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Better th in g s  Che Poor m an's Cools
Better the love of a gentle heart than beauty’s The poor man’s pick and shovel lead progression on 

favor proud; her way;
Better the rose s living seed than roses in a Make enterprise move faster and bring commerce 

crowd. here to stay.
They route man’s field of labor, mark his

Better to love in loneliness than bask in love boundaries of toil
all day;  ̂ And produce the wealth of nations from the 

Better the fountain in the heart than the fountain bed-rock and the soil. , 
by the way.

The poor man’s pick and shovel loose emancipation’s 
Better be fed by a mother’s hand than eat alone chain

at will;  ̂ And carry education o ’er the prairie and the 
Better to trust in God than say: “ My goods my plain.

storehouse fill.” They found the mighty city and the mansions of
the rich,

Better to be a little wise than in knowledge to Prepare the tombs of millionaires and dig the 
abound; pauper’s ditch.

Better to teach a child than fail to  fill perfection’s
round. The poor man’s drill and hammer rend the caverns

of the earth;
Better to sit at the Master’s feet than thrill a Bring forth the golden nugget and the ores of 

listening State; priceless worth.
Better suspect that thou art proud than be sure that T hey pierce old nature’s secrets, and reveal, as 

thou art great. ages roll,
The knowledge that is needed to light science 

Better a death when work is done than earth’s to her goal.
most favored birth; Lurana W. Sheldon.

Better a child in God’s great house than the king 
of all the earth.

Asleep n m r
For living a pure life.

He knelt beside her pillow, in the dead watch of _ . .
the night, For doing our level best- 

And he heard her gentle breathing, but her face For being kind to the poor.
was still and white, For looking before leapi 

And on her poor, wan cheek a tear told how the
heart can weep, For hearing before judging.

And he said, ‘‘My love was weary—God bless For thinking before speaking.
her! She’s asleep.” _ , ,Jbor harboring clean thoughts.

He knelt beside her gravestone in the shuddering For standing by our principles.
autumn night, ___ _* ’ to r  stopping our ears to gossip.

And he heard the dry grass rustle, and his face
was thin and white, For being as courteous as a duke.

And through his heart the tremor ran of grief that For asking pardon when in error.
cannot weep, .

And he said, “My love was weary—God bless ° r n  3 ®arru ous ton8ue- 
her! She’s asleep.” For being generous to an enemy.

William Winter. For being square in business dealings.

4® 4 »



Our Brands of Vinegar
Have Been Continuously on the Market 

For Over Forty Years

Is this not conclusive evidence of the consumers stamping 
their approval dn our brands for Q U A L IT \ ?

The Pickling Season is now at hand, line up your stocks and 
increase your profits by selling the following brands:

“ HIGHLAND” Brand Cider and W hite Pickling 
“ OAKLAND” Brand Cider and White Pickling 

“ STATE SEAL” Brand Sugar Vinegar
Demand them from your jobber—he can supply you

Oakland Vinegar & Pickle Co. Saginaw, Mich.

A Reliable Name
And the Yeast 
Is the Same

F leisch m an n ’s

On account of the Pure Food Law 

there is a greater demand than 

ever for >  j*

Pure
Cider Vinegar

We guarantee our vinegar to be 

absolutely pure, made from apples 

and free from all artificial color

ing. Our vinegar meets the re- 

'quirements of the Pure Food Laws 

of every State in the Union, j» j*

The Williams Bros. Co. •
(Manufacturers

Picklers and Preservers Detroit, Mich.

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 Company, for infringement of the 
above 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 litigation, but buy your 

scales from parties having the right to make and sell such scales.

The Computing Scale Co.,
Dayton, Ohio

Money weight Scale. Company, Chicago 
Distributors

Snow Boy keeps moving out-Profits keepcommg in

S ta rt  y o u r  S n o w  B oy s a le s  a 'm o v in g  
The way they grow  will makeyour friends sit upand take notice

Ask your jobbers  ̂a a rPs ¡ jS °'Salesman Buffalo,H.Y.



Twenty-Eighth Year GRAND RAPIDS, WEDNESDAY, SEPTEMBER 28, 1910 Number 1410

S P E C IA L  F E A T U R E S .
Page .
2. S to re  M an ag em en t.
4. N ew s of th e  B u sin e ss  W orld .
5. G roce ry  an d  P ro d u ce  M arket.
6. B eh ind  th e  C o u n te r.
8. E d ito ria l.

10. B oard  of T rad e .
12. B u tte r ,  E g g s  an d  P ro v isio n s .
14. Men of M ark .
15. V alue  of E x p erien ce .
16. C lo th ing .
18. A fte r  th e  P u rc h a s e .
20. W o m a n ’s W orld .
22. T r e a t  T h em  A s M en.
24. C lerk  vs. T ra v e le r .
26. S ix ty  Y e a rs  Ago.
28. C h arlie  Pig .
30. O ur P a r k  A rea .
32. Shoes.
35. In d ia n a  Item s.
36. S toves  a n d  H a rd w are .
38. C u ttin g  O u t a F a ir .
40. T h e  C o m m erc ia l T rav e le r .
42. D rugs.
43. D rug P r ic e  C u rre n t.
44. G ro ce ry  P r ic e  C u rre n t. 
aw Special P r ic e  C u rre n t.

MR. BRYAN’S BOLT.
It is perfectly natural that Bryan’s 

bolt should excite comment all over 
the country. In a statement sent out 
from Lincoln the great Nebraskan 
says that he will not support Dahl- 
inan, the regular Democratic nominee 
for Governor. It will be remembered 
that during the preliminary canvass 
Mr. Bryan was very earnest and 
energetic in favor of county option 
and the 8 o’clock closing law and 
wanted that made a plank in the 
Democratic platform. This the dele
gates at the State convention refus
ed to do. They disobeyed him for 
the first time in many years. It so 
happens that the Republicans took 
the other side of this question and 
put into their platform just the planks 
which Mr. Bryan had been advocat
ing. So the issues are very clearly de
fined. If the people of Nebraska 
want county option they will have to 
vote for the Republican nominee, 
and if they do not want it they will 
elect Dahlman. Mr. Bryan’s attitude 
after the convention is consistent 
with his previous attitude.

From an independent point of view 
Mr. Bryan is clearly right in bolting 
the Dahlman nomination and by do
ing so he proves that tens of thou
sands of other people scattered all 
ever this country were clearly right 
in voting against him on the free 
silver issue. When he was a candi
date for the Presidency he was a 
great stickler for regularity and when 
honest money Democrats in flocks 
went over to the other side the “peer
less one” poured out the vials of his 
wrath upon their heads and called 
them everything but decent. Then he 
declared that Democrats should stand 
by the Democracy, its platforms and 
its nominees. The people had just 
as much right to bolt in previous 
years as they have in this and it was 
just as defensible to stand up for hon
est money against 50 cent dollars as 
it is to stand up for county option 
and an 8 o’clock closing law. Mr. 
Bryan did not set the independent

example, but by following it he has 
given it distingushed endorsement. 
He is simply falling in line with the 
tendency of the times. He is declar
ing his intention to vote according to 
iiis convictions and' for what he be
lieves to be right. That is not only 
his privilege but his duty and the 
same is true of every other voter. 
There is no just cause for complaint 
if everybody does not vote for evfry 
nominee on the ticket of the party 
to which he belongs.

PERSISTENT AVIATION.
Despite numerous fatal and other 

accidents the devotees of the art of 
aviation persist in essaying new and 
more dangerous feats. It can not be 
admitted that the development of the 
aeroplane has reached much beyond 
the expermental stage. The machine 
can be made to fly successfully, but 
the chances of accident are yet so 
numerous and the risk of landing is 
so great that it can -be truthfully said 
that the chances of the aviator get
ting back to earth safely are about 
even. As for having developed any 
practical uses to which the aeroplane 
can be put, nothing has yet been defi
nitely accomplished.

Nevertheless, the possibilities of 
both the heavier-than-air and the di
rigible airships as war machines are 
considered worth further experimen
tation. No system of scouting in time 
of war has yet been invented that 
can be depended upon to unfold the 
enemy’s position and his military se
crets with anything like accuracy. If 
the aeroplane, or even the less man
ageable dirigible balloon, can provide 
a more accurate and more extensive 
review of the enemy’s position and 
plans, a long step forward will have 
been taken. Such possibilities justify 
the money and risks that are being 
ventured on aviation.

The latest sensational exploit of an 
aviator in the heavier-than-air ma
chine has been the successful crossing 
of the Alps by a Peruvian aviator 
named Chavez. This daring spirit 
crossed over the Simplon Pass and 
had to rise to an altitude of 7,000 feet 
before he could negotiate the high
est point of the route selected. He 
followed the old Napoleonic route 
and made a successful crossing, but 
came to grief finally on landing in 
Italy and has since died at a hospital.

The crossing of the Alps by aero
plane serves no useful purpose, but it 
proves that it is possible to rise high 
enough in the air to negotiate ordi
narily mountainous country, since the 
most difficult as well as the most his
toric of obstacles have been success
fully overcome. Whether the success 
achieved warranted the great risk in
volved is a debatable question. Men 
will always be found to attempt any 
enterprise, however hazardous, if 
there be profit or honor enough in

it to attract them. While a proper 
regard for human life might seem to 
justify the prohibition of such enter
prises by the authorities, it is doubt
ful if there will be any interference, 
as it is realized that most of the 
greatest inventions, those that have 
benefited humanity the most, have 
been developed only after a number 
of sacrifices of life and limb by the 
early pioneers in the movement. As 
long as daring aviators are willing to 
risk their lives in order to develop 
their art, it is a question whether any 
one has a right to say them nay. The 
risk is theirs alone and such success 
as may be achieved will benefit the 
public generally. Why, then, inter
fere with the sport?

THE WIZARD TO THE FRONT.
Those of us who are not able to go 

to the theaters are soon to have the 
theaters brought to our homes. That 
is the promise of Edison and when 
we recall what he has already done 
the promise seems not incredible. 
Just how nearly the moving picture 
and phonograph can be brought into 
unison remains to be seen, but the 
possibilities are good for a conjunc
tion of the two.

The extent to which the phono
graph has been perfected is still not 
fully realized. To those who are 
familiar wth the cheaper grades— the 
cruder processes which must inevita
bly be the forerunners of any perfect
ed type— the machine music is re
garded as something of a joke; but 
the rich tones of the high priced ma
chine are difficult to detect from the 
original; and a good phonograph is 
infinitely better in developing a taste 
for the sort of music which is real 
art than most of the talent that can 
be reached outside of the large cities. 
The machine must not only be first- 
class but it must be. well cared for. 
These two features provided and the 
trained voice will have no cause for 

¡shame as its notes are perpetuated 
through the phonograph.

If Edison perfects his present plans 
it will revolutionize the entire field 
of the drama. Not only will the com
mon people have access to the best 
which the stage can offer, but the 
playright will find his mission limit
ed, his arena contracted. The real 
play with actors may be a thing of 
the past. The features which render 
stage life objectionable to the most 
fastidious may be cut out.

Yet this is only surmising. There 
will always be a place for actors so 
long as there are play lovers. And 
if the works of the wizard eliminate 
a portion of their labors, they will 
only have a chance to focus their ef
forts upon the technique in other 
forms, preparatory to reproduction. 
Scenes may be shifted, but they will 
not be lost.

DON’T BE A LEANER.
A certain National bank in Los 

Angeles requiring the assistance of 
T50 clerks is naturally very anxious 
to furnish employment to the sons of 
the stockholders and directors of the 
bank. As a matter of fact the larger 
number of these young men are so 
useless to the bank that the fathers 
pay the little wages they draw with
out their knowing it. Experience 
leads the officers of this bank to be
lieve that the young men from the 
country and smaller towns are better 
workers than the city bred youth. 
The city is filled with young men 
who are looking more for easy jobs 
than they are for a chance to distin
guish themselves in the banking busi
ness.

The young man from the country 
who goes into the city and secures 
employment without any pull or with
out the assistance of relatives or 
friends is more likely to forge to 
the front than a boy who is more 
favorably situated.

Merit counts always, has always 
counted and always will count in this 
world and there are desirable oppor
tunities in every city and every town 
and every business establishment for 
the man who scorns the assistance of 
others and builds himself up without 
relying on the relationship of the fa
ther or the relative or the friend, but 
forges his way to the front by his 
own efforts.

AN ATTRACTIVE VOCATION.
The business of driving automo

biles is making the vocation of chauf
feur an attractive one offering a large 
held for employment. An intelligent, 
honest young man who wants to 
make fair wages can pretty generally 
succeed if he can run an automobile 
safely and know something of its in
sides. John Hays Hammond is quot
ed as advocating the training of 
chauffeurs in the public schools. He 
thinks the busines is so important 
that the rising generation ought to be 
educated to it. There really seems 
no need for the public schools to take 
it up any more than they would teach 
young men to be tinsmiths or plumb
ers. The ordinary manual training in 
the public schools teaches any boy 
certain mechanical rules and regula
tions as well as digital dexterity. The 
start which manual training taught in 
the schools would give a boy anxious 
to be a chauffeur is quite a little, but 
the balance of the trade it is fair 
to ask him to learn either in a garage 
or a special training school. The pub
lic school system can not undertake 
to fill the demand for chauffeurs any 
more than that for dentists.

The woman that wants to be 
famous always gets angry when she 
is “talked about.”
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STORE MANAGEMENT.

Holding Trade More an Object Than 
Securing I t

The policy of the store is what 
makes people like or dislike to trade 
there. And according as people like 
to trade in a store or not, that store 
will be a success or a failure.

You are running a business that 
is paying you well and you get fair 
prices for all your goods. A new 
store opens that cuts the prices on 
your line of stock, or some of them, 
to make leaders and get the people 
to come in. You say. “ I’m not going 
to pay any attention to that fellow.” 
You tell your customers who ask it 
you are going to meet his prices. 
“ No, we won’t sell goods below cost 
for anybody. If that fellow wants to 
do business for fun let him. We are 
going to have a profit on our' goods 
or w'e will keep them.”

What will be the result of that pol
icy? It plays right into the new 
man’s hands. It is the best that he 
could hope for. It is just what he 
wants. It helps him to get people in
to his store and it keeps them com
ing there because they can save mon
ey by it. They go there to save 
money on a few items and they end 
by buying other goods and in some 
cases at least will become his cus
tomers.

That is a mistaken policy. As far as 
the public is concerned' and as far 
as they know about it. your policy 
should seem to be: “We will not be 
undersold.” It may be that you do 
not want to meet those cut prices, 
and you need not necessarily do it 
to any great extent, but the public 
must be made to think that you are 
game.

Do not make the mistake, unless 
exceptional circumstances warrant it, 
of counter-cutting, going below the 
other fellow, for he will simply go on 
down. He has come to town to get 
business. He has adopted the cut 
price as his chief weapon. He at 
least can not afford to be undersold. 
One of the best ways to meet this 
newcomer with his axe is to send 
direct-by-mail advertising to your 
mailing list, offering the goods he 
has cut on at the same prices as his 
and doing your best to make it ap
pear that you yourself are the orig
inator of the bargain rates.

At all events, sell w'hat goods you 
must of the cut-price articles at the 
prices he has made, for the public 
must not be allowed to gain the im
pression that your store stands for 
high prices.

Aside from the store’s policy in the 
matter of prices, there are almost 
countless other matters where a defi
nite plan should be adopted and fol
lowed. Adapting the policy to suit 
the people calls usually or sacrifices 
in the way of better prices, more ex
pensive methods or greater effort to 
be polite and courteous. All these 
things are worth the trial and the 
expense because they all produce re
sults. They get trade.

Just the little matter of the way in 
which customers are greeted when 
they enter your store is important. 
And the policy in this line is not 
what one employe does, for one swal

low does not make a summer, but is 
what all do, what the impression of 
the force as a whole may be. As a 
matter of fact, the employes of a 
store are pretty apt to average a good 
deal alike in matters of routine work. 
One who stands very far above the 
rest will soon seek a better field for 
his talents if the average is low in 
his present place.

There are stores where no one is 
really greeted in the true sense of 
the word— customers being spoken to 
only when they speak to a clerk. 
That sort of treatment, or lack of 
treatment, does not warm one’s heart 
very much toward the store. What 
we like ourselves when we go buy
ing is to have some one greet us cor
dially when we enter the store and 
act as if our coming were appreciat
ed and as if we were really w e lc o m e d .  
And we like it when we are called 
by name. The store where they speak 
only when they are spoken to is 
doomed to disappointment in the 
matter of annual receipts.

Politeness or courtesy is a cardinal 
policy. In fact, it might be said to be 
the basis of all good store policy. 
Courtesy is merely the practical ap
plication of the Golden Rule, and as 
a ground-work for a good store pol
icy no one has yet found anything 
better.

It is the newr visitor to the store 
who should be given the limit in the 
matter of polite attention. The stran
ger may be merely a transient with 
no chance of becoming a regular cus
tomer. but also the stranger may be 
a new inhabitant of the town whose 
trade might become the best of any 
one family’s trade. You never know, 
and it is not worth while to take 
chances just because you think a 
visitor is a transient. Anyway, the 
veriest transient will buy more while 
he is in the store if he is treated well 
and when opportunity offers he will 
go out and give the store a better 
name.

It has always been said that “ Hon
esty is the best policy,” and I believe 
it is not denied. Of course, the gen
eral term honesty covers a multitude 
of virtues, and the kernel of many 
of the policies that we discuss from 
time to time is nothing more than 
good, old-fashiorfed honesty. What
ever policies you adopt see that they 
are based upon honesty, or at least 
that there is in them nothing that 
violates that cardinal principle.

One of the matters of policy that 
has been discussed pro and con 
for a long time is that regarding 
the money-back-if-you-want-it propo
sition. There are a good many mer 
chants who will not do business on 
this plan. They say they can not af
ford to, or it does not apply to their 
line of trade, or they do not have 
to sell goods that way, or they make 
some other excuse for their attitude 
in the matter.

As to your attitude in the matter, I 
believe that I am safe in saying that 
whatever other merchants may think 
about it or whatever they may be 
able or unable to do, you can give 
people back their money when they 
think they ought to have it and you 
can make money by doing so.

The customer who has bought

something from you that has proved 
unsatisfactory will either be a friend 
or an enemy of your store, according 
as you make the purchase good or re
fuse to do so. That customer may 
say nothing to you about the matter, 
but stop trading at your store and go 
elsewhere, complaining about the 
quality of the goods that turned out 
badly. In that case there is nothing 
that you can do. It is too late. By 
establishing a reputation for not be
ing willing to make wrong right you 
have kept that customer from com
ing back to give you a chance to 
make good.

People know what your policy' is 
about refunding money without com
ing to ask you. The news of one 
time when you refuse to give back a 
purchase price will spread faster 
than the knowledge of ten times 
w'hen you did make good.

The best policy to pursue is that 
of making the store’s attitude plain 
at the time of the purchase. If the 
goods sold are of a kind that you do 
not want to guarantee do not leave 
that fact to the custmer’s imagina
tion. State with the purchase that 
the goods are not warraned in any 
way. A  printed statement to this ef
fect on the goods or their wrapper 
is not sufficient. Let the salesman 
tell the customer in so many words. 
The plain statement of this condition 
in connection with certain grades of 
goods will often lead to the sale of 
something better that is guaranteed.

The policy of every store should 
unqualifiedly be that of refunding 
money on goods that have proved un
satisfactory. Let the exceptions be 
amply covered when the sale is made 
in the way above mentioned.

As a matter of fact, the customer 
is entitled to money back on a pur
chase that has proved to be worth 
less than the sum paid. And also, as 
matter of fact mighty few are the 
customers w'ho come back and ask 
for their money unless they are real
ly entitled to it or believe that they 
are.

The money' back does not always 
take the form of an actual payment 
of cash. An exchange may be made, 
allowing something for the returned 
goods. Or the goods may be re
turnable to the manufacturer in the 
case of defect. Many circumstances 
may influence the results. But I be
lieve that there is not one instance 
in a hundred, perhaps not one in five 
hundred, where it is wise to refuse 
to refund money if it is asked by the 
customer.

In my personal experience the fol
lowing happened, which will show 
the extent to which I believe a dealer 
ought to go in refunding money to a 
customer.

A customer brought in a defective 
hot-water bottle that she said a mem
ber of the family had bought from 
me some months before. She said the 
bottle was sold on a five years guar
antee and that it had not worn that 
long.

I believed in the honesty of the 
customer, but I knew that the water 
bottle was of a brand I had never 
had in the store. I explained this 
to the customer, but she said that 
she was positive that the goods had

come from my store, so I gave her 
a new bottle for the old one and she 
went away happy. A few months 
after she came back and apologized. 
The hot-water bottle that had actual
ly come from my store had turned 
up and the other was found to have 
been a cheap one bought elsewhere. 
The customer made good the amount 
and naturally that family will not go 
back on the store that made good 
when they did not have to do so. If 
the customer had never discovered 
the error, as you suggest might have 
happened, I would still have lost 
nothing for I would have retained 
the trade of the family; whereas, if 
I had refused to make the purchase 
good, I would have lost them at least 
until the mistake was discovered.

Such a case is extreme, and if the 
article had been one which involved 
a good deal of money the purchase 
could have been traced back in such 
a way that I could have satisfied the 
customer that she was wrong. Such 
a mistake would not occur except in 
the case of low-priced goods

The matter of a policy regarding 
the return of goods requires much 
the same consideration that the 
“money back” policy receives. Cer
tain goods can not be returned under 
any circumstances. Very well. Have 
that understood when they are sold.

Other goods are sold frankly “on 
approval.” Let that be understood in 
advance, too. You want to get all 
the benefit you can from selling in 
that way. The way to get it is to 
advertise it.

Goods brought back because of de
fect or dissatisfaction ought to be 
given treatment that will suit the 
complainant. Do not let a kicker go 
aw'ay feeling “sore.”

Another important policy matter is 
that of the pushing of what the 
general advertiser and manufacturer 
calls “substitutes;” in other words, 
goods that are similar to his own and 
sold on a demand for something dif
ferent in name.

There is no doubt that the retailer 
has a right, both moral and legal, to 
sell something different from the ar
ticle called for if he has the sales
manship to do it. No retailer is go
ing to stand with his mouth open and 
see a prospective buyer go out with
out effort to stop him just because 
a certain brand of generally adver
tised article is not in stock. “ Have 
you Muggin’s Mush?” No Muggin’s 
Mush in stock. There is a chance to 
sell Miggin’s Mush instead. Will you 
let the chance slip by? Not if you 
are “on to your job.”

If you don’t have what the cus
tomer wants try to sell him what you 
do have, but in the name of all that 
is tactful be careful how you go 
about it!

The wise merchant nowadays tries 
to carry a pretty fair line of most of 
the goods the manufacturers are ad
vertising everywhere, and he does 
his best to utilize the willing co-oper
ation of the manufacturer in making 
these goods sell. He may have his 
own special lines, but he stands ready 
to give the people what they want 
and he encourages his clerks in try
ing to sell his brands in the place of
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others only when there is no dan
ger of offending the customer by do
ing so.

The public knows what stores cus
tomarily try to sell them something 
“just as good” and never have the 
goods called for, ana' people who find 
a store short of the standard lines 
of goods soon get into the habit of 
going elsewhere. It is good policy to 
have special lines, individual lines and 
to push them properly, but it is 
mighty poor policy to push them in 
such a way as to get the reputation 
of never having what people want 
and always offering a substitute.

The object of a policy is more to 
hold trade than to get it. People 
are likely sooner or later to try a 
store which has a known bad policy, 
but they are not likely to come back 
to try that store a second time.

It should be a matter of the store’s 
policy to try hard to please the peo
ple who are hardest to please and 
never to rub them the wrong way. 
The cranky and finicky customers 
when they are suited are the best 
kind of customers a store can have 
in the matter of the advertising they 
will do for the business.

Some stores make it a rule never 
to cash checks for their customers. 
Most stores do cash them where 
they are acquainted with the parties, 
and find that it pays to be thus ac
commodating.

It is probably wise to rule that no 
checks be cashed except under the 
supervision of the manager of the 
store. This makes it possible for 
clerks to avoid taking up paper with
out knowledge of the parties con

cerned, and it relieves them of per
sonal responsibility in the matter. 
There are many times when there is 
no advantage in a store cashing a 
check. This is true in the instance 
of strangers in town who need mon
ey when the bank is closed. The 
only thing one gets in cashing their 
checks is a chance of losing. It pays 
to cash checks for customers, but it 
does not pay to cash them for peo
ple who are not in a position to pro
duce any revenue for the store.

Another matter of policy in the 
handling of cash refers to changing 
money as an accommodation and to 
carrying enough change to do busi
ness with. Of course, big stores 
have plenty of currency on hand for 
purposes, but many a small dealer 
keeps his cash so low that he can 
not change the ten-dollar bill offered 
by a customer without going out 
after change, and he is never in a 
position to make change as a mere 
matter of accommodation.

It is aggravating to be bothered 
time and again with requests to “bust 
a five,” but I believe that it pays the 
smaller dealer to make it a point in 
his policy to have enough change on 
hand to accommodate people who 
want the accommodation as well as 
to make change when making sales.

One important thing in this connec
tion is the matter of politeness, and 

I the store that can not change a bill 
as a matter of accommodation and 
do it in a way that will make a friend 
for the store, or increase the friend
ship of a customer, might as well 
not make the effort, for to do a

kindness grudgingly is to do no kind
ness at all.

No store but needs friends. Friends 
are what make a store succeed and 
friends are mainly gained by the lit
tle extra courtesies rather than by 
the mere dollar for dollar value.

In connection with the store tele
phone there is a matter of policy 
that is rather important. This policy 
embraces all features of the ’phone’s 
use, from the receiving of orders to 
that of lending it for a few minutes 
to a visitor.

In some stores you are not allowed 
to use the telephone at all, and that 
is better than to allow its use with 
a grudging assent and a scowl.

Tn some stores they do not seem to 
want any telephone order, if one is 
to judge by the treatment one gets 
over the wire.

“ Hello, is this Brown’s?”
“Yes, what d’y ’ want?”
No courtesy in the words and none 

in the intonation. A verbal snap-off 
of the enquirer’s head.

If possible the telephone should be 
answered by some one who has a 
reasonably pleasant speaking voice 
and a civil manner. There should be 
just a little more courtesy over the 
telephone than there is right over the 
counter, just as one must use more 
care transacting business by letter.

Telephone orders may be made an 
important part of one’s business if 
tried for and treated right. Or that 
part of the business may be carried 
to failure, weighed down by careless
ness.

Tn some stores the disposal of what 
might be called in any line “ rem

nants” is attended with uncertain 
methods. It is also attended some
times with results that are anything 
but satisfactory to the customer.

In a store the writer knows of 
nothing was ever sold for less than 
the regular price, no matter how lit
tle was left in stock or whether the 
line was to be discontinued or not. 
There was no such thing as a “rem
nant.” Everything was good stock 
until it brought the marked figure. If 
a customer went in and wanted a cer
tain amount of some kind of stock, 
and only a third of that amount was 
on hand, he would be urged to take 
that amount and pay the full price 
for it. He might do it, but he would 
regard the store and management as 
mighty close and he would be about 
right. In matters like this there must 
be a latitude of judgment allowed the 
salesman that will obviate the possi
bility of getting the store a reputa
tion for stinginess.

No stingy store ever became popu
lar, and it is perhaps scarcely too 
much to say that no stingy store 
ever became a large success. Sting
iness is a quality with which people 
have no patience, whether they meet 
it in business or elsewhere.— Clothier 
and Furnisher.

When a man seals up his head he 
is apt to think he is holding the 
fort.

Every church preaches louder by 
its square dealing than by its high 
shouting.

Temptations to wander never as
sail a hitching post.

Absolutely Pure
The only baking powder 
made from  Royal Grape 

Cream  o f Tartar
NoMunii No Lime Phosphate

A L L  grocers should 

carry a Full Stock of 

Royal Baking Powder.

It always gives the 

greatest satisfaction to 

customers, and in the 

end yields the larger 

profit to the grocer.
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Movements of Merchants.
Charlotte— Mrs. W. R. Mathews 

has opened a millinery store here.
Sylvester— Robert Zimmerman has 

purchased the general stock of F. C. 
Hafey.

Thompson ville— Tanner & Lindy 
succeed E. DeLaney in the grocery 
business.

Bay City— John Gillman, reecntly 
of Billings, has opened a grocery 
store here.

Benton Harbor— L. L. Kintz suc
ceeds Mrs. Clara Wlithey in the bak
ing business.

Manton— The Jeffries-Judd Co. is 
building a new ware house for the 
storing of potatoes.

Cheboygan— James Cain has pur
chased an interest in the stock of the 
Cheboygan Drug Co.

Albion— Bliss Bros., of Jackson, 
have acquired a substantial interest in 
the Albion Harness Co.

Ionia— Christ Spir will open a con
fectionery and fruit store Oct. is un
der the style of the Sugar Bowl.

Turner— F. A. Dunham & Co., 
dealers in elevators, have changed 
their name to the Turner Elevator 
Co.

Charlevoix— A. B. Fleischer has 
sold his drug stock to P. N. Metcalf, 
who will continue the business at the 
same location.

Ithaca— Wilbur Owen, recently of 
Midland, has leased the Morse build
ing and will occupy it with a stock 
of bazaar goods.

Shelby— J. E. G .Roadhouse has 
purchased the McKinnon north store 
building and will occupy it with a 
stock of bazaar goods.

wife are closing out their stock of 
general merchandise, with the inten
tion of removing to California at an 
early day.

Port Huron— John Arnot has sold 
his branch bakery on Pine Grove 
avenue to Miss Mae McGahey, who 
will continue the business under her 
own name.

Petoskey— The E. S. Martin men’s 
furnishing stock has been purchased 
by the Jackson & Tindle Co., of 
Pellston, and removed to their gen
eral store there.

Jackson^— Adam Baumgartner and 
Gottlieb Mollenkoft have formed a 
copartnership and opened a meat 
market under the style of the B. & 
M. Meat Market.

Kalkaska—iW. C. Hewitt, who has 
conducted a grocery store here un
der the style of the Kalkaska Grocery 
Co., has sold his stock and fixtures 
to George F. Bow.

Cadillac —  Stewart & Anderson, 
dealers in fuel and ice, have dissolved 
partnership. George Stewart purchas
ing the interest of his partner, Nor
man B. Anderson.

Paris'—J. W. O’Hara has sold his 
stock of general merchandise to B. J. 
and Clyde Montague and the busi
ness will be continued under the style 
of Montague Bros.

Kalamazoo— A final dividend' of 
10.625 per cent, has been declared by 
H. C. Briggs, referee in bankruptcy, 
in favor of the creditors of Charles 
L. Bowman of Charlotte.

Lansing— J. O. Black and J. J. 
Ewing, recently of Ohio, have form
ed a copartnership and purchased the 
stock of the Joy Furniture Co., tak-

North Branch— H. C. and J. B. ing immediate possession.
Butler have formed a copartnership 
and opened a hardware store under 
the style of Butler Bros.

Monterey— Joseph Smalla lost his 
store building and general merchan
dise stock by fire Sept. 19. The loss 
is partially covered by insurance.

St. Joseph— The General Ware
house & Storage Co. has been organ
ized with an authorized capital stock 
of $25.000, which has been subscribed 
and $2,500 paid in in Cash.

Jackson —  The Michigan Poultry 
Goods Co. has been incorporated

Nicholson— James F. Himes has with an authorized capital stock of 
sold his general stock to Frank L. $1,000, all of which has been sub

scribed and paid in in cash.
Farmington— L. C. Schroder has

McNitt, of Ithaca, who will continue 
the business at the same location.

Saugatuck— Mrs. G. L. Azling has I «old a half interest in his grocery
sold her furniture stock to the Van 
Ark Furniture Co., of Holland, who 
will remove it to their store there.

Saugatuck— Fritz Walz has closed 
his meat market, selling his stock and 
fixtures to Jacob Kuite, Jr., of Hol
land, who will consolidate it with his 
own.

Brooklyn!— S. J. Fish has sold his 
stock of general merchandise to his 
former clerk, F. A. DuBois, who will 
continue the business under his own 
name.

Maple Rapids— C. M. Cowles and

stock to Harrison Johnson and the 
business will be continued under the 
style of Schroder & Johnson.

Durand— S. E. DeRose has sold his 
interest in the confectionery and 
fruit stock of DeRose & DeRose to 
his partner, Peter DeRose, and will 
engage in the wholesale and retail 
fruit business at Fenton .

Kalamazoo —  Conrad Miller, who 
for the past twenty-seven years has 
been at he head of the Miller, Ryder 
& Winterburn Co., has sold his in

terest in that company to Arthur P.

Shields and E. B. Jackson. The com
pany has been reorganized and has a 
capital stock of $15,000.

Detroit— David Reid, who has re
cently been engaged in the plumb
ing business, and Frank Moore, for 
some time with the Economy shoe 
house, have opened shoe parlors in 
the Miles Theater block.

Sturgis— H. W. Hagerman, ad
ministrator of the J. R. Cook estate, 
has closed up the partnership ar
rangement of the Cook & Erskine 
grocery firm, C. W. Erskine taking 
over the J. R. Cook interest.

Reading —  Benjamin Cahow has 
purchased the interest of J. F. Gil- 
lett in the grocery stock of Gillett 
& Abbott and the business will be 
continued at the same location under 
the style of Abbott & Cahow.

Sandusky— W. J. Symons, who has 
for some time been traveling for the 
National Biscuit Co., of Detroit, has 
purchased the E. B. Henry stock of 
groceries and bazaar goods and will 
continue the business at the same 
location.

Detroit— The Katherine M. Dillon 
Co. has been incorporated' to engage 
in a general retail business in ladies’ 
art goods, with an authorized capital 
stock of $20,000, all of which has 
been subscribed, $15,000 being paid in 
in cash and $5,000 in property.

Lansng— A new company has been 
organized under the style of Sprowl 
& Mathews to engage in the mercan
tile business, with an authorized cap
ital stock of $10,000, all of which has 
been subscribed, $2,500 being paid in 
in cash arid $7,500 in property.

Battle Creek— A new company has 
been organized under the style of the 
Maurice S. Gordon Co. to engage in 
a general mercantile and clothing 
business, with an authorized capitali
zation of $15,000, of which $12,000 has 
been subscribed and paid in in cash.

Kalamazoo>— Charles A. Gray, after 
a number of years of successful 
business experience at 106 Portage 
street, has entered a new field. Mr. 
Gray and his brother-in-law, Mr. At
kins, have started a new store near 
the corner of Washington avenue and 
Portage street, handling a line of 
novelties and household necessities.

Ionia— George Beemer, of the firm 
of Bergy & Beemer, Economy store, 
died very suddenly a little before 2 
o’clock Sunday morning. He was at 
the store apparently in usual health 
Saturday night, going home with a 
cheerful goodnight to all and stopped 
at several places en route to chat a 
minute. About 1 o’clock Sunday he 
awakened his wife, saying he must 
have help at once. A  doctor and the 
friends were sent for at once, but 
he was beyond help, and the friends 
only arrived in time to see him pass 
away. He was 52 years old. He 
came here from Charlotte about six

was not entirely unexpected. He was 
born at Medina, Ohio, 68 years ago. 
He attended a commercial school at 
Oberlin, Ohio, and when 20 years of 
age enlisted in the Ohio Volunteers 
and served during four years of the 
Civil war. At the close of the war, 
he came to Michigan and became a 
resident of Ithaca, where he was 
superintendent of schools three years. 
Later he moved to Alma, where he 
lived twenty-two years. From Alma 
Mr. Robinson returned to Ithaca 
where he engaged in the drug busi
ness which he conducted for eight 
years. The deceased came to Lansing 
9 years ago and purchased the Als- 
dorf drug store where he was en
gaged in business up to the time of 
his illness.

years ago.
Lansing— Herbert N. Robinson, of 

the Robinson Drug Company, died 
Friday afternoon at his home, 522 
West Ottawa street. He became ill 
with a carbuncle on his back two 
weeks ago and later his condition be
came more serious as a result of an 
attack of diiabetis. Because of the 
seriousness of his illness and his ad
vanced age, Mr. Robinson’s death

Manufacturing Matters.
Adrian— The capital stock of the 

Gray Furniture Co. has been increas
ed from $12,000 to $25,000.

Detroit —  The Stuart Commercial 
Car Co. has changed' its name to the 
Detroit Commercial Car Co.

Detroit —  The Michigan Motor 
Truck Co. has increased its capital 
stock from $1,000,000 to $1,100,000.

Detroit— The capital stock of the 
Luscombs Factory Outlet Co. has 
been increased from $5,000 to $10,000.

St. Johns— The capital stock of F.
C. Mason & Co., implement manufac
turers, has been increased from $20,- 
000 to $35,000.

Detroit —  The Edmund & Jones 
Manufacturing Co., manufacturer of 
autos and coach lamps, has increased 
its capital stock from $25,000 to $50,- 
000.

Brighton— The local State Bank 
has bought a lot on Main treet and 
will build a fireproof building of brack, 
to be ready for business by Christ
mas.

Otsego— Alva Stuck has purchased 
a half interest in the wood working 
establishment of C. F. Stuck. The 
business will be continued under the 
style of Stuck Bros.

Detroit— A new company has been 
organized under the style of the Rapp 
Motor Co., with an authorized capital 
stock of $1,000, all of w'hich has been 
subscribed and paid in in cash.

Buchanan— The St. Joseph Valley 
Creamery Co. has engaged in busi
ness with an authorized capital stock 
of $6,000, of which $5,500 has been 
subscribed and $1,200 paid in in cash.

Detroit —  The Wayne Garment 
Manufaeturng Co. has engaged in 
business with an authorized capital 
stock of $10,000, of which $9,000 has 
been subscribed and paid in in cash.

Detroit —  The Peerless Crucible 
Steel Castings Co. has engaged in 
business with an authorized capital 
stock of $10,000, all of which has 
been subscribed and $1000 paid in in 

¡cash.
Detroit— The Schaefer Rubber Co., 

of Cincinnati, will open a branch 
store here about Nov. 15. It will 
operate at 285 Woodwrard‘ avenue in 
the George stores, which are being 
remodeled. The concern will handle 
a full line of rubber goods, including 
physicians’ supplies, hospital rubber 
material, ladies’ waterproof garments 
and rubbers.
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The Produce Market.
Apples —  Maiden Blush, Wealthy 

and Alexander varieties command 
$1.50 per bu. The quality is good, 
but receipts are small.

Bananas:— Prices range from $1.50 
@2.50, according to size.

Beets»— 50c per bu. 
gutter— Receipts continue to show 

a decided improvement in quality and 
the market is firm on the present 
basis. The recent decline of ic  per 
pound has stimulated the demand 
considerably and the market is 
healthy throughout. The make of 
nearby butter is lighter than usual 
for the season, and the outlook is 
steady to firm. Local handlers quote 
creamery at 30c for tubs and30j4c 
for pints; dairy ranges from 20@2iIAc 
for .packing stock to 23(0)250 for No.
1.

Cabbage— Home grown, 75 c per 
doz.

Cantaloupe*— Michigan osage. $1.25 
per bu.

Cauliflower— $1.50 .per doz.
Carrots—60c per bu.
Celery— 20c for home grown.

. Citron— 85c per doz.
CocoanutS'— 60c per doz. or $4-25 

per sack.
Cranberries —  Early Blacks from 

Cape Cod, $6.50 per bbl.
Cucumbers— 20c per doz. Pickling 

stock, 20c per 100.
Eggs— The market is firm and un

changed. The quality of the eggs 
arriving is showing better quality, 
and the best makes are meeting with 
ready sale at top prices. The re
ceipts are ample for the demand and 
the market is healthy and seems like
ly to stay so. Some eggs are being 
taken from storage and are going 
out a little under the price of fresh. 
Local dealers are paying 24c f. o. b. 
shipping point.

Grapes— 20c for 8 lb. baskets of 
Wordens. Concords and Niagaras; 
20c for 4 tt>. basket of Delawares.

Honey-— 15c per lb. for white clov
er and 12c for diark.

Lemons— Messinas, $6; Californias. 
$6.25 per box.

Lettuce— $1 per bu. for head and 
75c per bu. for leaf.

Onions»— Spanish, $1.25 per crate; 
home grown, 75c per bu.

Oranges— Late Valencias are quot
ed as follows; 96s and 288s, $4.25; 
126s and 250s, $4.50; 156s, $4-75; 176s, 
200s and 226s. $5.

Peaches— Smocks, $1.751(0)2; Kala
mazoo, $1.50(04.60: Chilis, $1.50.

Pears— Anjous and Duchess, $1.35 
@1.50 per bu.; Keefers, $1.75; Sugar, 
$1.25 per bu.

Peppers—$2.25 for Red and $1 for 
Green.

Pieplant— 75c for 40 lb. box.
Pop Corn— 00 per bu. for ear; 3%@ 

3j4 c per lb. for shelled.
Potatoes.- -The market has advanc

ed to 75@8sc per bu.
Poultry— Local dealers pay 12c for 

hens; 12c for springs; 8c for old 
roosters; 11c for ducks; 8c for geese 
and 13c for turkeys.

Quinces— $2.25 per bu.
Radishes— 12c for long and 10c for 

round.
Spinach— 65c per bu.
Sweet Potatoes— $2.25 for Virgin

ias and $3 for Jerseys.
Tomatoes— $1 per bu.
Veal— Dealers pay 7@&c f° r Poor 

and thin; Stfi'Qc for fair to good; 9(ql 
ioc for good white kidney; 12c for 
fancy.

W ax Beans— $1 per bu.
Watermelons— Indiana home grown 

command $2 per bbl. for 8. to or 12.

The Grocery Market.
Sugar— Raws are weak and lower. 

Refined grades are on the ragged 
edge and are likely to go lower.

Tea— The Japan market holds firm. 
The second crop teas have been mar
keted at an average of i t/ 2@ 2 c higher 
than last year. The arrivals of third 
crop teas have been very small, due 
to the suspension of traffic caused by 
the floods throughout the principal 
tea district near Shidzuoka and the 
continuous rains have prevented any 
picking, with the result that the 
leaves have grown to a very large 
size and are unsuitable for export 
trade. This grade will be at least 2c 
higher than last year and the crop is 
short. Many of the native firing 
plants were destroyed and large 
quantities of ready made leaf washed 
away. There is no prospect of any 
decline in Japan teas. Ceylon reports 
very full rates for all fine liquoring 
or tipp3r teas. Cables of the 23d 
confirm the market for better quality 
teas as ruling distinctly higher, while 
common kinds are a little easier, but 
not quotably cheaper.

Coffee— Those who look for higher 
prices apparently have the best of the 
argument. Brushing aside the usual 
and expected bullish advices which 
are a yearly occurrence from points 
of production, it must be admitted 
now, ff not before, that the new crop 
in Brazil has been seriously set back 
by cold weather following the recent 
rain. Receipts at both Rio and San
tos have fallen and are falling con
siderably below those of the same 

[periods last year, and the world’s ac
tual supply will be short by many 

¡bags. Taking this shortage in con
nection with the fact that consum

e r s ’ demands are increasing, the

statement that all grades will be sub
jected to a 2@3c per pound advance 
within the coming year appears to be 
based upon actual conditions and 
without being colored by any specu
lative element.

Canned Fruits— It is thought to be 
still possible to buy fancy state gal
lon apples of the 1910 pack at $2.90 f. 
o. b., but most sellers hold for $3. 
Spot gallon apples are firm. Advices 
from Baltimore report a strong mar
ket in Southern gallon apples as a 
result of free buying. In California 
fruits the market is firm, but demand 
is moderate and on jobbing orders. 
Stocks of Southern peaches in pack
ers’ hands have been greatly reduc
ed by rather heavy demands from 
consuming markets, and the market 
is firm. Supplies of No. 3 pies and 
seconds in water, which grades have 
been in largest demand, are said to 
be getting short. There has also been 
a shrinkage in the stocks of No. 2 
and No. 3 standards in syrup and al
though a considerable supply of these 
still exist it as believed the market 
will be able to take care of it. There 
has been a fair demand for pears of 
all kinds, but particularly the South
ern variety.

Canned Vegetables— Now that the 
tomato pack in the three big Eastern 
States is practically over, it is ex
pected by the trade that the pack this 
year will be a small one. A prom
inent packer remarked that he had 
not been able to make a full day’s run 
this season, and it is doubtful if there 
has been a factory in the entire district 
that was able to work to capacity. If 
there were any tomatoes to be had 
they would be obtainable now, but in
stead the bulk of the factories have 
been forced to cease operations on ac
count of lack of working material. 
Tomatoes in the raw have continued 
to bring an average of 50 per cent, 
more than the contract price, and 
many packers have paid $12 per ton 
for the tomatoes they have received 
during the season. The general con
sensus of opinion is that all the to
matoes that will go into cans ^fter 
the 30th day of September, 1910, will 
not afford enough for any large grocer 
to supply his trade until the first of 
the year. Packers who have been 
unable to obtain more than one-half 
to three-quarters day’s run during the 
glut weeks have declared their inten
tion of closing down their factories 
about September 30. The situation 
in the corn market remains unchang
ed. Packers are holding firm on 
whatever stock they have to offer, 
and buyers are not making any spe
cial efforts to purchase at these pric
es, believing that the situation may 
turn out to be better than expected. 
Peas remain firm under small offer
ings from first hands, but the demand 
at present is rather slow, buyers be
ing reluctant to pay the higher prices 
recently demanded.

Canned Fish— Supplies of all kinds 
of salmon on the spot are low and 
the market is strong, although de
mand at present is moderate and on 
the jobbing order. Domestic sardines 
are in better supply, as the catch has 
improved, but the current demand 
promptly absorbs all that offers. Im- 

sardines are in a strong posi

tion as a result of limited supplies 
and a good demand.

Dried Fruits— It is estimated that 
the raisin and currant crop of the 
world' this year will be 107,000 tons 
less than the production of last 
year, owing to the unseasonable 
weather both in this country and Eu
rope. This deficiency, practically one- 
third of the total production of last 
year, is a factor which the trade must 
reckon with, and as these estimates 
were made before the rains on the 
coast and Spain, it is believed by 
many that the decrease is likely to 
prove even more serious. The Aus
tralian crop has not been taken into 
account, as the results will not be 
known until early next year, but this 
country is too small a factor to make 
any material difference. In 1891 the 
California raisin crop first exceeded 
that of Spain, and since then has 
kept on increasing until in some years 
it has been more than double the 
quantity produced by what for cen
turies has been the leading raisin pro
ducer of the world. The shortage is 
estimated to be more serious in the 
seedless varieties than the others, 
and from the above figures it can 
readily be seen why holders feel so 
sure of their position. It is difficult 
to buy the early shipments of new 
crop seeded' raisins and all kinds of 
seedless varieties. Prunes are one of 
the strongest articles on the list, with 
little goods offered, and supplies in 
first hands are reduced to a minimum. 
Peaches are steady to a shade easier.

Nuts— Opening prices on Califor
nia walnuts are as follows: No. 1 
standards, T4J4c; No. 1 softs, 15c and 
seconds, 11J2C. These prices are 
highest in a number of years and 
were only reached once before in the 
last decade, namely, in the year of 
1057, when the crop was very sho-rt. 
The total imports of walnuts into 
this country during the twelve months 
ended with June were 33,641466 
pounds. It is estimated that the 
total imports this season will not be 
more than one-third of this amount, 
owing to the crop failures, particu
larly in France, and taken with an es
timate of the California crop of 17.- 
000,000 pounds, the total supply in 
this country this season will be more 
than 5.000.000 pounds less than the 
imports of last season. This, to say 
the least, is bullish, and there are 
many in the trade who were looking 
for prices to be as high as 16c. The 
crop in California is estimated to be 
over 2,000,000 pounds less than last 
year, the shortage being due mainly 
to the disease called black speck, 
causing the nuts to fall to the ground 
before they were matured. Spot wal
nuts show a further advance with 
Marbots offered at 14c and Cornes at 
1314c. Almonds are in better re
quest and firm without quotable 
change. Large Brazils are in lighter 
supply and strong .New crop filberts 
just received from Naples show up 
very fine in quality and were readily 
sold.

Spices— The demand is good for 
nearly all varieties, as a great deal of 
pickling is being done during the fall 
months. Prices are about the same 
as quoted last week, but are firm on 
most of the line.I ported
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Very Poor Policy To Bottle Up New dom receive full value for their ideas.
Ideas. That however, is not so much the

W ritte n  fo r the  T rad e sm a n . fault of the employer as it is of the
By what right do you claim the man with the idea. The average em- 

promotions you have received or the plover is a business man; the average 
you have made thus inventor is anything but a business 

man, and when the two get together

NEW YORK MARKET.

advancements 
far in life?

Are you moving ahead through 
your own efforts or have you a pull, 
or are you working for your relatives 
and thus being pushed to the front?

Perhaps you are not going ahead 
at all. Maybe you are slipping back
ward.

If you are advancing upon your in
dividual efforts then you know what 
I mean when I say, “ Don’t bottle up 
vour ideas.” You know from actual 
experience that your promotions have 
come because you are willing to give 
your employer the very best there is 
in you.

Men are never paid in advance for 
brains or labor. The man who holds 
back and retards his best efforts un
til he gets a raise because he thinks 
he is “earning all he gets” usually 
gets fired instead of a raise; but the 
employe who is ever on the lookout 
for an opportunity to prove that he 
is worth more than he is receiving 
very often gets more than he ex
pects.

No man can ever succeed by keep
ing his knowledge to himself.

No man will advance who will try 
to hold his job by refusing to impart 
valuable information pertaining to the 
business to other employes.

A lot of fellows pretend they knew 
“all the time” how to do a certain 
thing after some one else has done 
it. We hear these “Johnnie Wise” 
fellows say: “ I knew how to do it all 
the time, but I am not going to show 
him— T am not being paid for that ” 

It is an easy thing to “know it all” 
when yen are not called upon to de
liver the goods. Why don’t these 
wise boys make their knowledge 
known while there is a chance to 
make good? You take it from me 
that whenever you hear a fellow pro
claiming his knowing after the dis
covery is made that, nine times out 
of ten. he is a bluffer. Follow him for 
a short time and you will find that 
he is “ leeching” his way through life.

Some employes claim that the em
ployer does not appreciate the good 
suggestions advanced by the employe 
to such a degree that he is willing 
to compensate the employe for the 
suggestion. If a man has an idea 
that will advance the interests of his 
employer and he thinks it too valua
ble to be given as a part of his serv
ices he should try to negotiate the 
sale of his idea to his employer. 
Never bottle up valuable information.

It is quite true that men very sel-

on a business deal what is the nat
ural result?

Then again, it must be remembered 
that about 99 per cent, of the “good 
things” coming from the fertile brain 
of the inventor is nothing more than 
chaff. It takes “business brains” to 
sift the golden grain from the moun
tain of chaff.

I know a company which rewards 
its employes for suggestions and if 25 
per cent, of these “gems of wisdom” 
were adopted the company would 
never declare another dividend— ex
cept to the creditors by way of “ so 
much on the dollar” final settlement 
plan.

Do not understand that I am writ
ing disparagingly of the man with an 
idea. We need men everywhere who 
will think— men who create— but nev
er for a moment do we Avant men I 
who will bottle up their ideas. Bet- ( 
ter give them to the employer abso- 1 
lutely free than to allow them to die 
unborn.

The man who thinks, and thereby 
makes the world better by the things 
he creates will be rewarded, if not 
by a monetary consideration, by the 
satisfaction there is in the knowledge 
that he is doing things.

If you are a thinking employe and 
your employer does not appreciate 
your creative powers, then the first 
thing you want to think about is an
other job. You can not afford to 
give your services free, neither can 
you afford to bottle up your idea.

There are too many employers 
looking for thinking men for any 
man who really knows how to use 
that which is on top of his shoulders 
to justify or excuse himself for stop
ping up the “leaks” in his think tank 
just because some selfish employer 
failed to appreciate and award a 
“happy thought.” Frank F. Miner.

Special Features of the Grocery and 
Produce Trade.

Special C orresp o n d en ce .
New York, Sept 26— Spot coffees 

maintain the record for high levels 
for years and the end is not yet. Buy
ers are not taking supplies much 
ahead of current requirements, how
ever, and seem perfectly content to 
let matters drift. Nor, on the other 
hand, are sellers especially anxious 
to part with stocks. In an invoice 
way Rio No. 7 is quoted at ii@ iijf|c. 
Santos is practically on a 12c level, 
with some quoting even more. In 
store# and afloat there are 3,022,025 
bags, against 3,723,949 bags a year 
ago. Stocks of mild grades are mod
erate and quotations are firmly sus
tained.

There is a fairly steady line of 
business in teas and the market, as a 
whole, is well sustained. Orders have 
come in more freely from different 
parts of the country and this interest 
may be, in some degree, due to the 
advance in coffee. Arrivals are be-

pack will be of interest. Corn is well 
held and it is thought some packers 
wil be caught short in deliveries. Peas 
are quiet and firm and the same is 
true of almost all other goods on the 
list.

Butter is firm for top grades. 
Creamery specilas, 30(0)30  ̂c; extras, 
29c; firsts, 27@28c; Western imita
tion creamery, 24@25c; June factory, 
23J^@24c ; current make, 23c for 
firsts and 22@22j^c for seconds.

Cheese is steady and quotations are 
unchanged. Full cream, I5j£@i7c.

Eggs are steady, with top grades of 
Western, white, quoted at 32c; se
lected extras, 29c; extra firsts, 26@ 
27c.

What Other Michigan Cities Are Do
ing.

W ritte n  fo r  th e  T rad e sm a n .
Traverse City is pleased with the re

sults of its fruit exhibits made at the 
State Fairs held in Grand Rapids and 
Detroit. “ Go North young man,” is 
what the beautiful products of the 
Traverse Bay district are saying to 
people in the southern part of the

very closely inspected and, ° f State who have the Western fever.
course, every rejection serves to 
make stronger the position of the 
better grades or, rather, the grades 
which pass inspection.

Some decline has taken place in 
the refined sugar market, as refiners 
are desirous of working off surplus 
stocks. Buyers are apparently not 
much interested and the week prom
ises to be rather quiet.

Rice has been and is in very limit
ed request, although there is some
thing doing all the time and, per
haps, the sales will compare favora
bly with other years, although prices, 
being lower than a year ago, ought 
to be a reason for more activity. 
Good to prime domestic, 4¿4@55/6c-

Spices, as a rule, are well sustained 
and pepper especially is attracting the 
attention of the trade. The whole 
line is firm and in favor of the seller.

No change is observable in the call 
qualities and the w'eather is too hot 
to look for anything like actvity. Good 
to prime centrifugal. 20@30c.

The recent activity in the canned 
tomato market has let up somewhat 
and more goods, apparently, can be 
purchased for 75c for standard 3’s, al
though 77V2C is the ostensible quota
tion, and with some, 80c. The season 
is waning, so far as packing is con
cerned, and the statistics of the total

This rich agricultural district offers 
goods cheap at reasonable prices.

Manistee is offering to vessel own
ers free winter dockage of boats at 
that port.

Grand Haven seems to be entering 
an era of industrial prosperity due to 
the pull-together spirit that is be
ing shown by its citizens. One of 
the urgent needs is more houses for 
working men.

The three railroads intersecting at 
Owosso are trying to get together 
on the proposition to build a union 
station there. Owosso will not be 
sorry when the three time-stained 
depots give place to one handsome 
structure.

Laying of steel for the Lansing- 
Grand Ledge electric road has begun 
at Grand Ledge. It is expected that 
cars will be in operation by Jan. 15.

Citizens of Harbor Springs will 
petition the Grand Rapids ’& Indiana 
Railway for an evening train to that 
city during the fall and winter 
months.

The Northern District Fair, held at 
Cadillac, is of growing advantage to 
that city, as shown by the attendance, 
which this year exceeded 5,000 peo
ple on the big days.

Almond Griffon.

The Secret.
A certain Washington family is 

convinced that its eight-year-old 
hopeful is destined to become a great 
scientist. He has already begun to 
see the connection between cause and 
effect.

Not so long ago this youngster was 
looking at a drop of water through 
a microscope. Here, there, and every
where w-ere darting animalculae.

"Now I know.” announced the child 
to the family,, “wTiat sings when the 
kecle boils. It’s those little bugs.”

W o r d e n  ( i R o c e r  C o m p a n y

The Prom pt Stuppers

Grand Rapids, Mich.
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1. W m . J .  K en n ed y ,
2. M cG regor,
3. L. J . S tu a r t ,
4. C h a r le s  H . A lex an d e r,
5. M ark  V. B u rlin g am e ,
6. H ugh  J .  G ray , D. P . A „
7. A b ra h a m  B. K now lson ,
8. F red  M. B rig g s , D. F . A .,
9. G e r r i t t  J .  W iss ln k ,

10. C o rn e liu s  B roene,
11. A r th u r  T . S la g h t,
12. M arsh  H . S o rrlck ,
14. Jo h n  D ie tr ic h ,
15. W m . D. V a n d ec a r ,
16. N a th a n  H . G ra h a m ,
17. W m . B. H olden ,
18. F r a n k  E . M iner,
19. N . H . B a t t je s ,
20. C. A r th u r  A y re s ,
20. C h a r le s  E . W ilde ,

P e rs o n  j u s t  b e lo w  No. 9.
21. C o rn e liu s  A. B en jam in ,
22. R. J .  B ru m m e le r ,
23. Leo. H . H ig g in s ,
24. C h a r le s  F. Rood,
25. H en ry  J .  V in k em u ld e r,
23. F r a n k  E . L eo n a rd ,
27. W m . L ogie, R lndge,
28. H e n ry  W . S eh le r,
29. C h as . A sh to n ,
30. F red  N. R ow e,
31. W a lte r  K . P lu m b ,
32. C arl S. V oig t,
33. W ill P . C a n a a n ,
34. L ee M. H u tc h in s ,
35. R ich a rd  J .  P re n d e rg a 6 t,
36. W . F re d  B lake,
37. M arsh a ll D. E lg in ,
38. E d w a rd  W in c h e s te r ,
39. H e rb e r t  A. W oodruff,
40. C lyde L. R oss,
41. F r a n k  V. H a m ilto n ,
42. C h ris . J .  L i tsc h e r ,
43. W illiam  P . C a rro l,
44. R o b ert B. K ellogg ,
45. R ay m o n d  L. M ills,
46. C h a r le s  E . T a r te ,
47. S am u e l K ra u se ,
48. F r a n k  H . M ath lso n ,
49. C. A. C o tto n ,
50. W m . H . J e n n in g s ,
51. H eb er A. K n o tt,
52. E r n e s t  A. S tow e,
53. A lb e rt B. M e rritt ,
54. C. A . D isb row ,
55. A. T . P e a rs o n ,
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THE TURNING TIDE.
For a good while now press and 

people alike have been proclaim!» 
that the old order of things were 
coming to an end1— that the idea of 
getting something for nothing had 
reached its culmination; that cheating 
one’s neighbor was not what it 'was 
cracked up to be and that, old fogy- 
ish as the idea is, it is as true as it 
has been from the foundation of the 
world that he who indulges in such 
wickedness must expect to pay for it 
penny for penny and pound for pound 

It is this last idea that has long 
been the subject of the greatest ridi
cule and one which has done more 
mischief than any other single evil that 
can be mentioned. It hits all ages 
and ail grades of men, every man of 
whom stands ready to cite instance 
after instance where dishonesty came 
out ahead. F.ven the often-quoted 
maxim, “ Murder will out.” has been 
found untrue, time and again, and so 
far as other forms of wrong doing 
are concerned, the cases are count 
less where the cheat, loaded down 
with his ill-gotten gains, has flaunted 
his plunder in the eyes, of the world 
and impudently asked that world 
what it was going to do about it.

Public opinion, however, has beei 
changing. Stealing is an old-fashion 
ed word, which seems to be coming 
again into common use, and dinging 
to it is a prejudice which harks back 
to the old Mosaic law. and so, in 
spite of the crucifixion and the resur 
rection. brings back the old “eye fo 
an eye and tooth for a tooth” which 
has drifted down the centuries. Hu 
inanity can not get away from 
Wrong must be righted. “Truth 
crushed to earth will rise again.” 
square deal and a square game 
what is now insisted on and he who 
plays tricks with the cards does so at 
his peril. For awhile the man higher 
up was supposed to be immune an 
he governed himself accordingly; but 
a change has come, truth and right 
are where they always have been an 
ever will be.

Hence, according to the morning 
paper, T.orimer’s case is on; hence, ac 
cording to the 
Charles R. Heike

and Treasurer of the American Sugar 
Refining Co., was sentenced to serve 
eight months in the penintentiary and 
pay a fine of $5,000 on conviction of 
conspiring to diefraud the United 
States Government and, hence, Ge- 
bracht was sentenced last week to 
two years in the Atlanta penitentiary 

nd to pay a fine of $5,000.
The fact is, the tide is turning. 

Slowly, impereptibly, it may be; but 
has not only turned, but it is com

ing in. From the big open sea, wash
ed by the waves and sifted by the 
winds, it comes, bringing with it ruin 
and wreck, every timber and every 
sea-ribbon of which will have its own 
tory to tell of struggle and down

fall and defeat. It will tell, too, of 
fair weather; of a clearer, purer and 
more wholesome atmosphere and the 

ind of life that comes with it; a 
foreruner of what the world is al
ready hoping for and one which will 
ee the end of the graft and the dis

honesty and the wrong doing which 
as lived and thrived altogether too 

long.

SNOBBISHNESS.
There is no immediate danger of 

the word becoming obsolete. It is 
too often applicable in both the busi
ness and the social world, yet fre- 

uentlv thoughtlessness has more to 
do with its prevalence than real, pre
meditated wrong.

Nowhere is it more prominent than 
n the school or church social, where 

the various money-making schemes 
bring all classes together and min>- 

ing on the basis of congeniality is 
out of the question. You have, per
haps, seen the one who attends a pie 
ocial and finds his partner undesir

able strive to dodge by trading; or 
the fishing prize may be disposed of 
n a similar manner. It is a sneaking, 

cowardly method, always sure to 
wound the feelings of the victim, 
hough he or she may openly declare 

they were pleased with “any change 
that would break the original game.’ 
The whole thing is but a lottery 
which you recognize before you en 
ter it. No matter how incongruous 
the results, make the best of it. Do 
not be tempted to sacrifice your own 
politeness to get rid of a temporary 

iscomfiture. Friends will think more 
of you if von bravely wade in and 
treat the whole matter as a little 
joke, a part of the entertainment 
you will think more of yourself if 
you retain the elements of courtesy 
and the victim of the joke will be 
spared humiliation.

The true lady or gentleman avoids 
show or affectation. When attend 
inp a miscellaneous gathering the “ I 
am better than you” element should be 
dropped. If you can not do this, re 
main at home. Do not resort to 
snobbish ways to rid yourself of un 
pleasant associates after a voluntary 
entrance to semi-public circles. The 
feelings of others, even though you 
may consider them beneath you so 
cially. have under such circumstances 
a right to be considered A viola 
tion of this is but an admission of 
vour own defect.

WHERE SADNESS REIGNS. 
Thousands of children of two gen

erations are in mourning in St. Louis, 
because “Mag” Madden, the keeper 
of a toy shop for the past twenty 
years, is dead. Mothers clasp their 
children and relate with sadness in
cidents in which she and her treasures 
figured conspicuously in their own 
childhood, and the children of the 
present sigh that the little shop filled 
with sweetmeats and wondrous toys 
will be no more. But more than the 
rare toys will they miss the kindly 
face which was always ready with a 
smile for the child face beaming with 
joy and with a sympathetic look for 
the tear-stained chehk.
. The story of the life now closed 

is simplicity itself, yet the void leaves 
its impress upon many hearts. Few 
realized how great a hold upon com
munity the keeper of the humble 
shop possessed. Her income was not 
large. Her sales were of the petty 
sort. Possibly the cheery word which 
went with the small purchase was 
the extent of her social intercourse 
with the world. But she had made 
for herself a place in the hearts of 
the little folks, and this did not wear 
out with the years but was passed on 
as a legacy to the next generation.

Surely there is in the juvenile ele
ment a patronage worthy of earnest 
endeavor. While the profits may now 
be small, they will grow with the 
ndividual. Childhood is impression

able. The variety in stock, the kind- 
y stories and the honest methods all 

leave fond remembrances.
Is your own business so conducted 

that those outside of your own fam- 
y will mourn when the crepe is 

placed upon your door? W ill the 
announcement come to the public as 
a personal loss or merely as a busi
ness matter? Have you touched the 
hearts or only the pocket-books of 
your patrons? And will your work 
be held in loving recognition as a 
mark towasd which a future genera- 

ion should strive?

same authority, 
former Secretary

Life’s danger lies not in its height 
but in its cliffs.

the approaches cleared of these ob
stacles.

There is in the well kept rural cem
etery a quaint effect not attained by 
the city cemetery. The touch of old 
fashion, the simple stone, the local 
surroundings, all give a distinctive 
charm. Yet the neglected graveyard 
is about the most desolate looking 
place imaginable.

If you have friends in such a spot 
make haste to put it into presentable 
order. It is a duty you owe to your 
loved ones ana' to yourself. Even al
though no public movement has been 
made in this direction, let the word 
go out what you are doing and others 
will gladly join in the good work 
The neglect is not a willful one. Peo
ple simply forget and are only too 
glad to have the memory jogged. 
Memory Day has in store much of 
beauty as well as of good.

MEMORY DAY.
It is a pleasure to note that Michi

gan is taking the lead in recognition 
of a day set apart in autumn, Sept. 
30, for the beautifying of our rural 
cemeteries. Memorial Day is now 
generally observed, and those living 
in the vicinity of a burial ground 
where there is no public guardian 
well know how much concerted ac
tion does in springtime to render at
tractive the last resting place of lov
ed ones. As the summer advances 
general interest too often wanes 
While some of the lots are well cared 
for through the season, many are al
lowed to become overgrown with 
weeds.

Memory Day comes at the time 
when these most need attention. The 
general movement will result in the 
destroying of many weed seeds, and 
this alone will work wonders in the 
appearance during later years. The 
briar-grown stone may have some 
little romance attached to it, yet this 
is of so sad a nature that no one 
wishes to contemplate it. And those 
who are regular in their attentions 
to individual lots will be glad to have

THE PEOPLE’S SCHOOL.
As expositions are “the time-keep

ers of progress,” so are or should 
be the local fairs the university of 
the common people. Let it be no 
longer said that people go “just to 
meet old friends” and that “there are 
the same old blankets and quilts year 
after year.”

It is a part of your work to make 
this an educational feature of mutual 
profit to the visitor and to yourself. 
Space there is valuable to you. It 
may not sell goods at the time, but 
it will in the end yield a good profit 
on the investment.

The ordinary shopper is too much 
rushed to spend time looking at 
something of which he is not in im
mediate need, but people attending 
the fair have the day before them in 
which to be entertained. A woman 
who has not thought but that her old 
sewing machine is good enough is 
interested in seeing the fancy stitches 
shown. She goes home and relates 
what she sees, computes the saving 
of time and the superiority of work; 
and almost before she is herself 
aware a sale is made and this as a 
direct result of the display at the 
fair.

Furniture of various sorts is al
ways of interest, even to those wrho 
have no thought of buying. They 
listen attentively to explanations 
which are purely educative, savoring 
not in the least of prospective sales; 
yet these may ultimately result in fu
ture sales. Carpet sweepers, vacuum 
cleaners, fireless cookers— in fact, 
anything which can be used in or 
about the home— is of interest to the 
public.

The tendency is growing more and 
more to make the local fair instruc
tive and educative. No matter what 
goods you handle there is something 
along this line to be said about them. 
Show where they originated, where
in their superiority exists and the 
uses to which they are adapted. 
Throw aside your garb as salesman 
and become an entertainer and in- 
st'irctor. Help in the work of mak
ing the local fair a school for the 
people.

One may fight a lie and still not 
follow the truth.

Truth is found only by following 
that you have.
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FALLING DOWN.
A soldier guide, after showing a 

party through a State Sbldiers’ Home 
and describing enthusiastically its ad
vantages, ended with the pathetic 
words: “ But do you suppose that if 
I could earn $30 a month I would 
stay here a minute? No; I would go 
back to my family. But the world j 
wants able-bodied men; it has no 
use for cripples.”

The cripples of the business world 
are entirely too numerous. There is 
the man who falls behind a little with 
his work every day, yet promptly 
quits when the clock strikes the clos
ing hour. ‘ A few minutes extra time 
would place him square with his em
ployer; but it is a small matter and—  
let it go. He may think he can make 
it up in the morning; but when one 
commences to fall down he must ex
pect to keep slipping unless extra 
precaution is taken.

A few slips are regared with sym
pathy and the employer may cheer
fully help to pick him up and start 
him aright, but after a time he recog
nizes the fact that there is chronic 
inability and he has no use for crip
ples. He wants men who can make 
good; who are not afraid to give a 
little extra time in an emergency; 
who are gaining rather than losing in 
strength; who have the interests of 
the firm at heart as well as their own 
personal advantages; who are broad
minded and generous enough to throw 
in a little extra time and labor if 
need be.

The man who is continually fall
ing down becomes deadened to the 
shock. You have, perhaps, seen crip
ples who slip and fall at the least ob
struction: but the fall is not like that 
of an ordinary person. They are used 
to it, and neither broken limbs nor 
serious bruises are as apt to be the 
result as when an able bodied man 
meets with such an accident. This 
professional falling down acts in the 
same way. At first there is the sting 
of conscience; but with kindly help 
to the feet the man staggers on; the 
falls caused by wasted members 
cease to worry him; and before long 
he reaches the stage where others 
fail to pick him up and he is placed 
on the retired list; for the world has 
no use for “cripples.”

PROPAGATE YOUR IDEAS.
There are too many one-idea men 

in this world. With the great cry of 
specialization ringing in our ears we 
are apt to restrict our own powers 
to one channel when they might suc
cessfully irrigate a more widely 
spread tract. We depend upon this 
or that one to do a part of our work, 
forgetful of the fact that it is our 
work and not his which is being done. 
He performs it in a manner credible, 
perhaps, to his trade, yet it lacks the 
life of personality. He has done the 
routine part, and left the touches 
which make it distinctively our own 
blank. It is ours to supply them.

There are new things to be done 
in every field. No work is fully com
pleted. It is ours to discover some 
of these novel touches which render 
our business especially inviting. We 
know what we are aiming at better 
than any one else can. W e have a 
few ideas that are good. By giving

them the proper training they will 
readily propagate others, perhaps 
better. Like begets like. But striv
ing along any line results not in like 
work but in better work. By exer
cising our own thoughts along lines 
which go to perfect our work we are 
at the same time accomplishing a 
double purpose, strengthening our 
mental powers as well as our material 
ones; fitting ourselves better to direct 
the future work.

“Ideas,” says Paxton, “go booming 
through the world louder than can
non. Thoughts are mightier than 
armies. Principles have achieved 
more victories than horsemen or 
chariots.” Our ideas may not be of 
the sort to penetrate through the 
world, but they should be of the sort 
to penetrate our own shop and store 
more fully than those of a disinterest
ed party. The man who does his own 
thinking finds it most applicable to 
his own business.

GERMANY’S GROWTH.
The marvelous growth of the Ger

man empire in population, particular
ly in comparison with the two coun
tries that are its keenest commercial 
and military rivals, has been cause 
for much comment in recent years. 
Forty years ago, when the German 
empire as now constituted was 
founded, the populations of Germany, 
Great Britain and France differed but 
little. Since then Great Britain has 
gained in population 48.4 per cent., 
Germany has gained 58.5 per cent, 
and France has gained only 11.1 per 
cent. Thus Germany’s gain over Great 
Britain is noteworthy, while over 
France it is enormous.

Of course, it can be claimed that 
the difference in the rate of increase 
can be satisfactorily explained, but the 
fact of the increase can not be gain
said. In the case of Great Britain, 
the birth rate has not been low, nor 
has the death rate been high, but 
there has been considerable immigra
tion of people from one part of a 
vast empire to the other. In France 
the birth rate has been low for well- 
known reasons. In Germany the birth 
rate has also decreased somewhat, 
although it is still large, but the 
death rate has been greatly decreas
ed, due to the great advance in sani
tary science and' thorough adminis
trative efficiency.

Germany’s great increase is, there
fore, due to the lowering of the 
death rate and to the general raising 
of the standard of living, coupled with 
the stay-at-home policy of the Ger
mans. Germany has been so prospei- 
ous for years past that there has 
been little emigration, barely 35,000 
per year, as compared with fully 500,- 
000 from Great Britain. This British 
loss is more apparent than real, how
ever, as the great mass of the emi
grants go to the British colonies and 
thus remain a tangible asset to the 
empire, if not to the mother country 
itself.

The enlightened policies of Ger
many with respect to increasing pros
perity at home and cutting down the 
death rate by improved sanitary and 
hygienic method's are worthy of gen
eral emulation and are certain to pro
duce the same results wherever tried.

LOOKING DOWN.
Most of us are looking up, or at 

least we would be loth to admit oth
erwise. Yet we are all prone to cast 
patronizing glances down upon those 
who are below us on the ladder. 
From our superior position we can 
better note their chances for suc
cess; their causes of failure. They 
may be clinging to the places we 
have found slippery. If we can give 
a word of counsel which will render 
their climbing easier, is it not a no
ble thing to do? They may find a 
rung of the ladder missing. Can we 
not direct them how to replace it? 
There is the hand which may be ex 
tended for the friendly pull; the word 
of encouragement which helps in the 
struggle to come up higher.

But there is a duty to ourselves, 
no less than to our comrades, in this 
manner of looking down. “In our 
superior knowledge,” says Jordan, 
“ we are disposed to speak in a pat
ronizing tone of the follies of the 
alchemists of old. But their failure 
tc transmute the baser metals into 
gold resulted in the birth of chemis
try.” And as we look down on the 
seeming failures of others it may be 
that they are establishing in that 
lower atmosphere a firmer rung upon 
which future success will climb.

Again, the man below us is climb
ing up. He may be gaining ground 
on us. Some day, this being the 
case, he will be the man looking 
down. He will be the one who can 
tell us how to step. If we have treat
ed him in a brotherly manner we may 
expect the same treatment in return. 
If we have only given him a super
cilious smile he may be great enough 
to repay us in better things. But will 
we not feel our own insignificance ctfl 
the more keenly under such condi
tions? Mutual help, be the other 
man up or down, is the only way to 
attain the highest success.

THE SMUGGLING EVIL.
On several occasions recently the 

New York customs authorities have 
caught prominent people endeavoring 
to evade the customs laws by smug
gling valuable articles purchased 
abroad into the country among their 
personal effects and evading the prop
er duties that the laws demand should 
be paid. While the detection and 
punishment of these people might be 
supposed to greatly humiliate the cul
prits and cast some opprobrium on 
them as lawbreakers, such does not 
appear to have been the case.

It is, unfortunately, a fact that most 
people do not regard petty smuggling 
or evasion of the customs laws in a 
very serious light. Theoretically a 
violation of any law is more or less 
criminal, but people have from time 
immemorial regarded an evasion of 
the customs as a very venial offense in
deed, provided always that they es
caped detection and therefore punish
ment. The numerous detections in 
New York and the severe punish
ments that are being imposed will, no 
doubt, tend to decrease the practice, 
but it is evident that the culprits 
rather regard’ themselves as victims 
of a harsh administration of the law 
than violators of a statute which all 
citizens are expected to respect.

While there is no excuse to be

made for smuggling and no sympathy 
to be wasted upon those detected in 
the act of violating the law, no de
sire to strictly enforce the customs 
laws, and thereby collect all the tax
es to which the Government is enti
tled justifies the uncivil and rude 
treatment to which women passen
gers arriving at New York are sub
jected. All alike are assumed guilty 
until a rigid examination proves them 
innocent, and the methods resorted to 
in making examinations are little 
short of barbarous, and are certainly 
unworthy of a highly civilized nation.
It would be better for the Govern
ment to lose a little of its revenue 
than to permit its officers to practice 
the undignified and harsh methods in 
vogue in New York. They are du
plicated nowhere else in the world.

THE GOOD OLD DAYS.
Two incidents in the contribution 

of J. D. Dillenback published else
where in this week’s paper, will ap
peal to Tradesman readers with pe
culiar force. One is the purchase of 
the pair of too-tight red topped 
boots by the 6-year-old boy from the 
pioneer merchant, John W. Peirce, 
which ought to endear his memory 
to every youth in the land. The oth
er is the attempt of a 16-year-old boy 
to secure change for a $10 wild cat 
bill which was “under suspicion” 
through the purchase of an assort
ment of groceries. Those who har 
bor the opinion that this is not a 

| good age to live in would do well to 
[carefully ponder over the description 
given by Mr. Dillenback of conditions 
which existed in Grand Rapids in the 
good old times before the war.

There may be those who can write 
more entertainly of the Grand Rapids 
of sixty years ago than Mr. Dillen
back, but the Tradesman has never 
had its attention called; to them. It 
is constantly seeking for information 
along these lines because it realizes 
that the men and women who can 
write of pioneer days from actual 
knowledge are fast passing off the 
stage.

After years of agitation the Unit
ed States Government has finally de
cided to remove from the harbor of 
Havana the wreck of the battleship 
Maine, but now the question arises 
as to the manner in which the work 
shall be done. No doubt there will 
be a long controversy before a plan 
is adopted and operations are started. 
A  board of army officers is to make 
a survey and report what in their 
opinion should be done. It is thought 
that the hull may be floated and tow
ed out of the harbor. Some have 
suggested that the wreck be sunk in 
deep water, where its condition can 
never be examined. This is to avoid 
the possibility of discovery that the 
ship was damaged from within and 
not from without. The destruction of 
the Maine was attributed to the 
Spanish and hastened the war in 
which Spain lost Cuba and all its 
colonial possessions. Whether or not 
the Spanish were responsible there 
were other ample reasons for the war 
and there can be no reopening of 
the issue that the war settled. Uncle 
Sam can stand to have the truth dis
closed concerning the loss .of the 
Maine.
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BOARD OF TRADE.

Should Its Name Be Changed and Its 
Scope Broadened?

At a recent meeting of the Munici
pal Affairs Committee Sub-chairman 
Edmund W. Booth made a sugges 
tion that has caused some comment 
and much thinking in Board of Trade 
circles. In brief, his suggestion was 
that the name be changed from Board 
of Trade, which to many ha 
or less of 21 sinister ineunin^» 
Municipal League, and that 
made an organization of or

Men’s Association. Scarcely a mem- ioo, or in the evening, as might be 
ber of the Board of Trade but be- preferred. The Board of Trade build-

more 
to the 
it be 
caniza-

rate and inde-tions rather than a separ* 
pendent institution. Mr. Booth freely 
admitted he had not thought out any 
definite plan, but he gave the idea 
for what it was worth to be worked 
out by others.

The suggestion will probably strike 
many of the Board members as hav
ing enough merit to warrant its se 
rious discussion. The Board of Irade 
has about 1,200 members representing 
all branches of trade, industry and 
professions and all sections of the 
city. In theory this is an ideal con
dition, insuring great force behind 
any proposition that may be put for
ward. As a matter of fact, how
ever, the Board is a big, unwieldy 
body and what it accomplishes is the 
work of a few earnest members act
ing in groups rather than by the 
Board as a whole. A large majority 
of the members never come in con
tact with the Board work. They pay 
their annual dues as a patriotic duty, 
but it would be interesting to know 
how many of them can put their fin
ger on the direct good they receive 
from the outlay. The Tradesman 
believes thoroughly and everlastingly 
in civic organization, in united effort, 
in the spirit of co-operation, in all 
the interests of a town standing and 
pulling for the common good. The 
city without an organization of its 
citizenship does not amount to much 
and can not begin to realize its possi
bilities. Grand Rapa's can not get 
on without its organization, and no 
change in the present Board of Trade 
is advocated, but it is a pertinent 
question for discussion if better re 
suits could not be obtained by a d:f 
ferent plan of organization and at less 
cost.

This is an age of specialization, and 
this applies to organizations as well 
as to trade and industry. The gro 
cers and meat dealers have their sep 
arate organization and so have the 
lumbermen, the wholesalers and job 
bers, the doctors, the employing 
printers, the furniture manufacturers, 
the lawyers, the building contractors, 
the real estate men, the credit men, 
the insurance men, the bankers, the 
milk dealers, the ministers, the fruit 
growers, the glass farmers, the coal 
dealers, the advertisers, the plumbers, 
the druggists and, no doubt, there are 
many others. Not only are the or
ganizations by trades and professions, 
but men are brought together by va
rious impulses or for various purpos
es and examples of such organiza
tions are the Municipal Affairs Com
mittee, the C. O. S. and the Y. M. C. 
A., and then there are the geographi
cal organizations like the Sixth Ward, 
the Burton Heights, the Madison

longs to some other organization 
that represents the get together spir
it in his own particular business or 
something in which he is specially in
terested. Is it not possible that this 
means duplication of effort and ex
pense? Would it not be possible to 
get better and larger results through 
some other plan of organization? In
stead of a directorate elected at 
large from the entire membership, re
gardless of trade interest, profession, 
or inclination, why would it not be 
better to make the Board of Trade 
a central organization with a direct
orate of delegates from the various 
special organizations, each special or
ganization contributing its quota to 
meet the central expense? Would not 
this plan insure prompt and expert

ing could be general headquarters 
and the meeting place for as many 
of the separate organizations as de
sired it, and no doubt the same re
cording secretary, with such clerks 
or stenographers as might be neces
sary, could serve most of them and 
be a sort of connecting link to bind 
them together.

The Tradesman does not advocate 
or urge this plan, but merely dis
cusses it. Whether the Board of 
Trade as now organized is fullfilling 
its mission to the largest and truest 
measure, whether it is working in the 
best and most effective way and 
whether better methods could be de
vised are pertinent questions worthy 
of the best thought and the widest 
discussion, and the more freely they

attention to the problems that are ¡are discussed the more certain it is

secretary and clerk hire, postage, 
printing, civic revivals and other ex
penses, and in addition each pays his 
own expenses when luncheon or din
ner meetings are held or trips of in
vestigation or observations are taken. 
There has been talk of the Municipal 
Affairs Committee cutting loose from 
the Board of Trade and setting up 
as an independent organization. There 
may have been some justification for 
such talk, but as long as the Board’s 
organization remains as it is it shoud 
be discouraged. The effort should be 
to harmonize the differences and dif
ficulties that arise and to prevent dis
ruption. The Committee needs all the 
help and encouragement it can ob
tain, and this it would not receive to 
any marked degree if it became a sep
arate organization. It even need's a 
check to over zeal occasionally from 
the hard headed non-imaginative busi
ness man whose fondness is not for 
reformers or those who chase rain
bows. Tact, patience, good sense and 
time will remedy the troubles; inde
pendence would breed new and big
ger ones and impair the Committee’s 
usefulness.

Heber A. Knott

constantly arising and which can best 
be dealt with through organization? 
The furniture manufacturers know 
what they want or need and can in
telligently discuss the problems that 
arise and if the Board of Trade were 
organized on the lines indicated, 
when situations developed needing

that something better will come. The 
foremost consideration is the wel
fare of the city, how to make Grand 
Rapids a bigger and a better city, 
how to make it more prosperous and 
the people more happy. Can the 
best results be obtained through one 
big organization, as at present, or by

E. K. Prichett is making more of 
the Transportation Committee than 
has been done in former years. His 
plan to hold traffic meetings, to 
which everybody is invited, whether 
members of the Board or not, who 
is in any way interested in transpor
tation, whether as a shipper or re
ceiver of freight or as a railroad 
man, for the free discussion of trans
portation problems is full of good 
possibilities. The plan is certainly ed
ucational. The logical next step will 
be the organization of a traffic club 
or association either independently of 
the Board of Trade or as an auxil
iary. And why would not this be a 
good plan? Such an organization 
would' be made up of experts, or at 
least of men who could talk intelli
gently of any question that might 
arise and who would have personal 
interest as well as zeal for the com
mon good to urge them to action. 
Transportation is one of the most im
portant questions that business men. 
and manufacturers must consider. It 
is a question that should be dealt with 
by experts and those who knew what 
they are talking about. Mr. Prichett 
seems to be on the right track and 
should be encouraged to go ahead.

outside help, their delegates could | means of a league of separate organ- 
bring the matter before the central (izations, each representing some spe- 
body and all the subordinate organ- cial interest? No true citizen cares 
izations in the League would be set;much as to methods or details; it is
to work on it. The same rule would 
apply to the grocers, the lumbermen 
and all the others. Matters of gen
eral interest could be brought before 
the central body and then taken by 
the delegates to their own organiza
tions for discussion, ana" the final ac-

results we want.
Under the inspiring leadership of 

John B. Martin the Board' of Trade 
Municipal Affairs Committee has ac
complished so much in shaping pub
lic sentiment and bringing things to 
pass that it has in many respects

tion would represent a breadth of I overshadowed the parent organiza- 
judgment and public sentiment far tion and its activities in other direc- 
beyond anything that now emanates itions. The members of this Com- 
from the Board of Trade. The meet- mittee not only pay their dues as 
ings of the central body could be members of the Board but raise by

The Wholesalers’ Committee is an
other of the Board of Trade commit
tees that has done much and good 
work. Chairman A. B. Merritt is 
carrying to still greater success what 
was so well done by Heber A. Knott 
and Frank E. Leonard. The whole
salers and jobbers used to shy at 
each other when they met or would 
pass by on the other side. They 
would not recognize the mutuality of 
their interests; there was no pulling 
together for their own good or the 
good of the town. The wholesalers 
and jobbers are now as keen rivals 
and competitors for trade as they 
ever were, but they are friendly and 
play fair and each would prefer the 
other to have the business than to 
see it go to some other town. They 
have no organization, but stand to-

Square and the Creston Business at luncheon, like the Committee of (subscription the necessary funds for gether merely as a commitee of the
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Board of Trade, but they raise their 
own funds for Merchants’ Week, trade 
extension excursions, semi-occasional 
banquets and other purposes.

The retailers have as many and as 
great interests to serve as the whole
salers, but for some reason it has 
never been possible to get any num
ber of them together for cordial co
operation. There is a chance here 
for good work, but those who know 
the retailers will probably admit that 
it will take a great and very smooth 
diplomat to line them up.

The furniture manufacturers have 
an association of their own and it is 
not connected or affiliated with the 
Board of Trade. In the early days 
the two organizations had joint head
quarters and a secretary in common 
The manufacturers, before they had 
an organization, regarded' one anoth
er as pirates and cut-throats, and the 
only courtesies they would exchange 
were such as could be applied with 
an axe. Through their organizations 
they have become acquainted and 
friendly and the co-operative spirit 
that has developed has done more to 
build up Grand Rapids as a furniture 
center and to make the industry 
prosperous than any other factor 
The manufacturers stand together 
and work together instead of cuttin 
and slashing, every man for himself 
They help each other instead of 
boosting the outsider. What the fur 
niture manufacturers have aecom 
plished through organization should 
be a lesson for those engaged in 
other lines, whether of trade or in 
dustry.

He Was Two Kinds.
There were five of us in the smok 

ing compartment of the Pullman 
when one of the crowd, who had been 
reading a newspaper, laid it dow 
and said:

“There’s to be a state election in 
New York this fall and the politi
cians are troubled as to how it will 
come out.”

“ Yes?” answered the man with a 
political look about him.

“ Bad scandals in both parties.”
“Yes?”
“They say there wasn’t a man in 

the last Legislature who wouldn’t sell 
himself.”

“ Pretty strong, isn’t it?”
“ But I guess it’s so, from all I’ve 

heard.”
“I happen to be a resident of that 

State,” said the politician in quiet 
tones.

“ Oh-ho!”
“And I happen to have been a 

member of the last Legislature.”
“You don’t say!”
“ I am not asking for any apology 

for your remarks. I am simply go
ing to state that I was ill of typhoid 
fever from the first day of the ses
sion to the last arid was not at A l
bany at all. Consequently— ”

“ You are a lucky man! Shake! That 
is, you are an unlucky man. Shake 
again!”

The Modern Cookbook.
On account of the high price of 

foodstuffs, householders will be glad 
to know of the following substitutes: 

Planked Shad— Send one of the 
children around to the new houses 
in the neighborhood to borrow a 
quantity of putty. Take the putty, 
knead it well and flavor so that it 
will taste as much like fish as possi
ble. When about ready for the 
oven, quickly stir in a paper of pins.

If it is not desired to serve this 
as shad, leave out the pins and serve 
as cheese.

Spinach— Go to any storage-house 
and procure a quantity of excelsior. 
On the way home stop at the drug 
store and buy a bottle of green dye. 
Take the excelsior and dye each 
strand separately in order to get it 
just the right shade. Now take it to 
he barber’s and have it cut. If ex

celsior is not procurable, use straw 
hats.

Salad— A good substitute for salad 
may be made by getting the lawn 
mower, running it over the lawn, 
gathering up the grass, putting the 
grass through the clothes wringer to 
flatten it and take out the kinks. 
Then lay oni plates and cover with 
any good substitute for apples or 
celery. \  white kid glove, if chopped 
fine, is just as good as chicken or 
veal. A good dressing for this salad 
may easily be made by allowing a 
few old mustard plasters to soak 
over night.

Bteakfast Food— Go to any de
partment store and buy a few dolls. 
Take the thumb and first finger and 
grasp each doll firmlly under the 
arms. With the other hand make an 
incision in the cadaver of the doll 
just above the waist line. Serve the 
contents in quantities to suit, and 
pour over it any good substitute for 
milk. A good substitute for milk 
may be procured from any milk man.

If impossible to obtain dolls, chop 
up hair brushes or clothes brushes.

Turtle Soup— For a small price one 
may purchase an old bait bucket 
from any fisherman. Put in a little 
seaweed, a few seashells, and. if pos
sible, an old, well-seasoned fish net. 
Boil thoroughly until all the flavor is 
extracted. Then strain. Before serv
ing drop in a few pieces of almost 
anything you can find to give it sub
stance.

Apple Pie— Just before the cook 
goes out in the evening have her cut 
the fringe off the portiers. Set the 
fringe to soak in a kettle of con 

i centrated1 lye untill tender. In the 
morning add a little cider to flavor 
and bake. If tar paper is used instead 
of crusts it will not be necessary to 
grease the pans.

A very good whiped cream dress 
ing for this may be made by using 
absorbent cotton. Absorbent cotton 
also comes in quite handy in making 
Charlotte Russe.— Ellis O. Jones in 
Success Magazine.

It’s always to-morrow’s burden 
that breaks the back of to-day.

Faith is not preserved by embalm
ing it in ancient verbiage.

The Manistee & North-Eastern Railroad
Is now operating its

New Line Between Manistee and Grayling 

Affording the Most Direct Route Between

Eastern and W estern M ichigan
Two Trains Per Day Each Way

Making close connections with the

Michigan Central R. R. at Grayling
Grand Rapids & Indiana Ry. at Walton

Pere Marquette R. R. at Kaieva
Steamer Lines at Manistee

D. RIELY, Gen’l Pass. Agent.

If you really are casting your 
bread on the waters you are not us 
ing it as bait.

There is a lot of difference between 
seeing to do and doing in order to 
be seen.

See Time Cards

More About
Reynolds Asphalt Granite 

Shingles
Which Are Sold on a Twenty 

Year Guarantee
Authentic fire statistics prove that by far the largest percentage of fires 

occur on wood shingle roofs from chimney fires, neighboring conflagra
tions, etc. In some communities where wood shingles predominate, the 
statistics show that this percentage is as high as 75%.

According to our reasoning, based upon practical experience and fire 
tests, if our ASPHALT GRANITE SHINGLES were in general use, this 
percentage would be reduced to 5% from similar causes.

It is a significant fact that the fire records of municipalitieswhere wood 
shingle roofs predominate, are decidedly the most unfavorable.

The following table shows the percentage of wood shingle fires:

C O V E R I N G  A C E R T A I N  
T E R M

T o ta l  F i re s
T o ta l  C h im n e y  a n d  j 

R o o f  F i re s
P e r  C e n t .

A t la n ta ,  G a .................................................... 5 7 9
221

2 3 8  
1 1 5

4 1
6 8

2 8 3 1 2 6 4 4 K
1 9 5 5 6 2 9

W ilm in g to n .  N . C ....................................... 1 51 8 1 5 6

These figures are startling and are serious. The adoption of our 
ASPHALT GRANITE SHINGLES will eliminate much of the hazard. 
They are becoming popular and may be found on all classes of buildings, 
from the humble dwelling to pretentious structures in many parts of the 
Central West. They are being used extensively at Milwaukee, Indian
apolis, Cincinnati and many other large cities besides the smaller trade, 
and our local consumption, which is very large.

Our proposition is one of merit. We challenge contradiction to the 
statements which we publish. Many more facts are going to be obtained 
and published from time to time. The SHINGLES are cut in slate form 
8 x 13 inches, to be laid 4 inches to the weather, and are sold at $4.25 
a square, or 100 square feet, including galvanized shingle nails. We 
furnish competent mechanics to apply the shingles or to assist, if neces
sary, on a limited number of contracts. We are also prepared to furnish 
the material for valleys, galvanized iron ridge roll, and ornamental hip 
shingles, which constitute the crown or finish of our ASPHALT GRAN ITE 
SHINGLES. Don’t be prejudiced but investigate. An automobile at 
your service to show you as many buildings of modern structure as you 
wish to see which are covered with these SHINGLES.

We invite attention of the dealers. Write for trade price.
The ASPHALT GRANITE SHINGLES are made in Grand Rapids 

by the

H. M. Reynolds Roofing Co.
Established 1868
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the dealers' reliability or, if entrusted 
with the selling of their cheese, will 
see that none but responsible firms 
bid in the cheese.— J. A. Ubbelohde, 
in Dairy Record.

unless they can buy cheese. There 
is nothing that will kill a dairy board 
of trade as quickly as wash sales. 
If a factory does not want to sell 
to any particular dealer he need only 
notify the dealer not to bid on his 
cheese.

Another rule is that the dealer 
must pay for the cheese at the next 
regular meeting. In this way the 
factory men know that they wall have 
the money in a week from the time 
of sale. So there is no need of wor
rying over when the money will come 
along for the cheese shipped, and 
it leaves plenty of time to pay the 
patrons by the middle of the month 
for the milk delivered the preceding 
month.

The dairy board of trade that our 
factory sold on for many years was 
re-organized a year ago. and is now 
called the Central Roard of Ply
mouth. Wis. This was done so that 
any factory in the state might offer 
and sell its cheese weekly on this 
board by merely paying the member 
ship fee of $1.00 per annum. There 
are many boxes of cheese sold every 

possible to us that a well-managed I Week without the seller ever attend- 
factory would do business in this jng the board. The salesmen of these 
way, but from the number of letters factories send their offerings to the 
we know there are quite a number of Secretary of the board of trade, or 
factories still disposing of their L 0 onc af the banks. Each bank has

SELLIN G  CH EESE.

Call Board Plan Endorsed By W is
consin Maker.

1 have had a number of enquiries 
this spring about selling cheese. Most 
of these have come from factories 
where they are in the habit of selling 
on what is known as the contract 
system.” By this we mean that they 
send in their cheese weekly and re
ceive the ruling price at the nearest 
board of trade. All of these factories 
complain of the difficulties of selling 
cheese that way.

One of the complaints is that the 
dealers get slower about paying up 
as the season advances, and that by 
fall they are from six week to two 
months behind in their pay; when in 
the spring they agreed to pay every 
week. While at the buttermakers’ 
convention in Fond du Lac this win
ter we met a factory man from the 
western part of the state who told 
us that he had actually hired money 
from the bank to pay his patrons for 
the milk, because the dealers were so 
slow in paying up. It hardly seems

cheese in this old-fashioned and out- 
of-date way.

There are call boards enough in 
Wisconsin to handle every pound of 
cheese made, and it is the only way 
to sell cheese. On these boards, the 
price depends on the supply and de
mand. Each buyer has the same 
chance to buy what cheese he needs, 
and each factory has the same chance 
of getting the top prices for their 
goods, as the cheese is sold at auc
tion, but all the bids are placed be
fore the call closes. This means that 
no buyer can raise a bid after the call 
and that no lot of cheese is sold until 
all the bids are placed. This is done 
to prevent some of the cheese receiv
ing higher bids after part of it is 
sold, as was the case in the first sea
son of the call board.

There are two rules of vital im
portance at these call boards. One 
is that every lot of cheese offered for 
sale must be sold or carried over 
until the next weekly meeting. Any 
member who places his cheese on the 
board merely to have a price put on 
it and then ships to some other buy
er at the price offered on the board 
is subject to a fine of $25.00 for every 
offense, and is debared from doing

a represetnative at the board and 
will sell any offering sent in to them 
and, if so instructed, receive pay for 
same the next week. This is the 
way our factory has sold its cheese 
for the last five or six years. And 
there are many others doing the 
same, as it is a very satisfactory way 
of selling the cheese and it relieves 
the factory man from attending the 
board personally when he is needed 
at the factory.

If the factory men would only get 
out of the rut and sell their cheese 
:n open market, they would soon 
compel the cheese dealers to give 
them a square deal, for if they did 
not deal square, they would be ruled 
off the boards and couldn’t get any 
cheese. There is no doubt that most 
of the cheese taken on the “contract 
system” is by this class of dealers.

Another reason why cheese should 
not be sold that way is that every 
box of cheese that is not sold in the 
open market fills an order that the 
dealer need not bid for in the open 
market, and consequently reduces 
comeptition among the dealers and 
has a tendency to reduce the price j 
creating power; namely, the demand 
for more cheese. No factory need

Soft Cheese In Canada. 
Although Canada figures as the 

leading source of Great Britain’s 
Cheddar cheese supply, exporting in 
the neighborhood of $20,000,000 worth 
a year, she is at the same time an 
importer of cheese of a different kind. 
Some three-quarters of a million 
pounds of soft cheese are annually 
brought into the Dominion from 
France and other countries. Although 
the market is comparatively limited, 
the prices are lucrative, and the Dairy 
Department of the Ontario Agricul
tural College has been endeavoring 
to see what could be done towards* 
working up a small industry in Can
ada in the manufacture of these soft, 
full-cream and double-cream cheese. 
The manufacture of these special 
cheese at the college is in the hands 
of Frank G. Rice, a graduate of the 
Midland Agricultural and Dairy Col
lege. England, who has been there 
since a year ago last February. Four 
lines of soft cheese are being made: 
Canadian Camembert, a small flat 
cheese, resembling a pancake, only 
quite a few times as thick, and sold 
at 25 cents at the College; Double
cream cheese, made in the form of a 
four-ounce briquette, sold for 15 cents 
a cheese; the Gervais cream cheese, 
in the shape of a four-ounce cylinder, 
sold at 10 cents, and the Stilton 
cheese, sold for 30 cents. The prin
cipal difficulty experienced thus far 
has been in interesting the dealers 
in this cheese, though once they are 
induced to try them, the demand 
steadily develops, and a number of 
Toronto merchants are now offering 
them regularly over their counters.—  
Farmers’ Advocate.

SEEDS- Clover, Alsyke, Timothy
POULTRY P E e D - F o r  H ens, fo r C hicks 

W e P ay  th e  F re ig h t
W hen in  th e  m a rk e t fo r S eed s  and P o u ltry  

P eed , a s t  fo r ou r D elivered P rices . I t  will 
pay you to  hand le  ou r SEEDS.
O. G andy & C om pany S o u th  W h itle y , Ind .

Feed Specialties
W e a re  th e  la rg e s t d ea le rs  in ch icken , 

pigeon and all o th e r  feeds. G et our prices.
WATSON & FROST CO.

G rand R apids, M ich.

(irx)
iiw ir I» —

Ground

F e e d s
None Better

W Y K E S  & CO.
« R A N D  R A P I D S

^ SN B N B N  Y O U Jt

^ C O M M IS S IO N  EXCLUSIVELY

Get my prices on 
Eggs, Packing Stock 

and
Dairy Butter 

Veal and Poultry
F E. STROUP

GRAND RAPIDS, MICH.

The Vinkemulder Company
Jobbers and Shippers of Everything in

FRUITS AND PRODUCE
Grand Rapids, Mich.

CLOVER
TIMOTHY

ALSYKES E E D S
If in the market to buy or sell write us

ALFRED J. BROWN SEED OO.. GRAND RAPIDS. MICH.
OTTAWA AND LOUIS STREETS

W. C. Rea

business on this board until the fine hesitate to offer its cheese on our 
is paid. This rule is a very import- board because they do not know tihe
ant one as cheese dealers will not go 
to dairy boards of trade many times

dealers. The banks will furnish them 
with the encessary information as to

REA & WITZIG J A Wi, ig
PRODUCE COMMISSION

104-106 West Market St., Buffalo, N. Y.
“ Buffalo Means Business”

W e want your shipments of poultry, both live and dressed. Heavy demand 
at high prices for choice fowls, chickens, ducks and turkeys, and we can get 
highest prices.

Consignments of fresh eggs and dairy butter wanted at all times. 
REFERENCES—M arine National Bank, Commercial A gents, E xpress Com panies, Trade 

P ap e rs  and H undreds o f Shippers. Establ|, hed 1873
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Weight Standard For Eggs.
W e would have eggs still sold by 

the dozen, but should make it a mis
demeanor for any retail merchant to 
sell a dozen eggs weighing less than 
twenty-three ounces, unless the pur
chaser were informed of the fact and 
due allowance made in price. The 
enforcement of such a regulation 
would obviously be very simple.”

The proposition appears to us to 
be about as impractical as the re
quirement that all eggs be soI3 by 
weight. In the first place it would 
require the weighing of all eggs ex
cept the very large and the very 
small ones to determine whether or 
not the eggs could be legally sold 
without branding as under-weight, 
and without making “due allowance 
in price.” In the second place— and 
most important— who should decide 
what is a “due allowance” in price? 
The Government can not, in our 
opinion, interfere with the price at 
which a man holds his property or 
the price at which another may be 
willing to buy. The Journal’s propo
sition, like the proposition to compel 
sales by weight, fails to take into con
sideration the fact that size and 
weight form only one of the elements 
of value in an egg which determine 
its desirability and worth. Eggs 
weighing twenty-two ounces to the 
dozen may be and frequently are 
worth more than others that may 
weigh twenty-four ounces to the doz
en. Freshness, fullness and strength 
of body are of first importance, size 
and weight of secondary importance. 
If eggs were sold under a law estab
lishing a minimum standard of weight 
per dozen the public would naturally 
get the impression at 'first that all 
eggs coming up to that standard were 
reliable; for a time it would be easier 
for retailers to sell refrigerator eggs 
of full wreight for fresh, while they 
would often have to offer fresh South
ern eggs, at times when fresh eggs 
are scarcest, as “underweight.” But 
consumers would soon learn by ex
perience that the weight standard 
gave them no guaranty of quality 
and it would be found that the whole 
elaborate machinery of governmental 
control, together with the labor and 
trouble of compliance therewith, had 
gone for naught.— Butter, Cheese and 
Egg Journal.

tion of 80,000 hogs from Austria year
ly, only 350 were imported! the first 
half of this year.

The Cologne town council this 
week will discuss measures of relief, 
including the raising of the embargo 
on cattle and meat at the frontier. 
According to all indications the Im
perial Government will take n.o ac-

Potent Paragrahps For progressive 
Salesmen.

The best methods for obtaining 
success— well directed1 efforts, pa
tience and courage.

There must needs be desire, 
strength, resourcefulness, not unlike
ly patience, perhaps courage.

There is the man whose sole object

with a brilliance not equaled by sum
mer sunlight. The sunlight, coming 
in direct rays into a room, leaves its 
shadow spots. The reflected light of 
the lightning stroke leaves the ceiling 
and the floor equally illumined. Even 
the smallest object may be picked up 
from under a bed or other furniture 
a little raised above the floor.

tion in the line of free imports of 
animals and meats.

Forty Pockets Full of Money.
A man usually considers himself 

ucky if he has one pocket well filled 
with money. How would he feel 
with forty pockets crammed just as 
full of five and ten dollar bills as he 
could fill them?

Some time ago in the little town of 
Carroll, la., a German farmer, dress
ed in a heavy overcoat, two pair of 
trousers, a vest and a pair of over
alls, walked into the bank and up 
to the teller. “ I want to deposit 
some money to pay for a farm,” he 
said.

“Your name?”
“ Hans Krupp.”
After other formalities Hans Krupp 

was told to make his deposit. He did, 
to the wonder of all present.

From his coat he brought forth 
one wad after another of bills. Then 
he discarded that garment and went 
into his trousers, overalls and vest 
pockets. Currency simply oozed from 
him. No bills were larger than $10 
denomination. There were a few 
ones and twos, but the bulk was of 
fives.

Time passed and the old German 
kept on emptying pockets. After emp 
tying forty he stopped.

“ Count it,” he said.
The teller did so and found that 

there was $25,000.
He chuckled to himself as he 

thought how long it had been a com 
mon joke in that section that Hans 
Krupp had his “pockets full of dirt’ 
and what a blow it would be to the 
farmers when they learned that the 

¡dirt they scorned was “pay dirt.”
Eula Harris.

is to win by foul means or by fair 
means.

For the man who wins by riding 
rough shod over principles and peo-. 
pie alike we have no more use than 
we have for a rattlesnake.

The danger of the success habit 
becomes at once apparent in the 
manner in which it levies upon and 
despoils character.

The worship of success is one of 
the most pronounced evils of the age.

It is an evil because if it becomes 
the life rule, it is very likely to do 
so at the expense of other qualities 
that may not well be spared.

So fixed a rule has it become with 
many of us to regard success as the 
one thing worth while that quite 
often there is much too little thought 
given to the means by which such 
success is won.

By all means it is of far greater 
moment to have success the result of 
well ordered effort, always directed 
and controlled, and limited by the 

trictest moral accounting, than to 
have it sponsored by the mere pas
sion to win.

The salesman’s religion is the 
Brotherhood of Man. •

Germans Want Cheaper Meat.
A strong movement in protest 

against the high prices of meats has 
begun in many German cities, es
pecially in the western part of the 
country. A number of meetings held 
recently brought out a sharp arraign
ment of the Government’s policy in 
restricting the importation of live 
stock and the mainenance of high 
meat and animal duties in the inter
est of farmers.

A number of Saxon municipalities 
appealed to the government to use 
its influence in the Federal Council 
for the reopening of the frontiers to 
cattle and meat. The Saxon Govern
ment replied that no relief would be 
possible through a reduction in duties 
or the opening of the frontiers, as 
prices have arisen equally in Austria 
and other countries, and that al
though the laws allow the importa-

Useless Expenses Sap Profits.
Pruning season comes in business 

as well as in orchards.
The fruit of profit is borne on the 

branches of expense. And profit lik 
fruit grows biggest on the tree whose 
branches are pruned in season.

Let expense grow wild —  profit 
grow small. Trim expense close to 
the balance between efficiency and 
economy— profits will come to a har 
vest.

Every business Will warrant just s 
much expense. But the tendency of 
expense is always to cross the mar
gin of profit and invade the column 
of loss.

So check your cost sheets. t Scrutin
ize your payroll. Analyze your over
head charges.

Then cut to the bone the useless 
expenses that sap profits.— System.

A. T. Pearson Produce Co.
14*16 Ottawa St., Grand Rapids, Mick. 

The place to market your

Poultry, Butter, Eggs, Veal

G. J. Johnson Cigar Co.
s. C. W. El Portana 

Evening Press Exemplar
These Be Our Leaders

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

P o s tu m  C ereal Co., L td . 
B a ttle  C reek , M ich.

For Dealers in
HIDES AND PELTS

Look to
Crohon & Roden Co., Ltd., Tanners 

37 S. M arket S t . ,  G rand  R ap ids, M ich . 
Ship us your H ides to  be  m ade in to  Robes 

P rice s  s a ti s fa c to ry

Curious Fact About Lightning Flash.
Sitting in a dark room at night 

with a lightning-lighted storm com
ing on, the observer of the electrical 
phenomena will be enabled to tell 
from which of the compass points a 
blinding flash comes, even if the room 
have four windows to the four points 
of the compass. This, of course, pro
vided the shades be lowered suffi
ciently for the possible bolt to es
cape the eye. The roll of thunder 
following the flash will be the first 
intimation the observer has of the 
storm direction.

Especially is this fact marked after 
the rain is falling heavily and when 
the rain drops become reflectors of 
the light, giving the effect of sheet 
lightning. At such times when the 
skies seem sheets of flame, one may 
observe how this reflected light pen
etrates to every corner of a room

Mall àrderà to W. P. McLAUOBLIN & CO., Cklcaio

THE NEW FLAVOR

MAPLEINE
Better 
Than 
Maple

The Crescent Mfg. Co., 
Seattle, Wash.

Order from your jobber or The Louis 
Hilfer Co., Chicago, 111.

if faces are tickets to heaven, it 
will take a long journey before some 
saints are admitted to happiness.

Few things make us more zealous 
against motes than the possession of 
good sized beams.

Established 1876
Send us your orders

CLOVER AND TIMOTHY SEED
All Kinds Field Seeds

Moseley Bros.
Both Phones 1217

W holesale  D ealers avd  S h ippers B eans, Seeds and  P o ta to es  
Office and  W arehouse  Second A ve. and  R ailroad

Grand Rapids, Mich.

C. D. CRITTENDEN CO.
41-43 S. Market St.

Grand Rapids, Mich.
Wholesalers of Butter, Eggs, Fruits and Specialties
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and P. L. Friedman. The company 
is incorporated to deal in tallow, 
lard and the by-products of meats.

A mortgage of $500,000 on the 
holdings of the Public Service Com
pany was executed with County Re
corder Woelker to secure a bond is
sue of a similar amount authorized 
by the stockholders, September 9.

Bankers who came to the State 
convetnion in Evansville last week 
went home voting the bankers of 
this city capital entertainers. Let
ters are coming by the dozen to all 
the city banks expressing the opinion 
that Evansville is pretty much in a 
class by itself when it comes to 
showing hospitality. Frank Martin, 
Treasurer of the Indiana Trust Com
pany. Indianapolis, wrote to Ameri
can Trust and Saving Co., as fol-

Hollenbeck by City Judge Gould. 
Appeal bonds were fixed at $2,250 
for each woman.

Preliminary work in connection 
with the Home Coming Week to be 
held in Evansville in the fall of 1911 
will begin) within a few days. It is 
the intention of E. Q. Lockyear, 
Secretary of the Retail Merchants’ 
Association, to organize an amuse
ment company and sell stock and in 
this way raise enough money to do 
the necessary advertising to make 
the affair a complete success.

Are You a Tea Man.
Qualify for one. When you talk to 

a customer about the peculiar 
strength and heavy body of English 
breakfast and the delicacy and splen
did character of Ceylon, she con-

Grant Fellows

MEN OF MARK.

Hon. Grant Fellows, Candidate For 
Attorney General.

Hudson. Sept. 27— The Republi
cans of this district will present to 
the next State convention the name 
of Grant Fellow's, of this city, as a 
candidate for the office of Attorney 
General. Mr. Fellows wras born in 
Hudson township April 13. 1865. was 
educated in the public schools of this 
city and was admitted to the bar on 
December t i, 1886, and at once com
menced the practice of his profession 
in his adopted city. On May 27, 1890, 
he formed a partnership with Rert D. 
Chandler, which partnership contin
ues to the present. This firm has al
ways enjoyed a large practice, both 
locally and in the surrounding coun 
ties, and has tried many important 
cases, both in the Circuit and the Su
preme courts of the State.

In 1895 Mr. Fellows was selected 
by Judge George Wanty. then Pres
ident of the Michigan Bar Associa
tion, as a member of the committee 
to revise the rules and practice < ! 
the State bar, the other members of 
the Committee being Hon. Alfred 
Russell, of Detroit, Judge Chester 
L. Collins, of Bay City. Hon. Fred
erick W. Stevens, of Grand Rapids, 
and Prof. B. M. Thompson, of the 
University. The work of this Com
mittee was completed in 1 8 9 6 ,  and 
was adopted by the Supreme Court 
as the rules governing the practice 
in this State. In January, T 9 0 9 , Mr. 
Fellows was selected by the Supreme 
Court as a member of the State 
Board of Examiners of Applicants 
for Admission to the Bar, to suc
ceed Judge Brown, of Big Rapid’s. He 
has always been active in the prac
tice of his profession and has never 
held political office. He has, however, 
always taken an active interest in his 
party and. commencing with the cam
paign of 1886. has spoken in every 
campaign in Michigan: in fact, there 
are few cities in the State where he 
has not been called during important 
campaigns. In 1 8 9 8  he was elected 
President of the State League of 
Republican Clubs and presided as 
Chairman of the State convention at 
Detroit in that year. In 1 8 9 9 ,  on the 
resignation of Chairman Marsh, he 
was tendered the chairmanship of the 
Republican State Central Committee, 
but declined. In 1 9 0 8  he w’as a del
egate from this district to the Na
tional convention at Chicago. Mr. 
Fellows has always been active for 
his part}’ and has always had an ex
tensive clientage and a wide experi
ence in the practice of law.

His candidacy has the earnest; and 
sincere support of this part of the 
State. Mr. Fellows’ experience and 
ability as a lawyer eminently qualify 
him for the position. His services 
of nearly a quarter of a century to 
his party entitle him to the nomina
tion.

Late Business News From Evans
ville.

Evansville, Tnd.. Sept. 27— A new’ 
company, the Interstate Rendering 
Co., has been incorporated to do 
business in Evansville. The incor
porators are R. P. Danna, E. \VL 
Eright, T. E. Sharp, Frank Zimmer

low's: “ Let me tell you what a de
lightful time we alll had at Evans
ville and to compliment you on the 
splendid program and entertainment. 
I have never attended a convention 
of any kid where everything worked 
so smoothly and more to the satis
faction of those in attendance.”

Evansville wholesale grocery hous
es are among the creditors of the 
Parish Brothers’ Grocery Co., one of 
the largest retail groceries of Madi- 
sonville. Ky., which has closed under 
an attachment by the Hopkins Coun
ty Bank. The liabilities have not 
been given out.

Found guilty of shop lifting at the 
Boston and Andres stores, fines of 
$1,500 each and sentences of six 
months in the woman’s prison at 
Indianapolis were given to Mrs. 
Florence Lampking and Mrs. Amelia

eludes that you are something of a 
tea man. It’s a good habit to get 
into. Good habits grow as well as 
bad ones.

Parrot talk about tea falls flat. 
Saying that you have a “good de
mand for our famous 50 cent mixed” 
isn’t enough. It isn’t convincing. 
But saying you are glad to sell a 
quarter of the tea as a sample order 
and asking the customer to notice 
the deep, clear amber color, and be 
sure to sniff the aroma and get the 
true flavor of the leaves before add
ing the sugar and cream, and see 
that the water is boiling and the in
fusion doesn’t exceed seven minutes, 
adds strength to your selling talk. 
She assumes that you are in earnest 
and that you know what you are talk
ing about.

Highland Park Should Be Bissell 
Park Instead.

W ritte n  fo r th e  T rad e sm a n .
A considerable part of the land’ 

embraced in Highland Park was do
nated to the city for park purposes 
by Melvin R. Bissell, deceased. In 
the early seventies Mr. Bissell, who 
w'as then engaged in the mercantile 
business, and John J. Harlan, an auc
tioneer, purchased a tract of land on 
Grand avenue, north of Bridge street, 
and platted Bissell & Harlan’s addi
tion. Mr. Bissell offered a part of his 
interest in the land to the city for a 
park and the proposition looked so 
good to the authorities that it was 
accepted and a few acres were add
ed thereto by purchase. Because of 
its altitude the park was called High
land. The name signifies nothing 
else. Mr. Bissell was a very useful 
citizen, ever ready to use his means 
and his influence to promote the wel
fare of the community. He was the 
founder of the great carpet sweeper 
manufacturing company bearing his 
name and during the later years of 
his life he was an active member of 
the Board of Directors of the Board 
of Trade. A splendid monument 
marks the spot where his body rests 
in Valley City cemetery.

In view of his services to the city, 
in which he lived an honorable life, 
the writer suggests that the name 
Highland Park be changed to Melvin 
R. Bissell Park. The precedent of 
naming our parks and public insti
tutions in honor of prominent and 
worthy citizens wras established when 
the park given to the city by John 
Ball was properly named John Ball 
Park and followed when names were 
chosen for the Antoine Campau Park, 
the Julius Houseman Field, the M. A. 
Ryerson Public Library, the D. A. 
Blodgett Home for Children, etc. 
The change proposed for Highland 
Park is due the memory of Melvin R. 
Bissell.

The recent generous presentation 
of lands on the river front north of 
the city limits to the corporation for 
park purposes by Mesdames Russell 
and Boltwood, in memory of their 
father, Charles C. Comstock, presents 
a problem that the ladies making this 
most generous gift should be permit
ted’ to solve. At first thought it would 
seem that the only name that should 
be considered for the new park is 
that of Charles C. Comstock. But for 
the fact that the city has one Com
stock Park, the gift of the father of 
Mesdames Russell and Boltwood, no 
other name would be suggested. It 
would be well for the municipal au
thorities to request the ladies to sup
ply the name for the new park.

Arthur S. White.

He Had Done Enough.
“ Fellow citizens,” said the candi

date. “T have ought against the In
dians. I have often had njp bed but 
the battlefield and no canopy but the 
sky. T have marched over the frozen 
ground till every step has been mark
ed with blood.”

His story told well till a dried-up 
looking voter came to the front.

“ I’ll be darend if you hain’t done 
enough for your country. Go home 
and rest. I ’ll vote for the other fel
low.”
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VALUE OF EXPERIENCE.

We Can Dig Gold Out of Our Own 
Minds.

W ritte n  fo r  th e  T rad e sm a n .
Wlhat is the most valuable part of 

our lives outside of the power of 
thought? In my opinion it is expert 
ence. Without experience our 
thought force can not be of any value 
to us. The value of a thought is 
proven to us only by our acting on 
it; in other words, we can never 
hope to learn much about the power 
of the thoughts that are back of us 
except through our experience with 
them and, of course, we can not hav 
any experience if we do not act on 
the thoughts as they come to us.

W e get the wrong perception of 
things and swim around in the pool 
of life like a fish hatched and raised 
in a well. Tt becomes so used to 
swimming around in a circle that 
when it was put in a larger body of 
water it keeps on swimminig around 
in a circle. So it is with us. W e do 
not know much about our own pow
ers. W e have not learned how to 
branch out on our own courage, with 
our own experience. W e still believe 
in taking advice from some one else 
whom we think is greater than we 
are. We are like the fish— we have 
been educated to follow our teachers 
and! wte are swimming around from 
day to day and can not get away 
from them. W e seem to be sleeping 
and want some one to wake us up 
and, when we are awakened, we find 
ourselves standing in our own road 
and can not see our way out only 
so far as we are able to be lead by 
another mind. Sure enough, we are 
blind mentally, working according to 
the experience of other minds and 
not once in a long time do we think 
about our own. The leader we are 
following is surely laughing at our 
willingness to be lead. This causes 
our genius to become very jealous 
and if it finds that we are not going 

'to  listen to it it leaves us in the 
dark.

The idea of listening to our own 
intellect, our own genius, is a prin
ciple worth more than gold to us. 
Each and every man who began his 
business career as a boy— who had 
to earn his own living— knows some
thing about what it means to listen 
to one’s own thoughts, his own 
genius and his own experience. 
These men did not follow the ideas 
of other men. They followed their 
own true intellect. They were minds 
that could see far beyond their 
work. They could see how things 
were going to be in the future and 
the only possible way for them to 
see these things was through the pow
er of thought and their genius fur
nished the intellect according to the 
work done. We can never hope to 
see clearly if we do not work truely. 
Working is getting experience. Don’t 
be afraid of work if you believe that 
experience is the most valuable thing 
one can possess.

W e may go to school and read our 
eyes out and try to remember all 
we have learned, but it will never do

we are not willing to get out and 
work.

W e are a lot of kidnappers and 
soon find out that we are victims of 
the law of justice and the contract- 
ng influence punishes us every time. 

This is the experience we all have 
had, but we fail to pay any attention 
to our mistakes and go on kidnap 
ping every good idea we see and try 
to make capital of it. Nine times out 
of ten we fail and never seem to 
know the reason why.

Let us stop this idea of taking 
things which do not belong to us 
and try to dig the gold out of our 
minds and live by and through our 
own experience.

Some of us get the idea in our 
brains that the thoughts which come 
to our minds and the experience we 
have had with them are so valuable 
to the world that we try to keep 
them a secret and offer them for 
sale at so much per word. Thoughts 
are like the air. They are free, but 
the experience we receive from them 
all depends on the amount of labor 
we mix with them. What good is 
my experience to you or any other 
man if you do not attract the same 
thoughts that came to me and work 
with them? Tf we will work with 
every good thought that comes to 
our minds we will not have much 
time for any thing else. They will 
keep us busy from morning until 
evening and the time will fly around 
so fast that we will be surrpised 
when some one reminds us of quit
ting time.

Nature wants us to be whole men 
and whole women. She can not do

the more deeply will we enjoy our 
lives and our environments.

The reward of service depends 
largely upon the spirit in which that 
service is rendered. Toil with a 
happy heart, sweetens your labor 
with song, put your whole soul into 
the harness, and you will live a hap
py and successful life. We should 
never forget that Nature will not 
pay in advance. W e must render a 
service before we can reap a reward. 
Let us seek knowledge through our 
persoanl experience by rendering a 
service to our friends and neighbors. 
True education is the unfolding of 
the individuality and this is accom
plished chiefly by experience. Every 
truth which we apply to daily life 
reveals to us a more transcendent 
truth. If rightly lived, life is a con 
tinual awakening. The essence ot 
things comes out in action. Failure 
is always the resuit of ignorance oi 
idleness. Every failure in the work 
is a sad testimony that the power 
to build has been abused or pervert 

d or it is the proof that energy ha: 
been misdirected and that the prop 

experience and develpoment had 
net been unfolded.

Edward J. Miller, Jr

TRACE YOUR DELAYED 
FREIGHT Easily 

and Q uick ly . W e  can tell you  
how BARLOW BR05.,

Qrand Rapids, Mich

her work in 11s through another
sys em. W e must have our own
system. We must make our own
life by Inring it. T 0 be success •ul in
•business we must make t by and
through our own experience.

Life and business are a series of 
happenings which we all know are 
hard to control, yet you and I can 
improve upon our past experience by 
being true to ourselves.

Let us add just a little more of 
that quality we know is right. Let 
us pay in full. Let us try to realize 
that here is no credit system in Na
ture. W e can not borrow from Na
ture and promise to pay in thirty, 
sixty or ninety days. Nature is a 
store where all the goods are sold for 
spot cash and one price to all and 
every man, woman and child must 
carry their own goods home with 
them.

Nature knows that it is best for 
each of us to work out our own 
lives and to build our own systems. 
When we are climbing, developing, 
unfloding, reasoning and thinking 
about our business, everything will 
consipre to help us. Our competitor 
are not a hindrance but a help. We 
reap a benefit from the toil of every 
honest man engaged in an honest 
business. Therefore, we owe them 
all a depth of gratitude and love. All 
successful men either consciously or 
unconsciously serve their fellow 
man. The more truly we serve, the 
more experience we receive and, 
when we work continually accord-

The best way to meet some foe 
lay them out first and argue 

them afterwards.
rith

IF YOU CAN GET

Better L ight
witi. a lamp that uses

Less Than Half the Current
what can you afford to 
pay for the new lamp ?

The G.E. 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 o f your lighting.

Grand Rapids-Muskegon 
Power Co.

Grand Rapids, Mich.
C ity  P hone 4261 B e»  M ein 4277

us nor the world very much good if ing to our own personal experience,

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. 
Put up in i and 3 lb. tin boxes, 
10, 15 and 25 lb. buckets and 
kegs, half barrels and barrels.

Hand Separator Oil
Is free from gum and is anti
rust and anti-corrosive. Put up 
in %, 1 and 5 gallon cans.

STANDARD OIL C O .
Qrand Rapids, Mich.

There is no risk or 
speculation in 

handling

Baker’s 
Cocoa

and

Chocolate
They are staple and the 
standards of the world 
for purity and excellence.

52 H ighest Awards in 
Europe and Am erica

Walter Baker & Co. Ltd.
Established 1780. D o rc h e s te r .  M ass .

Registered, 
U. S. Pat. Off.

High Grade Sausage
Each year the output of 

our Sausage Department has 
increased. This is owing to 
our living up to our motto,

“ The Best in the Land”
only must be used by Cudahy 
Brothers Co.

Only the choicest of meats 
and the finest spices are used. 
Cleanliness in all depart
ments is rigidly enforced, 
all being under U. S. gov
ernment supervision. This 
is the secret of our success.
If you are not one of our cus
tomers, write for quotations, 
which we shall be pleased to 
furnish by return mail.

Cudahy Brothers Co.
Milwaukee, Wis.
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The Trend of Fashion in Clothing for 
Autumn.

The short lounge coat is in vogue 
for autumn and the waistline is defin
ed at the sides rather than in the 
back. Every tailor who makes an 
art of his trade agrees that a well- 
cut coat must outline the wearer’s 
figure, so as to seem a very part 
of it. Square, boxy coats.look grace
less and sack-like. Hence the fash
ionable autumn coat clings to the fig
ure, but is roomy enough not to bind 
or hamper stooping and stretching. It 
is notably full across the chest, some
times bulging out perceptibly. The 
coat shoulders are natural and wholly 
free from padding. Exaggeratedly 
broad shoulders are both abnormal 
and absurd. A man’s dress should be 
without artificiality of any kind, or 
it becomes unmanly.

Ascots with pointed, instead of the 
conventional square aprons, are an 
autumn innovation. The wing collar 
is gaining for afternoon dress, be
cause it is undeniably more comfor
table than the “poke.” One of the 
London bootmakers has sent over a 
very thin-soled patent leather boot 
made without a toecap an dof re- 
ma rkably flexible leather. The sole 
is cut even with the upper and does 
not project beyond it, thus making 
the foot seem slenderer and the boot 
more tapering. While thick-soled 
boots are capital for promenade, they 
are too rough-looking for “occasion. 
The Parisian has the right idea of a 
soft, slim dress boot, but he renders 
it too effeminate by having it ridicu
lously pointed.

Ties with fringed ends to match 
the fringed-end muffler are a London 
innovation, which ought to have a 
Paris label. They are shown in white, 
black, black-and-white and pearl, 
smoke or gunmetal tints for both 
formal and informal dress. The knit
ted muffler— quite the “smartest” for 
autumn— may be plain or “accor
dion,” a puckered, pleated surface. 
There are surprisingly few men who 
have their evening suit properly cut. 
Most dress clothes have a board-like 
stiffness caused by choosing a fabric 
which is not soft enough to “melt” in
to the figure. A surplus of canvas 
and stiffening accentuates this angu
lar effect and flatly pressed lapels 
give the final touch of provincialism. 
The distinguished elegance of an 
evening suit cut by any of the big
wig tailors lies in keeping it soft and 
pliable as a pocket handkerchief.

With the rhythime regularity of the 
seasons themselves, come murmurs 
against the “ funereal soberness” of 
evening dress. Young men, particu
larly, are keen for a change. They 
balk at simple black and white and 
tingle to overturn the old order. For 
these dress “ crusaders” there are this 
autumn the familiar “blue-black” 
shadow stripe and self-check cloths, 
which are quite smart, and, even from 
the angle of conservatism, unexcep
tionable. To be sure, these colors

and patterns are distinctly of the 
“younger set” and have in no sensi 
displaced plain broadcloth or worsted.
An uncommon fabric just off ship 
has a design formed by a black 
ground overspanned with a very fine 
white silk stripe. This cloth is in
tended' to make a man under normal 
height look taller in his evening 
clothes, as all striped fabrics usually 
do; but while the intent of the weav
er is well-meaning enough, he is chas
ing a will-o’-the-wisp.

Cloths with a ribbed surface are 
inching their way into the favor of 
the best dressed set. They are quite 
as pleasing and much more uncom
mon than either the smooth or 
roughish-finished stuffs. A novel fab
ric just from the Custom House re
veals a faint gray check overlaid up
on a gray ground. Most cutaway 
coats are braided at the edges and 
have a single front button. There 
are whispers, too, of braided frock 
coats for autumn, but this attempt 
would be ill-advised. The frock coat 
must be kept studiedly simple, lest 
it deteriorate into a “freak” coat. To 
braid it would be to despoil it of that 
severe plainness, which is the quint
essence of good form.

Soft collars, buttoning under the 
four-in-hand, are seen on men who 
ought to know better than to wear 
them in town. Designed for the nets 
and the links, they are wholly field 
collars to be worn in the country, 
swinging a club, plying a racquet, on 
horseback or driving a motor. They 
are simply a rejuvenation of the old- 
fashioned “ stock,” and, although less 
clumsy, they give the throat a puffy 
appearance, which is comically sug
gestive of a poultice. Mixing the 
utter informality of country dress 
with the half-formality of town dress 
always clashes with the fitness of 
things. It is like transplanting ten
nis garb to the avenue. Avowedly 
country clothes should be kept where 
they belong.

Notably new are waistcoats of 
white silk moire to match the black 
silk moire with which the lapels of 
some evening coats are faced. Black 
suede “pumps,” a silly affectation, in
tended to accompany Tuxedo dress, 
are not worn by any man out of his 
undergraduate days. It is in evening 
clothes, more than in any other, that 
a gentleman shows a nice sense of 
fitness. Extreme simplicity is his 
guide. He depends for distinction 
upon the pliant grace, impeccable fit 
and exouisite tailoring of his suit and 
not upon any eccentricity of cut or 
ornateness of detail. The opera hat 
owes its banishment to the fact that 
its construction was too suggestive 
of a “ trick magician” to please the 
punctilious taste in dress.

The high-cut waistcoat is still a 
fashionable foible. With it is worn 
a vivid tie to lend a bright spot of 
color. What is known among the 
“ smart” tailors as “letting daylight 
through the arms,” that is, shaping 
the sides of a coat to the wearer’s 
body, is always a badge of the well- 
cut garment. So, also, are the silk- 
lined sleeves to let a coat to be slip
ped on and off with ease. The only 
excuse for padding the shoulders of 
a coat is when one, usually the right

shoulder, is lower than the left and 
this discrepancy must be equalized. 
The deep, soft lapels which have long 
been in vogue are still “of the mode 
modish.” When the coat is unbut
toned these lapels merge into the 
coat, so that the whole front forms 
ar. unbroken sweep.

Beyond a doubt the wing collar is 
the most fashionable form this au
tumn to accompany Tuxedo dress. 
Hitherto the fold or double-band 
shape has been favored equally with 
the “ wing.” The swerving of fashion 
toward the wing collar is traceable to 
a desire to make Tuxedo drerss more 
distinctive. Instead of the conven
tional “wing,” some men choose the 
English form with high, rounded tabs. 
Pumps, whether of patent leather or 
calfskin, are wholly dancing shoes 
and should not be worn on the street. 
A fewr pumps have “ wing tips,” but 
the best-dressed men prefer a slen
der toe, which is capless. This ren
ders the foot less obtrusive. Suede or 
buckskin pumps are not in vogue.—  
Apparel Gazette.

Transferring Pictures To Cloth.
The process for transferring pic

tures can doubtless be applied to 
cloth, but we do not think the re
sult will be as effective as when ap
plied to glass or a similar smooth, 
impervious surface. Proceed as fol
lows: Stretch the cloth securely on 
a board and coat with dammar var
nish or else with Canada balsam mix
ed with an equal volume of turpen
tine, and let it dry until it is very 
sticky, which takes half a day or 
more. The printed paper to be trans
ferred should be well soaked in soft 
water and carefully laid upon the pre
pared cloth, after removing surplus 
water with blotting paper, then press
ed upon it, so that no air bubbles or 
drops of water are seen underneath. 
This should dry a whole day before 
it is touched; then with wetted fin
gers begin to rub off the paper at the 
back. If this be skillfully done al
most the whole of the paper can be 
removed, leaving simply the ink upon 
the varnish. When the paper has been 
removed another coat of varnish will 
serve to improve the effect.

Some men think they are far 
sighted because they try to look two 
ways at once.

Success is a state of mind. It lies 
within, not without.

M. J. Rogan
305 Bowles Building

Detroit, Mich.
Men’s and Young Men’s

CLOTHING SAMPLES 
FOR SPRING 

NO W  REA DY
I will pay all expenses of merchants 

who will meet me in October in any 
of the following cities where I will 
show spring samples:

MICHIGAN — Detroit, Jackson, 
Kalamazoo, Grand Rapids, Saginaw, 
Flint and Port Huron.

O H IO — Tolodo, Cleveland and 
Columbus.

IN D IA N A —Fort Wayne. 
IL L IN O IS —Chicago.

H. A. Seinsheimer & Co.
CINCINNATI

M an u fac tu re rs  of“The Frat”
YOUNG MEN’S CLOTHES

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

M ade in  C hicago by

BECKER, MAYER & CO.

HANG UP YOUR CLOTHING
No. 54 Combination 
Suit Hanger, Per ioo, $8iLQ
With wire attachment to hold trousers

Double, Polished Steel Tube Clothing 
Racks. Send for Catalogue No. 16 on 
“ How to Hang Up Clothing.”

The Taylor Mfg. Co., Princeton, Ind,
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Lights on Wagons Safeguard the 
Driver.

W hy is it that so many farmers 
vigorously and vehemently oppose 
the passage or the executing of a 
law compelling horse-drawn vehicles 
to carry a light at night?

A little reasoning discloses what 
we believe to be the answer. They 
believe that it is contemplated to 
protect the automobilists and others, 
and that it is not intended to pro
tect the drivers of the horse-drawn 
vehicles themselves.

If they do any original thinking at 
all, they probably reason that from 
the infancy of the country to the 
present day it has not been custom
ary for vehicles to carry lights at 
night; that accidents were compara
tively infrequent and therefore the 
necessity does not exist to-day.

W hy not tell them that they are 
looking at this matter from the 
wrong angle; that they are opposing 
something which may work for their 
welfare; that they are preventing the 
shutting of the stable door through 
which their horses may be stolen.

States, cities and towns are pro
gressively passing laws and ordi
nances compelling horse-drawn vehi
cles to carry lights; and they are- 
doing this with a view of protecting 
the drivers as well as protecting oth
ers. The lawmakers realize that con
ditions have changed and that night 
driving, as it now prevails, is fraught 
w'ith grave peril.

The number of vehicles upon our 
streets at night has multiplied many 
fold. The age is a rapid one and

horses have caught the rapid pace. 
They dash through dark hollows; 
they whisk around sharp corners; they 
have a steady gait upon a smooth and 
level road.

Everyone who has ridden at night 
can recall with a shudder the narrow 
escapes which have occurred. They 
can yet feel the hair-raising appre
hension they experienced as they shot 
down some steep hill into a dark 
valley, and they wondered what 
would occur if, peradventure, a heavy 
wagon were shrouded in the darkness 
at the bottom. You have been there 
some time in your life, and you know 
the very thought of the dreadful pos
sibilities lingered with you and spoil
ed the remainder of your drive.

Then the light on a farmer’s wagon 
affords more protection to the farm
er against injury from automobiles 
than does the armor of a battleship 
against hostile cannon balls. Fre
quently the automobile lamps burn 
dim, and in this condition do not re
veal vehicles far ahead. Under such 
conditions a farmer without a lamp 
is facing as much danger as the sold
ier on the firing-line. He may go 
through a dozen battles unscathed, 
but the crash may come at any 
time. To be sure, he can “put the 
law” on the rackless automobilist, 
but if his neck is unfortunately brok
en in the general shake-up he will find 
the jury unable to give him another 
neck in place. It is much better to 
carry a light and keep the neck 
whole. The light costs a little some
thing, it is true, but it does not hold

a candle to the bill of the under
taker.

Implement dealers will be advanc
ing the cause of the farmers if they 
will show them this matter from the 
proper standpoint and urge them to 
adopt the light for the protection of 
themselves and dear ones, even be
fore the passage of the compelling 
law. Incidentally, the dealers could 
wisely carry lines of such lights and 
endeavor to make sales after the elo
quent and convincing talks.— Imple
ment Age.

Work For the Police.
Few people in Smoke Ridge had 

ever seen an automobile, so when 
one of those “ red devils” stopped for 
a few minutes in the isolated village, 
the curious inhabitants gazed at the 
snorting demon with a mixture of 
fear and awe. The owner, who had 
entered a store to make a purchase, 
heard one rustic remark:

“ I'll bet it is a man-killer.”
“O ’ course it is,” assured the other. 

“ Look at that number on the back of 
the -car. That shows how many peo
ple it’s run over. That’s accordin’ to 
law. Now, if that feller was to run 
over anybody here in Smoke Ridge, 
it would be our duty to telegraph 
that number— 1,284— to the next town 
ahead.”

“And what would they do?” asked 
the auditors.

“Why, the perl ice would stop him 
and change his number to 1,285.”

Some men have a voice in public 
affairs, but most of 11s have only a 
growl.

Pressure of Light on the Earth. 
Light, traveling its 186,000 miles a 

second, once was regarded an ethe
real, immaterial something in vibra
tion. Simon Newcomb, in his “ Pop
ular Astronomy,” issued in 1878, said 
of this: “ If light were an emission 
of material particles, as Newton sup
posed it to be, this supposed press
ure of light would have some plausi
bility. But light is now conceived 
to consist of vibrations in an ethereal 
medium and there is no known way 
in which they could exert any im
pelling force on matter.”

But to-day Newton is supported and 
science has gone so far into the 
pressure of light as to figure that this 
light pressure on the globe reaches 
74,000 tons. Further, along the lines 
of deduction, there is pressure upon 
any object that reflects or that ab
sorbs light, the pressure being great
er on the reflecting matter. That 
mankind is not to be smothered -or 
knocked out by this, however, is 
shown in the fact that 15,000 trillions 
of light particles strike the globe 
every second, these overwhelming 
numbers of particles equaling a five 
and one-half pound shot falling the 
186,000 miles in a second. Unless 
some unknown influence suddenly 
should congeal the immeasurable cor
puscles of light into solid shot, each 
striking every second, there is no 
danger either of death from the shots 
or of a darkness, relieved only by 
the sizzling whitehot missiles bom
barding us.

A man of force can get there, but 
it takes character to stay there.

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 VEG ETAB LES
Distinctive character and make them TRADE W INNERS AND TRADE HOLDERS

Send for Catalogue. Ask Your Jobber for Hart Brands.

W . R. R O ACH  &  CO., Hart, Mich.
Factories at HART, KENT and LEXINGTON—AU Model Plants.

Judson Grocer Co., Distributors, Grand Rapids, Mich.
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AFTER THE PURCHASE.

Clerks Like This Should Be Fired 
Immediately.

W ritte n  fo r  th e  T rad e sm a n .
“ Now,” said the man who had just 

laid down fifty hard, round dollars for 
the goods he had purchased, “the 
delivery man may have trouble in 
finding this place, unless he is given 
full directions.”

The clerk had the man’s money 
cooped up in the hollow of his hand 
and his look of polite interest had 
vanished. His eyes were now fixed 
on the spot where the ceiling hit the 
side wall above an array of picture 
moulding.

“ My place is just over the city 
line, and— ”

The clerk turned a pair of dull eyes 
to the customer whose fifty still lay 
in the palm of his hand.

“ Huh?” he said.
“ Note the directions,” said the cus

tomer, sharply.
“Oh, I guess he’ll find it.”
The clerk really did look as if life 

wasn't half the thing it was cracked 
up to be. He yawned.

“ I want those goods this after
noon.” insisted the customer, “and I 
don’t want any fairy story about the 
delivery man being unable to find the 
place.”

“ Huh?” said the clerk, starting off 
toward the cashier’s window.

The customer, who could have had 
a string band to amuse him, if he 
had suggested it a moment before— 
before he had parted with his mon
ey— followed along behind the clerk, 
still talking.

“Write it down.” he insisted. “You 
go straight up Washington to La
Salle avenue, turn to the east, go one 
block, turn south, and drive ahead 
until you see the name on a letter 
box. Here. I’ll draw it out for you, 
so the delivery man can’t possibly 
miss it. I must have those goods to
day.”

The customer took out a card and 
sketched a rough map of the locality 
where he lived on the back of it. The 
clerk looked on disinterestedly.

“There,” the man said, “he can’t 
miss that if he tries.”

“What’s the number?” asked the 
clerk.

“There is no number.”
“ But you call it something?”
“ Oh, the number of the lot is 

twenty, but there are no house num
bers on that street. Sometimes we 
call it twenty, although there is no 
reason why we should.”

“ No. 20 Wide boulevard,” said the 
cLrk. “All right!”

“ Never you mind that,” said the 
customer. “ Don’t fail to give the de
livery man the card I gave you. Then I 
there will be no mistake. I must] 
have those goods this afternoon.” ! 

“ Huh?” said the clerk.
He was now in front of the cash

ier’s window and the customer stood 
at his side, the conditions of a few 
moments before entirely reversed. 
Then the customer had the fifty. Now 
the clerk had it.

“ If you tell the delivery man just 
what I have told you,” said the man, 
“he’ll find the place all right.”

The clerk looked over the man’s 
head toward the front, where a group

boulevard,” said the

there,” said the

of ladies stood outlined against a 
glitter of fancy rugs in a show win
dow.

“ Of course,” he said.
The customer gritted his teeth and 

went out, resolved never again to 
deal with a merchant employing im
pertinent clerks.

After he had gone the delivery man 
came in, whip in hand— as is the way 
of delivery men— and went up to the 
clerk.

“Anything special this afternoon,” 
he asked'.

"Not that I know of,” was the tired 
deply.

“Say,” said the cashier, who had 
heard a part of the talk between the 
clerk and the customer, “you agreed 
to have that furniture taken out this 
afternoon.”

“ What furniture?” asked the clerk, 
beginning to look bored again.

“ Bill you just sold.”
The cashier was beginning to think 

this clerk ought to be out sawing 
wood.

“Oh, that feller that wanted to give 
me a map of his house? Funny chap, 
that. What?”

“Where does it go?” asked the 
driver.

“ No. 20 Wid 
clerk.

“ No such street.”
“ Well, he lives 

clerk.
“ Look in the directory,” suggested 

the cashier.
“Oh, I gues you can find it, all 

right,” said the clerk. “ You ought 
to know where 20 Wide boulevard is.” 

“ But I don’t,” insisted the driver. 
“ Didn’t he leave some directions?” 

asked the cashier. “ I thought I 
heard him telling you about the lo
cality.”

“ He tried to make a map,” laughed 
the clerk, “and fell down on it.” 

“Where is the map he tried to 
make?”

“ Oh, I dropped it somewhere.” 
“ You’re a bright one,” observed the 

delivery man.
“Oh, what’s the use of all this 

chin?” demanded the clerk. “ You get 
that stuff up to 20 Wide boulevard. 
That’s all ĵ ou’ve got to do.”

“ When has it got to go?” asked the 
delivery man.

“ Oh, any old time.”
“Then I’ll take it out first thing in 

the morning.”
“ All right.” said the clerk.
“ Give me that address again, then.” 
“Just 20 Wide boulevard.”
“ I wonder if it is in this county?” 

grunted the delivery man.
“Guess so,” said the clerk, with a 

far-away look in his eye
In the meantime the customer was 

explaining to his wife that he had 
ordered the furniture, and that it 
would be out in time to place that 
night.

“ If it doesn’t come,” said the wife, 
“we’ll be in a terrible plight, for Sally 
will be here with her two babies and 
we have no furniture for the room 
she is to have. It has just got to 
come.”

“I think it will be here, all right,” 
replied the man. “I gave the clerk a 
full description of the locality and 
even drew a map of the streets. The

FOOTE &  JENKS’ COLEHAN’S ( b r a n d )
Terpeneless High Class

Lemon and Vanilla
Write for our "Premotloe Offer” that combats "Factory to Family" schemes. Insist 

on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to
FOOTE & JENKS, Jackson, Mich.

W e Manufacture

Public Seating
Exclusively

We furnish churches of all denominations, designing and 
V 'llv O  building to harmonize with the general architectural 

scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.

^ r h n n U  The fact that we have furnished a large majority of the city 
O v l l U U i a  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction and 
materials used and moderate prices, win.

I f l f lf lr p  H a l l e  We specia’ize Lodge Hall and Assembly seating.
l l c l l l o  Our long experience has given us a knowledge of re

quirements and how to meet them. Many styles in stock and built to order, 
including the more inexpensive portable chairs, veneer assembly chairs, and 
luxurious upholstered opera chairs.

Write Dept. Y.

rlmeriean Seating Company
215 Wabash Ave. CHICAGO, ILL.

G R A N D  R A PID S N E W  Y O RK B O ST O N PHILADELPHIA

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 Ionia, Fountain and Division Sts.
Opposite Morton House Grand Rapids, Mich.

Grand Rapids Show Cases
Cost no more, are just as strong as wood counters; they are attractive, 

wear well, possess individuality and aie reasonable in price.
$4 50 per foot and up.

Don’t fail to get our catalogue “ A ” of display cases.

GRAND RAPIDS SHOW CASE CO.
Coldbrook and Ottawa Sts. Grand Rapids, Michigan

B ranch Factory : L u tke  Mfg. C o., P ortland , O re.

The Largest Manufacturers of Store Fixtures in the World
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delivery man can not miss it. That 
may be him now.”

But it wasn’t. It was a man who 
wanted to buy old iron and rags, rub
ber and paper, and was willing to 
pay as much as fifteen cents in cash 
for what would fill his wagon box 
heaping full.

After dinner the man sat out on 
the front porch and watched the 
grassy street for the delivery man 
who did not come.

Sallie came with her two babies at 
4 o’clock and was shown the family 
sleeping room, which she at once took 
possession of for the week she was 
to remain there.

“ Now,” said the man’s wife, “ if that 
furniture doesn’t come we’ll have to 
sleep on the floor in the parlor. It 
was against my wish that you burned 
up the old furniture before the new 
was at the door.”

The man was now climbing the 
stairs every few minutes and looking 
dow'n the street from the north win
dows.

At 5 o’clock a team turned the cor 
ner below and the man felt an uplift 
of hope. But is was not the furni
ture. It was a man driving out into 
the suburbs to see if the men who 
gardened out there didn’t want to 
buy watermelons.

“That store closes at 6,” said the 
wife, shooing the babies into the 
parlor. “If that furniture is not on 
the way now we won’t get it to
night.”

“W e will get it to-night,” declared 
the man. “ You see if we don’t get 
it to-night. I ’m. going down there 
to see about it.”

“Why don’t you telephone?” asked 
the wife.

So the man went over to the next 
house but one and ’phoned down to 
the furniture store. No one there 
knew whether the goods had started 
or not. If delivery for that day had 
been agreed upon, of course they 
were on the way! The man hung up 
the receiver and went back and told 
•his wife.

“ Don’t you ever spend another cent 
there!” said the wife. “The idea of 
their not knowing whether the furni
ture was on the way!”

“ Never again!” said the man 
At half past five there was no furni

ture wagon in sight, and the man put 
on his fiercest look and his hat and 
started off to find that clerk. When 
he got to the store he found the pro
prietor, standing by the door, looking 
happy and contented.

“Where’s my furniture?” the man 
demanded.

“What’s up?” asked the merchant. 
Then the man related his tale of 

woe, and the proprietor looked as if 
he was trying not to use unlawful 
language in a public place. Then the 
tired clerk came in view, on his weary 
way to a neighboring pool room.

“Why,” he said, when the boss fix
ed him writh his eye, “ if the fellow 
wanted the stuff right out, why didn’t 
he say so? And why didn’t he tell 
me where it went so I could direct the 
delivery man?”

The man nearly fainted at the 
nerve of the clerk, but recovered suf
ficiently to announce right there that 
if the goods were not delivered that

night the order would be counter
manded. He got them.

You may think you haven’t got a 
clerk of this kind in your employ, but 
it will do no harm to look into the 
matter. A cheap skate like this can 
lose more business for you in a day 
than a double column advertisement 
will bring back to you in a month.

Alfred B. Tozer.

All this is well for the implement 
dealer and if he will pass it along to 
the farmer he will set that person 
singing a happy, gladsome song as he 
toils in his field.— Implement Age.

To see how eager men are to mar
ry, you would think that a fellow 
could not keep himself poor without 
a woman to help him do it.

Abandoned Farms Being Occupied.
The loud cry of apprehension which 

was heard persistently a few years 
ago about the increasing number of 

bandoned farms has gradually sub
sided until it has become a mere 
whisper— and that is seldom heard.

For the farms are being rapidly 
taken up. It can be safely predicted 
by one, with no pretensions to propn- 
Qcy, that we have heard the last of 
the abandoned farm question.

For the great problem of farming 
has just reversed itself. It was form
erly: “ How can I sell the products 
of the farm?” To-day, in the face ot 
the tremendous growth of our cities, 
the question rings loud and insistent, 
with even an undercurrent of appre
hension: “Where can we obtain the 
things to eat for the people of our 
cities?”

Farsighted observers are telling 
that one of the great questions ot 
the future will be the raising of suffi
cient sustenance to supply the al
ready enormous and ever-increasing 
population of this country. But a 
few years ago we proudly boasted 
that we were the “ granary of the 
world.” This sounded fine, but it sim
ply meant that the farmer was forc
ed to look to distant Europe to mar
ket his wares. W e are demanding 
more and more for our own consump
tion, and the farmer smiles at the 
contemplation, for this means to him 
a nearby market.

Ninety million hungry mouths are 
wide open three times a day. They 
turn to the farmer like a young rob
in to its mother. And their cry is 
one of hunger. They say: “ Give us 
to eat.”

Before we are aware this number 
will reach t o o ,0 0 0 ,0 0 0  and then 1 1 0 , -  

0 0 0 ,0 0 0 . This means not only the oc
cupancy and working of abandoned 
farms, but that a great cry will go 
up to farmers asking them to raise 
more, and still more, of the food of 
life.

Progressive farmers already hear 
that cry and are preparing for the 
not-distant day. They are learning 
the art of better farming, which 
means that farms will receive much 
more care, and that they will be 
gardenlike in the profusion of their 
harvests. They are learning inten
sive farming, which means the reap
ing of two crops a year where now 
only one grows. They are learning 
that it pays to be almost extravagan 
with commercial fertilizer, and thu 
spend freely to receive back still more 
freely. They are learning the value o' 
technical knowledge, and thus plant 
certain soils with growths adpated to 
them.

Yes, the morning sun is smilin 
golden, orient beams upon the farm 
enriching it as never before and gi\ 
ing promise of greater things to 
come.

A critic is a man who by the light 
of his own experience explains to 
ithers why they, too, have failed.

“MORGAN"
T rad e  M ark. R eg istered .

Sweet Juice Hard Cider 
Boiled Cider and Vinegar

S ee  G rocery  P r ic e  C urren t

John C. Morgan Co.
Traverse City, Mich.

S a les  B ooks SPECIAL OFFER FOR $ 4 .0 0
We will send you complete, with Original Bill and Du- 
plicate Copy, Printed, Perforated and Numbered, 5,000 
Original Bills, 5,000 Duplicate Copies, 150 Sheets of 
Carbon Paper, 2 Patent Leather Covers. We do this to 
have you give them a trial. We know if once you use 
our duplicate system, you will always use it, as it pays 
for itself In forgotten charges. For descripti ve circular, 
samples and special prices on large quantities, address 
The Oeder-Thomsen Co., 1042 Webster Ave., Chicago.

Brighten
Up Your Store

No Brightener on 
Earth Like

American Lighting Systems
B r i g h t e r  th an  th e  e le c tr ic  a rc . 

ch ea p e r  th an  kerosene . N oth ing  so 
adds to  th e  a ttra c tiv e n e s s  o f a s to re  
as a  b rig h t in te rio r , and any lighting 
system  th a t  you m ay have in use can  
w ell be d iscarded  fo r th e  m arvelous 
A m erican  L ights, w hose econom y of 
o p e ra tio n  will save  th e ir  co s t w ithin a 
sh o rt tim e. W e w an t to  te ll you m ore 
abou t A m erican  L ights, so p lease  drop  
a card  toWALTER SHANKLAND & CO.
66 N. Ottawa St., Grand Rapids, Mich.

Mich. State Agents for

American Gas Machine Co.
103 Clark Street Albert Lea, Minn.

.  _ u se m e'ione amsaservice
O F THE

MICHIGAN STATE
TELEPHONE CO.

Lf
one of 
your

customers 
should 

ask you 
some day 

why

MINUTE GELATINE
(FLAVORED)

is  th e  b est, you w ill w a n t to  know . 
T hen  bear th ese  p o in ts  in  m ind:

I t  is  abso lu tely  pure.
T h e flav o rs  a re  TRUE FRUIT.
The g e la tin e  is th e  b est to  be had. 
W hen prepared for th e  tab le  it is  th e  

c leares t, firm est, and m ost NATURAL 
flavored gela tine  on th e  m ark e t.

If a custom er is d issatisfied , w e w ill 
refund th e  purchase price. You are 
abso lu tely  safe in recom m ending i t .

W here do YOU come it?  The 33  1-3 
per cen t o u gh t to  look good to  you* 
especially w hen every  package you sell 
m akes a  friend  for you. Don t  sell i t  
fo r less th a n  10c STRAIGHT. I t ’s  no t 
in  th e  th re e  for a q u a rte r  class.

L et us send you a package to  t r y  a t 
hom e. W rite  u s to -d ay , g ive your job
ber’s  nam e and w e’ll prove our claim s.

MINUTE TAPIOCA C O - 
223 W . M ain S t . ,  O range, M ass.

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 Rap>ds 
Exchange during the past two months, and a great growth in others of t 
many exchanges and long distance lines, so that it now has 

MORE THAN 10,460 TELEPHONES 
In its Grand Rapids Exchange alone, and about 25,000 telephones in other 
exchanges in its system. It has already paid

FIFTY QUARTERLY DIVIDENDS 
And its stock is a good investment.

INVESTIGATE IT
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The Promotion of the Domestic 
Ideal.

W ritten  fo r th e  T rad e sm a n .
If I had money I should offer 

prizes. It would not be rewarding 
the saving of life, nor furthering sci
entific research, nor aiding struggling 
genius, nor even encouraging the 
raising of big corn that I should go 
m for, because these objects, worthy 
as the>- are, already are well looked 
after. I should give my money for 
what I should term the promotion of 
the domestic ideal.

I like that name. It sounds well 
and its meaning is not baldly obvi
ous. It would cause people to stop 
and think with their heads, and even 
then they would guess wide of the 
mark as to just what I was driving 
at. Perhaps I might get a fine write
up in the newspapers as the originator 
of an entirely new and unheard of 
benevolence.

While men only would be allowed 
to compete for my prizes, as with 
every other recompense for real mer
it, the benefits of the competition 
would extend to many besides the re
cipients of the premiums, to many 
indeed besides the competitors, and 
among these indirect beneficiaries 
would be countless women and chil
dren.

The prizes, payable in cash, would 
be good stiff amounts, which would 
make people in ordinary circumstanc
es sit up and take notice and cause 
many a husband and father to put 
himself into training in the hope that 
in time he might win one.

One premium, and a large one, 
would be for the highest proficiency 
shown in entertaining and keeping 
quiet, amused and contented a family 
of three or four spirited children of 
from .2 to io years of age for a pe
riod of three hours. Both indoor 
and outdoor stunts would be re
quired.

Another test would be upon pa
tience and tact in caring for a cross, 
peevish, disagreeable youngster, not 
dangerously ill, but too sick to be 
spanked.

Another would be upon ability to 
bathe and dress a small child in a 
certain number of minutes.

Skill in soothing and putting to 
sleep a fretful baby would come in 
for a high prize.

With this last I should know that 
every contestant would be obliged 
to play fair. One who had merely 
crammed for a few days previous to 
examination would stand no show 
whatever, because there is no such 
thing as swindling a baby.

The person who understands a 
baby’s case carries his credentials 
right with him. I remember once

seeing a father fitting new shoes on 
the feet of his little one in a shoe 
store. The salesman, although a man 
of long experience, recognized the 
superior ability and stood back and 
let him do it. No one w-atching those 
deft paternal fingers at their difficult 
task could doubt that that man un
derstood the subject of taking care 
of little folks from A o Z.

Years ago I knew a man who had 
a very abrupt manner and a harsh, 
raucous voice, and altogether was the 
sort of person whom you would 
think would just naturally frighten a 
young child out of a year’s growth. 
Strange to say, he was an adept with 

| babies, and when he held out his 
arms it was a very cantankerous 
specimen of an infant that would not 
put up its tiny fists and want to 
“come.” This man explained his 
seemingly marvelous power in one 
terse sentence, “A baby always knows 
its friends.”

Another prize, and a very happy 
one, would be for the father who 
could show the best influence and 
control over growing .sons, boys of 
from io to 18 years of age. For this 
competition the tests would be very 
severe. All evidence would be thor
oughly sifted, and before the prize 
was awarded it would have to be 
proved beyond question that the se
lected recipient was regarded by his 
sens with a very marked degree ot 
affection, admiration and respect.

I should offer the prizes I have 
spoken of publicly and in some for
mal manner. Then, in a private and 
informal way, I should bestow re
wards where I saw they were espe
cially well deserved.

For instance, a short time ago 
while riding in a railway coach, I be
came interested in a family who were 
going from the Northern Michigan 
town where they had spent the sum
mer to their Wisconsin home. The 
parents were intelligent, well-dressed 
and evidently prosperous and enjoy
ing good standing in society. They 
had with them four children, a bright 
g ’rl of 8 or 9, a mischievous boy of 
6, a charming little maiden of 3 or 
4 and a teething baby.

Many a man— shall I say most 
men?— would simply have loaded that 
outfit into the car and then have be
taken himself to the smoker or, at 
least, to glum silence and a newspa
per, leaving the mother to struggle 
as best she might with her gigantic 

I task. Not so this gentleman, whom 
I always shall regard as a model of 
his kind. He was not fussy nor 
demonstrative in his efforts, but in a 
quiet way he amused and controlled 
the older children and when the baby 
began to fret he took it in his arms

and carried it to the rear platform, 
where the fresh air soon quieted its 
tiny troubles.

I should have liked it to have been 
able to say to this man: “ My good 
sir, I have been watching you ever 
since you entered this car and I wish 
to give you some substantial token 
of my approbation.” Then I should 
get busy and draw up a check for say 
$5,000. “ Please accept this trifle as 
my recognition of the fact that you 
are doing what every man under like 
circumstances ought to do, but which 
very many would not. I am going 
about rewarding now and then a 
man whom I find doing his duty 
without a bass drum accompaniment; 
who can be heroic, not when he ex
pects to win the plaudits of the mul
titude by some brief act of bravery, 
but when there isn’t any multitude 
and he does not expect any plaudits, 
and the circumstances are all hum
drum and commonplace and he does 
not realize that a single soul is watch
ing him.” Then I should sink back 
behind my magazine as if nothing 
had happened.

In addition to bestowing money in 
the ways described I should set my
self about it to so awaken public sen
timent that the man who succeeded 
in rearing fine children under circum
stances of especial difficulty should 
be accorded high honor and recogni
tion. If any millionaire could prove 
that his sons of mature age, having 
been brought up amid wealth and 
luxury, showed no deterioration from 
but rather improvement upon the pa
rent stock in character and ability, I 
should like to see that father decor-

Our Slogan, «‘Quality Tells”

Grand Rapids Broom Company
Grand Rapids, Michigan

H. LEONARD & SONS
W holesalers and M an u fac tu re rs ' A gen ts

Crockery, Glassware, China 
Gasoline Stoves, Refrigerators 

Fancy Goods and Toys
GRAND RAPIDS, MICHIGAN

Sawyer’s BO Years 
the People's 

I Choice.

C R Y S T A L  

See that Top Blue.
F o r the

Laundry.
DOUBLE

STRENGTH.
Sold In

Sifting Top 
Boxes.

Saw yer’s Crys
tal Blue gives a 
beautiful tint and 
restores the color 
to linen, laces and 
goods that are 
worn and faded.

It goes twice 
as far as other 
Blues,

Sawyer Crystal Blue Co.
8 8  Broad Street,

B O S T O N *  • M A S S.

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.

W ho Pays for
Our Advertising?

A N S W E R :
Neither the dealer nor his customers

By the growth of our business through advertising we save enough 
in cost of salesmen, superintendence, rents, interest and use of our 
plant to cover most of, if not all, our advertising bills. This 
advertising makes it easy to sell

L O W N E Y ’ S  C O C O A
A N D

PREMIUM CHOCOLATE for BAKING
A ll L O W N E Y ’S p ro d u c ts  a re  superfine , 
pay  a good  pro fit and a re  easy to  sell.
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ated with star and garter or made a 
member of a Legion of Honor. Alas!
I fear there would be few claimants 
for these distinctions.

By all these methods I should try 
to set up an ideal of fatherhood at 
variance from the ideal that has 
come to prevail in many households 
--that “dad” should be merely a lib
eral and easily responsive check-writ
er, from whom no personal supervi
sion is expected or wanted beyond 
his seeing to it that every member 
of his family has a liberal allowance.

Would I turn the care of children 
over to men entirely? By no means, 
particularly during infancy and early 
childhood. As a babytender the 
average man is a success- only as a 
times of emergency and special need. 
Even in this capacity the father may 
be a mighty auxiliary, as any weary 
mother who has this welcome help 
well may testify.

A man can not be expected to work 
all «lay and walk the floor all night 
with a crying baby; he can not give 
up his whole time to amusing his 
children and make a living for them 
besides. Neither should he delegate 
the whole charge of his children even 
to their mother. Let him tend them 
himself enough so he will realize 
what a task is hers and appreciate 
her sacrifices; enough so the tiny 
hands of each child will lay thei 
hallowing influence upon his nature 
enough so he will thoroughly under 
stand the temperament and peculiari 
ties and individual needs of each little 
son and daughter; in short, be really 
acquainted with his own children.

As they become older they need a 
father’s sterner will as well as a 
mother’s tender heart. Some women 
may not care to acknowledge it, but 
usually a man has more of what old- 
fashioned people call ‘ government 
than a woman has.
In many families where the sons are 
coming up willful, headstrong and 
disobedient, kidding fair to throw 
off all too soon the yoke of parental 
authority, what is needed is not more 
tears and pleadings and heartaches on 
the part of the mother, but simply 
that the father, with his cooler brain 
and more resolute will, shall take 
hold of their management and, with 
a firm hand, exercise the authority 
belonging to his sex and station. The 
problem of how to bring up boys 
never will be solved successfully un
til the masculine brain takes hold of 
it and grapples with it in deadly earn
est. Quillo.

Where To Purchase Food and Nutri
tion Charts,

Washington, D. C., Sept. 27— The 
recent widespread discussion of the 
high cost of living has aroused great 
interest in all phases of domestic sci
ence and has greatly increased the 
demand for the publications of the 
Department of Agriculture on all 

ubjects relating to food and nutri
tion.

The Department has recently is- 
ued a set of fifteen charts on the 

composition of food materials; these 
harts are printed from photo-litho

graphs in six colors, and show in the 
ase of each material the protein, 
at, carbohydrate, ash and water con

tents and the fuel value expressed in 
alories. The percentage composi

tion and fuel value are given in fig
ures and the relative proportion of 
each constituent is represented graphi
cally. For example, in the case of 
whole milk, a glass of milk is shown; 
87 per cent, of the figure is colored 

reeu to represent the water con
tent, 3.3 per cent, red to represent the 
protein, 4 per cent, yellow to repre
sent the fat, 5 per cent, blue to rep
resent the carbohydrates and 0.7 per 
cent, drab to represent the ash con
tent. The fuel value of 310 calories 
per pound is represented by printing 
in solid black nearly one-third of a 
square one inch on each edge, since 
one square inch represents 1,000 cal
ories. The figures given for the per
centage composition of the various 
materials are average figures based 
upon as many analyses as are avail
able in each case.

The food materials shown in these 
charts are as follows: 1, whole milk, 
skim milk, buttermilk and cream; 2, 
whole egg, egg (white and yolk), 
cream cheese and cottage cheese; 3, 
lamb chop, pork chop, smoked ham, 
beef steak and dried beef; 4, cod (lean 
fish), salt cod, oysters, smoked her-

ring and mackerel (fat fish); 5. olive 
oil, bacon, beef suet butter and lard; 
6, corn, wheat, buckwheat oat, rye 
and rice; 7 white bread whole wheat 
bread, oat breakfast food (cooked), 
toasted bread, corn bread and maca
roni; 8, sugar, molasses, stick candy, 
maple sugar and honey; 9> parsnips,1 
onions, potatoes and celery; 10, shell
ed beans (fresh), navy beans (dry), 
string beans (green) and corn 
(green); 11, apples, dried figs, straw
berries and bananas; 12, grapes (edible 
portion), raisins (edible portion), 
grape juice (unfermented), canned 
fruit and fruit jellies; 13, walnuts, 
chestnuts, peanuts, peanut butter and 
cocoanuts. Chart 14 gives the func
tions and uses of food under the 
headings, “Consituents of Food” and 
“ Uses of Food in the Body.” Chart 
15 shows the dietary standard for a 
man in full vigor at moderate muscu
lar work and the estimated amount of 
mineral matter required per man per
day.

These charts are printed on sheets 
21x27 inches of a good quality of 
paper and are for sale by the Super- 
ntendent of Documents, Govern

ment Printing Office, Washington, D. 
C., at Si per set. The charts will be 
found especially useful to instructors 
and students in classes in physiology, 
domestic science and other branches 
in which the food and nutrition of 
man is studied, either in schools or 
colleges or in clubs or similar or
ganizations.

Hints on the Care of Showcases.
The position of a showcase has 

sometimes a great deal to do with 
breakage, and cases must be set lev
el or there is an uneven strain on 
some part of the case, which is liable 
to cause a break at any time, and 
when the case is not resting on a lev
el foundation the doors will not close 
properly and tightly.

Particularly is this the case with 
the all-glass showcase, now so de
servedly popular, although there is 
one style now made that is fastened 
together with patent corner clamps, 
without holes in the glass, that is 
practically unbreakable through this 
cause, as the corners permit of a cer
tain amount of movement when the 
case is not level, but it is a general 
rule that all cases must set perfectly 
level.

Again, beware of the all-glass case 
that is fastened together by metal 
bolts through holes in the glass, as if 
it is placed near a radiator or regis
ters it is almost sure to break 
through any sudden heat or cold, ow
ing to the unequal expansion of the 
glass, which brings the bolt in con
tact with and precipitates a crack. 
Here, again, the corner clamp is bet
ter, as it allows a certain amount of 
movement, as stated before.

If a crack does happen in plate 
glass, from whatever cause, it is pos
sible to prevent its spreading in some 
cases by cutting a small, short scratch 
with a glazier’s diamond directly at 
right angles to the crack.

Glass should always be handled 
with care and when shelves of plate 
glass are taken from a show case 
to clean they should always be car
ried on edge and rested against a wall 
in the same manner.

To clean plate glass use the old, 
familiar mixture of liquid ammonia, 
1 oz.; alcohol, 1 oz.; whiting, 1 oz., 
and water to make 1 pint. Rub on 
glass with a sponge and when dry 
rub off and polish with a soft cloth 
or chamois. —  China, Glass and 
Lamps.

Economy is the art of living as 
though you are poor when you are 
really not so; whereas, if you are 
really poor and live that way— that’s 
stinginess.

Favoritism.
There simply can not be any when 

it comes to square dealing. The man 
that gives goods away is a fool. That 
is exactly the term. No matter how 
slick he may consider himself he’ll be 
tripped up. Even the woman or the 
man he “ accommodates” will go back 
on him in time. T. he fellow that lasts 
is the fellow that is on the level. The 
salesman that is respected is the one 
that is looking out for the boss’ end 
of it. His end of it is your end 
of it. O. E. Sweeney.

What a path of roses our life would 
be if the good impulses of our si
lent moments were made the guide 
of our living.

BOU ARE ALWAYS SURE of a sale 
and a profit if you stock SAPOLfO. 

You can increase your trade and the 
comfort of your customers by stocking

HAND SAP0LI1
at once. It will sell and satisfy.

HAND SAPOLIO is a special toilet soap-superior to any other In countless ways—delicate
HMurh for the baby’s skin, and capable of removing *ny stain. .

Coats the dealer the same as regular SAPOLIO, but should be sold at 10 cents per eatae.
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TREAT THEM AS MEN.

Radiate Enthusiasm To the Boys on 
the Road.*

Some months ago I was on a din
ing car in Montana when a sad-faced, 
disconsolate young man seated him
self across the table and the meal 
progressed in silence. After a little 
time he put the question, “Are you a 
commercial traveler?” and I said, “To 
some extent; that is, I am interested 
in selling goods,” and again a long 
silence. When the meal was about 
finished he opened his heart and I 
discovered that he represented a Chi
cago packing house. He traveled un
der regulations which required him 
to report every day, giving expense 
account, number of miles traveled 
and various other information. He 
had spent his fourth day in the big, 
vacant, lonely wilderness of Montana 
without taking an order and the fifth 
morning brought him a peremptory 
telegram from his house, which end
ed as follows: “ Are you on your sum
mer outing? What are you spending 
our money for?” The corner of the 
yellow telegram just peeped out over 
his pocket and every few moments he 
would run his fingers down his 
pocket to hide the source of his dis
comfort and humiliation. It required 
but a few moments’ conversation to 
reveal the fact that he felt whipped. 
He felt the sting of an unjust re
buke and, worse than all, the utter 
loneliness of his situation. He had 
done his best under adverse condi
tions. and instead of an inspiring 
message from the only source to 
which he could rightfully look for 
inspiration he received a stinging re
buke.

Not long ago 1 kne\v a salesman 
whose house knew that he was an 
easy spendthrift, that he found diffi
culty in close and persistent appli
cation to business, and yet the house 
sent him into a new territory with 
no check upon expenditures or time 
and with no word of counsel, advice 
or direction, only to find in a few 
months that he had squandered ex
pense money, plunged into revelry 
and excesses and completely discred
ited the house in the territory to 
which he was sent.

Now these two cases stand at the 
extremes, between which there should 
be a happy medium. Lecturers on 
scientific salesmanship have much to 
say of the psychological element in 
selling goods. They tell us that the 
state of mind of the salesman is a 
determining factor in the sale. They 
tell us that the man who goes out 
without confidence in his ability to 
convince his customer is already 
whipped and they tell us truly. Of 
what supreme importance then, is 
this question of the handling of 
salesmen! Where shall we find the 
happy medium that insires to the 
best effort, safeguards the firm’s in
terests, and at once brings into most 
effective play the forces that are to 
make our salesmen successful?

We hear of the psychological val
ue of self confidence and of the re
sistless power of intelligent enthu
siasm. Unquestionably both of these
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are potent factors in the selling prob
lem. They are forces of even more 
vital importance than the salesman s 
personality, for they give direction 
and emphasis to, if indeed they do 
not largely determine, one’s person
ality.

The most vital problem the sales 
manager has to solve is to create and 
sustain at white heat an enthusiastic 
attachment to the work of business 
building. This in the large is your 
problem. All other questions of dis
cipline and efficiency are but inciden
tal, and will disappear if you knit 
your men to yourself and your house 
with an affectionate and enthusiastic 
attachment. Henry Drummond has 
written a little booklet in which 'he 
calls love “ the greatest thing in the 
world.” Love deems no sacrifice too 
great and counts no cost and knows 
no defeats, for it moves irresistibly 
the greatest force in the universe. Put 
that force into every man who looks 
to you for inspiration and gui lance 
in his work and you will have no need 
to hedge your men in with a weari
some routine of checks and safe
guards.

Now I know that the past decade 
has worked a revolution in office 
methods and organization. Scientific 
methods have relegated to the scrap 
heap the time-honored but outgrown 
systems of accounting, and sent to 
the junk dealer the primitive offiefe 
equipment which sufficed ten or 
twenty years ago. It is well that 
this is so, but we are in danger of for
getting, that while all these indispen
sable devices and helps may increase 
efficiency, the productive element in 
selling is not your system but your 
salesmen, and salesmen are human 
beings. The difference between your 
position and theirs may be due to a 
difference in ability— I say may be, 
but if I were to lay a wager on the 
subject I would support the proposi
tion that the chief difference is one 
of opportunity. They are one with 
us in their likes and dislikes, in their 
hopes and aspirations. They will 
respond to the same appeals and are 
moved by the same impulses. Do not 
let your admirable theories take shape 
in a system of such nice precision as 
to strangle individuality and deny that 
freedom of effort without which no 
man can do his best. Above all, nev
er make a rule whose unmistakable 
purpose is to compel men to be 
square. Don't ever do it! I know it 
is the time-honored custom to hedge 
the salesman about with a system of 
checks and counterchecks, reports 
and balances calculated to make 'him 
honest in spite of himself. He must 
report to the house the number of 
hours he worked and the number of 
customers he interviewed. If he did 
not sell he must tell why, and if he 
did sell he must tell why he did not 
sell more. He must justify every ex
penditure by a satisfactory expana- 
tion, and from dawn until dark he is 
never allowed a moment of freedom 
from the humiliating knowledge that 
his employer has placed the mark of 
Cain upon his forehead, and still ex
pects him to live at peace with the 
world. I plead with you, don’t do it. 
Insist upon such reports as you need 
for your records or system of book
keeping. Get from him all informa-

tion which will fit you to help solve 
his problems and develop his terri
tory, and draw him into a closer 
working relationship to yourself; but 
in heaven’s name, when he has done 
that, do not ask ham to write another 
item into his report! Don’t ever ask 
him to vouch for his own loyalty, or 
industry, or honesty. If you have 
any doubts of either one dismiss him 
at once and so conserve your own 
peace of mind and leave him in un
questioned possession of his self re
spect.

Now I hear someone saying, “This 
will never do. It is wrong to place 
temptation in men’s way; we ought 
to make virtue easy and vice dififi- 
■ cult;” all of which is true. But we 
may differ honestly about the method 
of bringing about these results. A j

salesman is just human, just a nor
mal, natural average human being, 
who will develop in moral fiber and 
achieve the most forceful expression 
of the best that is in him, not by 
surveillance, but by inspiration, not

We are manufacturer* of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

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

Grand Rapids, Midi.

We show a large range Serges, 

Cashmeres, Batistes, Panamas, Plaids, 

Shepherd Checks, Mohairs, Flannels, 

Tricots, Suitings. Price from 9^ c  and 

upwards.

P. Steketee & Sons
Wholesale Dry Goods Grand Rapids, Mich.

Number
555

This is our new high back “Empire” Engineer’s 
Overall. It can be retailed at a dollar and embodies 
all the special features found in an extra high grade 
garment. We have the coat to match.

We Also Offer
some exceptionally good values in the Knickerbocker 
knee pants line. Prices of same are $4. 75, $5, $7, 
$8.50 and $ 11.50 per dozen. Look over some of the 
items shown in this department.

Grand Rapids Dry Goods Co.
Exclusively Wholesale

Grand Rapids, Michigan

%



S e p te m b e r 28, 1910 M I C H I G A N  T R A D E S M A N 23
by impuning his honesty, but by ap
peal to his honesty. There may be 
exceptions to this as there are to all 
rules, and there may be an occasion
al instance of abused confidence and 
occasionally expense money may be 
squandered and the salesman may go 
fishing when he should be selling 
goods. But these things will happen 
only occasionally, and I firmly be
lieve that through such occasional 
lapses you will develop an organiza
tion of men and not of automatons! 
Every sales manager can make his 
own choice between a force of ma
chine made, rule made, automatic 
salesman and a force of virile, self-re
specting, aggressive, irresistible part
ners in business.

I know a house that prefers the 
latter method. When a new man is 
placed on the territory every item 
of information regarding that terri
tory is placed at his command. He 
sits before a map and his territory is 
outlined to him. He is given as in
telligent command as possible of all 
facts, figures and conditions sur
rounding his future work, and is told 
that this territory is to be his king
dom, that the house expects him to 
develop it in his own way. He must 
decide upon his own routing, his own 
method of approach to individaul cus
tomers and he is sent out with abso
lutely no rules, regulations or re
strictions. But he knows that back 
at headquarters there is a sympa
thetic interest in his work, and that 
whatever rebuffs or reverses overtake 
him on the field he can turn home
ward at the week’s end assured that 
he is to be met by a spirit of help
ful co-operation that seeks to know 
his obstacls and help him overcome 
them. He knows, too, that at the 
end of every month results are to be 
checked over, and at the end of each 
year his salary readjustment is to be 
based upon total net results. When 
that man takes his “ grip” he imme
diately becomes conscious of respon
sibility from which he can not es
cape if he would. He at once feels 
a certain sense of proprietorship. If 
there is a spark of manhood in 'him 
it is instantly kindled and put to 
work. The creative instinct is arous
ed and the fascination of his prob
lems lights the fires of enthusiasm. 
Think you that house has difficulty in 
sustaining the interest and efficiency 
of its men?

Now I am not pleading for the re
lease of the salesman from discipline. 
I am rather urging for that highest 
type of discipline, for “he is best 
governed who is self governed.” No 
man can become master of himself 
while conscious of surveillance. For 
compulsion I would substitute co
operation; for coercion I would sub
stitute companionship; for surveility 
I would substitute responsive sympa
thy. I fancy I hear the objection 
that this ideal relationship is impos
sible of attainment, and that to elim
inate the discpline of rules and reg
ulations without first attaining that 
higher relationship is to endanger the 
best interest of the house and work 
an injustice to the salesman himself. 
Granted! So it will! It will do both, 
but if you find youself unable to en
ter with your salesman that higher 
realm of mutual confidence and es

teem, then either you should have a 
new force of salesmen or they 
should have a new manager or the 
house whose interests you both serve 
should have both.

But I am safe in fixing the respon
sibility upon you. It is your task 
to radiate enthusiasm and to give 
such continuous helpful direction to 
their efforts that they will turn to 
you as their natural and unfailing 
source of power. Give them your 
confidence and loyal backing. Let 
them feel that you would spring to 
their defense, if need be, as surely 
as they have defended the house when 
assailed. They must know that you 
are as loyal to them as you expect 
them to be to you. Never discredit 
them with their customers. Rather 
let the house suffer loss than to un
dermine their authority and standing 
with the trade. Treat them as men— 
equals in all that men value highest, 
and yonr problems of discipline will 
disappear.

Getting New Trade.
Every business man devotes a good 

share of his time and thought to a 
study of how to increase his sales. 
A business can not stand still— it 
must either grow or go backward.

O f course the most important point 
is to properly take care of the old 
customers. If this is done and' they 
stay by you, it is not nearly' so hard 
to show the increase each year which 
we all strive to make over the pre
ceding one.

Local conditions naturally vary and 
methods which one man adopts might 
not prove at all successful if used in 
another town.

It must also be borne in mind that 
every business reflects the personal
ity' of those conducting it and much 
depends upon the so-called “policy of 
the house.”

This policy is hard to describe, but 
we know that every business concern 
has a general reputation almost from 
the time it starts. It quickly ac
quires a certain standing in the busi
ness community, whether the mem
bers of the firm are known to you 
personally or not.

Therg is something almost uncanny 
in the human makeup. While a man 
is by no means infallible and fre
quently changes his judgment, there 
is a world of truth in the old saying 
that first impressions are lasting and 
a man’s first judgment is generally 
correct. For these reasons a busi
ness concern can not be too jealous 
of its reputation or too careful to 
maintain and practice the doctrine of 
the square deal. This is the only 
foundation, which will create a perma
nent business and lessen the work of 
adding new customers to your books 
each year, as well as holding your 
own.

A man may at times take chances 
with his own personal reputation, but 
never with his business name. This 
is frequently' proven by the number 
of concerns that are constantly 
springing up in almost every town 
By extravagant promises they appear 
to thrive for a while, but they soon 
wither and go out of business, sim 
ply because they were not on the 
square all the time.— Retail Coalman

Enthusiasm.
Enthusiasm is the greatest business 

asset in the world. It beats money 
and power and influence. Single hand
ed the enthusiast convinces and dom
inates where the wealth accumulated 
by a small army of workers woulJ 
scarcely raise a tremor of interest. 
Enthusiasm tramples over prejudice 
and opposition, spurns inaction, 
storms the citadel of its object and, 
like an avalanche, overwhelms and 
engulfs all obstacles. Enthusiasm is 
nothing more or less than faith in 
action. Faith and initiative, rightly 
combined, remove mountainous bar
riers and achieve the unheard of and 
miraculous. Set the germ of enthu
siasm afloat in your plant; carry it 
in your attitude and manner; it 
spreads like contagion and influences 
every fiber of your industry before 
yon realize it; it begets and inspires 
effects you did not dream of; it 
means increase in production and de
crease in costs; it means joy and 
pleasure and satisfaction to your 
workers; it means life, real and virile; 
it means spontaneous bed-rock re
sults— the vital things that pay divi
dends.— The Melting Pot.

Automatic Washer of Dishes. 
For the housewife or the house

maid who looks upon dish washing 
as the bane of household work the 
organization of a company in one of 
the Eastern cities to perform this 
work by an automatic maid will be 
hailed as a possible forerunner of her 
own emancipation. The company 
agrees to wash the dishes of families 
in apartment houses at a minimum

charge of 20 cents a day, for three 
meals and for two persons, and an 
additional charge of 5 cents for each 
person above two, with no extra 
charge for guests.

The family is to be provided with 
two boxes, one for china and silver
ware and one for pots and pans. Uni
formed employes will call for the 
dishes after each meal, send them 
down the dumb waiter, wash them 
and retuin them in a few minutes. 
Modern dish washing machines will 
be installed in the basements. To set 
at rest the apprehension of the house
wife over the possible breaking of a 
$10 platter, or a 10 cent saucedish, the 
company agrees to pay for all break
age. Incidentally the employes are 
offered a bonus of $2 a week if the> 
fail to break or lose a dish.
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CLERK VS. TRAVELER.

Advantages and Disadvantages of 
Both Occupations.

W ritte n  fo r th e  T rad e sm a n .
To the young man clerking in the 

country store the life of a traveling 
salesman possesses a peculiar fascin
ation. His own life of hard work 
on small pay becomes distasteful and 
he longs for an opportunity to test 
his skill on the road.

There is something to be said for 
and against his desire for a change. 
True, his hours may be filled with 
hard work, because most country 
merchants expect their employes to 
turn a hand at anything requiring as
sistance in connection with the run
ning of a store. True, his pay is 
small; but, on the other hand, so are 
his expenses and his other chances 
of spending money.

While the hours in the country 
store may seem long, the young clerk 
must remember that the hours of the 
traveling salesman are any of the en
tire twenty-four which are really 
needed to transact business to advan
tage. At io, ii  or 12 o’clock, p. m„ 
when the young clerk has finished his 
labors and is retiring to rest, the 
traveling man may be bumping along 
on some rough, poorly-ballasted rail
road in the caboose of a freight 
train, trying vainly to get a little 
rest— sleep being out of the ques
tion— by placing his feet on the seat 
ahead and allowing his head to lie 
over on his shoulder.

There is another important point to 
be considered. The question of abil
ity- must be considered. Not every 
one possesses the ability to meet hard 
headed business men on their own 
ground and not only sell them a sub
stantial bill of goods but do so on 
terms of advantage to his own em-
plover. Th e retail clerk meet s coun-
try people who have driven to town
to do nocessary trading and buying
of supplies for the fa mil;y use during
the c<uning week. They exjsect to
buy. They require no great c■ xercise
of'sell ing ;ability to per•suaJe them.
Hence the work of the salesman is
greatly simplified. There are many 
men who can make a success selling 
to this class of people who would be 
utterly at sea if placed face to face 
with the proprietor of some large city 
store whose chief object seems to be 
to browbeat the salesman on the 
quality and price of his goods and, 
in the end. purchase a bill of goods 
at the very lowest rates for which the 
salesman is allowed to sell and at 
the very best terms of shipment and 
delivery.

Of course, there are many excep
tions to both rules. There are just as 
good salesmen found among the re
tail men as any who ever sold on the 
road, and there are customers at re
tail stores who require the exercise 
of the highest grade of salesmanship. 
But we mean that many a young man 
who is dissatisfied with a good oppor
tunity to rise in a retail position can 
make a fair success of that work yet 
would be a failure if placed on the 
road.

The supposed high wages received 
by traveling salesmen always appear 
attractive to the retailer on perhaps

half the mount paid the traveler, but 
let us see if there is such a great 
difference in the amount each may 
save, for this is the real test of com
parison of all salaries.

The traveling man, of course, has 
his expenses on a trip paid by his 
employers; but, aside from the legiti
mate expenses of traveling, there are 
many opportunities to spend money 
which can scarcely be avoided if one 
wishes to stand well among his broth
er travelers. We do not mean the 
supposed “treating” or “carousing” 
and the “night out” which in the past 
has too frequently been attributed to 
the traveling man, but real chances 
to spend various sums, small in them
selves but apt to have a very un
pleasant way of mounting up at the 
end of the month. Every traveling 
man who knows his business knows 
it pays to stand well with the other 
traveling men on his circuit. Men 
selling other lines frequently have an 
opportunity to pick up bits of infor
mation which enable a brother sales
man to make a big sale. Such cour
tesies are not only returned in kind 
but the favored man enjoys doing 
something in addition to show his ap
preciation. A night at the theater, a 
day's shooting or fishing in the coun
try, an invitation to some dinner or 
other form of entertainment all seem 
naturally to be suitable returns for 
benefits wdien the offer of money di
rectly would be regarded as an insult. 
All these cost money and many times 
the house will not recognize such 
items as legitimate expenses.

Aside from such expenses, there 
are other items which will be found 
much greater for the man on the road 
than for the retailer. He must wear 
more expensive clothing and must 
buy new garments more frequently. 
The fact that he appears daily among 
people who dress in the latest style 
compels him to wear garments which, 
if not in the exereme of the latest 
fashion, are not noticeable for the 
old style or poor fit. Since fashion 
lias prescribed a different kind of gar
ment for the different seasons, the 
men who would appear well among 
those who heed its demands, must 
purchase the necessary style. All of 
these articles of clothing cost money. 
They are not extravagances, but 
merely the expenses thrown upon 
the traveling man by the nature of 
his occupation.

The young man in the city store 
has many of these expenses to meet 
as well, but there are thousands work
ing in the stores of the country and 
of the smaller towns for whom two 
suits a year and one top coat are 
all that are required to keep them in 
good trim among their fellows. They 
may buy more, but it is not neces
sary and is not to be compared with 
the purchase of more garments by 
the traveling man.

Clothing and good fellowship do 
not compel the attainment of suc
cess. but they go a long way towards 
making a good impression and this is 
often half the battle. The salesman 
must make a good impression on his 
customer if he expects to sell any 
amount of goods or secure many 
favors. The giving of bits of useful 
information is not always because the

same is expected in return. One ac
quires a liking for someone of his 
acquaintances and desires to give him 
a good turn whenever possible. To 
gain this good will and meet such 
people as an equal many of the ex
penses we have named must be met 
with and should not be regarded as 
mere extravagances.

For the man who by nature seems 
gifted with a strong desire to spend 
money whenever the opportunity of
fers the life of a traveling salesman 
offeis such chance and offers it con
tinually. Of course, it may be said 
that a man need not spend more than 
he chooses, but with one who has 
once mingled with the gayer set and 
is known as “one of the boys” it is 
very difficult to withdraw from such 
habits without losing the name for 
good comradeship and friendliness 
which we have mentioned as so often 
useful. Then, too, when such habits 
are once formed they are hard to 
break away from; and, for the man 
of weak will in such matters, the life 
of a traveling salesman offers few 
chances for reform.

Possihly we may be accused of 
having drawn too strong a contrast 
between the work of the traveling 
salesman and that of the retailer. 
We may be thought to have shown 
the traveler’s side in a poor light. 
Such is not our intention and, in clos
ing, we will say a few words in favor 
of the traveling man:

First, no other occupation to be 
found anywhere offers such opportu
nities for advancement. For men of 
ability there is no limit to the attain
ment possible, speaking, of course, in 
a reasonable way. The young man 
who has gone on the road and has 
shown his ability to sell big things 
readily has shown that he possesses 
the personality which secures and 
holds the attention of his prospec
tive customer, and such a man will 
have no trouble in securing what 
may seem like princely salaries to the 
young man in the country store. 
Other firms will want this man and 
will meet him with advances in sal
ary and, incidentally, a contract for 
a long term of service at such sal
ary. They know that he will earn 
them many times his salary in profits 
and wish to keep him in their employ 
as long as possible. If the young 
man is as shrewd on the question of 
remuneration as he is on that of 
salesmanship he will turn these of
fers all aside for that of the firm that 
offers him a good thing on commis
sion and expenses paid. Many hesi
tate at such offers, but for the one 
who has tried himself and has learn 
ed his powers such arrangements are 
the best that can be made for both 
parties. There is then no limit to 
the salary but that of personal abili
ty, and the salesman is always striv
ing to sell more goods— a good thing 
for his employer as well as for him
self.

Of course, there are many who will 
always be content to plod along in 
the “ fifteen” or “ twenty per” class. 
They are the men who, as beginners, 
were sent out on the old established 
routes to take orders for what is 
wanted at each store, every month or 
week, as the case may be. There is

very little real salesmanship about 
such transactions since the merchant 
intends to buy a new supply of what
ever goods he finds needed at that 
time. Each season he orders season
able goods of the same grades and 
prices as the year before. Sometimes 
a new- line is shown and may or may 
not be purchased. On such routes the 
new men are placed to gain command 
of themselves and a general idea of 
what the work is like before being 
promoted to the higher and more re
munerative positions requiring real 
salesmanship. Sad to say some never 
reach this higher point and either 
continue on in the order taking oi 
drop out of the ranks of the travel
ing salesman entirely. Such men are 
found in every ocupation and make a 
success at none.

For the man who knows his ability 
and can subordinate his frailties to 
the exercise of that ability, salesman
ship on the road offers one of the 
best means of attaining commercial 
success. C. L. Chamberlin.

The Training of Employes.
In the interest of a well organized 

establishment there is nothing more 
necessary than properly trained 
clerks. Not machines that are gov
erned bv the operation of a push but
ton, but live, active, energetic em
ployes who know their duties and are 
capable of performing them. And 
there are many who are not thorough
ly familiar but perfectly willing to 
learn who should be given the op
portunity— not alone by practice but 
by instruction as well.

The employer who denies his em
ployes explanation of things neces
sary to his interest, no matter how 
small, is unwise. If they are anxious 
to learn they show an ambitious tend
ency, and in this they should) be en
couraged. If we must prepare clerks 
to be future employers, and there is 
no douht about it, let it be done cor
rectly in order that the benefits which 
the present employer enjoys may be 
preserved to him.

Theodore L. C. Gerry.

Dangers To Young Men.
There are three great rocks ahead 

of the practical young man who has 
his foot upon the ladder and is begin
ning to rise.

First, drunkenness, which, of 
course, is fatal. There is no use in 
wasting time upon any young man 
who drinks liquor, no matter how ex
ceptional his talents. Indeed, the 
greater his talents are the greater the 
disappointment must be.

The second rock ahead is specula
tion. The business of a speculator 
and that of a manufacturer or a 
man of affairs are not only distinct 
but incompatible.

The third rock is akin to specula- 
ton— indorsing. Andrew Carnegie.

From the Depths.
“ Now, Johnny,” asked the gentle

man who has kindly consented to 
teach the class, “what does this fas
cinating story of Jonah and the 
whale teach us?”

“It teaches us,” said Johnny, “ that 
you can not keep a good man down.”

Look pleasant over the telephone.
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The Best Clerks Are Found Where

National Cash Registers
Are Used

A National makes a good clerk, because it makes him responsible for everything he does.

He must be careful, honest, accurate, courteous and ambitious. If he does not possess 
these qualities the merchant doesn’t want him.

The National Cash Register tells the merchant which is his best clerk; which clerk sells the 
most goods; waits on the most customers; makes the fewest mistakes.

It provides an incentive for the good clerk and “ weeds” out the poor clerk.

Good clerks are salesmen. They draw and hold trade to the store.

Put a National Cash Register in your store. A better sales force, no mistakes and losses, 
more customers, and a bigger business will result.

Over 800,000 Nationals in use. Prices as low as $15.00.

Send for catalogue showing pictures and prices and explaining the greater values. It 
will not obligate you in any way.

The National Cash Register Co.
Salesrooms: 16 N. Division St., Grand Rapids; 79 Woodward Ave., Detroit 
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SIXTY YEARS AGO.

Graphic Description of Early Days in 
Grand Rapids.

W ritte n  fo r  th e  T rad e sm a n .
The Grand Rapids of my fond re

membrance is the Grand Rapids of 
from 1846 to 1S7S, a period of thirty- 
two years, during all of which time 
my home was in or near the town. 
Since then 1 have lived in the city of 
Denver, at the foot of the Rocky 
Mountains.

In the early spring of 1846. when I 
was but 5 years old, my father moved 
with liis family from Portland, Ionia 
county, to Grand Rapids. ITis means 
of conveyance were unique, even for 
that day. The roads at that time of 
the year were almost impassable by 
reason of the mud, and, being an old 
fresh water sailor from Lake Cham
plain— on the banks of which I was 
born— he conceived the idea of sail
ing or floating down Grand River. So 
lie built a large scow and in it plac
ed all our household effects. The 
river gods were propitious and the 
trip was made in safety.

I remember that we tied up one 
night at the farm of Rix Robinson 
and were hospitably entertained by 
his Indian wife and family of half- 
breed children. One of his daugh
ters quite won my heart by giving 
me a cake of new maple sugar. The 
long table in the large log house was 
devoid of tablecloth or napkins, but 
the dishes were clean and the food 
was good. It was a typical pioneer 
home of the better sort.

Grand Rapids in 1846 was a fron
tier backwoods village, . to which 
semi-weekly stage coaches ran from 
Rattle Creek, the nearest accessible 
railroad point. Except in winter, 
when the river was frozen over, 
steamboats ran regularly to Grand 
Haven.

The streets were country roads and 
there were no sidewalks, with the ex
ception of a few disconnected patches 
on Monroe street. Canal street, in 
wet weather, was a quagmire. The 
lower part of Monroe street was no 
better.

My father secured a small frame 
house on Front street on the West 
Side, where we lived for a year. He 
made a precarious livelihood by cul
tivating a crop of corn on shares, 
cutting cordwood for the Salt Works, 
the tall, brush-filled framework of 
which will be remembered by the old- 
timers, quarrying rock from the bed of 
the river for building stones and oth
er forms of hard manual labor, the 
pay for which seldom amounted to 
more than a dollar a day. Those were 
not the “good old times” for poor peo
ple. In the spring he made sugar in 
a sugar bush, which, as near as I can 
remember, was in the vicinity of What 
is now Stocking street.

I went to school in the winter in 
a small schoolhouse near the west! 
end of Bridge street bridge. It was 
mv first school and Mr. Watrous, my 
first teacher, is still living in Grand 
Rapids. Tn company with my broth
er I visited him when I was in the 
city last fall, and together they enu
merated all the families who lived 
on the West Side and sent Children to 
school at that time.

There was quite an Indian village

on the Butterworth road, of which I 
may write more anon.

The next year my father moved 
out on Turner Brook, half a mile 
north of Barney Burton’s, and I went 
to school one summer and one winter 
at Ballard's Corners. Then he mov
ed to the Ranney farm, three miles 
south from town, where we were 
neighbors of Cyrus Jones, Savoy R. 
Beals and Justus Rogers. Five years 
later he bought a heavily wooded 
farm in the township of Byron, 
which was our home until 1866.

I enlisted at Grand Rapids in Au
gust. 1862, under Lieutenants Frank 
Burr and Arthur Wood, and went to 
the war for three years in the Fourth 
Michigan Cavalry.

Four years before the war, in 1857 
and 1858, I attended the Union 
school in the old stone school build
ing, where the high school now 
stands at the top of Lyon street hill. 
The Superintendent was Edward 
Chescbro. who succeeded the Rev. 
James Ballard.

Tn the recollection of those of us 
whose memory reaches back into the 
forties and fifties the physical fea
tures of the site of the town loom 
up prominently. Of these the river, 
with its picturesque rapids and beau
tiful islands, was among the most dis
tinctive; that and the long line of 
wooded bluffs to the east, then al
most entirely in a state of nature. 
There were also beautiful streams, 
along which the remains of old beav
er dams still showed.

It was the Grand Rapids of In
dian Creek— Coldbrook. Turner Brook 
and Plaster Creek, the latter flowing 
into the river a short distance south 
of the city. Tn the ears of those 
living near the river, not lost as now 
in the noise of the city's traffic, the 
sound of the rapids was never 
hushed.

It was natural and fitting that these 
rapids should give a name to the 
town. No features of Nature, not 
even the mountains, appeal more 
strongly to the human imagination 
than the rapids and fords of running 
streams. Note the immense number 
of names of places and families that 
begin or end with “ ford.” They reach 
far into the hundreds. The word “rap
ids” is incorporated into the names 
of many hundreds of towns and cities.

From my home in the country, dur
ing the years before the war, I came 
into town frequently on market days, 
always on the Fourth of July, and 
from time to time with butter, eggs 
and market produce. These I fre
quently peddled from house to house. 
Thus I came' to know by sight nearly 
all the prominent pople of the place. 
It was quite possible then for a resi
dent of the town to know almost 
everybody, and if his business or pro
fession was of a public nature every
body inevitably knew him.

T11 1848 a number of recruits for 
the Mexican war. then about ended, 
were quartered at the Rridge Street 
House. Thej' were the first soldiers 
that 1 had ever seen, and their uni
forms and the stirring music of the 
fife and drum made a vivid impression 
on my childish imagination. T remem
ber that my conception of a battle 
field was a place where blood flowed

I in rivulets and ghastly dead men were 
strewed promiscuously among sever
ed legs, arms and ears.

My remembrance of different 
events, people and locations is linked 
with, to me, important personal ex
periences. My first independent finan
cial transaction was the purchase of 
a pair of boots at the store of John 
W. Peirce, on the west side of Canal 
street, well up toward Bridge street.
I was not yet 6 years old. My fa
ther gave me fourteen shillings 
($1.75) to pay for them. Mr. Peirce 
was, doubtless, much amused at my 
assumption of manly importance as 
I tried on pair after pair, finally se
lecting a pair that were too small for 
me. I was willing to forego comfort 
for the extra large expanse of red 
leather at the top of the boot legs.
I started proudly for home, meta
phorically walking on air, but before 
I had got halfway across the bridge 
the boots hurt my feet so that I sat 
down and cried. My soul was crush
ed. Mr. Peirce surely would not take 
back the boots after they had been 
worn, my money was gone and—  
well, I seriously contemplated drown
ing my griefs in the roaring river be
neath. A little later a small boy ap
peared before Mr. Peirce and sobbed 
out his bitter tale. Mr. Peirce se
lected a new pair of boots for him, 
plenty large, and sent him home with 
a heart full of gratitude and joy. An 
old man still cherishes the memory 
of the kindly merchant.

The small, narrow store on the 
ungraded street, full of ruts, was one 
of the leading stores of Grand Rap 
ids. Well can I remember the first 
sidewalk on Canal street. It was on 
the west side of the street and was 
set on trestle work two or three feet 
from the ground, t<> be above the mud 
in wet weather.

What is now known as Campau 
Place was then called Grab Corners, 
and was then, as now, practically the 
business center. But the grade has 
been raised at least five or six feet, 
if not more, since then. It was a 
wet, springy location and the road 
was very muddy at times. I once 
saw a two-horse team hauling a wag
onload of baskets stalled in the mud 
there. Tt became dark before the 
driver could get help and he unhitch
ed the horses and left the wagon 
standing there all night.

The Grand Rapids that I remem
ber, from 1846 to 1858, had but one 
bridge, that on Bridge street. That 
was burned early in the spring of 
1858 and for a time the steamer Ne
braska was run as a ferry boat. Dur
ing that time my father and I had oc
casion to go over into the township 
of Walker to get a cow that he had 
bought. Going over two Indians 
poled 11s across the river in a canoe. 
The rapidity and dexterity of their 
movements impressed me as some
thing marvelous. We passed two In
dians who were standing up in a 
canoe, fishing for sturgeons. While 
we were near them one of them spear
ed a large sturgeon, throwing his 
spear, which was attached to a rope, 
perhaps fifteen or twenty feet. The big 
fish started directly away, upset the 
canoe and gave the Indians a “duck
ing” in the swift rapids. They held
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W ant Flour Trade?
An order for a sack of flour 

is always the housewife’s sug
gestion- it’ s seldom solicited 
by the grocer.

You instruct your clerk to 
tell “ Mrs. Brown”  that “ we 
have some nice fresh fruit, 
vegetables, or green stuff” — 
but you never say we have 
some of the finest flour on the 
market—and why?

Because you think flour 
trade takes care of itself—but 
it don’t! No doubt “ Mrs. 
Brown”  is buying

“Purity Patent” 
Flour

from your competitor across 
the way— and paying cash for 
it too.

Look at your books and see 
if you are getting all the flour 
trade you are entitled to— 
then put in a stock of Purity 
Patent Flour.
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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 recently.

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

VOIGT MILLING CO.
GRAND R A PID S, MICH.
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onto the canoe, but I never knew 
what became of the sturgeon. Re
turning with the cow, my father and 
1 recrossed the river on the steamer. 
Soon after that time a bridge was 
completed on Pearl street.

In 1857 Grand Rapids, in common 
with the rest of the country, was in 
the throes of a financial panic. Near
ly all the currency in use was in the 
form of bank bills, which became 
worthless when the banks failed. 
When a merchant took in a few dol
lars in bills he hastened to deposit 
them while they were yet current. On 
every desk was a Bank Note De 
tector, issued daily or oftener, giving 
a list of bank failures. The country 
was flooded with the bills of wild
cat banks and no person in business 
could hope to escape losing by them.

The situation had its ludicrous side, 
which was well set off by a contem
porary humorist who told how he 
rushed home excitedly when he read 
of the failure of a certain bank to 
see if he had any of its bills. He 
found that he had no bills on that 
bank— or any other!

I was boarding that fall with Mrs. 
Susan Boyer, at her new house in 
the edge of a “slashing” on the north 
side of Pearl street, near Ionia, and 
near the black ash “cat hole” that 
reeked with stagnant and decaying 
vegetation in wet weather on the site 
of the present postoffice building. I 
did her marketing and other “chores”  
for my board while attending the 
Union school.

One morning she gave me a $10 
bill of a bank that was still solvent, 
but “under suspicion,” and sent me 
down town to buy a basketful of gro
ceries. She particularly admonished 
me to pay for the groceries and in
sist upon getting the change in good 
money.

At the first store I came to I or
dered the goods and, when they were 
put up, tendered the bill in payment. 
The dealer said: “ Really, I can’t 
change that bill this morning, but, 
never mind, take the goods along, 
Mrs. Boyer’s credit is good.”

I explained that my instructions 
were to pay for the goods and went 
on to another store.

I had the goods put up at four 01 
five other places— always with the 
same result. They were all willing 
to trust Mrs. Boyer, but no one would 
change the bill.

Finally T gave up in despair and 
started up Pearl street. On the way 
I met Mrs. Boyer, accompanied by 
my aunt and another lady— I think 
it was Mrs. Perkins.

“Where are the groceries I sent 
you for?” demanded Mrs. Boyer.

I told her that I could not .get them 
'because no one would take the bill.

She frowned and declared that I 
was “no good.” “ Here,” said she, “ let 
me have the bill, I will do my own 
shopping.”

“Very well, Mrs. Boyer,” I prompt
ly responded. “ I shall be glad to go 
along and carry the goods home. You 
will find them already done up at 
every store in Grand Rapids!”

The ladies fairly screamed with 
laughter and I escaped the good 
scolding that I had expected.

When I was in Grand Rapids last

year I was told that Mrs. Perkins was 
still living on Pearl street, where she 
resided at that time, across the street 
from Mrs. Boyer’s, and in the same 
little frame house. The sight of the 
building aroused vivid recollections 
of the events and people of more 
than half a century agone.

Many are the remembrances con
nected with the old Court House 
Square, now transformed into the 
beautiful park opposite the Ryerson 
Library, but then a vacant commons, 
used for all sorts of public gather
ings.

I think it was in 1851 that I heard 
the great Lewis Cass make a stump 
speech there in behalf of Pierce and 
King, the Democratic candidates, to 
whom wrere opposed the Whig can
didates, Scott and Graham.

There w-as a great crowd of both 
Democrats and Whigs. Party feeling 
ran high and, while the former cheer
ed, the latter almost as noisily 
jeered.

The large speaker’s platform, made 
of rough planks, was crowded with 
some scores of people and finally suc
cumbed to the excessive weight and 
partially collapsed. No one was 
hurt; but it took some time to re
store order, and meantime the Whigs 
set up a shout that utterly drowned 
the voice of the speaker when he 
attempted to resume his discourse.

Fat. red-faced," with clothing disar
ranged and dripping with water from 
an over-turned pitcher. General Cass 
stood for some time waving his fore
finger and waiting for the tumult to 
subside.

When at last he could be heard, 
“Democrats may fall but Democratic 
principles never!” he shouted in sten
torian tones. And even the Whigs 
applauded.

Many were the great speeches that 
I heard in that old-time forum. A 
great barbecue was held there during 
the first Lincoln campaign, at which 
Hon. Frank W. Kellogg was the 
principal speaker. James G. Blaine 
spoke there after the war. For many 
years it was the favorite location for 
Fourth of July celebrations and fire
works.

Island No. 1 was also the scene of 
many large gatherings.

J. D. Dillenback.

An Old School Friend.
The conductor of a Western freight 

train saw a tramp stealing a ride on 
one of the forward cars. He told a 
brakeman in the caboose to go up 
and put the man off at the next stop. 
When the brakeman approached the 
tramp, the latter waved a big re
volver and told him to keep away.

“Did you get rid of him?” the con
ductor asked the brakeman, when the 
train was under motion again.

“ I hadn’t the heart,” was the reply. 
“ He turned out to be an old school 
friend of mine.”

“ I ’ll take care of him,’ said the 
conductor, as he started over the tops 
of the cars.

After the train had made another 
stop and gone on, the brakeman 
came into the caboose and said to 
the conductor:

“Well, is he off?’
“ No; he turned out to be an old 

school friend of mine, too.”

Why the Salesman Must Increase 
His Sales.

In building a good house they usu
ally start with a good strong, sub
stantial foundation. The top is reach
ed at last. From the cellar up the 
building goes on, one brick and stone 
at a time carefully laid and securely 
fastened to stay.

So with your success in 
look your foundation over, 
health, appearance, character of self 
and firm. Your selling talk, credits, 
delivery, etc. Your foundation O. K., 
look around for materials to build 
with.

So many salesmen travel in a rut. 
They never go out among prospects. 
They pass them by. They plod along 
among the old accounts. The old ac
counts are valuable, of course, but 
successful selling means spreading 
out, taking on new business, opening 
new accounts, adding new goods to 
the line.

You have simply got to call on 
every person or firm in your territory 
who buys competitor's goods of the 
same character as those you carry. 
The material you need is there. New 
accounts; spread out; line up the 
prospects and canvass them thor
oughly.

Plugging is tiresome work and 
keeping everlastingly at it is tedious 
until you see what it brings you. 
When you see what it brings you in 
selling success, however, it will be 
impossible to hold you down.

Get into condition every morning. 
Be watchful of your personal ap
pearance and the character of self and 
firm you represent. Be frank and

truthful. Know your line. Interest 
those who give you an audience. Do 
not stuff nor write “phony” orders. 
Be aggressive and show confidence in 
your line and what you say. Study 
your argument and see that the cus
tomer agrees. Hustle for new busi
ness.

Use style suggestions in your sell- 
argument, whether expressed in 

by the confident look of in
telligence, or the knowledge display
ed in the selection of the merchan
dise you offer the buyer. When you 

| have the facts at your command a 
cataract of words is not needed to 
convince a man that he is wrong. It 
is the strong man dominating the 
weak.

Meet the objections of the buyer 
with the exact information that will 
turn them to your account, and when 
he sees that you are an authority he 
will quickly come over to your way 
of thinking. It is a well-known fact 
that the great majority of prospec
tive buyers have but a hazy idea of 
what they really want, and it re
quires but a strong minded salesman 
who has studied his subject thor
oughly to sell them.

To do this means successful sales 
for you. Henry Baxton.

The world will always be indiffer
ent to the churches that emphasize 
their differences.

It is no use preaching on the fa
therhood of God so long as you do 
not like boys.

The silver lining Is usually on
somebody else’s cloud.

Good Records Make Good Reputations
You cannot pick the best horse in the race by reading 
the score card, nor can you select the best flour by 
reading advertisements. The horse that does the best 
work on the most tracks is sure to become a favorite—  
and the flour that uniformly gives the best satisfaction 
if just as sure to win first place.

CERESOTA never loses— it always wins.

JUDSON GROCER CO.
Distributers

Grand Rapids, Mich.

selling, mg
Your words
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CHARLIE PIG.

Story Told a Drummer on the Big 
Muskegon.

W ritte n  fo r  th e  T rad e sm a n .
“ Did T ever tell you about Bill 

Danvers’ law suit over a pig, Jack?”
It was the old schoolmaster, his 

auditor being genial Jack Andrews, 
the corset drummer, who was detain
ed at Reed Crossing because of a de
railed train. It was lonesome enough 
for Jack, and a Godsend to him that 
old Tom Tanner happened along. The 
schoolmaster was always full of his 
reminiscences and the drummer was 
glad to listen.

“ Never,” said Jack, settling deeper 
in his chair, lighting a fresh cigar.

“ It was a sort of comical affair 
the way it turned out,” proceeded the 
schoolmaster. “There was a dog in 
the scrape as well as Danvers pig- 

“ A dog?”
“ Yes. Without the dog there 

would have been no law suit. Enos 
Chambers owned the dog. Enos was 
a wealthy pioneer mrchant of the 
fifties up on the Big Muskegon. He 
was something of a horseman and 
dog fancier, too. while Danvers was 

portlv, slow spoken man, without 
a particle of sentiment in his make
up. Danvers lived just out of the 
settlement, on the river road. His 
clearing wasn't much and Danvers 
very seldom did a day’s work. How 
he lived was a puzzle to most of us.

“ He kept a few' chickens, a couple 
of pigs and an old bay horse. It was 
in the wintertime that the trouble 
occurred. Danvers’ pig, the one with 
the long snout that ran backward to 
the center of its spine, often made 
pilgrimages to the settlement in 
search of those rare tid-bits not af
forded by his owner's larder. Some
times the pig ventured into the back
yard of some woman who had no re
spect for the animal or his owner.

“ I remember one occasion when 
Charlie Pig came home squealing 
with the length of his back scalded, 
from which the hair dropped, leaving 
poor piggie a sight for many a long 
week. Doubtless some angry house
wife had found Charlie Pig, as his 
owner dubbed him. meddling with 
her chicken feed and had dosed him 
good and plenty from the boiling tea
kettle.

“There is no oubt of the pig’s be
ing a first-class nuisance. On one oc
casion he made an entrance through 
an outside cellar door during the ab
sence of the family and helped him
self to a large jar of the good house
wife’s peach preserves. At another 
time he ate up five dollars' worth of 
nice butter. Oh. Charlie Pig had a 
nose for good things, let me tell 
you.”

“Didn't people complain to the 
owner?”

“Why, bless you. yes, a hundred 
times, but that was all the good it 
did. Bill Danvers good naturedlv as
sured them, one and all. when such 
depredations were brought to his no
tice. that he would take care of the 
pig. Sometimes he would shut the 
predatory rascal in a pen for a few 
days, which would be the end of his 
caring for the animal. At the end 
of a week Charlie Pig would again

go forth conquering and to conquer.
There was cause for great rejoic

ing when one day the pig from Dan
vers’ clearing came up missing. Bill 
went about disconsolate over his lost 
pet until a lumberjack named Job 
Evans told the fate of the lost pig- 
“ He’s in the river,” declared Evans. 
Then old Bill went to Job for particu
lars. It was really no secret that the 
pig had been drownd. It was in the 
winter and the Muskegon had been 
frozen over for some time except for 
an occasional air-hole. One of these 
open spaces was at the settlement 
and into this piggie had plunged, be
ing carried under the ice by the swift 
current.

“ Soon the story of the sad fate of 
Charlie Pig was noised about the set
tlement. Great was the satisfaction 
manifested by those who had suffer
ed from the animal’s predatory raids. 
Danvers made diligent enquiry 
among the school children and soon 
learned the facts. His pig had been 
chased to the river by Enos Cham
bers’ black dog. Nemo. There were 
witnesses enough to this fact to jus
tify the old man in seeking the mer
chant, interviewing him as to what 
he proposed to do about it.

“ ‘Nothing, absolutely nothing,’ de
clared Enos. ‘Your blamed hog was 
a town nuisance, and I am glad he 
had the good sense to commit sui
cide.’ This was, of course, unsatisfac
tory to the pig owner. He at once 
avowed his intention of suing for the 
value of the pig. The merchant told 
the old fellow' to go ahead and sue, 
which is how the trial of Chambers' 
dog for the slaughter of Charlie Pig 
came about.

“ It proved no easy matter to pro
cure a jury. Most of the town peo
ple were prejudiced against Danvers 
on account, of course, of the vaga
bond propensities of the late Charlie 
Pig. Finally six good men and true 
were secured from the nearby lumber 
camps and the trial began before a 
justice. It was a very amusing affair 
to outsiders. Chambers fought the 
claim of his neighbor, tooth an 1 nail 
protesting that the death of the pi; 
was a clear case of suicide.

“ ‘Why,’ protested Chambers, when 
on the witness stand, ‘my dog, Nemo, 
and this pig in question wrere the 
very best of chums. I've seen them 
playing together many a time. The 
dog might have been trying to per
suade Charlie Pig to come away from 
the water when the swine fell in; that 
he ever drove him in is pure moon
shine.' There were other witnesses, 
how'ever, who testified to seeing the 
dog. Nemo, chasing Danvers’ pig and 
two boys saw the fatal plunge.

“ ‘You saw the pig drown?’ asked 
the lawyer for Danvers. ‘I saw him 
go under the ice.’ This was sufficient. 
The case was plain, the only question 
being one of damages. Several men 
were sworn as to the value of the pig 
after which the jury retired.”

“ Great ado about a small matter,” 
grunted the drummer.

“ It may seem small to you, sir, but 
it meant a good deal to Mr. Danvers, 
who had lost his year’s supply of 
meat. As it chanced, being a school 
teacher, I had no prejudices where 
that pig was concerned, consequently

I was one on that jury and I was 
honestly trying to do my duty. There 
was no doubt in any mand that what
ever damages the pig owner might 
be awarded there would be a dozen 
glad hands ready to help out in the 
payment, so happy was everybody to 
be rid of the depredating pig.

“ And. of course, Danvers won the 
verdict.”

“Wrong, sir, wrong; the verdict 
was for no cause of action,” and old 
Tom laughed as ¡if the recollection 
gave him much delight.

“ I don’t see how that could be— ” 
“ Listen,” cried the schoolmaster, 

“and I ’ll put you wise: The building 
in which the trial took place was the 
justice’s house, which stood not far 
from the river on a rise of ground. 
We were sent into a back room to 
work out the tangles in the case. 
From a window we had a view of the 
ice-covered river and the very open
ing into which piggie had plunged to 
his doom.

“ I sat by this window while the 
rest talked. We had balloted once, 
standing five to one in favor of Dan
vers. I knew the next ballot would 
settle matters and sat looking down 
the hill ¡while the others talked, not 
wishing to seem to be precipitate in 
arriving at a verdict. ‘Yes, boys, I ’m 
ready to agree,’ said the one contrary 
juror just as a wriggling white ob
ject hove into my vision coming up 
the hill from the river. ‘Hold on, fel
lows!’ I exclaimed; ‘I ’m going to 
stand with Stebbins for no cause of 
action.’

“ Every blessed one of them turned 
with disgusted looks toward me. 
‘What in creation has come over you, 
Tom?’ demanded the foreman. ‘Well, 
it’s this way, fellows,’ said I : ‘there’s 
no cause of action simply for the 
fact that Danvers’ pig isn’t dead. 
Look out of this window and see for 
yourselves.’ They did as I request
ed to see a long-nosed porker work
ing his way gruntingly toward the 
house. Tt was the plaintiff’s pig, all 
right, and apparently in good health, 
although I could see that he was not 
quite in his usual flesh.

“We called the constable who had 
us in charge and pointed out the 
facts. An adjournment was had for 
investigation. It was wholly unnec
essary to bring in witnesses to iden
tify the pig; Danvers did that, was 
glad, too. A more delighted man you 
never saw, so glad was he to find 
Charlie Pig sound and well.”

“ Well?”
“That ended the suit, of course. 

Both parties paid the costs and all 
was serene once more.”

“ Yes,” said the drummer, “but, oi 
course, it was a case of mistaken 
identity; the pig wras not— ”

“Oh, yes, he was the right pig. 
You see. half a mile below the settle
ment was another air-hole in the ice. 
extending along down near the bank. 
We decided that piggie came out 
there, and being somewhat dazed by 
his sail under the ice must have wan
dered away for a time. Danvers put 
the pig into thes pork barrel as soon 
as he would do, which was his way 
of making amends for the past, so 
the villagers were satisfied with the 
outcome after all.”

“ Go long with you, Tom Tanner.
Do you expect me to believe that 
yarn ?”

“ Believe it or not, as you like. 
What I have told you is the truth 
and will be vouched for by any of 
the early settlers up on the Muske
gon.”

The drummer shook his head 
doubtingly as he rose to go.

Old Timer.

Will the Railroads Ever Wake Up?
It seems a bit strange that the 

railroads which depend so much for 
their revenue upon the products of 
the soil, have done so little to in
crease them by intelligent and ener
getic co-operation with the farmers. 
They have for years witnessed the 
steady decrease of farm crops in 
many states and practically no in
crease in others, but have contribut
ed nothing whatever toward the edu 
cation or encouragement of the farm
er to improve these conditions.

The first real movement to this 
end was the inauguration of crop-spe
cial trains which were started in 
Iowa four or five years ago, by which 
teachers were sent out over some 
lines to tell the farmers some sim
ple truths intended to help them grow 
better and bigger crops. But even 
this work, perfunctory as it has been, 
is falling off through lack of inter
est by the railroad officials, and will 
doubtless soon be abandoned.

Here and there a railroad president 
has grudgingly contributed to the es
tablishment of an “experimental” 
farm along the lines of his road, but 
not until W. C. Brown, President of 
the New York Central, adopted a 
w'ell-planned system of experimental 
farms in the East, has anything 
worth the name of farm education 
or co-operation been attempted.

Mr. Brown has induced his direct
ors to buy run-down farms along the 
lines of the New York Central sys
tem, to be operated as experimental 
farms by the most advanced methods 
of seed selection, fertilization and cul
tivation at the expense of the road, 
but under the auspices of the agri
cultural college of the state in which 
the farm is located.

If this policy should be adopted 
by a majority of the roads of the 
country it would result in a tremen
dous impulse to good farming. It 
would multiply farms and multiply 
prosperous farmers, because a farm 
of a certain size can, by exactly right 
methods, be made to yield as much 
as one twice as big under our pres
ent slovenly and unscientific meth
ods.

Recently some railroad presidents 
have shown some interest in this vi
ta! condition of our agriculture, and 
have been ^reaching about the dan
ger of starvation unless we improve 
our farming methods and increase 
our crop yields. There is some truth 
in their warnings, but it is not so 
much their concern that people may 
go hungry for something to eat as 
it is that their roads will surely go 
hungry for something to haul.

The railroads know the danger and 
its remedy. Let them help to ap
ply it.

Even food for thought costs more 
nowadays.
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We Want to Ask You a Pointed Question

“Are You Going to Give 
Your Customers a 
Calendar for 1911 •

We are talking to YOU, not 

that fellow next door, 

but to YOU

In order for you to answer the above question with as little effort on your part as possible 
we will ask you to fill out the letter below and mail it to us at once:

TRADESMAN COMP AMY,
Calendar Department, ------------------------ ----------------------

Grand Rapids, Mich.
Gentlemen:—Please send________ prices and information relative to your “ Individuality Calendars.”  The following answers to your

questions will give you an idea as to-— ---------requirements and the kind of a calendar that will be suitable for-------------business.

Signature— ------------------------------- — ----------------------—------------------------------------*

Street——---------------------------- -

City--------------------------------------------------- State-------

What is the character of your business? ----------
About how many calendars will you need?
Have you used calendars before? —
What did you pay for your last calendars? — ----  — If you will answer this question it will give us an idea as to how elaborate

a calendar you have been using.
Can you furnish us with a photograph of your place of business? ------- ——-----------------------------
Do you want to use a picture of any familiar scene? -------------------------------------------
Have you an attractive picture of any membsr of your family. The baby for instance? —
Have you an old, faithful horse, dog or any pet that your customers are familiar with? -----------------------——- -----------

Do you manufacture or sell any special article? ------------------------------——-------

If so what?-------------------------------------------------------------------
Have you a trade mark?----------
Have you a familiar phrase that you use in your advertising? - 
Have you a hobby; if so, what is it? -----------
Have you a calendar that particularly strikes your fancy that you can send us, which will give us an idea as to your taste?

Tradesman Company
Calendar Department Grand Rapids, Mich.
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OUR PARK AREA.

Good Reasons Why It Should Be En
larged.

The question of issuing bonds to 
the amount of $200,000 for the pur
chase of park and playground lands 
will be submitted to the popular vote 
at the November election. The prop
osition ought to receive a whooping 
big majority, and it is certain the Mu
nicipal Affairs Committee of the 
Board of Trade and the Park and 
Cemetery Board, working together, 
will leave nothing undone to bring 
about this result. During the last 
week before election a series of meet
ings will'be held with home and out
side speakers to awaken public inter
est in the matter and to insure a 
large vote.

The plan is not to go extensively 
and extravagantly into parks and 
playgrounds, but merely to buy now 
the lands that are desirable and avail 
able for park purposes when such 
lands can be purchased cheaply, and 
to hold them for future aevelopmen 
as more parks may be needed. Thi: 
is a very sane policy and good busi 
ness, and it is exactly what would be 
done if the municipality were con 
ducted as a private business enter 
prise. The enhancement in the value 
of the property purchased would 
make the present investment profita 
hie if ever it be desired to sell off 
any of the area acquired. The in 
creased value of adjacent property 
will add to the city’s revenue from 
taxes. How parks make the adjacent 
property more valuable is well illus 
trated at Lincoln, Antoine Campau 
and John Ball parks. Values in thes 
neighborhoods have more than doub 
led. South End property is regarded 
as much more desirable because ol 
the Playground. Mary Waters and 
Julius Houseman fields are not prop
erly parks, but both have enhanced 
neighboring values, because perma
nent places for the children to play 
are insured. The Kent Country Club 
property is not a park, but the Club 
ownership insures the permanence of 
a spacious open space, or eventual 
conversion into a high grade resi
dence district, and the surrounding 
real estate values are higher. The 
same applies to real estate around 
Edward Lowe’s suburban residence 
on Robinson road. Parks are among 
a city’s livest assets and it will be 
sound business policy for Grand Rap
ids to acquire lands that are cheap 
now and to hold them for future de
velopment.

What a change has taken place in 
recent years in the popular concep
tion of parks, what they should be 
and how they should be used. The 
old idea was that a park was a place 
pretty to look at, with nice walks, well 
kept drives and “keep off the grass” 
signs scattered over the lawn. The 
flowers in the old idea park were 
planted in ribbon or design beds and 
the more intricate the pattern the 
greater the triumph of the gardener. 
The modern idea of a park is a place 
in which to romp, play and have fun 
in. with no spot too sacred for the 
foot of the visitor. There are 
walks, of course, but no longer are 
the lawns forbidden places and more

and more are the floral freaks being 
displaced with good old-fashioned 

owers planted in natural groups or 
borders. The modern idea is that 
parks are important factors for good 
health, good morals and good order, 
that they are for the people and are 
to be used. This is the right idea and 

is an idea that is growing.
The North End has the possibili

ties of a splendid park and boule-

ward by a beautiful country road, 
which could be improved with the 
good roads fund to Alpine avenue 
and back to the city, or south along 
the front of the hills to Turner 
street.

Starting from Campau square this 
system would give a drive of ten to 
fifteen miles, more than five miles of 
it through park surroundings and 
passing more places of interest than 
can possibly be found by any other

ard system, and a big majority f° r j route that could be laid out. There
/ould be half a dozen of the city’sthe bonding proposition, showing that 

the people are in earnest
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doubt, make it easy to secure the co
operation of the State in its develop
ment. Mrs. Huntley Russell and 
Mrs. Lucius Boltwood will give to 
the city forty acres of river front

ould, no bjggest furniture factaories, the city’s 
new pumping and lighting station, the 
filtration plant, the Hydraulic Com
pany’s plant, then the new Corn- 
stock Park, the Soldiers Home, North 
Park, the Boat and Canoe Club 
House, the pretty view from the 
bridge, the Fair Grounds, the Fish 
Hatchery, then the country roads 
back to town, and finally more fac
tories and one of the most attrac
tive resident districts on the West 
Side. To secure this splendid drive 
no money would have to be spent

GRAND RAPIDS 
PIRE INSURANCE AGENCY
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for park purposes, extending from the 
Hydraulic Company’s plant to the 
Soldiers’ Home property, a distance 
of half a mile or more. With this 
improved the State would undoubted
ly consent to the extension of the 
park drive way through the Soldiers’ 
Home property, along the river front 
to North Park, and its continuation 
through North Park past the pavilion 
to the east end of the bridge would 
naturally follow. The State received 
the Soldiers’ Home property as a gift 
from the city, the purchase price be
ing raised by popular subscription. 
That part of it between the road and 
the river has never been used, but it 
was desired to preserve the view of 
the river. With assurances that it 
would be used for park purposes the 
State might be prevailed upon to 
deed this portion back to the city, or 
at least to grant right of way and 
itself build the river side drive. 
Across the bridge is Comstock Park 
and right of way along the Fair 
Grounds river bank for a drive can bet 
had for the asking, conditional, of j 

urse, that this road be closed dur 
g Fair week and the races. From 

the river bank the drive could follow 
the creek at the north end westward 
to the Mill Creek road and thence to 
the Fish Hatchery, and here more 
State co-operation would be desira
ble. The Hatchery should be enlarg
ed and brought down to the Mill 
Creek road and a new building 
erected that would be large enough to 
accommodate an aquarium. From the 
Hatchery the route could be west-
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DIRECTORS 
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for land or right of way, and if the 
city shows the right spirit the State 
no doubt would undertake its share 
of the construction.

If this North End- system mate
rializes and there is little doubt but 
that it will, why would it not be a 
good plan for the city to acquire a 
stretch of the W est Side river front
age opposite the new Comstock Park 
or the Soldiers’ Home and make use 
of it as a camping place for such of 
the people as desired in summer to 
live in the open and were willing to 
pay a moderate rental? The land on 
the West Side is level and when the 
river is low in summer it is dry. With 
the street cars and a canoe or row 
boat the place would be easily ac
cessible and working men could tent 
there with their families and come to 
town daily to their work.

The city is fortunate in having 
such a man as Eugene Goebel for 
Park Superintendent. Mr. Goebel was 
brought up in a greenhouse and all 
his life has been spent among flow
ers and shrubbery and trees. His 
mother conducted a greenhouse in 
the blast End, and here he worked as 
boy and young man until he entered 
the city’s employ. Not only did he 
work but he studied. To familiarize 
himself with flowers he purchased all 
kinds of seeds and planted them in 
his mother’s greenhouse and watched 
them grow and come to bloom. There 
was not much money in this, but he 
learned much. He occupied his eve
nings for several years studying sur
veying. He was promoted from a 
minor position in the parks to Su
perintendent of the cemeteries and 
then of the cemeteries and parks, and 
the results have justified his advance
ment. He has made over and won
derfully improved John Ball Park, 
and in the other parks and in the 
cemeteries his skill as a landscape ar
tist is in evidence. He has good 
judgment, tastes and ideas, a thorough 
knowledge of the 'things that grow 
and is in love with his work, and he 
has excellent executive capacity in 
the management of the park and 
cemetery labor. Lack of funds has 
hampered and delayed the park work, 
but Mr. Goebel has made a little 
money go a long way. One of the 
ideas he is developing at John Ball 
Park is to border the Glenwood drive 
with wild and hardy perennial flowers 
that will look well among wild sur
roundings. He is having the ground 
prepared for this border this fall and 
is making up an order for a hundred 
or more varieties of suitable flowers. 
The seeds will be started in the 
greenhouse this winter and in the 
spring the plants will be ready to set 
out, and there will be thousands of 
them. Once well established these 
flowers will take care of themselves, 
growing better, stronger and in larg
er clumps as they grow older. It is 
part of Mr. Goebel’s plan to have 
all the flowers labeled, and he will 
also label the trees and shrubs and 
then give the Park an educational in
terest.

No man has so many friends he can 
afford to despise any of them.

Faith is often the sense for facts 
as set above all fallacies.

Have “Born” Salesmen a Complete 
Monopoly?

When a man makes a special suc
cess in selling one often hears the 
remark that he is a “born salesman.”

In some manner this explanation 
seems to relieve the salesman of a 
good deal of responsibility. It con
veys the idea that it isn’t necessary 
for him to exert himself in order to 
make a sale, that he has only to ap
pear before a customer and go 
through the formality of showing his 
goods-, while some providential power 
does the rest.

The sooner this myth is exploded 
the better. It belongs with the tales 
of genii and magicians, which are in
teresting as fiction, but are unreliable 
as guides to success.

Some salesmen have greater native 
capability for the work than others, 
but native capability is not all that 
a salesman needs, any more than an 
ear for music is all that is required 
to make an expert musician.

Study and painstaking practice are 
more essential in developing good 
selling ability than natural aptitude. 
No man, no matter how much “knack” 
he has been gifted with, can succeed 
on the strength of that alone. Tt may 
suffice to keep him in a position and 
in receipt of a salary, but not ad'vanc 
him to the front ranks. Only the 
men who strive constantly to im
prove their methods, to benefit by 
others’ experience and to add to their 
natural gifts acquired knowledge 
reach that goal.

No man ever sprang full fledged 
into the possession of the powers 
which a salesman must use.

The best examples of success in 
salesmanship are no less “made” 
salesmen than “born” salesmen.

Many of the most proficient sales
men have attained proficiency through 
sheer determined application in mas
tering the principles in selling, and 
in spite of the fact that they have 
had no “learning” in the direction of 
commercialism'— no peculiar fitness at 
the start.

Many sales managers commit an 
injustice which reacts upon their own 
interests in carelessly classifying all 
good business getters as “born” 
salesmen, thereby implying that those 
who have not been born to this kind 
of work, who do not evince a special 
capacity for it at the beginning of 
their careers, are hopeless cases.

Any man can learn to sell goods. 
There is nothing about the business 
to make it prohibitive to any man 
who has not come into the world 
with a special set of faculties adapted 
to its requirements. Salesmanship is 
not like “tree climbing” in being a 
possible accomplishment only to ani
mals of a certain build. Given brains 
and a determined spirit and a capac
ity for application, any man can be
come an adept in selling, even if he 
has grown up with no more under
standing of bargaining or of mercan
tile values than a sheep has of the 
muscular faculty which enables a 
monkey to climb.

There is a need in all lines of busi
ness for a greater number of thor
ough and competent salesmen, and 
for this reason it is undesirable to

discourage men who have the making 
of a good salesman in them by tell
ing them that if they are not “born” 
salesmen they can never make a real 
success.

Oftentimes the ability of “born ’ 
salesmen is seriously impaired by too 
much self assurance. They get the 
idea that some sort of a supernatural 
spell makes the success of their ef
forts at all times inevitable. Some 
never do the best work they are 
capable of doing because they feel 
that their poorest is good enough. 
They are content to have set the 
pace, and it seems unimportant 
whether they keep it up. Consequent
ly, though they may still keep their 
knack or dealing with men and pre
senting a proposition, they make very 
little improvement as tine years go on. 
It seems to them that this faculty 
which is usually described as “knack” 
is all that there is to salesmanship, 
and that since they already possess 
it there is no occasion for them to 
seek self improvement and no oppor
tunity for them to improve them
selves. This is a radical mistake.

If a man is what is known as a 
“born” salesman he has a right to 
consider himself fortunate, but he 
should be careful that he does not 
forfeit his incentive to do better and 
to grow, through the feeling that he 
has already reacehd a satisfactory 
height.

iWha.t is especially needed to make 
any selling force strong and com
petent is less that all its members
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I shall be animated with a belief in 
the possibilities of their own develop
ment, and with ambition to achieve 
the greatest measure of development 
possible. The rawest and most ill 
asserted selling force, if each of its 
members is dominated by the belief 
that he can learn to sell goods and 
by the determination to do so will 
earn more for a house in the long run 
than the selling force which is made 
up of “born” salesmen who are all so 
satisfied and content with present 
conditions that it does not occur to 
them to try to improve.

W. C. Lynn.

Some get so anxious over impend
ing storms that they shut out all 
present sunlight. ___________
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The U. S. Courts Have Decreed
that the AMERICAN ACCOUNT REGISTER AND SYSTEM is fully 
protected by patents which amply cover every essential point in the manufac
ture of account registers, and in addition give AMERICAN users the benefit 
of exclusive features not found in any other register or system.

These decisions have been most sweeping in their effect. They effectual
ly establish our claim to the most com
plete and most up-to-date system and 
balk all attempts of competitors to in
timidate merchants who prefer our sys
tem because of its exclusive, money- mak
ing features. Every attack against us 
has failed utterly. The complaints of 
frightened competitors have been found 
to have no basi in law.
OUR G U A R A N T E E  OF PR O TEC TIO N  

IS  B A C K E D  BY T H E  CO U R T S  
Every American Account Register and 

System is sold under an absolute guaran
tee against attack from disgruntled, dis
appointed makers of registeis who have 
failed utterly to establish the faintest 
basis of a claim against our letters patent. 

_  Here are the words of the United States
court in a case recently decided in the Western district of Pennsylvania:

“ There is no infringement. The Bi I should be dismissed. Let a 
decree be drawn. ” _ ,

This decision was in a case under this competitor s main patent.^
Other cases brought have been dismissed at this competitor’s cost or 

with drawn before they came to trial.
T H E  W H O L E  T R U T H  IN T H E  C A S E  

is that the American Account and Register System not only is amply protected by 
patents decreed by the United States Courts to be ample but is giving the 
merchant who uses the American, so many points of superiority that its  sale 
is increasing by léaos and bounds. The American stands the test not only of the 
Courts but of the Dealers. It Leads the World. You should examine these points 
of superiority and exclusive features before you buy any account system. You 
cannot afford to overlook this important d-velopment in the method of Putting 
Credit Business on a Cash Basis. Write for full particulars and descriptive matter 
to our nearest office.

THE AMERICAN CASE & REGISTER CO.
C hicago Office. 17 W abash  A venue, E C. T rem ay n e , O. A. 
D e tro it Office, 147 Jeffe rson  A venue, J  A. P la n k , Ü. A. 
Dea M oines Office, 421 L ocust S tre e t,  W eir B ro s ., Q. A.

SALEM, OHIO
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Events Which Followed a Change of before James really

a me:
Occupation.

Rcntford Blazer, shoe clerk, 
had finished the summer morning s 
work around the store and while he 
was waiting for the proprietor to 
come around and let him go to 
breakfast, he had pulled a chair from 
the back part of the shop, tipped it 
back in the shade of the awning by 
the show window and begun to 
brood.

The subject of his brooding was 
his future. 1 here was a fair chance 
of there bein 
about, for James wa 

on a

*

had a chance to 
ook up and reply he had brushed by 

and was on his way, leaving in the 
clerk's lap a little, modest, typewrit- 
ten-addressed letter, not for the boss 
but for him, James Rentford Blazer.

He tore open the wraper of what 
he supposed was a sealed c i r c u la r  
and began calmly to read:

Bostland, August io. 
James Rentford Blazer, Someplace.

Dear Sir: As per your application 
through our Mr. Biggs we will be 
glad to have you give our work a 

ood deal to brood trial at the salary indicated (and ex- 
only about penses), provided you can begin 

years old on a “AA" last and his fu LVOrk at once, 
ture was in a safe way to extend Assuming from the tone of your 
through something like fifteen presi- letter that you can do this, we are 
dcntial administrations and as many taking the liberty of sending you 
efforts to figure on how to reduce the | 5anip]es by express, so that you can 
tariff for the benefit of the consum- jbecome familiar with the line at once, 
er and raise it for the benefit of the L n(j wju ask you to accept by wrire 
home producer. on receipt of this letter.

It was only three weeks previous Accepting you will go immediately

I

that the 
week

boss had told him hat $12 
was the very limit that he 

felt warranted in paying a salesman, at that 
even of his capability, and not hav
ing money enough to start a store 
of his own there did not seem to be | 
anything to it but tc 
rut, drawing twelvi 
board, three for clothes, one for mov 
ing picture shows, tobacco, a box of | 
candy for the girl on Sunday night— j 
fifty cents for laundry— and save the 
rest. Someway the future did not 
seem polishd enough. It certainly 
wasn’t polished so that James could 
see his brilliant health, his handsome, 
frtmk, honest looking face, his popu
larity and a lot of other things 
worth more as a foundation for a 
young business man than twelve a 
week— so he brooded.

He had written an application for a 
traveling position and had sent it in 
to a wholesale house by his friend 
of the road, Frank Baxter Biggs, but

t o --------— and await draft and in
structions sent care of City Hotel 

point.
Respectfully,

Bent-Soule Shoe Company, 
Per C. A. Ramel, Sec’y.

Our V elou r C alf Pentagon W elt
One of our str ictly  h igh  c la ss  fash ion ab le  $3.50 sh oes  

that w ill g ive  your patrons that sure foot sa tisfaction  that 
m akes b u sin ess better.

Rindge, Kalmbach, Logie & Co. Ltd.
Grand Rapids, Mich.
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go on in the old \ s James glainced up, dazed, the 
paying six for expressman was just stopping by the 

'{curb and dropped two sample cases on 
the walk.

Chapter II.
“ Yes,” said the clerk of the City 

Hotel. “ Here is a letter for you, 
Mr. Blazer.”

James hastened to a quiet corner 
and read how he was to take the 
place, temporarily of Traveler W il
liam Billis, covering his territory and 
calling on the following list of cus
tomers. It was like a dream to the 
young shoe clerk, and he looked at 
the $200 draft which tumbled out of 
the letter as though it could not be 
real.

In the same dream he picked up 
he was complacently confident that the sample cases after perusing the 
such a position could be secured 
only by being the son of the Vice- 
President or the nephew of a manu
facturer, and so he did not invite dis
appointment by building hopes upon 
this matter.

And so he was wrapped in gloom 
which was not modified in the least 
that the boss was late in getting 
around.

And just to show how strangely 
things transpire in this world, at the 
very moment that he was wrapped 
in the last fold of the gloomiest of 
gloom, there came a voice. Not a 
still, small voice, but a good hearty 
robust voice, and it said :

“ Morniiv, Jim.”
Tt was the postman on his first de 

liverv in the business section, and

A Name That 
Protects You

list until he knew by heart the names 
of the dealers upon whom he was 
to call in Jackson. “These are all 
new trade,” the notation real. “I am 
glad they are all new,” thought 
James. They won’t have a chance to 
compare me with Billis until I get 
a little of the green paint worn off.

“ I. Letts” was the first name on the 
list and James breathed a silent 
prayer as he entered the doorway.

No, Mr. Letts was not in. Yes, 
he did all of the buying. He might 
be in again in a few moments. He 
had just stepped over to his lawyer’s 
office. Would he wait? James would 
and did. In a few minutes a brisk 
little man rushed in followed by a 
sharp featured gentleman picking his 
way carefully by looking over his

H B Hard Pans
For Men and Boys

Mean a whole lot when it comes 
right down to protecting you 
against inferior leathers and poor 
shoes. We simply want you and 
your customer’s to know who’s re
sponsible if anything goes wrong, 
doing business. Think what an exclusive agency for 
this line means to you in profits and protection.

You can see the H B Hard Pan samples for a 
postal—send it in today.

That’s our way of

HEROLD-BERTSCH SHOE CO.
Grand Rapids, Michigan

Makers of the Famous 
Bertsch Shoe and

•ßERTSCH; H B Hard Pan Lines
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reading glasses. Neither of them saw 
James as he sat just in front of the 
little office enclosure reading a paper 
he had picked up. In spite of him
self he could not help overhearing 
what was said.

“ Yes,” the lawyer remarked, mus
ingly, as he evidently looked over 
some papers, “that seems straight as 
a string. There can t be any risk | 
about it. Now, tell me again just 
how it was.”

“Well,” it was the voice of Mr. 
Letts, “you know I told you about 
Granson getting hard up in the win
ter and going to my brother in-law 
for some money. He let Granson 
have it, but, as he said, just as a mat 
ter of form he took a chattel mort
gage on his stock of shoes. You see 
Gianson wanted to fix up the house 
a little because of his daughter com
ing home from college and he had 
such a big mortgage on his house 
anyway that he couldn’t get any more 
that way. Granson didn’t hesitate a 
minute but gave him the mortgage 
and blew the money all in fixing up 
for the girl. You know his wife died 
a couple of years ago and Granson 
has been settin’ wonderful store on 
this girl coming home to be the head 
of his house. Well, she came and 
everything was all right until the 
mortgage came due. My brothr-in- 
law went in to see what he wanted to 
do and said he’d be perfectly willing 
to renew it, but Granson said he 
thought he could pay it a little later, 
on account of some good news he’d 
had, but it would be somewhat after 
the renewal date. My brother-in-law 
suggested that, just as a matter of 
form he start foreclosure proceedings 
without costs and be careful where he 
posted the notices and all that, and 
then when he got ready in the mean
time he could pay up and my broth
er-in-law would be safeguarded and 
everything would be all right.

“ Granson fell right in with the 
plan and as a matter of form the 
papers were served on him and the 
required notices posted in the requir
ed number of places, but so carefully 
that I don’t believe a soul in town ex
cept Granson, my brother-in-law and 
I knew anything about it.”

“I ’m sure I didn’t know it.” (It was 
the lawyer's voice.)

“And the sale is scheduled for io 
o’clock to-morrow morning at your 
office.”
“ Ha! Ha! Ha! Well, that’s good.” 

“Then Granson disappeared. No
body seems to know where. I have 
tried to have his daughter pumped— 
you know she’s running the store— 
but she seems to be non-communica- 
tive. In my opinion he owes so much 
that he has simply jumped out and 
left everything to smash. Suicided, 
maybe. If he does not come back 
pretty quick, and he owes so much, 
everybody will come down on him 
like wolves and of course brother-in- 
law wants his, sure----- ”

“And you?”
“Well, if I chance to be there and 

can bid in that stock for a little over 
$1,000 it won’t be so bad a day’s work, 
will it?”

“ I should say not. What a closing 
out at cost sale you— ”

But James suddenly realized that

he was hearing stuff not intended for 
his ears and strolled up to the front 
of the store.

A moment later the little lawyer 
hurried out of the store and after a 
time the proprietor came forward en
quiringly. As soon as he caught sight 
of Blazer’s sample cases he began 
to scowl.

“ Nothing to-day,” he growled.
“ It is a new line in your town— ” 
“Well, we’ve got all the new lines 

we want.”
“ I hardly expect you to place an 

order, but I would like to have you 
see them and perhaps, sometime— ”

“ No, there won’t be any time.” 
“ Sorry, I’d like to show you.”
“ Yes. I’m sorry, too. Awful sorry.”
“I see you seem to grieve.”
“What’s that?”
“ I said I noted how poignant your 

regret appeared to be.”
“Say, young fellow, you’re trying 

to get funny with me?”
“ Not a bit. Good day.”
No answer.
“A disgrace to the trade,” remarked 

James as he wandered up the street. 
There were five footwear stores in 
the place and he faithfully canvassed 
them all. None was as brusque and 
impolite as his first store, but he 
made no sales. In one of the places 
he was politely discouraged from 
showing his samples, but in two oth
er places he was permitted to display 
the line and seemed to make a sort 
of an impression good for possible 
future visits, but he could not cop 
out even a sample order of a few 
dozen pairs.

There was only one more place to 
visit. “Am I going to be skunked in 
my first town?” he asked himself as 
he walked dejectedly into his fifth 
prospect late in the afternoon. It was 
a handsome store. The neatest and 
best arranged he had visited. The 
afternoon trade was over and only a 
little clerk was busy putting up the 
goods. His query for the proprietor 
brought a young lady from the rear 
of the store. “ My father does most 
of the buying and he is out of 
town.”

James looked up, charmed by the 
friendly tone of the sweetest voice he 

ad ever heard. He had seen fas
cinating lady clerks in shoe stores, 
although he did not particularly ap
prove of them often, but this lady—  
What is the use of trying to describe 
her. Not an artist in the world would 
have called her beautiful. She was 
over weight for the French art type, 
she was underweight for the German 
and Dutch models, a Russian would 
have caled her too short and too 
blonde. An Italian would have said 
that her eyes were not languorous 
enough, an Englishman would haye 
said that her way of looking straigh 
at you without fear or distrust was 
not retiring enough. But an Ameri
can would have said— just what James 
Blazer did— what a glorious girl. 
Now that isn’t much of a description 
as descriptions go, but if you can not 
get an idea about how she appeared 
to this despondent cub traveling man, 
under just the circumstances, you’ll 
have to imagine for yourself, I have 
done all I can.

“ I’m sorry.”
James had heard “ Sorry” several
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times that day, but some way this 
time it didn’t seem to sound quite so 
badly.

“Would you care to look them over 
yourself?”

“Do you have a line of ladies’ 
shoes?”

“That’s, what they are, ladies and 
misses, exclusively. This is the Bent- 
Soule line. I don’t think it has ever 
been shown here.”

“ No, I don’t believe that it ever 
has, but I’ve heard a lot about it 
from Georgia Dunn, whose father had 
a store over at Underwood. They sell 
the line.”

James grabbed for his letter of in
structions. Yes. There was the name 
“ Dunn & Seldon, Underwood.” He 
showed her the name on the list as 
though it were a passport.

“ Yes. Georgia helps her father in 
the store the same as I do, and she 
thinks that there never was such a 
shoe. I’d love to look at them.

And then for an hour James en- 
joved himself as only an enthusiastic 
shoe man can, with an artistic, mag
nificent line of goods to show— (you 
know what the Bent-Soule line is)—  
an appreciative audience and then add 
to that, that the audience was of only 
one and a beautiful, symathetic voic
ed, thoroughly posted shoe girl at that 
and you have a combination— Well!!

“ I’d love to give an order. If papa 
were only here. \ ou give exclusive 
agency, too, and we really ought to 
have this line before someone else 
snaps it up. I wish I dare pick out 
a few samples for a trial order.”

“ I’ll tell you what we’ll do. You 
just pick out what you think you 
could use, I ’ll send it in with in
structions to hold until we hear from 
you. and if your father does not ap
prove. just countermand and there 
will be no hard feelings.”

And on this basis the young wom
an picked out a few sample dozens 
with rare taste and discrimination. 
“And, let me see,” queried James, 
“the style of the firm is— ?”

“ Granson. Uri Granson.”
James remained with his pencil 

poised. What was there familiar about 
that name. The young lady thinking 
that he had not heard repeated the 
name again, but still with eyes fat 
away James was silent. W hy did 
that name—

“ Is there anything the matter? Is 
there anv reason why you don't want 
to sell to my father?” There was a 
tremble in the voice, a hurt dignity 
which caused the young traveler to 
dash the name down in a way that 
almost tore its way through the car
bon sheets, as it all came to him. 
“No,” he said. “ No. It isn’t that. 
I was trying to remember why the 
name seemed familiar. Miss Gran
son, I’ve something of the utmost 
importance to say to you. Its  none 
of my business and perhaps what I 
happen to know is something I ought 
not to repeat, because T overheard 
what was not intended for my ears, 
but may I talk plainly and in strict 
confidence to you for a few min
utes?”

Chapter III.
“ Does this sale go on?”
It was the deputy sheriff who spoke 

and he seemed surprised.

“ Yes. It’s the only way now, as 
Granson isn’t here to arrange for a 
postponement, I presume he doesn’t 
want one. I presume he wants it to 
go through.” It was the ferret-eyed 
lawyer who spoke.

“ Oh, all right. I thought it was a 
matter of form, only.”

“I guess it isn’t much more,” this 
from I. Letts, shoe dealer, and he 
leaned back and pretended to look 
bored. Only the brother-in-law was 
there to complete the attendance.

The sheriff droned off the descrip
tion of the property and the terms 
of the sale. “ How much am I offer
ed?” he queried.

“ I ’ll give eleven hundred,” answer
ed the brother-in-law. “ I’m entitled 
to that bid. All I want is to protect 
myself.” Without another word he 
picked up his hat and left the office. 
L. I.etts smiled grimly.

“ Do I hear any other bids?”
“ Oh, I’ll make it $1,125,” said the 

shoe dealer yawning. “ Brother-in-law 
would prefer me to handle the thing,
I fancy.”

“ Eleven twenty-five, eleven-twenty- 
five, eleven twenty-five, eleven twen
ty-five! Do I hear no more?”

“ I don’t think so!” It was the fer
ret-eyed lawyer who spoke and every
body laughed.

“Are you all done? Eleven twenty- 
five I’m offered. Eleven hundred and 
twenty-five dollars, one thousand one 
hundred twenty-five, do I hear no 
more? Going once! Going twice! Go
ing— Three times— and— ”

“ I bid $2,000.” James Rentford 
Blazer had stepped into the office so 
quietly and cooly, although he had 
torn down the street like a madman 
until he reached the door, that no 
one had heard him.

“Who are you? What business 
have you here in my office?” It was 
the ferret-eyed little lawyer who 
started up.

James paid no attention to him. He 
addressed the sheriff. “This
public sale, is it not? I am here as 
a bidder. I represent Mr. Uri Gran 
son. the mortgagor.”

“Oh. you do, do you? Do you rep 
resent anybody else?” It was T. Lett 
who queried.

"Yes, sir.” James did not even turn 
toward him. “I represent the Bent 

I Soule Shoe Company as well. At th< 
conclusion of this sale I shall repre 
sent the District Attorney’s office fo 

I a short time. Is my bid accepted?’
“ I don’t see how we can decline it,' 

said the sheriff.
“I want this thing postponed, 

sho.uted I. Letts, desperately.
“ It can’t be done. The sale has 

started,” returned James, calmly 
“ He’s right,” remarked the sheriff 

$2,000. W ho’ll make it $3,000?”
“ I’m prepared to go to any figure,” 

said James.
“ Who knows this man? Can he 

pay?” shouted the lawyer.
"He can try,” replied James as he 

dug into his jeans and laid down a 
roll on the table which would have 
choked a fire hose. There was a $10 
bill on the outside and 190 one dol
lar bills underneath, but it looked 
good and the two conspirators fell 
back aghast. It was nuts to James. 
“ Now, then,” he said, “I will bid this

stock up to any amount you force me, 
but it is all foolishness, for Uri Gran
son does not owe a dollar that is 
pressing him except this $1,000, and 
all over that amount goes back to 
him. Isn’t that so, Sheriff?”

“ I guess it is.”
“Very well, then, go on with your 

sale, if you want to and run it up to 
where you like or I’ll pay the amount 
of the mortgage and the legitimate 
expense to the credit of Mr. Gran
son, just as you like.”

“Just what did you mean about the 
District Attorney’s office?” It was I. 
Letts, shoe dealer, who queried, and 
there was a note of worry in his 
voice.

“To-morrow will take care of that. 
To-morrow, and the way things go 
to-day.”

As I say, it was nuts for James.
The lawyer and the shoe dealer 

and the sheriff retired to a corner to 
consult and in a moment they were 
back.

“ Perhaps to make this more easy 
and regular you better make your bid 

1,125.25,” said the sheriff.
“ All right,” said James.
“And sold to— Mr. Eh?"
“ To Mr. Uri Granson, make it. I 
ill make a deposit for security and 
e will complete the business to-mor

row himself.”
“Oh, never mind the deposit,” said 

the sheriff. “ I guess the stock is 
safe over night.”

“ I guess so too,” laughed the law- 
er and the shoe dealer, uneasily. 
“ Good-bye until to-morrow, gentle

men,” said James Blazer, as he tuck
ed his roll into his pocket and left 
the office with the sheriff, but for a 
ong time after that the two men in 

the office were in a worried and un
easy converse.

James did not look like a gigantic 
Wuffer as he strolled back toward the 
Granson store, but he was, for neith
er he nor the lovely young shoe store 
lady knew the slightest thing as to 
the whereabouts of the missing shoe 
lealer.

Chapter IV.
“ I can’t imagine where he can be,” 

she said, as they sat together in the 
rear of the store. Tt had been less 
than twenty hours since they had 
met, and yet so rapidly had events 
moved that it seemed as though they 
had known each other for ages.

“ He got a telegram which seemed 
to please him very much one day

and came and kissed me and said: ‘I 
have got to go away for a few days. 
Can you run the store?’ I told him 
that I could and he packed a suit 
case and went away on the train. He 
did not tell me where he was going, 
and although I thought it strange I 
made no comment, as he was occa
sionally called away on business and 
did not always tell me about it, but 
he went away and I have never 
heard a word from him. It is three 
weeks now.”

James comforted the girl clumsily as 
she covered her face with her hands 
and sobbed, despairingly. Long they 
talked that night at the store and as 
he walked with her toward her home.

It looked like a desperate fizzle to 
a hair-brained plan and the young 
traveler passed a sleepless night.

Before the store was opned he was 
at the door waiting, and shortly aft
er the little clerk had swept out she 
came in, looking fresh, smiling and 
beautiful in spite of the awful sus
pense. Both of the young people 
had plans of procedure which both 
knew were futile when they broached 
them. Ten o’clock would unmask the 
traveler’s bold scheme and all would 
be lost.

Suddenly there was a little commo
tion in the front of the store. Both 
started to their feet. There, coming 
straight down through the store, 
walking with unseeing eyes, came a 
man.

There was a three-weeks’ growth 
¡of unkempt beard upon his face, his 
[clothes were soiled and tattered and 
his shoes were covered with cinders 
and mud, hardened to a thick crust. 
For a moment even the daughter did 
not recognize him. Then “ Father!” 
she cried with joy and terror mingled 
in her voice. The man paid no atten
tion, but straight he walked to the 
safe. With sure fingers he turned 
the combination and the door swung 
open. Stealthily he took an envelope 
from his pocket, thrust it into the 
safe and swung to the door.

Then he sank to the floor uncon
scious.

While the daughter and a hastily
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summoned doctor ministered to the 
senseless man, practical James went 
after the package in the safe. A  large 
check constituted the only contents.
It was 9:45 o’clock.

* * *
It was weeks after that, when James 

Blazer, representing the Bent-Soule 
Shoe Company, made his second tour 
over the territory of the salesman for 
whom he was substituting heard the 
whole story, of how an old aunt of 
the shoe dealer had decided to di
vide her little property among her 
nephews while she was yet living, 
of how he had gone to her, received 
the welcome gift and started imme
diately back, but he remembered only 
getting upon a train. Nothing further. 
Whether there was a wreck which 
temporarily unbalanced him, whether 
he became suddenly ill and wandered 
off deranged, he never knew. The 
time was a blank, but clouded as was 
his mind, he had found his way 
straight to where he was needed, on 
foot, as a tramp on freight trains—  
somehow, no one will ever know, but 
he came, and the bluff of James Rent- 
ford Blazer was made good.

INDIANA ITEMS.

James is not a substitute salesman 
now but a regular and William Billis 
has his regular territory back again, 
but there is one town where the 
Bent-Soule line was not introduced 
by the regular salesman which the 
substitute insists on making, al
though he has to go eighty-two miles 
out of his way to make it, and by the 
way of two junction points at that, 
but neither the firm nor Billis objects, 
for they know all about it.

And now you do.— Ike N. Fitem in 
Boot and Shoe Recorder.

Business News From the Hoosier 
State.

Indianapolis— The Vonnegut Hard
ware Co. has purchased the stock of 
the Francke Hardware Co. The asr 
sessed valuation of the Francke Co. 
is given as $55,530 but no figure was 
named as the purchase price. The
entire stock of the Francke Co. will 
be transferred gradually to the Von
negut store. All the employes of the 
Francke establishment will be retain
ed by the Vonnegut Co. The reason 
for the sale is said to be the serious 
illness of Frederick Francke, Sr.,
President of the purchased company, 
to whom the business has become a 
perpetual worry since his illness.
When the proposition to purchase
the stock was made by the Board of 
Directors of the Vonnegut Co., the 
Directors of the Francke Co. imme 
diately decided on the sale. The en 
larged Vonnegut firm will employ 150 
persons and a recapitalization, which 
will be made in the near future, will 
bring the capital stock of the com 
pany close to $300,000. The capitali 
zation of the Vonnegut Co. at pres 
ent is $275,000 and that of th 
Francke Co. $100,000.

Lanesville —  The Farmers’ State 
Bank, capital stock $25,000, has been 
opened. In honor of its first bank 
the Towm Board proclaimed a half 
holiday, a brass band paraded the 
streets and the women served dinner 
in a nearby grove.

Decatur— Frank Barthel has pur
chased a third interest in the Boston 
Store, which will hereafter be con
ducted under the style of the Kueb- 

Co.

his dry goods stock to J. H. Holen- 
gren.

Jansonville —  Geo. Barakat will 
shortly open a dry goods store.

Linton— Penninger & Calvin will 
open a new drug store.

Mt Etna— Jones & Clark succeed 
Mrs. Geo. Heines in general trade.

Shirley— T. B. Crook has sold his 
grocery stock to Ode Durham.

Two of a Kind.
A private in the regulars went to 

he Colonel of his regiment and ask
ed for a two weeks’ leave of absence. 
The Colonel was a severe disciplin
arian, who did not believe in extend- 

___ too many privileges to his men 
and did not hesitate to use a subter
fuge in evading the granting of one.

“Well,” said the Colonel, “what do 
you want a two weeks’ furlough for?” 

“Me woife is very sick and the 
hildren are not well, and, if ye 

didn’t moind, she would loike to have 
me home fer a few weeks to give 
her a bit ov assistance.”

The Colonel eyed him for a few 
minutes, and said:

“ Patrick, I might grant your re
quest. but I got a letter from your 
wife this morning saying she didn’t 
want you home; that you were a 
nuisance whenever you were there. 
She hopes I won’t let you have any 
more furloughs.”

“That settles it! Oi suppose Oi 
can't get the furlough then?” said 
Pat.

“No, I’m afraid not, Patrick.”
Tt was Patrick's turn now to eye 

the Colonel as he started for the

door. Stopping suddenly, he said;
“Colonel, can I say somethin’ to 

vez?”
“ Certainly, Patrick; what is it ”
‘ You won’t get mad, Colonel if Oi 

say it ?”
“ Certainly not, Patrick. "What Is 

it?”
“Oi want to say there are two 

splendid liars in this room. Oi’m one 
and ye’re another. Oi was never 
married in my loife.-’

Prof. Wright of Yale College pro
tests against the popular conception 
of the physiognomy of Jesus Christ, 
as shown in the pictures that have 
come down from early days. He says 
that no portrait of the Redeemer was 
ever painted and those that come 
down to us are not at all reliable. 
The popular conception is that of an 
effeminate and . long-haired, bewhisk- 
ered individual; whereas, as Prof. 
Wright avers, he must have been 
bronzed and ruddy and* very mascu
line in appearance. He was strong 
and muscular, and there is nothing in 
all history to justify the popular 
ideal. There were no painters in 
those far-off days and, unless we ac
cept the miraculous handkerchief oi 
St. Veronica as authentic there is no 
portrait in existence of the Son of 
Man.

His Good Point.
One Sunday as a retired clergy

man, who occasionally officiated in a 
neighboring church, was returning 
home, he was accosted by a quaint 
old woman, a housekeeper in the em
ploy of a dear friend.

“I want to tell you, sir,” said the 
old woman, “how much I enjoy go
ing to church on the days that you 
pt each.”

Expressing his appreciation of the 
compliment the clergyman said that 
he was much gratified to hear it, add
ing that he feared he was not so 
popular a minister as others in the 
city and then asked:

“What particular reason have you 
for enjoyment when I preach?

“ Oh, sir,’ ’she answered with ap
palling candor, “I get such a good 
sleep then!”

Half and Half.
There are lots of fellows back of 

the counter that are half for the boss 
and half against him. That is a mis
erable condition to be in. If you 
work for a man work for him for all 
you are worth or quit the job. A fine 
thing is loyalty. The man is to be de
spised that knocks the firm that 
hands out to him his bread and but
ter every week.

Think the best of your employer. 
If he at times seems impatient and 
even unreasonable, remember he may 
have many things on his mind that are 
little dreamt of in your calculations.

W. E. Sweeney.

Costs Lillie— Saves You much
P r o te c t  your business again st w orth less 

a cco u n ts  by using
COMMERCIAL CREDIT CO., LTD., Reports 
Michigan OrriCBS: M urray Building, G rand 

Rapids: M ajes tic  BuUdlng. D etro it; M ason 
Block. M uskegon.

LaGrange —  Lacy & Willard have 
engaged in general trade.

Indianapolis— The first banquet of 
the Indianapolis Retail Shoe Associa
tion composed of retail shoe dealers 
of the city, was held at the Denison 
Hotel Monday night. J. A. Ehrens- 
perger, President of the Association 
presided as toastmaster and a num
ber of speeches were made along 
lines of interest to the members of 
the Association and their guests. Tn- 

luding the guests, there was an at
tendance of about one hundred and 
fifty, and it was so successful that 
it is probable similar banquets will 
be held semi-annually.

Elkhart— D. R. Dyer has sold his 
grocery stock to Elmer Rohres.

Selma— Carl Williams & Son are 
succeeded by Monroe Wright in the 

[grocery business.
Huntington— Thomas Swain suc

ceeds John Ham in the grocery busi
ness.

Scircleville— The Scircleville Grain 
Co. has been incorporated with a cap 
ital stock of $10,000.

Sweetsers— Eikenberry Bros, sue 
ceed the Molott Lumber Co.

Gary— The Elite Tailoring Co. has 
been incorporated with a capital stocl 
of $10,000.

Pendleton— Charles C. Day sue 
ceeds to the business of the Pendle 
ton Millinery Co.

Ft. Wayne— The Ft. Wayne Trunk 
& Leather Co. has been incorporated 
with a capital stock of $10,000.

Huntingsburg— J. R. Day has sold

Are You
In Earnest

about wanting to 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. It is a good advertising 
medium for the general advertiser. 
Sample and rates on request.

Grand Rapids, Michigan
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universally followed is evidenced by 
the fact that so many men following 
a holiday do have that “feeling after.”

A paper says “the automobile has 
come to stay.” That’s the trouble with 
a good many of them. They stay 
when they ought to be skipping mer
rily along.

LEISUR E HOUR JOTTINGS.

Leaves From the Note Book of an 
Observer.

The time of year is now at hand 
when the fellow who has been care
fully closing the door all summer 
now leaves it wide open.

Cheap clerks, like shoddy goods, 
often come the highest. The Hustler 
heard a small merchant say the other 
day, “ No. sir, I am not going to have 
any more of these cheap clerks. I 
pay this one $9 a week and if he 
does not earn it I will fire him and 
get one who will.” That poor fellow 
only does about three men’s work 
and is on duty fourteen hours a day.

Many papers have come to hand 
containing notices about Montgom
ery Ward being on his way from his 
California residence, in a private car, to 
Chicago, to “enjoy a little Indian 
summer." Montgomery isn t bother
ing very much about who is to blame. 
His chief idea seems to be about 
how to spend the dollars he gathers 
in from the “easy marks.

It is the wise man who makes 
the best of his surroundings. It is 1 
often necessary to put up with condi
tions which are not altogether pleas
ant. The clerk may find next to him 
a worker who is not congenial, per
haps a time-server and a snoop, one 
of the kind who are always pretend
ing friendship and ready with their 
hammer at any time. A ou can tell j 
them quick enough because you will 
hear them talk about others behind 
their backs and then smile and gur- 

!e when the object of their talk

the jewelry shops, dry goods stores, 
etc., capture all this money making 
trade. There are a few back numbers 
who haven’t got fairly awake yet, 
but they are coming and probably a 
good many of them will land this 
year. The modern hardware store 

¡can offer a great deal that is very 
¡appropriate for the holiday season. It 
hs not necessary to go over the list, 
i nearly all dealers know the class of 
[goods that is attractive and brings 
I the money, and in making selections 
dealers ought not to stand in fear and 

[trembling lest they buy something 
[that a hardware merchant ought not 
to handle. Think of your trade, what 
they will buy either at your place or 

| at some other store— that is if you 
do proper advertising— and stock up 
accordingly. Don’t sit back in your 
chair now and say, “Oh, it’s a long 
time to Christmas; there’s no hurry.” 

'You will deceive yourself and not 
I get what you might out of the holi 
! day trade if you do. The time to be 
Jgin is right now. Lay your plans 
decide just how far you will go, send 
for all the catalogues that offer new 
goods, get your orders made out, de
cide what decorating you will do, 
what special features you will have. 
There is a whole lot to do early in 
the fall if you strike the Christmas 
and New Year's season with a full 
stock and well gaited to show all 

¡the people in your town such a line 
to select from that they will want to 

Unend all their holiday money right 
in your store. If you are going after 
the trade this year you will make no 
mistake by beginning to make your 
arrangements now.

In these days of cheap books a 
whole lot of time is wasted over 
ttas'h that not only is far from bene
ficial, but is positively detrimental. 
The young man who devotes a cer
tain amount of his spare time to read
ing of a proper kind is certain to 
benefit besides getting much pleas
ure. This does not mean, as too 
many often think, getting down to 
seme dry work that is perhaps not 
entertaining because it is beyond one, 
but the reading and studying of liter- 

ture of various kinds. Fiction and 
humor have their places and are 
beneficial, if not too lightly selected, 
but too much of either one does not 
enlarge the mind and make better 
men and women, prepared to meet 
with and overcome the difficulties 
and to successfully cross the rugged 
places. A thorough course in politi
cal economy, sandwiched in, will 
brove of great benefit to the ordinary 
young man, hoping to rise in busi
ness, give him better ideas and an 
abler management of his own affairs 
as well as soon prove a great pleas
ure and delight. Poor management 
is responsible for one-half of the 
troubles of the ordinary man and 
household and the economist is the 
doc whose affairs generally run the 
smoothest and wTho finds himself in 
the fewest disagreeable situations in 
the world. One hour a day devoted 
to good reading will in the course of 
a few years give a man a pretty good 
education and result in the accumula
tion of knowledge which will prove 
not only beneficial in the every day 
affairs of life but make him a strong
er, better, more life-enjoying indi

dual.

they have an established reputation 
for giving the public as little for their 
money as any class on earth, al
though there is no earthly reason for 
it. Of course the gentleman did not 
run across any hardware’ dealers or 
he would have had a very different 
experience. However, it is a sad and 
lamentable fact that the Hustler has 
often commented upon that there is 
too often a disposition on the part of 
employes and sometimes of employ
ers, too, to not go any farther in the 
matter of being obliging and cour-

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and 
Everything of Metal

Established In 1 1 7 )

Bast Equipped 
P ir n  In the State

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The Weatherly Co.
18 Pearl St. Orand Rapids, Mich.

Columbia Batteries, Spark Plugs 
Gas Engine Accessories and 

Electrical Toys

C. J. LITSCHER ELECTRIC CO.
Grand Rapids, Mich.

g!e w
comes around. Of course they are 
doing the same in your case and, as 
stated, while you of course despise j 
them and it is not pleasant to be ob- | 
liged to rub elbows with them it is j 
often necessary to do so. In such J 
cases the best way out, the one that 
is conducive to the most comfort, is j 
to keep so busy that you will not 
notice the obnoxious freak, who soon
er or later will gravitate to his prop- | 
er level. We have got to take the 
bitter with the sweet in this world 
and we might as well learn to do it 
without getting a grouch on.

The gobble of the turkey will be 
heard in the land presently. Next you 
know Thanksgiving will be at hand 
and then it is but a month to Christ
mas. The fact of the business is that 
it is time for you right now to begin 
thinking and planning to get all the 
Christmas money you can in your till. 
The time has about passed when 
hardware dealers sit quietly and let

Just as long as holidays continue 
to come and go there will be a class 
of men who will have that “ feeling 
after.” in a greater or less degree. 
The fact of the matter is that holi
days are a detriment rather than a 
benefit unless we learn to use them 
rightly. Of • course we all know that 
dissipation of any kind is not good 

¡for us, but no more is complete idle
ness. and it is seldom the fact that 

j mere loafing, idling, doing nothing, 
gives any real rest. A day off does 
give a man with a fad a chance to 

j follow it up and keep busy, and if i 
is healthful recreation or work, an 

(entire change from the ordinary rou 
i tine, that allows a dropping out of 
existence of daily cares and troubles, 

jit is pretty certain to bring that re
cuperation which we stand in need 
of. and* although it may tire our bod- 

jies for the time being it will not send 
[us back to business with that no-good 
feeling unable to fairly get down to 
the grind during the first twenty-four 

1 hours. That such diversions are not

A traveler, in an exchange, tells 
that during a journey he did business 
with one hundred and three people, 
and that out of the lot just two put 
forth an effort to be agreeable, and 
they were two Irish waitresses. How
ever. the gentlemen came chiefly in 
contact with railroad underlings, such 
as ticket venders, trainmen, etc., and

Clark »Weaver 
Co.

Wholesale
Hardware32 to 46 S. Ionia St.
Grand Rapids, Michigan

Our new catalog is now ready 
for distribution.

*■

.,X¡
_____ W  . I M A

FOSTER, STEVENS & CO.
Exclusive Agents for M chigan.

Grand Rapids, Mich.
Write for Catalog.
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teous than is absolutely necessary. 
This fact is one of the strangest 
things in business life. W e all know 
how little geniality costs and 'how 
far it goes. A man with a run down 
stock, who exerts himself to please 
his customers, who is not afraid to 
go out of the beaten path, who really 
shows an anxiety to accommodate, 
although it may cost a little time and 
effort, will knock out the grouch 
with a good stock every time. The 
clerk built on the same kindly prin
ciples always gets to the top of the 
salary list and is pretty certain, soon
er or later, to 'have a store of his 
own. Nevertheless, we go on being 
just as chary of our desire to exert 
ourselves for the benefit of others as 
is possible, although the free exer
cise of our willingness to put forth 
an effort to be agreeable is not only 
a business winner but brings a re
turn of personal satisfaction and 
pleasure which really “passeth all 
understanding.” Sit down and study 
the matter over carefully. Be honest 
with yourself as to how you con
duct yourself in this regard, as to 
how your store is run, and if you 
discover any shortcomings you will 
find it a paying proposition to remedy 
them just as quickly as you possibly 
can.

Vanity costs us a whole lot of 
trounble and money. How few of 
us are willing to pose before our fel
lows for just exactly what we are, 
and yet withal the world knows us 
pretty well and our deceptions are 
generally thin affairs that deceive 
only a very few.— Hustler in Stoves 
and Hardware Reporter.

The Fall

Fall Painting.
This fall should prove a bonanza 

for the paint dealer. The weather 
has been unusually severe, the early 
spring was followed by frost and ex
cessive moisture, this in turn was 
followed by a very dry, hot summer. 
Nothing could be more destructive 
to structures which were not ade
quately protected.

The first dry, hot spell opened the 
pores of the wood so that the frost 
and moisture which followed pene
trated to the inmost depths; then 
came the hot, blistering summer. 
Wooden structures of all kinds will 
suffer more severely this winter than 
they have for many seasons if they 
are not sheathed properly.

Lay these facts before your trade 
and show them the great saving they 
will make by painting now before 
snow, ice and frost work further hav
oc on their property. The damp 
spring and early summer prevented 
and delayed painting in many parts 
of the country. Show them that paint
ing should and must be done now be
fore the damp weather commences.

Why Boys Are Brave.
To his teacher’s request that he 

give the class ideas on the subject ot 
“ Bravery,” little Johnny delivered 
himself of the following:

“ Some boys is brave because they 
always plays with little boys, and 
some boys is brave because their legs 
is too short to run away, but most 
boys is brave because somebody’s 
lookin’.”

Business Boosting Cam
paign.

Hardware dealers who want to se
cure more than their share of the fall 
trade will do well to at once give the 
matter thought.

The main thing is to think out 
some plan for getting extra attention 
for your store.

But don’t stop at thinking— put it 
into execution at once.

The autumn selling campaign 
should include a rearrangement, at 
least to some extent, of the store.

This should be done with a two
fold idea in mind:

1. To provide for the comfort and 
elfare of your customers with a

view to making your store inviting.
2. To give your best fall sellers 

conspicuous places so as to enable 
them, in a measure, to sell them
selves.

This matter of store arrangement 
is something that too many hardware 
dealers overlook, and as a result their 
establishments are not much more 
than large rooms cluttered up with 
an endless variety of things in any
thing but attractive disorder.

Neatness should be the first law 
of every mercantile establishment.

Arrange things so that the custom
er will find it an easy matter to get 
about and to locate without asking 
the proper counters at which to buy 
things.

After neatness and convenient ar
rangement comes the question of spe
cial decorations.

This should not be neglected, espe
cially since it is so easy for a hard
ware store to look dirty and dingy.

The fall season offers many oppor
tunities for picturesque and colorful 
decorations. And there is no end to 
the materials that Nature offers with 
which the work may be done— the 
ripened corn, pumpkins, richly color
ed leaves, etc., all can be used to 
good advantage.

In the first place decide on what 
you are going to do to get people 
started your way.

If you are going to make special 
inducements on a few leaders decide 
on what leaders and what induce
ments.

Remember in this connection that 
you want to make it worth while.

The next thing is to have your help 
thoroughly instructed as to the de
tails, so that when customers come 
the clerks won’t act as if they did not 
know there was anything special do
ing.

Get them interested and be sure 
that there is no misunderstanding as 
to prices.

Especially instruct them about sell
ing other lines than the leaders— that 
is where the big profit is for you.

If your newspapers have a suffi
ciently large circulation it will pay 
tc use them.

But you can be certain of reaching 
those you want to interest by send 
ing out circulars— either deliverinL 
them at houses, sending them by 
mail or both.

If you deliver circulars by hand 
have them put in every farm wagon, 
wrap them up with all purchases, etc. 

You can do a great deal of busi
ness-bringing talking yourself, but 
there is a limit to your capacity and

the number of people to whom you j 
can address yourself. Let window 
and store cards relieve you of some 
of the work.

Above all do not be stingy with 
your cards. Use a large number and 
change them frequently.

Make use of your show windows. 
They are the cheapest and most ef
fective advertising medium you 
have. You are losing money if you 
neglect them.

Use price cards on everything. 
These need not be fancy but should 
be legible.

In the case of special displays ex
planation cards should be used. These 
should be short, crisp and right to 
the point.

Any time that you take more than 
ordinary pains with a window display 
or have an educational exhibit (such 
as old guns, etc.) ask the newspaper 
reporter to pass judgment on it and 
give you a little news mention of it.

It always pays to get on the 
“blind” side of the newspaper men 
and it is easy to get some good free 
advertising if you use a little tact.

W e have  re c en tly  pu rchased  a  la rge  am ount 
o f m ach inery  fo r th e  im provem ent and b e t te r 
m en t o f ou r E le c tro ty p e  D epartm en t and a re  
in a  position to  g ive th e  p u rch ase r o f e le c tro 
ty p es  th e  ad v an tag e  o f any o f th e  so-called 
new p ro cesses  now being  advertised . O ur 
p rices  a re  c o n sis ten t w ith  th e  serv ice  ren
dered . Any of our custom ers  can  p rove  it.

Grand Rapids Electrotype Co.
H. L. Adz't, Manager Grand Rapids, Mich
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As the sturdy oak grows—slow and sure—with its roots 
deep seated, prepared for storm or drought so the 
house of BROWN & SEHLER Co. has grown.

*[ Every year a little bigger than the one before— every month 
a little larger than the corresponding month of the preceding 
year (nothing phenomenal)— just the old customers retained 
and new ones added.

sr For more than twenty-five years we have forged steadily ahead 
and we feel our success in large measure is due to two main 
facts:

«r First: That we are fair to our business. Second: That we 
give to our customers a service that morey cannot buy a 
service based on these years of uninterrupted study of our 
particular line of work.

mt Jf you are not one of our several thousand customers whom 
' we annually sell and want to get in among the prosperous, 

just ask our representative about it when he comes to your 
town on the Trade Extension Excursion. He’ll make it 
interesting for you.

Brown &  Sehler Co. Grand Rapids, Mich.
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CUTTING OUT A FAIR.

W hy This One Would N ot Stay Cut 
Out.

»Vritten fo r  th e  T rad e sm a n .
‘‘Speaking of fairs,” said the trav

eling missionary in the white goods 
line, as he stretched his long legs 
over a chair and lighted a cigar 
which he had won from the hotel 
clerk, “ speaking of fairs, this man’s 
town came pretty near not having 
one five or six years ago.” '

“This man’s town,” observed the 
shoe salesman, in a sarcastic tone of 
voice, “is the home of the Fair. This 
is where the first fair ever thought 
of was held. This is the original fair 
burgh. A Fair was held here before 
the water was put in the river. They 
moved the river over from the next 
county so as to water the stock at 
the Fair. When you talk about this 
town coming near losing a Fair you 
are off your trolley. Also you belong 
to the club originated by Teddy.”

"If it’s a story, let him tell it,” 
broke in the sugar missionary.

“This, me children,” continued the 
white goods man, “is a true tale I can 
show you the record of it in a 
book.”

“Then we’ll read the book,” snort
ed the shoe man.

“ For the benefit of those among 
you w*ho are unable to read,” the 
white goods man went on, “ I’m going 
to relate this story. Any person not 
a member of the order will retire 
now. Once upon a time— ”

The shoe man made advances to 
the clerk's white bull dog and point
ed the white goods man out to him. 
The white goods man had met a cus
tomer that day who was about to 
make an assignment, and he knew 
that the bull dog couldn’t give him 
any worse time than future bankrupt 
had, so he went on with his story.

“ Once upon a time the merchants 
of this town met in special session of 
the Board of Trade and discussed the 
coming Fair. It was a secret session, 
but I know a man who is second 
cousin to a man who knows the jani
tor and so I can tell you what was 
said and done.”

“ How many years are supposed to 
elapse between each act?” asked the 
shoe man, with a yawn.

“The meeting opened with a kick 
on the President of the Fair Asso
ciation and then the members of the 
Board of Trade went on down the 
list, giving the rest of the officers 
to utter damnation and the foolish 
house.

“ It was the concensus of opinion 
that the Fair wasn’t such a much 
anyway, also the following reasons 
were given why it would never get 
out of debt, or be of any benefit to 
the town, to-wit:

“ It was always held too late in the 
fall. The really, truly Fair, the one 
to line the pockets with mazuma, they 
said, must be held later, when it was 
cold enough to call for winter cloth
ing. People were not ready to bu> 
when the local fairs were held.

“There was always a willful disre
gard of business men at the Fair. 
Merchants, they said, often were ob
liged to buy tickets for their cousins 
and up-country relatives and custom
ers, and this after paying one round

dollar for a space twenty feet long tailers that, taking railroad reports as
in art hall. They reasoned that the 
business men of the town ought to 
have all the free admission tickets 
they wanted.

“ The races and other attractions, 
they said, lured the people away 
from their exhibits on the big days, 
and the expense of exhibiting was 
increasing each year, as the displays 
had to be made more and more at- 
ti active.

“ I don’t know howT many other 
reasons there were,” continued the 
white goods missionary, “but I think 
the man who counted them said 
there were nine hundred and ninety- 
nine of them, all perfectly satisfac
tory to the merchants. As I have 
said, this was a secret meeting of the 
Board of Trade, and the officers of 
the Fair Association, not being mem
bers, did not know how they were 
getting the boot, so they went mer
rily on their way, getting out a pre
mium book, fixing up purses for the 
races and in other ways arranging 
to bring a couple of hundred thou
sand dollars into the town in the 
fall.

“The plot showed in all its glaring 
wickedness when the Secretary of the 
Association went around for the ad
vertisements for the premium book. 
The retail men didn’t have time to 
talk with him. The proprietors of 
the stores put it over to Diggs to see 
about the Fair advertising and Diggs 
was never in. The Secretary cut the 
retailers out and went to the whole
salers and manufacturers. Although 
these men would profit less by the 
Fair than any other class of busi
ness men there, they came down 
handsomely and, with the hotels and 
theaters, filled up the book.

“The Secretary saw that some
thing was wrong, but he kept right 
on plugging. When he came to the 
work of selling space in art hall he 
foundout what the trouble was. K. 
K. Knuitt, a department store man 
who had always exhibited, turned him 
down, and the others followed their 
leader. There was nothing doing.

“ K. K. Knuitt finally told the Sec
retary what the matter was and fur
ther informed him that the Fair 
would be permitted to run without 
the aid of the retailers for one year. 
The Secretary answered him thus: 

“The Fair is held just at the right 
time in the fall to secure the best 
farm and orchard exhibits, and also 
to get the best racers and the largest 
attendance. Later fruits and vegeta
bles are not in the best shape for ex
hibit, the best horses are out of the 
State on a Southern circuit and the 
weather is too cold and uncertain for 
people to venture out to a Fair.

“The merchants who exhibited 
were given tickets of admission for 
themselves and for their help. If 
they wanted to pass in all their cus
tomers free because they paid a dollar 
for space the Fair ticket office might 
as well be closed.

“ It was the races and other attrac
tions which brought the people to 
the Fair grounds and the way to keep 
them interested in private exhibits 
was to make the exhibits worth see
ing.

“Also the Secretary showed the re

true, the Fair, the previous year, 
brought seventy-five thousand people 
to the city. That is the travel on 
the roads was that much in excess of 
the previous week. He argued that 
each person brought in would spend 
an aevrage of three dollars, making 
a total of $225,000 brought to the 
town by the Fair. This money, he 
said, would filter through the hands 
of first receivers and enter all chan
nels of trade. But the retailers stuck 
to their grouch and turned the Sec
retary down with great glee. You see, 
me children, they were making a play 
for enough favors from the Associa
tion to pay them for all the expense 
of making exhibits.

“ Well, the Fair officers decided that 
they could not afford to place $225,- 
000 in unwilling hands. They con
cluded that there wouldn’t be much 
of a Fair if the retailers bucked it. 
They were agreed that Art Hall 
would look pretty punk without the 
big firms in it. So they sent a circu
lar letter to all the merchants say
ing that the Association would hold 
no Fair that year unless Art Hall 
was filled with displays. The money 
which had been brought into town 
by,the previous fairs, they said, might 
have helped business and it might 
not. The dealers did not appear to 
think it had, so this year it would be 
passed on to the State Fair.

“The officers of the Association 
hated to do it, but they had worked 
for the Fair for ten years without 
pay and were perfectly willing to let

the whole thing slide, although they 
had got the Association out of debt 
and fitted the grounds out with a lot 
of new buildings. There wasn’t one 
of them who had not lost money by 
reason of his connection with the 
Fair, and, as I have already stated, 
they were all ready to quit.

“ One of the hardest kickers on the 
Fair was this man K. K. Knuitt One 
day he went to bank to secure the re
newal of paper there. It chanced 
that the President of this bank was 
deeply interested in the Fair. Knuitt 
asked for a renewal until the last of 
September, saying that money be
came more plenty in the city about 
that time.

“ ‘It won’t this year,’ said the Pres
ident. ‘The Fair has been bringing 
close on to a quarter of a million in 
currency here every year, but there 
is to be no Fair this fall. W e shall 
miss all that money.’

“ ‘That is a bluff,’ said Knuitt. 
‘They will hold the Fair, all right. 
There is some graft in it somewhere 
and you couldn’t hire them to pass it 
up for one year. We will be able to 
take up that paper after the Fair gets 
around to us.’

“ ‘Well,’ said the President, ‘we 
can’t renew on any such slim chance. 
There will be no Fair here this fall 
unless you retailers change your atti
tude, you may be sure of that. You 
would better see the Chairman of the 
Finance Committee about that paper. 
It will be due to-morrow.’

“The next day a printer rushed at 
Knuitt with the statement that he
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had been disappointed in the Fair 
book and would therefore take on the 
store catalogue at an earlier date.

“ ‘What’s the matter with the Fair 
work?’ asked Knuitt.

“ ‘They have withdrawn the copy,’ 
was the answer. ‘There is to be no 
Fair this fall. That same d'ay Knuitt 
met a patron from up North who us- 
ually left about $500 with him Fair 
week. He took the customer by the 
coat collar and asked him to bring 
his wife down and stop at the house 
when he came to the Fair. The up- 
country customer informed Knuitt 
that there was to be no Fair that 
fall in that town and that he was 
going to the State Fair and do his 
buying there.

“Was there a Fair held that fall? 
You know it. I have reliable infor
mation to the effect that the retailers 
fell over each other getting space at 
a dollar a front foot in the big ex
hibit buildings, and that the premium 
list was double the usual size when 
it came out, on account of the rush 
of advertisements at the last minute. 
That is how near this man’s town 
came to going without a Fair one 
year.”

“ I don’t believe it,’ said the shoe 
man.

“ Well,” said the hotel clerk, “you 
may take it from me that the hotels 
hustled around that fall to get the 
merchants in line. The idea of let
ting all that money go to the State 
Fair.”

“And so, me son,” observed the 
missionary in white goods, “you see 
that there are people who have to be 
taken and locked up in the dark for 
their own good.”

Then the ’bus backed up to the 
door and the session was off. But 
the story told by the missionary was 
a true one, and it might be a good 
thing to spread it around to retailers 
who kick on spending a dime to get 
ten dollars. Alfred B. Tozer.

An Ill-Used Man.
“ Sir,” he began as he entered the 

police station and stood before the 
officer at the desk, “ I desire to file a 
complaint.”

“O f what nature?” was asked.
“I want to march with the labor 

parade and they refuse to let me.”
“Um, I see. You are a tramp, I 

take it?”
“ I have been for the last twenty 

years.”
“And do you suppose the work

ingmen want you in their ranks?”
“ Isn’t the day and the parade sa

cred to labor?”
“O f course, but— ”
“Then I want a place in the show. 

Talk about labor, but I ’ve done more 
work in the last twenty years than 
any three carpenters put together. 
See this old hat? Took four weeks 
of talking to get it. See these old 
shoes? Six weeks of talk. See the 
old suit? Been a whole year getting 
it together. I shall want some sort 
of an overcoat this winter, and I’ve 
got to talk from now to Christmas to 
get it. Say, now, if you don’t want 
to discourage a hard-working, indus
trious man go ahead and get me in
to the parade, and I’d like to carry 
the banner inscribed, ‘W e Never 
Tire.’”

What Stalled His Motor.
A small, quiet, but sorrowful, if 

not disgusted man sat by the side 
of a medium-sized automobile drawn 
out of the road as a large touring 
car came along, driven by a man 
with an interrogatory aspect. The 
man in the touring car had seen that 
auto every time he passed that day, 
so he slowed up and leaned over. 

“ How long have you been here?” 
“Several hours.”
“ Can’t you find out what the mat

ter is?”
“ No.”
“ Inlet valve all right?”
“Yes.”
“Trouble with spark plug?”
“Think not.”
“How are your batteries?”
“O. K.”
“ How’s your commutator?”
“Great.”
“ Perhaps your worm gear is clog

ged.”
“No; not at all.”
“ Got any gasoline in your tank?” 
“Plenty.”
“ How about your circulation? 

Cylinder isn’t bound, is it?”
“No. sir.”
“Tires seem all right?”
“Never better.”
“Well, maybe your vibrator isn’t 

adjusted’”
“That’s all right.”
“ Have you looked at your car

buretor?”
“Yes.”
“How about the cam shaft?”
“ Gi and.”
“ Have you tightened your connect

ing rod, examined your clutches and 
gone over the differentials?”

“ Yes, sir.”
The man in the touring car paused 

a moment, and then, looking at the 
stranger by the roadside, said at last: 
IWbat’s the matter with that ma
chine of yours?”

“There isn’t anything the matter 
with this machine; but since noon my 
wife has been in that house over 
there kissing her sister’s first baby 
good-by. When she gets through, if 
you are not more than a thousand 
miles away and will leave your ad>- 
dress, I will telegraph or cable you 
the glad news.”

Hunter and Hunted.
A near-sighted sportsman strolled 

into a little hotel on the shores of 
Loch Carron and complainingly said: 
“Just seen a seal, shot at it three 
times and missed it each time.”

At dinner an hour later he sat next 
to a tourist who had a bandage 
around his head.

“Had an accident?” asked the 
sportsman.

“Accident,” growled the other. “At- 
temtped murder, you mean. I was 
having a bath about an hour ago, 
when some lunatic with a gun fired 
at me three times from the shore 
and shot part of my ear off. I don’t 
know why such animals are allowed 
out without a license.”

Then silence reigned supreme.

The man who finds fault with the 
decalog has usually barked his shins 
on it.
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i l  I f
HHE COM M ERCIAL TOVVELE

Optimism Most Contagious Thing in] 
the World.

Second Paper.
Talking points once prepared 

should be put in the most convenient 
shape to be utilized by the salesman. 
A small book is most favored, being 
handy, compact and easily available 
at those odd times which every sales
man has. While there is no doubt 
that talking points can be advan
tageously committed to memory by 
hearing them repeated, so that the 
salesman gains the proper emphasis 
and inflection which so often is a 
necessary part of their efficacy, yet, 
when this is impracticable, the sales
man can get an efficient command of 
his points from his list. Indeed, the 
list has advantages over the oral 
method. It has no mannerisms—  
makes no grammatical errors and is 
economical of the salesman s time. 
After the talking points have been 
committed there is no need for slav
ish adherence to the exact words of 
the book. The salesman will com
monly use the points exactly as 
printed for some time. Then he will 
unconsciously adapt them to his hab
its of speech and thought until they 
are suited to his style.

then diplomatically set yourself to 
the task of tearing down his argu
ments. This method is far more ef- 
efctive than attempting to prove di- 
rectlv that he is mistaken.

It is not all of objection-answering 
to wait until the objection comes up 
and then apply the answ'er. In an
swering an objection link with it a 
conceded or unanswerable statement 
concerning what you have to sell. 
This is known as “ coupling,” and is 
a resource which, when judiciously 
used, is most effective.

Aside from the great value of talk
ing points in actually enabling the 
salesman to sell by their means, the 
confidence which even a small list of 
“objection answers” give the sales
man is perhaps the strongest argu
ment for their use.

He may just want to find out if you 
are made of the “sterner stuff,” and 
judge your proposition accordingly. 
Make your prospect “ forget it.” These 
spontaneous utterances are often no 
more tangible reasons than “ Be
cause— ” the person could not think 
of anything else to say on the spur 
of the moment. When such noises 
strike your ear, therefore, do not for 
a moment imagine you see your fin
ish— that there is no chance of an or
der here. On the contrary, these are 
often the very people most easily per
suaded. It will require patience—  
that goes without saying— but there 
is no cause for alarm. You can gen
erally tickle a person's vanity and 
win his favor by admitting (if he 
makes a point that can not be dis
regarded) the truth of his reasoning;

If you become discouraged and 
talk “hard luck” and look “hard 
luck;” if you speak in a “down-in-the- 
mouth” sort of fashion, as if you im
agined you were begging; if you an
ticipate refusal and invite defeat, you 
will get what you deserve every time 
— a “turn-down.” But. fortunately, 
the rule works both ways. Confi
dence in yourself— that’s old, but its 
usefulness will never wear out— and 
confidence in your magazine, the 
feeling that you are not asking any 
favors; the conviction that you are 
offering a first-class business proposi
tion that is worth anybody’s time and 
attention, a magazine worth any
body’s money, and especially the 
money of the prospect before you—  
these things should be written all 
over your face. If you will only wear 
them— not forgetting the all-impor
tant smile of prosperity (“the smile 
that won’t come off”), and displace 
that “ Please, won’t you subscribe?” 
look by the cheerful, never-failing 
“ Why, of course, you’ll subscribe!” 
look, subscriptions are bound to roll 
in lively. They can not do anything 
else.

People really do not want to pass 
up a good thing. Show them that you 
have a good thing, and that your 
big business among the best class 
proves it. Everybody likes to pat
ronize a prosperous person. There
fore, talk and look prosperous. A l
most everybody wants what some
body else wants. Therefore, tell peo
ple how many of their influential 
friends are subscribing. You can af
ford to spend the first day or two 
(or even a longer time— depending 
on the size of the town) in securing 

¡several influential names with which 
to head your subscription list, for 

I they often carry more weight than 
¡the most logical arguments. You will 
be surprised to find how many peo
ple will say, “Well, if Dr. Brown 
took it I guess you can put me down, 
too;” or, “If Mrs. Smythe subscrib- 

I ed, I’ll have to have it.” After all, it 
only emphasizes the fact that the fac
ulty of imitation is universal. We 
may boast of our independence as we 
will, yet we can not escape from the 

¡influence of those about us. None of 
us can truthfully disclaim the inborn 
inclination to imitate— the tendency 
to do the things our neighbors do—  
in the vernacular, “to follow the 
crowd.” A wise canvasser uses this 
to his profit.

Indecision on the part of your 
prospect kills many orders. Therefore, 
help him to decide and decide quick
ly. It is poor policy to let a pros
pect “think it over.” The more he 
studies about it the more he hates to 
part with his money— he thinks of 
so many other things that the money 
will buy.

Don’t suggest half a dozen periodi
cals and then scatter your arguments 
all over creation. Take your pros
pect’s measure before you attempt to 
fit him. Find out his tastes and em
phasize most what he likes best. You 
do not need to exaggerate— the sim
ple truth, clear, logical, concise, back
ed by zeal, by individuality, is strong, 
convincing, unanswerable. Do not 
drift; C O N CE N TR A TE ! Stick to 
your subject and your object, too. 
Don’t put off— “to-morrow” will nev
er come. You can not afford to 
waste too much time on “ call-backs.” 
The time to close your order is 
NOW ! The chances are ten to one 
in your favor in the first interview. 
Why let a man’s interest wane be
fore finishing the job, when a climax 
at the first interview will carry him 
along and win you the order? If you 
leave a man without “closing,” is it 
riot reasonable to suppose that he is 
likely to allow some objection (which 
you will not be there to answer) to 
make him so prejudiced as to render 
his mind impervious to further argu
ment? There are exceptions, of 
course, but, as a rule, one cash sub
scription is worth more than a doz
en half-promises with as many “ifs” 
attached.

Be firm. A readiness to acquiesce, 
to retreat, to surrender— these are the 
tactics of the weakling and the fail
ure. Do not forget that determined 
ncompetence wins more fights (more 

orders, if you please) than faintheart
ed genius. Dare to make a stand—  
your cherished goal lies just ahead. 
Without the calm, subtle, command
ing presence of one master of him
self— which spells master of the situ
ation— you can not expect it— it is un
reasonable to expect— others to be- 
live in you or your goods. Your 
stock will pass at market value and 
since you are the trade-mark, it is 
you who stamps the value on what 
is to be sold. Do not apologize. Do 
not compromise. Do not listen. 
T A L K ! With unwavering resolution 
strike your blows straight from the 
shoulder. You do not want charity, 
consequently you do not have to ask 
for subscriptions just to “help you 
along.” Your object, your duty, is to 
take subscriptions, to make all you 
can out of this business, legitimately 
and conscientiously, and, incidental
ly, to help the subscriber along.

Just as surely as doubt creates 
doubt and fear provokes fear, just so 
surely does confidence inspire confi
dence, enthusiasm create enthusiasm, 
interest produce interest. Optimism is 
the most contagious thing in the 
world. If you believe in yourself 
others will believe in you. If you 
believe in your magazine others will 
believe in your magazine. If you are 
interested you can interest others. 
And here is the keynote of a suc
cessful canvass —  IN TE R EST. You

need not expect to sell a person 
something in which he is not inter
ested. People do not purchase things 
merely as an accommodation. First, 
then, interest your prospect. Show 
just how the magazine will do him 
good. Create so strong and genuine 
a desire to have the magazine as to 
sweep away all obstacles.

F. H. Hamilton.

Time and Place.
“ You have heard of Lake George?" 

queried the boot and! shoe drummer 
as he roused out of a reverie.

“ For sure,” was the answer.
“ It Avas there.”
“What?”
“The last two weeks in August. On 

the 23d of the month I was out fish
ing.”

“Just so.”
“At 11 o’clock in the forenoon I 

had a nibble. It was followed by a 
gigantic bite.”

“And you pulled in a — ?”
“ I played him for exactly one hour. 

He was a pickerel. He weighed 660 
pounds.”

“ Come off!”
“At 12 o’clock noon, on Lake 

George, County of Warren, State of 
New York, that pickerel broke ray 
line, ran ashore and Into the woods. 
T followed him for two miles and 
then lost his trail.”

“And what else ” was asked after 
a long silence.

Eut there was nothing more. The 
drummer who is worth his salt knows 
when to leave well enough alone.

The sense of the sinfulness of the 
world is often only the feeling that 
every one must be sick because I do 
not feel well.

Nothing will cure your own spirit
ual ailments quicker than care for 
another fellow’s real needs.
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A W ISE DRUG CLERK.

He Thought Himself Competent to 
Diagnose Disease.

Now and then one hears of a fatal
ity caused by a drug clerk giving out 
a poison instead of a remedy, but 
such instances are rare. As a rule 
the modern druggist is capable and 
careful. He does not put up pre
scriptions without knowing exactly 
what he is putting into them. When 
the increased volume of business is 
considered, it is remarkable that so 
few errors are made in drug stores.
The percentage is very much smaller 
than it was a few years ago.

In fact, the peril in the drug stroe 
is not that the druggist will make a 
mistake. It is, rather, that some am
bitious clerk will try to turn doctor 
and diagnose disease, and so punish 
patrons by sheer vanity, which is 
fully as harmful a quality as ignor
ance. Most drug clerks are perfectly 
willing that the doctors should do 
all the prescribing, but occasionally 
a new one wants his friends to be
lieve that he is a little wise man on 
runners, and trouble is likely to re
sult from it. Of course these clerks 
do r.ot intend to harm any one. They 
are asked what will cure certain dis
eases, what certain symptoms indi
cate, when such questions which 
ought to be put to a doctor, and they 
are too vain to admit that they do not 
know.

For the benefit of such clerks, it 
may be well to relate an experience 
in an up state drug store not long 
ago. A lady entered the store accom
panied by a boy of perhaps ten years. 
The boy was suffering and the mother 
was anxious. The clerk was sympa- 
thetc, honestly so.

“ I don’t know what is the matter 
wffh this child,” said the mother. “ He 
seems to ache all over, and never 
gets hungry any more. You konw, 
she added, with a forced smile, that 
there is something serious the matter 
with a boy when he doesn’t want to 
eat.”

“W hat’s he been doing?” asked the 
clerk, ready to take the case at once, 
although Dr. Dee, one of the ablest 
physicians in the State, was standing 
back by the prescription department.

“ I don’t know of anything he has 
been doing, except playing out in the 
early morning dew,” was the reply. 
“A few mornings ago he came in 
with his feet wet, and had something 
of a chill.”

“That’s easy,” said the clerk. “Ma
laria! What he needs is quinine. A 
few doses will fix him out all right.

Dr. Dee, listening to the conversa
tion, stepped forward and was at 
onec greeted by the woman.

“Why, Doctor,” she said, “ I’ve just 
come from your office. T want you to 
tell me what is the matter with this 
boy.”

“The ‘clerk prescribes quinine,” 
laughed the doctor.

“I thought it a touch of malaria,” 
said the clerk.

“You may be right,” said the doc
tor, not wishing to ¡hurt the feelings 
of the clerk. “ Quinine may be just 
the thing. Get it and come back to 
the office with me.”

At the office the doctor examined 
the boy very carefuly. He found the 
joints stiff and sore, and the stetho
scope revealed inflammation in the 
lining of the heart and its valves. The 
tonsils were inflamed.

“ Rheumatism!” said the doctor.
“What do you mean by that?” ask

ed the astonished mother. “How can 
a child like that have rheumatism?
The clerk said it was malaria.”

“About the only thing that brings 
genuine malaria,” said the doctor, “is 
the sting of an infected mosquito. 
This boy has rheumatism in the 
synovial membrane, and his heart is 
affected the worst.”

“ Is that serious?” asked the moth
er, anxiously.

“ Yes, it is. If you had given the 
boy quinine only, he might have died 
at any time with heart failure.”

“ I’ll give that clerk a piece of my 
mind!” stormed the lady.

“The clerk wanted to do you a 
favor,” said the doctor. “He gave 
you the best information he possess
ed on the subject. He didn’t know 
aynthing about the case, and he lack
ed the moral coiirage to admit it. One 
fool friend often does more harm than 
a dozen open enemies could do. You 
are yourself to blame. You shouldn’t 
have asked him to diagnose the case.”

“ I should like to know what drug 
clerks are for!” exclaimed the lady.

“They are designed to keep medi
cines, drugs, soda fountains, souvenir 
post cards and toilet articles in stock, 
and also to compound chemicals,” 
replied the doctor, with a smile, “and 
not to ascertain from symptoms the 
true nature and seat of a disease.” 

“That young fellow might have 
murdered my boy,” said the mother.

“ Yes, out you shouldn’t have asked 
him to diagnose the disease. If you 
wanted to know the hour, you 
wouldn’t ask a person who couldn’t 
tell the time of day, would you? If 
you wanted to know about a certain 
book, you wouldn’t ask a man who 
couldn’t read? Well, this clerk knows 
no more about disease than a cat 
knows about the thirty-nine articles.
I shall ask the proprietor to warn 
him against prescribing, and that is 
about all that can be done. If he 
does it again he will be discharged 
not becuse he is competing with the 
doctors,” the physician smiled, “but 
because he is likely to do great harm 
to the patrons of the store.”

The woman went away with reme
dies provided by Dr. Dee, and the 
latter turned to the man who had 
followed on from the drug store to 

ee what the termination of the mat
ter would be.

“That is the one fault of that drug 
clerk,” he said. “He is too ambitious 
to be thought wise. He hasn’t got 
his college manners knocked out of 
him yet. Now, if he had taken the 
notion that the boy had rheumatism 
he would probably have sold the 
woman some compound composed 
principally of opium and salicylic 
acid, those being stock remedies for 
the disease. The dope would have 
affected the stomach, and would have 
thrown more work on the crippled 
heart The boy might have died

from the effects of half a dozen 
doses.”

“All of which goes to show,” the 
visitor said, “that the young drug 
clerk is  a poor substitute for the 
family physician.”

“ Exactly,” was the reply. “The 
drug clerk has no business to pre
scribe at all. It is his business to 
know the chemistry of drugs, not the 
symptoms of disease. A good drug 
clerk can often advise a customer, 
but be ought to be very careful about 
that.

“I know a druggist in a Southern 
Michigan town who is a universal 
encyclopedia for all the ladies in 
town. They read prescriptions in the 
newspapers (published at advertising 
rates) and fly at once to Vick with 
the clipping in their hands.

“ ‘Would that be good for the 
hair?’ they will ask. Or, ‘will that 
be good for the complexion?’ Or, 
‘what is the best thing to take for a 
cough?’ But Vick is wise, and does 
not prescribe. If the remedies to 
which his attention is called are 
standard ones he says so, and that is 
about all. If one of the ingredients 
of the proposed prescription, cut from 
a newspaper, costs sevetny-five cents 
or a dollar and all the rest cost fif
teen cents, he sometimes tells his 
customers that the whole game is to 
sell that one expensive drug. Then 
he refers the customer to a doctor 
for an opinion as to the worth of 
the drug in question.”

“ I should think he would lose some 
sales by being so frank about pre
scriptions,” observed the visitor.

“ I presume he does,” replied the 
doctor, “but he keeps his customers 
and that is better than selling them 
for a dollar apiece. There is no busi
ness on earth in which confidence is 
more of a factor than in the drug 
trade. The druggist who has the 
confidence of the public is the man 

ho gets the trade. The dealer who 
will recommend anything in order to 
make a dollar sale, is likely to lose 
customers. He gets the dollar, but 
he loses a friend and patron, and 
these are worth more than one dollar 
per.”

The visitor suggested that all drug 
gists recommend patent medicines 

“ I do not think they do,’ was the 
reply. “They sell patent and pro 
prietory medicines, but they do not 
always recommend them. I don’t see 
how they can. I don’t see how th 
manufacturers can expect them to 
The druggist who is asked about 
certain remedy for rheumatism must 
know that there are many kinds of 
rheumatism, located in different kinds 
of tissue, and that what might be 

elpful in one variety is not the thing 
for another. If the clerk who pre
scribed for that boy had reached the 
conclusion that the pain resulted 
from neuralgia he would have pre
scribed one of the coal tar prepara
tions, and this with the knowledge 
that there are many remedies recom
mended for neuralgia, most of them 
less harmful in diseases of the heart 

“ Every day, perhaps a dozen times 
a day,” continued the doctor, “drug
gists are asked what to take for a

many causes, the question ought to 
be put to a doctor, and not to a 
druggist. Now, a cough is an indica
tion of an irritation in the air- 
passages, and is Nature’s effort to 
get rid of the cause, but this fact is 
ignored by those who ask drug clerks 
to prescribe.

“ Most of the cough remedies con
tain morphine, chloroform, or balla- 
donna, drugs which interrupt the 
cough mechanically by blunting sen
sibility. In other words, they para
lyze the muscles of the throat. The 
druggist has calls for such remedies, 
but he should rarely recommend 
them, for the cough may be the result 
of causes which he does not under
stand, and may result fatally if tinker
ed with. It is the same with diarrhea. 
The drug clerk is asked for a rem
edy every hour of his life, almost. 
The remedies usually given in pre
pared medicines are opium, tannic 
acid, camphor, and capsicum. These, 
too, block the system instead of re
moving the case, and death may fol
low. The patient should know what 
causes the trouble before asking for 
remedies, and the clerk should be 
sure that he knows, too. before sug
gesting anything.

“If I owned a drug store,” contin
ued the doctor, “ I would see that 
none of my clerks prescribed. It is 
too early. It endangers both life and 
trade! The honest druggist is the 
man that wins, and the one people 
can trust is the one who has the 
steady business. Sometimes a little 
money is lost by a warning against 
a certain prescription, but in such 
cases a friend is made— and a friend 
who will bring in other friends.” 

Believing the incident and the con- 
ersation which followed capable of 
nstrutting vain young drug clerks, 

it has been written down.
Alfred B. Tozer.

The Chicago Traveling Men’s As
sociation has been formed of travel
ing men representing manufacturing 
and wholesale houses in Chicago, to 
‘cultivate a closer acquaintance 

among its members, to promote the 
interests of traveling salesmen repre
senting Chicago firms, and to forster 
a spirit of loyalty to the general in
terests and welfare of their business 
and to the city of Chicago.” Henry 
A. Morgan, one of Chicago’s oldest 
traveling salesmen, is President of 
the Association.

C. G. Becker, formerly engaged in 
the drug business at Rockford, has 
accepted a position as traveling sales
man for Farrand, Williams & Clark, 
of Detroit. He left Monday for De
troit to get posted on his duties. He 
will make Rockford every two or 
three weeks.

A Port Huron correspondent 
• rites: John Eastman, who for a 
umber of years has been in the em

ploy of Robert Walsh, has accepted 
position as traveling salesman for 

the American Tobacco Co.

William D. Weaver (Clark- W eav
er Co.) is ill at his home with typhoid 
fever. He has been ailing for some 
days, but did not take to his bed un

cough. As a cough may result from'til last week.
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M ichigan B oard  of P h a rm a c y . 
P re s id e n t—W m . A. D ohany , D e tro it. 
S e c re ta ry —E d . J. R odgers, P o r t  H u ro n . 
T re a s u re r—Jo h n  J .  C am pbell, P igeon . 
O th e r  M em bers—W ill E . C ollins, O w os- 

so ; J o h n  D. M uir, G ran d  R ap id s.
N e x t M ee tin g —G ran d  R ap id s, N ov. 15, 

16 a n d  17.

M ichigan R eta il D ru g g is ts ’ A ssoc ia tion .
P re s id e n t—C. A. B ugbee. T ra v e rs e  C ity .
F i r s t  V ic e -P re s id en t—F re d  B ru n d ag e , 

M uskegon .
S econd V ic e -P re s id e n t—C. H . J o n g e ja n , 

G ra n d  R apids.
S e c re ta ry —H . R . M cD onald , T ra v e rs e  

C ity . _
T r e a s u re r—H e n ry  R ieche l, G ra n d  R a p 

ids.
N e x t M ee tin g —K alam azo o , O c to b er 4 

a n d  6.

funeral, together with Mrs. W. H. 
Scott, of Lansing, and a cousin, Rep
resentative Miles Furnas, of Indian
apolis. Mr. Scott is also survived 
by seven grandchildren and several 
uncles, aunts and cousins.

In 1881 Mr. Scott came to Howard 
City as agent for the Grand Rapids 
& Indiana and Detroit, Lansing & 
Northern roads. He soon demonstrat
ed that he was the right man for the 
place and instantaneously formed a 
great attachment for the town. With-

M lchlgan S ta te  P h a rm a c e u tic a l A sso c ia 
tio n .

P re s id e n t—E . E . C alk in s, A nn A rbor. 
F i r s t  V ic e -P re s id e n t—F . C. C ahow , 

R ead ing .
Second V ic e -P re s id en t—W . A. H yslop , 

B oyne C ity .
S e c re ta ry —M. H . G oodale, B a t t le  C reek . 
T re a s u re r—W illis  L e isen rin g , P o n tiac . 
N e x t M ee tin g —B a ttle  C reek.

GONE BEYOND.

Death of Stephen C. Scott, the How
ard City Banker.

S. C. Scott, one of the leading citi
zens and business men of Howard 
City, died Sept. 17 and was buried the 
following Tuesday. The following 
account of his life and business ca
reer appeared in the last issue of the 
Howard City Record:

Stephen C. Scott was born in White 
River township, Randolph county, In
diana. April 19, 1856, and was the 
eldest child of Miles and Sarah Ann 
Scott. Until 17 years old he lived on 
a farm, working thereon with his fa
ther and brothers summers and at
tending district school winters. At 
the above age h 
Ind., where he worked for his board Jan interest in 
and lived with an uncle and learned the Hathaway 
telegraphy. His first assignment was after became • 
given him by the Grand Rapids & office hours at 
Indiana Railroad at the Bridge street 
station. Grand Rapids, and he was 
next sent to Reed City. Later he 
was for several years stationed at 1 his interests 
Big Rapids, holding responsible plac- late into tin 
es at both stations in that city. Here 
on Christmas day. 1878. he wedded'
Miss Bella Munn, who survives him. 
and their home life had been a singu
larly happy one. They were blessed 
with six children five daughters and 
one son: Mrs. J. B. Haskins, Mrs. C.
G. Larry. Mrs. Earl Morgan the 
Misses Margaret and Catherine Scott 
and Charles Scott. All reside in 
Howard City with the exception of 
Mrs. Morgan. Charles spend's the 
greater part of the time at the 
O ’Donald. Scott & Voss farm, near 
Luther.

Mr. Scott also leaves two brothers,
E. W. Scott. Syracuse, N. Y., W. H.
Scott, of Lansing; one sister, Mrs 
Calvin White

S. C. Scott

in a short time he became identified 
with many of the important interests 

went to Portland, | of the village and in 1886 purchased
what was known as 
drug store and soon 
lie proprietor. After 
the station he would 

go to the store and do the day’s 
book-keeping and stock buying and 
in other ways personally looked after 

Oftentimes he worked 
tight in this way, but 

he won a start financially through 
this diligence and on March 12, 1890, 
sold the City drug store to Hal M. 
Gibbs, then of Birmingham. Mr. 
Scott was a registered pharmacist 
and has ever since kept up his papers 
each year.

On January 1, 1895, he became as
sociated with Richard H. O ’Donald 
in a partnership which took over the 
private bank which Norman W. 
Mather founded in 1872. Ever since 
Messrs. O ’Donald and Scott have 
been side by side and they found 
their co-operation proved an ideal ar
rangement. They built up the bank 
until at the present time it is re- 

Igarded' as one of the strongest am 
Winchester, (most ably managed private banks in

and conscientious in the performance 
of his duties and looked upon the re
sponsibilities as a sacred' trust to be 

i safe-guarded at every point. How 
well he succeeded is best testified to 
by his most intimate business asso

ciates. In the course of business the 
affairs of innumerable estates were 
entrusted to his care and he has al- 

| ways borne the burdens of the com
munity to an extent never equaled by 
any other one person in this sec
tion. He was the friend of all class
es, a sound advisor, an able advocate 
and honest trustee. Fearless in the 
performance of his duty as he saw 
it, naturally offers of political prefer
ment came to him at various times, 
but to these appeals he was deaf, pre
ferring to serve the public in the ca
pacity of private citizen. He was 
years ago connected with village af
fairs, serving as village President and 
Councilman and was for several 
years a member of the local Board of 
Education. The past ten years he 
devoted absolutely all of his time 
to his business and his family He or
ganized the Howard City Resorters’ 
Association, which has built up an 
ideal summer colony at Whitefish 
Lake and always loved to spend 
some time at his cottage on the shore 
of this lake each season. He was 
also for years a leading spirit in the 
old Pastime Club.

About five years ago it became ap
parent that his health was breaking 
and while he was afforded temporary 
relief at various institutions, he knew 
his case better than most physicians 
and during the last six months, while 
his strength failed steadily, he kept 
on unerringly attending to the clos
ing up of many affairs in order that 
no matter whether he regained his 
health or another outcome resulted he 
would have his accounting properly 
balanced with the world.

Much as a book-keeper closes the 
ledger at the end of a busy season’s 
activities Mr. Scott’s lifework had 
written on the scroll, “ It is finished,” 
as the week-end approached. His 
passing came with an awful shock to 
his friends both here and abroad, 
but they contemplate with satisfac
tion the splendid things achieved d<ur- 
ng an unusually busy and brilliant 

span of years which mark his career. 
None has uttered a word since his 
passing but to praise; his actions dur
ing life stood out stronger than any 
mere monument of acclaim.

As a mark of the esteem in which 
Mr. Scott was generally held all 
Howard City business places were 
closed Tuesday afternoon by order of 
Village President Claop. Mr. Scott 
was an early President of the village 
and for several years served on the 
Council and was always greatly in
terested in local affairs. He also 
helped found the Board of Trade and 
gave much time and thought to the 
upbuilding of home town interests.

The banquet will be at the Hotel 
Rickman on Tuesday evening. There 
promises to be a large attendance and 
it will be well if the druggists write 
early for hotel reservations. A  card 
to F. J. Maus, Kalamazoo, will be 
promptly attended to. The election of 
officers will occur at 10 o’clock a. m. 
Wednesday.

Article II of the constitution read's 
as follows: “The objects of this As
sociation shall be to improve the 
business conditions of all druggists 
and pharmacists by all proper meth
ods.” Brother druggist doesn’t this 
interest you? Twenty new names for 
membership have been received in the
past few days. C. A. Bugbee.

Doing It Differently.
“ Little things,”  says the National 

Druggist, “count at the soda fountain, 
and it is a mistake to get into a rut 
and be content to do everything just 
as your competitor does it. People 
love novelty and are always attract
ed by variety. Try to get up some
thing different. If you can find a 
peculiar and attractive shape of tum
bler buy a few of them and put them 
into service. A  drink tastes better 
from a nice glass. I saw a druggist 
the other day who had a big earthen 
bowl on his soda counter; in the 
center of this bowl was a block of 
pure ice; surrounding this block and 
half buried in chipped ice were about 
a dozen steins. The druggist was 
serving root beer from these chilled 
steins and was doing a roaring busi
ness. The entire outfit on his coun
ter did not cost over ten dollars. It 
looked cool and the very sight of it 
made one thirst}'. It was something 
different. It caught the eye instantly 
and held1 the attention of every one 
who entered the store.

‘‘ I ordered a glass of root beer, 
drank it from a cold stein and it 
seemed to taste better than any root 
beer I had ever tasted. But it was 
not. It was just the same root beer 
on sale at any drug store. I went up 
the street six blocks and ordered an
other drink of root beer in another 
drug store. The druggist served it 
in an ordinary tumbler; it was good 
root beer, but after my first experi
ence I didn’t care for it. The other 
druggist had captured my imagina
tion and the imagination of hundreds 
of passers. They think he has the 
best root beer in that neighborhood, 
and the natural inference is that his 
entire line of soda water is the best. 
At any rate, he is getting the trade.”

It’s no use preaching 
if you live in the fog.

on sunshine

He can not attain greatness who 
can not admire it.

Good Things in Store at Kalamazoo.
Traverse City, Sept. 27— The pro

gram for the meeting at Kalamazoo 
is being mailed this week. One of 
the good things for Wednesday aft- 
r n '  on will be an address by one of , 
Chicago’s veteran druggists, Wilhelm 
Bodeman. It is safe to say that j

Ind.. all of whom were here for the | Michis Mr. Scott was very active every session will be full of business. BERT

FOR SALE
MERCHANTS, ATTENTION 

WHOLESALE ONLY
P ho tos  o f all F loa ts , F reak s , Bands, E tc ., in 

Hom e Coming: P a rad es . 8 x 10 photos, $2.50 
p e r doz.; $1.75 p e r ha lf doz.; $1 p e r q u a r te r  doz. 
P o s t cards, 50c p e r  dozen. S end  postofflee 
o rders.

F ancy  C hristm as Cards from  $2.50 p e r  1,000 
up W rite  fo r sam ples.

ALFRED HALZMAN CO.
42 and  44 So. Ion ia  S tre e t,  Q rand R apids

i ICKER, M anagar
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WHOLESALE DRUQ PRICE CURRENT

A cldum
A c e ti cu m  .............
B enzoicum , G e r . . 7 0 0
B oraci«  .................. w
(Jarbo tlcum  .........  1 |0
C itricum  .........• • • 45©
H y d ro c h ïo r  .........
N itro c u m  .............  * 0
O x a ltcu m  .............  1 * 0
P h o sp h o rlu m , dU. 0
S a licy llcu m  .........  4 * 0
S u lp h u r ic u m  . . . .  1 % 0
T a n n ic u m  .............  7 5 0
T a r ta r ic u m  .........  38©

A m m o n ia
Aviaa. 18 deg . . . .  4®
\( iu a ,  20 deg . . .  J 0
C arb o n ea  ...-■ ••• 1*0
C h lo rldum  .............  1 2 0

A n ilin e  „  „
B lack  ..................... * 2ÂÜ? AA
B row n ...................  ÇO01 *n

Yellow ...................* 5 0 0 5  W
B accae

C u b eb ae  .............. 7 0 0
J u n ip e r s  ....... „ 1 0 0 ,  . .
X a n th o x y lu m  . .  1 0 0 0 1  10

B a liam u m
C opaiba  ...........  6 0 0
Peru ................  2 Ouapz
T e ra b in , C a n a d a  7 8 0
l o lu ta n  ...........  4 0 0

C ortox  
Able«. C an ad ian
C ass ia«  ...............
C in ch o n a  F l a v a . . 
B u o n y m u s a t r o . .
M yrica C e r if e r a . .
P ru n u s  V tr g ln l . .
Q uilla ia , g r ’a . . . .  
S a s sa fra s , po  2 5 ..
'J lm u s  .................

E x tra c tu m
G ly cy rrh iza , G la . . 1 4 0
G ly cy rrh laa , p o . . 1 8 0
H a e m a to x  ...........  “ 8
H aem a to x , I s  . . .  1 * 0
H aem a to x , % s  . .  1 4 0
H a em a to x , V*s . .  1 6 0

Form
C arb o n a te  P rec ip .
C itra te  a n d  Q u in a  
C itra te  S o lu b le .. .  
F e rro cy a n id u m  S 
So lu t. C h lo ride  . .  
S u lp h a te , co m 'l 

lp h a te , 
bbl. p e r  cw t.

p u re

C opaiba  ................. 1 75 0 1  85
Cubebe« ............  4 8005 00
E rig e ro n  ............... 2 3 5 0  2 60
B v ec h th ito s  ........1 0 0 0 1  10
G a u lth e rta  .........  4 8005 00
G eran iu m  .........oz 76
G ossipp ii Sem  ga l 7 0 0  76
H edeom a ................2 50 0  2 75
J u n ip e ra  ...............  4001  20
L a v e n d u la  . . .  ........  0008 00
L im ona ...................1 1501  25
M e n th a  P ip e r  . .  2 2 0 0 2  40 
M en th a  V e rid  . . . 3  0 0 0  3 25 
M orrhuae , g a l. . .2  0 0 0  2 75
M y rlc ia  ..................8 0 0 0 8  60
O live ........................ 1 0 0 0  3 00
P ic is  L iq u id a  ----- 1 0 0  12
P ic is  L iq u id a  ga l. 0  40
R ic in a  .....................  9 4 0 1  00
R osae  oz..................0 6 0 0 7  Ou
R o sm arin i ............  0 1  00
S a b in a  ...................  9 0 0 1  90
S a n ta l  .................... 0 4  60
S a s s a f ra s  .............  9 0 0 1  00
S ln ap ls , ess. o z . .  0
Succi ill ................... 40<0/
1’hym e ...................  4 0 0
rh y m e , op t 
rh e o b ro m a s

55 
45 
50 

01  60 
160 20

2 5 0

1 8 0
80

S 65 
45 

0  35 
0  18 

4 5 0  65 
2 2 0  25 

0  25
0  46 

5 5 0  60 
7 0 0 1  85 
5 0 0  55 

0  13

S u lp h a te , com ’l. by  
p e r  

S u lp h a te ,
Flora

Arnica .................
A n th em ls  .............  6 0 0
M a tr ic a r ia  ...........  8 0 0

B a ro sm a  ...........  1 8 0 0 1  90
C aas la  A cu tifo l,

T in n ev e lly  . . .
C ass ia , A cu tifo l 
S a lv ia  officinalis.

Mi s  a n d  14* ••
U v a  U rs l .............

Q um m l 
A cac ia , 1s t  pfcd.
A c&cia, 2nd  pk a .
A cacia, 3 rd  pkd.
Auacla, s if te d  s ts .
A cacia, po  .............
A loe, B a rb  ...........
A loe, C ap e  ...........
Aloe, S o co trl -----
'm m o n ln c  ...........

A sa fo e tid a  ......... 1
o e n zo in u m  ...........
• 'x tec h u . I s  ......... -
C a tec h u , % s ----- 0  «
C a tec h u , % s ----- 0
C » m p h o rae  ........... *00 eo
B u p h o rb lu m  -----  0
Galbanum  ............ 22
G am boge  . . . p o . . l  2 5 0 1  w  
« tnuc lacum  po 35
K in o  ...........po  45c
M as tic  ............... ..
M v rrh  .........po  60
O pium  .................  6
alieilac ..........••••
« he llac . b leached
T r a g a c a n th  .........

H e rb s
A b sin th iu m  -----  4
B u p a to riu m  oz pk  
L obelia  . . .  oz pk  
M ajo riu m  . .  oz pk  
M e n tra  P ip . oz  pk  
M e n tra  V e r oz pk
R ue  ................oz pk
T a n a c e tu m . . V . .
T h y m u s  V ..o z  pk

M agnesia  
■Calcined, P a t .  . •
C arb o n a te , P a t .
C arb o n a te , K -M .
C arb o n a te  .............

O leum  M
A bsin th iu m  . . . .  « M 0 7  • •  
A m ygdalae  D ulc. 75© 96
A m ygdalae, A m a  8 0 0 0 8  25
A n isi ...................... 1 * 0 0 2  00
A u ran tl C o rte x  2 7 6 0 2  85
B ergam ll ............... 6 6 f 0 5  80
C a jlp u tl .................  8»0 *2
C arv o p h llli ■••• 1 8 0 0 1  40 
C e d a r  . . .
C h en o p ad ll ........... J  ¿6
C ln n am o n l .........  1
Oonium Mm  . . . .

T ig lil ...................... »0®1 • •
P o t a s s iu m

B i-C a rb  .................... 16© 18
R lch m m ate  ...........  1Ä0  In
B ro m id e  . . .  ...........  30@ 35
C arp  ........................ 1 3 0
C h lo ra te  .........po. 12i£ 14
C yan ide  .................  3 0 0  40
Io d id e  ...................  2 25 0  2 30
P o ta s sa ,  B i ta r t  p r  30© 32
P o ta s s  N itra s  o p t 7 0
P o ta s s  N itra s  ----- '6 0
P r u s s ia te  ..............  23^9
S u lp h a te  po  ------- 16

R adix
A co n itu m  ................ 20
A lth a e  .......................  »0
A n c h u sa  .................. 1*
A rum  po ...............

alam us ...............  200
G en tian a  po 1 6 .. 12 0
G ly c h rrh iz a  pv  15 1 6 0
H ellebo re , A lba  1 2 0
H y d ra s t is ,  C an ad a  0 2  50 
H y d ra s t is , C an. po ©2 60
In u la , po  ...............  18® 22
Ip ecac , po ...........2 0002 10
Ir is  plox  ...............  3 5 0  40
la la p a , p r ...............  70© 75
A la ran ta , % s ----- 0  •*
Podophy llum  po 1 5 0  18
R h ei ........................ 7501  00
R hei, c u t  ............ 1 0001  A«
R hel, p v .................  7 6 0 1  00
S an g u in a ri, po 18 0  15
Scillae , po  45 ----- 2 0 0  25
S en eg a  ...................  8 5 0  90

r ia  . . . . .  50® 55
M ........... 0  25

S m ilax , offl’s  H . .  © 48
Sp ige lla  ................1 4 5 0  1 60
S y m p lo ca rp u s  . . .  0  z&
V a le r ia n a  E n g . . .  ©  25
V a lerian a , G er. . .  15© 20
Z in g ib e r a  ...........  1 2 0  1*
Z in g ib e r J ...........  25© 2a

Sem en 
A n isum  p o  22 ..
A pium  (g ra v e l 's )
B ird. Is  ...............
C an n a b is  S a tlv a
C ard am o n  ...........
C a ru l po 15 -----
C henopodium  . . .  
C o rian d ru m

S cillae  .................... 0
Scillae Co................ 0
T o iu tan  .................  ©
P ru n u s  v irg  -----  0
Z in g ib e r ...............  0

T in c tu re s
A loes .......................
A loes A  M y r rh . .  
A n co n ltu m  N a p ’s F  
A n co n itu m  N a p ’sR
A rn ica  ...................
A sa fo e tid a  ...........
A tro p e  B ellad o n n a  
A u ra n tl  C o r te x . .
B a ro sm a  ...............
B enzo in  .................
B enzo in  Co.............
C an th a r id ee  .........
C ap sicu m  .............
C ard am o n  ...........
C ard am o n  Co. . .  •
C ass ia  A c u tifo l« .
C ass ia  A cu tifo l Co
C a s to r  ....................
C a tec h u  .....................
C in ch o n a  ...........
C in ch o n a  Co. . . .
C o lum bia  ...............
C ubebae  .................
D ig ita lis  ...............
E r g o t ......................
F e r r i  C h lo rldum
G en tian  .................
G e n tian  Co.............
G u laca  ...................
G u laca  am m o n  . .
H y o scy am u s  -----
Iod ine  .....................
Todine, co lo rless
K ino  .......................
L obelia  ...................
M y rrh  .....................
N u x  V om ica . . . .
Opil ....... ................
O pil. c a m p h o ra ted  
Opil. deodorized
Q u ass ia  .................
R h a ta n y  .................
R hei ........................
S a n g u in a ria  .........
S e rp e n ta r ia  .........
S tro m o n iu m  .........
T o iu tan  .................
V a ler ian  ...............
V e ra tru m  V erid e
Z in g ib er ..................

M iscellaneous 
A ether. S p ts  N it 3f 3 0 0  
A e th er, S p ts  N it  4f 3 4 0  
A lum en, g rd  po 7 3
A n n a tto  .................  40
A ntim on i, po -----
A n tim on i e t po T
A n tlfeb rin  .............
A n tip y rin  .............
A rgen ti N itra s  oz

60 
60 
50 
60 
60 
50 
60 
60 
6u 
60 
50 
76 
60 
76 
7b 
50 
60 
00 
60 
60 
60 
60 
50 
50 
50 
35 
50 
60 
50 
«0 
50 
75 
7b 
50 
50 
50 
60 

1 50
1 0U
2 00

L u p u lin  ...............  © 1 60
L ycopod ium  ......... 60© 70
M acis  ...................... 6 5 0  70
M ag n esia , S ulph . 3 0  6
M ag n esia , Su lph . bb l 0  1% 
M an n ia  S. F . . .  7 5 0  85
M en tho l ............ 3 25 0  3 50
M orph ia , S P icW  3 3 5 0 3  60
M orph ia , SN Y Q  3 3 5 0  3 60
M orph ia , M ai. . .3  3 5 0 3  60
M oschus C an to n  ©  40
M y ris tie a , N o. 1 2 5 0  40
N u x  V om ica  po  15 0  10
Os S ep ia  ...........  3 5 0  40
P e p s in  S aac , H  f t

P  D  Co.................
P ic is  L iq  N  N  14

gal. doz ................
P ic is  L lq  q ts  -----
P ic is  L iq  p in ts  . .
P il H y d ra rg  po 80 
P ip e r A lba  po  35 
P ip e r N ig ra  po  22 
P ix  B u rg u m  . . . .
P lu m b i A ce t . . . .
P u lv is  Ip ’c e t  O pil 1 3 0 0 1  60 
P y re n th ru m , bxs . H  

f t  P  D  Co. doz. i 
P y re n th ru m , pv . 20i
Q u ass iae  ...............  8
Q uina , N . Y ...........  17
Q u ina , S. G e r . . . .  17
Q uina. S P  f t  W  17

01  00

0 2  00 
01  00
1  60 
0  SO 
0  13 0 0  12 

15

200
0
0

0
0

* S

R u b ia  T in c to ru m  12© 14
S a c ch a ru m  L a ’s  1 8 0  20
S a lac in  .................  4 50 0  4 75
S an g u is  D ra c 's  *0© 50
Sapo, G .................  @
Sapo, M . . . . . . . .  1 00
Sapo, W  ............... 13 ̂ 6©
Seid litz  M ix tu re
S in ap is  ...................

ina pis. o p t............
Snuff. M accaboy.

D e  V oes ...........
Snuff, S ’h  D eV o’s 
Soda, B o ra s  . . . .
Soda, B o ras, po  .
S oda e t P o t’s  T a r t  25©
Soda. C arb  .............l t t ©
Soda, B i-C a rb  . .  3
Soda, A sh ............. 3%
Soda, S u lp h as  
S p ts . C ologne . .  0 3  00
S p ts . E th e r  Co. 6 0 0  5b
S p ts . M y rc la  ----- 0 2  60
S p ts . V lnl R ec t bbl 0  
S p ts . VI’I R ec t V» b 0  
S p ts . V i’l R ’t  10 gl © 
S p ts . V i’l R ’t  5 gl 0  
S try ch n ia . O ry s 'l 1 1 0 0 1  3« 
S u lp h u r, R oll . . . .  2 % 0  
S u lp h u r Subl. . . .  2% ©
T a m a rin d s  ...........
T e re b e n th  V enice  4 0 0  
T h e b rro m a e  .........  4 0 0

©

15 12
16 
22 
18 
30

54
54
10
10
28

2
6
42

V an illa  ................. 9 00010  06
Z inci S u lp h  -----  7 0  1«

O ils
bbl. gal

L a rd , e x t r a  ......... 9 0 0 1  00
^ard, N o. 1 ...........  8 5 0  90
.inseed , p u re  ra w  1 0 9 0 1  15 
lanseed , bo iled  ..1  1001 16 

N e a t’s -fo o t, w s t r  6 5 0  7«
T u rp e n tin e , bbl. ..8 1  ̂
T u rpen tine, le s s .......  67
W h ale , w in te r  . .  70©

P a in ts  bbl.
G reen , P a r is  ............214*
G reen , P e n in s u la r  134
L ead , re d  ...........  714$
L ead , w h ite  ------- 7%4
O chre, ye i B e r  1% 2
O chre, yel M ars  1% 2 
P u t ty ,  co m m er’l 2 V* 2% 
P u tty ,  s t r ic t  p r  2^4 2 % 0 3  
R ed V e n e tian  . .1 «  2 0 3
S h a k e r  P re p 'd  1 25 0 1  35 
V erm illion , E ng . 7 5 0  8"
V erm illion  P r im e

A m erican  ...........  1 3 0  15
W h itin g  G ild e rs ’ 0  95
W h it’g  P a r is  A m ’r  0 1  25 
W b it’g  P a r is  E n g .

cliff .................  0 1  40
W h itin g , w h ite  S’n 0  

V a rn ish es
I E x t ra  T u rp  .........1 6001  70

Nn. 1 T n rp  C oach 1 1001 20

25 
0  45 
0  76 
0  46 

0 0 0 6  05 
4 5 0  66 
6 0 0  65
9 0 0 1  00

5 0 0 7  00 
20 
20 
28 
23 
25 
29 
22 
25

5 5 0
1 8 0
1 8 0
1 8 0

8 5 0  90 
7 6 0 4  ¡ I

&

f  18 
® 16 
S> 6 
a 8
I  90 
§  16 
a  3o

________  §  14
v_,vdontum .............  7501 22
D ip te rix  O d o ra te  3 0 0 0 3  10
T oen lcu lum  .........  ¿ 2
Kitemitf i eek, p o . .  t'w
Llnl ...................... 6<f
Lini, g rd . bbl. 5^4 6©
Lobelia ...................  7 5 0
P h a r la r i s  C a n a ’n 9 0
R ap a  .......................  6 0
S in ap is  A lba . . . .  8 0
S in ap is  N ig ra  . .  9 0

S p lr ltu s  
F ru m e n ti W . D. 2 0 0 0 2  50
F ru m e n tl ............... 1 2 5 0 1  60
J u n ip e r is  Co. .1 7 5 0 3  50 
J u n lp e r is  Co O T  1 65 0  2 00 
S a c ch a ru m  N  E  1 9 0 0 2  1 
SDt V in l G alli . .1  7 5 0 6  50
V m l A lba  ............. 1 2 5 ^ 2  0
VIn! O p o rto  . . . . 1  2 5 0 2  00 

S ponges
E x t r a  yellow  s h ee p s ’

wool c a r r ia g e  0 1  Zb
F lo r id a  sh e e p s ’ wool

c a r r ia g e  ......... 3 0 0 0 3  50
G ra ss  s h ee p s ’ wool

c a r r ia g e  ..................  0 1  *5
H a rd , s la te  u s e . .  0 1  00
N a ss au  sh ee p s ’ wool

c a r r ia g e  ...........  3 5 0 0 3  75
V elv e t e x t r a  sh ee p s ’

wool c a r r ia g e  02 00
Y ellow  R eef, fo r

s la te  u s e  ...........  @1 40
Syrups

A cac ia  ...................  0
A u ra n tl  C o rtex  . .  0
F e rr i  Iod  .............  ©

A rsen icu m  ...........  10
B alm  G ilead b u d s  6 0 0  
B ism u th  S N  . . . 2  20 0  2 30 
C alcium  C hlor, la  0  *
C alcium  C hlor, 14s @ J®
C alcium  C hlor, % s © 12
C a n th a r id e s , R us. © 90
C apsici F r u c ’s  a f  0  20
C apsie i F r u c ’s po 
C ap 'i F r u c ’s  B po 
C arm in e , N o. 40
(Ja rp h y llu s  ..........  200
C ass ia  ru c tu s  
C a tac e u m  . . .
C e n tra r ia  -----
C era  A lba  ...........  50
C era  F la v a  .........  40
C rocus .................... 45©
‘h lo ro fo rm  ........... 3 4 0
Chloral H y d  C rss  1 
Jh lu ro 'm  S qu ibbs
h io n d ru s  ..............  20(

C inchon id ’e  G erm  
C inchon id ine  P - W
C ocaine ...............  2 80 0  3 00
C orks lis t ,  le ss  70%

0 15
0 4 25

200 22
0 35

35
d 10

50© 55
4 0 0 42
4 5 0 50
3 4 0 54
2 5 0 1  45

0 90
200 25
3 8 0 48
3 8 0 48

94

7©
©
©

6 0 0
3 5 0
12©

0
3 5 0

Ip ecac  
HhJ h e i  A ro m  ..  
Bmtls.x Offl’s

0600

C reo so tu m  ............  0
> e ta  . . .  bbl. 75 0
> e ta .  prep . .
"Yeta. p recip .

C re ta , R u b ra
C u d b ea r ........
C upri Su lph  ........ 3©
D e x trin e  ...............
E m ery , a ll N o s . ..
E m ery , po .......... •
E rg o ta  . . . . po 65
E th e r  Su lph  -----
F lake  W h ite  -----
G alla .......................  -
G am ble r .....................  3©
G ela tin , C ooper 
G elatin . F ren c h  
G lassw are , fit boo 75% 
L ess  th a n  box 70%
Glue, b ro w n  ...........  11©
G lue, w h ite  ......... 1 5 0
G ly cerin a  ...............  26©
G ra u a  P a ra d is i
H u m u lu s  ...............
H y d ra rg  A m m o 'l 
H y d ra rg  C h ..M t. 
H y d ra rg  C h C or 
H y d ra rg  O x R u ’m  
H y d ra rg  U n g u e ’m  
H y d ra rg y ru m  . . .  
Ich th y o b o lla , Am.
In d ig o  ...............
Iodine, R esu b i .
Iodoform  ...........
L iquo r A rsen  e t 

Hydrarg Iod. • • @
U q  Po«»«e A*w4nW ’ •0

3 5 0

©
©

4 5 0

13 
25 
35 
Zu 
60 10 
85 
85 
95 
50 
80

900 I uu 75W1 no 
3 0 0 0 3  25 
3 9004  m*

0 2b 
If

HOLIDAY G O O D S 
Druggists’ Sundries 
Books Stationery

O ’

Sporting Goods
UR line of samples for Holiday Season are now 

on display in Manufacturers Building, Ionia 
street, upon the second floor. Please write or tele
phone us and arrange for such a time as suits your 
convenience, and allow us to say that the earlier we 
can have your order the better we can serve you.

Our stock is larger and better selected than ever

before.
Yours truly,

Hazeltine & Perkins Drug Co.,

Grand Rapids, Mich.

LaBelle Moistcncr
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, M O .
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED

Index to  M a rk e ts 1 2

B y  C o llim a i A R C TIC  AM M ONIA Oysters
Dos. Cove, l i b ................  8 0 0  85

0(4

A m m o n ia  ..........................  *
A xle G rea se  ...................... 1

B -
B ak ed  B ea n s  ...................  J
B a th  B ric k  ...................... *
B lu in g  ................................  J
B ro o m s ..............................  *
B ru s h es  ............................  J
B u tte r  C olor .................... 1

C ,
C an d les  ..............................  i
C anned  G oods .................  j
C arbon  O ils ...................... *
C a tsu p  ................................  "
C erea ls  ................................  *
C heese  ................................  J
C hew ing  G um  .................  *
C hicory  ..............................  2
C hoco late  .......................... 8
C lo thes  L in es  ...................  „
Cocoa
C ocoanu t .......................... |
C ocoa S hells  .................... 8
Coffee ..................................  8
C o nfections  ...................... “
C ra ck e rs  ............................ 8
C ream  T a r t a r  .................  4

D ried  F r u i ts  ...................  4

F a rin a c e o u s  Goods
F eed  ............................
F ish  a n d  O y ste rs  . .
F is h in g  T a c k l e -----
F la v o rin g  E x tr a c ts
F lo u r  ..........................
F re s h  M ea ts  ...........

G e la tin e  ............................
G ra in  B ag s  ...................... »
G ra in s  ................................ 6

H e rb s  ..................................
H id e s  a n d  P e lts  ................ 1°

12 os.
A X L E  G R E A SE  

F r a s e r ’s
l ib .  w ood boxes, 4 dos. S 00 
l ib .  t in  boxes, 3 dos. 2 35 
34Tb. t in  boxes, 2 dos. 4 25 
10Tb. pa ils , p e r  d o s . . . . 6 00
151b. pa lls , p e r  d o s -----7 20
25!b. pa ils , p e r  d o s . . .  12 00 

B A K E D  B E A N S
lib . c an . p e r  d o s ...........  9i<
21b. can , p e r  d o t ...........1 40
3Tb. can . p e r  d o s .............1 80

B A T H  B RICK
A m erican  .......................... 76
E n g lish  .............................. 85

BLU IN G
S aw y er’s P e p p e r  Box

P e r  G ross 
No. 3, 8 dos. w ood bx s  4 00 
No. 5. 3 doz. w ood b x s  7 00 
S aw y er C ry s ta l B ag

B lu e  .............................. 4 00
BROOM S

No. 1 C a rp e t 4 sew  . .4  75
No. 2 C a rp e t 4 sew  . .4  25
No. 3 C a rp e t 3 sew  . .4  00
No. 4 C a rp e t 3 sew  . .3  75
P a r lo r  G em  ...................  4 75
C om m on W h isk  .............1 40
t,’a n cy  W hisk  ..............1 50
W areh o u se  ...................  5 00

B R U S H E S
S crub

Solid B ack , 8 in ............... 76
Solid B ack . 11 In ...........  96
P o in ted  E n d s  .................  85

S tove
No.
No.
No.

No.
No.
No.
No.

. .  90
.......................1 25
....................... 1 76

Shoe

Je lly

L ico rice  .............................. ®

M
M atch es  ............................ £
M ea t E x t r a c ts  ----- £
M ince M ea t .....................  £
M olasses ............................ £
M u sta rd  .............................. ®

N
N u ts  ....................................  11

O

P ip es  .................
P ick les  ............
P la y in g  C ard s
P o ta s h  .............
P ro v is io n s  —

Cove, 1Tb., oval @1 20

Plum s
P lum s .....................l  oo@ 2 50

Peas
M arro w fa t ...........
E a r ly  J u n e  .........
E a rly  J u n e  S if ted  1

P e ach es
P ie  ..........................
No. 10 e lse  c an  p ie

Pineapple
G ra te d  ...............  1
S liced .....................

Pumpkin
F a ir  ............................
Good ..........................
F a n c y  .....................
G allon .......................

95@1 25 
9 5 0 1  2. 
15@1 80

9 0 0 1  25 
@3 00

12 50 
>2 40

R asp b e rrle s
S ta n d a rd  ............... 0

Salm on
Col’a  R iv e r, ta lls t  00 @2 10 
' u l«  Klvei n a l«  2 2t«u2 75
Red A lask a  .........1 fi0@l 75
P in k  A la sk a  ___ 1 00@1 10

s -  -o i n e*
D om estic, Vis . .3 75
D om estic, Vi M us. . .3 50
D om estic, % M us. @ 7
K rencn. . 7
F ren ch . 4 s .........18 @23

S h rim p s
S ta n d a rd  ...............  yo@l 4t

S u cco tash
F air .........................
Good .......................
F ancy  ..................  1

85 
1 0o 
1 4"

L lm b u rg e r  .............  @17
P in eap p le  ........... 40 y/60
S ap  S ago  .............  @20
4w|!«« rtftm ostlc (|>1S

C H E W IN G  GUM 
A m erican  F la g  S p ru ce  55
B ee m a n ’s  P e p s in  ........... 55
A d a m s’ P e p s in  ...............  66
B e s t P e p s in  ...................... 45
B e s t P ep s in , 5 bo x es  . .  2 00
B lack  J a c k  ........................ 55
T*argest G um  M ade . *5
S en  Sen ..............................  55
Sen S en  B re a th  P e r ’f  1 00
Y u c a ta n  ............................  55
S p e a rm in t ........................  55

C H IC O R Y
B u lk  ..................................... 5
R ed  ......................................  7
E a g le  ..................................  5
F r a n c k ’s  ..........................  7
S c h e n e r’s  .......................... 6

C H O C O L A T E  
W a l te r  B a k e r  A  C o.’s

G e rm an ’s  S w ee t ...........  22
P rem iu m  ............................  31
C a ra c a s  ............................  31

W a l te r  M. L ow ney  Co.
P rem iu m , V4s .................. 30
P rem iu m , 4 s  .................. 30

C ID E R , S W E E T  
"M o rg a n ’s ”

R eg u la r b a rre l  50 g a ls  7 50 
T ra d e  b a rre l, 28 g a ls  4 50 
4  T ra d e  b a rre l, 14 g a ls  2 75
Boiled, p e r  g a l ...............  50
H ard , p e r  g a l .................. 20

COCOA
B a k e r’s ..............................  37
C leveland  ..........................  41
C olonial, *4s ................. 35
C olonial, 4 s  ................. 33
E p p s  ..................................  42
H u y le r  ................................  45
L ow ney , 4 s  ..................  36
L ow ney , V4s ..................  36
L ow ney , 4  s  ..................  36
L ow ney , I s  ................... 40
V an  H o u te n , 4  s  .........  12
V an  H o u te n , 14s  ........  20
V an H o u ten , 4 s  .........  40
V an  H o u ten , I s  ...........  72
W ebb ................................  33
W ilbe r, 4 s  ........................ 33
W ilbu r. V4s ...................  32

CO CO A N U T
D u n h a m ’s 4 s  St 4 e  2 64
D u n h a m ’s  4 *  ...............27
D u n h a m ’s 4 s  ...........
B u lk  ............... ................  13

C O F F E E
Rio

C om m on .................... 1 0 0 1 3 4

R ice  ...................
S a lad  D re ss in g
S a le ra tu s  .........
Sal S oda ..........
S a lt .....................
S a lt F is h  .........
S eeds .................
Shoe B lack in g
Snuff .................
S oap  ...................
Soda ...................
S p ices .................
S ta rc h  .................
S y ru p s  ...............

T e a  ___
T obacco  
T w in e  ..

V in e g a r
V

W
W lck ln g  
W ood en w a re  . . .  
W ra p p in g  P a p e r

Y eas t C ake 10

. .1  00 

. .1  34 

. .1  70 

. .1 90
B U T T E R  COLOR 

W ., R. & Co.’s  25c s ize  2 00 
W ., R. & Co.’s  50c s ize  4 00 

C A N D L E S
P araffine . 6s ......................  8
P araffine , 12s .................. 8 4
W lcklng .............................. 20

C A N N E D  GOODS 
A pples

3Tb. S ta n d a rd s  . .  <91 00
Gallon ...................  3 20 0 3  50

B lack b err ies
2!b ..............................  1 25 <91 75
S ta n d a rd s  gallon»  @4 75

B eans
B ak ed  .......................  85@1 3'
R ed K idney  ........... 85 @ 9b
S tr in g  .......................  7U@1 1?
W ax  .........................  75@1 2b

B lueberries
S ta n d a rd  ...................  1 35
G allon .......................... •  60

B rook T ro u t
2Tb. can s , sp iced  ............1 90

C lam s
L ittle  N eck. l ib . 1 00@1 25
L ittle  N eck. 2Tb. <91 50

Clam  Bouillon
B u rn h a m ’s 4  p t .................... 2 25
B u rn h a m ’s  p ts ...................... S 75
B u rn h a m ’s  q t s .........................T 50

C h errie s
R ed S ta n d a rd s  . .  @1 40
W h ite  ...................  @1 40

Corn
F a ir  .......................... 90@1 00
Good .......................  1 0>K(i' 1 1"
F’a n cy  .....................  1 45

F ren ch  P eas
S u r E x t r a  F in e  ............. 22
E x t r a  F in e  ........................ 19
F in e  ....................................  15
M oyen ..................................  11

G ooseberries
S ta n d a rd  .......................... 1 00

H om iny
S ta n d a rd  .......................... 85

L o b s te r
4 1 b .............................................  2 25
l i b ...............................................  4 25
P icn ic  T a ils  ......................2 75

M ackerel
M ustard . 1Tb............................. 1 80
M u sta rd . 2Tb............................. 2 80
Soused, 1 4 f b ............................. 1 80
Soused. 2Tb.................................2 75
T o m ato . 1Tb............................... 1 50
T o m a to  2Tb................................ 2 80

M ushroom s
H o te ls  ...................  <9 20
B u to n s  ...................  @ 25

S tra w b e rr ie s
S tan d a rd  ...................
F an cy  ..........................

i omaiuct
G o o d ............. . .10 ((vl lu
F a ir  .......................... 85® 90
F an cy  ........  <91 40
G allons ...................  @2 70

OMM qoim vit-b 
B arre ls

P e rfec tio n  .............  @ 9 4
D. S. G aso line  . . .  @15

iYluciin,. *. _»
D eodor'd  N ap  a @12y
C ylinder .............  29 @34 4
E n g in e  .................  16 @22
Black, w in te r  . . .  8 4 0 1 0  

C E R E A L S  
B re ak fa s t Foods 

B ea r Food P e tt i jo h n s  1 90 
C ream  of W h e a t 36 2lb 4 50
r-.gg-t* r>ee ■»«> r.
P o s t T o a s tie s  T  N o. 2

24 p k g s .......................... 2 80
P o s t T o a s tie s  T  N o. 3

36 p k g s .......................... 2 80
A petiao  B iscu it, 24 p k  3 00 

18 p k g s ......................  1 95

M alta V ita. 36 l i b ............. 2 85
M ap l-F lak e , 24 l ib .  . .2  70 
P il lsb u ry 's  V itos. 3 dz. 4 25 
R alsto n  H e a lth  Food

36 21b   4 60
Saxon  W h e a t Food, 24

p k g s .............................  3 00
S h red  W h e a t  B iscu it,

36 p k g s .......................... 3 60
K ellogg s l 'o a s te d  cor>. 

F lak es , 36 pk g s  In cs. 2 80
V igor, 36 p k g s ....................2 i'<
V oigt C ream  F la k e s  . .2  80
Z est, 20 51b.................... . . 4  10

Rolled O a ts
Rolled A vena, bbls. . .5  00
S teel C ut. 100 Tb. sk s. 2 7 •
M onarch , b b l...................... 4 75
M onarch , 90 tb . sac k s  2 25 
Q u ak er , IS R eg u la r  ..1  45 
Q u ak er , 20 F a m ily  ..4  00 

C rack ed  W h ea t
B ulk  .............................. 3 4
24 2Tb. p a ck a g e s  ............2 50

CATSU P
C olum bia, 25 p ts ............. 4 15
S n id e r’s  p in ts  ..................2 85
S n id e r’s  4  p in ts  ............1 35

C H E E S E
Acme .....................  <9154
B loom ingdale  . . .  @17
Je rse y  ...................  <915
W a rn e r  .................  @ 174
R iv ersid e  .............  @ 174
B rick  .....................  @19
L e id en  ...................  @15

F a ir  
C hoice 
F4ncy

Com m on
Flair
Choice
F ancy
P eab erry

S an to s

144 ....  164 
__ 20

.120134
144

.164
19

F a ir
Choice

M araca ibo
. 16 
. id

Choice
F an cy

M exican
• 1 « 4  
..1 9

C hoice
G u a tem ala

..1 6

A frican
J a v a

..1 2
F an cy  A fric a n  ................17
O. G ........................................ 26
P. G ......................................... 21

M ocha
A ra b ia n  ...............................21

P a c k ag e
v«>w Y ork  B as is

A rb u ck le  .......................  16 75
L ion  ................................  16 25

M cL au g n lin ’s  X X X X  
M cL au g h lin  s  X X X X  sold 

to  re ta ile rs  only. M ail all 
o rd e rs  d ire c t to  W . F . 
M cl-augh lin  &  Co.. C h ic a 
go.

E x tra c t
H o lland , 4  g ro  boxes 95
Felix . 4  g ro ss  ................1 16
H u m m e l's  foil. 4  g ro . 85 
H u m m el’s tin . 4  g ro . 1 43 

C R A C K E R S.
N a tio n a l B iscu it C om pany  

B ran d  
B u tte r

N. B. C. Sq. bbl 64  b x  6 
S ey m o u r, R d. bbl 64 b x  6 

Soda
N. B. C., boxes ................6
S elect ..................................  9
S a ra to g a  F la k e s  ............18
Z e p h y re tte  ...................... 13

O y .* .,
N . B. C. Rd. bbl 6 4  b x  6 
Gem . bbl, 64 boxes . . . . 6
F a u s t  ..........’. ..................... 8 4

S w eet Goode.
A n im als  ............................16
A tlan tic»  .............................12
A tlan tic . A sso rted  . . .  12 
A rro w ro o t B iso n it . . . .1 6  
A vena F r u i t  C ak e  . . .  12 
B r it t le  . ■»•»
B um ble  B ee .................... 10
C ad e ts  ................................  9
C a r tw h ee ls  A sso rte d  9 
C ircle  H n n ev  Cookie« 12 
C u r ra n t F r u i t  B isc u its  12
P rao k n e ls  ...........  16
Coffee C ake  ...................... 10
Coffee C ake, iced  .........aI

C o co an u t B r i t t le  C ak e  12 
C o co an u t T a ffy  B a r  ..1 2
C o co an u t B a r  ................19
C ixvyinnt D rone . . |J  
C o co an u t M aca ro o n s  . .  I I  
C o co an u t H o n ey  C ake  12 
C o co an u t H o n  F in g e rs  12 
C ocoanut H on  Ju m b le s  1!
C ru m p e ts  ........................  i f
D in n er B isc u it .............  26
D ItI# 6i im r  Pookie  9
F a m ily  C ookie ...........  9
F ig  (.lake A sso rted  <2
F ig  N ew to n s  ................. 12
Flnrabel C ake  .................12
F lu ted  C o co an u t B a r  10 
F ro s te d  C re am s  . . . . . . .  3
F ro sted  G in g er Cookie 8 
F r o s t 'd  H oney C ake 12
G inger G em s .................  %
G inger G em s, Ic e d ___  9
G ra h a m  C ra ck e rs  . . . .  8 
G in g e r S n a p s  F a m ily  8 
G inger S n a p s  N . B . C. 7 4  
G in g er S n a p s  N . B. C.

S q u a re  ............................  g
H ip p o d ro m e  B a r ..........10
H o n ey  B lock C ak e  ____14
n o n e y  C ake, N . B. C. 12 
M oney F in g e rs . As. Ice  12 
H oney  Ju m b le s , Iced  12
H oney  F la k e  ..................124
H ouseh o ld  C ookies . . .  8 
H ousehold  C ookies Iced  9
Im p e ria l ............................  9
J e r s e y  L u n c h  .................. 9
Ju b ilee  M ixed ................. 10
K ream  K lip s  ................... 26
L addie  ..............................  »
L em on  G em s ................. 10
1 -emon B iscu it S q u a re  8
L em on W a fe r  ...............  17
L em o n a  ............................  9
M ary  A nn ........................ 9
M arsh m a llo w  W a ln u ts  17
M olasses  Calces .............  *
M olasses C akes, Iced  9 
M olasses F r u i t  C ookies

Iced  ..............................  11
M ottled  S q u a re  ..............10
N abob  J u m b le s  ..............14
O a tm e a l C ra c k e rs  ......... k
O ran g e  G em s ...............  9
P en n y  A sso rte d  ...........  9
P e a n u t  G em s .................  9
P re tz e ls , H a n d  M d........  9
P re tz e le tie s , H a n d  Md. 9 
P re tz e le tte s ,  M ac. M d. 8
R aisin  C ookies ................10
R evere . A sso rted  ..........14
R itte n h o u se  FV uit

B isc u it ...............  10
R ube ................................... 9
S calloped  G em s ...........lu
S co tch  C ookies ..............10
Spiced  C u r ra n t  C ak e  ..10
S u g a r  F in g e rs  ................ 12
S u lta n a  F r u i t  B isc u it 16 
S p iced  G in g er C ak e  . .  9
Spiced  G in g er C ake  le d  10
S u g a r  C ak es  .................  9
S u g a r  S q u ares , la rg e  or

sm all ..............................  9
S u n n y s id e  J u m b le s  . . .  10
SuperD a .............................  8
Sponge  L ad y  F in g e rs  26
S u g a r  C rim p  .................. 9
V an illa  W a fe r s  ...........  17
W av e rly  ..........................  10

In -e r  Seal G oods
p e r  dos.

A lb e rt B lsc u u  ................1 00
A n im a ls  .............................1 90
A rro w ro o t B isc u it . . . 1  ae
A th en a  L em on  C ake  . .  50
B a ro n e t B isc u it ............1 00
B re m n e r’s  B u tte r

C h am p ag n e  W a fe r  . .  2 50 
, ., P e r  t in  in  bu lk .

S o rb e tto  .................  1 aa
N ab isco  .............  '" "  * 1 7c
F e s tin o  ........... .7 .7 .7 . ’ 1 50
B en t’s  W a te r  C ra ck e rs  1 40

C REA M  T A R T A R  
B a r re ls  o r  d ru m s  . . .  33
B oxes ................................  04
S q u a re  c a n s   ...........  oo
F a n c y  cad d ies  . . ! ! ! ! “  41

D R IE D  F R U IT S  
o ^ „ A pplesS u n d n e d  ...........  g.
E v a p o ra te d  ...........  X

C orsican

A p rico ts
l ........... 12@15

C itron

C u rra n t»
@15

lb . pkg. @ 9b u lk  . .  
Peel @ 8%

1 75

O ran g e  A m erican
R aisin s  

C lu ste r, 5- crow n 
Loose Muscatels 3 cr 
}™se Muscatels 3 cr. 54 
r Muscatels, 4 cr. 64
L. M. Seeded  1 lb . 6 4 @  74
iaa 1oCra,iof° rn ia  P ru n es
^"inn ffS!’ £°xe|3 - 57  b o x e s . .@  tiyt
70 so 9̂ ’ b oxes. ®  BJ In f® 251b. b o x e s . .®  7

. .1 50 

. .3  50

. .1 00 

. .2  45 

. .4  80

&  boxes! .®  64
ca ™ 2j>Tb- b o x e s . . -----

251b. b o x e s . .®  74
40'  60 112?’ b o x e s . .®  8 2alb. b o x e s . .®  84 

40 25R>- b o x e s . .®  9 * 
% c le ss  in  501b. c a se s

F A R IN A C E O U S GOODS 
. B eane

L-nc-tl L im a  ......... i v
M ed. H a n d  P k ’d ...* .7 .2  60
B row n H o llan d  ......... . 90

F a r in a
35 p a ck a g e s
Bulk, p e r  100 lbs.

H om iny  
F lake , 50 lb. s ac k  
P e a rl, 100 lb. s ac k  
P e a rl. 200 lb . s ac k

M accaron i an d  V erm ice lli 
D om estic, 10 lb. box  . .  60 
Im p o rted . 25 lb. box  ..2 50

P e a rl B arley
C om m on ...............  o ka
C h e s te r  ......... .........
E m p ire  .............7 .7 .7 . .  s «5

P eas
G reen, W isco n s in , bu. 
G reen , S co tch , bu. . . .  ti 50 
S p lit, lb ...............................  04

S age
E a s t  In d ia  ........................ 5
G erm an , s ac k s  .............  5
G erm an , b ro k en  pkg . . .

T ap io ca
F lake , 10 0Tb. s a c k s . .  6 
P e a rl, 130 lb . s a c k s  . .  4% 
P e a rl. 24 Tb. p k g s ...........74

FL A V O R IN G  E X T R A C T S  
Foote  &  J e n k s  

C o lem an  V an illa .
No. 2 s iz e ..........................14 00
No. 4 s iz e ..........................24 00
No. 3 s iz e ........................ 36.00
No. 8 s iz e ..........................48 00

C o lem an  T e rp . L em on
No. 2 s iz e ............................9 60

_  .  _ „  No. 4 s iz e ......................... 18 00
W a fe r s  ..........................  1 00 No. 3 s iz e ........................21 00

C am eo  B isc u it ...........  1 SO
C heese  S an d w ich  .........1 00
C hoco late  W a fe r s  . . . . 1  90
C o co an u t D a in tie s  ___ 1 00
F a u s t  O y ste r ................ '.1 00
F ig  N ew to n  ....................1 00
F ive  O’clock Tea ___ 1 90
F r o ta n a  ............................  1 CO
G in g er S n ap s , N. B. C. 1 00 
G rah am  C ra ck e rs , R ed

Isabel .......................... 1 00
Lem on S n ap s  .................  50
M arsh m allo w  D a in tie s  1 00
O a tm eal C ra c k e rs  ___ 1 00
Old T im e  S u g a r  Cook. 1 00 
Oval S a lt B iscu it . . . .  .1 00
O y ste re tte a  ...............  60
P re tz e le tte s .  Hd. Md. . . 1 H
R oyal T o as t ..................1 09
S a ltin e  B iscu ft .......... 1 00
S a ra to g a  F iukes  ......... 1 60
Social T e a  B isc u it . . . 1  00 
Soda C ra k s , N . B. C. 1 00 
Soda C rack s . S e lec t 1 00 
S S  B u t te r  C ra c k e rs  1 60 
.-'u ltaua F ru i t  B iscu it 1 60
U needa B iscu it .............  50
TTneeda  J in Je r  W a y fe r  1 00 
(Jneeda  L u n ch  B isc u it S t
V an illa  W a fe r s  ........... 1 00
W a te r  T h in  B isc u it 1 00 
Zu Zu G in g er S n ap s  60
Z w ieback  .......................... 1 00
in Special T in  P ac k ag e s .

P e r  doz.
p’es tin o  ...................  3 60
N abisco , 25c ......................3 SO
N abisco , 10c ......................1 00

No. 8 s ize . .36 00
J a x o n  M ex ican  V an illa .

1 oz. ova l .......................16 00
2 oz. ov a l .......................28 20
4 oz. f la t ....................... 55 20
8 oz. fla t ........................108 00

J a x o n  T e rp . L em o n .
1 oz. ova l .......................10 20
2 oz. ov a l .......................16 80
4 oz f la t ........................33 00
8 oz. f la t .........................63.00

GRAIN  BAGS 
A m oskeag , 100 in  h a le  19 
A m oskeag , le ss  th a n  b l 1 9 4  

GRAIN  A N D  FL O U R  
W h e a t

Red ....................................... 94
W h ite  ..................................  91

W in te r  W h e a t F lo u r  
L oca l B ra n d s

P a te n ts  . . 9 ...................... 5 80
S econd P a te n ts  ............. 5 60
S tra ig h t ............................  5 00
S econd  S t r a ig h t  ...........4 15
C lear ................... ............  4 00

F lo u r  in  b a rre ls , 25c p e r  
b a rre l  a d d itio n a l.

L em on &  W h e e le r  Co. 
B ig W o n d er 4 s  c lo th  5 25 

H s c lo th  5 25 
W ooden G ro ce r C o.’s  B ra n d
Q uaker, p a p e r  ......... . S 10
Q uaker, d o th  ................. S SO

W ykes &  Co.
1 E c lip se  ............................  4 85
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L em o n  & W h e e le r  Co.

W h ite  S ta r ,  % s c lo th  6 10 B ab b it( 
W h ite  S ta r ,  % s c lo th  6 00 
W h ite  S ta r ,  % s c lo th  5 90 

W o rd e n  G ro c e r Co.
A m erican  .Eagle Vs clh 6 10 
G ra n d  R ap id s  G ra in  &

M illing  Co. B rands.
P u r ity ,  P a te n t  ............. 5 60

9
P O T A S H

PR O V ISIO N S 
B arre led  Pork

C lear B a c k  .................  24 00
S h o r t C u t ........................23 75 1 No.
S h o r t C u t d e a r  ___  23 75 No.
B ean
B 'is k e t.  C lear ...............25 00 | .n

Seal o f M in n es o ta  . . . . 6  40 a f a r ’ F a m ily ” 7 .7 .7 . 26 0 0 |
O ry  Salt Meats

S P  B ellies  ..................... 16
L ard

M ackerel
Me**, ion m «.................... i t
Meas. 49 Iba. ............... •  M
M ess, 1« lb s ................. . . I T I
w«m  • >tw ............  « as

1. 10* lbs. .............14 M
1, 40 tb s ......................6 00

23 00 No. 1. 10 lb s .

W iz a rd  F lo u r  ................5 20
W iz a rd  G ra h a m  ............5 20
W iz a rd  G ran . M ea l . .3  90 
W iz a rd  B u c k w h e a t . . . 5  50
Rye 4 bo , P u re  in  t ie rc e s  ............... 14 Vt

S p rin g  W h e a t F lo u r 
R oy  B a k e r ’s  B ra n d

C om pound  L a rd  ...........  11
! 80 tb . tu b s  . . .  .ad v a n c e  V4 

%

t
%

G olden H o rn , fa m ily . .6 90 ; .*u b s -----ad v an ce
G olden H o rn , b a k e r s . . 5 80!*® .........ad v an c a
W isconsin  R ye  ............. 4 4.) *® JJ- Pa }}8 ----- ad v an c e_ .  _  _  , _  . 1 0  lb. p a i l s . . .  .ad v a n c e
Ju d so n  G ro ce r Co.’s  B ra n d  jt». p a i l s . . . .ad v a n c e  1
C ereso ta , Vis ................... bo $ it), p a i l s . . .  .ad v a n c e  1
C ereso ta , Vis ................. 0 t 0 \  sm o k ed  M eats
C ereso ta , Vis . . . . . .  ■ ■ ■ *> H am s, 12 lb. a v e r a g e . . 18Vi
L em on & W h e e le r  s  B ra n d  j H am s 14 tb . a v e r a g e . . 18%
W ingold , Vis ................ 6 70 j H am s, 16 lb. a v e r a g e . . 18Vi
W ingold , Vis .................6 65 H am s, 18 lb. a v e r a g e . .  18%
W ingold , Vi» . . . . . . . . . . G I S k in n ed  H a m s  ................20
W o rd en  G ro ce r Co. s  B r a n d > H am , d rie d  beef s e ts  ..16Vi
L au re l, Vis c lo th  ......... t> 20 . C a lifo rn ia  H a m s  ............l i e .
L a u re l, Vis c lo th  J® P ic n ic  B oiled H a m s  ..15
lA ur<d, V4& fcs  c lo th  6 Ou Boiled H am  .......................22
L au re l, c lo th  . . . . . .6  99 B erlin  H am , p re ssed  ..11
V oigt M illing  Co. s  B ra n d  M inced H am  ................... 11
V oig t’s  C re sc e n t ...........6 6u B acon  21
V oig t’s  F lo u ro ig t ----- 5 60 ‘ ' 's a u sa g e s
V o ig t’s  H y g ien ic  B ologna .............................  9

G ra h a m  ...................  5 00 I L iv er 5
V oig t’s  R oyal ............... 5 80 F r a n k f o r t  ’ '. ’. *. ’. ' . 1 0 Vi

W y k ss  4k Co. P o rk  .................................... 11
S leepy  E y e , Vis c lo th . .6 50 v e a l 11
Sleepy  E y e , Vis c lo th . . 8 40 j T o n g u e  .’ 11
S leepy  E y e , Vis c lo th . .6 30 H ead ch eese  ...................  9
S leepy  E y e , Vis p a p e r .6 30 r e e f
S leepy  E y e , Vis p a p e r .6 30 B o n eless  ..........................14 00

W a ts o n  & F r o s t  Co. R um p, new  ...................14 00
P e rfec tio n  F lo u r  ...........5 60 P ig ’s  F s s t
T iv  T op  F lo u r  ................5 20 ] ^  b b ls .......................................... 1 90
G olden S h ea f F lo u r  . .4  75114 bbls., 40 tb s ........................ 2 00
M arsh a ll’s  B e s t  F lo u r  5 90 114 b b ls .......................................... 4 00
P e rfe c tio n  B u c k w h e a t 2 50 11 bbl.  . . . . . . 9  00
T ip  T op  B u ck w h e a t 2 4 0 1 T r ip e
B ad g e r D a iry  F e e d  24 00 K its , 15 lb s ........................  80
A lfa lfa  H o rs e  F e e d  ..2 8  00 114 bb ls ., 40 lb s .......................... 1 60
K afir C orn  .........................1 90 j £  bbls., 80 tb s ....................... 3 00
H oyle  S c ra tc h  F eed  . .  1 65 1 C as in g s

M eal I H ogs, p e r  lb ........................ 32
B olted  ..............................  3 70 B eef, ro u n d s, s e t  ...........  25
G olden G ra n u la te d  . . . 3  90 B eef, m idd les, s e t  -----  80
S t .C a r  F e e d  s c ree n e d  27 00 Sheep, p e r b und le  . . . .  90
No. 1 C o m  a n d  O a ts  27 00 U ncolored  B u tte r in e
C ora , c ra c k e d  ..............26 00 Solid d a iry  .........10 4* 12
C orn  M eal, c o a rse  ..2 6  00 C o u n try  Rolls . .  .10 Vi it116V* 
W in te r  W h e a t  B ra n  25 00 C anned  M eats
M iddling« ...................... 28 00 C orned  beef, 2 t b ............3 20
B uffa lo  G lu ten  F e e d  33 00 C orned  beef, 1 t b ............1 80

R o as t beef, 2 t b ...................... 3 20

. . . 1  99
lb s ........................1 30
W hite tish

No. 1, N o. 2 F am .
'»Ml n**........................9 7R 8 RO
50 tb s ........................5 26 1 »0
10 tb s .........................1 12 00
8 lb s ...................... 92 48

SH O E  B LA C K IN G  
H andy  Box. la rg e  3 dz 2 50 
H an d y  Box, sm all . . . . 1  25 
B ix b y 's  R oyal P o lish  8.1
M iller’s C row n P o lish  85

S N U F F
S cotch , in  b la d d e rs  .........37
M accaboy. in j a r s  ............35
F ren c h  R app ie  in ja r s  ..4 .

SO A P
J . S. K irk  & Co.

A m erican  F am ily  .........4 00
D usky  D iam ond , 50 8oz 2 80 
D usky  D ’nd  100 6 oz 3 80
J a p  R ose, 50 b a rs  .........3 60
Savon  Im p e ria l .............3 on
W h ite  R u ss ia n  ............  3 60
D om e, ova l b a rs  ...........3 00
S a tin e t, ova l ..................2 70
S n o w b erry , 100 c ak e s  4 00 

P ro c to r  & G am ble  Co.
L enox  ..............................  3 50
Ivo ry , 6 oz........................... 4 do
Iv o ry , 10 o z ......................... 6 75
S ta r  ..................................... 3 60

L a u tz  B ro s . & Co. ~  ... , .
A cm e, 30 b a rs , 75 tbs. 4 00 C eylon, cho ice  
A cm e, 25 b a rs ,  75 lb s . 4 00 e a n c F ' • • • • • •
A cm e, 25 b a rs , 70 tb s. 3 80
Acm e, 100 c ak e s  ...........3 60 1 _  Fine Cut
Big M as te r, 70 b a rs  . .2  85 ............................ .
G erm an  M ottled  ............3 35 fH a w a ii}a ’ oz% '
G erm an  M ottled , 5 bx s  3 30 1 oz- ••
G erm an  M ottled . lObxs 3 25 ■Limit, 7 oz. . .  
G erm an  M ottled , 25bxs 3 20 *̂0 L im it, 14 oz. . 
M arse illes , 100 c ak es  ..6 00 y i i b w a> 16 oz. 
M arse illes , lOo ekes  5c 4 00 
M arseilles , 100 ck to il 4 00 
M arse illes . Vibx to ile t 2 10 

A. B. W ris ley
Good C h ee r ...................... 4 00
Old C o u n try  .................... 3 40

Soap P o w d e rs
Snow  Boy, 24 4tb s ...........4 00
Snow  
Snow
Gold D u st, 24 la rg e  
Gold D u st, 100-5c

101b. c an s , Vi dz. in cs. 1 65
&)!> c an s . 2 dz. In <■* I 7h

2 Vi lb. c an s , 2 dz. in  cs. 1 80 
P u re  C an«

F a i r  .....................................16
Good .................................... 20
C hoice ................................ 26

TE A
J a p a n

S undried , m ed ium  ..2 4 0 2 6  
S u n d ried , cho ice  
S u n d ried , fan cy  
R egular, m edium  
R egu lar, cho ice  .
R eg u lar , fa n c y  ..
B ask e t-fired , m ed ium  ___
B ask e t-fired , choice  35037 
B ask e t-fired , fa n cy  .40043
N ibs .....................
S if tin g s  ...............
F a n n in g s  .....................  14

G unpow der 
M uyune, m ed ium  .,

S p lin t, sm a ll .................... 2 75
W illow , d o ti le « , la rg e  8 2b 
WlllOW, ClOUioo, Ui- ill i 1«

B u tte r  P la te s  
W ire  E n d  or O vals.
Vi lb ., 250 in c ra te  . . . . . . .3 0
Vi tb ., 250 in  c r a te  ...........30
1 lb., 250 in  c ra te  ...............30
2 lb ., 250 in  c ra te  .............35
3 tb ., 250 in  c r a t e ...............4u
5 tb., 250 in c ra te  ...........50

91/53*9« I C hurn«
sn/a!92 B a rre l. 5 g a l., e ach  . 2 40 

B arre l. 10 g a l., e a c h . . 2 55 
C lo thes  P in s  

R ound H ead .
4 inch , 5 g ro ss  ............... 50
4 Vi inch , 5 g ro ss  .............55
C ar to n s . 20 2 Vi doz. b x s . . 60

Egg C ra te s  an d  F lllar«  
t tu tn p ty  D um pty , 12 *lz. 30
No. 1 com ple te  ...............  40

, ,  . - . No. 2 co m p le te  ...............  28
M uyune. cho ice  ............... 32 r a s e  No.2 fiU ersl5aeta 1 3 5
M oyune, fa n cy  ...........40^45  (C ase , m ed ium s. 12 s e ts  1 I I

1 1

No. 1 14C alfsk in , cu redir~ -
P e lt

Old W ool .........
L am bs .............
S h ea rlin g s  ............. 4 0 0  99

T allow  
No. 1 . . . .
No. 2 ___

9500

0 I 
0 4

i’i lt
36©140
240>29
300133
36040
1 . .30
36037

.40043
260/30
10(SMS
140M6

23

Wool
U nw ashed , med. 
U nw ashed , fine 
S ta n d a rd 9  33

. . .  SO 
.4 0 0 5 0

P ingsuey , m ed ium  ..2 5 0 2 8
P in g su ey , cho ice  ................SO
P ingsuey , fa n cy  ____4o(u<45

Y oung H yson
C hoice ..........................
t uucy  ............................

Oolong
F o rm o sa , fa n c y  . . . .
Am oy, m ed iu m  . . . .
Amoy, cho ice

E n g lish  B reakfast
M edium  .................................. 2 5 1
C hoice .................
F an cy  ...................

India

F a u c e ts
C ork, linen  8 i n .............  70
C ork  lined. 9 in ...............  80
C ork lined. 10 i n .............  96

Moo S tick s
T ro ja n  s p rin g  ...............  90

I E c lip se  p a te n t  sp r in g  85
..4 5 0 6 0 !  No. 1 com m on ...............  su
...........25 No. 2 p a l. b ru sh  h o ld e r 85
...........32 12Tb co tto n  m op h ead s  1 40

Ideal No. 7   8»
P a ils

................30 j 2 -hoop  S ta n d a rd  . . . .  2 00
___ 40045  3 -hoop  S ta n d a rd  .2 25

12-w ire  C ab le  ...............  2 10
-----3 0 035  3 -w ire  C ab le  ................  2 SO

all red . b ra s s  ..1  25

T w is t ............. 8
_ _  C asas

Jum bo , 32 lb .................. t u
E x tra  H  H  ................. ! ! l*
B oston  C ream  .............. u
Big s tic k , so lb . osas 3

•V*

7 *
Is
19

9
«V*

. .  40
O jibw a, 5c p k g ................1 85
Ojib.wa, 5c ........................ 4 7 1

S te rlin g  D ark ,

I’a i i f r  E u rek a  ............. .2 25
FH>r# ................................. X 70

T o o th p ick s
H ard w o o d  ........................ 2 60
fcjoi't wuuti .......................... 2 V»
B an q u e t ............................ 1 50
id e a l .................................. 1 60

J  rap s
M ouse, wood. 2 h o le s . Ll
M ouse, wood. 4 ho les. 4a>
M ouse, wood, 6 hole«. 7u
M ouse, tin , 5 hole« . . .
R a t. wood ................... fcu
R a t ,  s p rin g  ..................... 76

S w ee t C uba, 1 tb.......... ..... ........... - . . .  5 00 f20 -in , S ta n d a rd , N o. 1 7 60
Boy, 60 5c .......... 2 C uba, 16 oz.............4 20 18-in . S tandard»  N o. 2 6 60
Boy. 3ü 10c ------2 40 S w ee t C uba, % Ib .............2 1 0 116-in. S ta n d a rd , No. 3 6 50X__A. n A 1____  A FA Cnmùt U iiwIatf X/v C H i? .. . . • -, A AA

D an ry  F eed s  
W y k e s  & Co.

O P  L in seed  M eal . .  35 0 
O P  L a x o -C ake-M eal 33 00

R o as t beef, 1 lb  
P o tte d  h am , V&& • 
P o tte d  h am , V*b •

C o tto n seed  M eal .........34 50 R a i l e d  h a m ’
G lu ten  F e e d  ............. . .2 8  50 -  h a m , % s
B re w ers ’ G ra in s  .........28 00
H am m o n d  D a iry  F eed  24 00
A lfa lfa  M ea l ................. 25 00

O a ts
M ich ig an  c a r lo ts  .........  38
L ess  th a n  c a r lo ts  . . . .  40 

Cora
C a r lo ts  ..............................  65
L ess  th a n  c a r lo ts  . . . .  68 

Hay
C arlo ta  ..............................  17
L ess  th a n  c a r lo ts  . . . .  18

M A P L E IN E
2 oz. b o ttle s , p e r  doz. 3 00 

M O L A SSE S 
N aw  O rlean s

F a n c y  O pen  K e ttle  . .  40
C hoice ................................. 35
G ood ................................
F a i r  .....................................

H a lf  b a r re ls  2c e x tra  
M IN C E M EA T

P e r  c a s e  ........................ 2 85
M U STA R D

V4 lb . 6 lb . b o x  ...........  18
O L IV E S

B u lk , 1 g a l. k eg s  1 1 0 0 1  20 
B u lk , 2 g a l. k e g s  9 5 0 1  05 
B u lk , 5 ga l. k eg s  9 0 0 1  Od
S tu ffed , 5 oz ......................  90
S tu ffed . 8 oz.......................1 35
S tu ffed , 14 oz................... 2 25
P i t t e d  (n o t s tu ffed )

14 oz................................2 25

1 80 
50 
90 
60 
90 
50 
90

P o tte d  to n g u e , % s 
P o tte d  to n g u e , V*s 

R IC E
F a n c y  ...................... 7 0  7%
J a p a n  .....................  5% ©  61*
B ro k en  . . .  .............  3%©3V4

SA L A D  D R E SS IN G  
C olum bia . Vi p in t  . . . . 2  25
C o lum bia, 1 p in t  ...........4 00
D u rk e e ’s, la rg e , 1 doz. 4 50 
D u rk e e ’s, sm all, 2 doz. 5 25 
S n id e r’s, la rg e , 1 doz. 2 35 
S n id e r’s, sm all, 2 doz. 1 35 

S A L E R A T U S  
P a c k ed  60 Tbs. in  box. 

A rm  a n d  H a m m e r . . . . 3  99
D e lan d ’s ........................ 3 00
D w ig h t’s  Cow .................. 3 00

5? i L . P ..........................................3 00
~~ S ta n d a rd  .......................... 1 80
20 i W y an d o tte , 100 % s . .3  00 

SA L SODA
G ra n u la te d , b b ls ................  90
G ra n u la ted , 100 Tba. cs. 90
L um p, b b ls ........................  80
L u m p , 145 tb. k e g s __ 9

SA L T
C om m on G rad es

100 3 lb . s a c k s  ................2 4#
60 5 Ib. s a c k s  ................2 f t
28 10% lb . s a c k s  . . . . 2  10
56 Ib. s a c k s  ..................  32
28 tb . s a c k s  ..................  17

W arsa w
51 lb . d a iry  In d rill b a g s  40

,.4  50 
..4  00 
.3 80
3 75
4 10 
3 75

S w ee t B u rley , 5c ...........5 76
S w ee t M ist, Vi g r ...........5 70
S w ee t B u rley , 24 lb . cs 4 90
T ig e r , Va g ro s s  .............
T ig e r , 5c t in s  ...............
U ncle  D an iel, 1 tb . . . .  
U ncle  D an iel, 1 oz. . . .  

P lu g
A m . N av y , 15 oz. . . .  
D ru m m o n d , N a t  L ea f, 

& 5 Tb.

M an zan illa , 8 oz ...............  9 0 ,2g rK  d a iry  in  d rill b a g s  20
L u n ch , 10 oz, ............... 1 35 j S o la r Rock
L u n ch , 16 oz......................2 25 51 Ib. s a c k s  ......................  24
Q ueen , M am m o th , 19 C om m on

02..................... • • • • • •  3 75 G ra n u la te d , fine
Q ueen , M am m o th , 28

oz...................................  5 25
O live C how , 2 doz. cs,

p e r  doz ............... .......... 2 25
H ardw ood  T o o th  P ic k s  2 00
Id e a l ..................................  85

P IP E S
Clay, N o. 216, p e r  box 1 75 
C lay, T . D ., fu ll c o u n t 60
Cob ..............   90

P IC K L E S  
M edium

B arre ls , 1,200 c o u n t . .7  50 
H a lf  bb ls ., 600 c o u n t 4 50 

Sm all
H a lf  b b ls ., 1,200 c o u n t 5 00 

P L A Y IN G  C A RD S 
N o. 90 S te a m b o a t . . . .  85
N o. 15, R iv a l, a s s o r te d  1 75 
N o. 20, R o v er , e n a m ’d 2 00 
N o. 572, S pec ia l . . . . . . 1  75
N o. 98 Golf, s a t in  fin. 2 00
N o. 808 B icycle  ...........2 00 N o. 1, 10 lbs.
N o. L ‘ - - -

90
M edium , fine  ...................   95

8 A L T  F IS H  
Cod

L a rg e  w ho le  -----  0  7
S m all w ho le  ......... ©  6 Vi
S tr ip s  o r  b r ic k s  7 Vi 0 1 0  V*
P o llock  ...................  0  5

H alibut
S tr ip s  ..................................... 15
'T hunks ................................  19

H olland  H errin g  
Y. M . w h . hoop, bb ls. 10 00 
Y. M. w h . h oops % bbl. 5 25 
Y. M. w h . hoops, k e g s  65 
Y. M. w h . hoop  M ilch ers

k e g s  ..............................  75
Q ueen, b b ls .....................  9 00
Q ueen, Vi b b ls ...................4 75
Q ueen, k e g s  ......................  55

T r o u t
N o. 1, 100 lb s ..................... 7 60
N o. 1, 40 lb s . .................... 3 25

99

K irko line , 24 4Tb.
P e a rlin e  . . . . .
S o ap in e  .........
B a b b itt’s  1776
R ose ine  ..........................  3 50
A rm our’s ........................ 3 70
W isdom  ............................  3 80

S oap  C om pounds 
J o h n s o n ’s  F in e  ..............5 10
J o h n s o n ’s X X X  .............4 25 jD ru m m o n d  N a t. L e a f
N ine O’clock  ....................3 3 0 1 p e r  doz
R u b -N o -M o re  ................3 85 I,B attle  A x

S co u rin g  jrB racer ___
E n o ch  M organTs  S ons. [B ig  F o u r  .......................... 31

Sapolio , g ro ss  lo ts  _____ 9 OOlBoot J a c k  ..........................  86
Sapolio , h a lf  g ro . lo ts  4 5 0 [B ullion , 16 oz.....................  46
Sapolio , s in g le  b o x e s . .2 25 [C lim ax  G olden T w in s  . .  48
Sapolio . h a n d  .................2 25 D ay s  W o rk  .........................  37

.6 00 

.5 50 

. 60 

.5 22

. 27

. 60

. 95 

. 37 
37

A sso rted ,
A sso rted , 15-17-19

W R A P P IN G  P A P E R
C om m on s tra w  .........  2
F ib re  M an ila , w h ite  . .  3 
F ib re  M an ila , co lo red  . .4  
No. 1 M anila .............. . . . . 4

„ 1 ............... .................................... ... .C rea m  M an ila  ...................3 _____ _______  . .
C och in  ............... ljV i N obby  S p u n  R oll .......... 5 8 1 B u tc h e r 's  M a n i l a ............. 2% i G iggles, 5c pkg . o s 3 99
e n a n *  ..................“® P a r r o t  .................................  2 8 ¡W ax  B u tte r , s h o r t  c ’n t  13 p op  C orn  B alls  300s 1 35

P e a c h e y  ............................  40 W ax  B u tte r , fu ll c o u n t 30 A zu lik it 100s ............. i n
P ic n ic  T w is t  .................... 45 W ax B u tte r, ro lls  ...........19 Oh M y 100« ..................3 M
P ip e r  H e id s ic k  ...............  69 Y E A ST  C A K E  I _  „  _
R ed icu t, 1% o z ................  38 M agic, 3 doz ......................1 la  i C ough  D rags
R ed  L io n  ..........................  30 S u n lig h t. 3 do*................. 1 00 j P u tn a m  M en th o l

1 Vi dos.

S co u rin e  M a n u fa c tu rin g  Co 
S co u rin e , 50 c ak e s  . . . . 1  80 
S courine . 100 c ak es  . .3 50 

SODA
B oxes ................................... 5%
K egs, E n g lish  ...............  4%

S P IC E S  
W hole  Spices

A llspice, J a m a ic a  .........13
A llsp ice  la rg e  G a rd e n  11
C loves, Z a n z ib a r  .........16
C assia , C an to n  .............  14
C assia , 5c p kg . d o z . . . .  25
G inger, A fric a n  ...........  9Vi
G inger,
M ace, P e n a n g  ............... 60
M ixed, N o. 1 .................. 16Vi
M ixed, No. 2 ................. 10
M ixed, 5c p k g s , d o z ..  46
N u tm e g s , 75-80 ........... 35
N u tm eg s, 105-110 .........20
P ep p er, B lack  ..................14
P ep p e r, W h lta  ............... 36
P ep p e r, C ay en n e  .........  22
P a p r ik a , H u n g a r ia n  . .

P u re  G round  In B ulk  
A llsp ice, J a m a ic a  . . . .  12
C loves, Z a n z ib a r  ...........23
C ass ia , C an to n  .............  12
G inger, A frica n  ...........  12
M ace, P e n a n g  ...............  56
N u tm eg s, 75-80 ...........  36
P ep p er, B lack  ...............  11 Vi
P e p p e r, W h i t e ............... 18
P e p p e r . C ay e n n e  . . . .  16 
P a p r ik a , H u n g a r ia n  . .38 

ST A RC H  
C ora

K in g sfo rd , 40 lb s ............. 7 V*
M uzzy. 20 l ib .  p kgs . . .  5Vi 
M uzzy, 40 l ib .  pk g s . . .  5 

G loss 
K in g sfo rd

S ilv er G loss, 40 l ib s  
S ilv e r G loss. 16 SIbs 
S ilv e r G loss, 12 6 tbs 

M uzzy
48 l ib .  p ack ag e«  ........... 5
14 5Tb. p a ck a g e s  ...........  47>
12 61b. p ack ag e«  .............  *
VOIb. bo x es  ........................ 2%

S Y R U P S
Cora

B arre ls  ..............................  27
H alf b a r re ls  .................... 29

D e rb y  
5 B ros. . 
G ilt E d g e  
Gold R ope,

28 
63 
48

to  Ib ........  58
Gold R ope, 14 to  Ib
G. O. P .................................  32
G ra n g e r  T w is t ...............  46
G. T . W ................................  36
H o rs e  Shoe ...................... 43
H o n e y  D ip  T w is t  ......... 45
Jo lly  T a r  .......................... 40
J. T ., 8 oz ............................  35
K e y s to n e  T w is t ...........  46
K is m e t ................................  48

.8  00 

.7 00 

.6  00 
10 25 

9 25

2v-in. C ab le, N o. 1 
18-in. C able, N o. 2 
16-in. C able  N o. 3
No. 1 F ib re  .........
No. 2 F ib re  ...........
No. 3 F ib re  ...................... 8 26

W ash b o a rd s
B ro n ze  G lobe ..................2 60
D ew ey ..............................  1 76
D ouble A cm e ..................3 75
S ingle  A cm e . .
Double P e e rle ss
S ing le  P e e r le s s  ............. a  *a A
N o rth e rn  "  *
D ouble  U k* »  ..............-  ”  I L ozenges, p la in  ...........  u
u o o d  L uck  ........................ * ^  Im p e ria ls  ......................  as
U n iv e rsa l ........................ * ®° M ottoes ..........   S

W indow  C lean e rs  .. c re a m  B a r  . . . . . . . . .  m
1 at M- p*»nut Bar ’!! 99
2 H a n d  M ade  C rm a 94099

, M ixed C andy  G rocer«  ....................
C o m p e titio n  f
Spec ia l .......................... ] # |
C onserve  .............
R oyal ....................
R ibbon .............
B roken ............... * *
C u t L oaf .........
L ead e r ....................   > •
K in d e rg a rte n  ......... ia
F ren ch  C ream  ”  a
S ta r  ..............................V.” ! ?
H and  M ade C ream  ..1 4  
P rem io  C ream  m ixed  14 
F a ria  C ream  B on B ona 11

F a n c y —In Pail«
l-»yp«y H e a r ts  .............  1«
Coco B on B ona ........... * i «
{•udga S q u a re s  ............ *1«
P e a n u t s q u a r e s  . 9
S u g a red  P e a n u ts  . . .  * 1« 
S a lted  P e a n u ts  . . . .  * " is
S ta r l ig h t K isse s  ____! ! u
s a n  b ia s  G oodies , n  
L ozenges, p la in
Lozenge«, p r in te d  ___ l |
C ham pion  C hooolata  . . 1* 
fijclipse C hocolate*  . ,  i * 
E u rek a  C hoco late«  . .  u  
Q u in te tte  C h oco late s  *14 
C ham pion  Gum  D ro p s I
M oss D rops  .................
l.em on  S ours  ............. " i j
im p e ria ls  ................. .. J '

I *• £ rea in  O p era  ".‘.‘. . I I  
ita i. C ream  Bon B ona 11 
Golden W affles . . .  «

! R ose G um  D rops ’ 1( 
¡A u to  B ubb les  ................ y

, > oxaa
o ld  F a sh io n ed  M olas- 

es J .isses. 191b. b x  1 31
O ra r a s  Je ll ie s  ...........  f f
L e n » n  S o u rs  .............  |9
o ld  F a sh io n ed  H o re -  

h o u n d  d ro p s  . . . . . .  99
P e p p e rm in t D ro p s  . 99 
C ham pion  Choc. D ra g  as 
H . M. Choc. D ro p s  1 19 
H . M. Choc. L L  i n d  

D a rk  N o. 12 ............. n
‘f  75 DiÍÍf!r Swe'et*- «  té. 12'«  2& B rillia n t G um s, C rys. 99 

„  a o? A - A - L ico rice  D ro p s . .99
i ) . .......... i  ao L ozenges, p r in te d  . . . .  96o u p ie x  .............a L ozenges, n laln

C lean ers
12 in ..........................................1 961
14 in.
16 in .........................................2 SO I

W ood Bow ls «String . .
..................I  u  W in te rg re e n  B e r r ie s ' 99

I* i«: Butte“ .: : : : : : : : : *  “  1 »
19 f n  B u tte r  " " " V / . ì n ì  ^ U8‘e rHB/ ow “  G ood 3 »9 
^ s L nr t e | Utíf-ri5-17  . . . . .  M

T en  S tr ik e  N o. 3 . .  C 99 
Ten S tr ik e , S u m m er a s 

s o r tm e n t . . . .  . . . .  i n  
S cien tific  A ss  L . . . . I I  99

P op  C e ra
I C ra ck e r  J a c k  ............. 3 I t

6%
8V4

S h e rry  C obbler, 10 oz. 
S p e a r H e ad , 12 oz. .
S 'pear H ead , 14% oz.
S p e a r  H e ad , 7 oz. .
S q u a re  D eal .............
S ta r  ................................
S ta n d a rd  N a v y  . . . .
T en  P e n n y  ...................... 28
T o w n  T a lk  14 o z .......... 30
Y ankee  G irl .................... 32

T W IN E
C o tto n , 3 p ly  ................24
C o tto n , 4 p l y .................... 24
J u te ,  2 ply  .........................14
H em p, 6 p ly  .................... I t
F lax , m ed ium  N  ............24
W ool, 1 Ib. b a ils  ...........  I

V IN E G A R
S ta te  S ea l .........................12
O ak lan d  a p p le  c id e r ..1 4  
M o rg an ’s  O ld P ro ce ss  14 

B a r re ls  free .
W iC K IN G

No. 0 p e r  g ro s s  ............. 30
No. 1 p e r  g ro s s  ........... 40
No. 2 p e r  g ro s s  ............ 50
No. 3 p e r  g ro s s  ............ 76

W O O D E N W A R E
B ask e ts

B u sh e ls  ............................  1 0 9
B ushels , w ide  b a n d  . .  1 IB
M ark e t ................................  40
S p lin t, la rg e  ............. 2 60oUo u ic y c ie  ...........z vv n o .  i ,  iv  m s ........................  n a n  D a rre »  .................... «  q ñ u n t  m ed ium  S 00

632 Tourn’t  w h ist 2 25 Mfc L 3 lb s. ..................  76 201b. cans % ds. in  cs. 1 71 s *>lint’ ............ *

26 I S un ligh t
44! . e a s t Foam . 3 do*
44 Y east C ream , 3 d o s . ..1  00 
47 Y east F oam , IVi d o s . .  68 
28 F R E S H  FISH
43 P®r  Tb.
37 W hite fish , J u m b o  -------- 16

W hite fish , N o. 1 ............. 12
T ro u t ................................  11V4
H a lib u t ..............   10
H e rrin g  ............................  ‘
B luefish .......................... 1JV4

B oiled L o b s te r ................29
Cod ....................................  10
H addock  ..........................  8
P ick e re l ............................  1*
Pike ..................................  9
P e rc h  ..................................  8
Sm oked. W h ite  ............... 12V*
C hinook S a lm on ......15
M ack e re l - .....................
F in n a n  H ad d ie  .............K
Roe S h ad  ........................... v
S had  Roe. each  .............
Speckled  B ass  ..................SV*

H ID E S  A N D  P E L T S  
H ides

G reen  N o. 1 .....................11
G reen  N o. 2 .....................10
C ured  No. 1 ..................... 1*
C ured  N o. 2 ..................... 12
C alfsk in , g reen . N o. 1 12
H slfak tn , green, No. t 11

1 09
6 0 1 S m ith  B ro s .....................1 21

1 16 • N U T S— W hole
A lm onds, T a r r a g o n a  19
\lm o n d s , D ra k e  ........... Ik
A lm onds, C a lifo rn ia  sfL

sh e ll ................................
B raz ils  .................... 12013
F ilb e r ts  .................... 13013
Cal. N o. 1 .............
W aln u ts , s o f t  sh e ll 15019  
W a ln u ts , M arb o t ©14 
T ab le  n u ts , fa n c y  13013V*
P ecan s , M ed. .........  0 1 3
P ecan s , ex. la rg a  . .  0 1 4
P ecan s , J u m b o s  . . .  0 1 6
H icko ry  N u ts  p e r  bu.

O hio, n e w ......... ..
C o co an u ts  ....................
C h es tn u ts , N ew  Y o rk  

S ta te ,  p e r  bu . . . . .
Shelled  

S p an ish  P e a n u ts  
P ecan  H a lv es  . . . .  
W a ln u t H a lv e s  ..  
F ilb e r t M ea ts  . .. 
A lican te  A lm onds 
Io rd an  A lm onds .

P e a n u ts  
F an cy  H  P  S u n s

R o a s te d  .............
"hole#, H. F,..... .

9  9 
'•i 5:> 

3 6 038  
02 7  
0 4 1  
# 4 7

7V*
TV*

•  •
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Special Price Current
A X L E  G R E A SE

M ica, t in  boxes ..75
P a ra g o n  .................  55

BA K IN G  PO W D E R  
Royal 

10c size 
% Ib. c a n s  1 
6oz. c an s  1 
% lb. c a n s  2 
% !b. c a n s  3 
l ib .  c an s  4
3ib. c a n s  13
51b. c a n s  21

YOUR 
OW N 

P R IV A T E  
BRA N D

P o rk
L o ins  ....................... @16
D ressed  ................. @11
B oston  B u tts  . . . @15
S h o u ld e rs  ............. @12%
L ea f L a rd  ........... @13
P o rk  T r im m in g s @ l x

M utton
C arca ss  ................. @10
L am b s  ................... @12
S p rin g  L am b s @13

Veal
C arca ss  .................  6 @ 9

C L O T H E S  L IN E S  
S isal

60ft. 3 th re a d , e x t r a . .  1 00
72ft. 3 th re a d , e x t r a . . 1 4ft
90ft. 3 th re a d , e x t r a . . 1 70
60ft. 6 th re a d , e x t r a . . l  29
72ft. 6 th re a d , e x t r a . .

60ft.
72ft.
90ft.

J u te

120ft....................................... 1 50

50ft.
60ft.
70ft.

50ft.
60ft.
70ft.
80ft.

50ft.
40ft.
60ft.

C o tton  V ic to r

C o tton  W in d so r

C otton  B raided

W ab ash  B ak ing  P o w d er 
Co., W ab a sh , Ind .

80 oz. t in  c a n s  ........... .3 76
32 oz. t in  c an s  ........... 1 50
19 oz. t in  c an s  ........... 85
16 oz. t in  c a n s  ........... 75
14 oz. t in  c an s  ........... 65
10 oz. t in  c a n s  ......... 55
8 oz. t in  c an s  ........... 45
4 oz. t in  c an s  ........... 85

32 oz. t in  m ilk  p a il 2 00
16 oz. t in  b u ck e t ___ 90
11 oz g la ss  tu m b le r  . . 85
6 oz. g la ss  tu m b le r 75

16 oz. p in t  m aso n  ja r 85

CIG A RS
Jo h n so n  C ig a r Co.’s  B ran d

S. C. W ., 1,000 lo ts  ......... 31
E l P o r ta n a  ............................ 33
E v e n in g  P re s s  ....................32
E x e m p la r  .............................. 32

W o rd en  G rocer Co. B ran d  
B en  H u r

P e rfec tio n  ..............................35
P e rfe c tio n  E x t r a s  ..............35
L o n d res  .................................. 35
L o n d re s  G ran d  ..................35
S ta n d a rd  .................................35
P u r i ta n o s  .............................. 35
P a n a te lla s ,  F in a s  ..............35
P a n a te lla s ,  B ock ..............35
J o ck e y  C lub ...........................35

CO CO A N U T
B a k e r 's  B ra z il S h redded

S A F E S

1 30
1 44 
1 802 00
1 35

...............  95

............. 1 65 |
G alvan ized  W ire  

No. 20, e ach  100ft. long  1 9ft 
No. 19, e ac h  100ft. long  2 10

C O F F E E
R oasted

D w in e ll-W rig h t Co.’s  B 'ds.

70 5c p k g s ., p e r  case  . .2  60 
36 10c pkgs., p e r  case  2 60 
16 10c and 38 5c pkgs.,

p e r  case  .................  2 60

F R E S H  M EA TS 
Beef

C arca s s  ...............  6 %@ 9%
H in d q u a r te rs  . . .  8 @ 10%
L oins ...................... 9 (ui4
R ounds .................  7%(<i> 9
C hucks .................  7 @ 7%
Plates ................... @ 5
Livers ................. Q  f

F u ll lin e  o f fire  a n d  b u r 
g la r  p ro o f s a fe s  k e p t in  
s to c k  by. th e  T ra d e s m a n  
C om pany . T h ir ty -f iv e  s izes  
a n d  s ty le s  on h a n d  a t  a ll 
t im e s—tw ice  as many safes 
a s  a re  c a r r ie d  by  a n y  o th e r  
h ouse  in  th e  S ta te . I f  you 
a r e  u n ab le  to  v is it  G ra n d  
R ap id s  a n d  in sp ec t th e  
lin e  p e rso n ally , w r ite  fo r  
q u o ta tio n s .

SO A P
B ea v e r  S oap  Co.’s  B ra n d

100 cakes , la rg e  s i z e . . 6 50
50 cak es , la rg e  s i z e . . 3 25

100 cak es , sm a ll s i z e . . 3 35
50 cak es , sm a ll s iz e . .  1 9{i

T ra d e s m a n  C o.’s B ran d

B lack  H a w k , one b ox  2 50 
B lack  H a w k , five bxs 2 40 
B lack  H a w k , te n  b x s  2 25 

T A B L E  SA U C E S
H a lfo rd , la rg e  ............... 3 75
H a lfo rd , sm all ............... 2 25

W h ite  H o u se , l i b ....................
W h ite  H ouse , 21b....................
E xce lsio r, B lend , l i b .............
E xce ls io r, B lend, 21b.............
T ip  T op, B lend , l i b ...............
R oyal B lend  ..............................
R oyal H ig h  G rad e  ...............
S u p e rio r B lend  ......................

'■ B o sto n  C o m b in a tio n  ...........
D is tr ib u te d  by  J u d so n  

: G ro ce r Co., G ran d  R ap id s ;
! L ee  & C ady, D e tro it ;  S y 
m o n s B ros. & Co., S a g i
n aw  ; B ro w n , D av is  & 
W a rn e r , J a c k s o n ; G ods- 
m a r k , . D u ra n d  & Co., B a t 
tle  C reek ; F ie lb a c h  Co.,

: Toledo.

F IS H IN G  T A C K L E
% to  1 in ................................... 6
1% to  2 In .................................7
1% to  2 In .................................9
1% to  2 in ...............................H
2 in .......................................... ••15
3 In .............................................. 20

C otton  L ines
N o. 1, 10 fe e t  ...................  5
No. 2, 15 fe e t ...................... 7
N o. 3, 15 fe e t  ....................  9
No. 4, 15 fe e t  ..................... 10
N o. 5, 15 fe e t .....................11
No. 6, 15 fe e t  .....................12
N o. 7, 15 f e e t ........................ 16
N o. 8, 15 fe e t  .....................18
N o. 9, 15 fe e t  ..................... 20

L inen  L ines
i S m all ....................................  20
i M edium  ................................  26
L a rg e  ....................................  34

Poles
j Bam boo, 14 ft., p e r  doz. 55 
I B am boo, 16 ft. ,  p e r  doz. 60 
j Liam boo, 18 f t. ,  p e r  doz. 80

G E L A T IN E
!C ox 's, 1 doz. L a rg e  . .1  80 
Cox’s, 1 doz. S m all . .1  00 
K nox’s  S p a rk lin g , doz. 1 25 
K nox’s  S p a rk lin g , g r . 14 00
N elson’s  ............................  1 60
K nox’s  A c id u ’d . doz. . .1  26

l O xford  ..............................  76
Plymouth B ock........1

Use

Tradesman

Coupon

Books

Made by
Tradesman CompanyGrand Rapids, Mich.

THE 1910 FBflNRLIK CARSLowest
Oar catalogue is “ the 
world’s lowest market” 
because we are the 
largest buyers of general 
merchandise in America.

And because our com
paratively inexpensive 
method of s e l l i n g ,  
through a catalogue, re
duces costs.

We sell to merchants 
only.

Ask for current cata
logue.

Butler Brothers
New York

Chicago St. Louis 

Minneapolis

Are More Beautiful, Simple^, and Sensible than Ever BeforeAir Cooled. Light Weight, Easy Riding

Model If. Franklin, 6 Cylinders, 42 H. P 7 Passengers, $3750.00 
Other Models $1750.00 to $5000.00

The record of achievement of Franklin 
Motor cars for 1909 covers no less 
than a score of the most important 
reliability, endurance, economy and 
efficiency tests of the 1909 season. 
List of these winnings will be mailed 
on request.

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

Among 20 contestants it went 
46 1-10 miles on one gallon of gasoline 
and outdid its nearest competitor by 
50 per cent.

If you want economy—comfort— 
simplicity—freedom from all water 
troubles— light weight and light tire 
expense—look into the Franklin.

Catalogue on request.

ADAMS & HARTWest Michigan Distributors
47-49 No. Division St.

W hat Is the Good
Of good printing? You can probably 
answer that in a minute when you com
pare good printing with poor. You know 
the satisfaction of sending out printed 
matter that is neat, ship-shape and up- 
to-date in appearance. You know how it 
impresses you when you receive it from 
some one else. It has the same effect on 
your customers. Let us show you what 
we can do by a judicious admixture of 
brains and type. Let us help you with 
your printing.

Tradesm an Com pany
Grand Rapids
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BUSINESS-WANTS DEPARTMENT
\ 5 \ e r t i M j m c n t s  i n s e r t e d  u n d e r  this head f or  t w o  c e n t s  a w o r d  the hrst insertion and one centra word for each 

s u b s e q u e n t  c o n t i n u o u s  i n s e r t i o n .  No c h a r g e  l e s s  t h a n  25 cents. Cash must accompany al! orders.

B U S IN E S S  C H A N C E S
F o r  S a le—A  d ry  c le an in g  b u s in e ss , e s 

ta b lis h e d  fo u r  y e a r s  in  one  of th e  b e s t  
lo c a tio n s  in  G ra n d  R ap id s. W ill te a c h  
b u y e r  d e ta il  of b u s in e ss , a v e ra g e  p ro fit 
$100 m o n th . I w ill p ro v e  It. L ow  re n t  
a n d  lo n g  lease , p ric e  $500 c ash . T h is  is 
a  sac rif ice  in  o rd e r  to  g iv e  o th e r  b u s i
n e ss  m y  a t te n tio n . A d d re ss  S uccess, c a re  
T rad esm a n .____________________________ 935

W o n d e rfu l s p a re  tim e  m o n ey  m a k e r  
fo r  sa le  ch eap . S ta m p  b r in g s  in fo rm a 
tio n . M. S am reg e , S u lliv an  & P r in c e  
s t re e ts ,  N ew  Y ork . 937

Do You Want—
To se ll your R eal E s ta te?

To sell your H ouse and  Lot?
To sell your F a rm  o r  Ranch?

To sell any kind o f  P ro p e r ty  ?
To sell your Business?

T o  sell your Bank, Mine o r  F ac to ry ?
To sell o r  exch an g e  anything?

To buy a  Business?
To buy a  F arm , H om e o r F ac to ry ?

To find an  investm ent?
To buy o r  exchange  anything?

I  bring  buyers and sellers  to g e th e r. N o m a t
te r  w here  lo c a te d  if you w an t to  buy. sell o r 
exchange  any  kind o f p ro p e rty  o r  business 
anyw here  a t  any p rice , w rite  m e today . Es
tab lished  1881. F ran k  P, C leveland. R eal 
E s ta te  E x p e rt. 1261 A dam s E xpress Building, 
Chicago.

F o r  Sale— V a rie ty  s to re , M ich ig an . 
A b o u t fo u r  y e a rs  p re s e n t lo ca tio n . P e r 
fe c tly  c le an  s to ck . N o  s tic k e r s  a n d  a  
cas li b u s in e s s  t h a t  c a n  be m o re  th a n  
doubled  if you  w ish . W ill b e a r  c lo se s t 
in v e s tig a tio n . A b o u t $2,500 re q u ired . 
O w n er m u s t  g e t  o u ts id e . Q u ick  a c tio n  
n e c e s sa ry  if you  w a n t  b en efit of h o li
d a y  b u s in e ss  to  p a y  you  b a c k  o n e -h a lf  
o r  m ore , o f p u rc h a se  p rice . A d d re ss  
N o. 933, c a re  T ra d e s m a n .___________ 933

A u c tio n e e rs —W e  c lo se  o u t  a n d  red u ce  
s to c k s  a n y w h e re  in  U n ite d  S ta te s . F o r  
te rm s  a n d  d a te s  a d d re ss  S to rm s  S a les 
Co., F t .  M ad ison , Iow a ._________  932

D E S IG N IN G  A N D  D R A F T IN G  e v ery  
k in d  of m e n ’s  g a rm e n ts  b y  m a il. E v e ry  
le sso n  g iv en  p e rs o n a l a t te n tio n . N ew  
sy ste m . S A T IS F A C T IO N  G U A R A N T E E D . 
S pec ia l p r ic e  th is  m o n th . W h y  n o t be  
a  S U C C E S S F U L  C U T T E R . W r ite  F o rd , 
B540, E . Q ueen  S t., H a m p to n , V a. 930

F o r  S a le—G ro ce ry  s to ck  w ith  fix tu re s  
a n d  b u ild in g ; o n e  h o u se  w ith  s m a ll p lo t 
of g ro u n d  a lso  s ev e ra l good fa rm s . A d 
d re s s  F r y  & M an n in g , B rig h to n , M ich.

929

Bring Something to Pass
Mr. M erchan t! Turn  o v e r your “ le f t  overs  ” 

Build up your business. D on 't sacrifice  th e  
c ream  o f your s to ck  in a spec ia l sale . U se th e  
plan th a t  brings all th e  p ro sp ec tiv e  buyers in 
fa c e  to  fa c e  com pe tition  and g e ts  resu lts. I 
personally  co n d u ct my sales and g u a ran tee  
my w ork. W rite  me. JOHN C. GIBBS, A uc- 
lo n ee r, M t. U nion, la .

W e  w ill g u a ra n te e  to  se ll o n e -h a lf  y o u r 
s to c k  in  15 d a y s  w ith  p ro fits , o r  fo r fe it  
o n e -h a lf  o f  o u r  com m issio n s . O u r s y s 
te m  is  s t r ic t ly  le g it im a te  a n d  m o d ern . 
U n q u e s tio n a b le  re fe re n c e s  fro m  m e r
c h a n ts ,  w h o le sa le  h o u ses  a n d  b a n k s  w ill 
b e  o ffered  th a t  w e  ho ld  th e  re c o rd  fo r 
s u cc e ss fu l s a le s  a n d  c lo sin g  o u t s to ck s . 
A d d re ss  A sso c ia te  S a les  M an a g e rs , 1612
N o. L in co ln  S t., C h icago , 111.________934

F o r  S a le—N ew  c lean  s to ck , b een  r u n 
n in g  one  y e a r , c o n s is ts  of shoes, d ry  
goods a n d  g ro ce rie s , in v o ice s  a b o u t $5,000; 
lo c a ted  in  one  of th e  b e s t  to w n s  in  I n 
d ia n a . P o p u la tio n  2,000, on ly  th re e  g e n 
e ra l s to re s  in  to w n . G ood t r a d e  e s ta b 
lished . R ea so n  fo r  selling , p o o r h e a lth . 
A d d re ss  J .  P . G reenw ood , C lay  C ity , In d .
________________________________________ 928

F o r  S a le—F ir s t- c la s s  g ro c e ry  s to c k  a n d  
co m p le te  s e t  o f  f ix tu re s  in  e x ce llen t c o n 
d itio n , a t  539 S o u th  D iv is io n  s t re e t .  A lso 
sm a ll sh o e  s to c k  a t  606 S o u th  D iv ision  
s t r e e t .  B o th  good lo c a tio n s  fo r  b u s in ess . 
A d d re ss  H . H . F ree la n d , T ru s te e , 204- 
205 H o u se m a n  B ldg ., G ra n d  R ap id s , M ich.

______________________________________ 938
F o r  Sa le—G ood p a y in g  d ru g  s to re  in  

C e n tra l W isco n s in , to w n  of 1,000, w ith  
good s u r ro u n d in g  fa rm in g  co u n try . R e a 
so n  fo r  se lling , p o o r h e a l th  a n d  o th e r  
b u s in ess . H ig g in s  & M acQ ueen , N a n a w a , 
W ls. 927

W h y  L ook  H e re !  H . W in sh ip , o f S t. 
C h a r le s  Iow a , g e n e ra l m e rc h a n d ise  a n d  
re a l e s ta te  a u c tio n ee r , w ill se ll y o u r 
goods fo r  you  a n d  m a k e  you  m oney .

920

F o i S a le—T w e n ty -f iv e  y e a rs  e s ta b 
lished  h ide, wool a n d  fu r  b u s in e ss , a s  
th e  o w n e r re tire s . T h e  p lace  o f b u s in e ss  
a n d  re s id en ce  w ith  a ll th e  co nven iences. 
$200,000 is  a b o u t th e  a m o u n t of b u s in ess  
done  a  y e a r  a n d  m o re  could  be done. I t  
will be  so ld  fo r a - g re :it  d ea l le ss  th a n  
it co st. A d d re ss  N o. 922, c a re  M ich ig an  
T rad esm a n .____________________________ 922

N e w s p a p e r  F o r  Sale— T h e  K a lk a s k la n  
a t  K a lk a s k a . O ld est p a p e r  in  co u n ty . 
L a rg e s t  c irc u la tio n . O nly  tw o  p a p e rs  in  
coun ty . O w n er se llin g  on  a c c o u n t of 
poo r h e a lth . R a re  o p p o rtu n ity . P a r t  
c ash , r e s t  on  e a sy  p a y m e n ts . A d d ress  
W ill N . D eP u y , K a lk a s k a , M ich._916

F o r  Sa le—O r tra d e , h u s tl in g  c lo th in g , 
shoe  a n d  fu rn is h in g  b u s in e ss  in  busy  
to w n  of 4,000 p o p u la tio n ; sp len d id  o p 
p o r tu n i ty  to  en jo y  good liv e  b u s in ess , 
p ric e  $8,000. F u r th e r  p a r t ic u la rs  a d d re ss  
M. M ., B ox  42, S t. L ou is, M ich. 915

A u c tio n e e r  —  S to ck s  of m e rc h a n d ise  
c losed  o u t o r  red u ced  a n y w h e re  in  U . S. 
o r C a n a d a ; e x p e r t  se rv ice ; s a tis fa c tio n  
g u a ra n te e d . F o r  te rm s  a n d  d a te  a d d re ss  
R. G. H o lm an , H a rv e y , 111._________ 914

F o r  Sale—A t a  b a rg a in , a  n ice  s to ck  
of c h in a  a n d  b r ic - a -b r a c  a n d  g la ssw a re . 
A d d re ss  C. C. S w eet. B en to n  H a rb o r. 
M ich. _____________________________ 925

S pecial S a les—T h e  o ld e st s a le  c o n d u c t
o r  in  th e  b u s in ess , b a r  no  one. W h y  
e n g ag e  a  nov ice  w h e n  yo u  c a n  g e t th e  
se rv ice s  of one  w ho  k n o w s th e  b u s in ess  
fro m  A to  Z. B e s t  of re fe re n c e s  a s  to  
m y c h a r a c te r  a n d  a b il i ty  fro m  w h o le 
s a le rs  a n d  re ta ile rs .  P e rs o n a lly  co n d u ct 
a ll of m y ow n sa le s . W . N . H a rp e r ,  B ell 
P h o n e  1240, P o r t  H u ro n , M ich._______ 849

■
 Read This, Mr. Merchant

Why n o t pe rm it m e to  co n d u ct a 
bis Ju lv  o r  A ugust s a le  on  your 
s tock?  Y ou'll c lean  up on old goods 
and  rea lize  lo ts  o f m oney quickly. 
R em em ber I  com e in  person , qual
ified by k n o w leag e  and experience . 
Full in fo rm atio n  on  request.

B. H. C om stock ,
907 Ohio B u ild in g  Toledo, Ohio

T o  R e p re s e n t Y ou In  P i t t s b u r g —'Special 
fa c ilitie s  fo r h a n d lin g  a n y  b u s in e s s  p ro p 
o s itio n : th o ro u g h ly  re lia b le ; bo n d  f u r 
n ish ed  fo r  a n y  am o u n t. L yd ick , 530
S h e rid a n  A ve., P i t ts b u r g ,  P a ._______ 921

F o r  S a le—G rocery  a n d  m e a t m a rk e t,  
w ill invo ice  a b o u t $3,000. O ne of th e  
b e s t to w n s  on  th e  G. R . & I. R a ilro ad , 
b e s t s to re  in  tow n . A n n u a l b u s in e ss  
$25,000. R ea so n s  fo r  se lling , to  close 
a n  e s ta te .  F o r  p a r t ic u la rs  w rite  W . S. 
C ooke, c -o  N a tio n a l G ro ce r C om pany ,
C ad illac , M ich.________________________ 923_

W a n te d — S to ck  g e n e ra l m e rc h an d ise , 
c lo th in g  o r  sh o es . A ll c o rre sp o n d en ce  
co n fiden tia l. R. W . Jo h n so n , M in n eap -
olis, M inn._____________________________ 913

B a k e ry —O nly sh o p  in  to w n  of 1,200 
in h a b i ta n ts .  D o ing  good b u s in e s s ; good 
oven  a n d  too ls , a lm o s t new . W ill p ay  
an y o n e  to  in v e s t ig a te . B e s t o f re a so n s  
fo r  se lling . A d d re ss  F r a n k  O. P o s t,  L a
B elle, Mo._____________________________ 912

G all S to n e s—B ilious colic is  re s u l t ;  no  
in d ig e s tio n  a b o u t i t ;  y o u r  p h y s ic ian  can  
n o t c u re  you ; on ly  one rem ed y  k n o w n  on 
e a r t h ; f re e  b ok le t. B ra z i lia n  R em edy  
Co.. B ox 3021, B o sto n , M ass._________ 907

DEAD
*' Y et sh a ll be  live  a g a in ."

Your “ spiritual adviser” quotes th a t  a t  all 
funerals. If you have a dead business and w ant 
it  to  live again, let me p u t on for you my Com
bination Sale. I t  w ill sell your merchandise a t 
a  profit- W rite a t  once for particu lars and state  
the  am ount of stock you carry.

G. B. JOHNS, A u ctioneer,
1341 W arren  A ve. W est D e tro it, M ich.

F o r  Sale— O ld -e s tab lish e d  p lu m b in g , 
h e a t in g  a n d  t in s m ith  b u s in e ss  in  good r e 
s o r t  M ich ig an  to w n . P le n ty  o f w o rk  y e a r  
a ro u n d  a t  c ity  p ric e s. N o  co m p e titio n . 
W ill sell s to ck , in v o ic in g  $2,500, a lso  
t»x>ls, lau n ch , h o rse  a n d  w ag o n s, w ith  a  
five y e a r  le a se  of b r ic k  bu ild ing . A d d re ss  
P lu m b e r , c a r e M ich ig an  T ra d e s m a n . 911 
—F o r  S a le—C ash , a  sm a ll s to ck  o f g ro 
cerie s  a n d  n o tio n s , c e n tra lly  loca ted . 
L o ck  B ox  768, K a lam azo o , M ich.____ 890_

R e s ta u ra n t—Good tra d e , good lo ca tio n  
fo r  b a k e ry . M in in g  tow n , 1,500 in h a b 
ita n ts .  M u st re t i r e .  P r ic e , $550. A d- 
d re s s  J o h n  T rac y , B en to n , W is._____ 894

F o r  S a le  o r  R e n t—S to re  b u ild ing , 26x90. 
w ith  b a se m e n t. A lso h a v e  g e n e ra l s to ck  
fo r  sa le  o f a b o u t $7,000. D oing  b u s in ess  
o f a b o u t $28,000 p e r  y e a r . W ill red u ce  
s to c k  to  s u i t  b u y e r. A d d re ss  N o. 893, 
c a re  T ra d e s m a n . 89S

F o r Sale— T w o -s to ry  b rick  b lock  w ith  
$1,000 s to ck  of fu rn itu re .  A ll new . A d 
d re ss  N o. 892, c a re  T ra d e s m a n . 892_

F o r  Sale— S tock  of sh o es  a n d  m e n ’s 
fu rn ish in g s  in  one  of th e  b e s t  to w n s  of 
1,800 p o p u la tio n  in  M ich igan . S u rro u n d 
ed by  r ich  fa rm in g  co u n try . S to re  h a s  
s te a m  h e a t  a n d  m o d e rn  fix tu re s . E n 
jo y s  a  good t ra d e  an d  is a  m o n ey m ak er. 
R easo n  fo r selling , poo r h e a lth . A d d re ss  
No. 905, c a re  T rad e sm a n .____________ 905

F o r  Sale—A  c lean  s to ck  of h a rd w a re  
lo c a ted  in  a  liv e  m a n u fa c tu r in g  tow n . 
S to re  eq u ip p ed  w ith  m o d e rn  fix tu re s  a n d  
a t t r a c t iv e  sh o w  w indow s. Good b usiness, 
w ell e s ta b lish e d . A d d re ss  B ox 425, K e n 
o sh a , W is.____________________________ 899 _

F o r  S a le—M y s to re , w ith  d w e llin g  a t 
ta c h ed . S to c k  o f g e n e ra l m e rc h an d ise , 
s i tu a te d  a t  G eneva , M ich. HI h e a l th  r e a 
son  fo r  se lling . E . A. C la rk , R . D. 
T ow n ley , M ich._______________________871

G ro cery  a n d  m e a t  m a rk e t  fo r  sa le , lo 
c a te d  in  D e tro it  su b u rb . D o ing  now  b e t 
te r  th a n  $2,000 p e r  m o n th  a n d  c an  d o u 
ble th is  if  I  h a d  m e a n s  to  h an d le  th e  
b u s in ess . W ill ta k e  p a r t  tra d e , b a lan ce  
cash . A b o u t $4,000. A d d re ss  No. 882, 
c a re  T ra d e s m a n . 882

F o r  Sa le—N ice  b u s in e s s  a t  F re m o n t. 
F lo u r , feed , w ood, coal, lim e, h ay  a n d  
d e a le r  In  a ll k in d s  o f p roduce . A bout 
$1,400 w ill buy  it. S m all c a p i ta l  will 
m a k e  you  good  m o n ey  in  a  n ice  lo c a 
tio n . W r i te  H . M cC arty . F re m o n t , M ich.

880
F o r  S a le—$5,000 s to c k  of g e n e ra l m e r 

ch an d ise , one  o f th e  b e s t  b u s in e ss  p ro p o 
s itio n s  in  G enesee  Co., M ich igan . S a les 
$17,000 p e r  y e a r . A  b a rg a in  fo r  som eone. 
A ddre s s  No. 879, c a re  T rad e sm a n , 879

F o r  Sale—T h e  on ly  m u s ic  s to re  In  c ity  
o f 8,000. E x c lu s iv e  a g en c y  fo r  V ic to r 
ta lk in g  m a c h in e s . S to c k  in c lu d es  8 
p ian o s , s h e e t  m u sic , sm a ll in s tru m e n ts  
o f a ll  k in d s . W ill se ll a t  invo ice  p rice . 
A  s n a p  fo r  th e  r ig h t  p a r ty .  M u s t g iv e  
a ll m y  tim e  to  m y  d ru g  b u s in ess . A pp ly  
a t  once to  J .  E . O ’D onoghue , N e g au n ee , 
M i c h . _______________________ 877

F o r  Sale— S to c k  o f g e n e ra l m e rc h a n d ise  
in  one  o f th e  b e s t  to w n s  in  M ich ig an , in 
vo ices $8300. C an  red u ce  s to c k  to  s u it  
p u rc h a se r .  R ea so n  fo r  se llin g , p o o r 
h e a l th  a n d  m y  so n  leav in g . O ne co m 
p e tito r . A d d re ss  B o x  H , c a re  T r a d e s 
m an . __________ 864

F o r  sa le —P ro te c to g ra p h  c h ec k  p ro te c 
to rs  fo r  $15; la te  $30. M ach in e s  m ad e  
by  “ T o d d .”  I f  in te re s te d , o rd e r  o n e  s e n t 
on  ap p ro v a l. N . P a y n e , M a r ie t ta ,  Ohio.

F in e  o p en in g  fo r  g e n e ra l s to ck  a t  M an - 
to n , M ich., la rg e  s to re  room , 24x80 now  
v a c a n t, p re s e n t  o w n e r h a s  m a d e  a  n ice  
fo r tu n e  h e re .  N ow  to o  old. I  w ish  to  se ll 
o r  r e n t  b u ild in g . M o d em  liv in g  room s 
o v e r s to re , h a s  c ity  w a te r  a n d  e le c tr ic  
lig h ts , s to re  room s, fine ce lla r . C all o r  
a d d re ss  C. B. B ailey , M an to n , M ich. 
____________________________________  842

F o r Sale— D ru g s, s ick  room  su p p lie s  
a n d  g if t  s to ck  in  fine co n d itio n  in  a  
h u s tl in g  to w n  of 600 in  S o u th e rn  M ich i
g an . C all o r  w rite  a t  once, b id s  rece iv ed  
to  S e p te m b e r 1. S ta n le y  S a c k e tt,  T ru s te e ,
G obleville , M ich . _____________________ 840

F o r  Sale— W ell e s ta b lish e d  d ru g  s tock  
in  th r i f ty  to w n  t r ib u ta r y  to  r ich  fa rm in g  
c o m m u n ity . S to ck  a n d  f ix tu re s  in v e n 
to ry  $1,400. W ill se ll fo r  $1,200. N o 
d ead  s to ck . T e rm s  c a s h  o r i ts  e q u iv a 
len t. A d d re ss  N o. 777, c a re  M ich igan
T rad e sm a n .____________________________ 777

F o r  coal, oil a n d  g a s , la n d  leases,
w rite  C. W . D em in g  Co., R ea l E s ta te  
D ealers , T u lsa , O kla. 542

F o r  S a le—O ne 300 a c c o u n t M cC askey  
re g is te r  ch eap . A d d re ss  A. B ., c a re  
M ich ig an  T ra d e s m a n . 548

s a f e s  O pened— W. L. S locum , s a fe  e x 
p e r t  a n d  lo c k sm ith . 147 M onroe s tre e t .  
G ran d  R ap ids. M ich. 104

F o r  S a le—On c o n s ig n m en t p a r t  o r  
w hole  of $3,000 g e n e ra l s to ck ; w ould  ex - 
ch an g e . B ox 596, F e n to n , M ich. 896

H E L P  W A N T E D ._________
W a n te d —D ry  goods sale s lad y , w ith  a t  

le a s t  tw o  y e a r s ’ exp erien ce . A d d re ss
N o. 931, c a re  T rad e sm a n .____________ 931
—H ig h  g ra d e  su b sc rip tio n  so lic ito rs
w a n te d  to  w o rk  o n  a  sa la ry . G ive e x 
p e rien ce , re fe re n c e  a n d  s a la ry  ex p ec ted  
In firs t le t te r .  A good o p p o rtu n ity  fo r 
m en  w h o  do  th in g s . T ra d e s m a n  Com -
p a n y . G ra n d  R ap id s._________________ 883

W an ted —C lerk  fo r g e n e ra l s to re . M ust 
be so b er a n d  in d u s tr io u s  a n d  h a v e  som e 
p rev io u s  ex p erien ce . R efe ren ces  re q u ire d  
A d d re ss  S to re , c a re  T ra d e s m a n . 242

S IT U A T IO N S  W A N T E D .
Y our b u s in e s s  in c re a se d  by  m y  m e th o d  

o f ad v e r tis in g , w indow  tr im m in g  a n d  
c a rd  w ritin g . A  liv e  w ire  w ith  g e n e ra l 
d e p a r tm e n t s to re  ex p erien ce , w ish es  to  
m a k e  c h an g e . C an  fu rn is h  g ilt  edge  r e f 
e ren ce  a s  to  c h a r a c te r  a n d  ab ility . A d 
d re ss  A dv e r tis e r ,  c a re  T ra d e s m a n . 936 

W a n te d —A  p o s itio n  in  a  g ro c e ry  o r  
g e n e ra l s to re . S even  y e a r s ’ ex p erien ce . 
R eferen ces  fu rn ish e d . A d d re ss  437 S. 
S he ldon  S t., C h ar lo tte , M ich.________ 886

W a n t Ada. o n n tin u ed  on  n e x t paga.

Here Is a 
Pointer

Your advertisement, 

if placed on this page, 

would be seen and read

by eight thousand of 

the most progressive 

merchants in Michigan, 

Ohio and Indiana. We 

have testimonial let

ters from thousands of 

p e o p l e  who n a v e  

bought, sôld or ex

changed properties as 

the direct result of ad- 

Aertising in this paper.
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THE MISSION OF HUMOR.
One of our ablest editorial writers 

has recently restricted humor to a 
very small place in life. And while 
in the two chief acts of life, our ad
vent and exit, it takes no part, while 
it majr be absent from religious and 
ethical ideals, philosophy, science and 
law, it still has a place so important 
that we could not well have it strick
en from our characteristics.

While it is stated that science 
knows not humor, there are certainly 
manj' features in science which strike 
us as humorous. No one can stand 
long before a collection of monkeys 
or parrots without being possessed of 
a grave sense of humor. The chatter
ing squirrel seems to be a born hu
morist; and even the scolding robin, 
although not exhibiting good humor 
on her own part, certainly arouses it 
in beholders. The cunning rat, as it 
skillfully deludes your devices for its 
capture and smilingly bobs out in 
safety, impresses one as a joker of 
the most pronounced sort. Even the 
little “ leaf hoppers,” the grotesque 
faces of which are so interesting, are 
but posing as humorists of the in
sect world.

And yet does not humor with good 
results sometimes invade the more 
serious realms. Even the most pro
found judge sometimes finds relaxa
tion in the joke that is pointed. The 
minister may find a most impressive 
comparison touched with the bright
ness of humor. Lincoln, when up
braided for joking during the coun
try’s greatest sorrow, replied that but 
for the occasional flash of humor he 
would find the gloom unendurable.

Humor is more than the lubricant 
necessary to make the wheels of life 
move freely. It is the electric light 
which shows the bright side, while 
furnishing the motor power to move 
the world. It is not the man with the 
long face who can do the most eith
er of pulling or of pushing. A smil
ing countenance, a happy heart and 
a humorous thought lighten the load 
every time.

INDEPENDENT CITIZENSHIP.
Party organization is a legitimate 

if not a necessary development of our 
political system. No thoughtful 
American denies this. But party or
ganization degenerates and destroys 
its own usefulness just in proportion 
as it lacks the correction of indepen
dent criticism.

The older theory was that one par
ty organization seized upon the weak
ness or turpitude of its opponent and 
this acted as the necessary critical 
check. The American people are 
learning that this theory is danger
ously defective. They have discover
ed bipartisanism. They have found 
that party organizations, if blindly 
followed, tend to fusion or rather to 
secret alliance. This is the inevita
ble result of professional politics or 
politics as a means of livelihood, and 
this, in turn, is the result of the com
plexity of our political machinery 
which makes active participation in 
the more important activities of poli
tics almost exclusive of other voca
tions. In England politicians largely 
belong to an upper class virtually sub
sidized with incomes. In America 
men who go into politics expect to

make at least a part of their liveli
hood out of it— not necessarily in a 
corrupt or venal way but by holding 
office. Out of this condition neces
sarily arise not merely the more in
frequent corrupt practices but also 
the trading over patronage. This is 
practical politics, and practical poli
tics looks to substantial results— to 
the box office, so to speak. Therefore, 
if a friendly arrangement can be 
made with the opposition by which 
patronage can be exchanged or costly 
contests avoided then party strife is 
quietly put aside. In its more sinis
ter aspect, furthermore, in the field 
of privilege purchasing, in the defeat 
of legislation opposed by private in
terest, one professional organization 
is usually as purchasable as its op
ponent and does not serve as a relia
ble check upon it.

Out of the very nature of our po
litical system, then, arises the urgent 
necessity for the development of in
dependence both within and without 
the parties. Recently there was quot
ed in these columns the reproach of 
an English observer of American 
conditions, who declared that we 
“have never properly realized that 
democracy is criticism, is control, is 
an alert and informed public opinon 
and is not machinery at all.” The re
proach is just, but conditions are 
changing. Perhaps the most conspic
uous political development of the last 
quarter century has been the growth 
of the independent vote and the 
collateral determination to encourage 
and make it effective by primary leg
islation, ballot reform, and the like.

These things are useful, and organ
izations composed of best citizenship 
ought to study them and give them 
their influence. But it is still more 
important for such organizations to 
realize that the best sort of machin
ery is worthless unless it is run and 
run well, and that what good gov
ernment needs most of all in Amer
ica now and always is an alert and 
informed public opinion which can 
not be deceived or betrayed.

The Boys Behind the Counter.
St. Joseph— «Walter G. Kuebn has 

gone to Three Oaks where he has ac
cepted a responsible position with 
the large Chas. K. ¡Warren depart
ment store. He will have charge of 
the dry goods despartment. Mr. 
Kuebn has been with Shepard & Ben- 
ning in the dry goods department for 
the past eight years having worked 
his way up to a position of trust 
and responsibility.

Otsego— George G. Doxey has re
turned from Albion, where he has 
been employed as drug clerk, and 
has entered the employ of Mansfield 
Bros. & Co. here.

Coopersville— Dan Hamilton has 
acepted a position as clerk with the 
Hub Clothing Co., Frank Ingalls hav- 
uig resigned to work for a corres
pondence school.

Ovid— Geo. Bennett, who has clerk
ed for several years in the grocery 
store of :Wtn. J. Hathaway, has re
signed his position there and accept
ed a position with the New Era Life 
Insurance Co., of Grand Rapids.

Otsego—Jonas Hunt has accepted a 
position as salesman in the clothing 
and shoe store of C. F. Strutz.

Kalamazoo —  C. A. Millspaugh, 
formerly with the Detroit Cash & 
Credit Co. has acepted a position with 
the Menter & Rosenbloom Co.

Ionia— A. C. Colvin has taken a 
position on the office force of the 
Sorosis Garment Co.

Mantom— Ernest Ogren has taken 
a position in the A. E. Kramer hard
ware store.

Manufacturing Matters.
Lowell— The King Milling Co. will 

soon begin the erection of a ware
house on the south end of the pres
ent mill buildings. The building will 
be used for the storage of flour, feed 
and for general warehouse purposes.

Mt. Clemens— For some time past 
there has been disagreement between 
Anson E. Wolcott and John P. W ol
cott, proprietors of W olcott’s mills. 
By common consent a bill has been 
filed for a receiver and accounting 
and a dissolution of partnership. 
Judge Erskine, after hearing both 
parties, appointed' Lynn M. Johnston 
receiver. A bond' of $20,000 was furn
ished by Attorney Johnston and he 
took possession of the property. Un
der the court’s order the milling busi
ness will be conducted under the di
rection of the receiver, who will pro
ceed at once to collect in all of the 
firm’s assets and determine just how 
matters stand.

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

Buffalo, Sept. 28— Creamery, fresh, 
27@30xA c; dairy, fresh, 23/0)280; poor 
to common, 2i@22c.

Eggs— Strictly fresh candled, 26(a) 
28c; at mark, 23(0)250.

Live Poultry— Fowls, 14c; chick
ens, I4@i5c; ducks, 14(0)150; old 
cocks, 11c; geese, io@i2c; turkeys, 
I5@*7c.

Dressed Poultry— Iced fowls, 14(a) 
15c; iced old cocks, 12c; chickens, 15 
@i6c.

Beans— Pea, hand-picked, $2.65; red 
kidney, hand-picked, $3.25; white kid
ney, hand-picked, $2.75(0)3; marrow, 
$3-i5@3-25 ; medium, hand-picked, 
$2.75.

Potatoes— New, $1.50(0)1.60 per bbl.
Rea & Witzig.

Admired His Markmanship Also.
George H. Davidson, the well- 

known building contractor, sent Rev. 
Dan Bradley, former pastor of Park 
Congregational church of this city, 
but now pastor of the Pilgrim Con
gregational church at Cleveland, a 
mess of brook trout from the Little 
Manistee last spring. Dr. Bradley 
acknowledged the gift with thanks, 
congratulating Mr. Davidson on his 
skill as an angler, voluntarily adding 
that he admired his markmanship al
so, which was as much as to say that 
when this duck season is on this fall 
and Mr. Davidson repairs to the 
Saugatuck marshes, a brace of ducks 
would be acceptable.

Rice— Prices are firm, but there is 
no change as yet. It is reported from 
the South that the enquiry on the 
Atlantic coast is much beter than last 
week, but several mills are closing 
down, which is unusual far the time 
of year. Receipts of rough rice are 
also reported as being 160,000 sacks 
less than last season.

Bring on the Facts.
The Inter-state Commerce Com

mission is performing a splendid 
service through its hearing, even if it 
did nothing but bring out the facts. 
The American public, wants the facts. 
The people are disposed to be fair. If 
it is shown that the roads are not 
over-capitalized and are in need of 
higher rates, the people will support 
a raise. The Chicago hearing brought 
out the fact that the Chicago & 
Northwestern Railroad paid back to 
the stockholders in dividends during 
the past ten years more than the cap
ital invested. Yet the men who were 
thus enriched ask for a raise in rates. 
And the New York organs of Wall 
street write columns of matter in 
support of the demand without a sin
gle word of comment on the facts 
adduced. The American public is dis
posed to be reasonable. Bring on the 
facts.—Detroit News.

Fish— Cod, hake and haddock are 
slightly above last year. Salmon of 
all grades is firm, high and active, 
some resales of new red Aaska hav
ing been made at sharp advances. 
Domestic sardines are very firm and 
high, some holders asking $3.25 for 
quarter oils f. o. b. Eastport in a large 
way, and others asking $3.50. Im
ported sardines are unchanged and 
quiet. Norway mackerel have shown 
no change during the week and are 
selling moderately at unchanged 
prices. Other grades of mackerel are 
quiet and unchanged.

Provisions —  Smoked meats . are 
steady, with a fair consumptive de
mand and unchanged prices .The sup
ply is about normal for the season. 
Pure lard is firm at an advance of 
%c. Compound lard is also firm, but 
unchanged. The market for both 
grades is very firm and if there is 
any change it will likely be a slight 
advance. Dried beef, barrel pork and 
canned meats are in seasonable de-* 
mand and unchanged.

Cheese— The quality of the pres
ent receipts is the best of the year, 
and a large percentage of the arriv
als is going into storage for specu
lators’ account. The consumptive de
mand is about normal for the season, 
but the make is a little larger than a 
year ago. The cheese market is now 
healthy in every part.

Bred E. Heath, of Plainwell, has 
engaged to travel for Parrotte, Beals 
& Co., of Chicago. He retains his 
interest in the clothing and furnish
ing business of Heath & Pell, which 
will continue as heretofor.

Charles M. Surine has purchased 
the Crestoti drug store of Otis Jones 
and will continue the business at the 
same location.

The H. J. Cheney Co., dealer in 
evaporated fruits, etc., has changed 
its name to Glenn R. Loveland & Co.

B U S IN E S S  C H A N C E S .
W a n te d —E x p e rien c e d  tra v e l in g  fu r n i 

tu r e  sa le sm e n  to  h a n d le  a  h ig h -g ra d e  
lin e  o f p a te n te d  a u to m a tic  re c lin in g  
c h a i r s  r a n g in g  in  p r ic e  fro m  $6.25 to  $18 
on com m issio n  b a sis . S p lend id  se lle r  
w h e re v e r  in tro d u ce d . F a u l t le s s  C h a ir  
Co., 1142 N . C am pbell av e ., C h icago , 111. 
________________________________________ 940

F o r  S a le—C heap , a  b a k e ry  a n d  r e s ta u r 
a n t  in  c i ty  o f  o v e r  10,000. Good b u s i
n ess , good  lo ca tio n . O w n er m u s t  retire. 
A d d re ss  No. 939, c a re  Tradesman. 939



Lean On 
“ White House”

l o f f e >
Dvv,N E L L -W R iG^T“ c

Bo S T O N - C H I C A G ^

and let its success help 
you to success— for
“W H IT E  H O U S E ” 
is a L E A D E R ,  a 
P U L L E R  and a 
PU SH E R .

IS A GREAT 
BIG SUCCESS

DWINELL=WRIGHT CO.
Principal Coffee Roasters 

BOSTON CHICAGO

and not be worried about >our accounts if you use

THE McCASKEY GRAVITY F,"tand
ACCOUNT REGISTER SYSTEM Be’."the
Sixty Thousand merchants in the United States, Canada and abroad say 

The McCaskey System saves time, labor, worrv and money. With 
One Writing it does everything accomplished with from three to five 
writings in day books, journals, ledgers, etc.

We have a booklet called “ System” that you should have.
It is free for the asking.

THE McCASKEY REGISTER CO., Alliance, Ohio
A gencies in  a il P rin c ip a l C ities

M anu fac tu re rs  of D uplicating and T rip licating  S ales Books in all v a rie tie s  
G rand R apids Office: 256 Sheldon S t. ,  C itizen s  P hone 9645 

D e tro it Office: 1014 C ham ber of C om m erce B ldg.

You Can Take an 
Afternoon Off

invented the goods,

m ade them,

advertised them ,

gave them  their reputation,

helps you sell them ,

deals square,

packs no private brands,

protects quality, because

owns the brand.

believes in his goods and

stands for

reciprocity.



Where Quality Counts

Ycu will find the

Show Cases and Fixtures
W e have recently furnished show cases and fixtures for a 

large number of well known stores in different sections of the 
country, and should be pleased to furnish prospective pur
chasers, on request, a list of merchants in their section of the 
country whom we have fitted out with store equipment.

Complete catalog and further information on request.

Wilmarth Show Case Co.
936 Jefferson Ave. Grand Rapids, Mich.

Downtown Showroom, 58 South Ionia St.
40 Broadway, Detroit, Mich.

Y O U R  T I M E
is too valuable to expend in “talking** any par
ticular product. W e do all the “educational** 
work for Shredded Wheat. W e aim to sell it 
before it is placed on your shelves. But nearly 
every grocer has a fussy customer “from Mis
souri.** W hen she asks you about breakfast 
foods, here are three things you can tell her 
about

Shredded Wheat Biscuit
First—It is the cleanest, -purest, most nutritious 

cereal food, made in the finest, cleanest food factory in 
the world.

Second—It contains all the rich, body-building ma
terial in the whole wheat grain—not merely the white 
flour, which is mostly starch.

Third—Being in biscuit form, it makes delicious 
combinations with fruits— in fact, it is the only cereal 
breakfast food that makes wholesome and natural com
binations with fruits.

Memorize these three points and be ready for the 
customer who asks questions.

The Shredded Wheat Company, Niagara Falls, N. Y.

Look Out For Number One
Ocher people are too busy looking after their own interests to 
pay very much attention to you, you have got to look out for 
number one, otherwise number one will get the worst of it 
don’t lose sight of that fact for a minute.

Y o u  H ave T w o  A cco u n ts  on  Y o u r  B o o k s

Which represent more money than a good safe would cost 
you. Suppose your store burns tonight and these two ac
counts with hundreds of others are destroyed. The man you 
owe has your account in his safe, the accounts against the 
men who owe you are burnt up. Bad business, isn t it?
Protect yourself.

Ask Us Today to Name You a Price 
On a Good Safe

_ _  ^ _ _  # .g p  . Tradesman Building

Grand Rapids Sate Co. G rand R apids, M ich.


