O rleans
F an cy  Open K e t t l e ___  40
Choice .................................  35
Good .....................................  22
F a ir  .......................................  20

H a lf  b a rre ls  2c e x tra  
MINCE MEAT

P e r  case  ...........................2 90
MUSTARD

f t  lb. 6 lb. b o x ................. 18
O LIV ES

Bulk, 1 gal. kegs 1 1001  20 
Bulk, 2 gal. kegs 95 @1 05 
Bulk, 5 gal. kegs 90 @1 00
M anznilla, 3 oz................... 75
Queen, p in ts  ...................2 50
Queen, 19 oz...................... 4 50
Queen, 28 oz........................7 00
Stuffed, 5 oz........................  90
Stuffed, 3 oz...................... 1 45

P IP E S
Clay, No. 216, p e r  box 1  75 
Clay, T . D., fu ll coun t 60
Cob .......................................  90

PIC K L E S
Medium

B arre ls, 1,200 co u n t . . 6  25 
H alf bbls., 600 co u n t 3 65 

8 mall
H alf bbls., 1,200 coun t 4 50 

PLAY ING CARDS.
No. 90 S team boat . . . .  85 
No. 15, R ival, a sso rted  1 75 
No. 20, R over, en am ’d  2 00
No. 672, Special .............1 75
No. 93 Goff, s a t ’n fin. 2 00
No. 803 B icycle ...........2 00
No. 633 T o u m ’t  w h is t 3 25 

POTA SH
B a b b itt’s  ........................  4 03

PROVISIONS 
B arreled  P ork

C lear B ack  ................  27 50
S h o rt C ut .......................26 00
S h o rt C ut C lear ___ 26 00
Bean ............................  25 00
B risket, C lear ...............25 00
PjS ................................  25 00
C lear F am ily  ............  26 00

D ry S a lt M eats
S P  B ellies .....................16

L ard
P u re  in  tie rces  ........... 15
Com pound L a r d ..........  11  f t
80 lb. tu b s  . . .  .ad vance  f t  
• •  n>. t u b s . . .  .ad v an ce  f t
•0 lb. t in s ........ advance  ft
20 lb. p a ils -----advance  f t
10 lb. p a i l s . . .  .ad vance  f t
•  R>. p a ils -----advance  1
I  rb. p a i l s . . .  .advance  1 

Sm oked M eats 
H am s, 12 lb. a v e ra g e .. 18ft 
H am s, 14 lb. a v e ra g e ..1 8 f t 
H am s, 16 lb. a v e ra g e ..1 8 f t 
H am s, 18 lb. a v e ra g e .. 18ft
Skinned H am s ...............20
Ham , dried  beef se ts  ..1 6 f t
C alifo rn ia  H am s ........ l i f t
P icn ic  Boiled H am s ..15
Boiled H am  .................... 22
Berlin H am , p ressed  . . 1 1
Minced H am  ..................n
Bacon ..............................  21

S ausages
Bologna ............................. 9
Liver ................  * 5
F ra n k fo r t .............. ” ”  m y,
P o rk  ................  1 1 %
v eal ..................
T ongue ................ 11
H eadcheese .....................  9
n . De#fB oneless .........................^4 qq
Rum p, new  ................... 14 00
u. kki P,®'# Feet f t bbls.................................   00
f t  bbls., 40 tb s................2 00
f t  bbls..................................  00

T ripe
K its, 15 lb s....................... go
f t bbls., 40 lb s........................ 1 60
f t  bbls., 80 lb s..................... 3 00
__ C asings
H ogs, p e r  lb ......................  32
Beef, rounds, s e t ..........  25
Beef, m iddles, se t . . . .  80 
Sheep, p e r  bundle . . . .  90 

Uncolored B u tte rin e
Solid d a iry  ........ 10 @ 12
C ountry  Rolls . . . lO f t0 1 6 f t  
„  Canned M eats
C orned beef, 2 l b ...........3 20
C orned beef, 1 l b ...........1  80
R oast beef, 2 l b ...............3 20
R oast beef, 1 lb .............1 80
P o tted  ham , f t s  . . . . . .  50
P o tted  ham , f t s  ..........  90
Deviled H am , f t s  . . . .  50 
Deviled ham , f t s  . . . .  90 
P o tted  tongue, f t s  . . . .  50 
P o tted  tongue, f t s  . . . .  90 
„  R ,C E
F an cy  ....................  7 ©  7ft
f e n  ....................  6%<g> 6ft
B roken ..................  2f t® 2 f t
r . 1 SAJ r AD DRESSING C olum bia, f t  p in t . . . . 2  25
Colum bia, 1 p in t .......... 4 00
D urkee’s, large, 1 doz. 4 50 
D urkee’s, sm all, 2 doz. 5 25 
S n ider’s, la rge , 1 doz. 2 25 
S n ider’s, sm ail, 2 doz. 1 35 

SA LERA TU S 
P ack ed  60 lbs. in box. 

A rm  an d  H a m m er . . . , 3  00
D eland’s ......................  3 99
D w ight’s  Cow .................3 99

p - .................................. .. 00S tan d a rd  ...................   i g o
W yandotte , 100 f t s  . .3  00 
„  .  SAL SODA
G ranulated , bbls............... so
G ranulated , 100 lbs. cs. 90
Lum p, bbls........................  89
Lum p, 145 lb. kegs . . . .  95

SALT
_ Com m on G rades 

100 3 lb. sa ck s  ...............2

8
Mss*. 40 lbs. .................« «3
Mess, 13 lb s. . . . , ...........l  73 ̂ 1
No. 1. 103 lbs. . . . . . ..14  30
No. 1 , 40 lbs. ...............6 00
No. 1 . 10 lbs. ............. . . l  60
No. 1 , 8 lbs. . . . . . . . . . . . 1  30

W hitefish
^  No. 1 , No. 2 F am .

130 lb s....................... 9 75 3 50
50 lb s....................... 6 25 1 90
10 lb s ........................ 1 12 66
8 lbs...................... 92 48

SHOE BLACKING 
H andy  Box, la rg e  3 dz 2 50
H andy  Box, sm all ___l  25
B ixby’s Royal Polish  85
M iller’s  Crown Polish  85

SN U FF
Scotch, in b ladders ........ 37
M accaboy, in j a r s  ............35
F rench  R appie in ja r s  ..4 3  

SOAP
J. S. K irk  & Co.

A m erican F am ily  .........4 00
D usky D iam ond. 50 8oz 2 80 
D usky D ’nd 100 6 oz 3 80
Ja p  Rose, 50 b a rs  .........3 60
Savon Im peria l ............3 00
W hite  R u ssian  ...........  3 60
Dome, oval b a rs  ..........3 00
S atine t, oval .................2 70
Snow berry, 100 cakes 4 00 

P ro c to r  & G am ble Co.
Lenox ....................    3 60
Ivory, 6 oz......................... 4 00
Ivory, 10 oz....................... 6 75
S ta r  .................    3 69

L au tz  Bros. & Co. 
Acme, 30 bars . 75 lbs. 4 00 
Acme, 25 b ars , 75 lbs. 4 00 
Acme, 25 bars , 70 lbs. 3 80
Acme, 100 cakes ...........3 60
Big M aster, 70 bars ..2  85
G erm an M ottled ...........3 35
G erm an M ottled, 5 bxs 3 30 
G erm an M ottled, lObxs 3 25 
G erm an M ottled, 25bxs 3 20 
M arseilles, 10.0 cakes . .6  00 
M arseilles, 100 ekes 5c 4 00 
M arseilles, 100 ck toil 4 00 
M arseilles, f tb x  to ile t 2 10 

A. B. W risley
Good C heer .....................4 09
Old C ountry  ...................3 49

Soap Pow ders
Snow Boy, 24 41bs..........4 00
Snow Boy, 60 5c ...........2 40

.24026 
■ 30038 
.36040 
.24026 
30033

Snow Boy, 30 10c ___2 40 I A m erican E agle(t old Teilst lofffo A CA SStaniloril XT n mrnmm nn

60 6 lb. sa c k s  .............. 2 fll
28 10f t  lb . sa ck s  . . . . . 2  10
66 lb. sa ck s  ..................  32
28 lb. sack s ..................  17

W arsaw
56 lb. d a iry  in drill bags 40 
28 lb. d a iry  in  drill bags 20 

S olar Rock
56 lb. sack s .............   24

Common
G ranulated , fine ..........  85
M edium, fine ................  80

SALT FISH  
Cod

L arg e  w hole ___  0  7
Sm all w h o le ........  © 6f t
S trip s  o r  b ricks 7ft@ 10ft
Pollock ..................  0 5

H alibu t
S trip s ................................  i s
'"'hunks ..............................  j*

H olland H erring  
W hite  H p, bbls.
W hite  H p. f t  bbls.
„ b b l s .  ............  6 2505  75
W h ite  H oep  m cha. 6 8 0  80
N orw egian  ..........
Round, 100 lb s ..................3 75
Round, 40 lb s......................1 99
Sealed ..............................  15

T ro u t
No. 1, 100 lb s ....................7 59
No. 1, 40 lb s....................... s 25
No. 1, 10 lb s ......................  99
No. 1, 8 lb s ......................  75

M ackerel
M sss, 144 ID«. .............IS  I t

Gold D ust, 24 large  . .4 5 0
Gold D ust, 100-5c .........4 00
K irkoline, 24 41b. . ‘. . . . 3  80
Pearline ........................  3 75
Soapine ..........................  4 10
B abb itt’s  1776 ..............  3 75
R oseine ........................  3 50
A rm our’s  ......................  3 79
W isdom ..........................  3 80

Soap Com pounds
Johnson’s  F ine  .............5 10
Jo h n so n ’s X X X  .............4 25
Nine O’clock ...................3 30
R ub-N o-M ore .................3 85

Scouring
E noch M organTs Sons. 

Sapolio. g ro ss lo ts . . . .  9 00 
Sapolio, ha lf gro. lo ts 4 50 
Sapolio, single  b o x e s ..2 25
Sapolio, h an d  .................2 25
Scourine M an u fac tu rin g  Co
Scourine, 50 cakes ___ 1 80
Scourine, 100 cakes ..3  60

SODA
Boxes .................. „...........  6f t
Kegs, E ng lish  ..............  4ft

SPIC ES 
W hole Spices

Allspice, J a m a ic a  ......... 13
A llspice large  G arden 11
Cloves, Z anz ib ar ...........16
Cassia, C anton ............  14
Cassia, 6c pkg, d o z . . . .  25
G inger, A frican  .......... 9f t
G inger, Cochin ...............14 f t
Mace, P e n a n g  .................60
Mixed, No. 1 ................  16ft
Mixed, No. 2 ...............10
Mixed, 5c pkgs, d o z .. 45 
N utm egs, 75-80 . . . . . . 2 5
N utm egs, 105-110 ........ 20
Pepper, B lack ................ 14
Pepper, W h ite  . . 1. . . . . . .2 5
Pepper. C a y e n n e ........  22
P ap rik a , H u n g arian  . .

P u re  Ground in Bulk 
Allspice, J a m a ic a  . . . .  12
Cloves, Z an z ib ar ........... 22
C assia , C an ton  ............  12
G inger, A frican  ............. 12
Mace, P e n a n g  ..............  65
N utm egs, 75-80 ........... 35
Pepper, B lack ..............  l i f t
P epper, W h i t e .................18
P epper, C ayenne ___  16
P ap rik a , H u n g arian  . .38 

STARCH 
Corn

K ingsford, 40 lb s ...............7 ft
Muzzy, 20 lib . pkgs. . .  6 f t  
Muzzy, 40 lib . pkgs. . .  5 

Gloss 
K ingsford

Sliver Gloss, 40 lib s . 7A, 
S ilver Gloss, 16 31bs. 6ft 
S ilver Gloss, 12 61bs. 8f t  

M uzzy
48 lib . packages ..........  6
16 51b. p ackages .......... 4ft
12 61b. p a c k a g e s ............  6
501b. boxes ......................  2%

SY RU PS
Corn

B arrels .........     27
H alf b a rre ls  ..................  29
201b . can s f t  dz. in  cs. 1 65 
101b. cans, f t  dz. in cs. 1  $0 
61b. cans, 2 dz. in  cs. 1  70

•f t lb . cans, t  dz. In cs. 1 76 
_  P u re  Cane
P a i r  .......................... .*...16
Good .................................. ..
Choice ..........................” 26

TEA
_ Ja p an
Sundried, m edium  
Sundried, choice . 
Sundried, fancy  .
Regular, m edium
R egular, choice __________„
R egular, fancy  ...........36040
B asket-fired , m edium  . .30 
B asket-fired , choice 3 6 0 3 7 
B asket-fired , fancy  .4 0 0  43
N ibf ............................  26030
S iftings ......................  10012
F ann ings ....................  1 4 0 1 6

G unpow der
Moyune, m edium  ...............23
Moyune, choice ...............22
Moyune, fan cy  ...........40045
Pingsuey, m edium  ..2 5 0 2 8
Pingsuey, choice ...............39
Pingsuey, fancy  . . . .4 0 0 4 5  
_  Young Hyson
Choice ................................  j 9
Fancy  ....................... .’.".40050

Oolong
Form osa, fan cy  ......... 45060
Amoy, m edium  .................25
Amoy, choice . . . . . . . . . . . 3 2

E nglish B reak fas t
Medium .................................25
Choice ...................   30
Fancy .........................."¿O 045
,,  , India
Leylon, choice ...........30035
francy .............................46060

TOBACCO 
F ine C ut

C adillac .............................64
Sw eet Lom a ............. ! ! ! s 4
H iaw atha , 51b. p a ils ..56
ie le g ra m  ..............  31
P ay  C ar ....................... . . . 3 3
P ra irie  Rose .................49
P ro tec tio n  .......................49
Sw eet B urley  ..............“ 41
T iger .................................. ..
„  Plug
Red C ross ....................  3«
F ain  ............................... :.::36
B a ttle  Ax ..........  ‘ 7

S tan d a rd  N avy .............37
S pear H ead, 7 oz........... '47
S near H ead , 14f t  oz. 44
N obby T w lzt ...................55
Jolly  T a r  .......................... ..
Old H o n e s ty ...................  43
J. 1.............................................
P ip er H eidsick  . . . . . . .  69
Boot Ja c k  ........................ 86
H oney Dip T w ist ___ .’43
B lack S tan d a ru  .............40
C adillac ......................... 49
F orge ........................... " ^ 3 4 -
N ickel T w ist ............... 62
Min ................................ ; ; ;s 2
G rea t N avy  ...................g g
_ Sm oking
Sw eet Core .....................  34
F la t  C a r .........................  82 -
W a rp a th  ....................... ' . [ g g
Bamboo, 16 oz................. 26
I X  L, ¿ lb ....................... ;.27
|_ X  L, 16 oz. pa lls ..31
H oney Dew ...................49
Gold Block .................... 49
F lagm an  ......................... '49
Chips ............................... '33
K iln D ried .....................21
D uke’s M ix ture ...........49
D uke's Cameo ...............43
M yrtle N avy  .................44
Yum Yum. 1 ft oz...........39
Yum, Yum, lib . pa ils 39
C ream  .............................. ..
Corn Cake, 2f t  o z ..........26
Corn Cake, l i b ................21
Plow  Boy. l f t  oz..........39
Plow  Boy, 3 f t  oz..........39
Peerless, l f t  oz............... 36
Peerless, l f t  os............... 39
A ir B rake  .........................86
C an t H ook .......................30
C ountry  Club .............32-34
F orex-X X X X  .................39
Good In d ian  .'.................26
Self B inder, 16os. 80s. 30-32
Silver F oam  .....................24
Sw eet M arie ...................32
R oyal Sm oke .................43

T W IN E
C otton, 3 p ly  ...............24
C otton, 4 p l y ...................24
Ju te , 2 p ly  ................... , , i 4
H em p, 6 ply ...................13
F lax , m edium  N  ...........24
Wool, 1 lb . balls . . . . . .  8

VINEGAR
S ta te  Seal ...................... 12
O akland  app le  c ider . .1 4  
M organ’s Old P rocess 14 

B a rre ls  free.
W fCKING

No. 0 p e r g r o s s .............30
No. 1 p e r  g ross ........... 40
No. 2 p e r  g ross ............ 60
No. 3 p e r  g ross ............ 75

W O O D EN W A R E 
* B askets

B ushels .............. ..........  1 09
Bushels, w ide b an d  . .  1 16
M ark e t ..............................  49
Splint, la rg e  .................. 3 50
Splint, m edium  ............ 3 00
Splint, sm all .................. 2 75
W illow, C lothes, la rg e  8 25 
W illow, Clothes, m e m 7 25 
W illow. C lothes, em ail f  86

1 0

B u tte r  P la tes  
W ire E nd  o r Ovals.
f t  lb., 250 In c ra te  .......... 80
f t  lb., 250 in c ra te  .......... 30
1 lb., 250 in c r a t e .............. 30
2 lb., 250 in c ra te  ............ 36
3 lb., 250 in c r a t e .............. 40
5 lb., 250 in  c ra te  .......... 50

C hurns
B arrel, 6 gal., each  ..2  40 
B arre l, 10 gal., e a c h . .2 66 

C lothes P ins 
Round H ead.
4 inch, 5 g ross ............... 50
4ft inch, 5 g ross .............55
C artons, 20 2f t  doz. b x s . .60

Egg C ra tes  and  F illers 
H u m p ty  D um pty , 12 dz. 20
No. 1 com plete ..............  40
No. 2 com plete ..............  28
Case No.2 fille rslose ts 1 85 
Case, m edium s, 12 s e ts  1 18 

F au ce ts
Cork, linen. 8 in ............  70
Cork lined, 9 in ..............  ¿0
Cork lined, 10 i n ............  96

Mop S ticks
i r o ja n  sp rin g  ..............  99
Eclipse p a te n t sp rin g  86
No. 1 com m on ..............
No. 2 p au  brush  holder 85 
121b. cotton  m op h eads 1 40 
Ideal No. 7 ......................  95

P ails
2-lioop S tan d a rd  . . . .  2 00
A-lin<ip S tandard  ........ 2 3n
2- w ire Cable . 2 10
3-  w ire  Cable . 2 30
C edar, a ll red, b ra ss  . . 1  25
P ap er, E u re k a  ............. 2 25
F ib re  ..............................  3 70

T oothpicka
H ardw ood ......................  2 50
Softwood ........................  2 75
B anquet ..........................  1 to
Ideal ................................  1  60

T rap s
Mouse, wood, 2 h o le s .. 22
M ouse, wood, 4 h o le s .. 4»
Mouse, wood, 6 h o le s .. 70
Mouse, tin , 5 holes . . . .  65
R a t, wood ......................  80
R a t, sp rin g  ......................  75

T ubs
20-in. S tandard , No. 1 7 50
18-in. S tan d ard , No. 2 6 50
16-in. S tan d ard , No. 3 5 50
2u-m. Cable, No. 1 ___ 8 00
is -m . Cable, No. 2 . . . . 7  00
16-in. Cable No. 3 . . . . 6  00
No. 1 F ib re  .................19  20
No. 2 F ib re  .....................9 25
No. 8 F ib re  .....................g 26

W ashboards
B ronxe Globe .................2 50
Dewey ............................  l  75
Double A cm e .................3 76
Single Acm e ...................3 15
Double P eerless  ........ 3 75
Single P eerless  ........ 3 25
N o rth ern  Queen ........ 3 25
Double D uplex ........8 00
Good L uck  .......................2 76
U niversal ......................  3 00

W indow C leaners

11
Old W ool 
Lam bs . .  
Shearlings

P e lts
0

50 0
400

Tallow

0  38

12 in .................................. . . 1  i t
14 in .................................
16 in ................................. . .2  26

Wood Bowls
13 in. B u tte r  ............ . . 1  6C

¡15 In. B u tte r  ............ . . 2  26
!17 In. B u tte r  .............. . .4  00
19 in. B u tte r  ............ . .5  90
A ssorted . 13-15-17 . . . .3  00
A ssorted, 15-17-19 . . . .4  25

W R A PPIN G  PA P E R
Common s tra w  ........  2
Fibre M anila , w hite  . .  3 
F ib re  M anila , colored ..4
No. 1 M anila .....................4
C ream  M anila .................8
B u tch e r’s  M anila  . .
W ax B u tte r , sh o r t c  n t  13 
W ax B u tte r , full cou n t 20
W ax B u tte r , r o l l s ........ 10

YEAST CAKE
M agic, 3 doz............ . . . . 1  16
Sunlight, 3 doz. ............ 1  00
S unlight, l f t  doz...........  68
l e a s t  Foam , 3 d o z . . . . l  15 
Y east C ream , 3 d o s . . . l  00 
Y east Foam , l f t  d o z .. 68 

F R E SH  FISH
P e r  !b.

W hitefish, Ju m b o  . . . .1 6
W hitefish, No. 1 ........... 12
T rou t ..........    l i f t
H a lib u t ..........................  10
H errin g  ..........................  7
Bluefish ........................  14ft
L ive L obster ...................20 ••
Boiled L ob ste r .-............ 29
Cod ..................................  10
H addock ........................  8
Pickerel ..........................  12
Pike ................................  9
P erch  8
Sm oked,'' W h ite  ' , 12f t
Chinook Salm on ...........16
M ackerel ......................
F in n an  H ad d ie  ..............
Roe Shad ........................
Shad Roe, each  ............
Speckled B ass . . . . . . . .  8f t

H ID ES AND P E L T S  
H ides

Green No. 1 .................... 11
G reen No. 2 .................... 10
C ured No. 1 .....................IS
C ured No. 2 .................... 12
C alfskin, g reen , No. 1 18
Calfskin, g reen . No. 2 11
C alfskin, cured, No. 1 14
Calfskin, cured. No. 8 12ft

.. . . Woolunwashed, med.
Unwashed, fine © «
Standard Twist ____ . g

Jumbo, 32 n> °Sxtra H  H  
Boston Cream . . . .  i t  Big stick, go n>. case' *
Grocer.MU*d Cand*
Competition ” .” ............ 5 *Special ........  ..........  I
Conserve . .  .. ..............  J .Royal ........*...................
Ribbon .......................•••}}
Broken .........................
Cut Loaf ..,.***’ ..........  § ..Leader ...........................  *16
Kindergarten”. ’ "..........|rench C re a m ............Star .............  ............ •
Hand Made Cream”  is  
Premio Cream mixed* ” is  
Pans Cream Bon Mona 10
o » „ / S 2 S "  ' * “• ..

B ° n Bona£udge Squares .1 ........
Peanut Squares ........ •
S j f K «  Peanuts ” ” ” 12 Saited Peanuts . ’
Starlight Kisses ..........1?Bias Goodie« H  
Lozenges, plain . .  ' “ is  
Lozenges, printed " i t

g S  ¿¡Sag-
Quintette Chocolates”  "is Champion Gum Drona a Moss DroDs ^ropa , !
Lemon Sours ! ............ J!Imperials . . .  ............

£ r*an> Opera” ."."..if Cream Bon Bona 11 Oolden Waffles . f i

«» I-lasts, lotb. bx 1 8* Oraqs# Jellies . . .  I !  Cenrfh Sours . . . .  ss 
Old Fashioned Hore- hound drops . . .  te 
Peppermint Drops . go 
Champion choc. Drps 88 w Choc. Drops 1 10 H- M. choc. L t. and 

Dark No. 12 . 1 1 «
Bitter Sweets, as’tdL."l at 
Brilliant Gums, Crys. 00 , • A. Licorice Drops. .80 Lozenges, printed gs
Lozenges, plain ........ ” ssImperials ........  HMottoes . . . .  3
Cream Bar . . ” ” ”  S  
O- M- Peanut Bar'.*.’ s# Hand Made Crnas 804894 Cream Wafers . . . .  * uString Rock ........  u
Wintergreen Berries* 84 OJu Time Assorted* 3 78 
Buster Brown Good 8 B# 
Cp-to-date Aaatm’t 3 71 Ten Strike Ns. 1 ..#  to Ten Strike No. S . .  8 as 
I  en Strike, Summer mm-sortment .............. 0 78Scientific Ass’t. . . . . 1 8  00

„  . Pop CornCracker Jack . . . . . .  8 as
Giggles. 60 pkg. os |  60 Pop Corn Balls 200s 1 I t  Azuiikit ioos I tOk My 100s ................   gg

Cough Drama Putnam Menthol . . .1  00 Smith Bros. .............. l |
NUTS—Whole Almonds, Tarragona 18

Almonds, Drake .......... 16
Almonds, California afLshell .............................
Brazils .................. 12018
Filberts .................  12012Cal. No. 1 ............
Walnuts, soft shell 16018 
Walnuts, Marbot . .  013 
Table nuts, fancy 13018ftPecans, Med. ........  © if
Pecans, ex. large . .  ©14 
Pecans, Jumbos . . .  ©18Hickory Nuts per bu.Ohio, new ................
Cocoanuta ...........
Chestnuts, New York State, per bu. . . . .

Shelled Spanish Peanuts Pecan Halves . . . .
Walnut Halves ..
Filbert Meats . . .
Alicante Almonds 
Jordan Almonds .

0  I
05 5  

.30082 

. 0 2 7

. h
P ean u ts  

F ancy  H . P . S uns
R oasted  ..............

Choice, H . P , Jum  
bo ................ ..

S »
0  f
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Special Price Current
A X L E  G R EA SE

Mica, tin boxes ..75 #00 
Paragon ...............  55 • OP

BAKIN G POW DER  
Royal

10c size »0

%n>. cans 1 16
80s. cans 1 90
%R>. cans 2 50
fclb . cans 1 76hvVHjRBj lib. cans 4 90

! 81b. cans 18 00
6R>>. cans 21 60

YOUR
OW N

PR IV A TE
BRAND

W abash  Baking 
Co., W abash ,

Pow der
Ind.

80 oz. Un c a n s  .......... .3 76
32 oz. tin can s .......... 1 50
19 oz. t in cans . . . . . . 85
16 oz. t in can s .......... 75
14 oz. tin can s .......... 65
10 oz. tin can s ........ 55

8 oz. t in can s .......... 45
4 oz. t in can s .......... 35

32 oz. t in m ilk  pail 2 00
16 oz. tin bucket ___ 90
11 oz glass tu m b ler . . 85

6 oz. g lass  tu m b ler 75
16 oz. p in t m ason  ja r 8h

P ork
Loins ....................  @ 15
Dresed ..................  f i l l
Boston B u tts  . . .  @15
Shoulders ............  @12%
Leaf L ard  . .  @18
pork  T rim m ing* @\\

M utton
C arcass ..................  @io
L am bs ................ .. @ 12
Spring L am bs @ 12

Veal
C arcass ................  6 @ 9

C L O T H ES LIN E S 
S isal

60ft. 3 th read , e x t r a . . 1 0#
72ft. 3 th read , e x tra . .1 40
90ft. 3 th read , e x t r a . .  1 70
60ft. 6 th read , e x tra . .1  29
72ft. 6 th read , e x t r a . .

Ju te
60ft........................................  76
72ft.........................................  90
90ft...........................................1 05
120ft.........................................1 50

C otton V ictor
50ft...........................................1 19
60ft...........................................1  26
70ft......................................1 .1 00

C otton W indsor
50ft.......................................... 1  20
60ft.......................................... 1 44
70ft......................................... jl SO
80ft...........................................2 00

C otton Braided
40ft........................................  9b
60ft............... ......................... 1 25
60ft..........................................1 65

G alvanized W ire 
No. 20, each  100ft. long 1 99 
No. 19. each  100ft. long 2 10

C O FFE E
Roasted

D w lnell-W righ t Co.’s B ’ds.

SA FES

CIGARS
Johnson Cigar Co.'s Brand

B. C. W., 1,000 lo t a .......... 21
S I Portana ........................22
Evening Press ..................22Exemplar ........................... 22

Worden Grocer Co. brand
Bea Hur

Perfection ................   .26
Perfection Extras .......... 26Londres .............................. 26
Londres Grand ................26
Standard ................ 25
Puritanos ...............  25Panatellas, Finas ............ 26
Panatellas, Bock .............. 25
Jookey Club ................ . . .85

COCOANUT
Baker's Brasil Shredded

G r *
F ull line of Are an d  b u rg ­

la r  p roof sa fes kep t in 
stock  by th e  T radesm an  
Com pany. T h irty -fiv e  sizes 
and  s ty le s  on h an d  a t  all 
tim es—tw ice a s  m any  safes 
a s  a re  carried  by  an y  o ther 
house in th e  S ta te . If you 
a re  unab le to  v isit G rand 
R apids and  inspect the 
line personally , write for 
q uo ta tions.

80  A P
B eaver Soap Co.’s  B rand

100 cakes, .a rg e  s iz e . . 6 50
50 cakes, la rge  size. .2 26

199 cakes, small s is# ..I  15
50 cakes, sm all s i z e . . l  95

T rad esm an ’s Co.’s B rand

B lack H aw k , one box 2 50 
B lack H aw k, five bxs 2 40 
B lack H aw k , te n  bxs 2 26 

T A B LE SAUCES
H alford , la rge  ..............8 7k
H alford , sm all ..............2 26

79 6c pkgs, per case ..2  
86 10c pkgs, per case 2 
16 10c and 88 6c pkgt 

per esse . ■ •

White House, lib ...................
White House, 2!b.................
Excelsior, M & J, lib .........
Excelsior, M 6b J, 21b..........
Tip Top, M & J, 11b..........
Royal Java ..........................
Royal Java and M ocha.... 
Java and Mocha B len d ....
Boston Combination ..........

Distributed by Judson 
Grocer Co., Gr«nd Rapids; 
Lee. Cady &  Smart. De­troit; Symons Bros. St Co., 
Saginaw; Brown, Davis i t  Warner, Jackson; Gods- 
mark, Durand A Co., Bat­tle Creek; Flelbach Co.,
Toledo.

FI3HIN Q T A C K L E
% to 1 In............................... 8
1% to 2 in............................T
1% to 2 in............................8
1% to 2 In. ......................11
2 In......................................... 16
3 in......................................... 20

Cotton Lines
No. 1. 10 feet ....................6No. 2, 16 feet .................  7
No. 3, 15 feet .................... 9
No. 4, 15 feet ...................10No. 5, 16 feet ...................11
No. 6, 15 feet ..................12No. 7. 15 feet ...................16
No. 8. 15 feet .................. 18No. 9. 15 feet .................. 90

Linen Lines
Small ...................................20Medium ......................  20
tMXge ............................... .14

Poles
69 i Bamboo. 14 ft., per dos. 66 

I Bamboo. 16 fL. per dos. 60 
60‘Bamboo, I I  fL , per do>. 10

Use

Tradesman

Coupon

Books

Made by

Tradesman Company
Grand Rapids, Mich.

L o w e s t
Our catalogue is “ the 

world’s lowest market” 

because we are the 

largest buyers of general 

merchandise in America.

And because our com­

paratively inexpensive 

method of s e l l i n g ,  

through a catalogue, re­

duces costs.

W e sell to merchants 

only.

Ask for current cata­

logue.

Butler Brothers
New York

Chicago St. Louis 

Minneapolis

Chicago Boats
Every Night

Fare $2
Holland Interurban and

Graham  and Morton
STEEL STEAMERS

Boat train leaves 
Grand Rapids at.. 8 p. m.

Sawyer’s j 50 Years 
th e  P eo p le '8 

Choice.

C R Y S T A L  

See that Top ^ Blue.
For the

Laundry.

DOUBLE
STRENGTH.

Sold In 
Sifting Top 

Boxes.
Saw yer s Crys­

tal Blue gives a 
beautiful tint and 
restores the color 
to linen, laces and 

goods that are 
worn and faded.

It goes twice 
as far as other 
Blues.

Sawyer Crystal Blue Co.
88 B r o a d  S tr e e t ,

B O S T O N  -  -  M A S S .

What Is the Good
Of good printing? You can probably 

answer that in a minute when you com­

pare good printing with poor. You know 

the satisfaction of sending out printed 

matter that is neat, ship-shape and up- 

to-date in appearance. You know how it 

impresses you when you receive it from 

some one else. It has the same effect on 

your customers. Let us show you what 

we can do by a judicious admixture of 

brains and type. Let us help you with 
your printing.

Tradesman Company
Grand Rapids

» HTA

S r
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BUSINESS-WANTS DEPARTMENT
Advertisements inserted under this head fo two cents a word the’ first insertion and one cent a word for'each 

subsequent continuous insertion. No charge less than 2 5  cents. : Cash /must accompany al< orders.

BU8INKSS CH AN CES.
F o r Sale—$2,500 u p - to -d a te  grocery. 

P opula tion  3,200, ru ra l 10,000. Only seven 
g roceries in  city . O w ner w an ts  re tire . 
A ddress No. 696, ca re  M ichigan T ra d e s­
m an . 696

F o r Sale—L ong lease, w ith  sto ck  of 
lad ies a n d  g en ts  fu rn ish ings. A lso d ry  
goods, a n n u a l sa les $40,000. invoice $15,- 
000, d iscount stock . Choice location  and  
building. Tow n of 12,000 and  grow ing. 
A ddress C. N. H ow ard , B ox 393, Chico, 
Cali. 695

F o r Sale—G eneral m erchand ise  bu si­
ness, good live tow n Colorado. A nnual 
sales, $100,000. Box 198, Pueblo, Colo.
_________________________________ 694

F o r Salfr—T he b es t shoe business in the  
c ity  of Jackson , M ich.—T he hustlin g  
m an u fac tu rin g  c ity  of 35,000 an d  grow ing 
fast. Good clean  u p - to -d a te  stock  of 
shoes, hosiery  an d  ru b b er goods, tru n k s, 
bags and  su it cases. S tock abou t $20,000; 
cash  sales, abo u t $50,000. T he finest and  
b est located  s to re  in th e  city . M ust be 
seen  to be app recia ted , w ith  a  beau tifu l 
u p - to -d a te  fron t. S tore 22x120 feet. B ase­
m en t th e  sam e w ith  cem en t floor. R en t 
$125 per m onth . F o u r y ea rs’ lease, w ith  
th e  priv ilege of five y ea rs  m ore if d e ­
sired . I will sell a t  cost on inven to ry  
T his will s ta n d  th e  closest investiga ton , 
and  is a  big sn ap  fo r an y  one looking for 
a  business opening, an d  have  th e  cash  
I w ish  to  re tire  from  business. Call or 
ad d ress C. W . B allard , 125 W . M ain St. 
Jackson , Mich. 693

Cash F or Y our B usiness Or Real E s ­
ta te . No m a tte r  w here located. If you 
w ant to buy, sell o r exchange any  kind 
of business o r real e s ta te  anyw here  a t  
an y  price, ad d ress F ra n k  P. Cleveland, 
1261 A dam s E xp ress B uilding, Chicago, 
llL 26

F o r Sale—A clean $12,000 stock of g en ­
eral m erchand ise  w ith  good trade . E s ­
tab lished  for tw en ty  years. In  village 
w ith e lectric  lig h ts  an d  fire protection . 
Located in one of M ichigan’s best a g r i­
cu ltu ra l d is tric ts . W ill tak e  70c on the 
dollar if sa le  can be closed a t  once. W. 
W. T ow nsend, H ubbardston , Mich. 677

F o r Sale—Stock of genera l m erchandise, 
located  in N o rth ern  M ichigan. W rite  for 
p a rticu la rs , a s  th is  is a  barg a in . A ddress 
No. 672, ca re  M ichigan T radesm an . 672

F o r Sale—A t 100 cen ts, one of th e  best 
pay ing  re ta il clo th ing  sto res in th e  best 
business c ity  of 5,000 population  in M ichi­
g an ; sa les $40,000; stock  can  be reduced 
to  $10,000 or less in few  w eeks’ tim e. 
O w ners have  m ade a  com petency an d  a re  
going to  re tire . A ddress No. 692, care  
T radesm an . 692

Mr. Merchant, Are You Satisfied 
With Your Business?

Don't play a waiting game. Don’t  
w ait fo r som ething to  turn  up. A ct 
now. A special sale conducted on 
the  square will put money in your 

, business. S tocks reduced or closed 
out. W rite me to-day.
B. H. Com stock, Merchandise Sale 

Specialist, 907 Ohio Bldg.. Toledo. O.
F o r _ Sale—<Well estab lish ed  d ru g  b u si­

ness in  th e  r ic h e s t irrig a ted  po rtion  of 
South T exas. U p -to -d a te  stock , fix tu res 
an d  foun tain . D oing a  pay ing  business. 
A  good proposition  fo r a  live m an . Do 
n o t w rite  u s unless you m ean  business. 
A ddress W . E . Toogood, B ox 866, San 
A ntonio, T exas. 691

F o r  Sale—C lean u p - to -d a te  g rocery  
stock and  _ fix tures, in  th e  b iggest li t t le  
tow n in M ichigan. B est reaso n s fo r  se ll­
ing. D oing good business. M ust sell 
b e io re  duly l . A ddress C entral, care  
M ichigan T rad esm an . 697

C ake B aker, firs t-c lass , young, m arried , 
sober, reliable . O r a s  sa lesm an  b ak e rs’ 
supplies. E d w ard  A lbrigh t, M endota, 
111. 689

A TRIAL PROVES THE WORTH
Increase your business from  50 to  100 per 

cent, a t  a  cost of 2!4 per cen t. I t  will only 
cost you 2c for a postage stam p to  find out 
how to  do it, o r one cen t for a postal card  if 
you cannot afford to  send a le tte r. If  you 
want to  close out we still conduct auction 
sales. Q. B. Joh n s , A uctioneer and Sale 
S pecialist, 1341 W arren Ave. W est, D etroit. M ich.

Shoe S tocks W an ted —W ill p u rch ase  for 
cash  shoe stocks in Middle W est. Give 
all de ta ils  firs t le tte r. Top prices. Lock 
Box 963, P o rtlan d , Ind. 666

F o r  Sale—T he follow ing p ro p e rty  in th e  
village of L egrand , Mich. 80 a c re s  land 
ad jo in in g  v illage; 40 H . P . saw m ill com ­
p le te ; s to re  building, 24x80, good location 
an d  sto rehouse adv an tag es . H ouse and  
lot, also  o th e r  personal p roperty . R eason 
fo r selling, to  se ttle  up  an  es ta te . A d­
d ress correspondence to  Geo. S. O s­
tra n d e r, A dm nr., L egrand , Mich. 660

W anted—F o r cash , sm all stock  of g en ­
eral m erchandise, located  in sm all tow n. 
Give descrip tion  an d  low est p rice in firs t 
le tte r . A ddress 408 S. Ja m e s St., Lud- 
ington, Mich. 659

N otice—H ig h es t price paid  fo r shoes or 
d ry  goods. 177 G ra tio t Ave., D etro it, 
M ich._________  645

W ill pay  cash  fo r shoe stock. A ddress 
No. 286. ca re  M ichigan T radesm an . 286

P lum bing  an d  elec trica l business fo r 
sale. W ell-estab lished  p lum bing and  elec­
tr ic a l business. Invoices, p lum bing $3,456, 
e lectric  $4,126. A ddress A. B. Beilis, 406 
C ourt S t., M uskogee, Okla. 614

Do You W an t 100c F o r Y our S tock?— 
If so, w e .c a n  realize you m ore th a n  one 
hundred  cen ts fo r your m erchandise. W e 
a re  ex p ert sa le  conductors and  can tu rn  
your m erchand ise  in to  cash  a t  a  profit 
in a  sh o rt tim e, doing th e  w ork  fo r less 
th a n  an y  one follow ing th is  line. B ank 
refe rence and  3,000 m erch an ts  'fo r whom 
we hav e  done the w ork. W rite  to -day . 
In te r  S ta te  M ercan tile  Co., 148 E . W a sh ­
ington St., Chicago. 111. 599

F o r  Sale—O ne C re to rs  No. 6 s te a m  pop­
corn  an d  p e a n u t ro as te r . W ill sell cheap 
fo r cash . Also one p e a n u t w arm er. R e a ­
son fo r  selling, going W est. If  in te re s t­
ed w rite . Irv in g  C. M yers, L. B. 169, 
F en ton , M ich. 687

D on’t  p ay  $30. Send $5 an d  g e t com ­
p lete  H . W . C ross C ourse R eal E s ta te , 
b rokerage , in su rance , com m ercial law . 
C ircu lar free. F . A. Sym onds, R eal E s ­
ta te , T ex a rk a n a , A rk . 685

F o r  Sale—A good clean  stock  of h a rd ­
w are  and  fu rn itu re  in C en tra l M ichigan 
tow n of 500 population , s itu a ted  on ra il­
road. A ddress No. 683, ca re  T radesm an .

683
A ra ilro ad  lun ch  coun te r an d  hotel fo r 

sale. D oing a  f irs t-c la ss  business. S it­
u a ted  a t  th e  ju n c tio n  of th e  R ock Islan d  
an d  Iro n  M ounta in  an d  P in e  Bluff sh o rt 
lines. A m ple room  also an d  fine loca­
tion  fo r a  genera l sto re . A ddress O w n­
er, W . A. T hom pson, B enton, A rkansas.

682
F o r  Sale—Second-hand  sto re  fix tures, 

a ll k inds, e ig h t floor an d  ten  cou n te r 
show cases. One la rg e  sa fe  w ith  tim e 
lock. F ix tu re s  to  equip th re e  la rg e  stores. 
Sold fo r cash  o r m onth ly  paym ents . 
W rite  B ishop Bros., M illington, Mich.

681
B ak ery  F o r  Sale—D oing $18,000 b u si­

ness per year. F . A. O rsinger, 1722 Clay 
S t., D ubuque, Iow a. 675

S tock  of g en era l m erchand ise  w an ted . 
R a lp h  W . Johnson , M inneapolis, M inn.

<24

N otice—C apital w an ted  and  to  th e  
r ig h t p a r ty  full control will go fo r new 
cap ita l needed by a  fully  equipped pocket 
kn ife  p lan t, w ith  a  good trad e  an d  rep u ­
ta tio n  for good goods and  good loca­
tion  on ra ilro ad  and  tro lley  lines. H as 
am ple w aterpow er. W ould like to  hear 
from  h a rd w are  jobber o r m an u fac tu re r  
or any  o th e r  p a r ty  w ith  cap ita l to  tak e  
up th e  above offer. T hom aston  K nife 
Co.. Reynolds B ridge. Conn. 588

Bring Something to Pass
Mr. M erchant! Turn over your " le f t overs.” 

Build up your business. Don’t  sacrifice the 
cream  of your stock  in a special sale. Use the 
plan th a t brings all the prospective buyers in 
face  to  face  com petition and g ets results. I 
personally conduct *my sales and guarantee 
my work. W rite  me. JOHN C. GIBBS, Auc­
tioneer, M t. Union, la.

F o r Sale—In  live c ity  in S outhern  Col­
orado, g rocery  and  queensw are business, 
an n u a l sa les $125,000. A verage profit 25%. 
B est location  in city . F ine  clim ate. W ish 
to  re tire . H ave m ade enough. W ill sell 
a t  invoice price. A ddress Box 37, P ag o sa  
Springs, Colo. 580

F o r  Sale—10,000 No. 2 cedar railroad  
ties. R. W . H yde, Posen. Mich. 574

F o r  R en t—In  M ilan, M ich., b rick  s to re  
47x68, o ld -estab lished , b e s t sto re . M od­
ern  equ ipm ent, com plete  fo r  genera l 
stock , ho t a i r  h ea t, e lec tric  lam ps 24 
hours, s a n ita ry  plum bing, c ity  w ate r. A 
$12,000 to  $20,000 genera l stock , will sell 
$40,000 to  $60,000 here. W rite  A. E . Put­
nam, Sigourney, la. 634

For coal, oil and  gas, land leases, 
w rite  C. W. D em ing Co., R eal E s ta te  
D ealers, T ulsa. Okla. 542

H E L P  W AN TED.

F o r Sale—One 300 accoun t McC&skey 
reg is te r  cheap. A ddress A. B., car» 
M ich ig a n  T r a d e sm a n . 54$

Safes Opened—W . L. Slocum, sa fe  ex­
p e r t and  locksm ith . 147 M onroe s tree t, 
G rand  R apids. Mich. 104

F o r Sale—D ry goods and  m illinery b u si­
ness in one of th e  b es t tow ns of 3,000 
in C en tra l Iow a. S tric tly  u p - to -d a te  In 
every  w ay, best line of goods, b e s t tra d e ; 
b es t room , b est location in tow n, ex ­
trem ely  clean stock, doing a  fine b u si­
ness. R eason fo r selling, change In bu si­
ness. Geo. W . Sm ith, Jefferson, Iowa.

679

W an ted —Salesm en of ab ility  to  solicit 
d ruggists. P ack ag e  goods of finest q u a l­
ity  and  ap pearance . L a rg e  varie ty .
G uaran teed  u n d er th e  P u re  Foods and  
D rugs A ct. 20% com m ission . S e ttle ­
m en ts  b i-m on th ly . Sold from  finely il­
lu s tra te d  ca ta logue and  fla t sam ple book. 
Offers you an  exceptionally  fine side line. 
C atalogue a t  req u est. H en ry  T h ay e r & 
Co., C am bridge-B oston, M ass. E s ta b ­
lished 1847. 5 io

W anted—Clerk for general sto re . M ust 
be sober and  industrious and have som e 
previous experience. R eferences required .
4ddr^ss 8tnr#  cprc T radesm en. 242

W e n t Ads con tinued  on n ex t pmsr».

Here Is a 
Pointer

Your advertisement, 
if placed on this page, 
would be seen and read 
by eight thousand of 
the most progressive 
merchants in Michigan, 
Ohio and Indiana. We 
have testimonial let­
ters from thousands of 
p e o p l e  who Have 
bought, sold or ex­
changed properties as 
the direct result of ad­
vertising in this paper.
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PH YSIC A L FADS.
Each year brings to light some new 

fad, or, at least, an accentuation of 
an old1 one. It is said that the one 
which is this year turning all of the 
people of London, little and big, 
youth and old age, out of doors is 
that of rope skipping. Fat people 
hope to get lean and lean people ex­
pect to grow stout under the exer­
cise. The rheumatic limbs are striv­
ing to get limbered and the torpid 
liver is supposed to take up its bur­
den with renewed life under the treat­
ment. Gymnasiums are filled with 
people having individual reasons for 
rope skipping, some of them dia­
metrically opposite; and may all 
thrive!

Any child will rejoice that the old- 
fashioned sport which amused the 
children of two or three generations 
ago is now being practically applied 
by adults. Yet so violent an exer­
cise, beneficial though it may be 
made, must be practiced with cau­
tion. Children have been overcome 
by such violent exertion and to the 
adult with a weak heart the policy of 
taking matters gently is not amiss*

After all, is it not a fad that will 
soon fade? While it may exercise a 
large number of muscles, are there 
not others equally beneficial and yet 
having a greater end in view? Rope 
skipping in the gymnasium may be 
better physical culture than bicycling 
in the open air, but we doubt it. Cer­
tainly there is not the incentive of 
“getting there” which should prompt 
to its protracted employment. Walk­
ing is another form of exercise less 
violent, yet just as wholesome. In­
deed, if the more violent form is de­
sired, one may run and jump as much 
as he likes and yet feel that he is 
making the exercise serve a double 
purpose. It is the means to exercis­
ing some pleasant hobby. Rope skip­
ping may be excellent in itself, but 
other forms of exercise accomplish 
as much physically and at the same 
time promote a commercial or intel­
lectual pursuit. A fad which has no 
objective gain is soon written with,a 
final e.

Manufacturing Matters.
Alpena— Work has been started 

for extensive improvements at the 
mill of the Richardson Lumber Co. 
The Richardson Co.’s mill at Bay 
City runs steadily throughout the 
year, cutting about 50,000 to 60,- 
000 feet daily. The logs come from 
the North. No delay is experienced, 
a train load of logs coming in every 
day.

Marine City— The Evans Motor Car 
Co. has purchased the foundry and 
machine shop from the Marine Sav­
ings Bank and will put the property 
in shape for the manufacture of auto­
mobile parts of various kinds for out­
side concerns, machine work, etc. The 
principal feature of the business, how­
ever, will be the manufacture of the 
Evans automobile truck.

Bay City— The Michigan Central 
is hauling from the North over the 
Mackinaw division to Bry City about 
125 cars loaded with snwlogs every 
twenty-four hours. These logs are 
consigned to W. D. Young & Co.,

Richardson Lumber Co., Bliss Van 
Auken, Ross & Wentworth, Knee- 
land-Bigelow Company, Kneeland, 
Buell & Bigelow Co. and Knapp & 
Scott.

Munising—The Superior Veneer & 
Cooperage Co. and the Cleveland- 
Cliffs Iron Co. are shipping consid­
erable hemlock by rail. The demand 
for hemlock seems to be better the 
iast month and while prices are still 
unsatisfactory from the manufactur­
er’s standpoint they have an upward 
trend. The latter company has 
bought about 1,000,000 feet of hem­
lock logs from the C. H. Worcester 
Co., at Cusino.

Bay City— Hemlock lath is moving 
freely with an upward tendency as to 
prices and an increasing demand. No. 
2 lath are exceptionally scarce and 
strong at $3.25. Comparatively few 
saw mills are operating lath mills in 
connection. The output last year in 
Eastern Michigan aggregated 82,834,- 
000 pieces. The manufacture of pine 
lath practically has ceased in this 
State. Small quantities of lath are 
brought from Lake Superior by boat, 
but the bulk of the product in Eastern 
Michigan is handled by rail.

It appears from statistics compiled 
from official figures filed in the In­
terstate Commerce Commission’s of­
fice, that railroad wages were never 
higher in this country than at pres­
ent, based on any plan of calculation 
or computation. The average salary 
of the employes rose from $607 a year 
in 1905 to $721 a year in 1908. Out 
of every thousand dollars the rail­
roads expended, $623 went to labor in 
1908. For every thousand dollars of 
net earnings the railroad employers 
receive over $1,600. In 1905 the rail­
roads received $44 of net earnings for 
every thousand dollars of capital in­
vested, which sum has since been re­
duced to $39, or, in other words, to 
less than four per cent, of the cap­
ital. It would appear that labor is 
certainly getting its share as compar­
ed with capital in the railroad busi­
ness.

Emperor William of Germany finds 
that his income is impaired by the 
high cost of living, and the Govern­
ment will be asked to come to his re­
lief. The Kaiser now receives $3,250,- 
000 on the civil list, out of which he 
pays annual incomes to his married 
sons, salaries of the court officials 
and the maintenance of the royal cas­
tles. He asks what amounts to an in­
crease in his salary of $600,000 to 
$800,000 a year. It is expected that 
the various parties will agree to vote 
the increase.

The Bell Telephone Company has 
withdrawn its alarm clock service in 
some of the Eastern cities and towns. 
It was a great convenience to sub­
scribers to have an early morning 
caller, but they became so numerous 
as to interfere with the regular busi­
ness of the company. As it brought 
in no direct revenue, and kept the 
“central” girl busy for several hours 
in the morning, the company was 
compelled to cease to oblige its sub­
scribers in ithis particular way.

Postmaster General Hitchcock calls 
the attention of Congress to a seri­
ous difficulty which he finds in secur­
ing competent men for clerks and 
mail carriers, particularly in the 
West. The initial salary for these 
positions is $600 a year, but a mem­
ber of a labor union can get better 
pay in any of the trades. A man who 
is qualified for the work will not take 
a post office position because he has 
no trouble in finding a place at better 
pay with less responsibility. As a 
result, the business of the post office 
in many localities suffers. It may be 
that to meet this serious difficulty the 
department will in cases offer pros­
pective employes rates of compensa­
tion for the initial year high enough 
to keep the post offices properly 
manned.

The President of the National Elec­
tric Light Association, in session at 
St. Louis, claimed that “our service 
is the one cheaper thing enjoyed in 
these days of the high cost of living.” 
He submits, accordingly, that it 
would be only fair on the part of the 
public to credit the fact of the con­
stant downward trend of electric 
service rates. Though the public dis­
position notoriously is to give ear 
mostly to trouble, gratitude may be 
expressed for this shining example of 
a good deed in a naughty world. 
Looking at it from his standpoint the 
speaker is no doubt correct, but it is 
comparatively only a short time that 
there has been any electric service to 
pay for. Inventions and improve­
ments soon become necessities, and 
while they reduce the cost of produc­
tion, their increased use adds to the 
high cost of living.

When Col. Theodore Roosevelt 
came out of the African jungles he was 
handed a cablegram from the Roch­
ester Chamber of Commerce asking 
him to be present as honor guest and 
principal speaker at its annual ban­
quet next December. His acceptance 
has not yet been received, but Presi­
dent Dietrich says a committee of 
business men and officials will call on 
him on his arrival in New York, when

he has no doubt they will have a fav­
orable answer. “It makes no differ­
ence what Col. Roosevelt speaks on,” 
said Secretary Woodward. “W e’ll 
even stand for fish stories, just so 
long as he comes. But it is certain 
that if he comes he will, as usual, 
say something worth while. I think 
it would be a master political move 
on his part if he decided to come.”

Judge Garman, of Wilkesbarre, 
Pa., has 'handed down a decision in 
the case of Mrs. S. L. Bacharach vs. 
United States Express Co., in favor 
of the plaintiff. Mrs. Bacharach who 
shipped a dress, to be worn at a wed­
ding in June at Salt Lake City, over 
the express line, and the package did 
not reach its destination until October, 
sued for the value of the garment 
and a referee awarded her $74. The 
express company appealed, on the 
ground that the dress was not dam­
aged in the least. Judge Garman 
dismissed the appeal, with the re­
mark that while it might not have 
been damaged it would be out of the 
question to ask a woman of fashion 
to wear a dress a year old. He said 
after a dress got into storage for all 
winter it was clearly out of style the 
following season.

Never judge a man’s worth by the 
amount of insurance he carries.

A man is apt to get his back up 
when he is told to hump himself.

Some saints never believe in snow 
shovels until summer.

B U SIN ESS CHA NCES.
If you do no t ea rn  $3,000 yearly , our 

S tan d ard  C ourse in  rea l e s ta te  a n d  in ­
surance show s you how. W rite  fo r book­
let, endorsem ents , etc. A ddress A m eri­
can  School of R eal E s ta te , D ept. T,
D es Moir.es, Iow a.___________________ 698

B uick No. 17 au tom obile  1909 model, 
cost over $2,000 w ith  ex tra s . Good as 
new. W ill t ra d e  fo r stock  of m e rch an d ­
ise o r  sell a t  a  s a tis fa c to ry  d iscount. 
E . A. B ow m an, How ell, M ich. 699

Only b akery  lively tow n  W e s te rn  N ew  
York. Good chance  fo r m an  sm all c a p ­
ital. A ddress 700, c a re  T rad esm an .
______________________________________ 700

W an ed —A  firs t-c lass  sa lesm an  who 
u n d e rs tan d s  clothing', fu rn ish in g s and  
shoes. One w ho know s how  to  tr im  
windows. Good ste ad y  position  an d  good 
sa la ry  to  th e  r ig h t p a rty . A ddress No. 
701, ca re  T rad esm an ._______________ 701

RAMONA------
5 th Great Week

Headed by
The Sensational Musical Act

I GUS EDWARDS I 
| NIGHT BIRDS |

with

Nellie Brewster
And her Company of Singing and Dancing 

Young Ladies and Men

5 Other Big Offerings
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YOU ONE? FftST AND STILL THE BEST

t. Have you put off installing T H E  
M cCA SK EY C R E D IT  R E G IS ­
T E R  because you are skeptical as 
to what it will do?

T Then learn this! Sixty thousand raer- 
/ O^ants in alTparts of the United 

States, Canada and other countries 
say it—

(T IM E
SA V E S  ̂ LABOR  

(M ON EY

If We shall be very glad to prove to you
v that it will pay for itself many times 

in the course of the first year it is 
in ycrar store. ■*. /

■ 1  The information will be free. Do 
your part by mailing a postal.

The McCaskey Register Co.
Alliance, 0 .

.  J ^ a^ i a®tu ^«rs 0£ th e  famous Multiplex Duplicating
* * *  SJ»«» o*«»i

Detroit Office:
1014 Cham ber of Commerce B ldg .

Grand Rapids Office:
256 Sheldon S t., C itizens Phone 9645

A gencies in ail Principal Cities

v O F F E f
^' NEl l -WRIGHT* <?

®OSt o w - c  m ic a g o  ,,

The
Very
Best
There Is

IT PAYS to handle IT

Distributed at Wholesale by

JUDSON GROCER CO.
Grand Rapids, Mich.

a few small, unknown manufacturers of Corn Flakes, who 

couldn’t  succeed with their own brands, are packing 

private brands for wholesalers and certain rolled oats millers.

When these are offered to you, find out who makes them. Ten 

to one yo\t never heard of the manufacturer.

Some salesmen claim that they are packed by Kellogg, and 

some only go so far as to say that they are “ just as good as 

Kellogg’s.” Neither statement is true. Kellogg packs in 

his own packages only, which bears his signature,

^  ’/ '( 'jg X f o 'y !  ------
KELLOQG TOASfED CORN FLAKE CO. Battle Creek, Mich.



Stimpson No. 75

The NEW  
Stimpson-Automatic 

100-pound Scale
Cheapest and Best

Cheapest because it weighs and computes to ioo pounds, and is 
therefore the only automatic Scale capable of handling all your 
business.

Best because it is the only perfect automatic scale built— abso- 
utely accurate and as sensitive as a drug scale.

The No. 75 is fitted with Total Adding Device, Bevel Plate 
Housing Glasses throughout, Improved Platform Guard and 
Paper Fender and equipped with electric light if desired.

Write today for full particulars to

Stimpson Computing Scale Company
Detroit, Michigan

Twelve O’Clock
When you wake up and the clock strikes 

twelve, when it’s darker than pitch and the 
wind blows a gale, you say to yourself:

“What a Wild Night for a Fire”
Then you think of your own place of business 
and you say, “ Well, I’m insured.” Are you?
What about your valuable papers and account 
books— are they insured? What would be 
your loss if they burned? You dislike to think 
about it, don’t you?

Think Once More and Buy a Safe
Better get busy and write us today for prices.

Grand Rapids Safe Co. Tradesman Building

Grand Rapids, flieh.


