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Che gonoersational Afternoon

'T'H EY were talking all together of the season, of the weather and | think linguistic tether
had in cases run quite far;

They discussed the problem polar, touched upon some questions solar, told of baby’s latest
molar, and the opera’s new star;

They talked some of sanitation, of the need of ventilation, of Caruso’s inspiration, and the
billows fell and rose

Of their speech, and then it drifted into channels fair, clouds lifted, and the debris was soon
sifted—for somebody started Clothes!

At the outset women waited off in little pairs were mated, and opinions passed and stated o.i
the topics of the day;

On the evils of divorces, on the spell of spirit forces, on the saving of resources which were
frittering away;

But at last speech seemed quite vanquished and the conversation lanquished till the hostess
was nigh anquished, but her fallen spirits rose,

JWhen, as might have been expected, other topics were ejected from the discourse and erected
on the wrecks of them was-Clothes!

| forget the kind of topics they talked first—some philanthropic’s plan for cooling off the
tropics, but it lasted not at all;

It made just a little ripple, just a light and harmless tipple, and then limped off like a cripple
and was flowered on the wall;

Then they talked bridge for a minute, dealt a hand to see who’d win it, but there seemed no
substance in it, and it crept off to repose

In oblivion and quiet, and the guests all seemed to shy at speech of any sort till riot broke-
somebody started Clothes.

| recall that for a second some one talked of art and reckoned it might hold them, but it reck-
oned her a sorrowful farewell;

Music held the boards the fraction of a minute, but the action was too slow-it meant distrac-
tion, and it had no charm or spell;

Some one took a literary turn, but verse and prose were very soon off to the cemetery of
prosaic things like those.

But the meeting was a rabble of unending gibble-gabble, and backed off the boards was Babel
when somebody started Clothes!

J. W. Foley.
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A Reliable Name

And the Yeast
Is the Same

Fleischmann’s

These Three Great Features Are Exclusively

ANGLDILE

And are not found
on any other
Computing Scale

This cut
shows the
customer’s
dial

1. It Shows a Plain Figure for Every Penny’s
Value.

2. It’s Customer’s Dial is the Largest on Any
Counter Scale.

3. The Merchant’s Dial Stands at the Natural
Angle for Easy Reading.

Write today for full information concerning this wonderful scale.
It begins where other scales leave off.

Annidile Computing Scale Co.
Il Franklin St. Elkhart, Ind.

Our Brands of

VINEGAR

Have been continuously on the market
for over forty years

“HIGHLAND” Brand Cider and White Pickling
“OAKLAND” Brand Cider and White Pickling
“STATE SEAL” Bran™d 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» jt o> jt jt

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, j» jft

The Williams Bros. Co.

Manufacturers

Picklers and Preservers Detroit, Mich.
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THE COUNTRY SCHOOL.

It has been reported in some sec-
tions that the consolidation of
schools in the rural districts has
proved a failure and that the country
schools are being re-opened.

There may be instances where the
route is too long or the roads are
too poor to render the plan practic-
able; but in every case where the
trip can be made with reasonable
ease, it is not a failure but a-egreat
advantage. If the children prefer
the country school, it is generally be-
cause “they have more fun there,” a
claim which no one who investigates
the comparative methods of teaching
and discipline could for a moment
deny

There are instances to be cited
where pupils can be transported on
the trolley at one-third of the ex-
pense of maintaining country school;
where they could have the advant-
ages of a trained teacher and recite
in classes large enough that an in-
terest can be maintained. Yet the
country school has been re-opened,
simply to give a young girl a place
to teach—more properly to “keep
school.” While it is true that our
best teachers were once beginners,
ik it fair to the children to compel
them to remain, term after term, in
such a training school for teachers,
encouraged only by the thought that
if the present one is a success she
will be duly promoted to a school
in town; if she wholly fails, they
will, perhaps, have a trial at breaking
in another beginner next year.

School officers are, as a rule, poor-
ly paid; the only pecuniary recom-
pense is the influence which the
place carries.  Consequently only
those interested will accept the low-
er offices. But if a little girl wishes
to teach, her father courts the office
and she gets a school. If there are
not enough vacancies for all the be-
ginners and culls, he ,and a few of
his comrades similarly placed open
up the closed rural schools, vote
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consolidation a failure and, incident-
ally, vote their children in as teach-
ers (?).

GETTING EVEN.

The tradesman’s life is filled with
incidents inspiring this feeling if he
but succumbs to it. Yet the plan nur-
tured lands him in numberless pit-
fails, besides destroying his peace of
mind. Bacon wrote: “Revenge is a
kind of wild justice, which the more
a' man’s nature runs to the more
ought law to weed it out.” This was
many years ago, before conscience
had gained its present prestige over
law. The weeding-out process may
now be done more easily, economi-
cally and satisfactorily than by fee-
ing attorneys.

Edison may have felt like “getting
even” with the man whose undeserv-
ed blow upon the head rendered the
embryo inventor deaf for life. Yet in
giving to the world the power to
hear the sweetest of tones through
all time, has he not “got even” and
very much more? His has been a
life too busy to waste time in brood-
ing over injuries or paying them
back according to the popular version
of the term.

Even Napoleon, born warrior al-
though he was, did not stoop to fight
the school boys who made sport of
him on account of his humble ori-
gin; but by devoting his time to his
books he soon gained the head of
the class and thus commanded their
respect.

Retaliation is a most expensive
source of redress. If we have been
used unfairly the loss is sufficient
without wasting time, strength, nerve
force in striving to give the offender
‘as good as he sent.” Anger costs us
more than a small imposition. While
we may strive to avoid future dis-
turbances from another, it is not
profitable to stir them up ourselves.
1he Golden Rule will never become
inert.

HELPING OTHERS.

We have all heard, and some of us
believe too fully, that self-help is the
best help. We say too fully, for while
this excess of belief, as applied di-
rectly to our own individual efforts,
can not be put too emphatically, yet
there are times when it is unwise and
selfish to apply the test too fully to
others. There are instances in which
the aid of another is necessary. And
our inclination to turn a cold shoul-
der to such calls is but the mark of
extreme selfishness.

Just how far we may with consis-
tency carry our spirit of helping oth-
ers into practice depends upon cir-
cumstances. There is not a day in
which some legitimate aid may not
be given. It is-ours to be alert to
the needs of those around us—our em-
ployes, our patrons, our neighbors,

our friends—everybody with whom
we come in contact.

There are many ways besides the
financial one in which we may help.
A word of encouragement or advice,
a kind look, a bit of humor which will
remove the veil of despondency—
these and many other ways will sug-
gest themselves. The one who strives
to be helpful will soon find his re-
sources accumulating as did the oil
in the cruse of the woman of old.

Help should always be restricted to
the instilling of self-help. Says Lil-
lian Whiting: “Let one give the aid
he can, by all means, when the word,
the act or the money will serve as a
bridge thrown across a chasm which
otherwise would check an onward
progress; but when the object of so-
licitude has in himself no original im-
petus then do all the aids in the
world become utterly useless.” The
woman who insists that the tramp
replenish her woodpile while she gets
his breakfast has fully solved the
problem of helping others. If he is
unable to cut the wood, furnish a
physician, but insist that the wood
be cut as soon as the healing is per-
formed.

MERIT AS A TRADE-MARK.

You have more than once felt cha-
grined on getting in a good quality
of a certain article to see that your
patrons are all going to Brown'’s just
because he is selling five cents cheap-
er. But do you not as surely have a
little satisfaction later when they
come trooping back, simply because
they have found that there is a dif-
ference of more than five cents in
the quality? It will never pay you
to remark upon the subject unless
the other party takes the initiative.
Your reward is enough that you can
acord to keep quiet; but the moral
is not to be missed. Let merit be
your trade-mark and it will soon be
discovered, even although not em-
blazoned on your door in gilt letters.

“Those best can bear reproof,
wrote Pope, “who merit praise.” The
criticism which is bound to come
from some one falls lightly where
merit is firmly established. It may
for a brief time seem to carry, but
it is eventually whiffed away, even
although the air is seemingly still.
The reputation which is based on
anything but merit is but a transient
cne, toppling over when least expect-
ed. “True worth is in being, not
seeming,” and although the public
may not at first view it in the full
light, a fact that is dearly paid for is
tut the more carefully treasured.

If your position calls for the han-
dling of goods so cheap that they are
necessarily inferior, let the fact be
known, adding that a better grade is
also for sale. This leaves the mat-
ter entirely in the hands of the pur-
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chaser, and is simply a question of
how much money he is willing to in-
vest.

Do not set an undue mark of mer-
it upon your stock. The man who
pretends to carry an extra grade at a
trifle advance in price is soon right-
fully branded with dishonor if his
stock does not prove worthy. Your
goods are no better than your rival’s,
unless they merit the distinction.
Never attempt to sail under false col-
ors.

LEARNING TO BE A QUEEN.

We Americans have been taught to
believe that monarchs are born, not
made. Yet the new Queen of Eng-
land is in a measure self-made and
fully equipped for her royal duties.

It may seem strange that her skill
in home duties first led her into no-
tice as a lit candidate for the place of
wife to the heir apparent to the
throne. When we learn that it was
no less a person than Queen Victoria,
herself thoroughly domestic, who
made the selection, surprise ceases.

Princess Mary was not content
with resting on these qualifications.
She studied minutely all the social
and official duties of both king and
queen, and then, leaving her little
ones in the care of Alexandra, she ac-
companied her husband on a tour to
every country where the Union Jack
lloats. lhis study of the countries of
her realm has been further supple-
mented by study and practical work
among the industrial classes at home,
household sanitation and charities
owing much improvement to her
hands.

Her example is certainly worthy of
emulation. In our life work too many
ot us fail to recognize the highest
duties involved. It is one thing to
rule a court, but quite another to
dominate wisely the homes of a na-
tion. To be able to manage the us-
ual routine of work may come easily
enough; but if we would go down to
the details in the foundation work, if
we would move toward better things,
we must learn our busines in all its
phases as thoroughly as did Princess
Mary learn to be a queen. Our place
of buiness is our court; but our sub-
jects—customers, if you please—are
varied; their needs are to be catered
to and there are reformations due
them at every step of the way.

The government printing office is
new turning out postal cards at the
rate of about three millions a day,
which just about supplies the demand.
Additional presses will soon be put
in so as to increase the output to
four millions a day, as it is evident
that number will soon be required.
It seems hardly possible that 4,000,
000 postal cards could be used in a
day, but this is a great country and
the card is a popular institution.



NEW YORK MARKET.

Special Features of the Grocery and

Produce Trade.
Special Correspondence.

New York, July 25—With the ther-
mometer going to 90 to 95 day after
day, there is nothing to do but to
move slowly, and the coming week
will not be one of great “hustling.”
Spot coffee is in light demand from
jobbers, although quite a good many
small orders were found this morn-
ing. In the aggregate the amount
changing hands is respectable, but
there is room for much improve-
ment. Rio No. 7 opens at 8HC
There seems to be a tendency to
some advance. Mild coffees are mov-
ing with some freedom and rates are
firmly sustained.

The sugar trade is having its inn-
ing now and orders are coming in at
a satisfactory rate. Granulated is be-
ing sold pretty close to cost and
some advance will cause no surprise.

Teas show little, if any, change.
Sales are of small lots and no imme-
diate change is looked for, although
with advancing rates abroad there
will, doubtless, be a higher level here
before the end of the year.

Dullness characterizes the rice
market. Neither buyer nor seller
seems to take any interest in the sit-
uation and, until we "receive further
domestic supplies, there is likely to
be a very quiet trade. Certainly there
seems no need of purchasing ahead
of current requirements.

Spices show little change. Pepper
is the most active article on the list.
Cloves show a little advance. The
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supply of mace is rather light.

There is nothing doing in molasses,
which is absolutely the dullest thing
in trade. Prices show the same lev-
el as a week ago. Syrups are quiet
and unchanged.

Canned goods certainly tend to a
higher level and it will be well for
dealers to keep their eyes on “tinned”
stock. Everything conspires to make
an advance and this is already made
in coast products.

Butter was slightly cut and a bet-
ter trade set in. The supply of low-
er grades is more than sufficient for
the_demand. Creamery specials, 28%
@M; Western factory firsts, 24j4c.

Cheese is absolutely unchanged,
but the supply has been ample and
there is some surplus. Full cream,
iSH@ib6c.

Eggs are fairly firm for stock of
‘quality ” Western eggs, which have
not been much affected by the heat,
are worth about 21c, but the bulk is
working out at 177@i9c. The heat
is having its certain effect.

Some Uses For Cornstalks,

Cornstalks, formerly almost a
waste product, have been turned to
account during recent years, and the
farmer is enabled to get quite a
profit per ton for them.

Théy are utilized for packing cof-
ferdams and in the manufacture of
smokeless powder; paper pulp can be
made from them; they furnish py-
roxylene varnish, are useful as a pack-
ing material, and, together with the
leaves and tassels, enter into the
composition of various prepared fod-
der.; and food stuffs.

What Other Michigan Cities Are Do-
ing.
W ritten for the Tradesman.

Kalamazoo grocers and butchers
have changed their picnic plans and,
instead of going to Gull Lake, they
will go to Hague Park, near Jackson,
joining there the grocers and butch-
ers of Jackson, Battle Creek and pos-
sibly Lansing. The date is Au-
gust 25.

Imlay City business places will be
closed August 2 and the merchants
will go down the St. Clair River to
Tashmoo Park for a day’s outing.

Flint has adopted an ordinance
which provides that “no sign shall be
extended from the side of the walk
or building to which it is attached
more than three feet nor nearer to
the sidewalk than eight feet.” Police
officers have been instructed to re-
move all offending signs.

Kalamazoo has adopted the recom-
mendation of its Chief of Police that
street fakirs be eliminated. They have
been paying the city $2 per day for
the use of street corners, but they
were continualy .causing trouble, re-
quiring the use of an officer, and it
was voted to abate the nuisance.

Tecumseh is rejoicing that the An-
thony fence plant, recently taken
over by the American Steel and Wire
Co., is to remain there. An additional
five acres has been purchased, on
which more warehouses will be built,
doubling the capacity of the plant.

Bay City grocers and butchers will
hold their annual outing at Wenona
Beach August 18 Other merchants
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of the city have been invited to close
their stores and join in the picnic.

Lapeer is promised an attractive
park by the Michigan Central road.
It wull include the former depot site
on Saginaw street.

The Retail Merchants’ Association
of Vicksburg has petitioned the
Council to install public hitching
posts on the streets and alleys for the
convenience of farmers. The Coun-
cil has granted a petition for a san-
itary drinking fountain, to be placed
at Main and Washington streets.

Lansing hopes to make an indus-
trial exhibit in connection with the
annual meeting of the League of
Michigan Municialities, to be held in
that city the third week in Setem-
ber.

Saginaw is preparing to entertain
the Arbeiter societies of the State
August 7 and 8. Almond Griffen.

Why Thunder “Rolls.”

During electric storms, when the
lightning is very near, the thunder is
heard once only with a sound like
the discharge of artillery. When the
storm is farther away the thunder
is not a short sound, but a series of
closely connected explosions.

When lightning bursts between
two clouds, or betwen a cloud and
the earth, the different points on the
course followed by the electric dis-
charge are at different distances from
him who hears them, so that the
sounds, traveling from different loca-
tions, reach the listening ears one
after another, the period between
the discharges apparently increasing
as they come from greater distances.

To Get and Hold Trade

Sell your customers absolutely reliable goods.

Don’'t run the

risk of losing their good will by offering an article of doubtful quality
or one which may injure health.

When you sell Royal Baking Powder you are sure of always

pleasing your customers.
solutely pure and dependable.

from Royal Grape cream of tartar.
ing it in every respect the most reliable, effective and wholesome of

all the baking powders.

Every housewife knows that Royal is ab-
It is the only baking powder made

You are warranted in guarantee-

On the other hand, you take chances when

you sell cheap baking powders made from alum or phosphate of lime.

They are unhealthfui and fail to give satisfaction.
Royal never fails to give satisfaction and pays the grocer a greater

profit, pound for pound, than any other baking powder he sells.

To insure a steady sale and a satisfied trade, be sure to carry a
full stock of Royal Baking Powder.
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Raisin Crop Is Large—Prune Crop Is
Small.

New York, July 26—The uncertain-
ty regarding the crops of California
fruit this year is an elemeit which
i? largely influencing the views of
growers as to values, and that this
will become more and more a dom-
inant factor in the establishment of
prices on new crop dried fruits is the

opnion of prominent handlers of
these goods. On this paint F. A.
Aplin, Vice-President of the J. K.

Armsby Co., said yesterday:

“The crop of California raisins in
sight, at present, is large. Based on
2/4c sweat box the prices now quot-
ed are below the cost of production
and any one selling at such prices is
satisfied to take chances that are al-
ways present in any crop of Califor-
nia fruit. It is well understood that
the element of uncertainty is there.
This factor is too often underesti-
mated by the operator. In the case
of raisins hot weather at certain pe-
riods and rain during the curing sea-
son are more frequently than not
overlooked by the sellers in their an-
xiety to do business.

“Take the apricot situation this
season as an illustration. Early in
the season sellers estimated the out-
put at 18000 tons, while later devel-
opments show that the crop of this
fruit is fully 20 per cent, short of
these estimates. The shrinkage in the
crop and the strong demand has
caused an advance of fully 2 cents
a pound. The crop is now reported
to have been nearly all sold and ad-
vices we received last week reported
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an additional advance and a stronger
market. Large sales for spot and
future shipment have been made at
the higher prices and it seems to be
certain that still higher prices will
be seen before the end of the crop
season.

“Not much over 50 per cent, of an
average crop of California prunes will
be made this year. The crop of the
world is of slight importance to the
California and Oregon trade except
as it affects the export demand for
its fruit. The markets of the world
must depend upon France and Cali-
fornia. This year France has bought
more freely in California than any
other foreign country at the so-call-
ed high prices. This would seem to
be proof conclusive that the French
crop is short. Last year there were
exported as many prunes as Califor-
nia is expected to produce this year
all told, while the spot demand up
to this time has not been up to that
of last season for the same period.
There is every reason to believe that
high prices have had as much influ-
ence on retarding spot demand as
they have had in creating hesitancy
on the part of Atlantic coast buyers.

“The distributers of the finer
grades of prunes in Europe, as well
as America, are not materially in-
terested in a big world crop, for the
reason that the output of Bosnia
and Servia, representing the lower
grades, no longer interests consum-
ers who are accustomed to eating
California and French prunes. There-
fore the real question that interests
buyers is not so much the so-called

high prices as whether at the ad-
vanced figures consumption will be
materially reduced.

“High prices are generally com-
pared by buyers with the figures
quoted on a large crop added to a
considerable carry over. The carry
over this year was so light as to be
almost negligible.

“Prunes have never been cheap to
the consumer, no matter how low a
price the producer has accepted or
been forced to accept. Proof of this
assertion is easily had when we com-
pare the prices paid to the grower
by those paid to the distributer. The
difference is often 100 per cent, on
the cost to the jobber. This is a
rather big percentage on one of the
finest fruit foods the country pro-
duces. It is reasonable to assume, in
view of the fact that prunes have al-
ways been sold by the retailer at
prices showing an excessive differ-
ence between producers’ and retail
dealers’ costs, that there is not likely
to be any appreciable advance in
prices to consumers this year in
spite of the smaller crop, and there-
fore no material decrease in con-
sumption.”

Right Hand Rule in Navigation.

London’s drivers, sitting on the
right hand side of the driver’s seat,
turn to the left. Why? In order that,
looking down at the right hand side
of the vehicle, they may gauge to a
fraction of an inch the hubs of a
vehicle meeting them. In the United
States the driver still preserves the
right hand side of the seat, and in

turning to the right of the roadway
has the least knowledge of where his
hubs may be in passing.

But in international navigation are
the “right hand” rules that always ob-
tain. It is in the narrow channel
winding into a port where the ex-
tremest of emphasis is laid upon the
vessel keeping to starboard, no mat-
ter how many crooks, and turns, and
loops the channel may make.

This was illustrated in a collision on
the Whang-Poo river, in China, when
the Pekin and the Normandie collid-
ed. The Normandie was descending
the stream, keeping to starboard. The
Pekin was ascending the channel,
keeping to its starboard. At a sharp
turn in the channel the two boats
collided. The Pekin’'s master declar-
ed that, owing to the sharp bend in
the river, it was a “crossing” case, in
which the Normandie was to blame.

In the house of lords, however, it
was held that the right hand of any
channel of any degree of sinuosity
lay at the right of the channel's cen-
ter; that therefore, when the Pekin
failed to observe the rule in the
sharp bend, and “cut across,” it be-
came an offender against the law and
must pay damages.

Some have hard work getting any
religion out of their hearts because
so much was once forced down their
throats.

Do your duty and your spirit of
devotion will develop itself all right.

No one gets far in love’s lessons
without learning to hate heartily.

Who iIs Getting Your Profits?

Who is selling the buttermakers in your neighborhood Dandelion Brand Butter Color?
They're buying it—for official records prove that over 90 per cent, of the buttermakers in America

use Dandelion Brand Butter Color.
Dandelion Brand doesn’t have to be “pushed.”

But are you getting the profits from your buttermaking customers?
Years of experience have proved that it’s the

best butter color made—the only safe, reliable, purely vegetable butter color that gives the rich, golden

June shade.

Just let the buttermakers know you’re selling Dandelion Brand Butter Color.

build up a good-paying trade.

Dandelion Brand Butter Color is
Endorsed by All Authorities

Dandelion Brand

Purely

That’s enough to

Dandelion Brand is the Safe and
Sure Vegetable Butter Color

Butter Color

Vegetable

We guarantee that Dandelion Brand Butter Color is purely vegetable and that the use o# same for coloring
butter is permitted under all food laws, State and National

WELLS & RICHARDSON CO.
Manufacturers of Dandelion Brand Butter Color

BURLINGTON, VERMONT



Movements of Merchants.

Eau Claire—William Pegg has sold
his bakery to Allen Dean.

Grand Haven—Peter Sluiter has
opened a new meat market.

Allegan—Roy Priest succeeds Fred
Terry in the grocery business.

Lansing—C, 11. Beardsley has op-
ened a 'new jewelry store here.

Sault Ste.
have opened a new grocery store.

Reed City...R. A. Breg'g" succeeds
A. M. Bregg in the grocery busi-
ness.

Grand Ledge—George Granger has
opened a confectionery and cigar
store here.

McBride—C. W. Harder has sold
his interest in the McBride creamery
to C. E. VanSlyke.

Hastings—Joseph R, Gillard has
been appointed trustee of the Roy
Hutchinson grocery stock.

Detroit—Casper Oppenheim  will
remove his men’s furnishing stock
from Bangor to this place.

Cass City — Christian Sehwarder
has purchased the confectionery
stock of Mrs. J. C. 1”auderbach.

Plymouth—Thomas Hammond has
purchased the confectionery], cigar
gnd tobacco stock of A. J. Somers.

Saginaw—The capital stock of Sy-
mons Bros. & Co., wholesale grocers,
has been increased from $200,000 to
$300,000.

Plymouth—The J. D. McLaren Co.,
dealer in grain, produce and hay, has
increased its capital stock from $50,-
000 to $100,000.

Marquette—Archie C. Richards and
Edward Kukku have purchased the
paint store and decorating business
of A. J. Pleyte.

Marquette—J. B. Arons has leased

a store building oh Washington
street, whcih he will occupy with a
shoe stock August 1.
* Charlotte—Brown Bros, have sold
their clothing stock to R. Crofoot,
of Kelso, Washington, who will take
possession September 1.

Ransom—Frederick C. Bavin has

sold his grocery stock to Leon Hay-
barker, who will continue the busi-
ness at the same location.
" Thompsonville — William Immer-
jnan & Co. has opened a general
store at Arcadia under the manage-
ment of Arthur Wightman.

Holland—Jacob Kuite, Jr., has ad-
mitted his son to partnership in his
meat business. The new firm will be
jknown as Jacob Kuite & Son.

Temple—Geo. E. Orr and F. B.
Dunham have purchased the general
stock of J. Il. Russel and will do
business under the firm name of Orr
& Dunham.

Owosso — The Owosso Outfitting
Cqg. has purchased the house furn-

Marie—Wheatly Bros. |
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ishing stock of Charles Fillinger and
will consolidate both stocks at the
store occupied by Mr. Fillinger.

Powers—The Exchange Bank here
has been reorganized and incorporat-
ed into a State bank. After Aug. 15
it will be known as the First State
Bank of Powers. The capital is $20,-
000.

Lansing—Carl Brackett has pur-
chased the interest of his partner,
Charles Lichte, in the tailor business
of Brackett & Lichte, and will con-
tinue the business under his own
name.

Detroit— A new company has been
incorporated under the style of the
Smart Shoe Co. with an authorized
capital stock of $5000, all of which
has been subscribed and $4,500 paid
in in cash.

Fline—The W. J. Towers Co. has
been organized to engage in the gen-
eral confectionery business with an
authorized capital stock of $5000, of
which $3350 has been subscribed
and $2500 paid in in cash.

Flint — Harry W. Watson has
merged his wholesale tobacco, cigar
jand candy business into a stock com-
pany under the style of the Harry W.
Watson Co. The capital stock is
$50,000, all paid in in property. Mr.
Watson holds $46,500 of the stock.

Lakeview—Merle W. Gee, who for
the past few years was associated
in the hardware and furniture busi-
ness here with his father, the late
J. J. Gee, of Whitehall, has pur-j
chased the interest of the estate and
is now sole proprietor of the stock.

Big Rapids—Charles T. Jones, of
Holland Patent, N. Y, who figured
on buying D. H. McFarlan’s grocery
store, the deal falling through, has
purchased the grocery stock and
business of the John K. Sharpe es-
tate, conducted since the death of
Mr. Sharpe by Mrs. Sharpe.

Owo0ss0----- H. Goldstein, who has
conducted a store at Montrose for
the past nine years, has opened a gen-
eral store here. Mr. Goldstein still
owns his Montrose store, but will
sell it as soon as possible in order
to give his entire attention to the
business here.

Kalamazoo—With the removal of
Frank P. D’Arcy, jeweler, to the
store formerly occupied by Lamed '&
Shandrew, 126 West Main street, a
business other than a hardware will
be conducted in the store for the first
time in its history. From the time
it was built, in 1856, it had been used
as a hardware store, a period of fifty-
three years. No other building in
this city has been used for one kind
of business continuously for so long
,a time.

Morrice— At a meeting of the busi-
ness men held here for the purpose
of deciding whether to open the
stores evenings, it was found on
comparison of notes by the mer-
chants that their business had in-
creased over the business of former
years during the six weeks in which
the stores remained closed in the
evening and that more business was
being done in the ten hours of work
than in the fourteen and sixteen
hours which they had put in under
the old regime. These facts will in-
duce the merchants to keep on in the
new way. It gives them five evenings
each week at home with their fam-
ilies. which they all appreciate.

Manufacturing Matters.
Kalamazoo—The Parent Cigar Co.
has arranged to double the capacity
of its factory.

Holland — Edward Visscher has
purchased the stock of the C. Blom,
Jr., Candy Co.

Lansing—C. H. Beardsley, former-
ly of Mt. Clemens, has opened a jew-
elry store here.

Brookfield—C. M. Powers & Co.
will open a branch store at Charles-
worth about August 1

Mt. Clemens—The Moxon
ment Co. has increased its
stock from $30,00 to $40,000.

Detroit—The Detroit Leather Spe-
cialty Co. has increased its capital
stock from $50,000 to $75,000.

Monroe — The Monroe Binder
Board Co. has increased its capital
stock from $75000 to $105,000.

Detroit—The Detroit Window and
Stained Glass Co. has decreased its
capital stock from $35000 to $15,000.

Adrian—The Gibford Manufactur-

ing Co., maker of razor strops, has
increased its capital stock from $6,000
to $50,000.
' New Swazy—Leo Verville, former-
ly of Gwinn, has engaged in the gro-
cery and meat business here under
the style of Leo Verville & Co.

Garnet—The Hudson Lumber Co.
is putting in a spur to the Soo line,
west of Gilchrist, to get out a large
quantity of hemlock timber and bark.

Detroit—The Valpey Shoe Co.,
Ltd., has increased its capital stock
from $40,000 to $60,000 and changed
its name to the Lindke Shoe Co.,
Ltd.

Munising—The Business Men’s As-
sociation is endeavoring to interest
Chicago capitalists in the establish-
ment of a furniture factory at this
place.

Hancock—The Fennia Manufactur-
ing Co. has been organized to manu-
facture and sell furniture. The capi-
ta’ stock is $650,000, one-half subscrib-
ed and $5,000 paid in in cash.

Marquette—The  Marquette Tent
& Awning Co. has dissolved partner-,
ship and the business will be contin-
ued by Mr. Martinelli, who has pur-
chased the interest of his partner.

Mendon—F. E. Kelsey has sold his
grain elevator to the Morris Kent
Co., of Kalamazoo, who will con-
tinue the business at the same loca-
tion under the management of E. C.
Rishel.

Detroit—The Steely Auto Engine
Co. has been incorporated with an
authorized capital stock of $150,000,

Lina-
capital
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of which $75,000 has been subscribed,
$500 being paid in in cash and $49,500
in property.

West Branch—The Batchelor Tim-
ber Co., of Saginaw, is erecting an
addition to its planing mill at this
place. The company, it is reported,
will manufacture heading in connec-
tion with lumber.

Alma—The Alma Board of Trade
has raised $50,000 to secure the lo-
cation here of the Miller Saw Trim-
mer Co., of Milwaukee. It is ex-
pected that more than twenty-five
hands will be employed.

lonia—The Stafford Manufacturing
Co. is having plans prepared for an
addition to its plant, which will in-
crease the floor space 26,000 feet.
When the building is completed the
force will be increased by 100.

Zeeland—The Zeeland Ornamental
Co. has been organized to manufac-
ture and sell caskets. The capital
stock is $5000. of which $2900 has
been subscribed, $1,000 being paid in
in cash and $1,200 in property.

Detroit—The H. J. Reading Truck
Co. has been merged into a stock
company under the style of the Read-
ing Truck Co., with an authorized
capital stock of $100.000, of which
$75,000 has been subscribed, $1,937.83
being paid in in cash and $73,062.17
in property.

Menominee—The water in the Me-
nominee River is so low that the
main drive has been hung up for
some time and it is impossible to
forecast when it will be released. It
will take a great deal of rain to re-
store the river to its normal condi-
tion. The delay in receiving logs is
a serious inconvenience to all of the
Twin City mills.

Cassopolis — The deal which has
been pending for so long a time for
the sale of the Milling & Power Co.’s
plant to the Constantine Hydraulic
Co. has been closed and the money
paid over, the new owners taking
possession of the plant. The deal in-
cludes the flouring mill, the coal
business, the lighting system and the
contracts for pumping water and
lighting streets for this village. P.
D. Resenhouse, of Three Rivers, is
new here as the local manager for
the Constantine Hydraulic Co. and
the latter will establish a down town
office in the drug store of Hopkins &
Hackney. The work of constructing
a transmission line for bringing pow-
er from the power plant at the Con-
stantine dam to this place is already
under way, the construction work
having been commenced at the Con-
stantine end of the line, and it is
estimated that the work will not be
completed before early in October.
The line will run from Constantine
to Fabius, and from there along the
north side of the Michigan Central
tracks to Cassopolis, the Hydraulic
Co. having bought the right of way
from farmers for the entire distance.
This brings the line through the vil-
lages of Vandalia and Jones, which
may afford the company additional
opportunities for the sale of power
and light.

Some men think they are almost
good because they are afraid to be
very bad.
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MICHIGAN

GROCERY-« PRODUCE MARKET

The Produce Market.
Apples—Colorado, $250 per box.
Bananas—Prices range from $1.50

@2.50, according to size.

Beets—30c per doz. bunches for
new.
Butter — The market is barely

steady at the recent decline of ic
per pound. The consumptive de-
mand is more active for all grades.
The speculative demand is not show-
ing the right tone and there is a
slight surplus of all grades. The make
of butter is about normal for the
season and the quality of the receipts
is very good. A continued good de-
mand is looked for at possibly slight-
ly reduced prices. Local handlers
quote creamery at 28c for tubs and
2852c for prints; dairy ranges from
19@20c for packing stock to 22@23c
for No. 1

Cherries—$2 per 16 qt. crate for
sour and $2.25 for sweet.

Cabbage — Louisville,
crate.

Cantaloups—Arizona stock com-
mands $5 for 54s and $7 for 45s.

$150 per

Cauliflower—$1.25 per doz. for
home grown.

Carrots—20c per doz. for home
grown.

Celery—20c for home grown.

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

Cucumbers—40c per doz. for No. 1
and 25c for No. 2

Currants—$1.63 per 16 qt. crate.

Eggs—Fancy are very firm at un-
changed prices. The intense heat
has affected the receipts and the
larger percentage show defects and
have to be sold at concessions. The
consumptive demand is only fair and
the speculative demand is poor, ow-
ing to the poor quality of eggs. No
falling off in receipts is expected in
the near future, and the market
seems likely to remain steady. Local
dealers are paying 16¢c f. o. b. ship-
ping point, holding candled at 19(g)
20c

Green Peas—$150 per bu. Very
scarce.

Gooseberries — $1.75 per
crate.

Green Peppers—$2.75 per 6 basket
crate for Florida.

Honey—15c per Ib. for white clov-
er and 12c for dark.

Lemons—Messinas, $7.25(3)8; Cali-
fornia.?, $S@8.25 per box.

Lettuce—75c per bu. for head and
60c per bu. for leaf.

Onions—Spanish, $1.75 per crate;
Louisville. $1.75 per sack; home
grown green, 15c per doz. bunches.

Oranges— Late Valencias are quot-
ed as follows: 96s and 288s, $4.25;
126s and 250s. $4.50; 150s. $4.75; 176s,
200s and 216s, $5.

16 qt.

Peaches— Georgia Elbertas
mand $1.75 for 6 basket crate.

Pieplant—75c for 40 Ib. box.

Pineapples— Local dealers ask $
for 24s and 30s; $3.75 for 36s; $3.25
for 42s.

Pop Corn—90c per bu. for
3?4@3h£c per Ib. for shelled.

Potatoes—No. 1 Virgina stock has
declined to $2 per bbl.

Poultry—Local dealers pay 127¢c
for fowls; 22c for broilers; 8c for
old roosters; 12j4c for ducks; 7c for
geese and 13c for turkeys.

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

Raspberries—Red, $2.25 per 16 dt.
crate; black, $1.85 per 16 gt. crate.

com-

ear;

Spinach—65c per bu. for home
grown.
Tomatoes—$L per 8 |Ib.
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The Grocery Market.

Sugar—The market is in a chaotic |
condition owing to the strikes s
some of the refineries in the East.

Tea—There is a gradual improve-|
ment in the situation and move-
ments of stocks are more active. New
crop Japans are showing up fine inl
leaf and cup quality and buyers are j
more active and willing to pay the
prices asked, as the advances seem ]
to be legitimate and the firmness and |
strength seemingly are permanent
The Ceylon shipments to America
show a decrease for May over las:
year of about 700.000 pounds. Con-
gous are firm and the stocks is this
country are reduced so that there is
very little surplus. New crop Chiuas |

are not expected until the last oj
August.
Coffee— Prices are holding very|

firm on all desirable grades or osdi
Santos that are left. The first ship-
ments of new Santos coffees are not
expected to arrive until the latter
part of July. The iqto-ii crop i
Santos is reported to be much less
than the year just passed. Mildj
grade coffees are without change and
the demand is just fair.

Canned Goods—The demand forl
tomatoes continues very good for the
time of year, as the supply of vege-

basket jtaples has been very light. There is!

home grown; also 75c per 4 basketjmgore activity shown in the pea mar-

crate.

Veal—Dealers pay 5@6c for poor
and thin; 6@7c for fair to good; 8@
9c for good white kidney; 10c for
fancy.

Wax Beans—$2.50 per bu.

Watermelons — Georgia command
$3 per bbl. for 8 10 or 12

Witortleberries—$2(32.25 per 16 qt.
crate.

The Daniel Lynch Business in New
Hands.

Daniel Lynch has sold his interest
m the business he has conducted for
the past twenty-five years to a cor-
poration which will conduct the busi-
ness under the style of the Daniel
Lynch Co. The capital stock is $30,-
000, one-half preferred and one-half
common. There are ninety stock-
holders, who have subscribed for
$11,000 preferred and $10,000 com-
mon. The Directors are C. H. Kah-
ler, H. J. Hagen, Howard A. Brink,
F. J. Reilly, P. Hoek, E. F. Por-
ter, F. Van Buren and W. H. Parish.
All of the Directors are Grand Rap-
ids men except Mr. Parish, who re-
sides in Cadillac. The officers are as
follows:

President—C. H. Kahler.

Vice-President—H. J. Hagen.

Secretary—Howard A. Brink.

Treasurer—F. J. Reilly.

The corporation will have two
salesmen—David Hydorn in the city
and Chester Youngs outside.

Zeeland—Heber Benjamin has se-
cured a position as window trimmer
at the store of P. Steketee & Son,
at Grand Rapids, and began his
duties last week.

It takes more than public generosi-
ty to correct private greed.

The outcome of ingrowing piety is
pain for every one.

ket than for some time past and re-i
ports continue to state that the cropj
will be the smallest in years, which
was caused by the hot dry weather j
in many of the nea packing tocali- j
ties. Corn is holding very firm after ]
the advance of last week and stocks ;
are gradually growing smaller. The
demand is very good from the retail j
trade as well as in retail stores. The!
demand for canned fruits has been j
very good so far this season, but the!
fruit market at this time is well sup-j
plied with peaches and plums and j
this will make a slight reduction inj
the demand for canned fruits. From j
the present situation it looks as
though this would be a good year]
for canned fruits, as the amount of
heme canned fruits will be much less |
than last year, or for several years, j
This is especially true about berries. |
California fruits are all much higher
than at the opening of the season.
Hawaiian pineapple has not advanc-
ed as yet. but some of the cannersj
are well sold up on some sizes and
an advance is looked for.

Dried Fruits— Apricots are quiet
on the ruling basis, both spot and fu-
ture. Raisins are very dull and weak.
Currants are strong and in normal
demand. Other dried fruits are dull
and unchanged. Prunes are unchang-
ed on spot and in light demand. Fu-
tures are still maintained on the
former high basis and are in exceed-
ingly light demand. Peaches are dull,
both spot and future, and unchanged j
in price.

Cheese—The make is a little above
normal and the quality is very fine.
Cheese is in good consumptive de-
mand considering the high price and
the market is in a thoroughly healthy j
condition.

Rice— Stocks are said to be much j
smaller than some time ago. Prices
have advanced some and are holding |
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Business News From the Hoosier
State.

Elkhart—The Goldman drug stock
at 429 South Main street, which had
been thrown in receivership on ap-
plication of one of the firm—Mrs. F.
T. Goldman—has been sold by Re-
ceiver W. D. Dalton to John N. Mo
daff, of Aurora, 111 The purchase
price was $1,657, which is a little
above two-thirds of the appraised
value of the stock.

Auburn—O. L, Raker will open a
grocery store in the building former-
ly occupied by the "Hub."

South Rend—Kdward H, Heiner
has sold his meat market to Q, L,
Mariord.

Sullivan Ruddell & Rurnette,
grocers, have made an assignment,

Martinsville" \Ym, J Steele is suc-
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Indianapolis— Decisive  steps have
been taken by the State Board of
Pharmacy to put a stop to the some-
what extensive violation among the
druggists of the State of the law reg-
ulating the sale of narcotic drugs
and intoxicating liquors without a
prescription from a reputable physi-
cian. A committee whose member-
ship represents the State Board, the
Indiana Pharmaceutical Association
and the pharmaceutical colleges of
the State, has been named to draft a
bill giving the State Board power
over the licenses of the pharmacists
of the State similar to that held by
the State Board of Medical Examina-
tion and Registration over the licens-
es of physicians.
the Committee has
nounced,

not

fore Governor Marshall before hav-

given a place as the store’s book-
keeper. After he had labored over
the books in the store for a year Mr.
Wasson became restless and was
anxious to identify himself with the
actual mercantile business. He asked
for and received a transfer to one of
the department as its sales manager.
From that time his rise in the mer-
cantile business was steady. He filled

every portion m the store and # L ,

1674 he became a member of the
firm.
Indianapolis to Louisville and after
reaming there for three years Mr.
Wasson feturned to this city, having
sold his interests to his partners. ﬁg

on his return he founded tHe H.

The membership of jwasson & Co. establishment. During
been an-jthe first years of its existence the
The Committee will draft jstore was located
its proposed measure and lay it be- jWashington street,

12-14  West
the trade

at
but

igradually increased until now it oe-

ceeded by the Deming Lumber Co., ing it introduced in the General As jcopies the entire five-story building,
which has been incorporated with a Isetubly,

capital stock of $15,000

Elkhart- Chas, 11, Kollar
merged his grocery stock into a
stock company under the style of the
Kollar Grocery Co, The
stock is Shvooo.

Kokomo The Miller Medicine Co,
has been incorporated with a capital
slock of $10,000,

Marion T. H. Kunkel & Co,
clothiers, have made an assignment.
Elkhart Henry X. .Tenner has
engaged in the drug business.
Bluffton  Albert 1. Gunicr has
sold his meat market to Gilbert
Earling.

Crawfordsville Johnson Glove has
engaged in the grocery business.

Crawfordsville- H, K. Zuck has
sold his dry goods and grocery
stock to Darnell Bros,

Richmond—W. 11. Woolcy has
purchased the business of Fricdgen
& Co,, tailors ami dealers in men's
furnishings at 018 Main street.

Kendallville..W. M Craven has
opened a grocery store at 235 Sheri-
dan street.

Middlehury — Joseph Boyts, of
Goshen, has purchased the W. S.
Packer general stock here and will
take active charge at once. Mr.
Packer is one of the best known res-
idents in this place. He will proba-
bly remove his family to Elkhart or
Goshen.

Columbia City—Will Clapp, of Al-
bion, has purchased the H. F, War-
ren interests in the Helfrich & War
ren furniture store in this city and
becomes actively identified with the
business.

Avilla- -A. C, Shanibaugh is now
sole owner of the Avilla meat mar-
ket. having purchased the half inter-
est of Knauer & Son. Mr. Sham-
baugh bought the first half of the
business several months ago.

Ft. Wayne—The Fort Wayne Mer-
cantile Accident Association is just
now passing through a period of
prosperity that is almost marvelous.
This organization, piloted wholly -by
home men, is now in the sixteenth
year of its existence and each year
is growing more rapidly than the
year previous. At the last meeting
of the directors twenty-five new
members were accepted and other
applications are on file.

has jStorage Co,

Hammond The Cabunet Hay'

for $10,000,

l.awreneebnrg John Stahl has

Iso.

jiwith an annex on the west and a

warehouse in the rear, Two years

has been incorporated jago Mr, Wasson established a State

bank under the name of the IT, N\
Wasson Company State Bank He

capital :sold his clothing stock to W, H.Iwas President of this institution al-
jRodgers.

In addition to his connection

Mishawaka Chas. Tennant is suc-jwith the department store and the

ceeded in the restaurant business by
R, Worthington.

Monroe City Joseph Goldberg has
engaged in the furniture business.

Ft. Wayne Ed. Rosenberger has
resigned his position at the Krei
burger Hardware Co. and accepted
one with the Seavev Co. He has had
years of experience in the business
ami makes a very valuable addition
to the Seavev force.

Indianapolis The death of Hiram
P. Wasson, President of H. P. Was-
son & Co, marks the passing of a
successful business man, who had
bridged the gap from chore bov to
the head of one of the largest depart
ment stores in the State. Mr. Wes-
son's sudden death was a shook to
the business community of this city
as well as to his close personal and
business associates. He was 65 years
old. Beginning his business career
here when he was 16 pears old, Mr.
Wasson rounded out a successful life
that was fraught with hardships for
the first few years, Sleeping on a
mattress spread upon the counter in
the old Bee Hive dry goods store,
Washington and Meridian streets,
where he was employed as a boy to
sweep, carry bundles and run errands,
Mr. Wasson obtained his first start
toward the head of one of the largest
mercantile establishments in Indiana.
His biographers assert that sleeping
in the store was one of his thrifty
habits to save room rent after his
arrival here from his birthplace in
Maryland. While working as a boy
for L. 11. Tyler ;& Co., owners of the
Bee Hive establishment, Mr. Was-
son found time occasionally to give
attention to customers and before he
went to the “shuck” mattress on the
counter he studied book-keeping. His
only tutor was a treatise on book-
keeping, containing some of the rudi-
ments of the subject, but the man in
charge of the books at the Bee Hive
gave the ambitious young man some
suggestions. This mode of life con-
tinued for two years and then he was

State bank Mr. Wasson was con-
nected with a number of other bnsi-1
ness institutions in Indianapolis. He
was a director of the Indiana Nation-j
al Bank, the Merchants' Heat and
Light Co., the State Life Insurancej
Co. and the Bohbs-Merrill Co, He
also was an active member of
Merchants' Association, the
mercial Club and the Board of Trade.
From 1880 to 1801 Mr. Wasson was
President of the McGiHcn Dry Goods
(0, in Cleveland, having directed the
affairs of that institution by making
trips at intervals between that city
and his home here.

Prohibiting the Sale of Spoiled Eggs.

Indianapolis, Jul L
widespread complaint regarding the
circulation of had eggs and the
wholesale violation of the egg clause
of the State pure food and drug law,
the State Board of Health has sent
to the produce dealers in the city
marked copies of the pamphlet con-
taining the provisions prohibiting the
sale of spoiled eggs and prescribing
the penalties for violation of the law.

The act comes as a climax to a sit-
uation which has been growing worse
daily as week after week of hot
weather has increased the percentage
of had eggs in the market and the
difficulty of keeping eggs fresh until
they reach the consumer. Realizing
the danger in which all those who
dealt in produce were involved,
should the State Board of Health
start an aggressive campaign, a deal-
er in the city sent a request to the
Board for accurate information on
the egg law. The sending out of the
pamphlets to the produce men is
practically a warning which it is ex-
pected will be conveyed by these
dealers to shippers of eggs all over
the State.

The warning is, on the whole, a
welcome one to produce men here
who have had to contend with per-
haps the worst condition in years in
the egg market. Conservative esti-

In 1880 the hrm moved from k

I the action of the State Board will

ther'v' L”sed in 1007
Com- |he unlawful for any person, firm or
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mates of the number of actually rot-
ten eggs in a case of thirty dozen
ran all the way from one to six or
seven dozen, while the number visi-
bly and seriously affected by the hot
weather often numbers over half the
case. Under prevailing conditions
the shipper openly and brazenly vio-
lates the law by selling these eggs
Indiaiiapolis markets have in a
aMe4 him to carry on his traffic
buving ai{ egg5 settt to the c;tv
a” rward candHng them.

very probably result in the first place
m widespread adoption of quoting
[prices for eggs on a loss-oif basis.
This means that no dealer will accent
all the eggs that come from the ship-
per as they come, but will quote
prices he is willing to pav for only
good eggs. Before p

for his consiglimeli

the eggs or, better

The Maine for any ig what-
soever of bad eggs > be shift-
cd hack #me step «carer the Original
ly guilty "honest farmer," whs> takes
eggs out of incubatots and sellls them
to hocks:ter or shipper in the small
town.

The clause under which the State
Board of Health can act in prosceni
i«g those who sell bad eggs is an
amendment adopted by the last Leg-
islature tg the puke food and drugs
It reads; "It

corporation to sell or offer for sale
any eggs after the same have been
placed in an incubator or to sell or
offer for sale, knowingly, eggs in a
rotten, decayed or decaying condition
to be used for food." The penalty
clause reads; "Any person, per-
sons, firm or corporation found guil
ty of violating any of the provisions
of this section shall he fined not less

0. lowing jthan $10 nor more than $too for each

offense."”

That advantage will be taken of the
warning of the Board by Indianapo-
lis dealers is proved by the notice
sent out by one of the largest buyers
in the city giving the information
that beginning next week fill
buy only on the loss-off basis. This
letter was prepared before the warn-
ing of the Board was sent out. In
part it reads;

"We advise you to protect your-
selves against loss by candling all
eggs received from the producer. Un-
der the rules of the State Board of
Health it is unlawful to offer had
eggs for sale, and we believe this
rule will be strictly enforced. The
National pure food law also covers
this point and many prosecutions
have followed attempts to sell bad
eggs to the consuming public. We
advise you to post notices in your
place of business, warning producers
against offering bad eggs for sale.
By co-or>erating we can eliminate this

Sales Books SPECIAL OFPER FOR $4.00
W* Will ses* yea complete, with Or)(tael Bill M | Da-
f1 Mated, Perforated and Nambered, VOfifl
Oririaal_Bills, MOO Duplicate Copies, IM Sheets at
Carboa Paper, 2 Pateat Leather Covers. We do this to
have yoa five thema trial. We know 1» once yoa ase
5 3r8 e - \p'l* will alwaa/s ase It, as. it Lﬁa¥s
tor itself 11 forgotten charge». For descriptive circular,
samples aad special prices oa large quantities, address
Tha Oader-Thomsea Co., 1942 Webster Ave., Chicago.
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heavy loss and the producers will re-
ceive from two to three cents a doz-
en more for their good eggs.”

The final statement in this letter is
proved by the fact that with general
prices at present 13 to 14 cents a
dozen for eggs as they come, those
who buy nothing but candled eggs
are paying as high as 17 cents.

For years the Indianapolis produce
markets, dealers say, have been the
laughing stock of produce men over
the country. At no time in the twelve
months can a shipper depend on get-
ting practically the same price for his

eggs at one house as at another. In jtec.

fact, while attempts have been made
by the newspapers to arrive at a mar-
ket price that will reflect the condi-
tions, they have succeeded onlv in
chronicling the various elements in
the situation with a range its price
sometimes covering 4 cents.,
months ago at the beginning of the
storage season the range its price in
this city was from tS to eg cents,
more than the difference between any
two cities m the country’, no matter
how far apart,

$weral YMet:s when asked as to
the effect *\f es:tablishi«y: buying ou
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Annual Outing of Indiana Traveling ed to bring lunch baskets and to pack the Western
Salesmen. them to the brim. Bachelors and oth- company.
Indianapolis, July 26 — Another ers, it was said at the meeting, can| Has first telegram when he reach-
enthusiastic meeting to arrange for get good accommodations at the park ed Madison was: "The Commission
the big joint picnic by the traveling restaurants, the proprietors of which jfavors Georiga marble. Shall 1
men of Indiana, to be held at Broad will be notified to provide for many jfight?” The response came from the
Ripple August 13, was held Saturday hundred meals. General Manager’'s office in Ver-
night at the Denison Hotel. The va- |t was reported at the meeting that mont: "Stay there until von win.”
rious committees appointed at the rayelers throughout the State are ISix. months went by ami Etemhairer
previous meeting reported and show- a|king incessantly about the picnic, Was still on the ground, meeting the
ed that the work so far has progress- which is regarded as the greatest an- Commissioners daily, ami submitting
ed so successfully as to overshadow gl event in traveling circles. Many Isamples and analyses and testime-
all expectations. hundred families will be brought to-inialsy and practicing all the arts ofan
I The big share of the work seems gether for a whole day’s merriment, experienced salesman. Finally he
ho fall to the Entertainment Commit- and secretaries of the various coun- Wired to the home office: "Commis-
The travelers look to this Com- ¢ijls testify that many enquiries con-jsion leaves to-morrow for an .nvesc-
puttee especially, as they do not wish renting the time, the place and the :9atton or the Eastern quarries. kh'rac
ito plan anything that does not con- ton have been coming in every day. !shall I do

T

representative of the

[tain "fun to the brim.” While the . committee on Press and1 1he answer came hack: "®> v:tb
lamusement  programme  CONtaiNs printing renorted unexpected! results!
imany of the features common to most ¢.5 2 \week's advertising. The cam- . ne month later the salesman:
|outings, the travelers have inserted
Five aideas of their own and expect to set
la new record in ivway of laugh ami
Ismile getting.
The travelers XA jarec delega-
(tii ns trout every city and town In «circulated whdeiy and bear this a*.
the State, and to attract these the lnonweetnent:
committee has arranged a big circus.  “Boost umg root with ns. Broad
replete  with monstrosities, gilded Ripple \;*k August tt Travelers . wer

cages and animals of all kinds, There

. . . A .- joint picnic. All travelers and their
a kvss-off said thist not only will be big tents, loud criers, bill I{‘amiliss Vil d %
. L . . . ; ay. Come early *«d
Akmd the ilt of sellivig had eggs jposters, free attractions and real cir- stay late.”
be bushed 'k stet» nearc't the jens music. '

origirai violator of the law, hvit the
Indianapolis market would be able
to come to a better agreement of
what eggs arc really worth at a giv-
en time. For as long as eggs are
bought "at mark"™ os they come,
cracks, rotten ones and all there
will be a difference of opinion as to
what eggs are worth Hach dealer has
his shippers on whom he depends
for the bulk of his supply. Fggs
bought at mark from one shipper
mry average a high rate of good

eggs, while those from another may jjump, girls' base ball batting

include, as at present, very few first-
class specimens. With these "unde-
sirable egg citizens” eliminated the

market could find a genuine and uni-
form level.

The Butcher Obliged.

When the man, wearing a heavy
winter overcoat, a fur cap and fur-
trimmed gloves entered the street
ear on a roasting hot day it was only
natural that the passengers should
stare. It was only natural that they
should wonder and look for some ex-
planation. One was forthcoming.
Presently the man rose up and said:

"Ladies and gentleman, 1 am not
Or. Cook, nor Peary, nor Shaekleton.
I am Jones. During the hot wave
last month | found myself melting.
1 entered a butcher shop and said
to the man of meat:

"Sir. will you oblige me?”

“1 will,” he replied.

“Pll do it.”

"And the obliging man did. T was
taken out as hard as iron. Two men
rubbed me for a day. They poured
two gallons of whisky down me.
They kept me in front of a roasting
fire. |1 have thawed out enough to
get around, but the doctors say it
will be January before | get over the
shivers. Ladies and gentlemen, this
is all—all, except that | hope no one
will ask me if I wouldn't like a dish
of ice cream or an iced cocktail.”

jurday night, when more surprises in itaring

fags will be tied to every travel
As the Committee Could not fu”y Ur's Sample a & and announcements

arrange plans at the last meeting, an will be mader in hotels and stations

other session will be held next Sati s well as in all imctorbun cars en

Indiahapolis. Three thousand
the Way Of amusement W|” be taken Sm.a" tags have been printed.

up The Committee gave out the fol-

lowing programme Saturday night as How the

la starter: Boys' sack race, girls' run-

ning race, ladies' ball throwing con- {onor granite work for the now Wis-
test, men's three legged race, boys' consin™ State Capitol is the largest
running race, girls' jumping contest, of jts kind in the history of the cut ttract is awarded ”
ladies' potato — race, men's "aunty” stone industry in this country, and ~ Ty weeks later the cerepa
foot ball game, boys' running b::‘(’;d its award came as a result of a 10Ng ang the new Wisconsin State
~ battle in which the arts of salesman- ; i ;
test, ladies’ egg race, men's hop, step ship ami perseverance had full play. ;ano;vrart:?tleng erected of Nei
znq jump, men's tug of war, men's ppo a year ago, when it was first
cg:;[t::tsuar:% Cg%rllctjesrti’ngoﬁjzt SWIMMING 5 nnounced tha_lt bids would he opened _ The sins th.
) . ) . for the granite work for the new little are word
\ aluahle prizes will he awarded in gapnitol, stone dealers throughout the
each of the contests. The last num- coyntry began to sit up and scheme.
ber on the programme likely will he At the daily conference of the heads
of greatest interest, as a valuable ¢ departments of the company, one
gold ring will he concealed some- of the chiefs spoke up: "We must
where in the woods and will he giv- have that contract, and New England
en to whoever finds it granite is the material in which we
Arrangements are being made for \ont it Joe had better go out to
handling the large crowds from other pjadison and look over the ground,”
cities. The officials of the Indiana  The next day "Joe” went. His full
Union Traction Co. have promised t0 name is J. B. Reinhalter, and he is
arrange for special ears from several
cities as well as reduced rates. An-
derson is expected to send at least
t$o persons and Vincennes promised
Charles H. Cox a round dozen fami-

"Why, | thought y—<
have sen town three |

"Big Contract” Was Won.

_— The Manager looke
1he contract for furnishing the ex

(common wav of evading them.

For Dealers in

HIDES AND PELTS
Look to
Crotion & Roden Co., Ltd., Tanners
47 S. Market St., Ortal RapMs, lick.

Ship us your Hides to_he made iato Rohes
Prices Satisfactory-

lies. Frankfort, Lafayette, Kokomo,
FUvood, Marion, Mancie, Terre
Haute, Richmond, Logansport, Ft.

Wayne, Columbus, Bloomington and
many other towns have heard the
call and replied that both travelers
and lunch baskets will he forthcom-
ing.

Music will be furnished afternoon
and evening by the Indianapolis Mil-
itary Band, and an orchestra will be
engaged for dancing. Other enter-
tainers, elocutionists and musicians of
State-wide reputation will take part
in the programme.

the greatest concern  centers
around the eating. Travelers are urg-

W orden fTROCER cTdmpanv

The Prompt Shippers

Grand Rapids, Mich.
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TOO MUCH GESTICULATION.

MICHIGAN TRADESMAN

Which counts so much as the present
need. Even the aborigines were
shrewd enough to detect the folly of
the first settlers at Jamestown, who
spent their time in digging for gold
when they should have been planting
com. Had there been an immediate
market for the metal, all might have
been changed; but they could not
barter it there for food, and food
was the crying need at that time.

A. T. Stewart when a boy lost 87
cents, more than 50 per cent, of his
entire capital, by investing in but-
tons and thread for which there was
no sale. It taught him the needed
lesson of never buying what the
public did not want.

Do not think that you can make
a reformation in public taste in a
day. Your theories may be correct,
but it will take time to inaugurate
them. While you are convinced that
the cheapest grade of goods costs
more in the end, you will always
have customers who feel themselves

Said one who was forced to makelcompelled to get along with the in-

a tedious retracing of his steps
through inadequate directions:
‘Women are of little use in giving
directions; they gesticulate too
much.” Whether or not the impli-
cation. as applied especially to the
feminine side of the house, is de-
served may > a subject for differ-
ence m opinion but certain it is that
there is often a superfluity of gestie-
ulating accompanied by very little
practical information. "Just down

here,” with a fling of the arms, con-1

veys not nearly so much meaning as
“The four corners at the loot oﬁ Ehg
first hill.

We have all seen people who bins-

ferior makeshift. Though you may
be certain that the auto and flying
maehine are destined to be the crafts
of the next generation, you will not
be so insane as to cut out your sup-
ply of carriages and harness. Keep
at the head of the line of advance,
but never suffer yourself to get so
far in advance of the crowd that they
will lose sight of you,

It is the little practical inventions
which have made the fortunes for
their promoters. Utility counts for
more among the masses than beautv,
amwough “the ‘latter should. be recog-
mzed as far as possible. Qtudy what
your people need and then endeavor

tered about and made a great fuss]to supply it in the best form,

about what they were going to do,
and yet who did comparatively noth
ing. Your patronage will be built up
much faster upon what you do than
on what you announce that you are
going to do. Any one can climb up
to the topmost rail of the fence, flop
their arms and crow, but it has tak-
en a good many generations to
evolve a first-class flight.

When planning for your advertis-
ing, be as generous as you can afford.
Use all the space that you can make

profitable. Do not contract a page
for the purpose of saying, “Watch
this space next week." In other

words, “Watch me grow." No one
cares to see you or any one else
gesticulate. The chances are that
by next week they will have for-
gotten all about your egotistical an-
nouncement, andthe entire thing
must be done anew. If you have
anything to say, say it quietly and
plainly. Let it be the truth, 'and
something of interest to the public.
Your gesticulations are of no inter-
est to the people. They simply want
you to make good; and while you
may at first gain notice by a spread-
eagle sweep of the wings, the true,
steady and quiet flight isthe one
which holds the interest and respect.

STUDY PUBLIC NEEDS.

To be able to diagnose the public
pulse is an important element in the
success of the tradesman. It is not
always the real worth of a thing

LEARNING TO WAIT.

The man who has shown his ability
to rise above adversity may still be
overthrown by some petty hindrance
because he has never masterel the
lesson of waiting. \ slight personal
inconvenience sets him into a rage—
the subject of ridicule to those out-
side and most annoying to any di-
rectly concerned. We admire the one
who pushes ahead; yet we never ad-
mire him who fumes and frets
unless the world moves in just the
pace to suit his convenience.

The trouble may often be traced
to early training. Teach the child to
move energetically; yet when it is
necessary to wait let him also learn
the lesson of doing it gracefully. An
essential feature in the training of
the colt is that it must learn to
stand.

When waiting for a train teach the
child to observe and to study his
fellow travelers with a higher object
than mere gossip. If he can render
some small service, let it be done
without expectation of any other re-
ward than the satisfaction of doing
good. If the waiting place is a coun-
try roadside by the trolley line, teach
him to observe nature. The land-
scape, even although commonplace, is
not without beauty, be it field woods
or sky that is most attractive. The
small plot of weeds at your feet may
furnish a dozen or more specimens of
plant life each leaf perfectly mould-

ed, every blossom and seed pod—
weeds although we may call them—
exquisitely formed. Instill the habit
of observing little things and the
time of waiting will be materially
lessened. Using instead of abusing
the time while you wait will add
much to the stock of happiness.
Teach regard for the convenience of
others. Curb impatience by getting
all possible enjoyment out of the
delay. But teach by example as well
as precept the art of waiting grace-
fully.

GERM FACTORIES.

Much has been said in the papers
of late regarding the plan of Uncle
Sam to establish a laundry for the
purpose of renovating his currency.
That money, especially paper money,
is filthy can not be doubted. Yet few
of us refuse to handle all that we are
able to get our fingers on!

The danger in the lead pencil was
years ago expatiated upon and yet

we see to-day the habit of putting itjA
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pipes and other artificial conditions
further increase the trouble, and city
trees to thrive must have special at-
tention in supplying moisture.

If it be true that the death of the
maples in Cleveland and other cities
is due to this cause, it is certainly
high time that artificial means were
provided for their preservation.
While the difficulty seems to have
first appeared with the maples, other
species are, no doubt, being injured
from the same cause. The comfort
of the inhabitants of a town depends
so much upon its shade that the
subject is a serious one.

Superficial watering of trees, as of
all plant life, is to be avoided as it
entices the rootlets to the surface,
where they become an easy prey to
drought. When von water, do it
thoroughly. Drenching the soil once
a week is better than a little water
every day. If there is a threatened
famine of city water, save the waste
from kitchen and laundry and apply,
fine specimen represents the

into the mouth. And now the phy-"growth of years; it will take years to

sicians would impress upon us the
danger of using the public straps on
street cars. While not every one
will fancy carrying his own strap for
use in traveling in a crowded car, he
certainly should want to carry his in-
dividual drinking cup. The public
cup, in park and school, is a nuisance
which is so easily controlled that no
self-respecting person need court the
possible danger.

In the public telephone there seems
1 danger at least equally great. No
one who has had occasion to use a
receiver, even an hour after it has
been used by a user of tobacco, has
failed to observe the odor which still
clings, imprisoned within the small
compartment where no whiff of air
can reach to remove it. Is it unrea-
sonable to suppose that the germs of
disease will not cling as persistently,
to be dislodged only by the breath
of the next speaker?

\\ hile a process of sterilization
seems not as difficult as many things
now regarded as public necessities,
the only remedy for the public at
present seems to be to use the pub-
lic phene as little as possible; to
wipe out the receiver with a hand-
kerchief before using, and to stand as
far from it when talking as can be
done consistently  with  distinct
speech. Since the breath is one of
the greatest communicators of dis-
ease, a tube which retains it can cer-
tainly not be courted upon sanitary
grounds.

SAVE THE TREES.

Cleveland is now sharing the alarm
of some of her sister cities and un-
less some measure can be taken to
save her maples, the “Forest City”
fears soon to be shorn of one of her
most attractive features. The leaves
wither and die and, while local au-
thorites have searched in vain for an
insect or blight on the dying leaves,
the State Botanists of Pennsylvania
and Ohio unite in the opinion that
the trouble is due to lack of water.

We too seldom take into account
the fact that the pavement shuts off a
portion of the moisture from the
roots of the city trees. Drainage

replace it if you let it die. If a lit-
tle labor now will prolong its life,
by all means consider the time and
trouble as well spent.

It is gratifying to Americans to
know that the trade between the
United States and Cuba is growing
to such an extent that the present
steamship lines can not accommodate
it and that another is necessary. To
supply the demand a new line has
been organized and its first boat sail-
ed from New York with a full cargo.
It is not, however, especially gratify-
ing to know that, though there is
some American money in the com-
pany the ships will fly the British
flag. The reason assigned is that it
will be able to do business at nearly
one-half the expense which would be
entailed were American bottoms and
seamen used. The stars and stripes
will not ornament the ocean on a
very extended merchant marine as
long as that condition continues to
exist. Doubtless the situation is cor-
rectly represented, because the same
sort of thing has been said time and
again and never contradicted.

J. Ogden Armour, the head of the
big packing house of Armour & Co.,
says that the $10 hog has passed,
never to return. If the grain crop
in the West is good, meat prices
will decline. In any event the record
prices of the last few* months will
disappear. He explains this by say-
ing that our export trade in meat to
European countries is dead. The
South American countries, and par-
ticularly Argentina, are supplying
those markets and will continue to
do so. Conditions in South America»
he says, are about what they were
in this country a quarter of a century
ago. The cost of transportation is
but little if anything in excess of the
charges from this country. It is true
that the quality of the product is not
quite so high as that of this country,
hut "it is food, and that is what
Europe wants.”

Side stepping duty will give you
plenty of exercise, but no strength.

%

*

v

w

-Jt

4
114



B b

+ 4
|
x 9
a
*
1
f*
*1
v 4
k* J
m i e

July 27, 1910

A BUSINESS ASSET.

Imagination as an Important Factor
in Trade.
Written for the Tradesman.

“Science does not know its debt to
imagination,” said Emerson. And it
may be said with equal truth that
modern merchandising is just as much
indebted to imagination as science.

One definition of imagination which
I like runs somehow like this: The
act or power of combining the prod-
ucts of knowledge in modified, new
or ideal forms. Imagination is, then,
a constructive process. Just as the
furniture manufacturer, for instance,
takes certain raw materials— quarter
sawed oak, glue, stains, varnish, met-
al and leather—and builds out of it a
Morris chair, a little different from
anything in that line hitherto produc-
ed—a distinct creation, with service-
able and ornamental features; so does
any successful merchant combine the
well known elements of buying and
selling into new forms, with the re-
suit that he actually creates a meth-
od of moving his merchandise more

SrdyY 1* WuUd “H
under ordinary circumstances.

After all the broad, general prin-

MICHIGAN TRADESMAN

set himself to accomplish may have
been novel, but it was still practical.

Imagination occupies a place and
performs a service at every single
step in merchandising. When buying
new goods the storekeeper uses his
imagination in the selections he
makes. Of a new print he asks him-
self such questions as these: “Is that
really pretty? 1 wonder if it will go
stale or if it will grow on one? Isn’t
a bit tc&o flasjhy, or is it jusE about

[%8 Would' Iik‘g that! "I fancy sﬁe
would, for she is fond of pink. Yes;
I believe it really is a fetching thing.”
So imagination played a part in the
buying. In his store furniture and fix-
tures; in the arrangement of the
goods on the shelving, in the glass
cases, behind the counter and wher-
ever else the goods are kept imagin-
ation plays a part. And how truly
does imagination work in the trim-
ming of the display windows! Remove
imaginaton and the results thereof
from the window trimmer’s art and
he would be in the same boat with
Othello.

E~ advertisement the merchant
writes has in it an element of imagin-

ation. What shall |1 say and what

the practical judgment Money-mak-
ing projects often look tempting. Ad-

vertismg stunts of a spectacular na-lwhich positively will not cease

ture present themselves. Schemes
and devices for business-building
come to the dealer through the ave-
nue of the imagination. But it is well
enough to scrutinize them carefully,
And here is where the practical judg-
ment comes in. This plan is not apt
to work well because another plan
|very similar to »t has been thorough-

She advertiin ganpdroj & cturc'gntevrvnaﬁ]%\te%_

might, conceivably, bring in new
business—but not enough new busi-
ness to justify the expense. And
every merchant must be the final
judge in such a matter. He decides
against this and in favor of that o
the light of his pest critical
ment.

So the practical judgment ofttimes

just that incurable penchant. It all
grows out of that imagination of his,
its
everlasting activity. Because he is in-
cubating new ideas you've got to
start something on your own ac-
count. You don't want to ape every
good thing your nearby competitor
does. That is flattery. So you try to
think out, incubate, or evolve some-
thing of your own. And your trade
paper is indispensable because it puts

h of imaginative faculties on their
mettle

wt.,, ,, ,

This nuestion S
*2 “ B t
Bill Smjth> ,he druggjs, in, ™
la«k, « ,

. beverage. You know
Smith’s soda fountain business is the

< 1 "y
' ful-,.
say

judg- jreaj feature of his store during the

The prescription
He sells a size-

summer months.
Ibusiness isn't much.

Rgdifies e ddsdcaviagestpd Py ipag-lable guantity of €igars and stndry

Ln nrartl'ral . rtX -1 A
kernel of the thoughtlth 6 .
™ *17 N scheme “

l. .,rP 2 y ha'.e co“ e m the

znl S
ficnit task the dealer has to perform
is to di«crim:nate between the orac-

c,pies of successful selling are few shall | leave unsaid? Imagination an-L ai and the impractical In many
and simple. Provide an adequate Uwers. How much newspaper space cases the matter can be settled in the
store conveniently located; select shall | occupy to-day, to-morrow, light of past experience. Somebody

your clientele, i. e., the class of trade
yoeu wish te eater te; boy atinésaly
such wares in your chosen line as
will suit their requirements; adver-
tise your service; be civil and square
and perpetually on the job—isn’t that
about the sum and substance of the
whole story?
ly these few simple rules and princi-
pies may be combined! The tone, at
mosphere, personnel, attractive quali-
ties and money-making capacities are
things about stores and storekeepers
which differ most radically. All of
them buy goods as they need them.
And they all sell (or aim to sell) at
a profit. And most of them adver-
tise more or less. And every one of
them is out after new trade. But
how differently they go at these
tasKs which all share in common!
One merchant differs from another
principally in imagination. And we
used to think imaginaton was a prof-
itless thing under the sun! The
dieamy, imaginative youth found
scant praise for his efforts. The im-
aginative faculty was looked upon as
being both impractical and undesira-
ble. As a matter of fact, imagination
one of the noblest and most fruit-
ful methods of mental energy. In-
genuity, inventiveness, efforts to
modify, develop and create—all this
is to be discouraged only when it
attempts the absurd, the ridiculous
and the obviously impossible. Lots
of good mental energy has, of course,
been squandered in the effort to ac-
complish the impossible; and, in
some instances, to draw the line be-
tween the possible and the impossi-
ble is manifestly a difficult task. All
great inventors have been laughed at
more or less. All monumental inven-
tions have had to contend against a
world of scepticism and popular rid-
icule. And yet the fact remains that
no genius has ever yet defied the
laws of Nature. The task which he

But note you various-1through the advertisement.

next week? Imagination determines,
What would Be @ real new. spicy,
snappy, attention-smiting thing to
say in display type? It must be new
and to the point; and if possible
something that will grip the attention
and make the reader go clean
Imagin-
ation dictates the phrase or sentence
By the subtle magic of imagination
the dealer transforms himself into the
prospective customer. He assumes an
uninterested, detached mood— maybe
incline to scepticism; he certainly is
not in the market. “Now,” says the
dealer (who is per imagination now
an indifferent personality in the con-
sumer’s shoes); “now say something
that will make me sit up and take no-
tice. Get my attention. | warn you
before—and you've got to be as clev-
er as thunder to do it. And then
you've got to show me; for | am
from Missouri, you know.” And thus,
by the aid of imagination, the dealer
writes an advertisement for the news-
paper.

Just because the merchant has set
himself a new task he must think
up new means and devices for the
accomplishment of that task. In oth-
rr words he must fall back on imag-
ination. He strives for results hither-
to unaccomplished. He wants more
trade. There are some good people
in the community whose business is
worth while. How can he swing them
into line? How can he exploit his
wares, develop his territory, make a
larger profit this year than he did
last, by so much as this year’s busi-
ness exceeds last? In answering these
questions and working out these
problems imagination is his friend
and guide.

Practical Judgment the Balance-

Wheel.

But imagination must not run riot
The aims and methods of the imagin-
ative faculty must be submitted to

connected with the «tore gets an idea,
so good he suggests it to
the “boss.” Now the “boss” once had
an inspirational mood wherein that
same idea struck him. He tried

lars or five hundred dollars. Very
good. He will not make the same
mistake twice. It's no disgrace to
make a mistake

make the same mistake over
again. Sometimes one can
good advantage the

ether people elsewhere in passing
critical judgment on the prospective
schemes. They have worked well in
other places. In a town of a certain
size, congisting of such and such
ciasses Bf people, gf such seasons of
the year, etc.-all these conditions
are duly considered. In the trade
, ublications (the logical clearing-

houses of imagination’s most recentl

creations), the whole scheme has
been discussed; all phases of it duly
set forth

ﬁ}l-an was given memory that he
might retain impressions of past ex-
penences and so be able to accumu-
late knowledge. But accumulated
knowledge gives the critical faculties
tools to work with. Therefore the
practical  judgment needs light,
knowledge, accumulated experience-
elther ones own or the experiences
of other people who have volunteer-
ed trustworthy testimony. And it is

for this reason that a good trade pa-1™ "' are

it ; .- - .
a wondieri

cut. It wouldn’t work becuse of Ce"‘J!drink Fil ‘business with the new

tain good and sufficient reasons, the inink of

discovery of which cost him fifty dol- Jby and

(fOL et artic’es iron™t!me to time; but
| ,s ™am standby in July and August
iS the soda fountain. And Smith, let
Ls imagine, has a dandy fountain and

N
Smhh f
satisfied with ai= usual
2 “ dPh f hates and soda wa-

N
N

Int 5 50meth,n? dIff"

Lnd hv N gedf b'sy’ By
A f .~ N U*c * 5°me-
imn" #at sounds cooling and tempt-

mg and all that, and th< gets
busy advertising this new drink. And
the trad takes to it fine. Smith does

And then Smith beginis to
% larger store, more clerks—
Y a lind of stores; trips

]abroad, automobiles, and all that.

And now while this trade is at its
lhighest Smith bethinks him to figure

.jout just how much he is making on

f) o 1 o
beveregt‘q';tf:}&?hatf hqglsporp])euvi'ara{/]gu r?g I?:Pelﬁg

d “‘v® & ,He *e¢,S>>"I*
penCH and pad;, To beSIn
"It T "'»e 4relb m
f h t™, ) th'r' som'
prlfseF hé@ir‘%ds'y{ﬁgts eaéﬁ ((jjrltﬁk hasTm-
F f t-" J he “ 5t of 5,1
"L I “ spe“dms approF
mg J. 8 “nts if/ ©
_ 0
cents*hpserlg?ggsr. gl,ll{n Smri?ﬁk% only
I?etHng '°/ e",s a ?lass for ,his bey-
erage; and the soda water, sudae.

ilemonade and phosphate trade—all of
L=hkh “showed & good line of rofits_

has poetically given way to this
L ew and profitless fad.drink  Smith

thought he was making money; but

he wasn-, He was hardl brealcin
even
. )

"y . 13 succef sful _onl){j m
Iso tar as it shows actual profits "Pat-

1™ 3g? Pom's ,0° b'gh. 14 mus4 be
1°ad at the cost of
,dea,e4s’ doubtles5’

h’'h° “a"'P“lad* g themes_which

er is absolutel indispensable to

P y to Ifeep aler{\ in trey think are successful. If they
#ilis of progressi've merchandis-1 /¢ to an_al;_/.ze' some. .Of. .tr_llese
mg. agfwould be a simng maf¥er fo S emes—scrut!n!ze’ them in the Ilght
sell goods successfully most any- °| *?' PraC'";al 1“d8m''<-"0t
where if the other fellow didn't have them would bp.found

that exasperating faculty of incubat- AN ma™ arnson.

ing new ideas, of projecting novel
trade-winning plans, of surging out
of th eold-time ruts. But he has

I When your religion is an umbrella
laid up for a rainy day the weather is
apt to be deceitful.

.afew
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Summer Styles Lack the Customary
Laws of Harmony.

There is something missing in the
details that make up the styles of
men’s summer clothing this season, a
something that has an important
bearing upon a man’s general appear-
ance—harmony of colors. Conserva-
tism has been propounded from all
directions and upon various occa-
sions, but predictions, no matter
from what source, that the present
season would be one of conservative
styles, have all gone amiss, if we
may take as conclusive evidence a re-
view of men as they were dressed at
one of America’s leading seashore re
sorts during the holidays.

This condition of affairs may be
accounted for in one of two ways
that there is a general misconception
of, or a partial disregard for, the es-
tablished laws of harmony. One
might say there are no set rules as
to what a man shall wear or how he
shall wear jit, and that each is privi-
leged to display his own individual
taste. All of which is virtually true,
but there must be taken into consid-
eration the fact that to harmonize
colors enhances a man’s appearance,
and a careless mixture without due
regard for the correspondence of
tones eliminates him from that envia-
ble class—properly dressed men. Per-
haps, though, men now have a de-
sire to carry out their own ideas,
their personal notions—good or bad,
as may be—and thus the result—a
mixture of a little bit of everything
and an abundance of nothing in par-
ticular.

The real color scheme seems to
have been lost this summer and an
unmatching variety has apparently
taken its place, according to impres-
sions made by the holiday populace
of Atlantic City, where all manner
of men, from the wealthiest to those
of very moderate means, assemble to
spend the hot months. It as perfectly
natural that brilliant colors should
predominate in summer furnishings,
but there is no special reason why
even then care and taste should not
be used.

Attracted to the seashore by the
cool breezes, the delightful surf bath-
ing. the flight of airships and the gay
night life of the resort, Atlantic City
seems to be the spot everyone has
selected for his holidays’ pleasure
this season, not to speak of the thou-
sands who annually makes this their
summer home; and on the boardwalk
and beach about 200,000 people gath-
er to seek relief from the sweltering
heat of the big cities, all wearing
summer clothing of one description
or another.

In view of all the different re-
ports that have been published re-
cently as to what kind of clothing has
been sold and what sort of furnish-
ings have been demanded for hot
weather wear, it seems that no bet-
ter confirmation could be obtained
than from actual observations at a

MICHIGAN TRADESMAN

place of this character, for “seeing is
believing,” and what is plainly visi-
ble to the eye can not easily be con
tradicted by the mind.

As the summers roll by year after
year the popularity of this wonderful
place seems to expand in all direc-
tions and the influx of summer visit-
ors becomes greater and greater. It
has been stated, however, upon a
well-founded basis, that within late
years Atlantic City has attracted
people of moderate means in slightly
larger proportions than the wealthy,
but be that as it may, it still re-
mains America’s official summer re-
sort, and nowhere else dn the coun-
try is there displayed such an array
of clothing as may be seen around
the beach front almost any day of
summer, and especially on a holiday
like Independence Day, when people
flock to the seashore in preference to
any place else. By this time, too, the
wealthy people who patronize the big
fashionable hotels have located, and
are enjoying the delightful surround-
ings of the life here.

There are many permanent attrac-
tions at this pretty ocean town,
things that appeal to the fastidious
and the carefree, something to satis-
fy every desire; for here care and
worry were never known, and all is
turned to jollity, happiness and com-
fort—not sought for apparently, but
afloat in the air and imbibed in the
soul. One of the principal attrac-
tions during the recent holiday was
the flight of the airships along the
beach and over the ocean, .in which
two noted aviators participated suc-
cessfully, flying several miles out at
sea, then returning and dashing up
and down over the breakers. This fea-
ture, with perfect weather and excel-
lent bathing, drew one of the big-
gest Fourth of July crowds .in the
epoch of Atlantic City’s history.

‘There is not much life on the
boardwalk in the mornig before 8
o'clock, because early risers are ex-
ceptionally few here. And why should
it be otherwise, when there is noth-
ing to deprive one of delightful morn-
ing sleep, refreshed by the enchant-
ing sea breeze that seems to find its
way through one’s window, regard-
less of the exposure? Night life in
the big cafes does not cease until
about 2 o'clock and often later, so
that the retiring and rising hours are
late. By 12 o'clock at night the big
boardwalk is almost deserted, except
for a few late strollers who prefer
the open air to the thickly populated
music halls and cafes which from
that time on are usually filled to their
utmost capacity. Here wine and
song reign supreme, and it is here
that a great many well-dressed men
and women congregate; in fact, at
this time of night it is the only place
where many well-dressed men are
found. All the big fashionable hotels
have their own cafes and grill rooms,
and there most of their guests are to
be found about midnight.

The boardwalk promenade be-
comes active about 9 o’clock in the
morning and continues until late at
right, although from until 1 a
large part of the crowd is either on
the beach or in the surf, that being
the popular bathing hour. Between 5

it

and 6 in the afternoon nearly every-
body is on the boardwalk, and the
roller chairs are lined from the big
Million-Dollar pier up toward the in-
let for miles on each side of the
great plank avenue, during a stroll or
ride up which one would ordinarily
see smart-looking clothes on every
side.

It is the habit of the men to wear
their dark suits in the morning and
their light ones in the afternoon.
Plain blue serges, blue with pin
stripes, dark gray, dark brown and
black were to be seen here and there
among the morning crowds, while in
the afternoon more light shades were
in evidence among men who wore
regular worsted or cheviot suits, in
grays principally. The men who
made the best appearance were those
who were dressed in flannel suits or
in flannel trousers and serge coats,
but it was in this clothing that there
were surprisingly few correctly attir-
ed men.

Perhaps a description of the
dothes worn by one of the finest-
looking men on the boardwalk will
be interesting. It happened that he
was a properly proportioned man,
and that may have had something to
do with the impression he made, be-
cause his clothes seemed to fit him
as though they were molded upon his
form. He wore a plain white flan-
nel suit. There was nothing unusual
about its style; the trousers hung in
a natural way, being made with a
cuff on the bottom, and the coat was
single-breasted sack style with three
buttons, and no fancy pockets or any-
thing of that sort to spoil its appear-
ance of neatness. His silk hose and
four-in-hand tie were a delicate, al-
though by no means brilliant, shade
of green that seemed to be neither
too dark nor too light; his soft silk
shirt was a very light shade of
green—almost white with a tinge of
green mingled throughout, seems to
describe it. From the breast pocket
of his coat protruded two corners of
a green handkerchief. Around the
crown of his sennit straw hat was a
band of dull deep green and around
his waist was a leather belt of the
same shade; all of which were match-
ed in perfectly harmonizing tones,
colors that were not conspicuously
brilliant, but wonderfully neat. His
low shoes were of spotless white or
of the same shade as his trouser. A
light flannel suit of clothes and furn-
ishings of green are seldom seen to-
gether, but how nicely they become
a man at a seashore resort where
they seem delicately to blend with
the natural surroundings can not be
appreciably conceived from a mere
description, so let it suffice to say
that there were mighty few who
made a stronger impression in the
matter of dress than did this man.

Around the seashore resorts green
is quite a popular color this season.
Colors, though, are being so care-
lessly worn that it would be hard to
say what is most in favor. It is no
unusual thing to see a man dressed
in what appear to be expensive
clothes wearing stockings of a shade
directly opposite to that of his shirt
or tie, and often all three of these are
in shades that have no connection
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with each other so far as the laws
of harmony are concerned. On one
hand one would see a man wearing
flannel trousers with tan shoes and
stockings or with white shoes and
black stockings, and on the other a
young man in real summer outfit of
serge and flannel wearing delicate
pink hosiery and pale blue scarf, his
whole make-up being spoiled by a
complete disregard for the laws of
harmony. It seems to be the desire
of the younger men particularly to
mingle colors and wear at one time
as large a variety as they possibly
can. This only has a tendency to
make them conspicuous, and if that
is what they strive for, they suc-
ceed, but the inevitable result is not
that which comes to the man who
dresses with all due regard for the
unity of colors.

Silk hosiery, shirts and neckwear
are in strong favor with smartly
dressed men. Quite a good number
of knitted and crocheted scarfs are
to be seen; in fact, the quantity be-
ing worn during the hot weather is
surprising, and it Would be safe to
say that at least 40 per cent, of the
men at the seashore during the hol-
idays wore this kind of tie. With a
soft light-colored shirt and a flannel
suit the knitted scarf looks just a
bit heavy and a trifle less pleasing
than the moderately narrow silk tie.
There are about as many of one col-
or as of another, narrow and wide,
tubular and flowing end. with nothing
particularly new in any design. The
hot weather makes summer collars
popular. Many men seem to have tak-
en a liking to the soft-colored col-
lars, but these are considered ex-
tremely negligee. Plain colors in
men’s shirts have taken the place of
stripes for the summer season. Ho-
siery, too, is being worn in nothing
but plain colors, but very few stripes
or figures being noticeable.

Flannel suits and trousers must
have sold fairly well prior to the
holidays ,and they are considered the
really proper things at the seashore,
but the way some of them are being
worn with single-breasted gray coats
detracts from their expression of
good taste. Most of the suits are
made of plain flannel, but stripes pre-
vail in the separate trousers that are
worn with serge coats.

To sum up the situation from the
retailers’ standpoint, it can easily be

H A. Seinsheimer & Co.

CINCINNATI
Manufacturers of

“The Frat”
YOUNG MEN’S CLOTHES

“Graduate” and “Viking System” Clothes
for Young Men and “Viking” for Boys and
Little Fellows.

Made In Chicago by

BECKER MAYER & QQ
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seen that thus far this season there
has been a demand for a little bit of
everything and a run on no one thing

in particular. Usually one style of
clothing or furnishings stands out
more popular than any other, but

such is not the case this year, and
every retailer, no matter what grade
of goods he carries, must have had
his share of busines either an one de-
partment or another. This is truly a
season of bright colors, and the con-
servatism so manifest in other sum-
mers is at this time nowhere in evi-
dence.— Apparel Gazette.

Wetting Down in the Morning.

During the warm weather you
should see that your sidewalk and
windows are washed each morning.
If possible, turn the hose on them
and get all the dust and dirt out of
the corners and crevices. Nothing
freshens up a store front like a good
wetting down and it will make things
so much cooler that persons will
certainly notice the difference be-
tween your store and the others. It's
a little point, but nevertheless it is
the little points that help make our
SUCCESSES.

Perhaps a litle paint now and then
won’'t hurt too much and some one
of your clerks can do this job with-
out interfering with his regular
duties.

The man who will not pay his
debts when he can deserves the fate
such conduct entails when Fortune
wheels away with scornful laughter
out of his sight forever and a day.
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How the Country Boy Comes To
Town.
Wrritten for the Tradesman.
Who buys green neckties?
The country boy.
Who laughs at them?
The city boy.
And who would starve to death if
the country boy didn’'t buy them?
The city boy who sells them.

But the country boy does not al-
ways buy green neckties in spite of
the fact that the burlesque article
seen on the stage and in the comic
papers always seems to be dressed
in the most outlandish fashion in
which the creator of the character
can array him. Not at all.

With the advent of the interurban,
the rural telephone, the rural free de-
livery and countless other modern in-
novations the country boy is coming
into his own. With nearly all the
advantages of his city cousin he is
making rapid strides in the world of
fashion, science and other modern
progress.

Time was when the country boy
was satisfied to go through life with
a plaid patch on a pair of yellow
trousers, half of a pair of suspenders
attached to his trousers with a blan-
ket pin or a nail, a straw hat that his
“gran’ther” wore, a plug of tobacco
and a fishpole.

Does he do it now?

Can an aeroplane swim?

The answer is the same in both
cases.

The country boy has outgrown the
period in which the biggest event of

his life was to put on an $8 suit of
clothes, hitch up the Democrat, drive
down to the village and feed peanuts
to a mangy elephant in a one ring
circus. To-day the one ring circus
doesn’'t make a hit with him. Neither
does the $8 suit nor the wormy pea-
nuts.

To-day he hops on an interurban
car, fills out his $2250 suit with
pride, arrives at the city in fifteen
minutes and hikes for the big, three
rang show, where, from a $150 re-
served seat, he watches his city cous-
in, crowded between two portly gen-
tlemen on the 50 cent end bleachers
trying to get a glimpse of the middle
ring.

And how as the city boy dressed?

He wears a light plaid suit that
would resemble a piece of warped
flypaper if the rain ever hit it. His
necktie is of the brightest shade of
red and yellow and his half hose is
criss-crossed pink and green. Verily,
the country boy wreaks a terrible re-
venge.

When the circus is over the city
boy stops the country boy outside
the tent and asks as to the pros-
pects for a good oatmeal crop. There
is ignorance for you.

The city boy may make the cash
and spend it, but for making the cash
and saving it who is the person who
can stand the city lad on his ear and
paint “23” on the bottom of his yel-
low Oxfords?

The country lad, of course.

Charles R. Angell.

Do You Insure
Your Stock?

Certainly you do.

insurance companies no not accept risks of that kind.

Do you insure your book accounts?
Well then—

No, for the

Would, You Invest in a system put up in the most attractive form that
insures you against all forgotten charges, all disputes with customers,
all worry, all leaks and all guessing in regard to the correctness of

your accounts?

Would You Invest in a system that insures to eliminate all book-

keeping,

pleasure and in many ways to make money for you?

at prices to suit any pocketbook and in any style to fit your business.

applied to your business.

American Case

keeps accounts posted to the minute, makes collecting a
We will write such insurance by furnishing an

American Account Register System
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Some Don’ts For Clerks.
Don’t be afraid of a strict employ-

ler. You'll never learn from an easy

ione.

Don’t overestimate your talents.
iRemember that competition is an ac-
curate scale and may find them

\wanting.

Don’'t dream while you work. Work
and dreams don’t go together.

Don’'t act as if you knew every-
thing and your customer knew noth-
jing.

Don’t be afraid of hard experiences;
they make the best of teachers.

Don’t stand at the store door be-
|cause you have nothing else to do.

Don’t send out unsightly packages.

Don't refuse to listen to common
sense.

Don't be afraid to do little things
willingly.

Don’t forget that opportunity is a
valuable part of your salary. You
can get experience in no other way.

Don't always have a grudge
against your employer. He has his

faults. So have you. No one is with-
out them.
Don’'t feel yourself better than

your position, especially if you have
an education.

Don’t believe that promotions are
due to favoritism rather than merit.

Don’t stand at the door when you
ihave nothing to do. It is particular-
ly offensive to women massing by.

Don’'t remain unfamiiHr with new
igoods.

Let well enough alone and there
will be no progress.

Ask us to give a full explanation as

It will not obligate you in any way and it will enable us to show you how the
“AMERICAN?” will furnish you with our protective system.

& Regqister Co.

Salem, Ohio

J. A. Plank, General Agent, 147 Jefferson St., Detroit, Mich.
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Butter and Egg Conditions in New
York.

| have watched with very keen in-
terest the gradual expansion of the
local made ladle butter business of
this city, until it has largely secured
the New York trade. It was not
many years ago that we got a very
large part of the factory or ladle
butter from the West; and at one
time very heavy business was report-
ed. There are still some lots receiv-
ed, but they cost more than the city
made lots and consequently a great
deal of the bakers’ trade, which are
the largest users of factory, go to
the city packings.

| spent a few hours one day last
week investigating the matter more
closely, and | discovered some inter-
esting facts in connection with the
industry. There are at present six
concerns in the city who are equip-
ped for making ladle butter. They
have well arranged lofts with all
necessary machinery and can fill or-
ders for almost any quantity at com-
paratively short notice. The other
day | learned of a local bakers’ sup-
ply house placing an order for i,000
tubs with each of two concerns, and
it took a very little while to fill them
The capacity of the city plants is
something over i,000 tubs a day; in-
deed, lam told that 1,200 tubs could
probably be turned out if the fac-
tories were pushed pretty hard.

The old time method of loading
the butter with water, salt or other
ingredients caused strong prejudice
against these goods, but they are
now guaranteed to contain less than
16 per cent, moisture, and to be free
from anything that could be classed
as adulterated under either our State
or National laws. Most of the pack-
ers also agree to turn out quality to
please the buyer. Practically all of
this butter is packed in second hand
tubs. This would be seriously against
its sale on the open market, but the
buyers who uSe it seem to care more
for what is in the tub than they do
in the appearance of the package.
The style does not count for nearly
as much in ladles as it does in table
butter.

It has often been asked how the
city packers can put up ladles to sell
so much cheaper than the Western
packings, and it is something of a
conundrum at best. However, | think
T am safe in saying that the finest
Western goods are better than al-
most anything put up in the city
plants. This may be due to better
material in the Western product.
Possibly the grading is closer, the
best of the farmers’ rolls being used
for the finest ladies, and the balance
either used for a second grade or
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shipped in as packing stock. The
larger part of the packing stock that
comes to Newr York for ladle pur-
poses is either from the South or
Central West, although at times some
fine lots are sent here from Michi-
gan. Much of this butter arrives
from points that are not so fully
covered by the renovated factories,
and this market seems to be the
natural outlet for the goods.

A contemporary uses up a good
deal of editorial space in a recent is-
sue exhorting creamerymen against
selling uncolored butter, even at big
premiums, to oleo manufacturers us-
ing it in the making of “uncolored”
yellow oleo. The opinion is ex-
pressed that any creameryman sell-
ing butter for this purpose favors the
sale of oleo and is not entitled to
membership in the National Cream-
ery Buttermakers’ Association. Be
that as it may, the fact remains that
no matter how general the refusal
of our creameries to sell their out-
put direct to oleo manufacturers they
are powerless to prevent the unlimit-
ed purchase of such butter by the
packers on the open markets. It is
useless to attempt, simply by an en-
deavor to restrict the freedom of oui
creameries in the disposition of their
product, to cut off the packers from
a supply of uncolored yellow butter.
What we need, and what we must
have before we can prevent the man-
ufacture and sale under the quarter-
cent tax of yellow oleo which owes
its color to butterfat, is a National
law which clearly forces the payment
of a ten-cent tax on all yellow oleo,
or at least on all oleo in which but-
ter enters as an ingredient, a tax it
should apparently bear under our
present adulterated butter law.

We have had a better movement
of current receipts of eggs during the
past week. Arrivals, while showing
a marked shrinkage from the preced-
ing week, have been quite liberal for
the season, but there has been con-
siderable waste due to the extreme
heat lately prevailing at both pro-
ducing and distributing points, and
the relatively low prices ruling have
tended to stimulate consumption.
Comparatively few of the fresh arriv-
als have gone into storage and al-
though we have not the figures at
hand it is the general impression
that the withdrawals by jobbers un-
able to find good enough quality .in
the receipts to satisfy their require-
ments have fully offet the amount go-
ing into storage. Since Sunday cooler
weather through the country has
favored the movement of stock to
market with less loss of quality, anl
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while at is yet too early for the bet-
ter weather conditions to have much
influence on the average condition of
current receipts, improvement is be-
coming apparent here and there,
wherever extra precautions have been
taken at collecting and shipping
points to protect stock from the heat

Our Slogan, “Quality Tells”

Grand Bapids Broom Compang

Qrand Rapids, Michigan

and move it promptly. Ground
The continued conservatism of the
cold storage houses in the matter of Fe e d S

weather prevailing here made it nec- BRANQ>
essary to move the bulk of the heated
stock promptly and there was a
strong pressure to sell right up to the
close of business Saturday. Cheap
buyers took hold well at the low fig-
res it was necessary to name in or-
der to attract trade to the liberal of-
ferings of poor eggs and by the end
of the week there was a fair clearance
oi stock although some receivers
were forced to carry low grades over
on their floors. Fine eggs have been
scarce and in demand, for even close-
ly graded and candled marks ordi-
narily of desirable quality have oft-
en been badly heated and forced to
sell at low prices in competition with
liberal offerings of ungraded goods.
Up to the latter part of the week the
bulk of the busines in these ungraded
or slightly assorted eggs was from
17c down to 14”7c, and some even

None Better
WYKES & CO.

ORANO RAPIDS

New and
Second Hand

BAGS

For Beans, Potatoes
Grain, Flour, Feed and
Other Purposes

ROY BAKER
Wm. Alden Smith Building
Qrand Rapids, Mich.

m «B N YOUR.

Mall srders to W.P. McLAUQHLIN & QO. Chiesto

Want to corres ond with shippers this

HUCklet)err|eS commodity. Will purchase outright—16

guart cases preferrab e, our market.
Write or wire what you have to offer
John C. Deckelman 117-119 Superior St. Toledo, Ohio

(Member National League Commission Merchants United States)

SEEDS “For Summer Planting”

Millet Cow Peas Turnips
Fodder Corn Beans Mangel
Buckwheat Dwarf Essex Rape Rutabaga

All Orders Filled Promptly

ALFRED J. BROWN 3EED OO.. QRAND RAPID8. MICH.
OTTAWA AND LOUIS STREETS

J. A. Witzig

REA & WITZIG

PRODUCE COMMISSION
104-106 West Market St., Buffalo, N. Y.

“Buffalo Means Business”

We want your shipments of poultry, both live and dressed. Heavy demanc

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

Consignments of fresh eggs and dairy butter wanted at all times.

Paper*a®Hund”eds~f Shfppera.°nal Banl5, Commercial Agents. Express Companies, Trade
Established 1973

Established 1876

NEW POTATOES

Best Virginia Potatoes. Send Us Your Order.

Micelay

Rrnc "bolesale Dealers and Shippers Beans, Seeds aid Potatoes
orua. Office and Warehouse Second Ave. and Railroad

Both Phones 1217 Qrand Rapids, Mich.
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less, although anything showing bet
ter than average quality, with over
40 per cent, reasonably full, strong
bodied eggs commanded i8c. Stock
from all sections showed about the
same irregularity of quality, and sev
eral cars of graded and candled goods
were so poor that i8c could not be
exceeded. The best of these graded
and candled eggs sold from igc up
to 20¥2C last week, but such repre
sented a small part of the receipts
and few reached the latter figure, al
though occasional well known marks
exceeded it. Since the first of the
week the cooler weather and the
somewhat improved quality of the re
ceipts have strengthened the situa-
tion and there has been a tendency
to ask a little better prices. The pro-
portion of the current receipts which
will pass technical inspection as ex-
tra firsts and firsts is, however, hard-
ly sufficient as yet to warrant a close
adherence to grade requirements in
basing quotations, although the
amount of these top grades is now
gradually increasing in the receipts
To-day the best candled and graded
Western move quite readily at 20@
2ic, a few marks higher, while un-
graded or slightly assorted stock
goes from 19¢c down to 15c¢c, with a
few very poor lower, and bulk of
business between 16 and 18c. Fancy
marks of dirties are beginning to sell
a little better, but the bulk of the
effenings are still unsalable above 10
@i2c, while poor are cleaning up at
$2@2.50 per case. Checks are still
unsalable above 10c.—N. Y. Produce
Review.

Egg Contest a Success.

A contest held in the Ahrens De-
partment Store, at Sterling, 111, a few
weeks ago, when prizes were offered
to the man who delivered the great-
est number of eggs in a given time,
reveals some interesting figures.

During the twenty-one days of the
contest, in all. 3500 dozens of eggs
were delivered by owners of the hens
in the vicinity of Sterling, and the
winner of the $10 gold piece delivered
to the proprietors of the store 200
dozens of eggs in the alotted space
of time. The next prize of $ went
to a farmer who turned in ten eggs
over 167 dozens as a contribution
from his hennery during the twenty-
one days.

Over 40,000 eggs from one com-
munity in three weeks' time is a lot
of hen fruit—Twin City Bulletin.

Coffee “Made in England.”

The American opinion of coffee as
understood in the English home is
not high, and how the coffee of the
English lodging houses is esteemed
may be understood from the follow-
ing traveJer’s tale: It was the first
morning in London “apartments]”
and his landlady came up with the
breakfast. As she set down his
coffee cup she opened a slight con-
versation. “It looks like rain,” she
said. “It does,” agreed the Ameri-
can, “but the odor has a faint sug-
gestion of coffee.”

The good in the guise of the bad
becomes ally to the bad in the guise
of the good.
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Color of the Yolk and White.

The color of the yolk and white of
the egg, and the effect of feed on the
same, has been a contention among
authorities for years. Frequently the
yolk is pale, when it is generally de-
sired to be a decided yellow. The yel-
low coloring matter has been studied
in the laboratory of the North Caro-
lina Experiment Station, and is re-
lated to the coloring matter also of
animal origin, called lutein. The
pale-yolked eggs are commonly con-
sidered inferior by housekeepers, as
a given number impart to cake or
custard less of the yellow color,
which is looked upon as an indica-
tion of richness, than would eggs
with a darker yolk.

The cause of pale yolks is not
known with certainty, but as has
been pointed out by Prof. W. P.

Wheeler, of the New York State
Experiment Station, the eggs laid by
hens fed only certain grains and an-
imal feeds generally have this char-
acteristic, and adding to the ration a
liberal amount of fresh or dried
young clover, alfalfa, or grass, will,
as a rule, insure the deeper yellow
color which is desired. The effect of
green feed on the color of the yolks

is illustrated by a test at the New
York State Experiment Station in
which four lots of hens were fed

alike except that no hay or green
feed was given to one lot, while the
other three lots had different amounts
of clover hay alternating with green
alfalfa. The depth of color of the
yolk varied in the different lots and
was directly proportional to the
amount of clover and alfalfa fed.

It is, perhaps, possible that the
coloring bodies or other materials
containing iron, present tin the green
feed, have an effect upon the yel-
low coloring matter of egg yolk, but
whatever the reason it seems from
the New York work cited that the
poultry raiser who desires eggs with
deeply colored yolks can obtain them
by feeding an abundance of such
green materials as those indicated.

The egg white also varies somewhat
in shade, having a more or less pro-
nounced greenish cast before cook-
ing and corresponding variations
when cooked. That the color of the
egg white varies more or less with
different rations wes™ noted in the
New York experiments cited, but
there was little uniformity in this re-
spect. There is a belief that the
cooked whites of eggs with shells of
like tint will match in color and that
the albumen of white-shelled eggs is
decidedly whiter when cooked than
that of eggs with tinted shells. Per-
haps few of us carry our preference
so far that we will refuse an egg on
account of the color of the white, yet
it is stated on good authority that in
first-class hotels and restaurants,
vhere great attention .is paid to de-
ails, it has been found that the boiled
eggs served must match in color. If
when taken from the shell one is
greenish white and the other clear
white, the eggs are often objected
to on the ground that one of them is
not of the required standard of ex-
cellence.

A large number of analyses of eggs
ave been reported, but no differenc-

es have been noted in composition
which correspond to variations in
color, although it is not unlikely that
there are some differences an flavor,
and that the deep yellow yolks have
a more pronounced flavor than the

pale yolks. At any rate, as long as
preferences for deep-colored yolks
and clear whites exist, the poultry

raiser who caters to a fancy market
should take them into account.

When eggs are boiled it is often
noted that the yolk where it joins
the white shows a more or less pro-
nounced greenish color. This is due
to dark-colored compounds of sul-
phur and iron produced during the
boiling.

Silver is very quickly turned black
by air containing sulphur fumes. The
blackening of silver forks and spoons,
so commonly noted when they come
in contact with eggs at table, is due
to the action upon the silver of the
small amount of hydrogen sulphide
or other sulphur body liberated from
the egg white when it is cooked.

Where “Beeswax” Is Mined.

In several parts of the world a
resinous substance called ozocerite
end bearing considerable resemblance
to beeswax is found, usually in con-
nection with rock salt and coal.
There are deposits in Austria, Rus-
sia, Roumania, Egypt, Algeria, Can-
ada and Mexico, but ozocerite has so
far, it is said, not been discovered
anywhere in sufficient quantities to
pay for mining except in the district
of Boryslav, in Austrian Galicia and
cn an island on the west coast of the
Caspian Sea.

In mining this mineral wax shafts
are sunk until a bed, or “nest,” of
ozocerite is struck. Then connecting
galleries are driven. There is con-
siderable danger and many lives have
been lost in consequence of the sud-
den forcing up of the soft wax into
the shafts by the enormous pressure
to .which it is subjected. It is used
largely for manufacturing ceresin.
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which is employed, together with
beeswax, for making wax candles, as
well as in the manufacture of phono-
graphic cylinders and for many simi-
lar purposes.

Feed Specialties

We are the largest dealers in chicken,
pigeon and all other feeds. Get our prices.
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GETTING AROUSED.

Sudden Change Which Conies To the
Successful Man.

“How'’s the boy gettin’ on, Davis?”
asked Farmer John Field, as he
watched his son, Marshall, waiting
upon a customer. “Well, John, you
and | are old friends,” replied Dea-
con Davis, as he took an apple from
a barrel and handed it to Marshall’s
father as a peace offering; “we are
old friends, and | don’t want to hurt
your feelin’s; but I'm a blunt man
and air goin’ to tell you the truth.
Marshall is a good, steady boy, all
right, but he wouldn't make a mer-
chant if he stayed in my store a
thousand years. He weren’'t cut out
for a merchant. Take him back to
the farm, John, and teach him how
to milk cows!”

If Marshall Field had remained as
clerk in Deacon Davis’ store in Pitts-
field, Massachusetts, where he got his
first position, he could never have
become one of the world’s merchant
prances. But when he went to Chica-
go and saw the marvelous examples
around him of poor boys who had
won success, it aroused his ambition
and fired him with the determination
to be a great merchant himself. “If
others can do such wonderful things,”
he asked himself, “why can not 1?”

Of course, there was the making of
a great merchant in Mr. Field from
the start; but circumstances, an am-
bition-arousing environment, had a
great deal to do with stimulating his
latent energy and bringing out his
reserve force. It is doubtful if he
would have climbed so rapidly in any
other place than Chicago. Tn 1856,
when young Field went there, that
marvelous city was just starting on
its unparalleled career. It had then
only about 85000 inhabitants. A few
years before it had been a mere In-
dian trading village. But the city
grew by leaps and bounds and always
exceeded the predictions of its most
sanguine inhabitants. Success was in
the air. Everybody felt that there
were great possibilities there.

Many people seem to think that
ambition is a quality born with us;
that it is not susceptible to improve-
ment; that it is something thrust up-
on us which will take care of itself.
But it is a passion that responds very
quickly to cultivation and it requires
constant care and education, just as
the faculty for music or art does, or
it will atrophy.

If we do not try to realize our am-
bition, it will not keep sharp and de-
fined. Our faculties become dull and
soon lose their power if they are not
exercised. How can we expect our
ambition to remain fresh and vigor-
ous through years of inactivity, in-
dolence or indifference? If we keep
letting opportunities slip by us with-
out making any attempt to grasp
them our inclination will grow duller
and weaker.

“What | most need,” as Emerson
says, “is somebody to make me do
what | can.” To do what | can, that
is my probelm; not what a Napoleon
or a Lincoln could do, but what I
can do. It makes all the difference in
the world to me whether | bring out
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the best thing in me or the worst—
whether | utilize 10, 15, 25 or 90
per cent, of my ability.

Everywhere we see people who
have reached middle life or later
without being aroused. They have de-
veloped only a small percentage of
their success possibilities. They are
still in a dreamy state. The best
thing in them lies so deep that it
has never been awakened. When we
meet these people we feel conscious
that they have a great deal of latent
power that has never been exercis-
ed. Great possibilities of usefulness
and of achievement are, all uncon-
sciously, going to waste within
them.

Not long ago there appeared in the
newspapers an account of a girl who
had reached the age of 15 years and
yet had only attained the mental de-
velopment of a small child. Only a
few things interested her. She was
dreamy, inactive and indifferent most
of the time, until, one day, while lis-
tening to a hand organ on the street,
she suddenly awakened to full con-
sciousness. She came to herself; her
faculties were aroused, and in a few
days she leaped forward years in her
development. Almost in a day she
passed from childhood to budding
womanhood. Most of us have an
enormous amount of latent force
slumbering within us, as it slumbered
in this girl, which could do marvels
if we could only awaken it.

The judge of the municipal court
in a flourishing Western city, one of
the most highly esteemed jurists in
his State, was, in middle life an il-
literate blacksmith before his latent
power was aroused. He is now 58
the owner of the finest private li-
bary in his city with the reputation
of being its best read man and one
whose highest endeavor is to help his
fellow man. What caused the revo-
lution in his life? The hearing of a
single lecture on the value of edu
cation. This was what stirred the
slumbering power in him, awakened
his ambition and set his feet in the
path of self-development.

I have known several men who
never realized their possibilities until
they reached middle life. Then they
were suddenly aroused, as if from a
long sleep, by reading some inspir-
ing, stimulating book, or by listening
to a sermon or a lecture, or by meet
mg some friend—someone with high
deals—who understood, believed in
and encouraged them.

It will make all the difference in
the world to you whether you are
with people who are watching for
ability in you, people who believe in
encourage and praise you, or wheth
er you are with those who are for-
ever breaking your idols, blasting
your hopes and throwing cold water
cn your aspirations.

The chief probation officer of th
children’s court in New York, in his
report for 1905, says: “Removing
boy or girl from improper environ-
ment is the first step in his or her
reclamation.” The New York Society
for the Prevention of Cruelty to Chil-
dren, after thirty years of investiga-
tion of cases involving the social
and moral welfare of over half a
million of children, has also come to

the conclusion that environment
stronger than heredity.

Even the strongest of us are not
beyond the reach of our environment.
No matter how independent, strong-
willed and determined our nature, we
are constantly being modified by our
surroundings. Take the best-born
child, with the greatest inherited ad-
vantages, and let it be reared by sav-
ages and how many of its inherited
tendencies would remain? If brought
up from infancy in a barbarous, bru-
tal atmosphere, it will, of course, be-
come brutal. The story is told of a

ell-born child who, being lost or
abandoned as an infant, was suckled
by a wolf with her own young ones,
and who actually took on all the
characteristics of the wolf—walked
on all fours, howled like a wolf and
te like one.

It does not take much to determine
the lives of most of us. We naturally
follow the examples about us and, as

rule, we rise or fall according to
the strongest current in which we
live. The poet’'s “I am a part of all
that |1 have met” is not a mere poetic
flight of fancy; it is an absolute
truth. Everything you have seen,
every book you have read, every ser-
mon or lecture or conversation you
have heard, every person who has
touched your life, has left an impress
pon your character and you are nev-
er quite the same person after the
association or experience. You are a
ittle different — modified somewhat
from what you were before—just as
Beecher was never the same man aft-
er reading Ruskin.

A few years ago a party of Rus-
sian workmen were sent to this coun-
try by a Russian firm of shipbuilders
in order that they might acquire
American methods and catch the
American spirit. Within six months
the Russians had become almost the
equals of the American artisans
mong whom they worked. They
had developed ambition, individuali-
ty, personal initiative and a marked
degree of excellence in their work. A
year after their return to their own
country, the deadening, non-progres-
sive atmosphere about them had done
its work. The men had lost the de
sire to improve; they were again
plodders, with no goal beyond the
day’'s work. The ambition aroused
by a stimulating environment had
sunk to sleep again.

Our Indian schools sometimes pub-
lish, side by side, photographs of the
Indian youths as they come from the
reservation and as they look when
they are graduated—well dressed, in
telligent, with the fire of ambition in
their eyes. We predict great things
for them; but the majority of those
who go back to their tribes, after
struggling awhile to keep up their
new standards, gradually drop back
to their old manner of living. There
e, of course, many notable excep-
tions, but these are strong characters
able to resist the downward dragging
tendencies about them.

If you interview the great army of
failures, you will find multitudes
have failed because they never got
into a stimulating, encouraging en-
vironment, because their ambition
was never aroused, or because they
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were not strong enough to rally un-
der depressing, discouraging or vi-
cious surroundings. Most of the
people we find in prisons and poor-
houses are pitiable examples of the
influence of an environment which
appealed to the worst instead of to
the best in them.

Whatever you do in life, make any
sacrifice necessary to keep in an am-
bition-arousing atmosphere, an en-
vironment that will stimulate you to
self-development. Keep close to peo-
ple who understand you, who believe
in you, who will help you to dis-
cover yourself and encourage you to
make the most of yourself. This may
make all the difference to you be-

een a grand success and a mediocre
existence. Stick to those who are
trying to do something and to be
somebody in the world—people of
high aims, lofty ambition. Keep close
to those who are dead-in-earnest.
Ambition is contagious. You will
catch the spirit that dominates in
our environment. The success of
those about you who are trying to
climb upward will encourage and
timulate you to struggle harder if
you have not done quite so well your-
self.

There is a great power in a bat-
tery of individuals who are strug-
gling for the achievement of high
aims, a great magnetic force which
will help you to attract the object of
your ambition. It is very stimulating
to be with people whose aspirations
un parallel with your own. If you
ack energy, if you are naturally lazy,
indolent or inclined to take it easy,
you will be urged forward by the
constant prodding of the more am-

itious. Orison Swett Marden.

When a man is good because it
pays he may be judged by his mo-
tives.

Sawyer’s s
CRYSTAL
See that Top

Blue.

For the
Laundry.

DOUBLE
STRENGTH.

Sold in
Sifting Top
Boxes.

Sawyer’sCrys-
tal Blue gives a
beautiful tint and
restores the color
to linen, lacesand
goods that are
worn and faded.

H goes twice

as tar as other
Blues.

Sawyer Crystal Blue Co.

88 Broad Street,
BOSTON « « MASS.



*
SN

, 8

iy

Jl

July 27, 1910

AS AN AID TO TRADE.

Athletics Now Regarded As a Val-
uable Adjunct.

An alliance of athletics and com-
mercc, in which the latter profits
through the keenness induced and
energy infused by the former, is be-
ing consummated in many American
business firms and corporations to-
day.

One of the best examples of how
athletics has been made to increase
the working value of a business es-
tablishment is that of a large life-
insurance company. The office build
ing has been equipped with a com
plete gymnasium and shower-baths
a competent athletic instructor has
been retained, and a schedule of ath
letic work has been mapped out for
employees, both male and female
The gymnasium occupies the elev-
enth floor, and here, during the
luncheon hour, directly after busines:
hours, and on specified evenings dur
ing the week, the employees are
given physical training. The women
are provided with a special instruc
tress on Wednesdays. There are or
ganized basketball teams during the
winter months. In spring and sum
mer the gymnasium is moved up to
the roof.

In addition a football team has
been organized, and this, together
with the baseball and basketball
teams, play® off a series of games
with the other teams composing the
business athletic association known
as the Commercial League.

Although athletic exercise in con
junction with business is not insisted
upon by the officials of this com-
pany, the majority of the employees
have entered into the movement with
enthusiasm. It is an interesting
chronicle, furthermore, that the effi-
ciency of the great working staff has
been found to have increased won-
derfully since the “athletic alliance”
has been put into practice. The
heads of the various departments as-
sert that not only has an esprit de
corps been generated, but those of
the employees who avail themselves
of the athletic schedule are more fit
for strong work than are those who

skip it.
“You will find, too,” sajrs the in-
structor, “that on Thursdays, the

day following the lack of gymnasium
work for the men, the employees do
not give nearly the impression of
alertness that they evidence on the
other days.” The instructor keeps
his eyes on the physical condition
of the clerks not only during gym-
nasium hours, but also during his
rounds of the departments through-
out the day. Thus he is enabled to
notice sagging vitality and to sug-
gest to the employees so affected the
remedy. The heads of the depart-
ments declare that the athletic move-
ment perfected by the officials has
succeeded in doubling the efficiency
of the different staffs of workers un-
der their immediate charge.

The officials of another life insur-
ance company, although they have
not as yet elaborated their athletic-
business system to the same extent,
have declared
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in favor of the idea. The President
and the associate actuary of the com-
pany have provided silver cups to be
awarded to those of the clerical staff
who shall perfect their physical
well-being to the extent of winning
points at the two yearly office field
meets. In addition, three medals are
presented in each event as a further
stimulus and incentive for the men.
At each of these meets, which are
attended by the officers in person, all
twelve departments of the company
are represented on the athletic field.
There is a regularly organized base-
ball team, and a gymnastic schedule
will be put into operation as soon as
a gymnasium can be rigged up.

The owner of one of the large de-
partment stores is a thorough believ-
er in the value and importance of ath-
letics as a means of furthering the
working ability of his employees,
and he loses no opportunity to ex-
ploit his ideas on the subject. His
employees have been encouraged by
him to organize an athletic associa-
tion and their numerous baseball and
golf teams have received substantial
help from his hands in the way of
outfits and playing paraphernalia. In
order that the small boys who work
in his stores should not be over-
looked in his athletic-trade campaign,
he has sanctioned and helped along
a system of military exercises and
drills. For this purpose he has set
aside the fourteenth floor of his
building.  Direfetly after business
hours on Tuesdays and Fridays the
boys, two hundred and seventy-five
strong, are put through the exercises.
Uniforms and guns have been sup-
plied to them gratis, and every in-
ducement is held out to make them
indulge in the work. A regularly
organized summer camp has been put
into operation, and there, in the
warm months, the boys are given
courses in military training.

Several stores have gathered to-
gether their employees into an ath-
letic league that wages contests in
such sports as baseball, basketball,
bowling, etc. Many firms arrange
annual field days for their clerks.
During the luncheon hours, the roof
of the building of one large depart-
ment store is thrown open to the
clerks, and there, any day, they may
be seen going through “breathing ex-
ercises,” “muscle tests,” and like
forms of light, though benefical, ex-
ercises. At different times during
the year a physical-culture expert
is brought to the store to explain to
the employees in just what ways
they can derive the best results from
what we may term “on the spot” ex-
ercises—that is, those physical move-
ments incidental to their duties
which make for erect carriage, deepi
breathing, easy stride, and general
bodily benefit.

To illustrate more .intimately just
what is meant by such “on the spot”
exercises, the best example is to be
had from the courses of physical in-
struction that have been given to the
female employees of this same de-
partment store. The young women
have been formed into classes, and,
on one of tHé Upper flours of e

themselves- similarly|building, have been given an' odd

schedule of instruction in exercises
by a woman who has made a study
of so-called “shop physical culture.”
The women clerks are taught the
proper way to reach for boxes from
the shelves, the best way to handle
the boxes, the most beneficial way to
walk and sit, the proper way to
breathe, the best manner in which
to pile up heavy rolls of drygoods
to sum up, the way in which to build
up their bodies through attention to
the seemingly minor details of their
work. The idea has proved itself
productive of good results. The firm
maintains a home on the Jersey coast
where its women clerks are sent dur-
ing the summer months, to add to
their store of health. It is interest-
ing to note, in addition, that the firm
employs a physician to keep a con-
stant watch on the condition of its
employees, that it has a hospital de-
partment in conjunction with its es-
tablishment, and that, finally, it hires
a chiropodist whose sole duty it is
to look out for the care of the feet
of those of its clerks whose duties
keep them constantly standing or
walking about the store.

The shop-gymnasium movement
has spread throughout the manufac-
turing districts of the Eastern States.
Athletics has come to be a valuable
adjunct to trade. The movement has

already assumed considerable pro-

portions, and the results make as-

surance of that spread doubly sure.
George Jean Nathan.

A Compromise.
“Do you think, sir, that I am the
man to resign under fire?”
“Well, no. But how would you
feel like resigning under a nice coat
of whitewash?”

It is natural to object to the col-
lection at every meeting, but you
have to remember it has revealed a
whole lot about human nature.

When you hear a man boasting of
his virtue you are quite likely to find
the fear of the penitentiary driving
him to it.
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THAT VACATION OF YOURS.

Interpolating Workaday Tasks With
Gulps of Fresh Air.
Wrritten for the Tradesman.
Now is the time par excellence
when the vacation bee buzzeth busily.
To the man in the stock room and
to the salespeople behind the coun-
ter; to the errand boy and the senior
partner at the big, rolled-top, ma-
hogany desk in the office come vi-
sions of verdant fields and purling
brooks where the  pussy-willows
wave their feathery plumes.

The man in the big city pines for
the vision of a landscape where the
skyscraper scrapes not and where
one can inhale mighty gulps of pas-
teurized ozone. And so he reads the
“outing number” of his periodicals and
studies multitudinous railroad adver-
tisements featuring the diverse and
alluring advantages of sundry water-
ing places, fishing resorts and pros-
pective tours for rejuvenating jaded
nerves.

And so, heeding the Siren voice of
the vacation bee buzzing busily, deni-
zens of the cities fare forth, and year
by year the exodus increases in mag-
nitude. “Out of the city!” is the
watchword; out of the city with its
noise, its heat, its strife and its stren-
uous toil; out of the din and dust
and daily grind; out of store and
shop and office and factory; out of
the intensified, refracted rays of day-
light sun and glaring illuminations by
night—out to green sward, schmier
kaese and bullfrog concerts at even-
tide what time you sit out on the
cool, cozy county veranda with the
fragrance of a big black cigar in
your nostrils and the gratifying ca-
resses of real zephyrs on your fev-
ered brow.

This wonderful body of ours—
this incomprehensible combination of
brain and brawn—is, after all, only
a delicate, complicated mechanism.
Like any other machine, it is apt to
wear out, rust out, develop a Kkink
here, or get out of kilter there. And
like any other machine driven at high
tension it must rest betimes. If not
something is liable to go snap. On
general principles it is a good plan
to ease up occasionally and go on
the soft pedal. You wouldn’'t run an
engine or any other valuable mechan-
ism continuously. You would give it
a rest some time, thereby prolonging
its serviceableness. Do not be less
kind to yourself than you are to a
dumb, unfeeling mechanism of man’s
contriving. Take a few days off. Give
yourself a little, care-free breathing-
spell in the midst of the summer’s ac-
tivities; for the need of an occasional
rest is written in your mental and
physical being.

But what is a real vacation, and
where shall | go to secure it? Some
people do not like the country. They
miss the comforts and conveniences
of the city. The music of tree frogs
and katydids has a way of getting on
their nerves. Chigoes and mosquitoes
and multitudinous small, medium-
sized and large ants, red, gray, mot-
tled and black, feast on their epider-
mis in a most persistent and tantaliz-
ing manner. And people who are
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sensitive to insect bites can readily
understand their mental attitude. The
summer vacationist with a modicum
of energy can beat off the flies and
outwit the most amorous ants; but
my own experience is that if one
happens to taste good to chigoes and
mosquitoes there is no scheme or de-
vice or method known to man where-
by immunity may be had. A chigoe
is a microscopic creature, to be
sure—not much larger than a typhoid
germ; but, say, when about forty-
nine of them get themselves snugly
buried about a quarter of an inch un-
der the skin- there’ll be something
doing before morning. | know, for
I'm a special favorite with chigoes.
They love me with a devotion that’s
literally moving.

The business man’s vacation may
very properly differ with his age and

the environment of his work. The
young man and the old man, the
country storekeeper and the city

clerk or merchant, the dealer located
in the midst of a great city with its
din and tumult and the retailer in
the small town will do well to start
in different directions when seeking
a safe and sane vacation.

The prime requisite of a vacation is
that it shall afford one a complete
change of atmosphere and environ-
ment; that it somehow supply the
proverbial spice of variety; in other
words, that it supply that element of
differentness which is essential to
real rest and relaxation. In general,
it may be said that the city man
should go to the country for his va-
cation, while the man in the country
or the small town or village will find
a midsummer trip to the city both
diverting and profitable.

Human nature craves a change
every now and then. When you have
eaten everything on the city menu
from puree of catalpha pods to ben-
zoated lizards a la Remsen you hank-
er for spring chicken and fresh coun-
try eggs and refreshing quaffs of
cool, country buttermilk; but if you
have had spring chicken about twen-
ty-one times a week, fresh eggs twice
a day since early in March, these
very excellent viands at length begin
to pall on your taste. Then the odor
of a city-broiled steak acts as an ap-
petizer.

There are all manner of tastes and
preferences about summer vacations
just as there is about everything else
that affects human life. Some people
prefer the fashionable resorts where
you have to pose and strut before the
mirror and come down to dinner in
full evening dress. And there is prob-
ably a time in every one’s life when
that is the logical thing to do. Oth-
ers prefer to have what they call a
bone fide outing: namely, to go
somewhere camping. And so, like the
Arabs of old, they fold their tents.
But, unlike the Arabs, they make
their departure with hilarity and tu-
mult. These campers -are a strenuous
sort. | admire, but can not share,
their nerve; for | cariy with me in-
delible memories of a certain camp-
ing escapade to which | was once a
party. | shall never forget the pun-
gent smell of willows and horse-
weeds and sundry luxurious vegetable
growths in the midst of which our
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tent was pitched. And even to this the store, the shop and the factory.
day | can hear the rain beating a tat- They know better than to pour into
too on that leaky tent. the sympathetic ears of their wives

Some prefer to travel in foreign iand children harrowing accounts of
lands; some prefer to explore the,the asperities of their daily tasks. They
wilder and less frequent sections of have mastered the secrets of repose,
our own country. Some like to fish
(and 1 am frank to confess that | be-
long in this category) and conse-
quently feel that any summer vaca-
tion, in order to be a real success,
must be had in some place where the
Simon pure disciple of good old Isaac
Walton can practice the “meditative
art.” Some people love the tang of
the pines and recuperate most readily
in the shadows of “the everlasting
hills.” Some prefer the seaside resort,
where there is surf bathing, salt air
and the music and majesty of the
sea. And so the question, Where
shall one go for a real helpful, reju-
venating, nerve-toning vacation? de-
pends entirely upon one’s tastes in
such matters.

In general it may be said that your
summer vacation ought to offer in-
ducements for outdoor exercise and
healthful amusements, and it ought
not to lay any heavy social burdens
and obligations upon the person who J
is seeking exemption from cares and
worries. And, furthermore, in order
to bring one the benefits of refresh-
ment and rest, it ought to put him
in a different environment. |

But, after all, perhaps it is not so |
much where one goes that actually !
determines the benefits of his vaca-
tion as it is the manner of his going
and what he takes with him. You |
can take your cares and business bur- j .
dens and petty difficulties anywhere. || $1850.00 car) at Buffalo, N. Y., inthe

. - "1 one gallon mileage contest, held b
And if you start on your vacation | e A%tomobile Cl%b of Buffalo, Y
with that sort of mental equipmentj Among 20 contestants it went

you will come home just as jaded I 46 1-10 miles on one gallon of gasoline

and fagged out and brain weary as . and outdid its nearest competitor by
i 50 per cent.

when you stgrted out and, no matter ; “If you want economy—comfort—

what the trip may have cost you, | simplicity—freedom from all water

you have cheated yourself out of a|

troubles—light weight and light tire
real vacation. Some men are too busy | €xpense—look into the Franklin,
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cheerfulness and altruism. With such
men relaxation is a daily habit rather
than an annual custom.

I know a most excellent man—
the father of a family of seven
healthy and beautiful children—who

call a summer vacation in twenty
years. He is a man upon whose
shoulders heavy responsibilities rest
—and you can picture to your im
agination the size of his meat and
grocery bills. He is too busy to get
away—or, at all events, he feels that
he can not leave his business for
more than a day or two at a time
and then only when he is away on
some business mission. But that man
brings the vacation spirit into his
home every summer. Each spring he
has his porch and lawn furniture
carefully scoured and repainted. He
provides the home with summer
rugs and portieres and draperies. H<
gives his wife and children innumera
ble treats in the way of seasonable
delicacies. There are frequent visits
of the entire family to the amuse
ment parks, summer theaters, picture
shows, soda fountains. Every year
beginning about the middle of July
or the first of August, he takes what
he calls his “mental vacation.” He
talks to his wife-about the comforts
and delights and countless conve
mences and luxuries of the “cool
city,” where you can buy refreshing
drinks and ices ad libitum. He pities
the poor people who have gone forth
into the sequestered places of the
earth seeking recreation. He pictures
the incidental tortures which they
are enduring from rains and mud and
insect bites. He tells her how the
pitiless glare of the sun, out in the
country, drives them to the shades
by day and how the katydids and
bullfrogs drive them to desperation
by night; tells her how they would
give anything in reason to sit in front
of an electric fan and quaff a glass
of soda water or phosphate. In fact,
he gets into a really gay and festive
mood talking about the alleged su-
periorities of the city as the back-
ground of an ideal vacation. In the
way of treats to himself and his fam-
ily, consisting of seasonable delica-
cies, ice cream, etc.,, he deliberately
spends each summer a couple of hun-
dred dollars extra while out on what
he calls his mental vacation. And |
know of no one who gets more real
benefit from a summer outing than
does my friend who remains at home
and stays on the job. He says he is
actually having far more fun than
his less fortunate friends who go to
the mountains or the lakes or the

seaside. And he says it is far more
economical.
This “mental vacation” idea is a

good one for the small dealer who is
too busy to get away. Try the ex-
periment of spending a few dollars
extra on yourself and family. Give the

children a treat each evening. Get
some little unexpected luxury from
the delicatessen shop. Call up the

ice cream man and tell him to send
arounl an ample supply of your wife’s
favorite cream. Show the children a
gool time. Leave your cares at the
store. Propagate an atmosphere of
contentedness and good cheer. Get

out of that old stereotyped, disgrun-
tled, self-centered mood, and thus get
the benefits of a real vacation along
with the profits you make by staying
with the business.

Chas. L. Garrison.

He Found Out.

Do you sell a book of games in
which bridge-whist is described,” ask-
ed the serious-looking man of the
stationer.

“Yes, sir, but | happened to be
out of them just now.”

Can you tell me how the game is
played?”

“It’'s a woman’s game, vou know.”

“Ah_”

“You wouldn’t care for it, but your
wife would be terribly interested.”

Thats what | want. She doesn’t
care for any game.”

“l see. Well, she will for this,
How much cash can you allow her
per week?”

“Um. Five dollars, perhaps.

“You must make it $25. Does she
run the house now?”

“Oh, yes.”

“Well the cook will be running it
soon. Any small children?”

“Two.”

“You must arrange to send them
to some foundling’s home. Want to
see your wife once a day?”

“Well, you’ll see her about once in
three after she gets started at bridge.
Anything in the house that can be
pawned?”

“Scores of things.”

“Well, she’ll pawn them. Any cash
in bank?”

“A few hundred dollars.”

“She’ll manage to get hold of it,
and then she’ll borrow money of the
cook, the grocer, the butcher and her
dressmaker. Bridge - whist, sir—
bridge-whist is—"

But the other was on the run.

Many Leathers From Odd Sources.
Aside from the leather that is made
from the skins of seals, walruses, ot-
ters, etc., there is leather obtained
from other denizens of the sea, not
to speak of a queer sort of leather
manufactured of the skins of fishes.

The skin of sharks is of a beauti-
ful burnished gray or bluish color.
It resembles finely grained leather,
inasmuch as it shows many fine tiny
prickles set all one way. These are
quite invisible to the naked eye, but
so many are there and so finely set
are they, giving the dried skin its
rich effect, that one derives a decid-
edly unpleasant effect in rubbing
one’s hand over the shark’s skin in
the direction opposite to that in
which they point.

This property of shark skin renders
it especially valuable for the manu-
facture of “shagreen.” The skin being
both tough and easy to work, it is
susceptible to use for many purposes
whereto decorative leather effects are
desired.

Despite its lumpy armor the stur-
geon affords a valuable and attractive
leather. It has been found that when
the bony plates are removed the pat-
terns thereof remain on the skin, just
as the patterns of alligator scales re-
main on alligator leather, a circum-
stance that adds much to the value
of the product. From the sturgeons
that abound on our Pacific coast and
in the Great Lakes there is procured
a tough leather that is utilized for
the making of laces to join leather
belting in machinery, and, it is said,
the laces frequently outwear the belt-
ing itself.

In Turkish waters there is found a
strikingly unattractive fish called the
‘angel fish,” which is by some held
to be a kind of shark, and from this
is obtained an extremely high grade
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of green leather, much esteemed in
the Ottoman dominions.

In Russia certain peasant costumes
are trimmed with the skins of a food
fish, the turbot, and in Egypt men
wear sandals made from the skins of
fish caught inthe Red Sea. In our
own country, too ,the cod has been
utilized in a similar manner, for there
has been no little use made in Glou-
cester, Mass., of the skin of the hum-
ble cod for the making of leather for
shoes and gloves.

Eelskin serves for many purposes,
among them being the manufacture
of leather for binding hooks and for
braiding into whips.

The garfish, a fresh water fish found
along our coasts, possesses a skin
that i capable of a polish so smooth
that it reembles ivory, tl has been
used for the making of picture frames
and jewel caskets. It is said that
the skin of this fish was employed
by certain of the Indian tribes to
make an armor. So tough and hard
Is it that, it is claimed, a breast plate
made thereof will turn a knife or a
spear. We are even assured that of
the finer specimens of armor con-
structed of this fish hide there were
some capable of rendering harmless
the blow of a tomahawk.

Queer uses are made of the intes-
tines of the walrls and the sea lion.
The former are made into sails for
boats by the Eskimos, and the latter
are slit and stitched together to form
hooded coats, said to be far superior

rubber as waterproof garments.

In the utilization of odd materials
for making leather even the frog does
not escape. In this country and in
France its skin is used to make card
cases and other small articles.

Edwin Tarrisse.

Some never get over the wonder
that folks so important as themselves
should go to church.

I'T WILL BE YOUR BEST CUSTOMERS¥,

or some slow dealer’s
best ones, that call for

1AND SAPOL

Always supply it and you

will

keep their good will.

HAND SAPOLIO Is a special toilet soap—superior to any other In countless ways—delicate

enough for the baby’s skin, and capable o

removing any stain.

Costa the dealer the same as regular SAPOLIO, hut should he sold at 10 cei.i* per cake
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ADVERTISING PECULIARITIES.

Interesting Observations by a Noted
Expert.

Letters are frequently received
from young men asking what they
should do to become advertising men
or what correspondence school is
best, and many like questions.

When a science is made the sub-
ject of a correspondence school
course, at is a pretty safe bet that
the young and undeveloped have in
mind there is a veritable Eldorado
awaiting its mastery.

As to how to become an advertis-
ing man, the question can be answer-
ed very brieuy:

First learn how to sell goods.

Advertising is not an exact science
nor an art in the sense that most lay-
men think it is.

Advertising is only a science in the
sense that selling goods is a sci-
ence.

Men who have sold goods by per-
sonal contact or conducted the corre-
spondence pertaining to the sale of
goods should be able to write effec-
tive advertising, and as a matter of
fact most of the effective advertising
is directly prepared or under the su-
pervision of these men.

Obviously, just now there is a good
deal of study being made on the
psychology of advertising, and
psychology is just the one word that
expresses mind science or character
study; but the science of advertising
is only advancing with that of per-
sonal salesmanship.

All advertising is good in the same
sense that all personal salesmanship
is good, that is, if you send enough
men out on the road, even although
thee men are of indifferent mental
calibre, providing they cover enough
ground, they will sell a certain
amount—that is they will resolve
themselves into order takers by find-
ing a certain number of people on
whom they call just in the mood and
in the market for the goods they rep-
resent.

The same is true with advertising,
for if you send out enough of it you
will seek and find buyers on the same
law of average as in case of personal
contact.

The whole modern effort in adver-
tising as in personal salesmanship is
to eliminate waste. For instance here
is a little of the psychology as applied
in modern advertising and of which
the layman reader is not aware in
its appeal to him. We will take a
colored halftone on the back of a
magazine. It is an advertisement for
soap, and pictures a richly appoint-
ed bath room with a beautiful child
before the washstand. The colors are
all brilliant, which attract your at-
tention in the same selective sense
and as naturally as a kitten going to
a woman's workbasket paws out the
spool with the most brilliant color.

And the next, perhaps final appeal,
is the fact that the brand of this
soap is associated with richly ap-
pointed surroundings. You fix this
soap in your mind as a superior arti-
cle in the same sense as you judge
men by the company they keep or by
their surroundings or environment.
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Take another advertisement as an
illustration; it is of a large automo-
bile. There is a well groomed chauf-
fer in the front seat, a stylishly dress-

ed man in the back seat awaiting a
beautiful

woman who is coming
down the steps of a house of modern
design. You at once associate this

automobile with its accompanying
surroundings. The surroundings are
what most people aspire to; they ap-
peal to their suppressed function.
This picture at once classifies these
goods offered for sale in the minds of
possible purchasers. The picture is
the selling argument. It tells the
story at a glance.

This same psychology or associa-
tion of ideas has another finer ap-
plication by its being classed with
the magazine or medium in which it
appears. For instance it is a notable
fact that the magazines with the
strong, definite and honorable edito-
rial policy obtain the best results for
those who advertise in them. There
is an unconscious, psychological re-
lation between its advertising section
and the editorial section. You natur-
ally have confidence in an advertise-
ment placed in a magazine of which
you editorially approve. For illus-
tration, you have a friend whose good
taste and selection in any of the com-
mon utensils of life can be relied up-
on. You desire to have a suit of
clothes made. You learn that he pat-
ronizes a certain tailor whom you at
once associate with your friend's
good judgment. It is the operation
of the simple law that associates the
soap with the beautifully appointed
bath rcom and the automobile with
its luxurious background—it is the
association with things where there
are no discordant comparisons.

It might be well to explain to the
layman that most advertising is pre-
pared and placed by so-called adver-
tising agencies. That .is, these agen-
cies are established to render a pro-
fessional service to the seller of goods,
but they receive no fee from the ad-
vertiser direct. The agencies are
compensated by a series of discounts
given them by the publisher. Al-
though this discount varies it will
average 15 per cent.; in other words,
a publisher will quote you, an adver-
tiser, a price 15 per cent, higher than
that of a regularly established
agency.

The transaction is not on the same
basis as exists between the average
professional and his client, for it is a
good deal like the architect receiving
his fee from the contractor and ren-
dering no bill to the owner. This has
placed the agencies in bad repute in
many quarters by reason of the fact
that there is a temptation to place
an advertisement with the magazine
paying the highest rate of commis-
sion rather than the one yielding the
greatest return to the advertiser.

The newspapers of the country are
particularly unfriendly to the agen-
cies for the reason that the latter
place much of the business with the
big magazines of monthly circulation
that properly belongs to the newspa-
pers with a daily circulation.

All publishers regard the agencies

as a necessary evil and tolerate them
for the fact that they have been the
medium and system by which the
merchant and manufacturer have been
educated to advertise in a large way.

Then it has been discovered that
some of the large agencies through
the country are owned and controll-
ed by one large advertiser. For in-
stance, if you were spending $300,000
a year in magazine advertising it
would pay you to secretly organize
an agency under your ownership with
offices in some building remote from
your own, merely for the purpose of
getting 15 per cent, discount on your
annual advertising appropriation.

These secretly owned agencies are
usually operated by high pressure so-
licitors and skyrocket salesmen, so
that any accounts they handle other
than those of the owner become pure
velvet in their hands.

For istance, the advertising agency
secretly owned by the rat trap trust
will go to John Doe, a comparatively
small manufacturer with an entirely
different line, and use an argument
something like this: “Now, Mr. Doe,
the rat trap trust has placed their
account with us in preference to all
other agencies. Now you, a smaller
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in his ignorance of the true situation;
he thinks he is placing his account
on the basis of merit when, as a fact,
the rat trap trust placed their busi-
ness with this agency because they
own it.

But with the recognition of this
evil there is a tendency to correct it
for there are agencies that are pros-
pering under a direct fee compensa-
tion and who render an expert serv-
ice in the same sense as the lawyer,
architect or engineer. There are con-
cerns which take a limited number of
clients and in effect co-operate the
services of advertising men who are
too expensive for one concern.

The trade journal is the common
means of advertising where goods
can only be sold to one particular
line or trade, but the average trade
journal in the average field has neith -
er typographically or editorially pro-
gressed with much of the direct ad-
vertising sent out by individual con-
cerns to their mailing list.

Compare some of the beautiful cat-
alogues in the machinery field with
the crudeness of some of the trade
journals in that field and the mean-

manfacturer, will naturally have the ing of this last statement will be
same confidence in us as the rat trap illustrated.
trust.” Mr. Doe naturally falls to this The best trade journals are in
TH E
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those trades involving the arts—the
printing and architectural journals,
for example.

The principal objection to the aver-
age trade journal is that men do not
read of the subjects they are trying
to forget during leisure times, either
al their desks or at their homes. Then
there is the inconvenience of reading
the trade journal by reason of its
size and bulk.

The writer's attention has been
called to a trade journal, containing
270 individual advertisements. Now
assuming that the average man with-
in the circulation of this medium de-
votes one hour to its reading, this
would mean that it would be impos-
sible for him to devote more than
about twenty seconds to each con-
cern who had purchased space.

The principal objection to direct
forms of advertising as used by con-
cerns desiring to dispose of goods in
specific fields or trades is the fact
that a form letter, house organ or
mailing card is a demand on the time
of the man who receives it and
which he instinctively resents. If he
does not happen to be an the market
for the particular thing that the ad-
vertisement presents the chances are
it will go in the waste basket. This
magazine, for instance, is not a house
organ. It is an individual magazine
designed to obviate the objection of
direct advertising. The one receiving
it is compensated with general inter-
est matter in the text pages for his
perusal of the advertising pages.

The whole weakness of advertising
is not in its principle, but lies in the
fact that most of the brains and
energy in commercial fields have
been spent in direct personal, selling
campaigns.

Charles Jones, formerly of the
Cosmopolitan Magazine, used to tell
a story some years ago that illustrat-
ed this situation. He pictured the
President and General Manager of a
large industry at the noon lunch ta-
ble. The President said to the Gen-
eral Manager, “John is certainly a
good man, he is the best in his line
that the country affords—we couldn’t

have a better man to manage our
sales.”
“Yes, that's true,” said the Gen-

eral Manager, “he is a very expensive
man but, | tell you, it pays.”

“By the way,” interrupted the
President, “what are we going to do
with Willie? Willie doesn't seem to
be getting along very well.”

“l don't exactly know,” replied the
General Manager, “but most con-
cerns nowadays have an advertising
manager. Supposing we give Willie
the job.”

But since this story was told, em-
ployers have grown and so has Wil-
lie.

A peculiar situation of advertising
is that it has paid in spite of the fact
that it is unscientific in its methods.

David Gibson.

A friend says he takes a bath once
or twice a year, whether he needs it
or not. Good rule, that; you might
apply it in the matter of cleansing
and polishing your display cases and
windows—only make it a little often-
er than once or twice a year.
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Mail Order Houses and the Small
Town.
Within the last few years there

has been a wonderful growth and de
velopment in the mail order busi
ness. New lines have been added to
the stocks which these concerns used
to carry and their systems for reach
ing the consumer have been laborat
ed and perfected until now they are
offering the farmer practically every
thing he can buy in his home town
and a good many things he can not
buy there.

In some sections the small tow
merchants have adopted various ex
pedients for resisting this dangerous
competition. They have met with
measure of success here and there but
on the whole the trade of the mai
order houses has grown rapidly and
their markets have widened steadily

The big mail order houses can un
dersell the country retailer, even
although the latter figure on a very
small margin of profit. That is be
cause it either owns its factories or
contracts for the output of factories
at a low price; its handling expense
is exceedingly low, and it gets the
money before the purchaser sees the
goods. The retailer pays more for
his stock. He has to keep a fairly
large assortment for alimited trade
which means that part of his capital
is not turned once a year. He has
large fixed expenses. He has to re
place goods and he frequently has
ro wait “until after harvest” for his
pay. At the end of the year, when
the dealer crosses off bad accounts
nd adds the interest on the money
he had to borrow from the bank to
carry on his credit business, he finds
this cash item in the mail order
house system of considerable impor-
tance.

There is another important ques-
tion in connection with the mail or-
der house business that is frequent-
ly overlooked by the buying public
That is the ultimate effect that such
business has on the community. Car-
ried to its logical conclusion, the
operation of the mail order house
means the elimination of the coun-
try merchant, and the elimination of
the country merchant means the de-
cadence of the country town. Re-
move the town and you take from
the farmer his market, the facilities
for his children’s education, decrease
the value of his property, force him
to pay the entire expense of main-
taining his county government and
work upon him other losses and in-
conveniences.

The town is just as necessary to
the farmer as the farmer is to the
town. The town can not live with-
out the farmer’s trade and the farm-
er, while he might be able to live,
would find that the loss of the towm
meant a loss to him far greater than
the money he might be able to save
by buying from mail order institu-
tions.— Commercial Journal.

Test This If You Don’t Believe It.

In what form is lead lightest on
the scales? A British scientist has
attempted to tell you how to make
the proof, but it isn't the easiest
thing in the world either to prepare
the pound of lead or place it in posi-
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tion for the proof. He says that mak-
ing 1000 small balls of the pound 0/ MUNICIPAL
lead the weight remains the same RAILROAD CORPORATION
though the surface is greatly increas- BONDS
ed. Then reduce the small balls into BB A e OMPANY
1000. 000 balls, with the surface penopscot Bldg Detroit

enormously increased but the balls
weighing the one pound in the scales.

But this scientist says that if these

1000. 000 short particles further are
reduced to one-twenty-thousandths of FIRE
an inch each they will rest in the
atmosphere just where they are
placed. This for the reason that the
pressure of light from the sun exactly
overcomes the forces of gravitation.
To make the lead bits smaller, how-
ever, the scientist says that the sun-
light seizes them and hurls them into
space.— Chicago Tribune.

GRAND RAPIDS
INSURANCE AGENCY
THE McBAIN AGENCY

arand Rapide, Mich. The Leading Agency

Kent State Bank

Grand Rapids, Mich.

Capiul - - - $500.000

H t Advertising.
ones verising Surplus and Profits 180,000

Misleading, false statements in ad-
vertising react to the disadvantage of
the dealer who wuses them. In the
long run people will not believe what

Deposits
55£ Million Dollars

HENRY IDEMA President

he Says. It IS all very We.” to say: J. A. COVODE Vice President
Let him do it; who cares if he does J. A. S. VERDIER - Cashier
ruin his business?” But false adver-

3& %

tising has a tendency to shake the
public confidence in all advertising.
It is to the interest of every adver-
tiser and publisher to point out the
folly of untruthful advertising. No
one should be allowed to poison the
public mind with the thought that
there is no honesty in advertising and
n business, and that business is but
a world of deceit and dishonesty.

Paid on Certificates

You can do your banking business with
us easily by mail. Write us about it if
Interested.

Child, Hulswit & Company

Show your competitor how to adver- BANKERS

tise honestly and successfully. It is

better for both of you. The honest  Municipal and Corporation
advertiser will always command the Bonds

respect of the community, and re-
ceive a larger recognition in the pub-
ic mind, than the one who tries to
fool the people by misleading an-
nouncements. Misrepresentations in
advertisements will eventually bring
ruin to the dealer who uses them.-
Seattle Trade Register.

City, County, Township, School
and Irrigation Issues

Special Department
Dealing in Bank Stocks and
Industrial Securities of Western
Michigan.

Long Distance Telephones:
Citizens 4367 Bell Main 424
Ground Floor Ottawa Street Entrance
Michigan Trust Building
Grand Rapids

There are three things without
which you can not succeed—good
wares, good advertising, good sales-
manship. They are the Big Three of
success.

Special Bond Offerings

WE OFFER SUBJECT TO PRIOR SALE
$ 4,000. Rapid Railway Co. IstMtg. 5's 1915
3.000. Bellevue Gas Co., Ohio, 6’s 1929
5.000. Sheboygan Gas Light Co. 5's 1931
5.000. Detroit, Ypsilanti, Ann Arbor & Jackson Ry. 5’s
5.000. Cincinnati Water 3JE's
40,000. Michigan-Pacific Lumber Co. 6’s
Denominations: $1,000, $500, $100
MUNICIPAL
RAILROAD
CORPORATION
BONDS
E. B. CADWELL & COMPANY
NEW YORK BANKERS DETROIT
25 Broad St. Penobscot Bldg.



20

THREE GREAT COUNTIES

Naturally Linked by Many Ties and
Circumstances.

South Haven, July 25—Fifty years
ago last spring | commenced clear-
ing my farm, and two years later
(T862) set 500 peach trees. | planned
to make a business of fruit growing
and farming. Inheriting my father’s
surveying outfit and his land agency
helped drift me into the banking
business in 1867. The clearing of land
was continued, other trees set and
cared for and in 1867 the first peaches
were shipped. | think records will
show that they have been sent to
commission houses in Chicago or sold
to local packers or canners each
year since except three. While most
of my time was required at the bank,
T have given considerable to fruit and
farm interests and taken an active
part in organizing societies and at-
tending meetings.

Among the things connected with
the fruit business to which | have
given much attention and deemed
important to aid its best develop-
ment, was the grouping of Berrien,
Van Burén and Allegan counties in-
to a co-operative organization for the
raising of better fruit and more busi-
nesslike marketing.

The completion of the railroad
from Kalamazoo and of the Pere
Marquette through these counties

made them quite accessible to their
respective residents. The losses from
commission men in the panic of 1873
and those from frequent gluts caused
by overloading the smaller markets
by many shipping to the same places,
aided in calling a meeting at Grand
Junction, May 6, 1874, for the pur-
pose of co-operation of the growers
oi the three counties in marketing.
A. S. Dyckman, of South Haven, was
elected Chairman, and H. H. Good-
rich, of Ganges, Secretary. Among
others present were: D. W. Wiley
and Mr. LaFleur, of Allegan county;
J. P. Thresher and W. A. Brown, of
Berrien, and H. E. Bidwell and C. J.
Monroe, of Van Burén. A commit-
tee was appointed to draft a consti-
tution and by-laws. Several meet-
ings were held, but nothing came
of it.

In 1876 it was my privilege to visit
the Centennial Exposition at Phila-
delphia. The exhibit which most at-
tracted my attention, and which I
have recalled most frequently, was
the really wonderful furniture display
from Grand Rapids, then a small
city ,in the woods of our own Michi-
gan, little known outside, the bor-
ders of the State. The exhibit gave
the city world-wide advertising and
made it a leader in the manufacture
and sale of furniture. The feature
which especially impressed me was
the practical, intelligent and enthusi-
astic co-operation which made such
a magnificent display possible. As |
had some experience and considera-
ble observation of fruit growing in
Southwestern Michigan, realizing its
natural climatic soil and market ad-
vantages, had learned some of its
needs of extensive and expert knowl-
edge and wide experience in proper-
ly selecting the trees, plants and
vines and their subsequent care and
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marketing of the fruits, while view-
ing the Grand Rapids exhibit the
thought came to me that the same
practical and intelligent co-operation
applied to these counties would make
this group a leader in supplying the
fruit markets of the country.

I1 a trip to California, in 1894, |
was pleased with their excellent co-
operative methods of marketing. For
a term of years they have led the
world in attractive packing and high
prices. Their long distance has com-
pelled the shipping of only the best;
our short distance has tempted the
sending of all sorts and we have lost
money and reputation by having our
poorest come in competition with
their best.

May 27, 1884, a meeting was held
at Grand Haven, seeking to join to-
gether a larger number of counties,
resulting in the organization of the
West Michigan Society, “To unite
the fruit growers along the western
shore of the State for the purpose of
promoting the best methods of culti-
vating and marketing fruit.” This So-
ciety held a number of meetings and
much good came from them, al-
though little was accoplished along
lines of definite and persistent co-
operation.

Last fall the writer had the privi-
lege of visiting numerous orchards
in Wyoming, Montana, Washington,
Oregon, Colorado and Idaho, attend-
ed the District Fair at Victoria and
the State Fair at Boise, also had two
weeks at the A. Y. P. Exposition.
This gave a grand opportunity to see
the products of forests, orchards and
farms, the products of the North-
west grouped together in a magnifi-
cent display, of great educational
value, nearly all made by associated
effort of communities, counties or
districts, aided by the railroads and
large land and other companies. This
so fully impressed the great advan-
tage of co-operation that | determin-
ed at an early date on my return
home again to call attention to the
desirability of joining these three
counties for the raising of better
crops of all kinds and particularly
more intelligent marketing.

Beyond reasonable doubt, if these
counties would join and co-operate
together, making use of the scienti-
fic knowledge obtainable from col-
leges, experimental stations, bulletins
and by the experiences and observa-
tions of growers frequently exchani-
cd at convenient meeting places, the
yield and prices would be doubled
and tripled and the net profit still
more increased. Such results arc
greatly to be desired and to the ex-
tent that Land Show shall stimulate
and aid in obtaining them will it be
time and money well spent. The
thing most desired by the compiler
of these statistics is that it shall re-
sult in a permanent co-operative as-
sociation of these three counties for
the raising of better fruits and a
more intelligent marketing of them.

“Fruit Belt” first was applied to
Berrien, Van Buren and Allegan
counties. The census shows them as
leading, hence an appropriate name
for the combination is West Michi-
gan’s Primo Fruit Belt. They are
three highly favored counties in a

highly favored state which possess
so many advantages in common as
to make it desirable to group them
into a closer union of co-operation
for the better development of their
varied resources.

They have an area of over 2000
square miles or about the same as
the State of Pelaware, located to the
east of Lake Michigan, so enjoying
the protecting influence of the pre-
vailing winds across a large body of
water, which enables us successfully
to raise the tender fruits and vege-
tables in a higher latitude than inte-
rior places or those on the opposite
side of the lake, also brings to this
side in warm weather large numbers
of people to enjoy its cool breezes.

Besides the seventy-five miles of
coast on Lake Michigan, there are
approximately 46# lakes within this
territory, nearly all having outlets to
the four rivers, their branches and a
number of creeks emptying directly
into the lake. These not only have
a beneficial influence upon the cli-
mate but furnish excellent outlets for
the drainage of the land, also provide
ample water for domestic purposes
and irrigation if it were needed, be-
sides by the elevation of their sourc-
es above Lake Michigan to supply
with the aid of electricity the power
for manufacturing and transportation
purposes. The soil is rich and va-
ried, with little waste land. The
population was 123303 in 1904, the
last census figures obtainable. Trav-
ersed by such railroads as the Michi-
gan Central, its short lines and New
York Central connections, Michigan

July 27, 1910

Southern and Lake Shore, Big Four,
Pere Marquette System, Grand Rap-
ids & Indiana and its Pennsylvania
connections, the Kalamazoo Lake

Shore & Chicago, the several electric
roads, the navigable rivers and the
seventy-five miles of lake coast make
about 600 miles within these counties.
Four harbors within and Holland so
near the north line that it furnishes
accommodation for passengers and
freight and outlets for some of its
streams. There are over 150 stations,

The Best

Peacock Brand
Leaf Lard
and
Special
Mild Cured
Hams and Bacon

Cured by

Cudahy Brothers Co.

Milwaukee, Wis.

lowers

COCOA and
CHOCOLATE

For Drinking and Baking

These superfine goods bring the customer back
for more and pay a fair profit to the dealer too

The Walter N. Lowney Company
BOSTON

Summer

Candies

We make a specialty of

Goods That Will Stand Up In
Hot Weather

Also carry a full line of Package Goods for resort trade
Agents for Lowney’s Chocolates

PUTNAM FACTORY,

National Candy Co.

GRAND RAPIDS, MICH.
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docks, piers and landings in the three
counties. The early completion of
the electric road between Saugatuck
and Coloma furnishes a connecting
link of a system with South Bend,
Indianapolis and Chicago at one end
and Grand Rapids at the other, the
latter centering the passenger and
freight traffic to the north of it.

This locality has proper drainage,
plenty of humus in ¢he soil and
through careful conservation of the
moisture by intelligent cultivation
we need have little anxiety about wet
or dry seasons.

Its market advantages are of the
best, being within three to six hours
from Chicago, the greatest city in
the world in the wide and extensive
territory over which it gathers and
distributes horticultural and farm
products. In transportation by Lake,
this locality is specially favored in
the easy swing motion of the boat
for the tender fruits and vegetables,
freedom from dust and the natural
refrigeration influence of the water.
Its central position and its transpor-
tation facilities running out to every
point of the compass to nearby mar-
kets will be better appreciated as
competition increases. This is par-
ticularly true of bulky, perishable
fruits and vegetables.

This statement is made with aview
of sending it to fruit societies, grang-
es and other farm organizations in
these counties, suggesting it be pre-
sented at their first meeting and, if
decided worth while, to send one or
more delegates to a general meeting
subsequently to be called. The coun-
ties were recently organized to make
an exhibit at the Chicago Land Show

Nov. 4, iyio, under the name of
Michigan’s Original Fruit Belt As-
sociation.

This seemed an opportune time to
present the above facts and figures,
thinking they would aid in promoting
said exhibit. They call the attention
of residents of these counties to the
large number and variety of its prod-
ucts, the extensive equipment for
raising and marketing and the need
of trained help.

We shall have to compete in our
exhibit with railroads, land and other
companies having ample means.
The short hauls of the railroads les-
sen their interest in our exhibit and
we have no land or other companies
tc help, so there will need be a gen-
eial contribution of money from the
villages and cities, and a generous
supply of fruit and farm products
furnished by the growers.

Charles J. Monroe.

Important Factor In Present
Domestic Economy.

Those of us who were educated in
the school of other days should bear
in mind that a new school atmosphere
has been created since we laid away
our school books .and this new con-
dition must be reckoned with in a
practical way. ,

A few years ago the woman who
bought food products and prepared
them for her household did so in the
“good old-fashioned way,” just as
mother did it.

The girl graduate from the public
high school to-day shows her good

Day
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mother how little she really knows
about food products and their prep-
aration. In place of the sentiment
for “mother’'s way” she substitutes
the the cold truths learned in her
study of domestic science.

The new girl learns at school how
to handle five, seven, ten or fifty
cents’ worth of food products to the
best advantage. ,

She is taught something about the
nature of things that we eat. She
learns something about retail values,
she is schooled in the matter of avoid-
ing waste, she is taught the difference
between food-stuff that is healthful
and that which is a menace to health.
Constantly she is drilled in hunting
microbes she can not see. She is
taught, however, that they will be in
certain places under certain condi-
tions and a part of her business is to
keep them away.

Finally, this modern girl with her
knowledge of domestic science under-
stands how to prepare food after it
has been bought.

This modern girl must be reckoned
with. Manufacturer, wholesaler and
retailer must give her recognition.
She has learned values and quality.

She will buy better goods than ‘her
grandmother did and will not be de-
ceived by any extraneous means that
may be tried.

This modern girl, always thinking
of microbes, will demand the best of
containers for the food product she
buys.

Above all, she will not buy poor,
cheap goods whose inferiority has
been cunningly hidden.

JThousands of these new girls have
gone from the schools of domestic
science into the homes of others as
well as homes of their own. Thous-
ands more will follow, and their in-
fluence will be marked.

The dealer who has a desirable
food product well packed will have
little trouble in making friends with

this new girl.

The manufacturer who has made
money cheating will fare ill at her
hands.

Don’t overlook this new girl. She
has come upon us quietly and she will
continue to come without making any
fuss.

Her influence will be felt. It were
well, therefore, to anticipate her and
meet her demands. She will insist
on high-grade goods and will not
complain if the price is fair.- -Whole-
sale Grocer.

Why Smoke Falls Before a Storm.

Don’t imagine next time you see in
weather promising storm that a
“heavy” stratum of air is forcing the
smoke of your chimney to the ground.
Instead the condition is the opposite,
and the atmosphere is too light to
allow the smoke to rise. To prove
this fact in this vacation season fill
your mouth full of tobacco smoke and
dive in twenty feet of water, releasing
the smoke. The smoke appears from
the water almost instantly. You may
say it comes up in air bubbles, but
this does no more than to prove the
theory. Your chimney smoke won't
rise because there isn't buoyancy
enough in the air stratum to raise
it.

Higher Ideal of Business Life.

“A religion of business” seems far
fetched and foolish to the one who
has always thought of business and
religion as two totally distinct com-
partments of his life.

There are many thousands of such
men; they the benevolent toward any
one who comes to them on Sunday
morning with an appeal for any char-
itable or missionary organization—
but the one who approaches them on
Monday morning, and in a business
way—looking for the same attitude—
will find that it has changed to one
of “benevolent assimilation.”

It is sheer simplicity to berate
these men, without whose millions
cheerfully lavished upon benevolent
and philanthropic enterprises, the
church would have but a short story
to tell; they are better men than
their critics, *who attempt to prove
that, because of their brutality of
method in acquiring wealth, they are
worthy of no credit for their devo-
ion to their favorite charities.

The problem can not be solved by
the extermination of a few million-
aires; it is larger than that, for the
iact is that the ideals of these leaders
are to some extent those of many
who are less known. The difference
between the “oil king” and the rag
merchant is not one of spirit.

The interesting fact is that we are
waking up—not simply to the knowl-
edge that the “consumer” is being
consumed, but that we are beginning
to see that there is a higher ideal of
business life and that there is a differ-
ent conception of the relation of the
one who sells to the one who buys,
of the producer to the consumer; that
we are not to regard ourselves*—
those of us who are engaged in gain-
ful pursuits—as pirates who have
brought a bit of our plunder when we
go to church on Sunday morning.

When we have made “a religion of
business” we shall have satisfied the
Christian ideal of service, and shall
have met the demand of the dawning
social consciousness; we shall also
have created for ourselves that at-
mosphere of dignity that we crave
more than we crave dollars—strange,
as that statement may sound to those
who have only a superficial knowl-
edge of human nature and of humnn
worth. 3. W. Welsh.

Faith is the first aid to foresight.
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OPPORTUNITY OF A
LIFETIME

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.

IF YOU CAN GET

Better Light

with a lamp that uses
Less Than Half the Current

what can you afford to
pay for the new lamp ?

The G.B. Tungsten
is a masterpiece of invention, genius
and manufacturing skill. We can
supply it at a price which will enable
you to make an important saving in
the cost of your lighting.

Grand Rapids-Muskegon
Power Co.
Grand Rapids, Micfi.

City Phone 4261 Bell Main'4277
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THE UNION SUIT.

Origin and Development of the New
Garment.

It is difficult to trace the origin of
the union suit as the idea was not
patented, but about twenty-five years
ago a knitting company an Janes-
ville, Wisconsin, started to manufac-
ture ladies’ union suits on hand pow-
er latch needle machines. A year or
two later a Chicago Kknitting com-
pany started to manufacture ladies’
union suits somewhat after the same
pattern and on the same type of ma-
chines as the Janesville company.
Roth the above suits are known to
the trade as full fashioned union
sulits.

In general appearance these two
suits were almost identical; button-
ed down the front with a lap opening
in the back, extending up to the waist
line, but the system of knitting was
different. The Janesville suit had the
laps in the back knit in the suits
whereas the Chicago suit had pieces
knit for the lap separately and then
seamed in afterwards. The Janes-j
ville system necessitated seams on
the sides, whereas the Chicago sys-
tem eliminated the side seams and in
their place it was necessary to sub-
stitute a seam in the back. How-
ever, the suits being knit with selv-
age edge seams were no objection as
they could hardly be seen or felt.

The cost of manufacture differed,
the production of knitting the Janes-
ville suit was about one dozen per
week per machine, whereas the pro-
duction of the Chicago suit was about
three dozen per week. In the year
1889 the Star Knitting Works of
Niles started to manufacture ladies’
union suits knit on circular latch nee-
dle machines and the following year
brought out the now so popular
Childs drop seat union suit. The cost
of manufacturing was no longer in
the way of union suits becoming a
factor .in the underwear trade, the
only question to settle was whether
or not it had merit. Several new de-
signs appeared on the market in rap-
id succession as other manufacturers
took up the business. The Oneita
and Gem styles both buttoned across
the chest, were among the first and
for several years were very popular
as ladies’ garments, having no but-
tons under the corset. These styles,
however, were supplanted by the
button-to-the-waist and the low
neck styles having no buttons at all.
Other styles, too numerous to men-
tion, appeared, but the improvements
were largely in the finish, all fol-
lowing the same system in knitting
and shaping of the garments on the
machine, the using of the plain stitch
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for ankle and waist and tuck for leg
and bust. The sleeves were knit
in the same manner on smaller ma-
chines, and a gusset seamed in to
increase the width of the armhole.
The greatest objection to all these
styles of suits was that they gaped
open in the seat, there being no way
of increasing the width across the
hips as the machines were limited to
knitting only two widths, the plain
being narrow and the tuck stitch wide;
and besides the tuck stitch was not
as elastic as the plain stitch.

In 1897 the Globe Knitting Works
of Grand Rapids introduced the tail-
oring system in the manufacturing of
union  suitsand broughtout a full
line of men’s, ladies’, boys’ and chil-
dren’stailor made union suits. This
system had many advantages and
eliminated all the undesirable features
of the old system. The web was knit
plain into a finer texture, giving the
fabric more elasticity, and cut to
shape after patterns in the same
manner that a tailor cuts a suit of
clothes and except for the seams and
selvages on cuffs and ankles, the full
fashioned suit was duplicated and in
many respects improved upon.

Both the full fshioned and the tuck
stitch systems depend largely on the
knitting machines for uniform pro-
portions; the new system knitting
machines produced plain webbing
only, which after being knit, could be
washed, shrunk, bleached or dyed,
and when the webs were properly
processed the union suits cut from
these fabrics would retain their soft-
ness, elasticity and shape and with
ordinary care would not shrink or in
any way become uncomfortable. It
may be well to mention that in so
processing fabrics worsted and me-
rino fabrics improve in appearance,
whereas cotton, mercerized and linen
lose some of their luster. Regardless
of appearance, however, all fabrics
lor union suits should be so process-
ed. Another system of knitting was
introduced by the Vassar Knitting
Co., of Rochelle, 111, made possible
by the invention of automatic knit-
ting machines for producing full-
fashioned garments. This product is
mostly confined to medium and
Teavyweight suits, which are very
popular with the better trade.

Machinery has played a prominent
part in the development of union
suits and special machines have from
time to time been invented to in-
sure the durablity and appearance of
the finshed garment.

Recently an effort was made to in-
duce manufacturers to adopt a stand-
ard of sizes and proportions, but, un-
fortunately, this proved a failure, due
largely to the meager knowledge

which the Committe so appointed
had on the subject. In the meantime
manufacturers realized the impor-
tance of producing union suits from
web properly processed and of cer-
tain standards of sizes, and succee 1-
ed in reducing misfits and consequent
unsatisfactory wear to a minimum.
The average product of union suits to-
day shows a wonderful improvement
over former years.—E. A. Clements
in Dry Goods.

Our Young Barbarians at Play.

Father: jWhy are you moping about
the house in this trying manner?
Why don’'t you go out and play with
Harry Higgins?

Son: Because T played with Harry
Higgins yesterday, and | don’t sup-
pose he's well enough vyet.

July 27, 1910

Costs Little— Caves You much

Protect your business against worthless
accounts by using

COMMERCIAL CREDIT CO,, LTD., Reports

Mchigan Offices: Murray Building, Grand
Rapids; “Majestic Building, “Detroit;” Mason
Block. Muskegon.

We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

Corl, Knott & Co., Ltd.
20, 22, 24, 26 N Division St
Grand Rapids, Mich.

EXTRA SPECIAL

We offer for Thursday, Friday and Saturday, July 28, 29, 30
(these three days only) at special price

Coloma Staple Gingham 4m

Worth

—pure Indigo.

Full line of patterns.

P. STEKETEE & SONS

Wholesale Dry Goods

Grand

Grand Rapids, Mich.

Rapids

Dry Goods Co.

For the Fall and Winter trade we are
showing a new line of

Fleeced Blankets
Comforters
Outing Flannel

Wool Blankets
Bed Spreads
Shaker Flannel

A large line of
Fleeced Dress Fabrics

A new line of
Popular Priced Wool Dress Goods
in all the new and staple shades

Exclusively Wholesale
Grand Rapids, Mich.

N. B.—We close at 1 P. M. Saturdays
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Development of the Silk Industry in
America.

One of the oldest industries of
which there is any historical record
is the cultivation of the silk worm.
Discovery of the enormous possibili-
ies of turning to commercial account
the peculiar activities of this little
worm is claimed by the Chinese. The
discovery was made by Hoang-Ti,
third Emperor of China, about 1700
B. C. Methods for reeling and weav-
ing the raw silk were quickly devised
by these pioneers of the enormous
silk industry. The wily Chinese pre-
served their secret, however, for over
two thousand years.

The silk industry has never been
able to obtain a foothold in America,
and the production of raw silk for
commercial purposes has not been a
financial success. In 1622 an attempt
was made to introduce the industry
in the State of Virginia. Connecti-
cut became interested in the possibil-
ities of silk culture in 1760, and for
many years led all the American col-
onies in the amount of silk produc-
ed. In 1769 Pennsylvania, New Jer-
sey and Rhode Island became inter-
ested. During the Revolution the in-
dustry in this country died out, but
an attempt to revive it was made in
1826, and a great effort was made at
that time to place the indusry on a
paying basis.

Owing to the exceedingly cheap
labor of Asia and the comparatively
cheap labor of Europe, it was found
impossible to compete commercially
with these countries, and all attempts
to make a paying industry out of the
breeding of silk worms in this coun-
try have been abandoned. What lit-
tle silk is raised at the present time
in this country is done solely for a
pastime or for the indulging of a
hobby, and it is doubtful if the total
amount of silk raised here would keep
one of the great American factories
busy for much more than an hour.

The leading Asiatic countries in
silk production are China and Japan,
and Italy and France in Europe rank
among the first countries in silk pro-

duction, with Italy slightly in the
lead.

France leads all Europe in the
manufacture of silk fabric, with

Lyons as the center of the trade.

America, however, easily takes first
place among the nations of the world
ir, the manufacture of silk, and uses
annually over one-third of the entire
world’s production. In 1909 this coun-
try used in excess of 19,000,000
pounds of raw material, while in 1868
but 500,000 pounds of raw silk was
imported. Thus may be gathered
some idea of the rate a which this
industry has been increasing.

The value of our annual importa-
tions of raw or reeled silks is be-
tween $70,000,000 and $80,000,000, and
now over 70 per cent, of the silk fab-
rics in use in the world are manufac-
tured in the United States. The
amount spent by the consumer an-
nually for silk materials in the entire
world reaches the enormous figure of

The silk business has reached its
highest stage of development in this
country and at the present time there
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are in operation over six hundred silk
mills in sixteen different states.

In addition to weaving of the numer-
ous silk cloths and fabrics, an enor-
mous industry has been built around
the manufacture of sewing and em-
broidery silks. Improvement in the
mechanical operation of manufactur-
ing silk has been unusually rapid and
has been largely instrumental in
keeping the cost of the finished prod-
uct down to a minimum and thus en-
couraging the more general use of
silk and silk materials. In addition
to the rapid strides that have been
made in methods of handling raw
silk, it is interesting to note that now
it is possible to develop approximate-
ly thirty-five hundred distinct shades
of finished silk. E. C. Young.

Merchant Could Not Keep His Em-
ployes Because—

He adopted slave-driving methods.

He took no interest in their wel-
fare.

He was arbitrary, captious and un-
just.

He always appealed to the worst
in them instead of the best.

His policy was to get the most
work out of them for the least wages.

He regarded them merely as a
part of the machinery of his busi-
ness.

He resented the idea that his em-
ployes should share in his prosper-
ity.

He used them as safety valves to
vent the spleen of his drastic moods.

He humiliated his employes by re-
buking them in the presence of oth-
ers.

He never trusted them, but always
held suspicious thoughts toward
them.

He killed their enthusiasm by fin'd-
*ng fault and never praising or appre-
ciating them.

He tried to make them feel that
neither he nor his business owed any-
thing to them.

He stifled ambition by treating the
careless and the thrifty alike.

He never asked himself, “What is
the matter with me?” but, “What is
the matter with my help?”

He constantly made them work
overtime without remuneration, but
if they were a minute late they were

O. S. Marden.

Don’t Be Afraid of Overdoing.

The clerk who is afraid of doing
more than he is required to do is
sure to fall down sooner or later. In
order to keep at the top one must
take all things as they come and
solve them once and for all. Retail-
ers are sometimes accused of laying
down before the advances of a com-
petitor and it is usually because of
this that the new man gets his hold
upon the trade. Just keep everlast-
ingly at it all the time and do the
best you can and you will find it will
pay you many times over. If your
enthusiasm gets to the boiling point
over some plan or other, dion't be
deterred from tring it out, but go
right ahead while the spirit is in you
and it will probably be a huge suc-
cess. If you wait, you will begin to
be a doubting Thomas and the plan
will not carry your own support.

Receipting Before Checking Up.

Our attention has been called to a
practice which must be classed among
the careless details incident to lax
methods of conducting business,
namely, the neglect or failure on re-
ceipt of a bill of goods from a truck-
man or expressman to receipt the
bill without first checking it up. This
is one of the most careless prac-
tices entering into the details of mer-
cantile business. Of course, under
the law a truckman or a common car-
rier is s ipposed to be legally respon-
sible.

The theory is that he can be held
responsible through process of the
law for any damage to goods or loss
of goods, but after having signed a
receipt to the effect that so many
packages or bundles or boxes or
cases have been received it is a pret-
ty difficult matter to reopen the case
and charge the carrier with having
delivered less than the receipt called
for. There is nothing much more
conclusive than a receipted bill and
the way to avoid carelessness, mis-
takes and misunderstandings is to
see that the thing is right in the first
place.

In other words, do not receipt for
goods without first checking them up
and do not sign anything without
having first carefully read it and
making sure that you understand it
Many a man has signed a document
without reading it, or, at least, after
having read it only very casually,
and afterwards found that he had
signed an order for goods or a
promissory note. Never be in too
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great a hurry to give proper care to
your business.—Farm Machinery.

Chance For Bright Young Man.

Wanted—By the superintendent of
a factory, a young man to assist him
with the minor details of the busi-
ness; one who can write a letter
when told what to say; one who is
not afraid to hustle around from one
floor to another ‘without waiting for
the elevator; one who is not a
shirker, a clock watcher or an ass;
one who would not expect a raise
every two months or to be President
of the company in a year; in short,
a young man who has in him the
possibilities of a first-class man; a
young man from the country might
fill this position. State age, all about
yourself, and sailary expected, to
Manufacturer, box 345, Herald. A
photograph might help us in select-
ing the one we want.

Be True to the Firm.

Stand pat for the firm. The fellow
that knocks the man that pays him
his salary is a poor apology for a
clerk. He isn’'t fit to associate with
decent people. Shun him. Praise
your store. Stick up for it or get
off the pay roll. Generally speaking,
the knocker is a bad proposition,
but when he knocks his store he
comes pretty nearly being a hopeless
case.

The clerk who wants to own his
own store some day and yet Kicks
on working five minutes overtime
does not know what it means to run
a store.

NOTICE

We are sole and exclusive owners of the fundamental patents covering
the manufacture, sale and use of barrel-shaped computing scales, disclosed

and covered in
Letters Patent of

the United States

Reissue No. 11,536, granted April 28, 1896
No. 597,300, granted January 11, 1898

Warning

We claim that all barrel-shaped comput-
ing scales, platform or otherwise, similar
to this cut, are an infringement of our
exclusive rights under the above named
Letters Patent.

To substantiate our rights in_the matter,
our counsel on May 23, 1910, filed a bill of
complaint against the Toledo Computing

Scale
above

Company, for infringement of the
named Letters Patent, and are in-

structed to_prosecute such suit to a success-
ful conclusion as rapidly as possible.

All

manufacturers, sellers and users of

such infringing scales are hereby notified

that our attorneys are instructed to protect

our rights in the matter in every way pos-

sible, and will bring suits in the United

. . . States Courts against them for unlawfully
manufacturing, selling or using scales of this kind.

Do not become involved in expensive Iiti?ation, but buy your

scales from parties having the right to make and sel

such scales.

The Computing Scale Co.,

Dayton, Ohio

Moneyweight Scale Company, Chicago

Distributors
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MODERN MERCHANDISING.

Merchants Should Learn To Love the
Game.
Wrritten for the Tradesman.

The demands placed upon the
storekeeper by this age of progres-
sive merchandising are exacting. And
that is putting it rather mildly. The
vedy genius of the restless, pauseless
age demands evermore of the retailer
(no matter what line he is in) some-
thing new and different.

And this is not a situation pecu-
liar to the large cities—although, of
course, we see the thing at its acut-
est expression in the big centers; but
the demand for the new and differ-
ent is felt even in the small towns
and cities. This demand for the nov-
el either puts a merchant on his met-
al—or puts him out of the business.

In this good year of grace, 1910,
successful  retailing depends more
than ever before in the history of
merchandising upon originality—the
ability to work out new selling plans,
advertising ideas, window effects,
etc. Resultful planning is not mere-
ly a condition of growth; it is the
very sine quo non of existence. Peo-
ple have witnessed so many brilliant
trade-winning efforts on the part of
dealers in practically all lines of re-
tailing they have come to regard such
things as their right. Just because
this modern, high-gear life of ours
keeps one in a state of perpetual ex-
citation, commodity-consuming folks
expect the unusual and the sensa-
tional.

The truth is we live in a new era-
a busy, rushing, perpetually on-mov
ing age—vastly different in many par-
ticulars from the old-time regimen
of leisurely customs, rule-of-thumb
methods and circumscribed ambi
tions. There are those who are ap-
parently unmindful of the new order
of things. But these are not the 'big,
prosperous dealers of to-day. And
there are those who deplore the
change which has come over the spir-
its of men, and look back wistfully
upon the days of simpler methods, less
speedy progress and more moderate
requirements. They miss the per-
sonality-features which once charac-
terized the business intercourse of
men.  “Where, to-day,” they ask.
“is the bonhomie which once signal-
ized the traveling man and his cus-
tomer? Where are those countless
little courtesies and amenities which
once marked the relations between
the merchant and his clerks? Where,
in the swirl and sweat of the hurly-
burly world, will you look for those
rare, mellow friendships between re-
tail dealers and their patrons?” Gone.
Everybody’s too busy. Every blessed,
blooming hour of this high-tension
life must witness either some old task
finished or some new work inaugurat-
ed. The fever of haste has infected
the entire social body: and men have
not time to say grace before they eat.

The past is gilded with a glamour
of romance more picturesque in the
seeming than it is substantial and
valid in actuality. For literary pur-
poses the past is indispensable. It can
be colored with the pigments which
the artist happens to have in stock.
The historian paints his word pictures
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and then invests them with glory-
tints analogous to the evanescent
colors of the western sky as the sun
dropping behind the horizon. And
the novelist coiijures the past with a
wizard’s wand; and in the soft, ro-
mantic light of memory’s witchery
we do not see the mole on the hero-
ine’s temple—she’s probably so ma-
neuvered a few tresses of that wind-
blown, glorious hair so as to make
our oversight of it designedly nat-
ural—nor do we take note of the
actual tilt in the dear girl’'s nose.
Thus doth fancy play us tricks; and
the past is forevermore fairer in ret-
rospect than it was in sober truth.
Thus the collateral benefits of the
old-time storekeeper — his pleasant
environments and his alleged integri-
ties— are very easily exaggerated.

Modern Business a Big Game.

Tt is always easier to linger over
the glories of a bygone day than it
is to grasp the possibilities of the
present hour. But | want to say to
you that concentration beats retro-
spection all hollow. Happiness is not
contingent upon inactivity or mere
pianissimo performances. And ft is
seriously to be questioned whether
the man who is lazy by temperament
or through the anaesthizing influenc-
es of soft environments is capable
of being genuinely happy. Dulcet
strains, lotus lands and downy pillows
undisturbed by any contemplations
of to-morrow’s tasks may bleach the
skin and produce a crop of anaemic
dudes and scatter-brained girls; but
such environments will not produce
anybody with sufficient vitality to be
genuinely happy. It takes full-blood-
ed life and stressful activities to cre-
ate the conditions of enjoyment.

Last night | sat on the veranda
talking with a young man who is
at the head of a big new department
in one of the largest manufacturing
plants of its kind in the country.
Their rating is over a million; and
they have branch houses in Buenos
\yres. London and St. Petersburg.
They have an excellent output, a
modern plant and a corps of live-
wire fellows on the road. Their busi-
ness for June exceeded the June busi-
nes of 1IQ09 by something over $20-
000—and that is not a bad showing
by any means.

But what interested me primarily
was this young man’'s attitude to-
wards the big concern of which he is
a part—his evident relish for the
great business game into which he is
throwing himself with all the fervor
and passion of his manhood. Proud
of his firm? Well, | should say so.

Proud of his department? He says
his wife is positively jealous of the
business: says she sometimes chides
him for love and devotion which he
gives to the buiness.

Three year ago when the depart-
ment was first started my friend was
placed at the head of it. The de-
partment grew normally out of a
practical necessity. An  auxiliary
product was required, and, although
my friend had never had any practi
cal experience in the manufacture of
this class of goods, he was picked
as a coming man. The boss said to
him: “Well. Moore, I know nothing
about this business (i. e, the manu-

facture of the new products)—none
of us do. And while you haven't had
any practical experience in this
thing you'll get experience by learn-
ing how not to make mistakes. Now
this department has, it seems to me,
big possibilities. You can make it just
as big as you are a mind to. We are
right back of you with the money;
but remember that you are the head
of this department; and don't forget
that results are what we want. So it's
up to you to get us out the goods—
just as good or a little better than
our competitors’, and then show
some sales records that you will be
proud of.”

That was three years ago. To-day
that department is one of the best
departments in the whole business.
In a short time they are going to
move it into a separate building
which is now in proces of construc-
tion—a building which will give them
s-x times their present capacity.

Now do you suppose that young
man has, during these three eventful
years, been chafing under burdens
grievous to be borne, eating the
bread of discontent and pining for
the cozy comforts of a tranquil,
easeful life? Not a bit of it. He has
been both busy and happy—and hap-
py because he was busy. He has tak-
en a profound personal satisfaction in
the development of his department.
By George!” he exclaimed, “busi-
ness is a big game! Talk about play-
ing the ponies—business beats that.
Why, 1 just love my work; and that
office of mine, next to my home, is
the most fascinating place on earth.”
That's the way | like to hear a man
talk about his work. Sentiments of
that sort show that there’'s a real
man back of them—not one of your
make-believes, your speudo-sort, your
whining-sissy-variety, who are al-
ways leading around the idea that
they could play the deuce if they
only had a chance.

Causes of Current Discontent.

I have always maintained the thesis
that man ought to take joy in doing
the thing under the sun which his
hands find to do. This joy-factor is
prerequisite of downright good work.
\ man ought not to be moved to
1is work by the application of sole
leather to the nether part of his anat-
omy—as many of the boys are to-
day—he ought to be in love with his
job. He ought to go to his task
with something of the exaltation
which the young man carries in his
bosom at the time he goes a-court-
ing on a moonlight evening. When
he gets to feeling that way about his
work there’ll be something doing.
Love is resourceful. Whether the im-
mediate problem in hand is that of
laying siege to a damsel’'s heart, or
plunging into the enemies’ country
in quest of sales, love helps us to find
a way. Tncompetency is at bottom
indifference. Create in a man the
vital spark of personal interest an$
devotion—Simon pure love for the
work—and by and by you’ll have a
valuable man.

I Work seems prosy to boys behind
the counter nine times out of ten be-
cause they are not interested. They
haven't learned to love the work.
Haven't you seen salespeople who
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seemed to exude a sense of bore-
dom?—your blase, nonchalant sort?
Or those who approach you with po-
lite tolerance or injured top-lofti-
ness? Did you ever see that dreamy,
far away, sailing the Vesuvian Bay
look in the eyes of a department
store sales girl? Isn't it fetching—
especially when you are inahurry to
make your purchase and catch the
5:20 car?

Another prolific source of discon-
tent which men profess to find in
modern business lies in the fact that
they do not keep the work cleaned
up as they go along. They let it ac-
cumulate upon them. Procrastination
is a remorseles thief. What about
that advertisement that you promised
youself yesterday you would write
this morning? Did ou write it? No.
Didn’'t you have time? Yes. “Well, |
will write it to-night,” you say, “or
in the morning.” It is these count-
less little things which we don’t do
when we ought to do them that
make us chafe. After closing hours;
at the dinner table, when of all plac-
es on earth we ought to be happy
and care-free; out on the front porch
of evening with one’s family and
friends—anywhere and everywhere—
these unfinished jobs are bobbing up.
The thing to do is to clean up the
odds and ends as we go along. And
another good method to avoid this
worry-element is to plan one’s work
ahead and then go over the plans
from time to time, rounding out im-
perfections, filling in little details and
looking at the proposed project from
every conceivable point of view. The
value of this method—at least one of
the most evident values of it—is that
so much that we see and hear and read
in the meantime can be made con-
tributory to our proposed project.
The dealer of whom it may be said:
“All is grist that comes to his mill,”
is the dealer who blocks out his
plans—makes hoppers out of them,
figuratively speaking, then pours in
the grain—the accumulated and daily
accumulting ideas, details, tips and
whatnots that he reads in his trade
paper, extracts from the salesmen
who visit him and observes in mer-
chants about him.

But the one fact that emerges, |
trust, from this discussion—the one
fact that the business man of to-day
can not afford to forget— happiness,
is not an outward condition but an
inward quality. Old-time storekeep-
ers had their troubles, and don’t you
forget it. Some of their goods did
not make good, and they had kicks
coming from disappointed consum-
ers—kicks of all kinds, sizes and va-
rieties of asperity. Their customers
sometime departed between days,
having carelessly forgotten to pay
their bills, just as some of yours have
done. Don’t think that you have a
monopoly on trouble. You have not.
Merchandising never was the easiest
thing under the canopy. Retailing
goods at a profit isn't a cinch any-
where at any time. But you needn't
let your business drive you dippy urn
less you're in mind to. And you dont
have to be cross and boorish and joy-
less unless you really want to. You
can master your work if you will.
You can plunge with all your mind
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Bigger Values In

National
Cash Registers

Are made possible by the 34% INCREASE in
our business last year over any previous year

AANE expect a greater increase this year

than last. It is through this greatly
increased output that the present better
values are possible. You get more for
your, money in a National Cash Register
today than ever before.

Detail Adding Registers, fully guaran-
teed, as low as $15. Improved Total Add-
ing Registers as low as $35— easily within
the reach of every merchant.

Do not be deceived in the belief that
National Cash Registers are high in price.

Let us send you our Catalogue, which
Cash

In price— much

will convince you that National

Registers are low

lower than you think.
Over 800,000 are in use, because they

Save more than they cost. Prices as low

as $15. Easy monthly payments.

Write for Catalogue and prices and other information that will
be of benefit to you. This will not obligate you inany way.

The National Cash Register Co.

16 N. Division St., Grand Rapids; 79 Woodward Ave., Detroit
Executive Offices: Dayton, Ohio

Salesrooms:

No 225
Detail Adder

Price
$3000

Detail adder with all latest Improvements. 20 keys
registering (rem 5c to $1.95, or fron 1c to $1.99

No. 420
Total Adder

Price
$75.00

Total adder with all latest improvements. 27 amoaot
Keys registering from Ic to $9.99. 4 special kays

No. 104
Total Adder

Detail Strip
Printer

Drawer
Operated

Price
$80.00

Total adder, drawer operated, with all latest Improvemeata;
priats each sale oa a atrip of paper. 22 amoust
keys registering from Ic to $59.99, or
5c to $59.95. 5 special keys

No. 416
Total Adder

Detail Strip
Printer

Price
$100.00

Total Adder with all latest improvemeata. 25 amoaat
Kkeys registering from Ic to $7.99. No-sale key.
Priats record of all tales oa detail atrip
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and heart and soul into this big, fas-
cinating game of modern merchan-
dising and get all the fun out of it
you please. You can enrich your
life and make happy everybody with
whom ou come in contact. You can
cultivate the graces and amenities.
You can form your friendships and
be such a downright good fellow that
everybody, including the undertaker,
will be sorry when you are dead. But
you can not do it unles you love the
game. Eli Elkins.

The Boys With Whom the Grocer
Deals.
W ritten for the Tradesman.

Many a boy obtains his first ideas
of business at the grocery. It is oft-
en the first store that a child ever
visits. It is one of the first places
the boy is sent to transact business.
The grocery is intimately connected
with every home, and the grocer
may be nearer in his relations to the
family than any other one with
whom they deal. He is not only a
faithful servant, but an accommodat-
ing neighbor, a trusted adviser and
friend.

How important then the position
the grocer holds! What an influence
lie may exert for the good of the
boys if he willl The instilling of
right principles in the boys and the
forming of correct business habits
may be carried on unconsciously but
surely.

Any one who understands the ar-
duous labors and multiplicity of cares
of the ordinary grocer will not sug-
gest additional effort on his part.
There are times, however, in the life
of every business man when it is well
for him to rise above business cares
and think somewhat of his relations
tc his patrons as neighbor, friend or
fellow citizen. His attitude toward
his customers, his methods of trans-
acting business, his manners, his per-
sonal characteristics, all have an ef-
fect upon those with whom he deals.
What an honor if he is looked upon
as a model by the boys! What oppor-
tunities if he is looked to for advice
and guidance!

The home training of some boys
may be deficient or undesirable. The
grocer has some opportunity to help
correct the views, of some who are
being thus misled or neglected. It is
a duty which is sometimes forced up-
on him, and thus becomes a respon-
sibility which he has no right to ig-
nore. There are occasions when he
can not say that it is none of his
business what the boys do, how they
act or what they appear to think. The
conversation of boys in the presence
of the grocer or in transacting busi-
ness sometimes reveals the fact that
they are growing up with false no-
tions of right and wrong, with per-
verted views of business principles.
The grocer may find ways and op-
portunities to suggest what he be-
lieves to be right and to point out
the evil results of the wrong.

The grocer need never look for
fields to engage in philanthropic
work. The needs are about him
daily. It is for him to take time to
consider these things and make plans
how he shall use the opportunities
which are his. E. E. Whitney.
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VACATION TIME.

How the Hoosier Storekeeper Would
Improve It.
Wrritten for the Tradesman.

After the Fourth of July and be-
fore the fall stuff begins to arrive is
generally considered an ideal time to
take the needed vacation.

“What's that?” “You can't afford
it?”

“Why, man, you had better sell out
the old store than to say such a
thing, if at is true.”

The truth of it is simply this:

Storekeepers don’'t know how to
take a vacation .You may dispute this
assertion, but | still reiterate it: “You
fellows who like to boast about nev-
er taking a vacation are making the
mistake of your lives.” Machinery
needs rest. Man is a machine. Hold
on now. If you are going to go
away and fret and stew about busi-
ness and worry your head off about
how things are going at the store
while you are away—better stay at
home. Don’t go! But you need the
rest, both mental and physical, and
while we are talking about rest—
how many of us know how to rest?
Mighty few! The old adage, “Change
of work is rest,” comes the nearest
to it. When 1 say take a rest, | don't
mean for you to sitstill and do noth-
ing. Don’t you remember how your
clear old grandmother took her rest?
After she had been trotting around
all clay—stopping never a minute un-
til the good old pumpkin pies and
the famous cookies had been baked,
and those big old-fashioned loaves of
bread had been taken from the oven,
the floors all scrubbed up until you
would have been safe in sitting right
on the bare floor and eating any of
the good things, when the dear old
lady was all through the day’s toil
and everything spick and span—did
she rest? Oh, yes; but not by sit-
ting quietly down and folding her
hands. Don’t you remember how she
took up her knitting and how the
needles fairly flew! That was rest—
that was change of work----- but it
rested the dear old soul; and so can
you rest by changing your work. For
instance, you can fish—not like the
lazy fisherman who sits on the banks
all day waiting for a bite—you can
get your rest by rowing the boat:
you can rest your brain by thinking
only of the finny tribe; you can rest
by casting for the gamey bass. Never
mind, suppose you don't get a strike,
you come in as hungry as a wolf. You
get tanned brown. You get blisters
and you get mosquito bites; but you
get the kind of rest you need. When
\ou get back to the store every-
thing looks better to you. Even some
of your old shelf warmers don’'t seem
to be so bad after all and you are
ready to jump in and break the past
years’' records for sales. You have
more ambition and a brighter brain.
Resting, according to my notion,
does not mean folding the hands,
closing the eyes, lying down and
sleeping your head off. While, of
course, a little of this may help in
some cases to relieve overtaxed
brains and soothe overwrought
nerves, yet it always seemed to me
that too much sleep dulls the brain.

Sitting down rests tired feet, but a
good tramp through the woods,
shooting squirrels, is the kind of rest
1 would prescribe, especially for the
storekeeper. Look in the glass.
Why, man, you are aged beyond
jour years. You need the vacation
spirit; you need the vacation talk. Get
out your old fishing tackle. Clean up
the old shotgun and clear out for the
tall timber. If you don't get this
vacation spirit strong enough to get
some? real recreation alongside the
water or in the woods, then, as a
last resort, if you can find “no time”
to spare, take the first train and go
and call on some good stores in the
interest of your own store, just to
blush up and gather pointers on
store management, store arrange-
ment, store decoration and store fix-
tures. You will be benefited in other
ways. Your talk will naturally drift
to buying and here you will gather
enough information to pay for your
time and all expenses. Don’t imagine
that you have a monopoly on all the
good things that are going. Other
dealers are quite as alert and they,
too, are looking for the very goods
you want. The interchange of ideas
is invaluable. This is genuine co-
operation. Business men should min-
gle together. This new idea of busi-
ness association is taking like wild
fire. It should have been started
years ago. Your problem and your
neighbor’s problem are practically
the same.

Why not bury the hatchet and pick
up the horn and all boost the old
town for all you are worth? First of
all. take your vacation. Break away
from the daily grind. Get away—I do
r.ot care where—go some place, enjoy
yourself and forget about business
throw away every care and worry—
forget them. Get those little worries
off your mind, and when you get
back home you will feel like a new
man. You will gain strength anl
steam.

Competition is getting keener and
more fierce all the time. You will
reed more vim and more energy in
your business. When the boss is
lively and stirring it puts life into
the clerks. The result is not hard to
guess.

Your business will show iprove-
ment just as your health will be ben-
efited. A chain is no stronger than
the weakest link.

Here’s wishing you a royal good
time while you are out in God’s
bright sunshine, filling your lungs
with good fresh air, working up an
appetite such as you haven't had in
months. What's the difference if you
do spoil a few clothes or come in
without any game or do fall out of
the boat! What do you care if they
do laugh when you pick your way
over the sharp stones, even if that
awkward bathing suit does attract
attention. Never mind, you are a boy
again, even if you are not back at the
old swimming hole. Don’t you care
a rap. You are out for a good time.
You have earned it. It’s yours to
enjoy. Wade in!

Hoosier Storekeeper.

Tt is the seeking of the best that
makes us dissatisfied.
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The Philosopher on the Road.

Dusty Rhodes: Well, Weary, we
hoboes has one great advantage over
these poor millionaires, anyway.

Weary Waggles: How'’s that, Dus-

ty?
Dusty Rhodes: Why, when we
leave our winter quarters in the

county jail we don’'t have to tip no-
body.

The superstition of the savage in
civilization is just as bad as the whis-
ky of civilization in the savage.

TD Ifir YOUR DELAYED

I 1IftUL FREIGHT Easily

and Quickly. We can tell you

low BARLOW BRO5.,
Grand Rapids, Mich

Hot Graham Muffins

A delicious morsel that 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 delightfull
freshing about Graham Muffins or
—hght, rown and flaky—ust as pala-
table as they look. If you have a long-
ing for something different for break-
fast, luncheon or dinner, tr#f w'Wizard”
Graham _Gems,_Muffins. Puffs, Waffles
or Biscuits. AT ALL GROCERS.

re-
ems

Wizard Graham is Made by

Grand Rapids Grain & Milling Co.
L. Fred Fsahedy, Mgr.

Grand Rapids, Michigan

Are You a
Troubled Man?

We want to get in touch
with grocers who are having
trouble in satisfying their flour
customers.

To such we offer a proposi-
tion that will surely be wel-
come for its result is not only
pleased customers, but a big re-
duction of the flour stock as
well.

Ask us what we do in cases
of this kind, and how we have
won the approval and patron-
age of hundreds of additional
dealers recentl¥.

The more clearly you state
your case, the more accurately
we can outline our method of
procedure. Write us today!

VOIGT MILLING CO.
ORAND RAPIDS, MICH.
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SONG OF DISCONTENT.

When Unhappiness Cries Aloud To
Be Consoled.

A hundred years from now, dear heart,

We will not care at all;

It_will not matter, then, a whit,

The honey or the gall.

A bit of logic, this, Which opens to
us a great vista to speculate upon. It
would seem a fitting inscription upon
the shield of Vagabondia’'s kingdom,
a motto quite appropriate for those
peculiar denizens who have left the
beaten ways of life to blaze an un-
certain trail of their conception. But
of its value, this tinkling verse, of its
worth and applicability to our own
needs, 'here we must leave the world
of romance and rest awhile beside
those hard, unfanciful facts which
constitute the great universe's lexi-
con. It has been ordained that only
in fabled song might men live to the
measure of this metre. And of those
who would not have it so, let their
harvests speak whether or no it were
well to depart from that which is
greater than mere desire and more
vast than personal belief.

It is a song we sing so often when
unhappiness cries aloud to be con-
soled. On faith it is blamed, this
crushing sorrow, and now is taken
up, with hungry hope, the ballad of
the defeated man. It might well be
termed a song of discontent, for
none who are happy, truly happy, can
find comfort in the repetition of what,
at best, is only a balm to cover the
aching places beneath. Sadness seeks
relief and finds what is desired in a
song that would blind the singer and
keep from him the most vital, most
essential truths upon which his ex-
istence and the pleasure he derives
from that existence are built.

We live to-day that to-morrow may
be. We plan until the end, and with-
out the hope of a to-morrow we could
no loner exist. From the future is
drawn most of the world’s pleasure
and to this end does the mind run
in the planning of its happiness. Some-
thing keenly desired begets anticipa-
tion, and it is in this temporary stage
to the fulfillment of desire that the
individual derives the major portion
of his joy. Realization often means
disappointment which weighs upon
the memory of that so wished for.
But the pleasure lay in wbat was to
come and thus to the future may we
always look with anticipation.

These people who live according to
the theory expounded in this verse, |
wonder if any form of genuine happi-
ness is won from their creed and its
exploitation? Is it not self-deception
which they are practicing upon them-
selves? And will they not, sooner or
later, discover that this consolation
is of poorest quality, bringing to them
the faintest substitute of what exists
for the man who believes otherwise?
It seems only a way to evade the
places difficult to surmount that lie in
the roadway. And what makes it all
the more fallacious is the singular re-
gard that is held by all who observe.
None is really deceived by such a
show of disregard, not even the in-
dividual himself, try although he will
to generate some belief in his vaunt-
ed care-free spirit.
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Those who would put it forward
as an argument or excuse for some-
thing irregular, always they are peo-
ple who are just a little different. It
seems the first resort of one who
would stoop to things beneath him;
perhaps it is his method of easing
conscience. “What boots it, a hun-
dred years from now?” What an old
song it is! When all smooth words
are failing, when peace seems an im-
possibility to obtain, we may still
rely upon this ready consoler. It is,
to me, the sort of cheer one might
offer when every other hope has
died. We are not interested, per-
haps, in the events of a hundred
years hence, but some of us have a
goodly portion of the intervening|
years to take account for. They have
to be lived and what we are doing
while we are living makes just a lit-
tle difference in the summing up.

When wishing explanations, seek
motives. These clear all things that
disturb. So when next your eyes
fall upon one who neither cares nor
says he does not, look over carefully
the points about him. Has he toiled
and accomplished what that labor
was intended for? Has he lived his
life that all might scrutinize the most
hidden places? And if he has, he will
sing no song such as this one. Those
men never do. But if effort was only
half extended and nothing showed
for even that small exertion; if he
rode ruthlessly over each barrier and
tore his way with whip and spur
over hedges that are not to be taken
at full gallop, then listen to his song,
for here is one who sings it well.

lhere is no feeling of pious devo-
tion in the assertion that only the
best we have to give is worth giving.
We need no spiritual influence to tell
us that in the end there’s only one
way. | do not think that any of us
are ever very much in doubt about
it; we are merely latent in realizing
what it means to ourselves. Maybe
we've been singing that little song,
too. It has its attraction, | will
grant. So easy it seems to fall into
the way of its measured time, to
make it sound like a very, very real
truth. But we have only to look
nt the quality of our handiwork, the
work of our thought, the purity of
our intent, to know and understand
how demoralizing its effect has be-
come on our work itself and the in-
fluence that has been extended to the
working of our brain. It isn't a be-
lief that is worthy of men who dare
to try again; it is not knowledge that
brings any great share of happiness.
It is only a little day dream that is
going to be awakened some time or
other, and the fallacy of what it wish-
es us to believe will stare us
straight in the face.

Where would our progress be if
men made it a universal slogan? We
would not have made a move in ad-
vancement. But folk have always
believed that it mattered a hundred
years from their time, and it is a
good thing for us that they did. If
we care or not for that which is to
come five score years from now; if
it's al™a rose-hued dream of to-day
with never a thought of the morrow,
here begins and ends our hope of!
happiness. Just at this place stand

discontent and its antithesis; here
opens the way to artificial, unreal
and sodden existence; there lies all
that is human, unselfish and genu-
ine. Oh, it does matter! Matters so
much that one marvels to find the
existence of doubt, the faith in this
ragged ballad of Bohemia:

A hundred years from now, dear heart,
We will not mind the pain,
The crimson, throbbing love of life

not have left a stain.
Richard C. Boehm.

Will

Building a Better Job.

Men are the creators of their own
destinies.

Tt is the man himself more than
the mere job that he finds open to
him that is the great factor in his
future.

Men build jobs for themselves.

Jobs are not built for the man.

Whether you are the owner of a
business or one of its force, you are
in the notch that you have carved
out for yourself.

If you are successful, you have only
yourself to thank; if you are pro-
gressive, “on the way,” building, cre-
ating—you, individually, have done
these things.

But don’'t rail at the other fellow
because he is better off than you are.

Don’'t knock the man who is hold-
ing down a better job than you. It
is his job; he made it and is entitled
to it He has proved himself able
and has carved his way in the busi-
ness world. He created his job. If
you want one like it, or one better
than his, you must “originate” it.
“form it out of nothing.”
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Taking the Other Fellow’s Dust.

To the man with a slow horse or
automobile, or to the humble pedes-
train, it is very annoying to have to
swallow the dust raised by some fel-
low with a speedier method of pro-
gression. and it is not less annoying
to the merchant when a competitor
speeds so far ahead of him that he
has to swallow the other fellow’s dust,
as it were.

The merchant then has the choice
of two courses. He can either keep
right on taking the other fellow’s
dust, or he can get a move on and
overtake the other fellow and per-
haps make> him swallow some dust.
We notice that on the Pacific Coast
they are trying to apply a non-dust
arrangement which virtually is aimed
at all manner of retail speeding and
which is hoped to preserve a steady
and uniform pace in the grocery
trade, but it seems to be a poor way
to help the dealers—this making the
fast ones keep pace of the slow ones,
for that is all it amounts to.— ldeal
Grocer .

Be True To the Firm.

Stand pat for the firm. The fellow
that knocks the man that pays him
his salary is a poor apology for a
clerk. He isn’t fit to associate with
decent people. Shun him.

Praise your store. Stick up for it
or get off the payroll. Generally
speaking, the knocker is a bad prop-
osition, but when he knocks his store
he comes pretty nearly being a hope-
less case. W. E. Sweeny.

Ceresota Flour

Is a high grade

Spring

W heat

Patent

Made ior and sold
to those
who want the best

JUDS0N GROCER CO.

Distributors

GRAND RAPIDS, MICH.
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Dangers Attending the Bride as a
Reformer.
Written for the Tradesman.

Of all the brides of Junf probably
there is not one who is not trying
or will not try to break her John or
Fred or Henry of certain habits or
peculiarities which are distasteful to
her.

This reforming tendency is not a
bad thing in itself; in fact, it is a
very good thing. When two people
are to walk a long distance together
it makes it far easier and pleasanter
for both if they get into a way of
keeping step. The wise little bride
will “get a going” with her correc-
tions before the honeymoon is over,
for then the young husband will be
very glad to drop off any little idio-
syncrasies of speech, manner or con-
duct of which, perhaps, he is hardly
conscious, but which, not being in
good and correct form, get on her
nerves.

Happy the pair with whom it is in
minor matters only that either one
must make changes to conform to
the likes and wishes of the other.
For where the great fundamental
ideas of right and wrong are not the
same, where the husband’s standards
are low and his aims ignoble, then
it were better the nuptial knot never
had been tied. Rare, indeed, is it
that the wifely arms are strong
enough to draw him out of the quick-
sands of false principles and bad hab-
its and plant his feet on the solid
ground of moral rectitude.

To return to reform in small
things: Generally speaking, a man
does not object to being reformed a
little. He rather expects it. He
knows he is not perfect and realizes
his unworthiness. The normal male
creature is. to use a theological term,
“under conviction of sin” all the
time. So he does not take it unkindly
when She, the great incomparable—
She whom he has chosen from all
ethers—gently suggests the desira-
bility of improvement in some of his
little personal ways.

| say gently suggests. T might
well add thoughtfully and discrimin-
alely and tactfully and in a manner
suited to his individual temperament.
For success or failure depends al-
most entirely on the way She goes
at it. Some women will put up with
an annoying trait until the very lim-
it of endurance is reached. Then
there is a violent explosion. The man,
taken entirely by surprise, naturally
resents such “an awful fuss over
nothing” and is not in a mood to
make concessions to such a display
of childish wrath. Had the wife
called his attention to the matter
while she could have done so quietly
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and without loss of self-control very
likely instant and cheerful amend-
ment would have resulted.

Every man has his sore points—
certain topics to which he can not
bear reference; certain peculiarities
about which he is unduly sensitive.
Some women (not brides only but
those who have lived with a husband
a score or more of years) never can
learn these, but go crashing along,
hurting the poor fellow’s feelings and
wounding his pride continually. Such
work as this simply makes the aver-
age man more “set” in the thing you
are trying to change.

Right here permit a brief word of
advice: Little woman, if a kind Prov-
idence has given you a good, steady,
industrious husband, who toils faith-
fully in your service, for whom
“down town” has no allurements aft-
er business hours are over, but who
is well content to remain at home
reading newspaper or magazine, just
show a tiny bit of good sense and
make up your mind that your man
is about right as he is and does not
need much reforming. Don't “take
the comfort out of his comfort” by
nagging him because sometimes he
throws his hat down instead of hang-
ing it up or is a little careless about
his grammar and says “ain’t” and
“hain’t,” or because he kicks on wear-
ing cuffs every day.

Roman Catholic theology discrim-
inates sharply between venial sins,
srch as may readily be excused and
pardoned, and mortal or deadly of-
fenses. She is a wise woman who
can make a like distinction and does
not keep dinging away about some
trifle that is largely a matter of indi-
vidual opinion and not of vital mo-
ment anyway.

As to carelessness and negligence
and disorderliness about the home,
those common masculine delinquen-
cies so distressing to the neat, sys-
tematic woman, there is a better
method to deal with them than a
continual fretful, “Don’t do it so,” or,
“Please put that article back into its
place.” If the bride has the ability
so to administer the affairs of her
household that it may be likened to
a smoothly running, nicely adjusted
machine, then the husband will fall
into ways of system and order al-
most without knowing it. If it de-
volves upon him to attend to the
furnace and buy certain supplies, he
will see to it that these things are
done. Since his meals always are on
time, it is only reasonable that un-
less he is unavoidably delayed he al-
ways should be on time for them.

From the readiness with which a
man falls into the habit of saying
to his wife, “Mary or Jenny or Katie

(as the case may be), will you get
out my shirt and stockings?” when
he wants to dress, it would seem that
in some previous state of existence
every mother’s son of them belonged
to royalty and had courtiers and
valets and lackeys at every turn. A
man does love to be waited upon.
Nevertheless, since it may not al-
ways be convenient to assist him, it is
desirable that he get into a way of
taking out his own belongings. It
ought not to be difficult for him to
do this, provided he has a dresser de-
voted exclusively to his .things, and
his garments, carefully repaired and
made ready for use, are always plac-
ed there in a certain order. But if
confusion reigns in closets and draw-
ers. so that the bewildered man has
to handle a hopeless melange of Her
collars, belts, rats, puffs, switches,
blouses, veils, gloves, handkerchiefs
and lingerie and still can not find
what he is looking for, or finds it
needing repairs before he can wear
it, then the “Mary, will you get out
my shirt?” may be regarded as in-
evitable.

“As unto the bow the cord is, so
unto the man is woman.” A habit or
tendency which she may not be able
to eradicate entirely, she may have
the power to curb and keep in check.
Of some thousands of brides whom
| have known to try it | can recall
five or six, may be a dozen, who have
persuaded their husbands to forego
tobacco for good and all. But there
are many wives who do, and count-
less more who might, if they had the
tact and skill, hold their husbands to
a moderate use of the weed and pre-
vent their becoming filthy, excessive
and obnoxious to others in their in-
dulgence.

Even in more serious dissipations,
that the wife often has a great re-
straining influence is proved by the
rapidity with which many a man
“goes down” after he loses by death
the companion who has been in truth
and actuality his better half.

Now, little woman, let me bring
out one fact that will be hardest of
all for you to grasp: The reforming
must not be all on one side. You
have your faults and failings (do I
see your eyebrows lift slightly in as-
tonishment?) and in this matrimonial
school in which you have just enter-
ed upon a long course of training
you must take as well as give correc-
tion.

One reason why it is so unwise
for a young couple to “live with the
old folks” is that it makes all this
modifying process one-sided. There
are three million other reasons why
this rock on which so many newly-
launched matrimonial craft have gone
to ruin should be avoided, but the
one just given is enough to convince
any sensible married pair. If the
rewly-wedded go to her family, then
all hands turn in to make the young
husband over according to their pat-
tern. If they try living with his
folks, then the little bride has no
chance whatever to assert her own
individuality, but is kept busy con-
forming to their long-established
standards.

To resume our theme, as | have
hinted, it is most difficult for a wom-
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an who is a sort of model and is cor-
rect and precise in all her ways to
realize that, in the language of dear
old Widow Bedott, “We’re all poor
critturs,” she with the rest. The sin
of self-righteousness comes natural
to this type of woman. She seems al-
v'ays to be thanking her Maker that
she is not as others are, shiftless, for-
getful and likely to lapse from duty,
or even as this arch offender of all.

her husband. Of all exasperating
women—and they are legion—this
particular knid reigns  supreme as
queen of the whole disagreeable
bunch. Very often she marches

through life with her head high in
the air, blissfully unconscious that
she has a single failing, never having
been brought to a proper sense of
her own imperfections a solitary time
in her whole existence.

Doesn’t this woman understand
how to keep a husband in a state of
contrition? Who does not know at
least one such man, kind, considerate
and forbearing — a perfect model
compared with the usual run of hus-
bands—but whom She manages to
keep always in an apologetic state of
mind, painfully awarethat he falls
far short of measuring up to stand-
ards which she has set unattainably
high?

This kind of man does not meet
with my entire approval. It seems
to me he is not keeping up his side,
but is letting his whippetree drag on
the wheel in a way greatly to his dis-
credit. When he dies and every one
supposes he has gone to a well-earn-
ed reward, if | were in St. Peter's
place for a little while—a position for
which I am vastly unworthy—I
should greet him in this wise:

“My good sir, | find that in general
deportment while on earth you are
marked extremely high; but you neg-
lected one important duty and you’ll
have to go back. To let that arro-
gance of faultlessness which your
wife always manifested in marked
degree grow and thrive and flourish
until it was about the only thing on
the premises that could be seen or
felt, is a sin of omission that | can
not lightly condone. You should have
done something about that, even if
you had to leave undone some of
those stunts in patience, forbearance
and humility in which you ranked up
so remarkably. You go back and
take that out of her. Then you may
return and the pearly gates will
swing wide open for your entrance.”

Quillo.

A modest maiden of Mt. Pleasant
played Copenhagen at a party the
ether night, and yelled and shrieked
and howled and ran behind the door
and scratched the young man’s face
in seven places, upset a kerosene
lamp and kicked over the piano stool,
and screamed at the top of her voice;
and finally, when he kissed her just
on the top of the ear, she fainted
dead away and said she could never
look anyone in the face again, and
they led the modest, bashful maiden
home. The next day she ran away
with a married fruit-tree agent, with
a hairlip and six children.

Ennui is the price
knowledge.

we pay f°r
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HE ABOVE HALFTONES were made direct from the wood. This gives a crisp,
T 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. $ $
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THE YOUNG MAN.

The Part He Plays in the Business
World.

The future commercial welfare of
our nation will depend wupon the
young men of business now occupy-
ing minor positions in our commer-
cial enterprises.

To become well balanced, capable
business men, they must hew their
way slowly and carefully, in and out,
up and down the maze of monoton-
ous routine and discipline.

They must learn before they can
lead.

They must be taught before they
can teach.

But here we meet the obstacle that
is standing in the way of the success
of thousands of otherwise deserving
young men—and young women, too.

They want to become the masters
of others before they master them-
selves.

They see eminence and wealth
the business world on all sides of
them; they apparently lose sight of
what labor and time and patience was
empoyed before such eminence and
wealth was acquired; the average
young man in business is too hasty in
his ambition.

He unfits himself for the higher
things in life because he is not con-
tent to do the smaller, humbler, less
remunerative things. This brings on
a discontent and a dissatisfaction that
eventually leads to a morbidness of
mind which makes the young man al-
most useless to his employer.

Two-thirds of these business ills
and complaints are due either to
over-worked imaginations or petulant
moods which we allow to control us
because we are too lazy to overcome
them.

And then again, we all like to in-
dulge ourselves, more or less, in these
mental flights wherein we wear mar-
tyr's halos.

The self-made halos are at first
misfitting, but they are soon mould-
ed to assume the proper shape if we
nurse our imaginations sufficiently.

This state of unhappiness and un-

in
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clause, “If 1 only had So-and-So's
work,” and protests that his superior
doesn’t appreciate his work; and who
is not content to steadily climb the
lader of hard work that ultimately
leads to that seemingly unapproacha-
ble last rung, success—this is the
man to whom | say with emphasis,
‘Know thyself.”

Tear away those false ideas and
hallucinations with which you have
webbed yourself; you are being en-
gulfed in a mire of despair and hope-
lessness that no one but yourself has
prepared, and you are getting in
deeper and deeper by force of your
own controverted mentality or mis-
applied energy.

To be an employe as a beginner, in
the greater majority of instances,
may not be an enviable position.
There is a certain amount of tire-
some monotony, and there are, per-
force, conditions of restraint against
which we naturally chafe.

It is a question whether we are
going to make the best of such a
situation, rise above it and acquit
ourselves creditably or whether we
will accentuate these ailments which
we dislike; imagine other wholly fic-
titious and unpleasant conditions and
thus force ourselves deeper into the
slough of despondency.

If every employe would “know
himself,” and not deceive himself in
order to pacify whatever turbulent
mental state in which he finds him-
self, his work, his possibility and his
individual happiness would improve
ioo per cent.

Catering to one’'s moods shows a
mental indolence that bespeaks a
lack of character and is decidedly
harmful.

It resolves itself into a question
of whether you can master yourself
or not.

He who truthfully diagnoses his
own mind, who acknowledges his own
weaknesses and faults, doesn’t try to
blame ethers for his lack of ability—
this is the calibre of a young man
who is bound to succeed in spite of
any and every obstacle.

The strenuousness of modern com-

productiveness, caused solely by our jmercialism has produced much that

own morbid thoughts and conjured
feelings, could be treated lightly were
it not in most cases mentally disas-
trous.

I have known men and women
whose environments, prospects and
possibilities should have made them
healthfully optimistic and ambitious,
but because they had forcibly deceiv-
ed themselves—because they had
made themselves believe that there
was no hope or future for them—had
changed themselves into listless, un-
ambitious, indifferent individuals.

Nowhere is this unhappy, unfortu-
nate characteristic seen and felt more
than in the business world, among
that class of employes who are ob-
liged to commence with the less im-
portant detail and routine work of a
business.

A man with normal faculties with
which to think and work, who is al-
ways complaining of the drudgery of
his particular work; who tells you
that everyone else has congenial du-
ties but himself; whose lips are al-
ways muttering with that dread

is hard and trying for the employe;
but what is to be gained by mentally
nursing and exaggerating such condi-
tions?

Yet this is what the employe who
doesn’'t know himself > doing. The
man who doesn’t know himself is, or
will become, a pessimist. How we
all dread pessimists. How we all
admire well balanced optimists. Par-
ticuarly do we admire an optimist
when he would be a pessimist if he
gave way to his feelings.

The employer who sees an em-
p’oye working happily and energetic-

ally at some irksome task that is
monotonous and unremunerative will
be favorably impressed with such

work and will surely give promotion
and advancement whenever the op-
portunity arises.

You may be a minor, unimportant
cog in the wheel, but if you are an
optimist (and  optimism  means
“knowing yourself”) you will make
your presence felt by all around you
and you will succeed.

This mandate, “Know thyself,” is

particularly  directed to those who
are in the “submerged” portion of
the business activities. For these are
usually the workers who Kill their ef-
forts by deluding their minds.

The possibility of ever reaching the
other side of the wall that separates
the employer and the employe is to
them entirely out of the focus of
their imaginative magnifying glass.

They refuse to try to see and
work toward it.

But they let their imagination run
riot to the other extreme. They pic-
ture themselves as hopelessly down-
trodden and Jsrood over their troub-
le, real or imagined, until the ele-
ments of discontent control them.

Instead of regarding the employ-
er as one whose ingenuity and skill
and patience have enabled him to
build up and conduct a business of
his own, and consequently made it
possible for the employe to earn a
livelihood, the employe who refuses
to “know himself” becomes imbued
with the idea that the employer is
tyrannical and a positive element to
be feared and hated.

When you hear, as | have heard,
time and time again, young men say,
‘A man can not make money here;
it was different when you started,”
you can safely wager you have met a
man who doesn’'t “know himself.
He is trying to make himself be-
lieve (and he usually succeeds in do-
ing it) that the fault of his non-suc-
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cess is any and every other reason
except that he is standing in his own
path.

In the wholesale and retail estab-
lishments of Marshall Field & Co.,
there are approximately 3,000 young
men employed, being about 30 per
cent, of the total number of em-
ployes. Among these 3000 all types
and kinds of young business men can
be found, from farmer boys to col-
lege graduates. Upon going through
the individual records of these men,
one can easily pick out those who
know themselves, who know the ex-
tent of their abilities as well as their

You Should Have Our New
Catalog of

DEPARTMENT STORE
EQUITMENT

It contains many new fixtures of interest
to the merchant

Mailed free on request

WILMARTH SHOW CASE CO.
936 Jefferson Ave. Urand Rapids, Mich.

Downtown salesroom—58 S. lonia St.
Detroit salesroom—40 Broadway

Prompt Deliveries on Show Cases
With our new addition we have a capacity of about $2,000,000 annually. We
know we give the best values.
Let us figure with you whether you require one case or an outfit or more.
Write for catalog T.
GRAND RAPIDS SHOW CASE CO.
GRAND RAPIDS. MICH , (Coldbrook and Ottawa Sts )
The Largest Manufacturers of Store Fixtures in the World

Klingman’s Sample Furniture Co.

The Largest Exclusive Retailers of
Furniture in America

Where quality is first consideration and where you
get the best for the price usually charged for the

inferiors elsewhere.

Don’t hesitate to write us.

You will get just as

fair treatment as though you were here personally.

Corner lonia, Fountain and Division Sts.

Opposite Morton House

Grand Rapids. Mich.
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possibilities ,and | am glad to say
that this type of young man is in
the majority.

Greeley’s advice, “Go West, young
man, go West,” is eagerly acted up-
on by the young man in the East
who leaves home and friends and
conditions that are favorable to his
welfare, because he
tion get the better of him and is not
willing to attain his hopes by slow
degrees. He wants to leap from em-
ploye to employer in one bound.

In the West the same complaint is
heard and young men go East in
hopes of gaining fame and fortune.

This nomadic inclination which has
taken hold of so many of our young
business men does not result in any
good in the greater majority of in-
stances. As the rolling stone gathers
no moss, so, too, the restless young
man, who is continually seeking new
fields for hiis endeavors can accom-
plish nothing to his material bene-
fit.

When | urge young men to “know
themselves,” | am simply advising
them to bring themselves out of the
lethargic attitude which prevents so
many from succeeding in business.
Do not wantonly deceive yourselves
into believing that your efforts are
not appreciated and that you have no
bright prospects in store for you.
They are real workers who strive the
harder when conditions look less
bright and are more difficult.

The employer wants men who can
do things. No matter how unimpor-
tant, how mechanical your task may
be, do it—do it right—and do it with
energy and enthusiasm

The employe who “knows himself”
is quick to detect his faults and
will soon remedy them; he acquires
an independence that the man who is
false to himself can never command;
for the man who “knows himself” is
sure of his strength, as well as his
weakness and know where he can as-
sert himself, thus strengthening his
own confidence and fitting himself
for bigger work and better opportu-
nities.

The success of any business de-
pends almost wholly upon the ability
or the employes. The employer
knows this and is quick to see who
is furthering his interests the most.
These are the men who are in line
for promotion and advancement.

If you study the young man in
business, as | have done, you will
find that those who are steadily ad-
vancing are the optimists who “know
themselves.” John G. Shedd.

Translated.

“Popper,” said little Willie Billups,
“what does the paper mean when it
says that when it comes to getting
next to the people, Colonel Binksi
has all the other candidates lashed
to the mast?”

“That is the slang way of saying,
my son,” returned Billups, “that for
keeping his eye peeled old man Binks
has his opponents skinned a mile.

“There are people in this worfd for
whom the English language is not
good enough when they come to the
expression of what few ideas they
have in their mental garages.”

lets his ambi-
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Cotton Seed Products.

Cotton growers in the old days
were put to a great deal of incon-
venience in getting rid of the enorm-
ous heaps of seed, supposed to be
useless, which accumulated about the
gins where the fibre was removed
from the seed. In the State of Mis-
sissippi in 1857 it was found neces-
sary to impose by law a fine of $200
for each offense of throwing cotton
seed into running streams of water,
one favorite way of getting rid of the
“nuisance.” A few farmers early dis-
covered that when the seed was
made into a compost, or exposed to
the weather long enough to destroy
germ life, it formed a very valuable
fertilizer for exhausted soils and to-
day some derivatives from cotton
seed have a high value as fertilizers.
The old careless ways of disposing
of the cotton seed rapidly gave way
as the population increased, as cotton
became more widely cultivated and
a knowledge of possibilities that lay
in the cotton seed became more gen-
eral. According to the census of
1905 there was 717 mills in the
United States crushing cotton seed,
employing more than 15,000 workmen
and utilizing a capital of over $73-
000,000. To-day the number of mills
in the United States is variously es-
timated at from 800 to 900. Fifteen
years ago the average price for cot-
ton seed paid by the mills was about
$10; now the seed costs the mills
something like $28 per ton. About
4000000 tons of cotton seed will
probably be crushed by the mills this
year, and will therefore pay cotton
growers something like $100,000,000
for a product that forty years ago
was not only valueless, but often the
source of considerable expense. From
every ton of cotton seed about 40
gallons or 300 pounds of crude oil is
obtained, plus about 813 pounds of
meal, 725 pounds of hulls, 35 pounds
of linters, the remainder consisting
of waste, such as sand, trash of all

sorts and moisture.—American EXx-
porter.
Difficulties of the Small Grocer.

In the larger cities the chain stores,
scores of “corner” groceries owned
and conducted by one man or firm,
able to purchase stock by the car-
load at big discounts, have compelled
the individual grocer to exercise his
ingenuity to the utmost to keep his
head above water.

The department stores, chain
stores and mail-order stores adver-
tise their *“specials” and *“bargains”
with the main idea of drawing you
away from “your” grocer when you
have some spare cash, and after you
have bought of these “specials” and
“bargains” you marvel that “your”
grocer charges so much for the same
thing.

One reason he does, and probably
the chief reason, is that the great ma"
jority of his customers do not pay
cash. Some of his customers never
pay him. He can not purchase by
the cartload and sell a carload in a
day. He must buy in small quanti-
ties and on extended credit. Then
after paying all his bills he must
clear at least twenty per cent, profit

to meet all expenses, allow for bad
debts and give him a living.— Barton
Wood Currie in Good Housekeeping
Magazine.

Price Cards On Everything.

Some of your competitors may
think they get results by not using
price cards in their displays, but we
can not see what possible argument
there can be in favor of not using
them. The first thing a prospect
wants to know about a shoe is the
price and unless you price it in the
window many a sale will be lost just
because the prospect will not take
the trouble to come in and find out
what it is. P>y using prices, you give
that information before it is asked
and if the shoe and the price appeals,
the customer will come right in and
ask for them. Dealers who claim
that it lowers the class of their store
are in error. With prices on the
tickets in plain sight, it would seem
to raise the standard of the store if
you cater to high-priced goods, and
under no conditions can we believe
that the using of them would be
harmful.

Easy To Get More Trade.

For a dealer who means business,
it is the easiest thing in the world
to get people to co-operate with him
to that end. «Write to your manu-
facturer and tell him what you want
and he will unquestionably help you
to get it. Many of them have an
elaborate  advertising  department
which is in touch with all sorts of
new ideas and plans and some of
these you can get for the asking.
There is nothing a manufacturer
likes to see so much as a man who
wants to make an effort. Other
things being equal, this sort of a
dealer will get the best treatment
every time.
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“MORGAN?”

Trade Mark. Registered.

Sweet Juice Hard Cider
Boiled Cider and Vinegar

See Grocery Price Current

John C. Morgan Co.

Traverse City, Mich.

crUM O DBTAHCESERVICE
OF THC

MICHIGAN STATE
TELEPHONE CO.

Vour customer» like it

BECAUSE
It is absolutely pure.
It requires no soaking.
It can be cooked 'in
fifteen minutes.
It is never soggy or
lumpy.
One package makes six
quarts of pudding.
You ought to like it
BECAUSf
It always satisfies your
customers.
It brings to your store
the bestclassof trade.
It moves;
sta .
It paysyou more than an ordinary profit.
_ If you have Minute Tapioca
in stock, push it. it will pay
you. if you haven't it, send us
your jobber’s name and we will
send you a regular package to
try in'your own home. A trial
will tell you more in a minute
than we can tell in an hour.
When sending for the package
ask for “ The Story of Tapioca.”
It's free. We are ready to do
our part. Are you?

MINUTE TAPIOCA CO.,
A23 W. Main St., Orange, Mass.

it’s a real

Hadd I

SEALED BOXES!

fa . BOXES- B0 CASE ( 120s5)

Domino

*.r~ Sugar
liEA-H-n

5'hBOXES-24IN CASE (1205

BEST SUGAR FOR

~ TEAAND COFFEE'

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 t elpast two months, and a great growth in others of its

many exchanges and

ong distance lines, so that it now has

MORE THAN 10,460 TELEPHONES
In its Grand Rapids Exchan%e alone, and about 25,000 telephones in other
t

exchanges in its system. |

as already paid

FIFTY QUARTERLY DIVIDENDS
And its stock is a good investment.
INVESTIGATE IT
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The Accredited Styles of Shoes for
1911.
Written for the Tradesman.

The National Boot and Shoe Man
ufacturers’ Association of the United
Slates appointed a Styles Committee
Unlike some committees which are
appointed by certain organizations for
specific work, this Committee actual
ly got busy and committed.

The Styles Committee
by the National Boot and Shoe
Manufacturers’ .Association held its
first meeting in New York on the
22d of last March. For the sake of
facilitating its work this rather un-
wieldy Committee divided itself into
several sections for the purpose of
considering the needs of the several
branches of the shoe business.

appointed

Retailers throughout the country
v.ho have kept in touch with the
work of the Association will be in-

terested in the report of this Com-
mittee. The report is, to be sure,
composed largely of recommenda-
tions, together with a liberal sprin-
kling of prophecies as to leathers that
will continue to be pojjular favorites
and leathers that will go tardily, if
at all.

There is just enough of this pro-
phetic element in the report to make
it interesting to read the report now,
and then watch developments later;
just as we read what the weather
man says and then keep an outlook
to see how close he comes to hit-
ting the nail on the head. But in say-
ing this | must not be understood as
making sport of the Committee’s
work, or of doubting for a single mo-
ment the wisdom of the appointment
of such a Committee. Insofar from
this, | think this is one of the most
significant and resultful things the
National Boot and Shoe Manufactur-
ers Association has done for many
a day. What if the Committee on
Styles does miss it in a few details?
They have done their work well—
and let us not forget this is a first
tentative step towards a day of bet-
ter conditions.

Gauging Shoe Styles Important.

If the shoe dealer only had a magi-
cal horoscope by means of which he
could determine beforehand, with a
teasonable degree of certainty, what
will go and what will not go in the
matter of footwear—well, in that
event he would be on Easy street
pretty shortly. It is this trying to
gauge the future demand by measur-
ing present tendencies— this ever vig-
ilant, nerve-wracking search for the
popular sort—this talking with shoe
salesmen of every type, in our effort
to run down the valid clue—this is
the thing that makes the shoe deal-
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er s head toss uneasily on his pillow
at night.

So if the Styles Committee ap-
pointed by the National Boot and
Shoe Manufacturers’ Association can
give us any help at all, however
slight, their work shall not have been
in vain. Personally | am inclined to
think they have given this help.

To begin with they decide unani-
mously on a cut of 10 per cent, in
the number of styles to be carried
in the sample lines for 1911. To many
a small dealer that recommendation
(provided it is carried out by the
manufacturers of shoes) will be a

boon. With the shoe dealer whose
capital is limited the amplitude of
present lasts and leathers is a de

tided hardship. His money will gc
only so far—and he doesn't want to
stretch his credit to the breaking
point; and then his customers are oft-
en bewildered by the various leathers
and lasts; and the result is that he
has each year a large quantity of
left-overs which have to go into the
semi-annual clearance sale at prices
considerably below their actual sell-
ing value. This cuts in on the total
net profits of the year’'s business.

On the score of sheer prophecy the
Styles Committee sees a growing de
mand for women’s tan shoes. This
verdict is, of course, based upon a
large number of reports received
from various sections of the country.
"Lhere may be (doubtless will be) lo-
al sections in which the increased
demand for women’s tan shoes will
not be appreciably felt. So after all
the individual shoe dealer isn’'t help-
ed so much by this prediction; for
its application to the individual will
depend upon local condtions. But
ans make a good, comfortable shoe
for women’s summer wear—and per-
sonally 1 hope the prophecy will
c°me true. | like tans on general
principles—tans for men, women and
children. Think they are the most
deal summer shoes ever invented.
But that is merely my opinion; and
f you disagree with me | will not
rgue the point.

The Styles Committee also thinks
there will be astrong call for glazed
and dull kid leathers. And then they
say that ‘shiny leather will continue

opular” (which we might, perhaps,
have inferred, even if the Committee
had not expressed itself on the sub-
ject). As a matter of fact patent
leather has become a staple. | doubt
very much whether men and women
will ever cease to wear patent leath-
er for dress purposes. Patent leather
shoes are unquestionably hotter than
tans or glazed and dull kid and calf
leathers; but they look neat and

dressy. And they are so easily clean-
ed and polished. Really the busy
business man of to-day hardly has
t*me for any other sort of footwear.

Shorter Vamps Prophesied.

The report of the Styles Com-
mittee on the score of vamps really
amounts to nothing more than an en-
dorsement of the well known tenden-
cy in this direction which has ob-
tained for some time. The Commit-
tee thinks well of the short vamps;
and goes so far as to specify the
length of the same. Accordring to
the Committee, the vamps will be
3, 6 and 314 inches in brevity. In
order to arrive at an intelligent ex-
pression concerning this short vamp
proposition the Committee sifted
through a lot of testimonials, ver-
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dicts of manufacturers, traveling
salesmen, retail shoe dealers; and ul-
timately arrived at the conclusion
that short vamps are making good-
that the people like them—and in all
human probability will continue to
like them if they appear in the new.
The secret of thé short vamp vogue
lies in the well known fact that it
makes a large shoe look small. Fcr
this veiy good and sufficient reason
manufacturers—and especially manti -

Mayer Martha Washington

Comfort Shoes Hold the Trade

MICHIGAN SHOE COMPANY

Wholesale

SHOES

AND RUBBERS

146-148 Jeffarson A e

DETROIT

Selling Agents BOSTON RUBBER SHOE CO.

of our new Pen-
tagon Welts in
Gun Metal. Ab-
solutely right
in style and
superior in wear
value to any
$ 50 seller on
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And there are
others.
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wear with cor-
rect style you
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Rindges K almback, Logie & Co., Ltd,

GRAND RAPIDS, MICH.
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facturers of modish shoes for young
women’s wear—will continue to put
out the short vamp varieties.

Another prominent feature of the
shoe which received the attention of
the Committee was the toe—and es-
pecially the toe of women’s shoes. It
was the verdict of the Committee
that the toes, of this class of foot-
wear should be rounder. Narrow toes
and the extreme knob effect in wom-
en’s shoes were both censured. One
of the surprises which the Commit-
tee sprang upon the Asociation was
:ts decision in reference to heels for
the 1911 shoes. The Committee pro-
nounced in favor of lower heels and
recommends that they be built from
XH to x"8 inches in height. In view
of the heels which are now being
used both in this country and abroad,
this is a somewhat drastic departure.
The Englishwoman (who according
tc a recent newspaper statement is
taking far larger sizes in shoes than
in former days) totters along in
shoes which have heels ranging from
2V* to y/2 inches in height. And even
in this country one can see on the
street perilously tall heels. The deal-
er can not but wonder how the mod-
ish young woman of 1911 is going to
take to these lower heels.

How About Strap Pumps?

Some little while ago it was
thought that strap pumps were on
the wane in some of the large fashion
centers of the East; particularly in
New York, Philadelphia and Boston.
But it is evident strap pumps were
better received elsewhere, for the
Committee decided in favor of them.
So, if you have any "strap pumps”
on hand (as you doubtless have), do
r.ot immediately conclude that they
are valueless; maybe you can sell
the left-overs next season. The Com-
mittee is also favorable to “one and
two eyelet ties.” No specifications,
recommendations or prophecies are
made with reference to colors. So
the dealer will have to fight that
problem out the best he can in the
light of experience and local tastes.

Canvas Shoes, Suedes, Bluchers,
Etc.

The Association’s Style Committee
delivers an opinion upon several
other points of interest to retailers
throughout the country. For instance,
on the precarious white canvas prop-
osition there is a note of assurance.
The Committee thinks white canvas
shoes for women’s wear—and more
particularly in the better grades—
will still continue to be favorites in
those sections of the country where
they are now in demand; and that
this demand will become more gen-
eral next season. As far as all indi-
cations go up to this time, it looks
good for white canvas shoes for the
spring and summer of 1911.

The Committee discourages the
continuance of ooze and suede shoes
and not without reason. Suede leath-
er is not adapted to the requirements
of shoe manufacture. The surface
will mat down in spite of you. No
matter what sort of dressing is used
more or less complaint will arise.
While they make "classy” looking
shoes, they are really impractical. It
is to be hoped shoe manufacturers
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everywhere will ease up on the ooze
or suede proposition.

How about bluchers? Will they be
worn next year? “Nixy,” says the
Committee. But just where the Com-
mittee gets the cue for the expressed
judgment with reference to bluchers
“doth not yet appear.” Bluchers look

good to me. They can assuredly be
made with that all-desired somewhat
which the advertising man calls
“class.” And there are some evident
advantages in the blucher type. With
many people at the present time they
seem to be favorites. And the pat-
tern makers haven’t broken with the
blucher idea. But doubtless the
Committee is basing its judgment up-
on facts and statistics which point
that way.

Significance of the Committee’s

Work.

The significance of this whole thing
lies, not so much in what the Com-
mittee appointed by the National
Boot and Shoe Manufacturers’ As-
sociation actually did, but in the
very idea or purpose of the Commit-
tee itself. It indicates that the Na-
tional Association is actually begin-
ning to work in a concerted manner
upon some very vital problems which
we share in common. If some una-
nimity can be had with reference to
forthcoming styles; if the average
shoe dealer of the smaller towns and
communities can know, in a general
way, what the accredited thing is to
be for the new season; if some of
the all too numerous styles, varieties
and types can be cut out; if some
of these sporadic “ultra” and “freak”
shoe creations can be eliminated—in
that event the shoe dealer will be
greatly helped.

It seems to the writer, therefore,
that this Committee of the National
Association is a significant thing in
modern shoe merchandising.. It does
not mean dead uniformity and same-
ness—for each shoe manufacturer
will still have ample scope to put indi-
viduality and that differentness-
element into his shoes — but it
means sympathetic co-operation, first
amongst shoe manufacturers them-
selves and then the establishment of
better relations between shoe manu-
facturers and shoe retailers.

Cid McKay.

Rubber Made From the Skins of Ba-
nanas.

Find a substitute for rubber in the
most common of its forms in the
larger manufactures and you will have
found your fortune. London’s wild
ciaze for rubber has been pointed
out as the maximum show of its ne-
cessity and its comparative shortage.
But the minimum of manufactnrer’s
interest in the production and corre-
sponding cheapness resembles a rout.
Just now some one has discovered a
meager substitute to be obtained
from the skins of Martinique banan-
as. Pressing the skins of the green
bananas, a cloudy exudation will yield
20 per cent, of solid rubber substi-
tute, while in the dry and ripened
skins the average is about 7 per cent.
If the experiments prove successful
the canned banana seems a certainty
of the future.
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PROSPERITY REIGNS

The Savings Deposits in the State Banks rf
Michigan show an increase of over $33,000,000
for the past year, and this is exclusive of the in-
crease of deposits in the National and Private
Banks of the State.

What does this mean to you, Mr. Merchant?

It means that the farmers and the working
men and women of this State have had steady
employment, and in spite of the high cost of living
now have 25% more money laid by for the win-
ter’'s necersities than ever before.

There is, therefore, every reason to be opti-
mistic relative to fall business.

Are you prepared for it?

If you have not yet bought for fall, drop us a
card and our salesman will see you at once.

Hirth-Krause Company

Tanners and Manufacturers of
Rouge Rex Shoes

Grand Rapids, Mich.

ANNOUNCEMENT

t] Our general offices and consolidated Dixon and Chicago Shoe
Stocks are now located in spacious new quarters at 241-257 Monroe
Street and 135-143 Market Street, on the northeast comer. All our
various lines of shoes, including Wales-Goodyear Rubbers, will be
carried in stock at Chicago.

“Red School House** shoes for boys and girls, “ The Ameri-
can Beauty™® line for women, “The }Vatson** and *Civil
Service* shoe for men, made of the best always, has given these
brands their reputation as Universal Sellers.

We invite your inspection of our new quarters and Sample Lines.

WATSON-PLUMMER SHOE COMPANY

Exclusively Manufacturers

CHICAGO
AND
DIXON,
ILLINOIS
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Some of the Methods of the Fakir in
Business.

e However much it may delight us
to see the fakirs on the street re-
move silver dollars from the ears of
the interested spectators and what-
ever joy we may derive from the P.
T. Barnum spirit of an occasional
humbug, we certainly do fail to rel-
ish any efforts at faking in the re-
tail business. Spending money for
pleasure and spending it for mer-
chandise are entirely separate and
different cases. The same person who
would pay 5 cents for a half-sized bag
of poor peanuts at a country circus
would resent paying two cents for a
penny newspaper purchased a hun-
dred miles away from the place of
publication.

But it seems that our business life
is full of trickery and fakerism. The
magazines have been busy for months
digging up some of this rotten work
and even now several of the trade
press are at work exposing the dan-
gers and wrongs of the “Sample
Shoe” stores. We deplore this con-
dition of things which shall furnish
matter for all these sensational arti-
cles, and yet we know that many of
them are largely true and need the
raking over which they are getting.

The rush of the hour seems to be
the cause for much of this fakir
work.

is often lost sight of and the good or
harm which this same method might
do is not considered for a single in-
stant. Modern merchandising de-
mands that certain practices be main-
tained which are producers, but when
these same practices are continued to
the point of absurdity, they approach
the realm of fakirism. Take, for ex-
ample, the fire sale. Many stores of
these have no real cause for such a
sale and even when they have a cause
the merchandise sold is mostly fresh
goods for this special purpoe. Quite
often damaged goods are procured in
order to carry out the “damaged”
idea, and these are very often sold

it prices in excess of their real
value.
It is not untrue that sometimes

goods will sell better if they are
marked up instead of down. This is
ar. exceptional occurrence but still it
-S sometimes true that the public will
take more kindly to a certain article
if it is high priced than they will
if it is much reduced. The writer has
seen several parcels of goods sold in
this manner when the prices of a
bargain week had failed to move
them.

But these fakirs and their stores
are a menace to the legitimate trade,
not so much because they are likely
tc become permanent institutions as
from the fact that they breed a spirit
of distrust in the minds of the public
regarding all merchandising methods.
Advertisements of firms which guar-
antee sweeping reductions far below
cost price will catch a certain number
of people, but, it is easily seen that
either the goods are at fault or there
must be some.chicanery in it all Why
should goods be sold below cost if
they are good goods? More particu-
larly, why should seasonable goods

In the effort to outdo a com- j
petitor the method of doing things|

MICHIGAN TRADESMAN

be sold -in their season at a price far
below their regular market value un-
less there is something wrong with
them?

Specialty shoes are used as ameans
of meeting such competition, but to
our mind a merchant making such
an onslaught with these goods is in
reality hurting his own cause. He
knows the goods are not up to stand-
ard. They may be factory damaged,
they may be badly broken sizes, etc.,
but the merchant will rarely say this
in his advertising. He prefers to
spread broadcast the idea that he can
sell these goods at a dollar or more
below the nationally established price
of the manufacturer. He is wiling
to become a fakir for the little hol-
low advertising ring which he will
get from all the noise which he
makes about himself. The public sees
what the goods are the minute they
inspect them and realize that they
have been tricked into the man’s
store. Not all such sales are fakes,
but the greater part of them have
strained the truth of the matter un-
til there is little of the original fabric
left. The real threads of the sale
idea have been torn and cut until
there is nothing but the remnants of
the original story.

This sample shoe game is a won-
der. It has strong support among
.the women customers and for some
reason or other they seem particu-
larly gullible in this matter. If one
would but stop to think, they would
realize that the factories of the land
could not produce enough sample
shoes in a single season to supply the
demand for a single week’s business.
But a woman never realizes this and
sometimes a man will not. Truly
some of these goods are samples, but
many are supplied by manufac-
turers on direct orders and they nev-
er were samples in any sense of the
word. Such stores usually display a
lot of these real samples and thus
draw their trade into the store where
they impress you with the fact that
sample sizes are often quite broken
and thus it may not be possible to
fit you in them. “However,” contin-
ues the clerk, “we have a special lot
of shoes here to-day which were re-
turned to a manufacturer because the
dealer failed in business, etc., etc.”
And the customer bites because
sometimes such a case truly happens,
and these shoes do really get into
the market at a low price. But the
number of cases which would come
into the market in this manner from
the combined factories of the country
would not last a single week in the
retail trade.

There is much sharp practice used
to-day which is not strictly above the
board, although we do not believe
that the retail trade intends to offend
in this matter. This craze for novel-
ties brings up all these new selling
stunts. One dealer will conceive of
a factory burning down and a lot of
damaged goods thrown onto a mar-
ket at a sweeping reduction. Anoth-
er dealer, closely competitive, will
announce the financial stress of some
imaginary company "who must re-
duce stock and turn it into cash be-
fore a certain date in order to keep
in business.” Usually the advertise-

ment states that “we” (meaning that
particular store) bought this entire
stock at our own price, etc., etc. You
know the breed and yet you get tak-
en in with it repeatedly.

Happily enough, there are plenty
of ways of doing business without
ever stooping to the fakir methods.
There are ways and means of hold-
ing fire sales, annual sales, etc., with-
out stretching the truth to abnormal
proportions. And so, too, there are
ways of making an honest penny and
of handling a growing patronage
without trying to trick your trade in-
to buying something which is not
what they believe it to be.—Shoe
Trade Journal.

Influencing the Future Sale.

“If 1 was inclined to lay down
rules for the conduct of business,” a
retail man said the other day, “I
think the first one that | would put
down would be something to the ef-
fect that each sale made to a new or
old customer should have some fea-
ture in it leading to a future sale to
same party.

“Now what | mean by that is that
it is not enough to merely sell a
pair of shoes to a customer that are
satisfactory to him, although this is
an essential feature, but if it is possi-
ble to do so, make the transaction so
attractive to him that he will wish
to return to the store upon the next
occasion that he may need a pair of
shoes, rather than look around some-
where else.

“Good merchandise will help a lot
in this connection, | know, but it re-
requires something more than mere-
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ly good merchandise. It requires
courtesy on the part of the salesper-
son, a general understanding of the
needs of the customer and along with
that sufficient tact to make this
knowledge unobtrusive. In a word,
it requires good salesmanship, for it
is a mistake to think that the only
time that salesmanship is required is
the time that an unsatisfactory article
is forced upon an unwilling purchas-
er. As a matter of fact best sales-
manship can be exercised when both
the customer is pleased and the mer-
chandise is satisfactory, for then it
exerts itself to create right there and
at that time another sale in the dis-
tant future.—Boot and Shoe Re-
corder.

Princess Mary’s Prompt Reply.

When staying at Frogmore the
children of the King of England have
a habit of rowing on the Thames in
the neighborhood of Datchet. The
brothers use the sculls and the Prin-
cess Mary is coxswain. Last summei*
the boat containing the royal children
collided with a boat containing three
Eton boys.

“When are you going to learn to
row,” said one of the boys as the
boats bumped together.

“When you learn manners.”
swered Princess Mary promptly.

an-

ATTENTION
RUBBER SHOE SALESMEN

Wanted—Experienced rubbershoe salesmen
for Indiana, Illinois, lowa. Michigan. Wiscon-
sin. Only men who can furnish best of refer-
ences need apply High-class line of goods.
Answer at once.” A. R, C., care The Michigan
Tradesman, Grand Rapids. Mich.

Big Saturday

Sellers

One dealer says:
to make much difference what

“It doesn't seem

shoes |

show in my window, the boys all come
around Saturday and insist on buying

THE BERTSCH SHOE

GOODYEAR WELTS 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 unmis-

takably increase your profits.

Take two minutes’ time to mail a post card request

for samples today.

HEROLD-BERTSCH SHOE CO.

Makers of the Famous
H B Hard Pan and
The Bertsch Shoe Lines

Grand Rapids, Michigan
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Why the Cost of Living Has In-
creased.
Written for the Tradesman.

Not so much is said just now as
a few months ago of the greater

cost of living. Conditions are not so
very much different. The dollar will
not go much of any farther than it
did. But the American people have
apparently made their kick and then
settled down to an acceptance of the
situation, which is quite character-
istic of us. It does cost more to
live as everybody who lives in town
will freely testify, but if we lived as
our grandfathers lived would the ex-
pense after all be so very much
greater? In the old day nearly every-
body had a garden patch and raiseJ
for themselves the vegetables they
used; now in city life we buy all that
we consume. The custom used to be
to own a cow and chickens, now we
buy our milk, butter and eggs. In
the old day we were content 'to wait
.or the changing seasons to bring us
fruits and flowers at the appointed
times of the year; now we have
strawberries in March, new potatoes
in May and June, peaches in July and
lettuce, radishes and cucumbers all
the year around, and going to the
distant South orsdrawing upon the
greenhouse for these delicacies nat-
urally makes them cost more. In the
old day the pump was good enough
water works for the best of us; now
we turn a faucet in almost any part
of the house and the water flows
without effort on our part. Starting
the kitchen fire was once a regular
early morning duty of the head of
the house and splitting the wood the
chore of the boys, but now we strike
a match, turn a little handle on the
gas range and the Kkitchen fire is
ready for business. We used to have
one room warmed by a big stove fire,
either wood or coal, and all the rest
of the house was cold in winter; now
the whole house is warmed by fur-
nace or hot water. We used to use
the wash tub set by the kitchen fire
on Saturday nights and bathe our
anatomy a section at a itime; now we
have a beautiful creation in white
enamel supplied winter and summer
alike with hot and cold water and we
go in all over. One oil lamp for the
living room used to be enough for
the ordinary family to gather around
to read by or write, or sew; now one
gas or electric light in every room
and no lamps to fill and no wicks
to trim. In the old day if we had a
message for a neighbor we went, sent
or waited; now we telephone. The
telephone bill of Grand Rapids alone
is more than $500,000 annually, or
about $ a year for every man, wom-
an and child of us, and everybody
either directly or indirectly helps to
pay. The church social or the neigh-
borhood party and an occasional lec-
ture used to be our amusement, now
we go to the theater, the vaudette or
the vaudeville, noit once in a season
But every week and sometimes often-
er. In the old days when a picnic
was given the young people piled
into hay racks and the older folks
went in carriages or wagons with
lunch baskets, and the day was spent
in having a great time but without
the fun costing a cent. Now we go
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by street cars, not once in a sum-
mer but often, and the day is not
complete unless we see all the side-
shows and absorb lots of ice cream

and soda water and come home
broke.
It certainly does cost more to

live, but really would it cost so very
much more if only we were willing
to live as our fathers and their fa-
thers lived, wiith the garden patch in
the backyard, the cow, the chickens,
the wood fire, the wash tub for bath-
ing, the pump, the oil lamp and all
the other crudities we once got
along with? It cos.ts more to live,
but really is it the necessaries or the
accessories that make the bill higher?

One Hundred More Buyers Than
Ever Before.

The opening of the fall furniture
season is now over except for tne
tag ends. As a whole the season has
been very satisfactory. The buying
has not been as heavy as in some
other seasons, but the initial orders
are sufficient to insure several busy
months for the factories, and the
prospects are excellent for a good
volume of mail orders. The season
has been notable for the large attend-
ance. The buyers on the market ex-
ceeded 1,200 in number, compared
with a previous best record of 1,120.
Among the buyers were many for
whom the visit this season was the
first. All sections of the country
contributed to the first comers, but
the South, Southwest and Middle
West were especially strong in this
class. These new buyers for the
most part were~from the smaller
towns. The small town trade as a
rule does not call very extensively
for high grade furniture, but the lo-
cal manufacturers were nevertheless
glad to see the strangers. Coming to
market has an educational value for
the dealer. To -ee the finest goods
awakens interest and gives birth to
new ideas and ambitions. The first
visit may not result in fattening the
order books to any great extent, but
it is nevertheless a start and regular
trade may follow.

The secret compartment or drawer
in case goods has been revived. A
score or more years ago the secret
drawer was quite common and some
of them were very ingenious, but
after a few seasons the idea was
dropped. This year they are again
in evidence and are shown in bu-
reaus, dressing stands, wardrobes and
sideboards. In one bureau, with desk
drawers, the secret drawer is back
or the visible drawer and is reached
bi removing the latter. In several the
secret drawer is covered by what
seems a molding put on for orna-
ment. Tif one ingenious arrangement
the secret drawer on the side is re-
leased by pulling the front drawer
dear out. For practical purposes as
safeguards against burglars or dis-
honest servants these secret drawers
are not of great value, but most
women dearly love a hiding place
and a mystery and the various de-
vices give salesmen an additional
talking point that often helps sell
the goods.

Origin of the Word Varnish.

The prosaic and common-place var-
nish of to-day and all other days got
its name in a pretty and romantic
manner. Berenice, wife of one of the
Ptolemys of Egypt, a granddaughter
of a half-brother of Alexander the
Great and an ancestor of the lovely
Cleopatra, was blessed with a crown-
ing glory of red-gold hair.

The Greek sailors, in their voyages
to distant African points, occasion-
ally found the rare and valuable
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resin now known as amber, and call-
ed it Berenice, in honor of the
beautiful Egyptian queen’s tresses.
Berenice is equivalent to the Greek
Pheronice. Ph sometimes has the
sound of v, and the name was pro-
nounced Veronice. The Romans, re-
ferring to the amber, made it vernice,
and their descendants further chang-
ed it to vernis—hence Vernis-Martin.
The Anglo-Saxon form became var-
nish, and there you are.—.Music
Trades Review.

A BATON OR BASS DRUM

Merchants Who Lead and Merchants Who Follow

Successes and Failures.

It is not an inherent right of some
men to succeed while others fail.
Often we hear it said, “He was a
born leader.” There’s no truth in it.
Of course, some are born with larger
capacities, with greater possibilities,
but very few ever develop more than
one-tenth of the brain cells that might
be used. Think of it—what might a
man’s mind become if he undertook
to put all of his vitality into the
struggle. Most of our energy is mere-
ly latent, idle, never used.

The difference between a man who
leads the band and the man who
plays the bass drum is not in the nat-
ural talent. One took advantage of
his spare moments learning the busi-
ness, developing good judgment and
a good sense of sound. Along with
the development came the power that
differentiates the successful man from
the failures. He learned men and be-
came a leader of them, able to hold
them, able to sway them and bring
them within his touch. This may
seem like a great fuss to make over
a brass band, but this man’s relation
to the band may be used to illustrate
the relation of a merchant to his
business.

The merchant who succeeds is not
the man whose mind becomes filled
with the idle chaff that blows from

an old bench out in front of the gro-
cery. He is rather the fellow who is
behind the counter learning the busi-
ness. developing himself, studying
his failures. When he loses a sale,
he finds out why, and corrects his
mistake when the next customer
Comes in. He becomes a force with

his customers because he strives to 0

bring forward those qualities from
within that make a salesman. He
sells the right kind of goods, but he
doesn't merely wrap them up and
hand them out like a machine; he
SELLS them.

You have been reading in many of
the recent Trade Papers articles on
“Forcing the Dealers.” It has been
brought to your mind that many man-
ufacturers In this country are adver-
tising extensively to the consumer,
creating a demand for their goods
and thus compelling you to handle
their products at their prices. Of
course, it is all right for a manufac-
turer to do this advertising, but he
must reckon with the merchant and
pay him a living profit. It is a good

thing for a manufacturer to conduct o

an educational campaign, if you call
it such, but he must be honest with
himself firstly, with the public sec-

A Salesman or a Machine?

ondly. and with the dealer thirdly. He
is not honest with them all if every
one doesn’'t get what is coming to
him.

But the shoe doesn’t pinch so hard
on the merchant who has learned to
value salesmanship. The merchant
who suffers, is the man who would
fail in any great emergency. You
know if hard times or financial de-
pression dropped upon the land and
ten thousand merchants failed, most
of them would be the ones who were
nearest the brink. Those who with-
stood would certainly be they who
had their business on the best basis,
who made a legitimate profit, who
CONTROLLED THEIR TRADE
Now then, if one-half the merchants
:n your town were compelled to close
their doors, would you be left doing

business? If not, why not?
If you are in business for profit
primarily and pleasure secondarily

why not HANLDE THE GOODS
THAT PAY A PROFIT and thus
realize both aims—profit and pleas-
ure? If you are in the game, play
your cards—don’t be indifferent. Live
and breathe some life into your busi-
ness. Sell the things you want to
sell, and not always the products that
your customers call for. Don’'t con-

duct your business on the plan of a
cigar vending machine where a nickel
drops in and the cigar drops out

Are you a machine? Then don’t
do the business that a machine is in-
tended to do. Be a salesman, learn
your goods and talk them. Five years
twenty years in business, and your
influence with your customers isn't
reater than the manufacturer's ad-
vertising? Fie, man! you don't know
what you can do; you naver used
your power. One-half of your cus-
tomers are buying a certain brand of
goods just because they are buying
them and have bought them before
no other reason under the sun. Don’t
give the man whose name now ap-
pears on your packages all the profit
and all the advantage. Get a brand
of your own that will gay you a profit
and advertise your business. Talk
Your Own Brand, let your customers
take a package on trial with the un-
derstanding that if not satisfactory,
the trial costs nothing.

_ Be a force, a seller, a salesman, an
influence with your trade, a power
behind the counter—but for the sake
ofH\I/oNuEr pride, DON'T BE A MA-

Wabash Baking Powder Co.,
Wabash, Indiana.
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SELLING GOODS.

The Right Way and Wrong Way To
Do It.

Dear Jim—Remember Bill Hicks
who bought the manufacturing and
sales rights of a patent churn and
started to make his fortune? Bill was
a good mechanic and soon made up
his stock, but when he came to sell—
that was a different story. Made a
trip out in the country and didn't
get rid of a single churn. Took me
over and showed me the stock of
shiny new churns that would not
move and then, out of the bitter
depths of his experience, Bill blurt-
ed out: “Say, it's easy enough to
make a thing, isn’'t it? It's only when
you come to sell it that there seems
to be a conspiracy against you.”

And when Bill thought of the toil-
some days he had spent over his
plans and bench, and of the care he
had taken that each churn should
be just right, he unloosed another
observation. | didn't exactly agree
with him then, but since | have
found it contains more than a mor-
sel of truth. It is this: “No matter
how good it is, if it won't sell, it is
no good.”

For a business man who can't sell,

and sell to advantage, is about likeP f, ,°/ T*P*™ g

a one-legged man in a foot race. No

matter how good the one leg is there T

isn’'t much chance of winning a race
because of the lack of the other leg.

In the plumbing and steam heating
trades the sales end of business is
often scamped because the selling ap-
parently takes so little time. You

can handle, say, twenty-five or fifty i

big jobs in a year. Compared with
the time that it takes to do them,

the time it takes to get the work T

seems small indeed. But that doesn't

lessen the importance of busines get-
ting by any mean. Because it takes

only half a day to plant a field of
corn is no sign that planting is not

IPHBBFEQH& LhE that it does met 19a,},ld'ay bv day, not only form certain

to use good seed.

Then it takes longer, you do more
and more indirect influences come in-
to play in business-getting than is
commonly considered. You get busi-
ness because your customer favora-
bly knows and likes you or your
work, or both. Getting this knowl-
edge to him constitutes advertising.

Advertising Not All of Selling.

Now, one mistake that | made, |
want you to keep from making,
which is this, the mistake of think-
ing that advertising is all there is to
selling. How | came to get that no-
tion was through seeing the posters
which the big advertisers used to
have up around town. Right opposite
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Every means for making new ac- Columbia Batteries, Spark Plugs

the shop was a big eight by twenty-
four foot bill board. The bills were
changed each week, and | got to
thinking because it was always suc-
cessful firms that put up those bills
that that was all that was responsi-
ble for their success. But | have
found out that advertising (isonly one
manifestation of the selling game—
that there are a thousand ways of ad-
vertising for business,
You Are the Best Advertise-
ment.

First of all, I like the idea that
the man himself is the best adver-
tisement of the business. Why, you
can't walk down the stret but you
advertise yourself and your work fav-
orably or unfavorably. Take Jake
Jeffers, who had a carpenter shop
next to mine for eight or ten years.
vake cou,dn’'t S° two blocks for a
?0dnd. of ten penny nails and get

,.mS,de of two hours- ° ften be
IWQUd spod the entire forenoon; drop
two, or three places to buy some
tk,ng *or b’s stomach’s sake (not ab
solutely needful either), visit around
and coming. Then Jake would

kick because the big jobs used to

pass hlm bJ—some other carpenter
would always get the big contracts

wMc Jake ™ uld ** a patch
others

j n° ,°° at'" Foks had fig-
feut thf, a mam ~ couldn,t

bu? worth of ten penny

na,ls and get back to the shop in ten
wouldn 4 be any great shakes

fV .bg co"tract where every move

cotm e . .
1 §° your advertising, like a great

Earny g_t.her things, begins Wi’th your-
"yt " *he p,ace *°

' a fav-
*he b“si'
strik' s

N\ r "o for

Here s the way"las "

Assoc,ate W.th Men Who Can
You*

hf m?n ,ha* yo” *

[definite ideas about you, but they
publish those ideas—give them pub-
licity. So your business reputation
depends to a great extent on the ac-
curacy with which your associates
observe, and the favorable publicity
that they give those observations.
This means that in order to get busi-
ness you have to associate with the
men who give business. For the
“big” men—the leaders in the town__
are the ones who are the centers of
the circles of influence, and these
men not only form better ideas of
you, but they give those ideas wide
circulation; and by a happy coinci-
dence they are the men who are hav-
ing and are going to continue to have
work done that you can do.

quaintances and cementing more
firmly the old is open to you. Clubs,
associations, lodges — these have
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Gas Engine Accessories and
Electrical Toys

many men in their ranks that you C. J. LITSCHER ELECTRIC CO

ought to know from the standpoint
of life as well as the sandpoint of
business. You ought to give men
the chance to do you a favor be-
cause your type of man always gives
equal favors in return. Hoarded fav-
ors, like hoarded dollars, do no good!
Favors must be put in circulation to
get any good from them.

I never think along this line but

Grand Rapids, Mich.

trade winners

Pop Com Poppers,
Peanut Roasters and
Combination Machines.

Many Style*.

Satisfaction OQaaranteed.
Send for Catalog;.

KINGERY MG QQ, 106-108 E Rearl St,Grairnreti.Q

1t reminds me of what Jap Perry sail WALTER SHANKLAND & CO.

about business-getting. Jap was a
great hand to figure on small ways
of getting business—wps great on
small jobs. Never happy unless he
was tinkering aw'ay time on some-
thing—no time to go to church or
clubs or lodges—always puttering
around the shop on something about
the size of a pin point—and about as
important. He knew his own fail-
ing—often laughed at his micro-
scopic proclivity, as he called it—and
would say: “’Pears that the trouble
with me is that a penny within easy
reach looks bigger than a twenty dol-
lar gold piece a few feet away.”

Now that same spirit keeps many
a man from becoming a business-get-
ter. 1 know that you are not handi-
capped that way, for any man who
takes his trade paper, reads the best
technical books to be had and is Past
Director of the best lodge in town and
an active member of two or three
trade societies, is bidding for big
business in the future—is exercising
the broad principle of business-get-
ting in other words. And | want to
put myself right on record in black
and white that those methods are the
methods that get big results.

Now | have watched this business-
getting game pretty close since be-

FOSTER, STEVENS & CO.
Exclusive Agents for M chigan

85 CAMPAILST., ORANO RAPIDS, MICH.
Mich. State Sales Agents for

The American Gas Mach. Co.
Albert Lea, Minn.

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and
Everything of Metal

Mica Axle Grease

Reduces friction to a minimum.
It saves wear and tear of wagon
and harness. It saves horse en-
ergy. It increases horse power.
Putupin i and 3 Ib. tin boxes,
10, 15 and 25 Ib. buckets and
kegs, half barrels and barrels.

hand Separator Oil

Is free from gum and is anti-
rust and anti-corrosive. Put up
in i and 5 gallon cans.

STANDARD OIL CO.
Grand Rapids, Mich.

IpISIWEE® .-

Grand Rapids, Mich.

CLARK-WEAVER CO.

The Only

Wholesale Hardware House
In Western Michigan

32 to 46 S. lonia St.

Write for Catalog. A-4
. ATV
Exclusive
4
A
4

Grand Rapids, Mich.
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fore | enlarged the shop, and | have
come to the conclusion that there is
a certain relationship beween the
business you get and the price you
pay to get it. So long as you don't
pay too much to get it, spend every
dollar ungrudgingly. But grudge the
\ dollar that is thrown away—that
marks the point at which you are
paying too much for business.

A Good Plan To Leave Publicity

Advertising Alone.

It is not the amount you spend— it
is how you spend it and what you
make it do for you. First of all you
have two broad methods of business

; getting, the »indirect or publicity meth-
| od and the direct or *“ask-for-it’
method, as your cousin, who works
»in an advertising agency here, calls it

There have been more commercial
crimes committed in the name of
publicity advertising than there are

S J I germs in the Chicago River. When a

| man tries to get you to do publicity
* ‘ advertising—to plaster your name
and the fact that “Good Plumbing Is
Done at Burton's”—across the inof-
fensive landscape somewhere — ask
him one question—just one. Ask
him, “Can | tell surely what busi-
ness | get from that advertise-
ment?” Say to him that when you
hire advertising you want to know
what work it does just as much as
your men that you hire. Advertising
that you can not check, that won't
I-stand keying —may get business; but
if you can’'t trace the business you
1get from it you lose the chance of
training yourself as to what pays and
what does not.

Now, Jim, | know this does not
agree with a lot of good men in our
busiiness, and if you introduce the

1 sentiment into a talk before the aver-
age convention you’ll have a lot of
good talkers get after you— (it is to
their interest to). But you can al-
ways answer the most specious argu-
ment in favor of publicity mehods by
the questions, “Why do you object
to time-clock and work record meth-
ods on an advertisement any more
than on an employe? If an employe
can not make good by the severest
result tests, he has to go, doesn't
he? Then why advocate methods in
advertising that won't admit of a
test? Would you employ a man who
objected to having his record kept—
ot who had to work so you could not
keep track of him?

m 1

- <1
*

*4p

The most hardened publicity ad-!

vocate simply can not get away from
these questions. The better the prod-
uct the more stringent thé test it
asks.

Now, having laid the ghost of prof-
its from “publicity” (except, of course,
the favorable publicity you as a man
and your business as abusiness com-
mands) let us see what sure meth-
od of business-getting we have left.

Somehow | believe that there is no
other man in the world can get busi-
ness for you like yourself. So get
your list of probable builders, buyers
and those who will want repairs and
4 call on them and get the matter of
future business before them in the
right way—which is this:

Observe the rule of talking from
the other man’s point of view.

Talk their business—their

mi ¥

*%

-1#* interest
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—their comfort, when you go busi-
ness-getting. There was Dick Grif-
fin, for instance. In Dick’s office
was a radiator about three feet from
his back—heated him up so that he
was as tender as a hot house plant
Dropped in on Dick one day and
said, “Dick, you’ll get a lot more
comfort out of your office if you
swing that radiator 'round and put it
back two feet more.” Dick was sort
of luke warm on the proposition, but
| kept talking about his comfort and
how he ought to use himself the best
he could—for his firm couldn’t get
along without him—which was so
until he finally had it done. It was
not a particularly paying job—only
nine forty all told—but three years
after when Dick put up his new
house the firm of John Burton was
the one to get the contract. All be-
cause | talked Dick’'s comfort to him
—pictured the benefits he would get
until the cost was forgotten.

Why, I'd hate to say how much
business depends on this one solitary
principle—this idea of talking the
prospective customer’s need first—of
putting it ahead of everything else.

So, in soliciting business, always
keep in mind “the other fellow’s’
need.

When you set out to learn more
about advertising ,you have your
choice of two methods: The first one
is imitative, the second constructive
As you run through your advertising
matter study the good advertising—
the kind that stands out from the
rest—then try those methods. You'll
make mistakes—but you’ll learn—
learn a lot more than the best ad
smith in the world could tell you. In
a year or two you ought to get so
you can put together a pretty good
advertisement.

The other way is better. You
think up the points of appeal which
your business has and ’'round those
talking points you build an advertise-

ment—thinking meanwhile of what
influences your reader the most,
rbis is mostly liable to be “com-

fort,” “style,” the *“good opinion of
others,” or some other quality which
will act as a lever with your pros-
pective customer.

And the literary polish? Why, get
that smart young fellow on the pa-
per to tighten up the loose joints in
grammar, if any there be.

John Burton.

Misdirected Energy.

Misdirected energy is the thief of
time, as well as procrastination. We
are all busy doing something every
moment we are awake. Energy is
always working. The question to de-
cide is, whether or not it is working
as it should, doing that which is best
for us.

It is a sure sign of growth when
the “still small voice” becomes a
loud talker. Encourage the voice of
conscience by acting on its good
suggestions. J. C. Rahming.

Optimism and pessimism are large-
ly matters of personal prosperity or
poverty.

No man ever got any important
place by teaching other people their
places.

Advantage of Six Wheels on Car.

Many American railway cars are
carried on trucks which have three
pairs of wheels. This construction
almost entirely prevents the joltingj
in passing over the ends of rails
which is so annoying when the old

style of truck with four wheels is
employed. jWhen the front wheel of |
a four wheeled truck has passed the
last of the cross ties which support |
the rail on which the wheel is rolling)
the end of the rail is bent downward
by the pressure exerted by the wheel,
which is equal to about one-eighth of
the weight of the car. Hence the
wheel strikes violently againsit the
lend of the next rail, which is not
correspondingly depressed.

The front wheel of the six wheeled
truck reaches the junction of the two)
rails before the middle wheel hasl
passed the last cross tie, so that the
middle and rear wheels rest on the
rigid part of the rail. In these condi-1
tions there is no tendency for thei
flexible portion to bend. The rail re-
mains straight and in line with the
next rail, and no jolt is produced. In
order to accomplish this result the
distance between the two cross ties
nearest the junction must be less than
the distance between two consecutive
axles of the truck.

We have recentlﬁ/ purchased a large amount
of machinery for the improvement and better-
ment of qur Elec_tr0t¥lpe Department and are
in a position to give the purchaser of electro-
types the advantage of any of the so-called
new processes now benjg?1 advertised. Our
prices are consistent with the service_ren-
dered. Any of our customers can prove it.

Grand Rapids Electrotype Co.
H. L. Adzlt, Manager Grand Rapids, Micli.

Established in 1873

Best Equipped
Firm In the State

Steam and Water Heating
Iron Pipe
Fittings and Brass Qoods
Electrical and Gas Fixtures
Galvanized Iron Work

The Weatherly co.
18 Pearl St. Orand Rapids, Mich.

New
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ISUNBEAM

trade-mark

The Mark of
Quality on
Harness and
Collars

Just so sure as a man is
judged by the company he
keeps, so you will be judged
by the goods you hand to
your customers.

T You can’t get away from
the truth— the man who fur-
nishes quality gets more for
his goods— they go to more
desirable trade— give lasting
satisfaction, create confi-
dence and friendship, and
result in largely increased
repeat orders.

T, It’s simply logic, that’s all.

If “SUNBEAM” Harness and
Collars preach their own lesson
in the way of comfort to your
horse—longer and better service—
and avoidance of repairs.

* They give your store an in-
dividuality no other goods of the
same kind could give, and the
trade received in consequence is
ofastead?/, imf)roving kind. Your
profits will be larger every day.

* Why not learn more about
“SUNBEAM” goods RIGHT
NOW? Our catalog No. 7 will
tell you—drop us a postal for it
TODAY.

BROWN & SEHLER CO.

GRAND RAPIDS, MICH.

Invention Just Out

Something to Make Every Pound of Your Waste Paper Bring You
Good Dollars

The
Handy

Press

For bailing all
kinds of waste
Waste Paper

Hides and
Leather

Rags, Rubber
Metals

Increases the profit of the merchant from the day It is introduced.
Send for illustrated catalogue.

Grand Rapids.

Handy Press Co.

251-263 So. lonia St.

Price. $40 f. 0. b.

Grand Rapids, Mich.
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INDUSTRIAL DEVELOPMENT.

It Is the True Basis of a City’s
Growth.

According to the official returns
the city’s population is 112571, an
increase of 25006, or 28.6 per cent, in
ten years. This looks good, and in
that it puts Grand Rapids well over
the 100,000 mark it is good, but in
reality it is not a showing to brag
about—at least not much. Com-
pounding annually the increase is
only about 2~ per cent, a year, and
this is hardly equal to what the nat-
ural increase should be. There is
satisfaction in the thought, however,
that if the increase has been slow
it has been steady and staple. There
has been nothing of the boom nature
about it. It has not been feverish
nor ephemeral. It is here to stay, and
the city will be doing well if at can
maintain the pace.

One way to increase the popula-
tion, a way that has been practiced
by Detroit, Chicago, Pittsburg, New
York and nearly every other Amer-
ican municipality, is to expand the
boundaries to take in the adjacent
suburbs. Grand Rapids has not fol-
lowed this method, at least not since
the last census. An additional 10,000
population could easily be acquired
by annexation. The Burton Heights
district would add 5000, East Grand
Rapids could be depended on for
1000 more. Taking in the Soldiers’
Home would make a difference of
about 2000. Taking in other districts
that are just over the border would
swell the total to 10000. But what
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would be the advantage to the city?
This might give us a braver total in
the matter of population. It would
add to municipal responsibilities. But
would it bring any tangible benefits?
There would be streets and sewers
to build, and the water, fire, police,
lighting and school services to ex-
tend, and all these things cost mon-
ey. The suburbanites do their trad-
ing in the city, come to the city for
their employment and their enter-
tainment. They do not pay city tax-
es, but they spend their money in
the city and do their share toward
supporting the city and making at
prosperous without adding anything
to the cost of municipal government.
The development of lusty suburbs
should be encouraged as wise public
policy, and no effort should be made
to bring them in unless they them-
selves want to be annexed. There are
things more desirable for a city than
mere figures either of territory or
population.

1 he true basis of rapid growth is
industrial development, and it must
be confessed that Grand Rapids has
not done much in this direction in
the last ten years. The old industries
are larger and employ more men
than ten years ago, but the number
of new industries has been limited.
The Board of Trade has tried hard
to bring in new industries and to help
small industries grow, but the tangi-
ble results have not been many nor
large. This city is fond of consider-
ing itself enterprising, but as a mat-
ter of fact it is slow. Men with mon-
ey will invest freely in gas proper-

ties, timber deals,
tions and other ventures, but when it
comes to putting money into home
enterprises, that will help build up
the city, they are not on the spot.
They are not altogether to be blam-
ed for this, however. These outside
ventures appeal to him as invest-
ments with a fair certainty as to sat-
isfactory returns, or as likely specu-
lations, and in most instances they
figure they can get their money
back, if desired, without much delay.
Investing in a new industry is a spec-
ulation, and if the capitalist knows
nothing of the business nor of the
men back of it, can he be blamed for

showing reluctance in putting up the
coin?

The trouble with most of the new
industries is that the promoters want
to make too big a start. Capital loves
the man who can make good and is
always on the lookout for him. If
the promoters of new enterprises
would be content to start small and
before asking for aid demonstrate
that they had a good thing and had
the capacity to develop it, they would
find their way to greatness made
smooth. Most of the city's big enter-
prises started on a small scale. The
Grand Rapids Show Case Co., the
Wolverine Brass, the Sligh, Berkey
& Gay, the Widdicomb, the Keeler
Brass, the Macey, the American Box,
the O. & W. Thum and a long list
of others, big institutions now, had
back room or basement beginnings
and grew because the men back of
them had the ability that attracts the
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mining proposi- lattention and insures the encourage-

ment of capital.

Very few outside of banking circles
know the extent of the aid that banks
give to new industries, and old in-
dustries, too, for that matter. A man
or a company may have enough cap-
ital to put in a plant and make a
start, but not quite enough to keep
things going until the returns come
in. The banks furnish the additional
capital needed. They do not hand
over the money on request. They
call for statements of assets and lia-
bilities, of earnings and expenses, of
probable profits and possible losses,
and ask many personal questions re-
garding the past and present life of
the prospective borrower. If the ap-
plicant stands the scrutiny he gets a
line of credit, and the bank in a
measure becomes a partner in his en-
terprise. The banks try to be rea-
sonably secure, but often they take
long chances and sometimes they get
stung. But nevertheless the banks
are great encouragers of enterprise.
Without them to' furnish the capital
when more is needed there is scarce-
ly an industrial institution in the city
but would have to curtail its opera-
tions. Verjr often the banks do more
than furnish capital. They give wise
counsel when it seems to be needed,
offer suggestions, inspire ambitions
and some times check over confi-
dence. They are industrial agents and
promoters in the best sense and
would receive much more credit if
what they are constantly doing were
better understood.

Highest Grade Canned (Goods

PACKED BY

W. R. Roach & Co., Hart, Mich.

We operate three model plants, including the largest and best-equipped pea packing plant in the world.
Peas packed fresh from the field by automatic continuous machinery, under perfect sanitary
conditions. All water used is from artesian wells. Skilled helpers, expert processers

all under personal observation of experienced packers—give to the

HART BRANDS OF FRUITS AND VEGETABLES

Distinctive character and make them TRADE WINNERS AND TRADE HOLDERS

Send for Catalogue.

AAsk Your Jobber for Hart Brands.

W. R. ROACH & CO., Hart, Mich.

Factories at HART, KENT and LEXINGTON—AIlI Model Plants.
Judson Grocer Co., Distributors, Grand Rapids, Mich.
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Figuring Cost a Science Few Mer-
chants Possess.
Wrritten for the Tradesman.

While most merchants believe they
know how to do it, yet when the
profits are searched for at the end
oi the year they know there is a
leakage somewhere.

It is safe to say that in a large
majority of business failures among
retail merchants, where the causes are
not readily apparent, a careful analy-
sis will show the trouble to have
been inability on the part of the mer-
chant to figure cost.

A merchant was asked some time
ago what cost was. The answer
came straight as a shot: “Cost? Why
; yes, cost is what things cost—sure;
| that's easy. Give us another.”

Isn't it just dead easy, though?
1 And .isn't it just because it is so easy
fand looks so simple that the sheriff
keeps gathering in so many mer-
' chants?

Occasionally a merchant—and such
a one is at the threshold of business
wisdom—owns to the corn. A cus-
tomer wrote the other day: “l have
-looked over arecent article—table re-
| lating to net profits. While | claim
pl can sell goods, | acknowledge my
eweakness in relation to figuring net
| profits, yet | know | am making
some money. The thing which per-
plexes me is the different percentages
>of profit on different goods.”

Our customer knows he can not
fadd transportation to the purchase
i price and get cost.

It is well to say right here that
a general merchandise account will
inever enable a man to figure his
jcost correctly. An analysis of sales—
~weekly or monthly—will take a mer-
Ichant into each division or class of
lhis stock, so that he can get his busi-
ness with a microscope and find out
»just what—or about just what—it is
costing him to sell each article.

This merchant is not the only one
|who is getting his humps figuring
|profits. The woods are full of them,
pnd they fall down figuring cost.

But cast even the shadow of sus-
picion on »the average merchant’s
;abilty to figure cost and he will look
pained.

Come out and plainly tell him he
does not know how much his goods
are costing him and he wall be mad
enough to fight.

A man’s “paper profits” look good.
When he counts his money the prof-
its are not there. There is a leak
somewhere between merchandise ac-
count and the bank.

His system seems all right. He will
tell you he has sold as many goods
as he thought he was going to—no
itrouble there. He will tell you he
~bought carefully—there is no reason
to doubt it. He will say that he add-
ed the proper percentages for profit
and the expenses were carefully
watched, but “somehow,” etc. Just
So.

Somehow a lot of profit got away,
pike the big fish we did not bring
[home.

His system looks good, except that
lit doesn’'t work. It doesn’'t give him
ja profitable business.

Profitable merchandising is more
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than good system—it is right sys-
tem.

One of the masters of system said
the other day: “When a man has a
profitable business, he has a good
system; conversely, where business is
unprofitable the system is bad. Good
sense is good system.”

I submit that the ordinary way of
finding out cost, figuring rent, sala-
ries, labor, transportation anl cartage,
interest and discount—and adding
this to the purchase price—is not
good system; hence not good sense.
Tt does not go far enough and it is
likely to be unprofitable business.

This puts all merchandise on a
deal level as to price and kind and
quality.

Certainly, and just here is the
rub—the merchant can not price each
of these items at the percentage ad-
vance which he has set for his busi-
ness, as a whole, to yield above the
purchase price. If that is done he
will be selling ithe heavier article at
too close a margin, perhaps even at
a loss, of which he is ignorant, while
he will be charging an excessive
profit on the other in order to even
up.

This is not good business. In or-
der to strike an even percentage bal-
ance the selling price of the bulky
article must be alvanced above and
the other dropped below the aver-
age.

I am speaking now not of what
a man will do as the pricing of lead-
ers wherein he expects to sell very
ciosely or even at a loss for some
special store event; but of ordinary
day-by-day merchandising.

To put it another way: No auto-
matic horizontal raise above pur-
chase price straight through the mer-
chandise is going to do the busi-
ness—not if cost and profit are to be
correctly figured and the place of
leakage found between merchandise
account and bank account.

The thing has got to be done by
the sliding scale method.

The conclusion of the whole mat-
ter is this: that the merchant’s selling
price, to be intelligent, must be fig-
red in the full light of every ex-
pense faat obtainable—how often the
stock turns, risks, damages, weight,
alue bulk—besides the ordinary fix-
ed charges the merchant will make
for storekeeping.

It may be set down as being in
the nature of a cinch that whatever
cost is, it is not just simple purchase
price plus general expense charges.

Pricemaking is a fine art. It is the
finest art the merchant has to deal
with. W. H. Myers.

Extinction of Red Ink Ruling.

A business carrying a large number
of small accounts which are fre-
guently settled and reopened may
find the following suggestion very
valuable as a labor saver:

Have two rubber stamps made the
width of their ledger ruling; one with
a single horizontal line and the other
with one singfle and one double line,
the single and double linesi being
made the same distance apart as the
cross-ruling of the ledger. Provide
a red ink pad and use the rubber
stamps instead of pen and ruler.

Failure of the OId Lowell National
Bank.

In the year 1878 the Lowell Na-
tional Bank was reported to be in
trouble. Some one of its officials had
misusd the funds. Stockholders and
depositors were excited and the best
efforts of the best men in the village
were required to prevent a run. One
of the stockholders, General A. A.
Stevens, was interested in the old
Grand Rapids Democrat in that year
and, upon hearing of the trouble un-
der which the bank was struggling,
called in the managing and city ed-
itors and cautioned them not to pub-
lish in the Democrat a word in re-
gard to the bank. The city editor
had a friend, A. B. Tozer, at the
head of the city department of the
limes, and as no good newspaper
writer likes to have a live item of
public interest suppressed, a hint
was pssed to Tozer. On the follow-
ing day Tozer took a train for Low-
ell.  Arriving in the village he di-
rected his footsteps to a barber shop.
As a source of news it is safe to
wager that a barber shop will furnish
more news in a day than a Dorcas
society in a month. While the bar-
ber clipped the Tozerian locks he re-
sponded to the editor’'s requests for
information regarding the defalca-
tion, and before the editor had paid
the barber his fee and left the shop
he was in possession of a live story.
Tozer called upon the bank officials
and told them of his purpose in vis-
iting Lowell and what he had learn-
ed, when they reluctantly gave the
facts of the defalcation and of the
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plans adopted for restoring the im-
paired capital of the bank. They urg-
ed him to handle the topic as much
in the interest of the bank as would
be possible, and this Tozer promised
to do.

After his return to Grand Rapids
Tozer called upon his friend of the
Democrat and gave him the material
for a special dispatch to a leading
newspaper published in Chicago, the
news appearing in that sheet simul-
taneously with Tozer’s report in the
Times. General Stevens order was
respected, but the news was not sup-
pressed. Arthur S. White.

Counterfeit tickets to Heaven are
good to almost every point on the
other route.

Ginger Ale

Your customers just
can't help being
Bleased with this

rand of goods. It
has a deli?htful flavor
and sparkle rarely at-
tained by ginger ale
makers of this coun-
try. Comes to you in

[(Huger Ale ™ cgses of 212 “dozen
bottles. Let us hear
from you.

Wayno Mf'g Co.
Fort Wayne, Ind.

Earnest

lay your business

propositions before the retail mer-

chants of Michigan,

Ohio and Indiana?

If you really are, here is your oppor-

tunity. The

devotes all its time and efforts to cater-
ing to the wants of that class. It
doesn't go everywhere, because there
are not merchants at every crossroads.
It has a bona fide paid circulation— has
just what it claims, and claims just

what it has.

medium for the general

It is a good advertising

advertiser.

Sample and rates on request.

Grand Rapids, Michigan



Available Traveling Men Hard To
Find.
Wrritten for the Tradesman.

In the lobby of the Gibson House
the other day | overheard this little
confab between two manufacturers.

“Say, Bill,” said one of the men,
“do you know where | can get a good
traveling man? And you know the
sort of a man | want.”

“No, Tom; I'll be switched if I do.
It 1 did I'd nab him myself.”

“l tell you right now,” said the
man answering to the name Tom,
“they are darn hard to find. The

woods are full of professional job-
hunters; but the sort that can actual-
ly get out and dig up the business are
all engaged. Now I'm too old to be
on the road. | don't like it. My
wife hates to have me making these
long runs. But what can | do? We
have some big customers in Chicago
and New York and Boston; and some
other big towns East and West. We
have four good men out all the time
making the smaller towns; but | feel
that under existing circumstances |
just must see these customers in the
big place. If I could just find a good
man to put on the road to-morrow |
would be the happiest man in town.”

“Sorry | can not help you,” replied
the man addressed as Bill, “but 1 do
not know where to look.”

And yet in spite of the evident se-
riousness of the situation brought out
by this little conversation—the actual
dearth of good traveling men who
are available—there are would-be
business-getters all over the country
who are deploring and bewailing
their lack of opportunities. “If | only
had a pull,” they say, “l could go
out and get business.” And the im-
plication is that the fellow who is
now on the road making good got
onto the road in the first place be-
cause of some favoritism. And the
jobless chap, or the fellow who is
occupying some subordinate place, is
lending a listening ear to the silly
conceit that he is, of all men, the
most unlucky. Fate is dead against
him. He hasn’'t had a chance.

Don’t you believe it, my dear boy;
chances by the score—great big, lus-
cious, lucrative, tempting chances—
are going begging every day. The
woods are absolutely running over
with opportunities.

“Nepotism cuts no figure with me,”
said a big Cincinnati manufacturer;
“l give the job to the fellow who
looks good—and | don't give a rap
who his father was, or what college
he graduated from, or whether he
ever saw inside the walls of a col-
lege. The fellow that can get re-
sults is the chap I'm in the market
for. 1 can use three or four of 'em
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right now; and I'll file away the ap-
plications of the rest of them and try
them out in the order of their priori-
ty. It's men we want; not recom-
mendations and meaningless puffs
based upon and inspired by friend-
ship. Most anybody can get a recom-
mendation, but it takes a live boy to
justify big expense money and earn
his salary to boot.”

What is the hardest problem you
face in the operating of your repay-
ment? | asked of a young man at the
head of a carbon paper and typewrit-
er-ribbon department.

“My hardest problem,” replied the
department manager, “is to find
strong, clean, clear-cut, hustling fel-
lows to put into the field after the
business.”

What importance do you attach to
a recommendation? | asked. “None
whatever,” he replied; “that is if the
recommendation is carried about by
the fellow who is out of work and
who seeks on the strength of his ap-
plication to get favorable considera-
tion. The first thing | ask is: ‘Where
are you employed at present? If he
admits that he is doing nothing—as
they not unfrequently do—that set-
tles the matter with me. The fellow
who confesses that he is out of a job
queers himself so far as I am con-
cerned. | figure it this way: Time is
too valuable to squander doing noth-
ing. A real live fellow is not satis-
fied idling away his time. If there’s
ginger in him he’s got to work at
something. Pending the big job, he
will take the first thing in sight, even
it isn't to his liking. He won't
loaf, that’s a cinch. Or, again, if he
quit the last job voluntarily why did
he quit before he had something defi-
nite in sight? He showed bad judg-
ment, to put the most charitable
construction possible upon his ac-
tion.”

“It may look hard,” said this young
man, “to turn down the fellow who
seems to be so anxious to get a po-
sition, in favor of some other man
who already has a good job; but man
alive, a business house is no elee-
mosynary institution. We've got to
steel our hearts to the crockoliline
assaults of the job-hunter.”

“About what per cent, of the men
you try out make good?” | asked.
“Well,” replied my friend, “if | get
one good man out of five I think I'm
doing pretty well. And that, too,
after | have picked them as carefully
os | know how. In the first place,”
he continued, “ a young fellow has to
look promising to start with. | want
Iim to be strong physically. A sick,
delicate, puny young fellow can not
swing the business. If he is not feel-
ing about right he can not talk right.

Anl then he has to have a clear skin,
white teeth and good, clean, look-«
you-on-the-level eyes. The nature of
the life inside writes its story on
the features outside. A strong, vig-
orous young fellow ought to have
a clear skin. If he is sallow and bil-
ious; if his teeth are discolored and
his eyes muddy, there’'s pretty apt to
be something wrong somewhere. His
habits are liable to be bad. If he has
bad habits | don't want him and
won't have him at any price. My ex-
perience has been that young men
of that ilk can’t get the business.”

“l have a young fellow at the head
of my New York branch house,”
said a manufacturer friend of mine
recently, “whom | put on under rath-
er singular circumstances. His name
is Collins. Collins was out in our
St. Louis territory working under
Myers, the manager of the St. Louis
district. Myers is a hustler all right
and we like him; but he has one pe-
culiarity—he has a way of nagging
the boys. If the business comes in
a little tardily, as it will do now and
then in spite of your best efforts,
Myers prods the boys and makes it
more or less uncomfortable for them.
The truth is Myers lacks tact in han-
dling men. You can handle some
men that way; but some you can not.
Collins was that sort. The upshot
of it was that Collins stood for that
sort of thing as long as he could—
and handed in his resignation. There

were some pretty sharp words be-
tween Collins and Myers.
“A few days later | got a letter

from Collins. It was a frank, manly,
straight-from-the-shoulder letter. Col-
lins said in substance: ‘Mr. Moore, |
hate to quit the house. You know
I like this line. And you know I've
done some business for the house. |
am not ashamed of my record. But
the fact is | haven't had a fair deal
cut in the St. Louis district. 1 am
not registering any complaint, mind
you; and | have nothing to say
against Mr. Myers; but if 1 could
just get out into another territory
with these goods | believe | would
establish a record that you would be
proud of.’

“Now,” said Mr. Moore, “it makes
a fellow feel good to get a letter like

that. There wasn't an unmanly syl-
lable in it. And d’ you know what |
did? | sat down and wrote Mr. My-

ers, saying that | felt maybe he had
made a mistake about Collins, and
told him that, although 1 felt it to
be a bad policy for a house to take
on a man it had previously let go, |
felt under the circumstances we
ought to give Collins another chance;
and that, if he was willing, I would
have Collins come on, working the
territory as he came, and then travel
for a time out of Cincinnati. Myers
replied that he had no objections;
that he and Collins couldn't hit it
off harmoniously; but as long as he
was working outside the St. Louis
district he had no objections. And
so on the strength of that,” contin-
ud the man who was telling me this
story, “l sent Collins expense money
and told him to do what he could
on his way in. We heard from Col-
lins before he got to Cincinnati. He
sent in some right nice little orders
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from time to time. And when he
reported for further instructions, |
said: ‘Collins, my boy, | like you—
like you so well I'm going to give
you the chance of your life. I want
you to go East. You’'ll work your
way to New York, and when you
get to New York you'll work under
cur man up there. Now I'm not mak-
ing you any rash promises; but I'll
give you this tip—it's a secret be-
tween you and me—that New York
manager of ours is not getting the
business we think we are entitled to
from that territory. Now if you want
to put yourself next—well, never
mind, Collins, you catch my drift.
You just go up there and dig as you
never dug before. That's my advice
ia a nut shell’

“Did Collins dig? Well, some. Col-
lins uncovered more business in
that territory than our New York
manager dreamed of. Collins is now
manager.”

“Speaking about road men,” said
the junior partner of a big house the
ether day, “l recently landed onto

The Breslin

Absolutely Fireproof
Broadway, Corner of 29tb Street

Most convenient hotel to all Subways
and Depots. Rooms $1.50 per day and
upwards with use of baths. Rooms
$2.50per day and upwards with private
bath. Best Restaurant in New York
City with Club Breakfast and the world
famous

“CAFE ELYSEE”

NEW YORK
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a young fellow who is going to make
good. We had him just six months;
am having his sales accounts totaled
right now, and | know beforehand
that the results will justify our keep-
ing him. Young fellow, too; only 23
years old. But, say, he's got some
presence all right. He weighs right
at 230 pounds. When he walks in
you can hear the floors creak, shuts
out a bunch of daylight—as if a
cloud or something were coming up
—and | tell you Mr.-Smith-at-the-
desk looks up to see what it is! It's
a whole lot easier somehow to turn
a little, scrawny hulk of humanity
down than it is a great, hefty fellow
like that. He’'s good otherwise, of
course; but it is a cinch that avoir-
dupois of his helps out.”

The writer was talking recently
with a large manufacturer of office
supplies and equipment and this man
told him how he located a splendid
young fellow for his Kansas City
territory. “It was this way,” said the
manufacturer, “we wanted a man bad
for that territory. We had a man
there who went crooked, got us into
a dickens of a mess and left without
a moments warning. t went out
there toco-operate with our local
manager; asked him if he had any-
body in sight. Nope. So about this
time an idea occurred to me. Says 1
to myself, Now, somebody’s been
selling office supplies and equipment
to the trade here besides ourselves.
I believe I'll go the rounds and ask
our bestcustomers who, in their
judgment, is the real top-notchbusi-
ness-getter in this locality?’ | inter-
viewed twelve of our customers. Do

»you know what happened? Just ex-
Bnactly nine of these people interview-

K1k

-

Pill
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ed recommended the same party—a
young Kansas City man, then em-
ployed by another concern. So |
thought that looked pretty good. |
left word for this young man to call
me up at a certain time and place. He
called me up. We made an appoint-
ment to see him. When he came in
the manager said: ‘Would you like

t fcto make a change? We want a man—

14
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want him right away'—and then he
went on to state terms, etc., finally
winding up by saying: ‘Now, as |
said, we want a man right away. Can
you go, say, Thursday of this week,
or not later than Monday?’ No, sir!’
replied the young man. ‘If that's a
condition I'll have to turn it down.

¥|PT wouldn’'t quit my present job with-
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1
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out giving my people two weeks’ no-
tice at the very least.” Just what the
manager wanted to hear. And of
course he got the two weeks; ditto
the job The ‘still hunt’ method is
all right. | believe you can get good
ones nine times out of ten that way.”
Cid McKay.

William Berner, traveling salesman
for the Judson Grocer Co., was not
obliged to walk from Sparta to
Gratid Rapids, as he had agreed to
do in case the U. C. T. team lost
the ball game at the former place

ft hst Saturday. The game stood 5 to

o in favor of the U. C. T.

I No church ever lost by love for
the weak sinner and a lash for the
strong one.
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Convention of the National
Gideons.

Detroit, July 25— It was a rather
curious sensation to go into a gath-
ering of traveling men and hear them
call one another “brother” instead of
“old man” or “old sport,” but that
was the experience one underwent
if he mixed with the 300 “Gideons”
who held their annual convention at
the Griswold House. Bibles were in
evidence on every table in the con-
vention hall, and they were used a
great deal. The convention session
halted once to pray for a sick mem-
ber.

The President, A. B. T. Moore, of
Cedar Rapids, la., was unanimously
chosen to preside for another year.
Following this, Gordon Z. Gage, of
Detroit, President of the State or-
ganization, was elected National
Vice-President.  There was much
cheering when the choice was an-
nounced. Nels Rylander, of Chica-
go, was reelected Treasurer, and L.
C. Smith Chaplain. Mr. Smith has
been Chaplain of the Gideons since
its organization, July 1, 1899. M. P.
Ashbrook, of Granville, Ohio, and N.
W. Dennett, of Boston, were elected
trustees to succeed themselves.

Milwaukee won the next conven-
tion over two competitors, Atlanta
and Omaha. The representatives
from Milwaukee were armed with an
invitation to the Gideons from Mayor
Emil Seidel, who invited the con-
vention to come to his town and
help make it better.

Mr. Gage introduced a proposition
to change the nature of the National
convention and give all Gideons the
right to vote and speak on the
floor. At present it is a delegated
body. The Gage motion was de-
feated, but its author served notice
that he intends to bring the matter
up again next year.

Fred Bruce Horn,

Annual

field 'secretary

of the Canadian camp, announced
that the Upper Canada Bible so-
ciety, through its treasurer, Elias
Rogers, has donated to the Gideons
3,000 Bibles for distribution in the
hotels of the Dominion.

The following resolutions were
unanimously adopted:

We, the Gideons, or Christian

Traveling Men, renew our allegiance
to our Heavenly Father and our
precious Saviour, Jesus Christ, His
son for His saving and keeping pow-
er and the sparing of our lives to
again assemble in convention at this
time.

We. realizing the awful and de-
stroying power of the cigarette upon
the youth of our land—physically
and mentally—do hereby urge our
members to abstain from the use of
tobacco and to exert their influence
against the sale of cigarettes and
the use of tobacco.

Seeing the terrible destroying
power of the demon King Alcohol
on the lives of the men who have
become addicted to intoxicating
drinks as a beverage, destroying the
home, impoverishing, brutalizing and
changing loving mankind into dem-
ons, and the corrupting influence of
the saloon wupon, the nation, de-
bauching politicians and statesmen

and all whom it comes in contact

with.

We hereby disprove of the brew-
ers and distillers peddling their beer
and whisky from house to hduse,
corrupting the youth of our land and
using their money for the corruption
of statesmen.

And we do protest against the
government’s policy of issuing li-
censes in prohibition territory and
that every effort be made to secure
legislation against the shipping of
liquors into prohibition states against
the law of the state.

Therefore, we, the Gideons, now
assembled, re-pledge ourselves to
use our best endeavors and our in-
fluence to divert these evils from
our land.

We therefore urge the prohibition
of the manufacture of intoxicating
drinks and the abolishing of saloons
from our land.

We therefore urge our members
to live and work for a clean, vir-
tuous life with only one standard
of morals for men and women.

We wish to tender a vote of
thanks to the proprietors of the
Griswold House for the use of their
pleasant assembly room and other
conveniences; also to the chamber
of commerce for the Kkindly greet-
ings, and to the press and the com-
mittee on the entertaining auxiliary;
also the owners of the Ford build-
ing for the use of the building for
seeing the city.

Also to the Detroit camp for their
splendid arrangements and enter-
tainments, and to the churches of
the city which opened their doors
for Sunday services for the Gideons,
especially the Baptist church for its
big Sunday evening mass meeting.

Looking Forward To the Annual Pic-
nic.

Traverse City, Jdly 25—Traverse
City Council, No. 361, U. C. T, is
sparing no pains to make its fourth
annual picnic, to be held at Poplar
Point Saturday, August 20, a success
in every sense of the word.

W. S. Godfrey, who is chairman of
the Picnic Committee, has appointed
a bunch of boosters to assist him and
from all reports it will eclipse any of
our former picnics, which is saying a
lot.

Basket dinner,
sports of all kinds

music, boating,
and two large

Stock of groceries and fixtures.
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tents have been engaged for the ani-
mals (Weaver and Wilson).

Our Council is in a healthy condi-
tion and our souvenir books, of
which there will be 750 copies issued,
will be out in about a week. This
book sets forth the beauties of our
fruit and resort regions, besides a lot
of local views and cuts of all the
members and a history of the order.

Our membership at present is sev-
enty-eight. Fred C. Richter, Sec'y.

Kalamazoo and Battle Creek Trav-
elers.

Kalamazoo, July 26—The annual
picnic of the local association of the
Commercial Travelers is to take place
July 30 at LaBelle’s landing, Gull
Lake, where they will unite for the
day with the Battle Creek travelers.
The picnic is expected to bring out
a large number of both members and
their wives and special entertain-
ment features will be provided, one
of them being a base ball game be-
tween the Battle Creek and Kalama
z00 orders.

The joint picnic is a new departur.
this year and one that is expected t<
be a very enjoyable one. Special car«
have been provided for the occasion
to run from both cities.

The local Committee which has the
arrangements for the day in charge is
composed of Chairman” H. H. Rowe.
H. P. Baumgardner, C. De France
and G. P. Parks.

The Postoffice Department deficit
would be greatly reduced if it could
be relieved from carrying the tons oi
stuff that goes free under the rubber
stamp signature of congressmen. It
is said that a Western senator re-
cently ordered 800,000 copies of one
of his speeches sent through the
mails, and the order is to be repeated.
Senator Depew has recently had
thousands of his speeches printed
and mailed at Government -expen.se.
He is a candidate for re-election and
this keeps him before the people with
no cost or trouble. A public official
at Washington, with a mathematical
trend of mind, estimates that if all
of the matter forwarded under con-
gressional franks since January 1,
should be loaded on one train, it
would require the power of five loco*
motives to haul it. * If such is the
case, the franked matter is respon-
sible for a fair share of the annual
postal deficit.

Well located—

directly opposite Court House on main street of

Hastings, Mich.
A bargain, but you’ll
to go quick.

have to hurry, It’s sure

J. R. GILLARD, Trustee
236 Houseman Bldg., Grand Rapids, Mich.
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Michigan Board of Pharmacy.
President—Wm. A. Dohany, Detroit.
Secretary—Ed. J. Rodgers,” Port Huron.
Treasurer—John J. Campbell, Pigeon.
Other Member»—Will E. Collins, Owos-

so; John D. Muir, Grand Rapids.

Michigan Retail Drugbgists’ Association.
President—C. A. Bugbee, Traverse City.
First Vice-President—FYed Brundage,
Muskegon. . .
Second Vice-President—C. H. Jongejan,
Grand Rapids.

C_tSecretary—H. R. McDonald, Traverse
ity.

reasurer—Henry Rlechel, Grand Rap-

s.
Next Meeting—Kalamazoo, October 4
and 5.

Michigan State Pharmaceutical Associa-

President—E. E. Calkins, Ann Arbor.

First Vice-President—F. C. Cahow,
Reading.

Second  Vice-President—iwW. A. Hyslop,
Boyne City.

Secretary—M. H. Goodale, Battle Creek.

Treasurer—Willis Leisenring, Pontiac.

Next Meeting—Battle Creek.

Some of Pharmacy’s Most Urgent
Needs.

Where do you stand? is a perfect-

ly legitimate question to ask of any

individual or interest when there are

under discussion problems  which
closely affect the welfare of the indi-
vidual or of the interests involved.

Thus it is an imperative duty as well
as a principal function of the phar-
maceutical journal to place itself un-
equivocally on record on all matters
pertaining to the welfare of phar-
macy. While exerting every effort to
foster and promote the legitimate in-
terests of its varied clientele, the
journal should be equally prompt to
recognize shortcomings and, if possi-
ble, to point out means for their re-
moval or correction.

It has seemed to us that at the
present time there are a number of

important problems confronting phar -

macists in the discussion of which
that plain line of demarkation or sep-
aration of right from wrong has been
confused or lost sight of. Not by all
pharmacists or even by a majority,
but there is unquestionably in what
we believe a small minority a dullness
of conscience and a disregard of eth-
ical principles. In this class com-
mercial morality has been subordin-
ated to the question of self-interest,
the distinction between mine and
thine has been wiped out in trade
dealings, and in more professional
matters a similar lack of appreciation
of what is right and honest is appar-
ent.

Therefore we say, it becomes the
duty of the journal to point out such
derelictions, not in a spirit of carp-
ing criticism, but with the purpose of
cutting out the canker which unques-
tionably infects the whole body.

These problems are known to every

reader of pharmaceutical literature.
They afford topics for perennial dis-
cussions and resolutions at pharma-
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ceutical meetings, but the pharma-
ceutical conscience has not as yet
been awakened to the degree that
pharmacists will cleanse themselves
of taint upon them.

We believe that the druggist who
will persistently prosecute his calling
along professional lines and in the
commercial department with absolute
justice to all will be rewarded, and
auickly and permanently, by material
success in a large degree. We do not
believe it necessary for any druggist
to swamp the professional end of his
business by making the mercantile
department one in which the trade
abuses alluded to are practiced.

We can not for the life of us imag-
ine how a druggist can expect to re-
ceive, nor why he should receive, the
prescription patronage of physicians,
when his store wnidows are loaded
down with his own preparations or
those of some manufacturing con-
cerns, syndicated or otherwise, in-
tended, advertised and exploited in a
way to induce the public to purchase
these products direct for the cure of
all manner of bodily ills. The drug-
gist can talk himself blue in the face
and he can push the propaganda
(magic word) to the limit in his at-
tempt to secure the physician’s good
will and patronage, but he will never
succeed so long as in all departments
of his store, even the prescription
end, he is cutting the physician’s
throat by means of the practices al-
luded to. It is our positive belief
that the pharmaceutical profession
must return to first principles to re-
gain that position of high regard
with the public and physicians they
formerly enjoyed, or there must come
an absolute divorce and separation
of the purely professional end from
the mercantile phase of the vocation.
The problem is a many sided one,
yet it is not so difficult of solution
after all, if the pharmacist will only
keep before him, and at all times, a
clear conception of what is truly his
and what belongs to the other man.
It is encroaching on each other’s
prerogatives and provinces which has
created the dissension between drug-
gists and doctors, and there will be
uo relief and return to the proper
and desired state until each party
quits his own reprehensible acts.—
Piactical Druggist.

The doctrine that Providence nev-
er bothers you as long as you are

miserable gives great comfort to
many.

Some men who talk a lot about a
faithless ministry would have a fit if
the preacher told the truth about
them.

Denatured Alcohol Not a Fizzle.

We used to hear a lot about the
wonders of denatured alcohol, and
the time being near at hand wdien
every farmer would be running his
cornstalks and weeds through his
own private still and turning them
into the denatured article. Not so
many predictions of this kind have
been floating about in recent months,
but it is not in accord with the facts
to say that denatured alcohol is a
fizzle, as some of the agricultural
papers have been declaring of late.

The fact is that the production of
denatured alcohol has been getting
around to a business basis, the wind
is being worked out of the claims
that were made for it, and it is taking
its place as a stable industry.

Uncle Sam decided to abolish the
denatured alcohol division of the in-
ternal revenue service July i. This
change of policy is easily explained,
however, without any detriment to
the denatured alcohol industry. At
the time of the passage of the de-
natured alcohol law. the Government
provided an elaborate department
and service for the purpose of taking
care of the supervision of the in-
dustry, prevention of frauds upon the
revenue, inspecting premises of deal*
ers, and so on.

As the industry secured a foothold
it has become apparent that there is
little or no danger to the Govern-
ment’s revenue in the distribution of
denatured .alcohol, and this is the
principal reason why the services of
field agents have been dispensed
with. A small army of clerks, go,
too, because the internal revenue reg*
ulations have been so simplified that
the regular internal revenue service
at Washington is able to take care
of the reports and other clerical de-
tails.

The idea that every cross roads
would prove a dumping ground for
the refuse of the farmers and the
refuse be turned into denatured al-
cohol from the farmer's own still
has proved to be entirely visionary.
It takes a first-class distillery run on
business principles by experienced
men to make denatured alcohol at a
profit, just as other lines of business
require the same application of in-
telligence and experience.

But that dees not mean that the
making of denatured alcohol is not
now an established industry, and its
use a distinct addition to the ad-
vantages of living in this first decade
of the twentieth century.—Davenport
Times.

Foot Powders.

The powders may be -divided into
three groups:

1. Those which are soluble in wa-
ter, and therefore equally soluble in
the perspiration of the feet. Boric
acid is soluble in water and perspir-
ation and is useful in cases in which
there is excessive perspiring, with or
without a bad odor.

2. Powders which are insoluble in
fluid or in perspiration, of which
starch powder or oxide of zinc pow-
der is a type.

3- Mixed powders— partly soluble
and partly insoluble. For men who
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have much walking to do the mixed
powder is the best.

Salicylic acid (very finely pow-
dered), i dr.; boracic acid (finely
powdered), i oz.; French chalk (care-
fully prepared) to, 4 ozs.

This is used in European armies
for the prevention of tender sore
feet.

Another worth noting is:

Salicylic acid, 1 dr.; oleate of
zinc (powdered), 1 oz.; talc or French
chalk to, 4 ozs.

This makes a soapylike powder ex-
ceedingly pleasant to the skin. Part
of the boracic acid in the first pre-
scription would be soluble in per-
spiration. The chalk and oleate of
zinc are not soluble and would ren-
der the skin soft and comfortable and
remove the heat and redness.

What Inducements Does Pharmacy
Offer?

Does pharmacy as practiced to-day
in the United States offer an inviting
field to the young man? Are the re-
wards coming to the clerk or the pro-
prietor of such nature as to induce
young men to fit themselves for this
calling? We are arranging to pre-
sent the views of a number of sub-
scribers, both clerks and proprietors,
and we herewith extend a cordial in-
vitation to any of our readers to
write something, brief or extensive,
upon this vital topic. Clerks com-
plain that with the same amount of
energy, educational equipment, an.l
the like, they would more rapidly
progress in any other field. We are
told also that the drug clerk is more
poorly paid and works a greater
number of hours than clerks in other
lines of business. Let us have a full
and free discussion.

The Drug Market.

Opium—Quinine and morphine are
steady.

Ergot—Is advancing on account of
the light crop.

Lupulin— Has
tending higher.

Lycopodium—Has advanced.

Menthol— Has advanced.

Juniper Berries—Are higher.

Oil Rose—Is tending higher.

Natural Sassafras Oil—Is higher.

Arnica Flowers—Are higher.

Gum Camphor—Is very firm and
tending higher.

Gum Asafoetida— Has advanced.

Short Buchu Leaves— Are higher.

Celery Seed—Has advanced.

Caraway Seed—Is tending higher.

advanced and is

Mosquito Lotions.

Eucalyptol ..o 1y2 ozs.
Tincture pyrethrum .......... ™M 0zs.
Cologne water .........ccccceeueene. 6 ozs.
Acetic ether ........ccceveienne 714 drs.

Dilute with 5 to 6 parts of wa-
ter and apply to the skin to prevent
the attacks of the mosquitos. Also
spray about the room.

2

Mix 2 ozs. glycerin, 4 ozs. oil pen-
nyroyal. 6 ozs. olive oil, with 12 drs.
ammonia water and apply.

3
Mix 1 oz. phenol, 2 o0zs. spirits
camphor, 2 ozs. oil pennyroyal, 2 ozs.
glycerin, 4 ozs. oil tar and 4 ozs.
lard oil. Apply when necessary.
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WHOLESALE DRUG PRICE CURRENT
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Cngr?paun;il X 85#96 Acacia Syrups H};‘”ar MM

4 Sayophiii” 3001 40 Aurantl Corex |Chhyopoila, Am. Dol
Cedar ... 50# Ferri lod .. lodine, Resubi ..4 0004
Chenopadll 7604 ecac ...

EInnamonl 7601 “A lodoform ... 3 9004
EimiamAmas 100" 90 Emilax Offis ™ Liguor Arsen et
jmlu mllax Offl’s .... | M|_I|ydzm,g lod.

. 0
Potaos Axtanlt 160
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Lupulin e @1 50 Rubla Tinctorum 120 14 vanilla ... 9 00#10 00
Lyco_podlum ........ 60# 70 saccharum La’s 180 20 Zinci Sulph T# 10
MaCis oo, 650 70 Salacin ... 4 5004 75 Oils
Magnesia, Sulph.  3# 6 sanguis Drac's 400 50 T bhi.,, gal,
Magnesia, Sulph. bbl # 1% Sapo, G o 15 Lard, extra ... 5# © 90
Mannia S. 7. 760 86 Lard. No. 1 ... 600 65
Sapo, M 100 12 |ingged, pure raw 800 85

Menthol ... 22502 50 sapo, W ., Y40 16 |inseed. boiled .. 81# 86
Morphia, SP&W 3 350 3 65 Seidlitz Mixture ~ 200 22 Neats-foot, w str 65# 70
Morphia, SNYQ 3 35@3 65 Sinapis ... @ 18 Turpentine, bbl. ..66Vi
Morphia, Mai. ..3 350 3 65 Slna?IS, 0Pt # 30 Turpentine, less...... 67
Aiosunus Canton # 40 spuff, Maccaboy, Whale, winter 704 76
Myristica, No. 1 25# 40 De VoesS ... # 61 Paints bbl. L
Nux _Vomica po 15 # 10 snuff, S’h DeVo’s # 51 Green, Paris ... 21#° 20
Os Sepia ... f 35# 40 Soda, Boras .... V4% 10 Green. Peninsuiar 13# 16
PBFE)SIn Saac, H ft Soda, Boras, po .. 10 Lead, red ... 714# g
P D Co...... #1 00 Soda'et Pot’s Tart 2 28 Lead, white .... 7(4# g
Picis Lig N N Vi Soda, Carb ... -1\% 2 Ochre, yei Ber 1% 2

gal. doZ......oov. #2 00 Soda, Bi-Carb & & Ochre, yel Mars 1% 2 @4
Picis Llg qts ....  #1 00 Soda. Ash ... 3WVi# 4 Putty, commer'l 2% 2Vi
Picis Llg pints #60  Soda, Sulphas 0_ 2 Putty, strict pr 2V 24103’
PIl Hydrarg po_80 # Spts. Cologne ., 02 60 Red Venetian ..l1ii 2 #3
Piper"Alba“po 35~ # SO Spts. Ether Co. 50# 55 Shaker Prep’d 1 25%1 35
Piper Nigra po 22 # 13 Spts. Myrcia ... #2 60 Vermillion, Eng. 75# &0
Pix Burgum " .... # 3 Spts. VInl Rect bbl Vermillion' Prime

Plumb! Acet 12# 15 spts. VIl Rect Vi b & American ... 13# 15
Pulvis Ip’cet OpIT'1 3001 50 Spts. Vi'i Rt 10 gl  # W hiting  Gilders’ # 95
Pyrenthrum, bxs. H Spts. VI'l R’t 5 gl # W hit'g Paris Am’r #1 25
& P D Co. doz. # 75 Strychnia, Crys’l 1 1001 80 W hit’'g Paris Eng.
Pyrenthrum, pv.  20# 26 Syfphur Subl’ _ 2%0 4 ' cliff ... 140
uassiae 9]# 10 Sulphur, Roll “—2Vi# 3Vi whiting, white Sn #
uina, N. Y. 17# 27 Tamarinds ..... 80 10 Varnishes

uina, S. Ger 17# 37 Terebenth V Extra_Turp ... 16001 70
uina. S P ft W 170 27 Thebrromae No. 1 Turp Coach 1 1001 20

HOME COMING
August 22 to 27, 1910

We invite and urge all our customers and
friends to visit

Grand Rapids

During Home Coming Week, and to call at
our store and accept of our usual hospitality

8

Holiday Goods

Our line of samples will be on display
at this time, which is somewhat earlier
than usual, and your careful inspection and
consideration of the same is invited. Please
reserve your orders for us as our offerings
are greater and more complete than ever
before.

Hazeltine & Perkins Drug Co.

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.

Price, 75c Postpaid to Your Address

TRADESMAN COMPANY GRAND RAPIDS, MICH.
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These quotations are carefully corrected weekly, within six hours of mailing OHEWINO GUM Cocoanut Macaroons .1t~ FEStNO oo A
. . . ! . ' American Flag Spruce 56 Bent’s W ater Crackers 1 ,0
and are intended to be correct at time of going to press. Prices, however, art BeiMaa Petisin - 55 g°°°a"“t Honey Cake 12 °
liable to change at any time, and country merchants will have their orders filled at Bg?{hseppse,ﬁs'” : -8 ngﬁzmi Egg Ji'n:%i: g BarrinEAM  TARTAR
market prices at date of purchase Best Pepsin, 5boxes .2 00 Boxes "
Elack Jacek e — 55 Drumpet; ; IP 'S:quare C%%S
al’gest um ade Iinner iscuit ... . ancy ca ies
ADVANCED DECLINED Ben” Sen e 55 DITie Suitsr Cook|e 9
Ben Sen Breath Fert 100 £, o o T DRIED FRUITS
Yuoat&n 55 Family COOKIE ... Apples
Spearmint ... 66 Fig Cake Assorted ...12 Sundried ......" ®)9
CHICORY ) Fig NEeWONS ..., 12 Evaporated ... @o"
- S Florabel Cake ............ 12% » ~ Apricots
5 Fluted Cocoanut Bar 10 California ... 1101ft
gr%ncks 7 Frosted Creams ........ ft Cit
¢ eneESHOCOLATE 6 Frosted Ginger Cookie 8  Corsican .o fig
|ndeX tO M rk t Walter Baker & Co.’s Fr0'_sted Honey Cake ..12
arket« germans Sweet :%% Fruit Honey Cake __ 14 Currants
remium Ginger Gems .2
By Columns ARCTIC AMMONIA Oysters Caracas 3l Ginger Gems, Iced 9 &EtedIbX 7. gt
Dob. Cove, lib.. 800 g8 _ Walter M. Lowney Co. . Crack — Feel
Col 12 os. ovals 2 dos. box..76 Cove, 21b.. .. 5601 75 Premium, %s raham rackers .... 8 Lemon American .... 19
AXLE GREASE Cove, lib., oval .. ~ 01 20 Premium, %s (Ga:p]ger SSnaps Fa”é")& ?0/ Orange American .. 12
Ammonia lib. wood boxee. 4 doz. S 00 Plums ... "™ 1 0002 60 O gt | ginger Snabe N B G Ralelite
Axle Grease ... 1 lib. tin boxes, '3 doz. 235 LI Regular bar,‘i 50 gals 7 60 Square .. Cluster, ft orown ... 1 fa

Trade barrel, 28 gals 4 50 Hippodrome Loose Muscatels 2 or

3%!b. tin b 14
o 1 oxes, 2 doz. 425 0501 28 o4 Trade barrel 14 gals 2 75 Honey' Block Cake 14 Lose Muscatels ft or. iu

Marrowfat

Baked Beans 1 10tb.  pails, per doz....600 Early june’ 9501 25
i 151b.  palls, per d 72 Y : Boiled, per gal ... HonevtCake, N. B. C."12 | ?
E?Jrn Brick % b ';))alls Ber dg% ‘i4 08 Early June Sifted 1 1501 80 Hard, p%r g%| 28 Honey Fingers. As. lce 12 L'oos.e s“’ég&é’gtsl'ﬁb 44(3/0r ?t'
B 9 BAKED BEANS Peaches COCOA Honey Jumbles, lced 12
rooms 1 Pie oo, 9001 26 ) Honey Flake ... 12% Calif
Brushes J lib. can, per d 90 No 10 eise can pi 03 00 Baker’s 3 A L 0 alifornia Prunes
Butter Col 1 2lb. can, per doz pie Cleveland ..o 7 Honey Lassies -1 !1» 251b. boxes.© 4%
31b. can, per doz Pmeapple Colonial, % Household Cooki ft boxes..© 514
BATH BRICK Grated .. 8502 50 Colonial, %s Household Cookies 'CEd 9 fn"  ~lb. poxes. 0 Hi
Candles 1 American 75 Sliced 9502 40 Epps Imperial fi  70- 80 25ib. boxes.o il
Canned Goods 1 English & HUYIEE oo ap Jersey Lunch §0-JO 25lb. boxes.© 7%
Carbon Oils 2 Fair 85 Lowney. %m Jbilee Mixed 59* en boxes..© s
Catsup ... 2 s BLUING Good 90 Lowney, %s Ladam Kllps oa~ oth. DoXes. g 8%
Cereals . 2 awyer’s PeppPer ng Fancy 100 Lowney, %g La e é 40 Ib boxes..© 9
Cheese ... 2 N 3d ¢ bxs %0 Gallon 2 60 Lowney, Is emon Ge %c |°55 In 50> cases
Chewing "Gum 3 No 0Z. W00 Xxs 4 00 X Vvan Houten, Lemon Biscuit
Ehicory® ... 3 No. 5 3 doz. wood bxs 700 g, dRaspberrles 0 van Houten, 'S: Lemon Fruit Square LFARINACEOUS GOODS *
Chocolate™ 3 Saélvlggr Crystal Bag 400 Saimon Van Houten, %e 'Egmﬂawaf” ) Dried Lima - oo.... kv f
Glothes Lines | TBROOMS Col'a River. falls 10002 10 Van Houten, Is Mary Ann” § Med. Hand Pkd _ ".2 60
No. 1 Carpet 4 sew .. %gLaARIlavseI:(ra flats 12628812 775 W|Ib P 33 Marshmallow Walnuts 17 Brown Holland ... s fift e Ixy
Cocoa Shells 3 No. 2 Carpet 4 sew Pink  Alaska 9001 00 Wilbur, %s Molasses Cakes .......
Coffee ... 3 No. 3 Carpet 3 sew e JUUL WU TR TS e Molasses Cakes, lced ft Farina . .
Eonfections 11 No. 4 Carpet 3 . Sardines COCOANUT Molasses Fruit Cookies . 4 1 Ib. packa e« PR AB T = |1
Crackerns - 3 Parlor Gem Domestic,  %s _ 8Vi@ 4 Dunham’s %s 4o %s pA) lced ... ...l 1j BU|k par litit Iba .. ft g#
Cream Tartar 4 Common Whisk . . Domestic, %? —- 0 5 Dunham’s 0%s . Mottled Square
Domestic, 44 Mus. 6%@9 Dunham’s %s .. .28 Nabob Jumbl . . . min
Fancy Whisk u es y
Warehouse glforniy e 8 T coreee T San S e U L
; . , %S .. COFF range Gems ... si x4
Dried Fruits BRSLérSu'gES French, %s 70 RioEE Penn?/ Assorted Pearl, 206 Ib. sack ....ft fift
Solid Back, 8 in 7 French, V|s Eeatnult G|t_5|msd Wi B/Iaoca{onl “z%n]gt Vsrmlaelll
. retzels, Hand Md........ 9 omestic tM
Ea“dnaceous Goods ... 2 gglllr?teEaCEkndsll__T ________ ! 32 Standard .............. 90 i . grettzelleges Rl/land mg g Imported, 2S ft. box.» 56
........................... retzelettes, Mac .
E:gnlsndTgc Isters 10 No. & Stove Fair SUCCOtaSh Raisin  COOKies ... 10 Faarl Barley
Flavor?ng ekle el 5 No. A Gany 1 & Revere. Assorted ... 14 Common ..
Flo T B No 1 Fancy .. "1 2501 40 BKir 149 Rittenhouse Fruit Cheater
Fresh Nigats Strawberries ube ISCU” ....... - 1% mpire 4 tf
No. 8 Scalloped Gems .10 Fens
Gelatine ... No. 7 Scotchp Cookies ... 10  Green, WlsoesMta, ft A
Grain Bags No. 4 Splced Currant Ckke ..10 grie_en Scotch, YT 2 40
Grains -——-- No. 3 Fingers ... 12 phit, fto. o4
BUTTER COLOR tana Frult Biscuit 1ft
H W., R. & Co.’s 25c size 2 00 Fancy . Splced Ginger Cake .. 9 __Sage
Herbs W. R. & Co.’s 60c size 4 00 Gallons .. Fancy .. Nt Spiced Ginger Cake led 10 Bast India .T........... §
Hides and Pelts ... 10 CANDLES CARBON OILS .~ Guatemala Sugar Cakes ......... ft German, eaeks ........ !
Paraffine.  6s 8 Barrels [0 1 Fe YT 16 Sugar Squares, large or German, broken pit*..
Paraffine. Perfection ... 01<H ) Java ] small ft
Jelly Wicking ' Water W hite ... African ... ; SunnySIde Jumbles ... 10 ) Tanleed
D. S. Gasoline .. % Fancy African . 17 SUPEFDAa e | Elake, 116 ft. auks.. |
CANNEpr %OODS gadeadch,'Qe g & . SSpongeCLady Fingers 2% Pearl, 130 Ib. sacks .... 4%
icorice. eodor’ ap’a -G ugar Crimp ... Pearl, 24 ft. Kp e %
Licorice élb Standards .. ©1 00 Gyfinder .. p 29 ©34\J; ) . Vanilla W afers Y PEP )
M allon BI ----- kb ----- 2750300 Engine 16 ©22 - Arabian i Waverly .. if FLAVORING EXTRACTS x jj
0,
mggcth%sxtracts 210, ac ..... .e"rflesl 25@1 75 Black, Wé?;,::;A”,_'SB/OOlO NewpsfcokrigeBasis In*er Seal Goods (F:g(l)efsnaﬁ éergrlig
Mince Meat .. Standards gallons 04 50 Breakfast Food Arbuckie ... 16 25 4 -
ds ! Albert Biscuit ,
Molasses Beans Bordeau Flakes, 36 lib. 2 50 Dilworth Animals tills
Mustard ... Baked .. Cream of Wheat, 36 210 4 50 jersey +16 00 Arrowroot Biscuit ... NO- 1 Terpenslsas ... T
N S?rin : 01 5 Egg ﬁ S%ei k36 P é’ 28 IO?\/ICHI'_"&U hlin's )(")'iX)l(4 e Baronet Biscuit .. Ng' a Terpensteas ....1 71 1
Nuts Waxg E;ggllg akes, 3o 1o, 250 McLaughglln s XXXX sold B(/(\B/mfner’S Butter . Terpeneless ..
— E i to retailers only. Mail ail arers ... i
) o StandardBlueberrles 135 G?eracpee Nuts, 2 doz. " 270 orders direct o W, F. Eﬁme" E'Scd“” S No 2 ng\l'/lar(]ilzlallss 1 ft
Olives .., Gallon ......'.'.'.'.'.'. """"""" 6 60 Malta Ceres, 24 lib. . 2 40 McLaughlin 4 Co. Chica- Chocolate. W afers No. 4 High Claas ... .r fin
P 21, rook Tdrout MagleVa'tk% 3(254“%{»“' 2 gg g0 Ex Cocoanut Et>a|nt|es No. 8 High Class ... ..« fift
Pipes ... Cans spiced ... 190 dz. Holland, % ro boxes g5 aust Oyster
pi§k|e5 lam E ,SPounryﬁeXﬂtﬁs gogz' 45 Eelix, % grogs .............. 1 16 Fig Newton Jax\c}gn}?l;and v
Playing Cards Little Neck, b 1 000125 36 21b..... 4 59 Hummel’s™foil, % gro.” 86 Five Orclock 2 0s. Full Measure
POtash ... ) Little Neck, 21b, ©150 g Nlight Eiakes. 3 jip 2 a5 Hummels tin.’' % gro. 1 43 Efotana_.. 7 o5 -t 1t
Provmons Clam  Bouillon Sunlight Flakes. 20 lib 4 Gb CRACKERS, Ginger Sna &1 s Ul M o
g&mﬁ:m S 0/1; pt.. KelloE}gs Toasted Corn National Biscuit Company GrLa k.)a\rr|1 Crackers. Reci 0 9 o0s. Full Measure....1 66
s pts abel ...
Rice o ; Burnham’s qts VI';'& e?s) 36 pkgs in cs. 2%) gﬂ?{‘edr Lemon SNaps ... 50 205 Full I'_Vlemon 1 m i
salad Dressing 7 Voot Cream F'i'é'l'{'e“s' """ > 50 N. B. C. Square.. 7 Marshmallow Dainties 1 OO 405 Full Meaurs o 9
Saleratus ... 7 Zest, 20 21b ' '4 10 Seymour, Round =7 Oatmeal Crackers ... .1 66 g o5 Fp Mheasure, -.f 4o
Sal Soda 7 - R T R JA Soda Old Time Sugar_ Cook. 1 66 - kU easure....4 56 *
alt 7 Zest 3 S oheds 27 o, 7 Qual Salt Biscuit ... 1o GRAIN_ BAG
Sl i ; D Roiea_Alars 962 5z Skt O b St L T amoakR et Bite 1
Shoe Blacking Fancy .. E/tlo-ﬁlar%#t bIET Ib. sks. 5 00 SS Royal Toast .. d 06 Amoskeag, less than N 19%
UFF o : French Peas Monarch. 90 Ib. sacks Saltine Biscuit .......1 00 GRAIN AND FLOUR
Soap . Sur Extra Fine .. 22 uaker, '18 Regular Saratoga Flakes .. 1 66 W heat
Soda . EXua Fine 10 8uaker 2 Fagil 7 Social Tea Biscuit 1 1,% Red ° 1 1ft
Spices Mosen”™" B Cracked" wnbat Soda Craks, N. B 00 White 1X1
Starch oyen el b -1 BUIK oo 314 S Soda Cracks Select 1 00
Syrups Standard ooseperries 100 24 21b. packages 2 60 Animals 1ft S S Butter Crackers 150 Winter Wheat Fleur
Figpeen 100 S0 20 PETIEQES Atlantic» “[p  Sultana Fruit Biscuit 1 56 Local Brands
Standard ominy 85 Col bi C§‘5 Sup Atlantic, A 12 Uneeda Biscuit ... oft Pate
Tea  sStandard el Src]n_gm,la 2 pts 24%% Arrowroot Bisouit " 16 [IMheeda Jlnjer Wayfer 1 66 Seconds Paten
e R R B G it
rittle oo 11 Yanilla_Wafers ...
iMs CHEESE Bumble Bee 11 W ater Thin Biscuit 100 ée'g"“d Stralg
i Mackerel ACME oo 15% Cadets Zu Zu Ginger Snaps 56
Vinegar Mustard, 1ib. JBlo%mmgdale . 15% Cartwheels Assented g Zwieback 1 ftt  Flour in barrels, IM per
w Mustard, 21b... "580 Rlverglde E% glrcle tH'(gneyt (éookles 12 in Special Tin Packages. barrel addltionel
0,
W icking SSESS& sz]btb %?g Elvekmde . 16 Cracknels iscuits jlé Festino Per 2% ||§er\?voonnd§r Vo%r;egllggh Cg 25
Woodenware ... Tomato, ‘lib . “150 BHICK ... - @17 Coffee Cake ¥0  Nabisco, 25¢ . .2 60 + "« rloth 5 25
W rapping Paper Tomato' 21b. 5780 II_XI:TLIJSET : <yio  Coffee Cake, iced ... Nabisco, 10c ... .1 00 Worden Grocer Co.’s Brand
Mushrooms Tiuodnnle a0 ©17  Cocoanut Brittle Cake 12 Champagne Wafer .. 25t Quaker, paper ... 510
v Cak Hotels 0 f» Sap %; totgg 8888221% TBaafrfy Bar 1]2| Sorbett Per tin In bluflllg. uaker, doth ... 5 20
. OrDETIO  ovviviiieieieeiennen tt
east Cake 10 Buttons B U Swiss, domestic .. 013 Cocoanut Drops Nabisco I'H Ecnpsewy_lffs 4 On 486
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Kansas Hard wheat Fleur PROVISIONS Mesa. 46 Ib».

10

Judaon Grocer Co, *%Ib can« t d*In ca 171 . Butter Plates elts
Fanchon, % cloth ... 6 75 Clear E:&elg_{_j‘ Pork 2 Mes», 10 Ibs Eai Pur#Cane Wire End or Ovals. Old Wool ..o 0 g«
Lemon & wheeler Co.  Short Cut No. 1. 10« Ibs. Gg(;{j E/A Ilg 22%% in cra}e )
White Star, %s cloth 6 00 Short Cut No. 1. ) Choice P12 in Cf? e -meanings 40
W hite Star, %s cloth 590 Bean .. No. 1 30 250'” crate
W hite Star, %s cloth 5 80 Brlsket, T TEA £ b 550 In crate No. 1 Tallow
Worden Grocer A FT Japan b 250'”| cra ,‘[9 - NS ° 5
American Ea Ie % th 6 10 Clear Famlly Sundrled medium .24@26 S5 0. n crate : 9 i
illin o rands. undried, fanc . .
purity, Patent .o 505 5 F gt "eSLa"r'd """""" 3D b Regular, mheduﬂm 4 26 Barrel, Cllot il *Eacn’2 5 nggzngg r?-%‘i et la
Seal ‘of Minnesota 6 60 i i egular, choice . othes Pins
Wizard Flour 4 85 Pure in tierces ... ’ E’% 8 Igao]é Regll(Jlarf fdancy i ?oun% Hgad 0 Standard Twist %
Wizard, Graham ... .4 85 [} Basket-fired, medium ..30 Inc gross
Wizard, Gran. Meal ..3 60 28 I|bb o/f H % BB%X '2{“9;”3 dz 12 550 Basket-fired, choice 35@37 4% inch, ross . .55 Jumbo, 82 Ib. -77...(.:-*tz*f
Wizard, Buckwheat ..0 ¢u 50 |b. % leby’s Royal Polish— & Basket fired, fancy .40@43 Cartons. 20 2% doz. bxs..60 Rxtra H H .. e
RYE  covoeveeeeeeevesesensensensene 2 80 20 b % Miller's Crown p0||5h 85 Egg Crates and Fillers  Boston Cream . s
rmg W heat Flour 10 Ib. p a % SNUF S|ft|ngs Humpty Dumpty. 12 ds 20 Big stick, 80 Ib «jsee s
Id'g alﬁersf Brlnd 6 :B pallls agvance 1 I%/ICOtChb in bladders FannmgSGlinpowder Ng %ggmg,g{g ‘z‘g ]
Go en Heér amily..5 90 2 ails... .advance 1 accaboy, in_jars Grocers™*U#<* Can
Golden Horn, bakers 3 So moked Meats French %apple dn jars .43 Moyune mei]dlum .. 26 gggg w]oegiufrﬂlserilzszgttss %?? y
Wisconsin RYe ... 4 4u Hams, 12 Ib. average..18% Moyune fC oice i 2 ) s« cffUOT:i7T--"--" 1
ludson Grocer Co.’s Brand Hams, 14 Ib. average..18% J. S. Klrk & Co. oyune, Tancy Faucets Conserve Cf
Ceresota, %S .7 50 Hams, 16 tb. average..18% American Family ... 4 00 Pingsuey. medium ..25028 Cork, linen 8 in 70 Royal ... N
Ceresota, %s Hams, 18 Ib. average.. 18% Dusky Diamond, 50 80z 2 80 Pmgsuey, choice (0 Cork' lined. 9 in. 0 Ribbon R
Ceresota, %S 730 Skinned Hams ... 20 Dusky D'nd 100 6 oz 3 80 Pingsuey. fancy —4iilii45 Cork lined. 10 in’ 96 Broken
Lemon & Wheelers Brand Ham, dried beef sets ..16% Jap Rose, 50 bars ... 360 ¢y Young Hyson Mop_Sticks Cut Loaf R R T
Wingold, %s California_ Hams ... X1~ Savon Imperial .3 g~ Choice Trojan SPring ... 0 ce e
Wingold, %s Picnic Boiled Hams ..15  White Russian . 3 60 Fancy ...40@50 Eclipse patent spring 86
Wingold, %s Boiled Ham ......ccccoceos 22 Dome, oval bars ..3 00 Qolong’ No.  lcommon ... ou
Worden Grocer Co.s Brand Berlin Ham, pressed .11  Satinet, oval .2 70 Formosa, fancy"......45@60 No. 2pat brush holder 85
Laurel, %s cloth .. 6 20 Minced Ham ... 11  Snowberry, 100 cakes 4 00 Amoy, medium 25 121h cotton mop heads 1 40 Hand Made Crew”* 72
Laurel, %s cloth ....6 10 Bacon 21 Proctor & Gamble Co. Amoy, C?O;]CG i 1132 jdeal NO. 7 coecerreseennns 86 Cream mixed" 14
-3 Eng ish Breakfast Pails fan* Cream Bon Bom 10

Laurel, %&%s 80 Medid

0,
I\_/%lljéil M/&?mcglmgo s Brand Liver ... Choice. 2{hh%%p g{gﬁgﬁﬁg ﬁzgg
Voigt’s Crescent ... 560 Frankfort Fancy P wire 'é'é{b'le
V0|gts Flouroigt 5 60 Pork ... Lautz Bros. & Co. . ««Ha 3 wire Cable
Voigts Hygienic —— Veal Acme, 30 bars, 75 Ibs. 4 00 Ueylon, choice .. cedar, all red, brass,.1 Zu
%ra ham ... 500 Tongue Acme, 25 bars, 75 Ibs. 4 00 tancY Paper. Eureka 2 25
Voigt’s Royal .6 O Headcheese Acme. 25 bars, 70 Ibs. 3 80 ) Fn?re' ' 3 70
Wykes * Co Acme, 100 cakes ... .3 60 . Fine Cut T 1E0F e
Slee Eye %s cloth. 6 50 Boneless Big Master, 70 bars ..2 85 Cadillac ... TOOthPICk#
3jeeby Eve. %8 Cioth-8 30 Rump, German Mottled ... 335 Sweet Loma Hardwood 60
SIee% Eye e cloth '@ 30 German Mottled, 5 bxs 3 30 HIFW&tha, 51b .6 SOftWOOd 376
Ri6epy Eve. o< paper.q 30 % bbls. 1 00 German Mottled, 10bxs 3 25 Ielegram’ .. 3] Banguet 1
Sleehy EYe. %s paper. g 30 o4 bbls. German Mottled, 25bxs 3 20 fay "Car ideal

00 Marseilles, 100 cakes ..6 00 Prairie Rose

Traps
Mouse, wood. 2 holes..

y—m p«ii.
pay Heart .
%co Bon Bona 777*14

dge Squares
Peanut Squares..
Peanut# 7
galled Peanuts ..
starlight Kissea
San Blaa Goodie#
Lozenges, plain .77 [I
Lozenges, printed’ 3«

RTpRioT sbeRakgte 7 %1

Meal 1 bbl Marseilles, 150 ekes 5¢c 4 00 l'rotection | 22 Eureka Chocolate? 7°
Bolted ..cooieie 340 Marseilles, 100 ck toil 4 00 Sweet Burley ... ,41 " Mouse, wood. 4 holes.. 46 Quintette Chocolates 14
Golden Granulated ...3 60 Kits, Marsellles %bx toilet 2 10 Tiger ... 41 Mouse, wood, 6 holes.. 70
St. Car Feed screened 26 00 % hbls., B. Wrisley Plug Mouse, tin, 6 holes 6a
ggm %Pargkéigd Oats gg 88 % bbls., g?dOdCCheer 4 00 Red Cross ..o 3k Ea{' wood ... . gg |Ln$bne0rr|]algour# A 12
------------- ountr at, sprin -
Com Meal, coarse ...25 00 Hogs, S yp der K .......... IS pring KAk 1k
g oap_ Powders Tubs }£i £ream Opera .1
Winter Wheat Bran 24 00 Beef, . Snow Boy, 24 4lbs........ 4 00 ttle 20-in. Standard. No. 1 7 60 Cre w\ l|30n Bone Sfl
Middlings ..o, 76 00 Beef Snow Boy, 60 5c .2 40 Amerlcan Eagle 18-in. Standard. No. 2 6 50 Golden aff
Buffalo Gluten Feed 33 M Sheep, per bundle .... 90 Snow Boy, 30 10c 2 40 standard Nav 16-in. Standard No. 3 5 50 Red Rose Gum Dronals
Dairy Feeds Uncolored Butterine Gold Dust, 24 large .4 50 Spear Head, 7 oz 20-in. Cable, No. 1 Auto Bubbles .. J*
Wykes ft Co. Solid dairy ... 10 @12  Gold Dust, 100-5¢ 400 Soear Head. 14% 18-111. Cable N 90 In »tb. B
O P Linseed Meal .35 00 Country Rolls ..10%@16% Kirkoline, 7380 Nobby TWlst Tein. Cable No b &id Fpe%.— n b Boxes
0 P Laxo-Cake-Meal 33 00 Canned Meats Pearllne 3 75 Jolly “Tar .. 0 No 1 fibre o o s 1o S fotn Obax'3 as
Cottonseed Meal ......... 34 50 Corned beef, 2 Ib......3 20 Soapine ... 410 0|O HuneSIy No. 2 Fibre 9 26 Grace# Jeliies 9
Gluten Feed ... 28 50 Corned beef, 1 tb. 180 Babbltts 1776 . 375 ddy NS % Eibre Graces Jellies ...
Brewers’ Grains 28 00 Roast beef,2 Ib. 3 20 Roseine .. 350 I, Ton : O FashionSy Hors-
Hammond Dairy Feed 24 00 Roast beef, 1 Ib 180 Armour’s 370 Plper d W ashboards hounds s S aa
Alfalfa Meal .o, 25 00 Potted ham, %s 0 Wisdom 3 80 Boot Jack . . Bronx# Globe 2 60 PS rons® *
Oats Potted ham., %s .. 0 Soap Compounds Honey Dip Twist . "'45 Dewey .. 176 Cﬁpp”mlntcb TOPS iliJS
Michigan carlots .. 44 Deviled Ham, %s ... 50 Johnson’s Fing .....5 10 QIiaCA~ auuiOoiu Double R R AL
Less than carlots ...~ 46 Deviled ham, %s .... 90 Johnson’s XXX . Cadillac 40 Single Acme . 315 I@" o & oc. LLTOPS is
Corn Potted tongue, %s .... 50 Nine O’clock Forge. ‘34 Double Peerless 376 oM, Choc. L and a3
Carlots v 64 Potted tongue, %s .... 90 Rub-No-More ... ) N| kel 5>  Single Peerless .3 %5 . o 3,
Less than carlots 67 Rice Scouring wmill 32 Nofthern Queen -3 25 Bitter Sweets, astd 1
Bay o Fancy Enoch Morganfs Sons. Great Navy . Double Duplex 3 ou Brilliant Gums Crys' 60
Carlots i, 17 Japan .. Sapolio, gross lots ..,.9 00 mokmg Good Luck: .. 2 76 ’ﬁ A LICOI’ICEtDrOpS 00
Less than carlots .... 18 Broken Sapolio, half gro. lots 4 50 SWEGI Core 34 Universal 3 00 LOZEHQGS Plrln € .U
HERBS SA Sapolio, single boxes..2 25 Flat C - 32 W'”dOW Cleaners Imozerrllgaeis plamn ... uZZ
Sage 15 Columbia. % pint 2 25 Sapolio, hand .. .2 25 War ath 26 12 MM 1 08| ReTaS - a
g€ - - Columbia, 1 pin Scourine Manufa Bamboo, ... .25 . 18 ;
HOPS e 15 i X 1, gD - 16 in 2 s0 Cream Bar 77 S
| Laurei Teaves 15 Durkee’a, large, Scourine, 50 cakes ....1 80 HoX L 616 i alls .27 o
| Senna Leaves 75 SDnulrdkeere’ss IZTgae“' Scourine, 100 %akes .3 60 golr&eym ; p % %g in. A % 28 E‘ﬁenacrfn M\f;\‘ld;f Crms 800018
HORSE RADISH 0 o] oc n. .
I Per d0Z.merrosirsi go Sniders, small Egggs 8% Elagman .. 2 win © 360 Sting ROk ..l &g
JELLY Packed 60 |b5 in box. ' &hllps J fsslc?r'ted 1 & % 88 Wlnt_(le_rgrgeg\ Betrrles 00
| S5th. pails, per doz. ..22. Arm and Hammer ....3 00 Whole Spices iln T »oge-do-li U
L 151b. %alls pper pail .. 50 Deland’s 77300 Allspice, Jamalcpa ........ 13 Duke’s Mixtui5 Assorted, 15-17-19 .., 425 Hisiei™s éoqd b e
1 301b. pails, per pail ... 90 DnghtS Cow :..3 00 Allspice’ large Garden 11  Dukes Cameo WRAPPING PAPER ,Lp -tos date Asstmt I 76
L per pal Lo "3 00 Cloves, Zanzibar 16 yrtl Navv B O AW iite” A N S
"""" Turn Yum, 5c per gro 585 Fibre Manijla, white . en rike INO. .. Oee
1 oa. bottles, per doz 3 00 a}@gﬂ%r{ﬂte”“ 16676 -31 8’8 %ggg:g Sccamk%n des %‘51 Yum Yum 105%erggro 11 50 Fibre Manila, colored .4  Ten Strike, Summer as-
MATCHES SAL SODA Ginger, ~African _“99% Turn, Yum, lib. pails ] No. 1 Manila v A sortment - ... « «
C. D. Crittenden_Co. Granulated, bbls. .. 0 Ginger. Cochin Tiace <T1eAM Ll Cream Manila . .8  Scientific Ass'L ....13 go
Noiseless Tip ...4 50@4 75 Granulated, 100 Ibs. cs. 90 Mace, Penang . 60 Corn  Cake, . Butcher’s Manila..... .2% Nop Cent
MOLASSES Lump, bblS...ooeon.. " 8 Mixed, No. 16% Corn Cake, Wax Butter, short c’nt 13 Eracker Jagk ff
New Orleans Lump, 145 Ib kegs ... 9 Mixed No. " 10 rlow Boy, Wax Butter, full count 20 Glggles 6c pkd. 05" 62)
Fancy OpenKettle .... 40 Mixed, 5¢ pkgs doz.. 45 Plow Boy, Wax Butter, roils 18 Pop Corn Balls 300s 1 30
Choice 35 ommon Grades Nutmegs, 76-80 26  Peerless, 3% YEAST CAKE AZullklt 100s ..77.1$
Good ... 22 100 3 b Sacks ... 2 40 Nutmegs, 106-110 Peerless, 1% Magic, 3 dos 116 6RUMY 1008 .00 3 T
Fair 20 60 5 Ib. sacks .2 B Pepper, Black .. Air Brake . %unlllgh 30/d Z 100 = S T
faif Barreis 3¢ xira 28 10% Ib. .2 10 Pepper, White Cant Hook. unlight, 1% 60
66 Ib. sacks 32 Pepper. Cayenne.. country citl least Foam, 3 do»...116 py tn
MINCE MEAT 28 b, sacks T " rorex-XXXJc Yeast Cream, 3 dos.. 1 00 Sm |ﬁ .
17 Paprlka Hungarlan .
Per case ... 285 Good Indian . 26 Yeast Foam 1% dos. 68
Warsaw Pure Ground In Bulk
MUSTARD 56 Ib. dairy in drill bags 40 Allspice,_Jamaica .... bell Blnder ¥60z. tot. 3022 FRESH FISH Al dNU'_II'_S—WhoIe 10
Kb 6 10D oY - 1828 1b. das”y| in jom;! bags 20 Cloves, ‘Zanzibar .z gw@%& Marr?e 55 Whitefish, Jumbo Perléb, AImonds, DTake . oe...16
Bulk, 1 gal. kegs 1 1081 20 56 |p. sacﬁsar oc Y g‘?ﬁag CAafr;Itggn "1212 Royal Smoke .. 43 Whitefish, No. 1 . 12 Alrﬂulnds Callfornla sfL
Bulk, 2 gal. kegs =~ 95@1 05 Comm Mace, Penang 66 TWINE Trout .. Ho gB el
Bulk, 5 al, kegs 9061 00 Granulated, .. 80 Nutmegs, 7580 3 Cotton, t ply .....24  Halibut - phaet
Mansnilla, 2 0». .. 75 Medium, fine ... 85 Pepper. Black 11% Cotton, 4 ply. Herrin 7 Flldberts
Queen, pints SALT FISH Pepper, W hite’. 18 Jute, 2 ply . . Blueflsh ... 14% >-id. No. 1
ueen, 19 os. Pepper. Cayenn 16 Hemp, 6 ly . Live Lobster .. . 29- Walnuts, soft shell 16010
§uean 2 os ......... arge whole 7 Paprika, Hungarian .38 Flax ium Boiled Lobster 29  Walnuts, Marbot .. .
tuffed, — mall whole .- 6% STARCH Wwool, R> balls cod . 10 Table nuts, fancy 13013/o
Stffed, 3 o3 . ips, or bricks  7%@10% Co VINEGAR Haddock 3 Pecans, Med ------ 13
PIPES 10CK  eeeeereonn @6 Kingsford, 40°1Ds......... 7V State Seal .l 33 Pickerel . fecaiis, |§rge . 014
day, No. 216, per box 175 Halibut Muzzy, 20 lib. pkgs. .. 6% Oakland apple cider .14  Pike .. 9 lF_"eCﬁns J'\E”T;SOS h 010
Caby T. D, full count gg .. 15 Muzzy, 40 lib. pkgs. .. 6 Morganls fOld Process 14 E%rgped i '1%0/ Bhlooryn utS'.per bu.
.................................... > Barrels free. ...18%
PICKLES Kl%g?grd WIiCKING Chinook  Salmon {6 = Cocoanuts
Medium W hite Hp, bbls. Silver Gloss,” 40 libs. 7% No. 0 per gross.... 30 Mackerel ... Chestnuts, Nek\)N ork
Barrels, 1,200 count .6 25 White Hp. % bbls Silver Gloss. 16 31bs. 6% No. 1 per gross 40 Finnan Haddie . State, per bu.
Half bbls., 600 count 3 65 bbls. . Silver Gloss 12 6lbs. 8% No. 2 per gross Roe Shad ... Shelled
Sma White Hoop mchs. Muzzy No. 3 per gross Shad Roe, each Spanish Peanuts
Half bbls., 1,200 count 4 50 Norwegian ... 48 lib. packages 6 WOODENWARE Speckled Bass 8% tecan Halves
PLAYING CARDS. Round,” 100 Ibs........ .3 75 16 51b. packages .. 4% Baskets HIDES AND PELTS Walnut Halves
No. 90 Steamboat .... 85 Round, 40 Ibs. .1 90 61b. packages 6 Bushels ... 1 00 Hides Filbert Meats .
No. %% I?zlval assortqg led 501b oxes 206 ,(B/lushkelts wide band .. 1 115 green NO- % ~11 Alicante Almonds
0. over, enam arket oo . reen No.
kllo. %73268 femalt 1 Splint, large . ..3 50 8ureg “0 % Jordan AIPmonds;
0 olf, satin Splint, medium ..3 00 Cure 0 eanuts
No. SOS Blcycls Egﬂe'ga”m ) 557) SBImt small ..2 76 Calfskin, re Fancy H P Suns
No. 622 Toum’t w 201b. cans % dz. In cs. 1 65 Willow, Clothes, ge $25 Calfskin, green No. 211 Roasted .......
POTASH 9 Willow, Clothes, me'm 7 26jCalfskin, cured. No. 114 ~ Choice, H. P. Jn
10Ib. cans, % dx. In cs. 1 60 1 j x
Babbitt's ... 4 = = ) 61b. cans. 2 ds. in oa 1 76 Willow, dot*«*' agnail 4 »6 Half<kin' cured. No *UVt bo .. 01
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Special Price C

AXLE GREASE Pork
Loins . @16
o
Shoulders . 812%
Leaf La_rd . @13
Pork Trimmings @L
Mutton
Carcass ... . @10
Lambs @12
Spring Lambs @13
. . Veal
Mica, tin boxes ..75 9 00 Carcass ......... 6 @9
Paragon ... 55 6 00
CLOTHES LINES
BAKING POWDER Sisal
o gieed gt 9
i . read, extra..
10c size %0 90ft. 3thread, extra..1 70
%Ib. cans 135 60ft. 6thread, extra..1 29
6oz. cans 1 90 72ft. 6thread, extra..
%tb. cans 2 50 Jute
60 ft Tc

%]Ib. cans 3 75
lib. cans 4 80
3lb. cans 13 00
51b. cans 21 50

Cotton Victor

YOUR
OWN
PRIVATE
BRAND _
i go
d 200
Cotton Braided
135
=5}
i*i es
Galvanized W ire
No. 20, each 100ft. long 1 90
No. 19, each 100ft. long 2 10
COFFEE
Roasted
Dwinell-Wright Co.’s B’ds.
Wabash  Baking Powder

Co., Wabash, Ind.
80 oz. tin cans ... .
32 oz. tin cans ..
19 oz. tin cans
16 oz. tin cans ..
14 oz. tin cans ...
10 oz. tin cans ...
8 oz. tin cans ..
4 oz. tin cans ...
32 oz. tin milk p

16 oz. tin bucket ....
11 oz glass tumbler .. 85
6 oz. "glass tumbler 75

16 oz. pint mason jar 8

CIGARS
Johnson Cigar Co.’s Brand

W hite House,
W hite House, .
Excelsior, Blend, lib..
Excelsior, Blend, 21b
Tip Tog. Blend, lib
Eoyal Hl'enhd Grad

oya i rade

S. C. W., 1,000 lots ... 311 Superior Blend

El Portana 332,Boston Combination

Evenin? Press .
Exemplar Distributed by  Judson
Grocer Co.. Grand Rapids;
Worden Grocer Co. Brand |Lee & Cady, Detroit; Sy-
Ben Hur |mons Bros. & Co., . Sagi-
‘naw; Brown. Davis &
35JiWarner. Jackson; Gods-
"'35jmark, Durand_ & Co., Bat-
“35°tle  Creek; Fielbach Co,,
351 Toledo.
%gll FISHING TACKLE
3%j% to 1 in

Perfection
Perfection Extras
Londres
Londres Grand
Standard ...
Puritanos ...
Panatellas, F
Panatellas, Bock

Jockey Club ... .35 1% to
1% to

COCOANUT 1% to
Baker’s Brazil Shredded}% ”r‘1

Cotton Lines

No. 1, 10 feet

No. 2. 15 feet

. 3, 15feet .

No. 4, 15feet .
6, 15feet

. 6, 15feet .

No. 7, 15feet...
No. 8, 15feet
9, 15feet

Linen Lines
Small .. 20

Medium
Large — ..

70 5¢ pkgs., per case ..2 60 Poles

36 10c pdgs., Eer case 2 60 Bamboo, 14 ft., per doz. 55

16 10c and 38 5c pkgs., Bamboo. 16 ft., per doz. 60
Per Case . 2 60 Bamboo, 18 ft., per doz. 80

GELATINE

FRESH MEATS

Beef Cox’s, 1 doz. Large ..1 80
Carcass 6%@ 9% Cox’s, 1 doz. Small ..1 00
Hindquart -1 % Knox’s Sparkling, doz. 1 25
Loins ... .9 OIl IKnox's Sparkling, gr. 14 00
Rounds 7% j Nelson’s .iiiveiianns i 50
Chucks 7 fa <* Knox .1 25!
Plates @ 5 1»vfor . 75!
Livers @ 5 Plymouth Rock ... 1¢5

ICHIGAN

urrent

SAFES

Full line of fire and bur-
glar proof safes kept in
stock by the Tradesman
Company. Thirty-five sizes
and styles on hand at all
times—twice as many safes
as are carried by any other
house in the State. "If you
are _unable to visit Grand

Rapids and inspect the
line personally, write for
quotations.

SOAP

Beaver Soap Co.’s Brand

Adndel

100 cakes, large size..650
50 cakes, large size..325
100 cakes, small size..335
50 cakes,small size..l 9%

Tradesman Co.’s Brand

Black Hawk, one box 2 50
Black Hawk, five bxs 2 40
Black Hawk, ten bxs 2 25
TABLE SAUCES
Halford, large
Halford, small ... 2 25

Use

Tradesman

Coupon

Books

Made by

Tradesman Companyi
Grand Rapid«, Mich.

W hat

TRADESMAN

Of good printing?
answer that in a minute when you com-

You can probably
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.
your printing.

Let us help you with

Grand Rapids

July 27, 1910

Is the Good

Tradesman Company

f vl

«1



July 27, 1910

e subsequent continuous insertion.

IUBINES8 CHANCES.

To Rent—Store building— adapted to
general stock or_dry goods and gDroceE/
stock. Good point “for hustler. . Dr. E.
William Bolio, Coral, Mich. 752

. Wanted-—Second hand McCaskey reg-
ister. _For sale, peanut roaster and pop-
er. Fine cash register. J. H. Lankton,
averly, 785

For Rent—Country Store. $15  per

month. Two-story stone building 25 x 50,
with counters, shélving, suitable for gen-

eral country store. an be stocked for
$2,500; sales  $900 per month. New
town on Chlca]gq, Indiana & Southern
Railway. Postoffice pays the rent. Ad-
(Ijrgss M. Conrad, Conrad, Newtonw%lo.,
nd.

Cash Register For Sale—jSeven-drawer
National register as good as new and _in
perfect order. Will “sell at a bargain.
Addreﬁs, The Landon-Thacker Co., Mari-
on, Ohio. 766

Read This, Mr. Merchant

_Why not permit me to conduct a
big July or August sale on your
stock? “You’ll clean up on old gdods
and realize lots of money quickly.
Remember | come in Jaerson,_ qual-
ified by knowleoge and experience.
Full information on request.

B. H. Comstock, X
Toledo, Ohio

907 Ohio Building

For Sale—A clean stock of general
merchandise. Invoice  $11,000. Good
town of 700. Two other general stores,
Want to sell bulldln?. and all. In a good
farming country. A fine opening for some
one. ill give good discount for cash.
Cause for selling, ill. health. Address
Woodward Bros.,” Haviland, Kans. 767

Wanted—Stock of dry goods or shoes
exchange for choice™ land. C._ W.
Comstock, ~.Lost Nation, la. 768
Thoroughly . equipped _ice-cream parlor
and candy Kkitchen. Will inventory over
one thousand dollars.  Will take five
hundred for quick s There is a
reason. Address 769, Tradesman.
' 769

in

ale.
care

I A tin and plumbing shop in a town
lof 4500. Mineral springs in town. Put
m water works this summer. Good rea-
son for selling. Brown Bros., Searcy,
Ark. 770

p Big Bargain in Timber and Mill. Fine
band mill, Ioggm?_ outfit and more than
45.000,000 feet of Tine hardwoods, cypress
ash, poplar, oak, cottonwood, gum an
pine. Well located, advantageous freight
rates. Operations can be started in two
weeks. ig bargain for quick buyer.

[Smith,

Wrrite for particulars.
Lbr. Co., Augusta, a.

For Rent—Large drg g A
ment store; old “stand; best corner in
town; on Iake—to—.]gulf waterway. Dr.
Morris, 772
. For Sale—General stock
ing and dwelling, located i
town not far from Grand Rapids.
will inventory about $2,500. "It will
you to investigate this proposition.
dress No. 775, care Michigan Tradesman.

Savannah Valley
771

oods or depart-

store build-

in railroad

Stock
a

A TRIAL PROVES THE WORTH

Increase your business from 50 to 100 per
cent, at a cost of 24 per cent. It will only
costyou 20 for a postage stamp to find out
how fo do it, or one cent for a postal card if
you cannot afford to send a letter. If you
want to close out we still conduct aucfion
sales. ' G. B. Johns, Auctioneer and Sale
ﬁﬂpeﬁlallst, 1341 Warren Ave. West, Detroit.

ich.

For Sale—Grocer?/_stoc_k and fixtures,
horse, wagon and sleigh, inventory_ $1,400.
Bright cléan stock and modern Tfixtures
located in the best section of Gran
Rapids, established trade $1,000 a month,

good building, 20 x 30, store room in rear
rent $20 per month. | am a widowed
lady and can not stand the work, good
man can double my trade. Address_776,
care Michigan Tradesman. 776

. For _Sale—Well _established _dru? stock
in thrifty town tributary to rich farming
community. Stock and fixtures inven-
tory $1,400. Will sell for $1,200. No
dead stock. Terms cash or its ..equiva-
lent. Address No. 777, care Mic |_/g7an
Tradesman. 7

for sale or Rent—One of the best
stores in Cass City; will be vacated
August 1; or any part of the present
stock of goods maa/_ be bought with_it.
I. A. Fritz, Cass City, Mich. 778

For Sale—A good exclusive shoe husi-
ness_in live county seat, town of 2000
in Central Michigan. For particulars,
address F. J. Brown, Mason, Mich. 779

MICHIGAN TRADESMAN

BUSINESS-WANTS DEPARTMENT

Advertisements inserted under this head for two cents a word the first insertion and one cent a word for‘each

No charge less

For Sale—Clean stock general mer-
chandise; $7,000; splendid Tocation; nice
bmldm?; cheap rent. Address lock box,
15, Astoria. 758

For Sale—Clean new, up-to-date_stock
of general merchandise, which will in-
voice between $4,000 and $4,500; also new-

building and _lot; located in center_ of
splendid farming district. Address _Box
9, Douglas, 111 759

For Sale—A_ general store in village of
Wi illbury on interurban between Beénton
Harbor and Paw Paw Lake, a good fruit
shipping g)omt, cash farmers ‘trade a
high as” $50 per day, no credit. A splendid
location for drug  store in connection.
Corner lot 40X 60. Buildin 30 x 38.
Stock $800. Will sell all for $1,800. Ad-
dress Will Kitron, Benton Harbor, Mich.

760

Sale—Well established grocery-
store, excellent location. BusinesS about
$20,000 per year. Address J. B. nder-
son Son, 229-231 Broadway West,
Little Falls, Minn. 761

An Opportunity to buy dry goods and
shot store in " California. " Pa. Stock
about $15,000, doing a cash business $40,-
000 annually. Easy terms to rlght\Rlartm.
This is a money-maker. Address . .
Kirby. California, Pa. 762
ice cream
in bakerv

Good Established
and_ lunch parlor. ]

business here for fifteen years. Good
brick oven 1.1 x 13. Day bread-mixer all
in first class shape. ome and work a
few' days and see for yourself. R. P
Hansen. Waupaca, Wis. 763

For _Sale—Clean stock of general mer-
chandise including buildings in _country
town in the Thumb of Michigan, in sugar
beet belt. Inventory about $2,500. Must
change climate. No exchan?_e consdered.
Address Lock Box 108, Colling, Mich.

754

For

bakery,
Have been

Farmers—Timber and cut over lands
for sale. On easy terms. For particulars
address J. R. B. Moore, 1014 Southern
Trust Bldg., Little Rock. Ark. 757

Bring Something to Pass

Mr. Merchant! Turn over your "left overs ”
Build up your business. Don't sacrifice the
cream of go_ur stock in a special sale. Use the

lan that brings all the prospective buyers in
ace to face competition and gets results. |

personally conduct ma/ sales and guarantee
my work ™ Write me.I OHN C. GIBBS, Auc-
nion. la.

tioneer, Mt. U

For Sale—Outfit for the manufacture of
canvas gloves. New. Never been used.
Would consider trade. Address M.,
Tradesman.

Why not collect your bad accounts
with ‘the New Steelée Collection Method
and save attorney fees. You can do it.
No difference what you have seen or
tried, send me dollar for complete system
that has even compelled payment _of
“given up” accounts. They ~“are live
wires, E._ A. Steele. Dept. M. T., _0Odd
Fellows’ Temple, Marion, Ind. 756

For Sale—Fine new stock of general
merchandise, in good growing town_of
2,000. For particulars address Lock_Box
577, Newport, Wash. 750

Hotel For Sale—The Lake View House,
60 rooms, everything in good shape. Does
all the commercial business. oing a
good paying business. Will sell at a rea-
sonable "price. Reason for_selling, sick-
ness, and old age. Thos. E. Sharp,75ElIk

care
753

Rapids, Mich.

For Sale—Store and stock of general
merchandise at Bowen Station.~ Very
reasonable. Address C. W. Brake, P. M,
Crosby, Mich. 749

For Sale—A first-class é;rocery and
meat market, town of 1500 population,
invoices $3,500. Doing good business.
Reason for selling, goin est. Address
No. 748, care Michigan Tradesman. 748

Wanted—Man for grocery department.
Must have some expérience and must_be
sober_and industrious. Address No._ 747,
care Tradesman. 747

W holesale. Commission House $3,500—
Well established = wholesale commission
business, located in the heart of the city

and doing a nice business. Good rea-
sons for selling. Kinsey & Buys, Fourth
National Ban Bldg., Gran Raglds,
Mich. 45

$4,800—We have a store building and
shoe stock for sale at stated price or can
sell either building or stock separately.
This is a well established business and
has a good cooper shop in connection.
Kinsey & Buys, Fourth National Bank
Bldg.,” Grand Rapids, Mich. 746

as W

than 25 cents.

For Sale—Meat market equipment and
stock, slaughter house and equipments
and_ five acres of land.  Good reasons for
selling. Address No. 739, care Trades-
man. 739

~ For _Sale—One of best grocery stores
in fruit belt of Western _Michigan. Cheap
for cash. Address No. 738, care Tracaigs—

man.

For Sale—A first-class dry goods stock
for sale at Boyne City, oné of the best
towns in the "State. ~ First-class stock.
First-class location and good business.

ish to move on account of sickness.
Byram & Co 741

An excellent opportunity . \
established wholesale and” retail station-
ery and_ office supply business.  Worth
looking into. Write at once No. 742, care
Tradesman. 742

W anted—Stock of goods not to exceed
$2,500 valuation, in ‘exchange for first-
class Grand Rapids residence progerty.
C. T. Daugherty, 10 Hollister St., rand
Rapids, Mich. 743

W anted—Stock of in exchange
for good farm. W Sweet, Lake
Ann,” Mich. 729

modern,
shelving,

To Rent—Shoe store, brick,
17% x 60 ft.,, with basement,
counter, desk, light fixtures, shades,
screens, awning frame. Good location.
Good opening. ~ Reasonable rent. Popu-
lation 3,000. ~ Julius R. Liebermann, St.
Clair, Mich. 726
Yellow pine stumpage for sale, reason-
able terms, ten million feet within three
miles of, the Norfolk and Western rail-
Wéll?/'h Good logging section, $30,000. Can
se

alf if desired. Address Lock _Box
37, Blackstone, Va. 724

For Sale—A general grocery stock and

building .in a good farming “community.
Stock ‘will inventory between $900 and
$1,000. Reason for “selling, old age and
poor health. For further particulars en-
uire of S. A. Hewitt, Monterey, R. F
. No. 6, Allegan, Mich. 718

For Sale—A good custom flour and feed

in

to buv well

oods
m N,

mill in Southern Michigan. Located

fine, farming country and doing a good
business and all machinery in good shape.
Village has two railroads. or further

Information address Samuel Curtis, Cad-
illac, ich. 715

Something New—Town, county agency,

$12,200 annuaIIP]/. Three times day neces-
sity. Every home wantsthem. ~ Akers-
Resh Supply Co., Lamar, Mo. 712

Stock of general merchandise wanted.
Ralph W. Johnson, Minneapolis, Minn.
«,

For coal, oil and gas, land leases,

write C._W. Deming Co., Real Estate
Dealers, Tulsa. Okla. 542

For Sale—One 300 account McCaskey

register cheap. Address A B., care
Minhigan Tradesman. MS

For Sale—A good clean stock of hard-
ware and_furniture in Central Michigan
town of 500 population, situated on rail-
road. Address No. 683, care Tradesrgggn.

HELP WANTED.
Wanted—At once, shoe clerk, good sal-

ary. Must be a good worker and_ re-
liable. Send references. Prefer single
man. P. C. Sherwood & Son, Yysilanti,
Mich. 725

W anted—Experienced clothing sales-

man, must understand window trlmm_mﬁ.
Good salary and steady position to right
Earty. Address M.Lowenberg, Baitle
reek, Mich. 727
W anted—Regular traveling men in al-
most every sfate to handle a line of

neckwear Specialties as a side line; small

commission, but quickselling.  articles
and exclusive state rights given. Ad-
dress Standard Neekwear 0., Boston,
Mass. 774
Safes Opened—W. L. Slocum, safe ex-
pert and locksmith. 147 Monroe street,
Grand Rapids, Mich. 104

W anted—Clerk for general store. Must
be sober and jindustrious and have some
previous experience. References requlrsd.
Address Store, care Tradesman. 242

W anted—Salesmen of ability to solicit
druggists. Package goods of finest qual-
ity “~and appearance. Large variety
Guaranteed under the Pure Foods and
Dru?s Act. 20% commission. _ Settle-
menis bi-monthly. Sold from finely II-
lustrated catalogue and flat sample book.
Offers you an exceptionally fine_side line.

Catalogue at request. Henry Thayer &
Co.,, ambridge-Boston, Mass. stab-
lished 1847. 61

Cash must accompany al- orders.

Cash For Your Business Or Real Es-
tate. No matter where located. If you
want to buy, sell or exchange any Kind
of business” or real estate anywhere at
ane/ price, address Frank P. Cleveland.
}_%_l Adams Express Building, Chlcaégo.

«

SITUATIONS WANTED.

Thoroughly commpetent —cmhina. house-
furnishing, toy :and rlotion. man_ wants
position as buyei- and manaiger, 2> years’
experience and a hustier. ~Best refer-
enoes. 773, care Tradlesman. 773

Wanted—Positlon in groc@ry or general

store. Five vyears’ gexperijenee. Refer-
ences furnished. Address, Lock Box 5.
Chippewa Lake, Mich. 780

W ant Ada continued on M it DMT»

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
who

people nave

bought, sold or ex-
changed properties as
the direct result of ad-

vertising in this paper.



48

MICHIGAN HARDWAREMEN.

Good Things in Store For Them Next
.Month.

Marine City, July 25—1 am enclos-
ing you herewith programme of our
forthcoming convention to be held
m Detroit next month. We are pre-
paring to issue a ninety-six page sou-
venir programme, which will be mail-
ed to every hardware dealer in the
State next Saturday, and we feel
confident that the attendance will
break all previous records.

Practically all of the space, with
the exception of a few booths, has
been disposed of and the applications
on hand assure us that everything
will be taken prior to the date of
opening.

We are urging the delegates to
bring their wives and the Ladies’
Committee is preparing to see that
the visiting ladies are properly en-
tertained during the time that the
business sessions are being held.

I trust you will find space in your
current issue to make some mention
of the convention.

A. J. Scott, Secy.

The programme for August 10, 11
and 12 is as follows:

Wednesday Morning.

9 a .m. Official opening of the ex-
hibits in the Auditorium of the Light
Guard Armory.

The Secretary’s office, which is lo-
cated at the left of the main en-
trance, will be open all the morning.
New members are particularly re-
guested to register early, so that the
Reception Committee can see that
they are promptly made acquainted
with the other members of the As-
sociation.

Il a m Meeting of the Execu-
tive Committee in the Ladies’ parlor
on the ground floor.

Wednesday Afternoon.

130 p. m. Meeting called to order
by President Chas. A. lIreland, of
lonia, in the lower auditorium of the
Armory.

Song, “America,” led by instru-
mental music.

Address of welcome by Hon.
Philip Breitmeyer, Mayor of De-
troit.

Response to address of welcome by
Charles A. Ireland on behalf of the
active members and F .E. Woolley on
behalf of the associate members.

Announcement of members
lected for committee work.

Reading of minutes of the last reg-
ular meeting.

Reception of communications.

Annual  address of  President
Charles A. Ireland, lonia.

Annual report of Treasurer Wm.
Moore, Detroit.

Annual report of Secretary A. J
Scott, Marine City.

Address, “Co-operative Insurance,”
by W. P. Lewis, Huntingdon, Pa.

Question box.

Adjournment.

(Exhibits will be open after each
business session.)

Wednesday Evening.

The exhibits will 1le open in the
evening with a special programme in
the main auditorium. The public will
be admitted upon presentation of

se-
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printed invitations distributed by the
members of the Association.
Thursday Morning.

9 a m. The exhibits will be open
until 1 o’clock and members are urg
ed to spend as much time as possible
at the Auditorium. A visit to every
booth will be found profitable and
educational and the opportunity to
become posted on the merits of the
various lines should not be over
looked.

Thursday" Afternoon.

130 p. m. Meeting called to orde:
by the President.

Address by Hugh Chalmers, Presi
dent Chalmers Motor Co., Detroit.

An Hour With the Traveling
Men.” This feature of the pro-
gramme will be in the hands of F
E. Woolley, of Ann Arbor, one of
our charter associate members.

Address, “The Real Thing,” M. M
Callaghan, Reed City.

Discussion.

Report of the eleventh annual con-
vention of the National Retail Hard-
ware Association, held at Denver, by
O. H. Gale, of Albion.

Question box.

Adjournment.

Exhibits will be open from time of
adjournment until 6 o’clock.

Thursday Evening.

A theater party has been arranged
tor, the delegates being given the
choice of seats at either the Temple
theater (high class vaudeville) or at
the Garrick theater (Bonstelle Stock
Company, playing “A  Woman’s
Way ’). Tickets will be distributed
by the Secretary at the time dele-
gates register and these must be ex-
changed at the box office of the the-
ater before 3 o’clock Thursday after-
noon.

Friday Morning.

9 a m. The exhibits will again be
open all the morning and this is the
iast opportunity at the convention
that delegates will have to place their
orders for goods.

Friday Afternoon.

130 p. m. Meeting called to order
ty the President.

Reports of Committees on Audit-
ng, Constitution .and By-laws and
Resolutions.
~Report of Committee on Legisla-
tion.

Consideration of committee re-
ports.
Our National Association, by

Sharon E. Jones, Richmond, Ind.,
First Vice-President N. R. H. A.

Unfinished and new business.

3 p. m. Special order of business.
~Report of Committee on Nomina-
tions.

Election of officers.

Selection of next convention city.

Good of the order.

Question box.

Adjournment.

Friday Evening.

A boat ride on the river as guests
of the manufacturers and wholesalers
of Detroit.

Quick Time To Upper Peninsula
Points.

Willom Logie has received the
following letter from G. J. Keate,
General Freight Agent of the G. R.
& 1., regarding the time required to

transport freight from Grand Rapids
to Upper Peninsula points:

“Our freight leaves Grand Rapids
at 8:55 p. m. and arrives at Mackinaw
at noon next day. It is transferred
immediately and reaches the Soo at
9 p. m. and Marquette at 2 a. m. In
other words, freight leaving here
Monday night is at the Soo Tuesday
night and at Marquette early in the
morning of Wednesday and reaches
he Copper Country on the afternoon
of the same day. We have been com-
plimented several times on our serv-
ice to various points reached by the
D, S S &A”

This is better time than Detroit

bbers are able to make with their
shipments, ours arriving at Macki-
naw City in fiften "hours, as against
ixteen hours from Detroit, and at

the Soo in twenty-four hours, as
against thirty-five hours from De-
troit.

The Detroit jobbers are jubilant
over their ability to announce that ar-
rangements have been perfected for
direct through billing to most of the
Upper Peninsula points. As a mat-
ter of fact, Grand Rapids has en-
joyed this privilege for several years,
greatly to her advantage. Grand Rap-
ds shippers can send goods by any
express company represented here
and have them billed through to des-
ination.

Grocers Will Picnic In
August.

Lansing, July 25—A special picnic
committee consisting of D. Glenn.
Claude E. Cady and Charles W.
Reck was appointed at the last meet-
ng of the Grocers and Butchers’' As-
sociation to go to Cedar Point, Ohio,
to look over the proposition of that
re-orr as a place for holding the an-
nual picnic. The committee, how-
ever, may not go to the Point, but
Hague Park, near Jackson, this being
a lesort that is much in favor on
account of its nearness.

Special picnic rates are very diffi-
cult to secure on account of the State
law relative to the reduction from
three cents to two cents a mile. No.
company will give a better rate than

Lansing

July 27, mo

one fare for the round trip. Port
Huron, Bay City, Detroit and Grand
Rapids ard consequently tabooed.

A special meeting has been called
for next Tuesday night to listen to
the report of the picnic committee.
Just what rate can be secured from
ihe Lake Shore to Cedar Point is
conjectural. Efforts, however, to get
a very large reduction to this ideal
watering place will be put forth.

The question of a public market
was touched upon but slightly Tues-
day night owing to the small attend-
ance at the meeting. The date for
the annual picnic has always been
the second Thursday in August. As
the races will be held at that time
this year, the usual time has been
abandoned, there being too many
members of the Grocers and Butch-
ers’ Association and others who
have their “fliers” in mind.

The Boys Behind the Counter..

Cassopolis—G. D. Hilton, of Ft
Wayne, Ind., has taken a position as
pharmacist with the Charles A. Bish-
op Drug Co.

Grand Ledge—Albert Maier has
gpne to Alma, where he has a po-
sition in a clothing store owned by
his brother, George Maier.

Traverse City—W. D. Turner has
resigned his position in the hardware
department of the Hannah & Lay
Mercantile Co. to accept one with
the Towner Hardware Co., of Mus-
kegon, to take place on August 1.
Mr. Turner has been in his present
position since last September and
previous to that time he had been
connected with the hardware busi-
ness of the city for the past fourteen
years.

BUSINESS CHANCES.

. or take half interest
ﬁvell established business, ?eneral
stock, hardware or grocery preferred,

Add s OE LT 20Ye *Mdsgﬁpaon%i;;n-

For Sale—Furniture store, doinP a
good business in city of 5,000, best loca-
tion in city. Stock in first-class condi-

Mich. R BiSCh°P & C°" Hast$ f~’
Merchant—If fyou want to sell _your
ef you F7.09T.

stock 1 can g yo a buyer.
Barrett, Grand Ranids Minii

Daniel Lynch Company

Successor to

Daniel

Extracts Baking

Coffees

Teas

Lynch

Powders Spices

Bluing

and

Soda Fountain Supplies

Grand Rapids

Michigan



Ififour
O usto
Find the

Cist> of Our
| “ QUAKER”

on their packages of Coffee
and Spices they will be
certain they bought

the RIGHT KINDS

S

lB orden G rocer Company

Grand Rapids
The “Right Kind"* Wholesalers

In Case of Fire You Must
. Prove Your Loss

If your store burns you must prove to the insurance adjuster
how much stock you had. The mere statement that
you had $2,000 or (5,000 worth of goods on hand will
carry no-weight. Your accounts must be in shape to
prove your loss.

The easiest, simplest, cheapest, yet most efficient way if by
the use of THE MCcCASKEY SYSTEM of handling
accounts with one writing.

Send us a postal card and we will tell you how and why.

THE McCASKEY REGISTER COMPANY
The Complete System

ALLIANCE, OHIO
FIRST AND STILL THE BEST

Grand Rapid* Office
256 Sheldon St., Citz. Phene 9645

Detroit Office
1014 Chamber of Commerce Bldg.

Agencies In all principal cities

Manufacturers of the faaious Multiplex
Duplicating and Triplicating Sales Pads, also
single carbon pads in all varieties.

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 you never heard of the manufacturer.

Some salesmen claim that they are packed by Kellogg, and
some only goso far as to say that they are “just as good as
Neither statement is true.

Kellogg’s.” Kellogg packs in

his own packages only, which bears his signature.

H\  f}jejifcrea”™

KELLOGG TOASTED CORN FLAKE CO. Battle Creek, Mich.



Don’t Depend
On a Dog

We know it is mighty hard work to convince the owner,
that his particular dag isn’t the best all around store
protector and the most voracious

Burglar Eater

on earth, but as a matter of fact thousands of stores

have been robbed where nearly everything was taken

except the dog—and they could probable have coaxed
him off if they’d had any use for him. Dogs are all right for pets, but when it comes to protection for money,
books and papers they don’t stack up with a

First Class Safe

We have the right kind, the kind you need. Worite us to-day and let us quote you pricts.

Grand K&pids Safe Co. GadRpd; nan



