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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 on our brands for QUALITY?

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

“HIGHLAND” Brand Cider and White Picklin
“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.

The U. S. Courts Have Decreed

that the AMERICAN ACCOUNT REGISTER AND SYSTEM s fully
rotected by patents which amply cover every P«l'l m th* .
ure 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 sweepin?_ 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 basis in law.

OUR GUARANTEE OF PROTECTION
IS BACKED BY THE COURTS

Every American Account Register and
System is sold under an absolute guaran-
tee against attack from disgruntled, dis-
appointed makers of registers who have
failed utterly to establish the faintest
basis of a claim againstour 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 Bill should be dismissed. Let a
decree be drawn.” | . . i
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.

THE WHOLE TRUTH IN THE CASE

sthat the American Account and Register System not only is amply protected by
iatents decreed by the United States Courts to be ample but is giving the
nerchant who uses the American, so many points of superiority that its sale
sincreasing by leaps and bounds. The American stends the test not only of the
lourts but of the Dealers. It Leads the World. You should examine these points
Sfsuperiority and exclusive features before you buy any account system. You
annot afford to overlook this important development in the method of Putting
Credit Business on a Cash Basis. WTrite for full particulars and descriptive matter
o our nearest office.

THE AMERICAN CASE & REGISTER CO.

Detroit Office, 147 Jefferson Avenue, J. A. Plank, <. A.

CA|lcm nuin
Des Moines Office, 421 Locust Street, Weir Bros., Q. A.

»

A Reliable Name

And the Yeast

Is the Same

Fleischmann?’s

Our New
Gold-Finish, Glass-End Scale

We are proud of the fact that our auto-
matic scale does not need for its.operation,
and consequently does not use a heavy pen-
dulum supported by a cut-down pivot. To
show the excellent workmanship of the
most important part of our scale, we built
a sample for our show room having a
beautiful piece of plate glass at each end of

the computing cylinder through which the
operating mechanism is clearly shown.

Merchants saw it
What was the result?

They wanted scales just like it and were
willing to wait a while to get them. _We
are now shipping them in large quantities.
They are meeting with success beyond our
expectations.

We use springs because they never wear out. Do not confuse
our scales with those heavy-pendulum, cut-down-pivot scales advocated by
other manufacturers. [You know the life of the sensitiveness of the pen-
dulum scale is only as long as the life of the cut-down pivot.]

Nineteen years of practical experience proves to us and our cus-
tomers that the construction using high-grade springs controlled by our
patented, perfect-acting, automatic thermostat is the best mechamstn for
a modern and practical automatic computing scale. It is the only mechan-
ism which never wears out.

EXCHANGE. If you have a computing scale of any make which is
out-of-date or unsatisfactory, ask for our exchange figures. We will accept
it as part payment on the purchase of our modern scale.

Local district sales offices in all large cities.

Moneyweight Scale Co.
58 State Street, Masonic Temple

Chicago

Please mention Michigan Tradesman when writing

H W»Ogﬁga‘
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A SQUARE DEAL FOR ALL.

From different parts of the United
States come proofs of a disposition
on the public’s part to hold corpora-
tions to a stricter sense of responsi-
bility. The private corporation is be-
coming less and less a law unto it-
self. Persons who feel that their
rights have been infringed upon by
such concerns are bringing suits up-
on various grounds that must seem
strange to corporation managers so
much engrossed in big interests that
they seldom have time to consider
the grievances of small property own-
ers until they are forced upon them
in some unusual manner. And what
is more significant yet, judges are
respecting and affirming the conten-
tions of the complainants in a way
that shows that the courts, despite

the traditions and conservatism that
surround them, feel the quickening
impulse of popular government in

the direction of a square deal for all.

A recent decision given in |Illi-
nois to the effect that a railroad cor-
poration had no right under its
franchise to use its right of way for
the maintenance of  advertising
signs which, while increasing the
company’s revenue, destroyed the
beauty of the scenery. In line with
this position is a decision recently
made by the United States circuit
court of Colorado. In this case a
certain town brought suit against an
industrial concern that proposed to
divert the waters of a stream for in-
dustrial purposes.* Now it happened
that this town, nestling in a valley,
had as its peculiar landscape feat-
ure a waterfall and a grove of trees
and flowers close by. The verdure of
the grove and the blooming of the
flowers depended on the waterfall.
The main charm and advantage of
the community was in its setting, the
inhabitants urged, and the beauty of
this would be sacrificed if the plan to
use the stream for commercial pur-
poses should prevail. The town ad-

GRAND RAPIDS, WEDNESDAY. NOVEMBER 30,

mitted the legal right of a corpora-
tion to divert unappropriated waters
for a beneficial use, but it contended
that the stream in question had al-
ready been put to a beneficial
and the court sustained
saying: “Public health is a beneficial
use. Rest and recreation is a ben-
ficial use, and for that purpose water
is employed to make beautiful lawns,
shady avenues, attractive homes, and
public parks with  lakelets and
streams and artificial scenic beauty.
Parks and playgrounds and grass
are benefits and their uses benefi-
cial, although there is no profit de-
rived from them. The world delights
in scenic beauty, but must scenic
beauty disappear because it has no
appraised cash value?” This decision
has the force of justice and common
sense. It does not follow that the
utilitarian must always give way to
the esthetic, but neither should the
scenic side be ruthlessly sacrificed in
all cases to the commercial. Each is
entitled to fair and proper considera-
tion.

use,
this view,

In the same general category as
the destruction of beautiful water-
falls in the interest of power plants
and the desecration of the landscape
by advertising signs is the mainten-
ance of a smoke nuisance that pol-
lutes the atmosphere, impairs the
value of private property and makes
the prospect squalid and ugly. It is of
interest to note that a property own-
er in West Philadelphia, where the
residents have suffered severely from

this evil, has brought an action
against the Pennsylvania Railroad
Company, alleging that a certain

house is made uninviting to tenants
and has consequently declined in
value because of dense clouds of
smoke for which the company was
responsible. If this  complainant
should succeed in getting a decision
against the company it is safe to say
that the company will get busy to
abolish the nuisance and West Phila-
delphia, and other places like it, will
soon become more habitable.

THE PASSING OF TOLSTOI.

The announcement of the death of
the Russian poet, novelist, philoso-
pher and philanthropist comes with
peculiar pathos in that his death was
the result of disease contracted miles
from home in a vain attempt to se-
cure the solitude not accorded to him
on his own estate.

Possessed of wealth
rank of a high order, he relinquished
the latter and gave most of the
former toward helping humanity, liv-
ing as simply as the peasant. His
five great rules of faith as revealed in
the Sermon on the Mount are thus
summarized:

Live at peace with all men and do

and social

not regard any one as your inferior.

Do not make the beauty of the
body an occasion for lust.

Every man should have only one
wife and every woman only one hus-
band and they should not be divorced
for any reason.

Do not revenge vyourself and do
not punish because you think your-
self insulted or hurt. Suffer all
wrong and do not repay evil with
evil; for you are all children of one
Father.

Never break the peace in the name
of patriotism.

His masterpieces of fiction are War
and Peace, a tale of the Napoleonic
|campaigns; Anna Karenina, charac-
terized by Matthew Arnold as “an
admirable exhibition of knowledge of
human nature, penetrating insight,
fearless sincerity, wit, sarcasm, elo-
quence, style;” and Resurrection, a
story of the rebirth of idealism and
Christianity in the heart and life of

a typical Russian aristocrat.
Let the last days of this old man
fleeing from the moving picture

shows, weary of being the central fig-
ure in them, be a lesson to the Amer-
ican people to draw the line between
public acts and private rights. When
an individual expresses his preference
to be alone, we no longer show him
homage when pressing our attention
UDon him, but disclose our own lack
of courtesy and good breeding.

THE HOLIDAY SOUVENIR.
This has come to be quite an es-

sential to the trade world. And it
is surprising how some little thing
will be appreciated by the public.

While one always likes to get some-
thing strictly new, the novelties may
not in the end prove more profitable
than some of the old-time articles.

The calendar still proves the most
generally popular of any small arti-
cle in general use. It is used every
day in the year, and one of dainty
design is sure to find a prominent
place. Then in nearly every room
in the house one is needed, besides
in the office.

The post card fad allows of con-
siderable variation and prominence;
for the artistic card, even although it
savors of advertising, is sure to find
a permanent place in the album. Can
you not present the boy of the family

with a camera a little in advance
of Christmas and then give him
your order for post cards, to be

worked up in time for the holiday
trade? The scene may include sev-
eral houses on your street, making
your own the focal point. This will
soften the impression that it is only
an advertising scheme, and at the
same time increase your own prom-
inence. If you choose, give interior
views also; this is especially desira-
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ble if you have several departments
which you wish to bring into prom-
inence. Strive to make the pictures
interesting as well as artistic, and
have in them some phase which will
invite special attention.

If you have some novelty in the
line of goods, scatter the samples
among your friends. A new kind of
cake or candy, a penny sample of
choice soap, a bit of lace or ribbon
for the child’s doll, each has a mis-
sion in establishing your good will.
And do not forget to slip a sprig of
holly into each package that goes to

a home where such emblems are
rare.
SOCIAL BRAVERY.
Recently report has come from

the young people of a high school
in which a pie social was held for
the purpose of raising money for the
school, that one young man did not
like the maker of the pie he drew
and traded. The girl was aware of
the circumstance and her feelings
were hurt. Shortly a second social
was held by the same class, this
time a shadow social. By some ill
fate her shadow went to the same
source. The lad, instead of accept-
ing the situation like a man, told her
to go “sell herself over again.” This
she did, being quite too indignant to
wish otherwise. But again she was
unfortunate, and the second purchas-
er of her shadow slipped off down
town, leaving her to her own re-
sources. The girl was respectable—
only a bit peculiar. She was kind
hearted, and had brought one of the
best pies there, although a hard
working girl.

How much better to make it a rule
to make the best of anything that is
decided by chance. What if it is ab-
surd, incongrouous? This makes half
the fun. Certainly it is much better
to pass the matter off as a joke than
to hurt the feelings of some inno-
cent person by “trading” or a still
more sneaking way of dodging. The
boy who can not stand a little jok-
ing will never amount to much in this
world. The one who is not trained
to consider the feelings of an inno
cent and well meaning person in
preference to his own pleasure for a
brief time has yet to learn the rudi-
ments of courtesy and good behav-
ior. If he is unwilling to stand by
the bargain fairly made, let him re-
main at home next time. The think-
ing parent should readily perceive the
unkind cuts which such a practice is
sure to bring and discourage any but
a straightforward method of con-
duct. It may take a little bravery at
the time, but there is need of more
of this social bravery, regard for the
feelings of all well-meaning, even al-
though not always agreeable, peo-
ple.
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MOST DANGEROUS OF ALL.

Local Parcels Post Is Menace To the
Local Trade.

Joseph Baker, of Illinois, President
of the National Federation of Retail
Implement and Vehicle Dealers, ad-
dressed the Michigan Association at
its recent annual convention at Jack-
son. In the course of his remarks he
discussed the parcels post and the ef-
forts that are being made to get
some sort of law through Congress.
What he said related particularly to
the implement trade, but it will ap-
ply with equal force to all other lines
of business. He said in part:

“The question of parcels post is
another that | would like to say a
few words on. Now a great many of
you think that it is down and out,
but it is not. It is for a time. | had
the honor of being sent to Washing-
ton last spring to appear before the
Parcels Post Committee or the ( om-
mittee on Post Roads and Postoffices,
where these bills were brought up.
We, of course, put up as good a
fight as we could and one sufficient-
ly strong to be successful at the last
term of Congress and probably will
run through the short term without
any further bother, but on the re-
organization of the House there is
likely again to come up bills of this
kind: in fact, we almost know there
will be fourteen of them; fourteen
different bills introduced, and they
are all detrimental to the best inter-
ests of the business men of this coun
try: and it seems strange to me that
the hardware dealers and implement
dealers are the most prominent in
the fight, but they are. We made the
strongest fight of any people down
there.

“Now then, I want to say that
there are some bills, one in particu-
lar, that looks as though it were a
harmless affair; it has the appearance
of being in the interest of all local
business men. It is called Bennetts
local parcels post bill, No. 14. It is
the bill which | think will be urged
as the strongest because it will be
claimed that it is a benefit to busi-
ness men locally. It provides that
any package originating and ending
on a rural route may be delivered, a
five-pound package at two cents, a
ten-pound package at four cents, a
fifteen-pound package at five cents,
and that the mail carrier, if you
please, the local mail carrier, re-
ceive all of the money, all of the
compensation, all of the charge. Now,
| expect there are a good many deal-
ers here think that would be a good
thing for the dealer, and yet, gentle-
men, in the end it would be one of
the worst measures of the whole lot
that they introduced down there. It
was the one that was given to me,
and | am going to say to you as |
did to them, and that is this: Sup-
pose that Congress would provide
that as a measure for your city here
or for any city in Michigan, and that
you had the privilege of sending out
a repair or a package to any of your
customers in the country, and that
you could give the postman two cents
and send out that repair. Now that
looks very nice, but here is where the
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trouble would come in. The large
catalogue houses in Chicago, in De-
troit, if you have them, or in New
York, rely now entirely on their
trade by getting their catalogues in-
to the hands of the rural consumer.
As they send them out now they will
send some to the express companies.
Some they mail out. In our post-
office you can find them. At home
in the express office you can find
them, and they can not get delivery
on them, and if they do get delivery
on them they cost them seventeen
cents if they send them by mail and
costs tl em fifteen cents if they send
them by express. They have a sort
of inside understanding with the ex-
press companies whereby they get
catalogues out for fifteen cents, but
there is anywhere from half a dozen
to a dozen in our express office most
of the time.

“Now then, they would go to work
and box these catalogues up in, say,
200 or 100 pound boxes, or two 100
pound boxes, ship them by freight to
your local station, and there notify
some man that has been a customer
of their’s when on the farm, but who
has retired and moved into town
so as to get nearer the graveyard so
that his expenses will be less at the
funeral and who wants something to
do. They will send that man 200 or
300 pounds of those catalogues al-
ready stamped and addressed, two
cents on each book, self-addressed;
he will take them and unbox them,
take them over and put them into
the mail wagon or in the postoffice
and they go at a cost of onfy two
cents. That man will take his list in
three or four days and take along a
catalogue that is sent to him as a
Christmas present, go through the
country, to each and every one of
those people who have received a cat-
alogue, take out his catalogue and
ask them if they have examined it.
They will say, ‘No, we have not.” He
will say, ‘Now, | wish you would take
these catalogues | had sent to you
and | am doing it to keep the local
merchants down here from robbing
you, and | know there are some
things in there you want.” ‘Well, we
have not unwrapped our catalogue.
‘Well, I have one just like it, and |
want t& show you something that is
a bargain,” and with a nice soliciting
letter that has been sent out by mail
referring to these catalogues this
man will get an order anywhere from
five to twenty-five dollars from each
cne of the customers receiving those
catalogues. Now he takes those or-
ders and sends them all to Chicago
at one time, and all that merchandise,
be it little or large, is packed up in
boxes, shipped down by freight, if
it is a little package, a small order,
it is properly stamped and for two
cents it goes back to that consum-
er. That man would follow that up
possibly every thirty days and do a
good business, and in any town in
the State of Michigan or State of
Illinois where that practice was fol-
lowed he could do a business of from
fifty to seventy-five thousand dollars
a year, which would be literally tak-
en out of the retail dealer that lives
in the community, and when the first

day of April comes around the time
for the assessor to take the list of
property to support the local institu-
tions of that town, not one dollar’s
worth of property would that man
have for taxation.

“Now, gentlemen, that would be
the effect of that bill, and | regard
that as the worst one of the lot and
the most dangerous.”

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

Port Huron grocers arid butchers
are preparing to entertain the State
convention of Grocers and General
Merchants, to be held in that city
Feb. 7-9.

Lansing is asking the railroads en-
tering that city for better protection
of the crossings.

The Grand Trunk has plans for
building a large freight house and
sheds at Durand.

Roy P. Bollinger, of Detroit, has
been engaged by the Kalamazoo
Commercial Club as Traffic Manager.

Battle Creek is omitted as a stop-
ping point in the new schedule of
the “Wolverine,” the Michigan Cen-
tral fast train, and people at the
Creek will make a stiff protest. Kala-
mazoo is awfully sorry, of course, for
her poor sister town and asks Food
Town people to come there to “get
on.”

Pontiac is getting busy on the new
hotel proposition and the Commercial
Association asks for sealed proposals
for a site.

The new Commercial Club of
Charlotte now has a membership of
210, which is a growth of nearly 150
in the past two weeks. The mem-
bership fee has been reduced to $1
in the expectation that every resident
of the city will join.

The Grand Trunk Railway is
quietly acquiring property for the
purpose of crossing the river at Bay
City and establishing station termin-
als in the heart of the East Side busi-
ness district.

Detroit has adopted a tree, ordi-
nance which places all trees outside
of private property in the hands of
the department of parks and boule-
vards. It specifies the kinds that
shall be planted and forbids the plant-
ing of trees less than two and one-
half inches in diameter and less than
twenty-five feet apart. The public
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sendee companies and others may
not alter trees nor attach wires or
other appliances to them without a
permit, but citizens have the right
to trim the trees in front of their
own premises.

Secretary Clement, of the Kalama-
zoo Commercial Club, is boosting the
plan to establish a city market there.

The new Transportation Commit-
tee of the Detroit Board of Com-
merce is enlarging its scope and it is
expected that in time a State traffic
association will be formed, with the
Detroit Bureau as the head office.

Port Huron is a live city, having
secured several new industries in the
past few months. The adoption of
the commission form of government
is expected to produce fine results.

A Board of Commerce will be
formally organized in Bay City De-
cember 5.

Over 600 new houses have been
built in Lansing since Jan. 1 and more
than eight miles of water mains have
been laid.

Saginaw is discussing plans for a
new consolidated water station, cost-
ing over $400,000, to be located at
Ezra Rust Park.

The Benton Harbor Development
Company has elected officers for 1911
and is ready to begin the investment
of the $100,000 bond issue recently
voted by citizens.

East Jordan aspires to be a city
and first steps in that direction are
being taken.

Ludington is promised a new pas-
senger station by the Pere Marquette
Railroad in the spring.

Almond Griffen.

Bumper Orange Crop.

Field agents of coast railway lines
who are canvassing the orange
groves of California, report to traffic
officials that, owing to the increased
acreage planted and the favorable
condition of the groves since the first
of the month, California will produce
during the season, beginning in No-
vember, 50,000 carloads of oranges,
the largest in the history of the in-
dustry, and the aggregate gross value
of which will be not less than $50,-
000,000.

Unless the customer is treated well
when making the small purchase, he
is not likely to come back for the
large one.

Prepare for Christmas Trade

The high standard of our two brands of cigars has caused
them to become very popular Christmas presents to those
who “Know a Good Smoke.” Be sure that your supply is suffi-
cient to take care of the trade that is bound to come Holiday Week.

Morton House Bouquet*
Made in Three Sizes
The Best 10 Cent Cigar on the Market

Is put up iu nice, neat packages. and
makes a very suitable and_appreciated
gift I\Lor any géntleman who likes a quality
smoke.

Green Cross

Made in Three Sizes
Is the Popular 5 Cent Cigar of Western
Michigan
The snooker who is looking for quality

and quantity is always satisfied with a
Green Cross Cigar.

The valuable premiums given in exchange for bands add much to the popularity of

these two brands.

Geo. H. Seymour

For sale by all jobbers.

(8b Co. QirtuNi



November 30, 1910

INDIANA ITEMS.

Business News From the Hoosier
State.
Kendallville—Roy Miler has pur-

chased the.J. F. Emerick grocery.

Evansville—The Midland Furniture
Company has been organized to
manufacture davenports and couches
and expects to begin operations by
June 1. J. C. Stephens, Secretary of
the Indiana Stove Works, will be
Manager of the enterprise.

Indianapolis — The semi-centennial
meeting of the Indiana Horticultural
Society will be held here Dec. 7 and
8 and an interesting programme is
being arranged.

Anderson—Ralph B. Clark, Presi-
dent of the Indiana Retail Mer-
chants’ Association, has been prepar-
ing the programme for the State con-
vention of the Association, which
will be held in this city Jan. 17, 18
and 19. John A. Green, of Peoria, 111,
Secretary of the Illinois Merchants’
Association; State Senator Mason J.
Niblack, of Vincennes, Samuel Ral-
ston, of Lebanon and Charles Lane,
of Fort Wayne, will be on the pro-
gramme and it is hoped to secure
Charles Gimble, of New York, for
an address.

Portland—The stock of the Fulton
Hardware Company has been sold to
Charles Walker.

Berne—Eli C. Bierie and Lawrence
Yager have purchased the furniture
store of F. G. Eichenberger and will
move it to the Miller building, doing
business as Bierie & Yager.

Man Who Keeps Things Moving Is
Kind of Man To Have.

The moving picture theater is
everywhere—and, wherever a moving
picture theater is to be found, there
the crowds flock also.

This reminds me of the merchant
who kept a pile of a certain 10-cent
preparation upon his counter, day in
and day out, for nearly a year—and
never sold a package.

Long jump from the Idle Hour
Theatorium to my good friend, Jon-
athan Easygo, and his general store,
eh?  Nevertheless, here’s the road
of transit.

Crowds flock to the Idle Hour be-

cause the Idle Hour supplies them
with action—lots of it—and never
the same action twice. There’s al-

ways something doing, and there’s a
new something for each nickel. Ac
tion spells accomplishment. Every
success has a lot of action and axle-
grease behind it. The groundwork of
the nickel theater is action; andr-t"k-
ing it by and large, the nickel theater
is a success.

Jonathan Easygo’s pile of 10-cent
cartons stayed on Jonathan Easygo’s
counter for the same reason, only re-
versed. There wasn’t any action
about them; there wasn’t anything
about them to suggest action. They
were just a pile of little packages—
neat, pretty, modest little packages
which looked so contented on Jona-
than Easygo’s counter that passers-
by (who came for nails, sugar, pare-
goric and all the other commodities
that Jonathan couldn’t help but sell)
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would have done anything rather
than disturb their contentment.

Disturbance arrived in the eleventh
month, however, in the person of
Hiram Hustle, the new head clerk.

Before Hiram arrived Jonathan had
been the sole directing influence in
the general store. The advertising
was changed thrice a year, the win-
dow displays varied about once in as
many moons, and everything had its
own set place in the store arrange-
ments into which nothing else was
permitted to intrude.

Among the first things Hiram hit
was a pile of 10-cent packages. He
studied the product for as much as
twenty seconds, as explained on the
label; then yanked out his sign-writ-
ing pen, ink and a supply of card-
board, and proceeded to write some
price tags and sign cards. Then he
turned the box containing the pack-
ages upside down in the front window
and piled the packages on top of it
—the box made the pile look big—
arranged his sign cards and price
tags to good advantage, and—

Waited?

No—not by a jugful. Went on to
the next tradition that needed to be
pulled up by the roots.

That tradition was that, so far as

possible, displays must be kept in-
tact. If there were a box full of
packets of silver polish on the

counter and a reserve supply on the
shelf, the reserve must be drawn upon
first, and the counter package left
untouched. Hiram the wvery first
sale he made dislocated all precedent
by plundering the counter display.
Nay, further, he made a tour of the
store and yanked two, three or half
a dozen of each article out of every
pile or box on counters or silent
salesmen, and transferred them to the
shelves.

“Makes people think our stuff is
selling,” he declared. “If they fancy
other people are buying a new thing,
they’ll buy too.”

A couple of days later he stirred
a vastly diminished heap of packages
out of the front window and piled
them on a new section of counter.

“Don’t you know,” he commented
in response to Jonathan Easygo’s
mild protest, “that each of your cus
tomers has a favorite counter? One
man dives for the right hand side,
another for the left. There are hun-
dreds of people who come into this
store who never saw those packages
till I piled them in the window.
Shift things about, and let every-
body see everything.”

With which he left to devise a
couple of new window displays.

“What was the matter with those
window displays you put in on Wed-
nesday?” queried Jonathan Easygo
on Friday as he saw the goods com-
posing them being rapidly transport-
ed to the back of the store.

“Nothing,” rejoined the head clerk.
‘They sold the goods like wild. 1
am putting in something new for
Saturday. |I’ve sent new advertising
copy down to the papers for this
evening, to boom the stuff I'm
featuring for to-morrow.”

The proprietor lifted his brows.

“It’s lots of work,” he commented,

good humoredly, “but work’s
thing that counts in this
This last in an academic tone.
In the days that followed he never
seemed to see the same window dis-
play twice. Advertising copy was
changed regularly. Showcase and
silent salesmen displays were contin-
ually being shifted, interchanged and
rearranged. The head clerk’s fertile
brain seemed to produce a rich and
endless harvest of catchy legends
wherewith to decorate a kaleidoscop-
ic succession of show-cards. Jona-
than’s mind was in a whirl, which he
resented a trifle, although at times
the spirit of enthusiasm which per-

the
world."”

meated his head clerk seemed to
catch hold of Jonathan himself.
On Saturday night he called the

head clerk to him.

“Youve done a lot of work here,
Mr. Hustle,” he remarked apologet-
ically, “but at the same time, your
—ah—methods seem a trifle advanced
for a town like Carisford. You
would, | think, be more at home in a
large city where the public appre-
ciate things of this sort. In fact,

I am afraid—ah—well—you will
have to leave.”

Hiram nodded cheerfully.

“l certainly shall, unless | get a
raise,” he rejoined. “And,” he ad-

ded, coolly, “unless the sales this past
month show a forty percent increase
over the previous month, | don’t want
a raise. My theory of business is
that it’s action that counts. The peo-
ple are going to look at and cheer for
and vote for and buy from the man
who does things. While | have been
here 1’ve tried to keep things mov-
ing, and if my theory proves wrong,
I'm willing to move myself.”
Jonathan Easygo, by this time
deeply immersed in the book-keeper’s
abstract of the month’s business, did
not answer for many moments. For

Trade Attracting Method.

It is a well-know fact that during
the great rush of shoppers just pre-
vious to Christmas day the greater
part of the purchases are made in
the afternoon. To encourage morn-
ing shopping and to distribute the
Irush more evenly during the entire
business day, a Washington, D. C,
department store during the last hol-
iday buying season gave a small dis-
count on all purchases made prior
to 12 o’clock noon.

As Christmas is primarily a
children’s holiday the store that can
interest the little folks during the
holidays is going to win some of the
|trade of their parents. One store
last season adopted the plan of giv-
ing prizes to the twelve boys and
girls who wrote the best letters to
Santa Claus addressed in care of
their store. Any children who visit-
ed their store in company with their
parents were presented with small
gifts.

The rapid spread of telephone serv-
ice through the homes in the sub-
urbs and country has opened up a
new field of telephone trade for the
progressive merchant.  Strawbridge
& Clothier, of Philadelpha, have re-
cently arranged for free telephone
service for their customers in twenty
nearby towns.

Care should be taken in arranging
the window of Christmas goods.
They should be articles that show up
well, are really desirable gifts, and
are bright and attractive. Your win-
'dovvs will constitute your best ad-
vertisements to get Christmas busi-
Iness.

A recent advertisement by a Lon-
don furnisher offers a good sugges-
|tion to furnishers on this side of the
Iwater. This London merchant of-
| fers to press any scarf purchased in

a long time after he had ceased to run |his shop as often as the purchaser

his eyes over the papers before him
and to figure upon the margin, he sat
thinking.

“Ah—Hustle,” he remarked at last,
“1 think | shall have to increase your
salary.”—Victor Lauriston.

A Monthly
Statement
System

For the
Retail
Store

desires it. The idea makes a good
talking point in the sale of neckwear,
and with a small electric iron which
can be attached at any time to an
electric light socket, it would be a
Ilcomparatively easy offer to fulfil.

We would like to exFIain about this modern loose leaf Ied?r?r
e

which insures a statemen

for each account on the first day of

month, and at a saving of 50 per cent, in labor.

Write us stating approximately the number of accounts on
tell you just what this ledger can do, and what it will cost to install.

Each week we shall feature one of our

our books, and we will

labor saving systems. Watch for them.

We have everything for the office, and will gladly quote you prices upon request.

The TISCH-HINE CO.

“Pioneer Loose Leaf House”

5-7 Pearl St.

Grand Rapids, Mich.
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Movements of Merchants.
Onaway—John McQuillin will open
a bazaar store Dec. 1

Boyne City — James Peters has
opened a meat market.
Sturgeon Bay—Ralph llackett has

opened a meat market.

Freeland—A. D. McGuire has pur-
chased the Love meat market.

St. Clair—Alleman & Whitman will
open a meat market on Clinton ave-
nue.

Cadillac—Montgomery
of Reed City
market.

Battle Creek—C. E. Hillis will
open a wall paper and paint store in
the spring.

Albic Joe Davis has sold a half
interest in his piano business to Ar-
lhur Miller.

Owosso—Zimmerman & Salisbury
have sold their music stock to Har-
ry Moulton.

Ithaca—W. F. Walker, of Plain-
well, will engage in the jewelry busi-
ness here soon.

Detroit—The capital stock of the
City Lumber Co. has been increased
from $50,000 to $100,000.

Ravenna—W. H. Norton has clos-
ed out his stock of groceries and will
engage in other business.

Engadine—C. Bretg, of Rudyard,
has purchased A. W. Schofield’s stock
of general merchandise.

Saranac—The Farmers’

& Smith,
have opened a meat

and Mer-

chants’ Bank was formally opened
for business November 26.
Battle Creek—The Gros Grocery

Co. and the Austin Crockery Co. will
exchange locations about Jan. 1
Porter—S. D. Boyle & Son, dealers
in general merchandise, have filed a
voluntary petition in bankruptcy.
Hudson—George T. Nicholls, of
Jackson, has leased the Ames build-

ing and will open a meat market
soon.
Mendon — M. E. Strickland has

made an assignment in behalf of his
creditors, A. H. Estes being appoint-
ed receiver.

Cadillac—F. Grant and F. Cashin
opened a bazaar store at the cor-
ner of Mitchell and North streets
November 26.

Litchfield—Wallace J. Markham,
of Berlin, has purchased the furniture
stock and undertaking business of R.
J. Shattuck & Co.

Monroe—The partnership of Har-
rington & Schmidt, general dry
goods, is dissolved, the business to
be continued by the latter.

Dowagiac—The White Front Dry
Goods Store will be known in the
future as the V. E. Haywood Co., the
firm having just been reorganized.

Eaton Rapids—The grocery stock
of Carlton & Slayton, bankrupts, has
been sold to Stirling & Crawford,
possession being given this week.

Bannister—John Letts, Jr., has in-
stalled a dry goods and grocery stock
in the building owned by D. Camp-
bell and will open for business soon.

Kingsley—Claude Moore, who has
been in the employ of LaBonte &
Ransom, grocers, of Manton, has en-
gaged in the grocery business in this
place.

Grand Ilaven—S. S. Smith, who is
conducting a crockery and glassware
store in the Vos building, on Fulton
street, will establish a branch store
|at Belding.

Kalamazoo — The Post Hardware
Co. has suspended and the establish-
ment is now in the hands of the Ed-
wards & Chamberlain Co., under a
chattel mortgage.

Homer—F. Mount & Son have sold
their vehicle and implement stock to
Dan F. McFadden, of Marshall, who
will have his brother Will, of Chica-
go, associated with him.

Trufant —The Trufant Produc
Co., Ltd., has been incorporated with
an authorized capitalization of $5,000
of which $2,500 has been subscribed
and $1,250 paid in in cash.

Big Rapids—Mrs. F. F. Peterson
of North State street, has sold her
grocery stock to G. N. Hall, of
Woodville, immediate possession be
ing given. Mr. Hall will enlarge the
stock.

Kalamazoo—Articles of incorpora
tion for the F. A. Cowlbeck Co. hav
been filed. The company is capitaliz
ed at $20,000 and will carry on a re
tail business in clothing, boots an
shoes.

Belding—Thomas Welch and E. R
Spencer have acquired the Ritter in
terest in the firm of Foster & Ritte
furniture dealers and undertakers
and the firm name is now the Fos
ter-Welch Co.

Detroit—The Imperial Wet Wash
Laundry Co. has been organized with
an authorized capital stock of $10
000, of which $6,000 has been sub
scribed, $1,500 being paid in in ca
and $4,500 in property.

Marquette—Lammi & Rytkonen
grocers, have dissolved partnership
the Marquette store being taken ov
bv John Lammi, senior member
the firm. The Negaumee branch has
been sold to John Ollila.

Honor—S. O. Barber has bought
an interest in the furniture stock and
undertaking business of B. G. Be
nett, the firm name to be Bennett &
Barber. They have leased the build-
ing formerly occupied by the Hotel
| Eagle.

Detroit—The Smith Drug Co. has
merged its business into a stock
company under the same style with
an authorized capital stock of $4,200,
all of which has been subscribed, $200
being paid in in cash and $4,000 in
property.

Augusta—Jacob Weickgenant, of
Battle Creek, has purchased the gro-
cery stock of Fred Z. Tobbins, on
North Jefferson avenue, and will take
possession Dec. 15. He will merge
this with the stock of goods recently
purchased.

Jackson—The Twin Butles Fruit
Co. has engaged in business with an
authorized capital stock of $30,000,
of which $15,500 has been subscrib-
ed and $11,000 paid in in property.
Operations will be carried non at Vi-
salia, Cali.

Kalamazoo—A new company has
been organized under the style of the

A. Cowlbeck Co. to engage in
the retail men’s furnishings goods
siness, with an authorized capital
stock of $20,000, all of which has been
tbscribed and paid in in cash. Frank
Cowlbeck is the chief stockholder.

Manufacturing Matters.
Adrian—The Wing & Parsons toy
ctory will be sold on mortgage Jan-
iry 11
Detroit—The Detroit Show Case
® has increased its capital stock

from $50,000 to $75,000.

Detroit—The capital stock of the
Detroit Garment Manufacturing Co
as Seen increased from $10,000 to
$25,000.

Deford—Wm. M. Neeper & Son

ill rebuild their cheese and butter
factory, destroyed by fire Nov. 13, as
soon as possible.

Wyandotte—The capital stock of
the Campbell-Kingsley Manufactur-
Ig Co. has been increased from
$110,000 to $150,000.

Cheboygan The Cheboygan
Chemical Co. has been reorganized,
increasing its capital to $50,000. The
plant will be greatly enlarged.

Detroit—The Standard Gas Mantel
Co. has engaged in business with an
authorized capital stock of $15,000,
f which $10,000 has been subscribed
and paid in in cash.

Detroit—The Crowe Motor Car
Co. has been organized with an au-
thorized capitalization of $100,000, of
vhich $50,000 has been subscribed
and paid in in property.

iolland—After Dec. 1 the New
Century Rod and Bait Co. will be
known as the Holland Rod and Bait
Co. The capital stock will be increas-
ed from $25,000 to $45,000.

Tecumseh — The Tecumseh Butter
Co., incorporated under the new
State law, has added four new stock-
holders and

increased its capital
stock from $10,000 to $20,000.
Detroit — The Concrete Lumber

Co. has engaged in business with an
authorized capital stock of $25,000,
of which $12,840 has been subscribed
and $8,334 paid in in property.

Detroit—A new company has been
organized under the style of the S.
P. C. Motor Truck Co., with an au-
thorized capital stock of $50,000, of
which $25,000 has been subscribed
and $5,000 paid in in cash.
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Cheboygan The Cheboygan
Chemical Co. has merged its busi-
ness into a stock company under the
same style, with an authorized capital
stock of $50,000, of which $25,000 has
been subscribed and $12,000 paid in
in property.

Kalamazoo—A new company has
been incorporated under the style
of the Golden Rule Hay Press Co.,
with an authorized capital stock of
$5,000, of which $3,800 has been sub-
scribed, $1,300 being paid in in cash
and $2,500 in property.

Niles—The National Wire Cloth
Co. is soon to lose its identity and
go into a big merger embracing five
of the largest makers of wire screen
cloth in the United States Fabric Co.
The combined capitalization is to be
about $1,500,000. The combine be-
comes effective February 1, provided
the stockholders ratify the merger.

Fenton—A new company has been

corporated under the style of the

Imperial Garment Co., with an au-
thorized capital stock of $5500, of
which $4,780 has been subscribed,

$145 being paid in in cash and $3,000
in property. Those interested are
Geo. M. Taylor, Detroit, W. B.
Phillips and Leonard Freeman, Fen-
ton, and others.

Michigan Potatoes.

La Grange—Walter Dillman,
owns ninety acres of the Wailliam
Fiero farm in this township, had an
eight acre potato field this year which
gave a jdeld of 1,775 bushels of mar-
ketable potatoes.

Fremont—Local buyers declare the
potato crop in this section is the
heaviest it has been in years. The
yield in many cases has been over 20>
bushels to the acre. It is estimated
that over 200 carloads will be shipped
out of this place before spring.

Charlevoix — The schooner Alice
sailed Saturday with 16,000 bushels
of potatoes for Milwaukee from Hor-
ton’s Bay and the schooner Jura is
here, or due here, for a cargo of tub-
ers of about the same proportions.

Lansing—The Michigan November
crop report says of potatoes: “The
estimated average yield per acre in
bushels is 99 in the State, 92 in the
southern counties, 94 in the central
counties, 111 in the northern coun
ties and 153 in the Upper Peninsula.

Northport—The schooner Minerva
of Milwaukee is loading potatoes at
Kehl Bros.” dock. She will carry 13,
000 bushels.

Mancelona—9,000 bushels of pota
toes were shipped from Alba in three
days last week.

Boyne City—Over $10,000 has been
paid the farmers living in the neigh-
borhood of Hortons Bay for potatoes

who

during the fall season just closing.
The prices paid have been 20@22
cents. Most of the shipments have

been to Milwaukee.

Genius is all right. But after all it
is persistence that keeps men in the
lead. This simple quality will do
more toward putting men in the lead
and keeping them there than all the
genius that ever flamed. It is the
steady pace, never changing, that
counts.
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GROCERY-*-PRODUCE MARKETf

The Produce Market.

On account of the arrival of the
winter stock, oranges and lemons are
cheaper. From $6@6.25 California
lemons have dropped to from $5@
550 per box, and Florida oranges
have dropped from $3.50@3.50 for
126s to 316s. Drawing their whole
supply of the smaller vegetables from
hot houses, prices have advanced.
Radishes have jumped from 18c to
30c for rounds and a raise in lettuce
is expected this week.

As is usual just before the holi-
days, cranberries have taken a big
advance. During the last week Late
Reds from Cape Cod have gone from
$6.75 to from $7.50@8 and Cape Cod
Howe’s are quoted at $8.50@9, which
is an increase of $1 over last week.
An advance of Ic in springs is the
only change in the poultry market.
The supply is sufficient to meet cur-
ient demands.

Apples — Northern Spys,
1.75 per bu.; Baldwins,
Greenings, $1.25.

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

$1.50@
$1.35@1.50;

Beans—$1.75 per bu. for hand-
picked and $1@1.50 for field.

Beets—50c per bu.

Butter — Local handlers quote
creamery at 3114c for tubs and 32c
for prints; dairy ranges from 20@
2114c f°r packing stock to 23@26c
for No. 1

Cabbage—50c per doz.
Cauliflower—$1.25 per doz.
Carrots—50c per bu.

Celery—18c for home grown.

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

Cranberries—Late Reds from Cape
Cod, $7.50@8; Cape Cod Howe’s,
$8.50@9 per bbl.

Cucumbers—$1.20 per doz.

EggS—Local dealers are paying 27
@28c f. 0. b. shipping point.

Grapes—Red Emperor, per crate,
$1.85; Malagas, $5.25@6 per keg.

Grape Fruit—$4@4.25 for 80s; $4.25
@4.50 for 54s and 64s.

Honey — 17c per Ib.
clover and 12c for dark.

Lemons — Californias, $5@5.50 pet
box.

Lettuce—8c per Ib. for leaf.

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

Oranges — California Navals, 96s
and 288s, $3.50.

Oranges — Florida 126s to
$3.25.

Pineapples—$4 per case.

Pop Corn—90c per bu.
3/4@3j4c per Ib. for shelled.

Potatoes—The market has declin-
ed to 25@30c at outside buying
points.

for white

216s,

for ear;

Poultry—Local dealers pay 9c for
hens, 10c for springs; 7c for old roos-
ters; 12c for ducks; 11lc for geese and
17c for turkeys.

Radishes—30c per doz.

Sweet Potatoes—$2 for Virginias;
$1.50 for Maryland Sweets per ham-
per; $4 for Jerseys.

Veal—Dealers pay 7@8c for poor
and thin; 8@9c for fair to good; 9@
10c for good white kidney; 1lc for
fancy.

Answering the Telephone.

In the Tradesman of November 23
| noticed a couple of short articles
on Telephone Trade and Answering
the Tlephone which are excellent. |
believe with the average business
man time is a considerable object,
and anything that can be done to ex-
pedite the work or render a more
efficient service is appreciated. | no-
tice that many large concerns and up-
to-date houses are now invariably an-
swering their telephones by giving
the name of their company. This, |
believe, is an excellent feature and
one that can be well imitated by all
telephone users.

If a housewife calls a store and the
proprietor or clerk answers the tele-
phone by giving the name of the
store, all doubt as to who they may
have disappears because they instant-
ly know they have the desired par-
ty and can proceed to tell them who
it is talking and what is wanted, and
thus in the course of a day, on a busy
telephone, save considerable time.

W. S. Vivian,

Secretary Michigan Independent

Telephone and Traffic Association.

The Drug Market.

Opium—Continues strong and is
tending higher.

Quinine—Is steady.

Ergot—Is advancing.

Dandelion and Elecampane
—Are very firm and advancing.

Short Buchu Leaves—Are declin-
ing.

Anise Seed—Is very firm and has
advanced.

Roots

F. J. McElwee, Cashier
Grandville State Bank since
ganization four years ago, has re-
signed to engage in other business,
and will be succeeded by John Van-
der Haagen, for several years book-
keeper in the Grand Rapids National
Bank.

of the
its or-

The Rathbone
manufacturer of grates
tels, has changed
Rathbone

& Panigot Co,,
and man-
its name to the

Fireplace Manufacturing

,Company.

The Grocery Market.

Sugar—The market has held pretty
steady during the last week. The
New York basis quotes it at 4.60 for
Eastern and 4.50 for Michigan, while
the local basis is 5.09 and 4.99 for
Eastern and Michigan, respectively.

Canned Fruits—It is thought that
with the demand of as large a pro-
portion as it has been all fall, stocks
of berries will be small by the time
the demand increases in the spring
and prices will be much higher than
they are now. Gallon apples are

still on the climb and stocks are
said to be quite small with most
packers.  California packers made

short deliveries on plums this year,
but some very good New Year pack
is being offered. The demand is
good on the large fruits, as wel as
berries, and prices are the same as
quoted a week ago.

Canned Vegetables — The market
on corn continues about the same
as during October, but it is thought
that with the increased demand

in
the spring prices are sure to ad-
vance. Stocks of succotash are
not so large as usual and it will

be impossible for retailers who buy
their stock now to retail it at the
old price of 10 cents. Tomatoes
are firm and packers are asking a
shade more than a week ago.

Dried Fruits—The markets are
well supplied with figs and dates in
all style packages for the holiday
trad and the demand has been all
that could be expected. The market
on raisins has not been as firm as
was expected at the opening of the

season and prices are very little
above prices of a year ago. The de-
mand, as usual, is good now, as

many raisins are used for the holi-
day baking. There is no change in
the high price of prunes, but the
only thing which causes comment is
the fact that the small sizes are
held at a premium. The rest of
the line is about the same as last
week, both in demand and price.
Rice—The market on all grades
of rice continues about the same as
during the last week. There is jusl
a fair demand from the retail trade,
as most of their efforts are being
put forth on goods that are especial-
ly in demand at this season of the
year. However, rice is still cheap.
Salmon—The market on all grades
is firmer. “The Alaska Packers’
Association has had a uniformly suc-
cessful season, and has just declared
a dividend of $1.50 per share, payable
November 10, 1910,” says a report
from the Coast. Coast statisticians
are at work figuring up the pack of
salmon for this season, and esti-
mate that the pack will total about
3,750,000 cases, a decrease of about

a million and a half cases as com- jpacity for next season.

pared with the season of 1909. Al-
though large quantities of canned sal-
mon arc being brought down from
the canneries of Southeastern Alaska,
the season is at an end there and
the output has been practically dispos-
ed of. Advances of from 5c to 7c
a dozen over opening prices are be-
ing made in the hopes of securing a
a few individual lots. The Fall run
of salmon on the Columbia River is

5

still on and a heavy pack is being
put up. One firm has packed 25,000
cases of silver sides to date, and has
sold all it can possibly put up.
With the advent of the season oi
1911 a number of Alaskan packing
concerns will be operating new
plants, and sanitary cans will be used
extensively.

Provisions—Very poor cash de
mand for meats and lard materially
changed the speculative position of
the provision market during the last
week in Chicago. Packers started
the manufacture of contract product
and January longs began to liquidate.
Meanwhile the demand for May
property was much improved and
the losses in the distant delivery val-
ues were less than in the near. There
was further liquidation of November
and December lard, the echo of the
October lard deal. Hog receipts are
not increasing as fast as expected, but
severe weather would undoubtedly
make a big difference. Pork prices
declined 15@6714c last week, lard lost
80c for November, 4214c for Decem-
ber, 35c for January and 12j4c for
May. Ribs lost 2714c for January
and 714c for May. Last week’s range
of prices of the principal articles on

the Chicago Board of Trade, with
comparisons, were:
High Low 1910

W heat-

Dec.......... $ 92 $ 8924 $ .8924

May .98 .9514 .9524s

July -94J4 .9214 .9224
Corn—

Dec.......... 447k 4324 ,4414s

May ATH 46 m4614s

July 4814 4614 4724
Oats—

Dec.......... 3109 .3014 .3024s

May .34J4 .3314 *3314s

July .3414 .3314 *3314s
Pork—

Jan. 17.3214 165714  16.65

May .... 162714 16.00 16.1214
Lard—

Jan. 10.40 9.55 9.6214

May .. 9.65 9.40 9.45
Ribs—

Jan. 9.1714 890 8.9214

May 8.95 8.75 8.8214

The Zoroline Co. has been organ
ized to manufacture and sell Zoroline
and other remedies, with an authoriz-
ed capital stock of $100,000 common
and $50,000 preferred, of which $102,-
000 has been subscribed and paid in
in property. Those interested are Dr.
A. L. Ruffe, Chas. D. Sharrow and
E. G. Gearhart. The company will
lake over the business heretofore
conducted by Dr. Ruffe and will build
a plant on South Fuller street.

The Thomas Canning Company, or
this city, is planning to double its ca-
A two-story
addition will be built to the plant on
Fifth avenue and much new equip
ment will be put in. The company
has materially increased its acreage
under contract of small fruits, and is
urging farmers to go more extensive-
ly into crops that will pay $200 te
$300 an acre.

How we dislike the dentist who
spares no pain!
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NEW YORK MARKET.

Special Features of the Grocery and
Produce Trade.
Special Correspondence.
New York, Nov. 286—Notwithstand-
ing the fact that dealers in spot cof-

fees are advising customers that
higher prices seem inevitable right
along, buyers are not apparently

purchasing much ahead of current re-
quirements. But the market is very
firm and concessions are not made in
any direction, while it seems inevita-
ble that next week—or any day this
week—will see advancing rates. In
store and afloat there are 2,948,819
hags, against 4,443,859 bags at the
same time last year. The receipts at
Rio and Santos from July 1 to Nov.
25 aggregated 7,872,000 bags, against
11,614,000 bags at the same time last
year. At the close Rio No. 7 is quot-
ed in an invoice way at 13J4CG Milds
show no change of note in quotations
and the demand is of an every-day
character. Good Cucuta is quoted at
14J4c.

Teas of every sort are very well
sustained and the month gives prom-
ise of being a satisfactory one to
dealers. In fact, the situation is said
to be stronger—in favor of sellers—
than for several years. Coffee has
been so prominent for a few weeks
that teas have been rather in the
shadow, but there is something do-
ing all the time.

Granulated sugar is quoted general-
ly at 4.60c less 1 per cent. The mar-
ket is rather quiet, although possi-
bly all the business is being done
that could be looked for at this time
of year.

Rice is meeting with a pretty fair
call for so late in the year and pric-
es are well held. Stocks are not large,
although there seems plenty for the
demand. Prime domestic, 4j£c.

Spices are moving slowly. Orders
are of the smallest dimensions and
neither buyer nor seller seems to be
much interested. Prices are firm, al-
though pepper is not as strong as
previously quoted.

Molasses is firm. There has been
a fair run of orders and the week-
opens favorably for the seller. Good
to prime centrifugal, 25@32c. Syrups
are quiet and without change.

Canned goods are giving place to
hohhv horses and other holiday at-
tractions and the market generally
at this writing is rather dull. Of
course, there is a sale for the very
finest goods at the retailers’, but, on
the other hand, the average article
moves in a hand-to-mouth manner.
Prices, however, are generally firm
save for standard 3’s tomatoes, which
show some variation. It is not likely

that any large quantity, however,
could be found at less than 72”c.
Corn is in rather moderate supply

and buyers apparently think the rates
too elevated as they are purchasing
only for current requirements. Other
goods arc without change, but the
market generally can be said to be
in sellers” favor.

Top grades of butter are stead}-,
hut general trade is moderate. Cream
ery specials show- a slight advance
and are quoted at 317@32c; extras,
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30~c; firsts, 27@29c; process, 26@
26i/>c; imitation creamery, 24
25Jic; factory, 23VE@24@24J/2C, the

latter for June firsts.

Cheese is quiet and is unchanged.
Full cream is quoted at 15J*@17c.

Best Western eggs are still held
at 42c. The warmer weather has giv-
en us more ample supplies and upon
the whole the market is lower. Firsts,
34@36¢, and so on down to 29@?0c.

Christmas Next.

Christmas is now very near. Less
than four weeks more and itwill be
actually upon us. Already, in fact,
we are in the great active season of
the year. Hence now of all times
is the time to push sales, to make
effective displays and to issue strong
advertising, the kind that will get
people to visit your store. Also, from
now until you close up on Christmas
Eve see that everybody connected
with the store, from proprietor down
to delivery boy, is “on the job” from
morning until night. Do this in order
to make this Christmas trade the big-
gest and most profitable you have
ever had.

Put your store in order. Give it a
thorough cleaning up. All shelf and
other goods should be brightened
up, and everything should be so ar-
ranged that the strictly seasonable
lines will be shown most conspicu-
ously—where they will be most cer-
tain to attract the notice of every
customer entering the store. This is

an important point. Do not neg-
lect it.
Plan your advertising carefully.

Put all your power into it, for you
want it to count, to be forceful, per-
suasive, profitable. Do not, therefore,
write it carelessly. Get your clerks
all tuned up. too. Give them a little
talk and get them interested in your
effort to make this Christmas a rec-
ord-breaker. A little friendly talk of
the heart-to-heart variety will help a
whole lot. Anyway, try it.

A great deal depends wupon the
next four weeks. What you do or
fail to do will greatly affect Decem-
ber profits. Every merchant should
see that he makes the most of this
opportunity and bear in mind that
you want not only larger sales and
good profits but also to increase the
standing and popularity of your store
during 1911.

Christmas affords more than one
kind of an opportunity. Be sure that
you take advantage of all'of them.

If it happens that you never make
mistakes you are ready for transla-
tion. You are more than human. But
if you do make them there is no rea-
son why you should be put out if they

are corrected. Perfection does not
lie in not making mistakes, but in
not making the same one twice.

To exaggerate the least bit about
the quality of goods is to ride for a
fall. Someone will come back and
make you trouble, and that will mean
a customer lost.

The man who trusts no one may
never be disappointed but he will be
very miserable. The basis of busi-
ness, of life itself, is trust in others.

Holiday Dolls.

Many novelties in dolls are offer-
ed for this season that are entirely
new in their external appearance ond
also in their construction. A good
deal of ingenuity has been displayed
by manufacturers in their production
to make them more life-like than
dolls have ever been before.

The *“doll-face” is no longer a
characteristic of their appearance, but
the effort is apparent to make them
more life-like in feature and in ac
tion. For example, one doll is
shown in a sitting position with knee
joints formed in such a manner that
they allow the legs to be turned in
any position desired. The face of
this doll has a particularly life-like
expression. A mO'St important de-
velopment is the introduction of
dolls representing all nations with
features and dresses characteristic
of the country to which they belong.
This is not an entirely new feature,
but has been developed to a greater
extent this season than ever before.

Dolls dressed and featured as re-
presentatives of practically all the
trades and professions are also intro-
duced and are very successful sellers.
For example, dolls are dressed up as
nurses, as house maids, as cooks and
mechanics of all kinds, and the ex-
traordinary thing about them is that
they act the part perfectly to which
they belong.

A most remarkable thing about
these character dolls is the lifelike
appearance of their faces, denoting
as they do, the intelligence of the
people which they are meant to re-
present. The garments which they
wear are exact reproductions of the
styles used in their country, and they
represent practically every country
on the globe.

The value of this idea as an edu-
cational factor can hardly be over-
estimated. The child can get a clear
idea of the characteristics and dress
of the various nationalities through
playing with these dolls.

There are a number of working
dolls which have proved successful
in the selling and the beauty of it
is that so many of these unusual
dolls are produced at comparatively
low prices, running from 25 cents up,
according to size. The working dolls
start at 50 cents for an 8-inch size
and run from 8 inches to 14 inches.

Dolls of this character have been
introduced before, which worked, or
seemed to work, through the medium
of concealed wheels. These new
dolls are jointed throughout and walk
on their own feet and legs. Their
feet are large in proportion to their
bodies so that they will not easily
topple over. The faces are made of
bisque. Some of them are very pret-
tily dressed.

A remarkably good mechanical
doll which is shown heretofore s
run by clock machinery which when
wound up makes the doll do several
different stunts in a very graceful
manner. These dolls make excellent
show pieces for the window, as they
attract a great deal of attention.

The new Esquimo dolls are partic-
ularly attractive this year, showing
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improvement in their general make-
up over anything heretofore intro-
duced.

Merchants will do well to pay par-
ticular attention to their doll stocks
this season, as there should be a big
business done on these lines for the
reason that never before were they so
attractively gotten up.

The old favorites are very much
in evidence, notably sunbonnei ba-
bies, Rosebud and Baby Blue, and
these are, as usual very attractively
dressed.

Once a Year Enough.

There has already been a big bunch
of school sales wherein all the arti-
cles supposed to be needful to start
a youngster in school for the year

have been laid forth and expanded
upon and largely sold because of
the activity. These school sales

have been more or less satisfactory
and have gained something for the
stores where they have been held.
About a year hence we’ll hear of
some more school sales—there will
be another epidemic of them—but in
the interim we are not liable to
hear anything in particular about the
goods a kid needs to wear to school.
The most of us—at least every one
of us who has ever been a kid—
knows that the stuff bought in Aug-
ust or September to wear until next
June won’t meet the expectations a
little bit. There’ll be holes in those
shoes and in those trousers and in
those elbows before very much of
the next calendar year gets this way
and the need of stockings is not to
be reckoned. Why should we wait
until nearly a year hence before
we have another school sale?

In the big city where there are
many big department stores and
where rents are enormous, to com-
pel a careful use of floor space, one
store devotes a large portion of its
basement to toys, games and amuse-
ment articles for children.  This
space is never curtailed during the
months when there is no so-called
holiday trade and the stock is al-
ways kept very full. The manage-
ment declares it to be one of its
best drawing cards and a money-
making proposition. Other stores
curtail space devoted to such pur-
poses excepting  for possibly two
months in the year and pack away
great quantities of such goods where
they cannot be sold. This store
keeps the public informed of its toy
stock and has a constant trade in
the goods. The illustration is good
for the example of any stock but
it now applies to the school clothes
very forcibly. Why should we have
but one great sale of school clothing
in the year and forget all about it
for the rest of the school year un-
less some parent comes in and asks
for the goods? Should we expect
opportunities to always come, or
should we dig up one occasionally?
—The Drygoodsman.

Intensive farming is bringing every
foot of your land to a point where
it produces its full capacity. Inten-
sive storekeeping should bring the
available public up to the highest
purchasing capacity.
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A WONDERFUL BARK.

Had No Medicinal Virtues, But
Proved a Great Life Saver.

"There’s more’n one kind of bark
in the world,” said the root doctor.
"l have saved many lives by using
roots and barks in medicines of my
own concoction. | know what | am
talking about; have pulled patients
through when they had been given up
by several regulars.”

“l suppose, | suppose,” agreed one
of the group gathered under the
porch roof at Springdale farm. “These
root doctorin' fellers do make some
wonderful cures; but ’tain't scientific
you know, 'tain’t scientific.

“l don’t know what you mean by
scientific,” answered the root doctor,
“but | reckon you refer to these men
who held a license from the state to
kill or cure as the case may be, cut-
ting out all nature doctors ’cause
they hain’t got no papers to show for
it. Now, there’s the case of the wid-
ow Nichols, 1 pulled her through
after some of the licensed doctors
gave her up; you heard of that |
reckon?” gazing around the group
with an air of triumph.

“Yes,” agreed Tim Tiddler,
ditcher, “we heard on’t all right.”

“And, too, we heard that you didn’t
get your pay either,” chuckled an-
other.

“That was true—"

“You might a sued the widow—
st e’s rich enough—"

“Sue nothing!” ejaculated the root
doctor with an angry sneer. “Couldn’t
collect a cent if | did.”

“But why? She being a woman
hadn’t ought to make any difference.”

"It wouldn’t if 1 had a license,” ex-
plained the doctor of barks and herbs.
"The reg’lars have shut us fellows
out; we have no right according to
the laws of tin's state to cure any-
body; to cure a person of disease ex-
cept by due process of law is strictly
forbidden. | had no right to cure the
Widow Nichols; she had been booked
to die by the profesh; | cured her
and am subject to fine and imprison-
ment for doing it. When | suggest-
ed payment for my services she
threatened to have me arrested for
breaking the law, so there you are.”

“Nice woman that!”

“Nice as lots of 'em. She has the
law on her side and | am down and
out. No, I'm not barking it any
more; can’t do it without getting into
trouble. I might study up for a li-
cense, but I'm too old for that now,
with a sigh. “I think some of going
to the far West where laws licensing
men to kill or cure are not in force.”

“Speaking about barks,” drawled a
voice, “reminds me that there are
different kinds, barks and barks.
The bark | am just now thinking of
saved a nice property once upon a
time, also saved a life, and was very
.much in evidence for many years of
a long life.”

The speaker was none other than
our old friend, Tanner, the school-
master, who had been listening to the
talk in silence up to this moment.

“Good for you, Tom. Let’s hear
about your kind of bark.”

“It’s the best kind | know of, a
bark that the good doctor here never

It
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used in any of his ministrations to
the sick and suffering—”

“Don’t know about that,” broke in
the root doctor quickly. “There ain’t
many barks in the woods hereabout
I haven’t used at one time or another.
Is this wonderful bark you speak of
of foreign habitat; or—”"

“Oh, no, you’ll find it in every part
of our country, from Maine to Cali-
fornia, from the Lakes to the Gulf. It
is confined to no state, country or
nation; it is the most common sort
of bark in the world.”

“And yet you have the audacity to
say that | have never used it in medi-|
cine?” The speaker swelled with in-
jured pride. “I think you are quite
off your nut, Mr. Tanner. Let me
tell you—"

“Pshaw!” broke in the school-
master; “don’t get excited, my dear
man. With your permission | will
prove what | say to be true. Did
you ever, during your long practice,
mix the juices of a dog’s bark with
any of your medicines?”

“Why—er—er—no,” stammered the
crestfallen herbalist amid the laughter
of those assembled. OId Tom did
not crack a smile as he proceeded:
“Ponto, a big Newfoundland, was the
owner of the bark in question; he
passed through many vicissitudes
during his seventeen years of life;
came near to death on several occa-
sions; was saved nearly every time
by that wonderful bark of his.”

“Tell us about it, Tom.”

The root doctor retired to the rear,
angry at the covert grins of the
crowd. The schoolmaster produced
his knife and whittled while he talk-
ed.

“It is not a wonder tale, only the
ups and downs of a magnanimous,
great-hearted dog. As a puppy, big
one way as the other, he came into
the home of lumberman Ben Bran-
dow as the property of Ben Jr., a lad
of ten, who had coaxed for a dog
until the elder Ben sent one of his men
into the country to look for one. As
a puppy Ponto enjoyed a fair meas-
ure of happiness, as much as a mis-
chievous small dog ought in fairness
to expect.

“His first escapade was the killing
of the housewife’s pet tabby. Caught
in the act Brandow gave the half
grown puppy a sound thrashing—this
to break him of his cat-killing pro-
pensity. While in the act of admin-
istering punishment the lumberman
felt a crashing blow over his head
and shoulders. Turning in astonish-
ment, there stood sturdy Ben Jr. as-
sailing his parent with a hickory pole.
The boy was very red in the face,
greatly excited.

“After that Ponto sailed along for
several months until one day the baby
who was creeping near Ponto while
the dog was eating, uttered a sharp
scream. The mother ran quickly and
snatched up the child to find the -soft
little arm bleeding from the bite of
a tooth. Naturally the mother was
wroth at the dog. The father, learn-
ing of Ponto’s iniquity, said at once
the dog must be Kkilled. He took
down his rifle, whistled to the dog,
started for the field.

“A tug at his coat tail caused the
angry lumberman to turn to meet the

pleading gaze of Ben Jr. ‘Don’t shoot
him, pa,” begged the boy, ‘he didn’t
bite baby a purpose.” The father was
stern and inexorable. ‘I’ll give Ponto
away if you won’t kill him, pa.” The
pleading of the boy at length pre-
vailed. With the understanding that
the dog was to be given away Ponto
was spared. Ben Jr. was a shrewd
lad. To the hired girl he went and
made her a present of Ponto. He
was careful to keep the dog in seclu-
sion for a while, stealing bread and
meat from the pantry to feed him.

“Time wore on, the dog came back
finally, without protest from the fam-
ily.”

“The dog deserved killing for bit-
ing a child,” avowed the root doctor.

“It would seem so at a first glance,
but it was afterward demonstrated
that Ponto’s bite was not meant for
baby, rather for the chickens that
annoyed him by trying to steal his
victuals. Not to make a long story
of Ponto’s life | will briefly say that
Ben Jr.,, did a good turn for the
Brandows when he resorted to
strategy to save the life of the dog.

“A big flood inundated the valley
one night. The storm was a real
cloud burst far up the creek on which
the Brandow mill stood. While all
were sleeping quietly in their beds a
great flood came down, threatening
destruction to the milldam, to the
mill itself in fact. The high water set
the big waterwheel going; the noise
roused Ponto who set up a terrific
barking. Nothing would satisfy him
till he had roused the household.
Springing up Brandow heard the roar
of the flood, called out the mill crew
with teams and shovels. Raising
every flood-gate, with forty men and
several teams working like beavers
all the remainder of that night and
the next day, the property was saved,
the destruction of which would have
spelled ruin to Brandow.

“After that Ponto was in no danger
of sudden death at the hands of his
ought-to-be friends. He lived to a
green old age, dying peacefully in his
warm kennel at the last. Once, when
very old and decrepit, Ponto was
caught in a mire in a thick clump of
timber. He remained here four days
without food or drink, keeping up
however, a constant, though feeble,
barking. It was through this that hf
was finally found and rescued.”

“Wonderful dog.”

“Yes, and a wonderful bark,” said

T

another. “Beats our root-doctoring
friend’s bark all to pieces.” At which
there followed a general laugh.

Old Timer.

The National Census.

The census of this year will show
a population of more than 100,000,000
in the United States and its posses-
sions, near and remote. Applying the
percentage basis indicated by the re-
turns to date from eighteen states, it
is shown that, including the Philip-
pine Islands and Puerto Rico, but
not including Guam and part of the
islands of the Samoan group, the
American flag floats over a popula-
tion of 103,942,75* Exclusive of the
Philippine Islands, Puerto Rico,
Guam and Samoa, but including Alas-
ka and Hawaii, the population of the
United States, on the same basis of
calculation, is 93,471,648. Ten years
ago the population of the same ter-
ritory was 76,303,387.

The official figures will not be an-
nounced for several weeks. Eighteen
states and territories show a total
gain in the last ten years of 5,151,425,
oi 21.8 per cent.

Three of the ten largest cities of
the world are in the United States—*

namely, New York, Chicago and
Philadelphia. New York is the sec-
ond city, Chicago is the fifth and

Philadelphia is the ninth.

Eight American cities have a pop-
ulation exceeding 500,000. In the or-
der of their rank they are New York,
Chicago, Philadelphia, St. Louis, Bos-
ton, Cleveland, Baltimore and Pitts-
burg.

Forty-seven American cities have a
population exceeding 100,000. The ag-
gregate population given to these
forty-seven cities is 19,754,237. Ten
years ago these same cities had an
aggregate population of 14,991,430.

With only Portland, Oregon; Seat-
tle and Spokane, Wash.; Duluth,
|Minn., and Superior, Wis., missing,
the cities of 25,000 and upward have
an aggregate population of 27,809,835.
The final figures’ probably will show
more than 200 cities with a popula-
tion between 25,000 and 100,000.

Gimp is an old Saxon word which
means determination. It expresses
that quality which keeps people ever-
lastingly at it. And over again we
have been told that keeping ever-
lastingly at it brings success. There-
fore, cultivate gimp.

W orden H rocer Company

The Prom

pt Shippers

Grand Rapids, Mich.
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THE SMOOTH STRANGER.

It seems to be the easiest thing on
earth for strangers to cheat the Am-
erican people out of their money.

The smooth swindler, provided he
be a stranger, can go into any com-
munity and raise large sums of
money to manufacture self-propelling
perpetual motion generators or to
promote even impossible enterprises,
when some person of honest reputa-
tion and correct business habits, well
known in the community, could not
raise a dollar of stock subscription
to some entirely practical and fairly
promising undertaking.

The success of such strangers is to
be attributed to a sort of hypnotic
or mesmeric influence they are able
to exert upon their dupes, but on
what basis can be explained the suc-
cess of the enormous swindles per-
petrated through advertising and the
sending of circular letters and pros-
pectuses through the United States
mails?

It seems only necessary to flood
the country through the mails with
flaming offers to make everybody'
rich at a mere trivial cost to the sub-
scribers to draw cash subscriptions
out of almost everybody’s pocket.
The idea of being able to get ten or
one hundred dollars for each single
dollar invested is so seductive that
few can resist it. Whether the get-
rich scheme is a tropical banana plan-
tation or a gold or silver or copper
or diamond mine in some far-off for-
eign country or a proposition to man-
ufacture gauze undershirts for the in-
habitants of Alaska and Siberia and
fur overcoats for the Hindoos and
the negroes of equatorial Africa, there
is no difficulty’ in securing plenty' of
subscribers, provided the proposed
percentage of the profits is sufficient-
ly great. Tt is the hope of getting
much for a little, a big something for
almost nothing, that inflames so
many of the American people to hand
out their money' to strange swindlers.

The only' check on these robberies,
for that is what they are. is the Uni-
ted States postal authorities. They
are vested with power to prevent the
circulation of matter advertising
such schemes through the mails, but,
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unfortunately, the criminal scheme is
not discovered until it has grown into
enormous proportions and people be-
gin to complain that they have been
cheated.

The latest discovery of the sort is
of a scheme under which parties have
sold from $40,000,000 to $50,000,000
of mining stocks which are probably
worth nothing. If the swindlers got
one dollar in cash for each $100 of
stock, they made big money.

It seems useless to warn the people
of these robber schemes, because a
“sucker” is born into the world each
minute of time, and so the swindles
will go on to the end of the world.
When it is so easy for the smooth
rascals to make fortunes, while it is
so difficult for hard working, honest
men to make a living, the wonder is
that there are not ten times as many
of the slick swindlers as there are.

HOW YOU THINK.

The son of the richest woman in
America says that Hetty Green al-
ways makes it a rule to think over
night regarding any important trans-
action. There is no undue haste in
her work. The pros and cons are
carefully turned over. There is no
little point overlooked which may
make or mar the matter for her. If
there is a catch, an undue advantage
being taken on the other side, she is
almost certain to discover it in the
time taken.

This is a good rule, yet one which
in many instances would not work
for the simple reason that the se-
cret of success lies often in thinking
and acting quickly'. The story is told
of a man who made a list of several
important topics and handed it to
each of three prominent men with a
request for their opinion. The busi-
ness man to whom he submitted the
list answered each at once, as it ap-
peared to him. The banker was more
deliberate, giving his answers only in

Dart. The judge merely read the list
over and remarked that he would
give his opinion in a day or two.
This well illustrates the different
methods of thinking. The business
man was accustomed to weighing
matters at once, and disposing of

them as at the time seemed best. It
was a part of his life. The every-
day' transactions in his own sphere
required this, and to it he had been
schooled. Perhaps if he had had more
time, some of his decisions might
have been reversed. But according to
his method he gave.

The banker was more conservative
In his work there was more chance
for looking into matters; more neces-
sity for it. While the judge, accus-
tomed to weighing evidence against
freedom and life—it was his to think
slowly and surely.

And thus we may' each school
ourselves, according to our needs.
But whatever the method, the more
accurate and concise our work the
more surely' will our perceptive pow-
ers become strengthened. It is ours
to grow, in thought as well as in
action.

Many a man who looks like 30
cents can’t even raise a nickel.

SELF PROTECTION.

Most of us can recall instances
;n which certain diseases, especially
pulmonary complaints, “run in the
family,” a number of whom, one aft-
er another fell victims. A friend was
recently recalling a few such in-
stances, and at the same time point-
ing out the true source of infection.

A lady who had had consumption
for years finally left the home of her
invalid son in the West and came
nack to die amid the scenes of her
childhood. During her last days she
remarked: “l always Kkissed Tom
Good night,” but shortly before |
left,” she added almost bitterly, “I
noticed that he turned his cheek to-
ward me instead of his lips.”

Poor boy! He had become a mar-
tyr rather than seem unappreciative
of a mother’s ill-directed affection.
And he, too, is now a victim of the
disease which we now know is trans-
missible rather than hereditary.

Said the lady who was speaking of
the incident: “We took care of that
mother during her last days. But we
also took care of the living at the
same time. Friends remonstrated
that we might ‘hurt her feelings’ in
using the precautions now known to
be sanitary. Was not our duty to
those in health greater than'to one
c-n the verge of the grave? No sane
person should object to the destruc-
tion of expectorations before they
have a chance to scatter the deadly
germs. Disinfectants should not and
will not w'ound even the supersensi-
tive if they have been properly edu-
cated.”

It is the duty of every person to
guard against disease. In the home,
the school and the public place self
protection is not only a right but a
duty. Even a common cold is con-
tagious, and those having it should
strive to keep away from the weli.
The sooner we learn to think ot the
health of others and how' we may
save them from disease the better
physically and morally we shall be-
come. Tuberculosis is but one of
many diseases carelessly and need-
lessly scattered broadcast.

A GOOD PLACE TO GROW.

We are apt to think that there is
no longer the chance to rise in the
w'orld which was offered one, two, or
three generations ago. There are too
many trying for every prize. Com-
petition is so brisk. The best bushes
have all been stripped. These and a
hundred other apologies readily sug-
gest themselves to the average boy
as an excuse for not struggling to a
place at the front.

Down in Tennessee the other day
they elected a Governor who was a
foundling, without even so much as a
name for an inheritance. Few of us
are set into the world so destitute.
Yet having a name given to you
amounts to very little unless you add
to the cold type the impress of a
good character. We readily, involun-
tarily, it may be unconsciously, pick
up a name of some sort. Be it a
good or a bad one, it clings, material-
ly influencing our relations with our
fellowmen.

There was never a better chance to
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grow than the present. The climate
is salubrious, the atmosphere invigof-
ating. Every neighborhood offers
some stepping-stone to a higher emi-*
nence; every community contains
some member who will gladly give di-
rections and encouragement; every
locality offers some possibility. If
we do not grasp it, the fault is ours,
and not with our stars.

An education stands waiting at the
door of every healthy boy and girl.
In one of its numerous forms it is so
close that one must either accept or
dodge it. Where the boy a genera-
tion or two ago literally chopped his
way through college—if he went—
the child of the present may earn
the money in one of many ways.
Books, tools, everything is more
easily procured. The pine knot has
been superseded by the electric light.
The horizon line is broadening. Even
the wide domain of the sky is open-
ing up to us. Surely there was never
a better growing age!

THE PARK A MORAL AGENT.

As a place for amusement, a place
for learning of beauty and nature, no
one can doubt the mission of the
park. * But did you ever think how
much the morals of a community are
centered in its parks? With a well
arranged police force little harm
comes from them in comparison with

the good. And they do save a won-
drous amount of harm at other
points.

Time was when the country man
thought himself honored when the
city man stopped on his premises.
But he has already learned the nuis-
ance of having his fences overthrown,
his choice nuts and apples gathered
and looks with distrust upon the un-
invited picnic party, fearing that the
innocent cigar may be left to smold-
er among the dry leaves, and finally
set his woods on fire. In short, the vis-
itor becomes a trespasser. He must
either refrain from the walks in the
country woods or be treated accord-
ingly.

The park has grown to be the only
legitimate resort for the town peo-
ple. There they may enjoy the flow-
ers, and trees, and grass, the quiet of
rural life, the joys of the country
scene without the feeling that they'
are on forbidden ground. It gradual-
ly develops into a part of the once-
a-week life which can not be cut out
without sending countless persons
back into the rural districts in search
of life, health and enjoyment.

It furnishes to a class who requires
some out-door life during the recrea-
tion hours an elevating source of en-
joyment. There is music in the birds
and streams, poetry in the swaying
branches, art in the exquisitely
painted flower, and God is every-
where. Every time we can bring one
soul into a nobler thought, a purer
atmosphere, we are raising the stand-
ard of our citizens that much. The
park teaches them to stay on their
own ground, to love the beautiful and
to protect it.

Let a man sit down and size him-
self up as others see him and the
result is apt to be more or less dis-
couraging.
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ADVERTISING PERSONALITY.

The Lack of It Makes Your Friends
Doubt Its Realty.
Written for the Tradesman.

In writing advertisements one
must not lose sight of the fact that
there is no uniform or regular prin-
ciple to be followed. Every mer-
chant is a magnet, with a drawing,
pulling or creative force which must
be used by him individually.

Too much money is spent in ad-
vertising that is not attractive. We
must try through our advertising to
interest the buyer in the things we
are interested in.

There are thousands of merchants
who claim that advertising is a fail-
ure. They have reasons to believe
so on account of the inactivity of
their customers after the advertise-
ment appears in print.

To make our advertising profitable
we will have to convert, remold, nat-
uralize and re-organize our magnet
by trying to talk to our trade through
our own individual mental forces.

All of our customers have faith in
us or they would not be doing busi-
ness with us, but just as soon as they
read the matter manufactured in an
outside brain box, just that soon they
know it is a sort of a substitute we
are giving them.

Substitution may be a good thing
in some cases, but it will do more
harm in advertising than in anything
else. We should talk in our advertis-
ing with just as much individual ex-
pression as when we talk to our cus-
tomers in person. When we fail to
insert our individuality in all of our
advertising it causes confusion, un-
certainty and mystification that cre-
ate doubt and fear in the minds of
our friends. If we regard our cus-
tomers as our friends we should deal
in realities and not substitution.

Almost every progressive retail
merchant is looking for an ideal sys-
tem of illumination. He has tried all
kinds of combinations, installed artis-
tic fixtures, and so on, still there has
not been satisfaction in the result,
knowing that he ought to receive
more illumination according to the
amount of energy that shows up in
the bill rendered. Why do we spend
so much time and money to get more
artificial light when we have done
nothing, simply nothing, to brighten
up our minds?

Let us be wise and try to realize
that we are using the current running
through our brains day in and day
out, year in and year out and have
not even ftried to install a system
that could and would furnish us more
power at a much less cost—in worry
and trouble of all kinds. We ought to
throw away all of our old mental
fixtures and install a “Tungsten sys-
tem” so the amount of mental cur-
rent consumed would be so small
that the cost would be almost noth-
ing.

Imperfect reflectors are the cause
of most all the failures in store illu-
mination, and if one would take a
little time to reason for himself he
would find that all of his trouble
comes from imperfect reflection, un-
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derstanding, apprehension and calcu-
lations.

There are few people who really
know themselves. In fact, none of us
can realize the heights of wisdom to
which we may attain any more than
we can foresee the energy that can
be improved in the electric light.

Every retail merchant has a medi-
tative, speculative and deliberative
line of thought running through his
mind and the success or failure of his
business depends upon just how
much he knows about the real value
of these thoughts. The constructive
intellect produces designs and sys-
tems and when we keep our minds
busy every hour of the day by en-
tertaining thoughts of determination
and ambition we are speculating,
meditating and working along the
right lines. The conditions essential
to a constructive mind must be har-
mony, unison and conformity with
our business relations.

The adjustment and graduation of
our business interests must be
thought over every day so that our
progressive ideas may be put in
working order. The right man in the
right place is the fellow who is alive
to the thoughts concerning his busi-
ness. If our business is not im-
proving along with the progress of
the times—and the city in which we
live—we are not the right men in the
right places. We have allowed our
minds to be filled with thoughts that
are not productive.

The disagreements, jostlings and
rattling of loose screws in and
around the store is due to the man-
ager nine times out of ten. People are
like pianos—they get in and out of
tune. It makes no difference how
many instruments there are in the
orchestra if there be one out of tune
the whole set of instruments fail to
deliver the goods.

However, the leader of the band
may be able to carry out the tune
and play the piece through success-
fully and the assembly never know
that one or two of the other instru-
ments were out of tune.

So it is with a good manager of
a retail business. If he is really and
truly a good leader and a good man-
ager he can carry the business up to
the successful round of the iadder if
some of the clerks are out of tune.

But let the manager get out of
tune and you will find disagreements,
jostlings and rattlings of loose screws
all over the store. And the custom-
ers will attend the show down the
street.

In reviewing the last few years and
looking into the near future we find
politics mixing with business so
closely and the blending so complete
that we have a hard time knowing
which is which.

The financial world has complete
control of business. Its plans are al-
most perfect. But there are things in
politics that the commercial world
must overcome or the business world
will have to suffer. Knowing this to
be true it behooves the financial in-

are now so closely related that we
hardly know one influence from the
other.

At this moment the big interests
are on the fence, waiting to see how
things are going to drift politically.
We mean in 1912. Each month from
now until after November, 1912, we
will find capital hunting its hole.
There are reasons for this and the
men on the inside of large interests
know more about it than we do.

It behooves the retailer to keep
a sharp eye on the actions of the men
who control the political and finan-
cial world. If we can foresee things
as some of our large business men
can—we will profit thereby.

We make a great error in think-
ing that we need not trouble our-
selves concerning politics. If poli-
tics and business are blending then it
is up to the retailer to get posted.

I have heard good, honest mer-
chants say, “I am never going to get
mixed up in politics.” Well, we may
continue to say and think such
thoughts, but the time has arrived
where politics and business are unit-
ed, in harmony, in sympathy and in
unity as a happy family.

Edward Miller, Jr.

Brevity.

Brevity is often the bond between
effort and success.

The use of too many words is
waste of double time—your own and
the man who reads.

A long letter says: “Read me later
on.” A short, pithy one: “Read me
now, and note what | say.”

Busy men live every minute in the
day—reading superfluous matter s
not living; it is trifling.

Men who won't trifle won’t be tri-
fled with.

Get to the point at once when you
have a point to emphasize; if you
have several, keep them close com-
pany.

You must be concise to be under-
stood; you must be brief to get a
hearing. This is just what it means;
brevity gets a hearing. Many words
get passed by.

Don’t Take Chances.

Sometimes it happens that a mer-
chant who has built up a big busi-
ness by aggressive advertising thinks
that he is in a position to take some
chances with his trade. He feels so
sure of his customers that he believes
that it will not be noticed if he
skimps a little in the values he gives.
He is so assured of his position
that he gets careless in his advertis-
ing and makes statements that are
not justified by facts. Such a mer-
chant is riding for a fall. Any real-
ly successful store has succeeded
through public confidence. Whenever
that confidence is shaken the mer-
chant may as well send in his appli-
cation to the “Down and Out Club,”
for he will soon be eligible to mem-
bership.

The merchant who lives and does
business simply to make money will
ultimately find that while he may
make plenty of money he will get

stitutions to go into politics, and they (Mighty little enjoyment out of it.

The Business Letter.

Two essentials of business corre-
spondence are that every letter shall
be carefully scrutinized by its writ-
er before mailing and that it shall
be intelligible to its recipient without

demanding of him any unusual ef-
fort. Great risk of failure in both
these respects comes with closely
spaced typewriting. Single spacing

brings the lines no nearly together
that, unless the eyes are concentrat-
ed to an unusual degree, the words
above and below merge more confus-
ingly with those that are being read,
especially with men whose eyesight
is not normal.

When a letter contains only a few
lines the practice does not matter so
much, but many houses, happily in
decreasing numbers, employ the con-
centrated method on all of their cor-
respondence. Even quotations of
prices are run into the lines of a
paragraph, instead of being para-
graphed individually. Nothing s
more confusing and to most people
more annoying than to try to sepa-
rate numerals that are jammed close-
ly together. Business men are even
compelled to have their own opera-
tors rewrite such correspondence that
it may be easily digested.

The evil is removed by the setting
of all typewriters of an office for
double spacing. Possibly this means
a slightly increased cost for station-
ery, and letter books may fill more
rapidly. In a great majority of cas-
es, however, business letters cover
only a single sheet with double spac-
ing. Letter books are rapidly giving
place to carbon letter copies. But,
whatever the economy of single spac-
ing, it is small enough compared
with the results that may follow the
necessarily rapid reading of letters.
It is very important that the mean-
ing be clear, visually as well as in
the wording. Otherwise, complica-
tions may ensue in succeeding corre-
spondence, until the outcome of the
original misunderstanding may be
serious. Such cases are by no
means unknown, and the blindness of
close spacing is an important con-
tributory cause.

Instructions To Salesforce.
One of the big New York shoe
stores has these instructions to its
salesforce regarding customers:
Be polite!
It costs nothing.

Make each customer feel you have
a personal interest in them. In oth-
er words, give them individual atten-
tion.

Always endeavor to get what a
customer wants. If they have their
minds made up on a certain style or
shape—see that they get a correct fit
in it

Under no circumstances influence a
customer to purchase a shoe they
do not want. If undecided, show dif-
ferent models, pointing out the mer-
its of each and let them choose.

Please them so they will come
again.

It is on the “come-backs” we make
money—not first sales.
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ELEGANT MR. SCROGGINS.

He Was Smooth—Lesson He Taught
Was Worth the Money.
Written for the Tradesman.

It was a crisp morning in mid-
winter.  Diuring the night pro,-ious
to this eventful day, some snow nad
fallen. Out of the no>rth a stiff, cold
breeze was blowing; and the fine,
wind-blown snow crystals were met-
amorphosed by the newly risen rays
of the morning sun until they spar-
kled like diamonds and diamond dust.

1 slept late that morning; for
it was a holiday, and Mr. Browning,
the leading dry goods merchant of

L----- , for who | was then clerking
always observed our national holi-
days by closing. And when Mr.

Browning closed his store on account
of a holiday, depend upon it the
store was closed. He didn't instruct
“the boys” to come down for an houi
or two in the morning, thus doing
a surreptitious business behind
lowered blinds. Nixy. If you neg-
lected buying a new shirt, a couple of
collars and a new four-in-hand the
night before, trusting to dodge into
Mr. Browning’s store the next morn-
ing and equip yourself, that’s where
you missed it. You could rattle
the front door to your heart’s content
then go around to the side door and
rattle that until your hands became
numb and your teeth chattered; but
no voice from within bade you en-
ter, and no sound of guarded foot-
steps could be heard in response to
your appeals. Mr. Browning had his
faults, as most men do for the matter
of that; b it seeking a name for vir-

tues which he did not possess was
alien to his nature.
How we clerks hailed with de-

light the approach of these holidays!
As the coveted time approached our
stock went up. And as the long aft-
ernoon of the day preceding the hol-
iday drew to an end our spirits
mounted higher and higher. And you
may be sure we exerted our utmost
efforts to please “the boss;” for we
were not insensible to the whole-
heartedness with which the conces-
sion was made. Some merchants
grant a leave of absence from the
store upon these holiday occasions in
such a grudging manner as to humili-
ate or peeve their salespeople. They
act as if they were thinking within
themselves: “Well, | suppose [I’ll
have to; but it hurts like sin to
do it.”” And permit me, as one who
has come up through a clerkship, to
say that the merchant who acts that
way is hurting himself and his own
business infinitely more than he is
the people who work for him. | know
what it is to stand at the other end
of this bi-polar proposition; and will
you take it from me, the merchant
who is big and broad and square, gets
more, dollar for dollar, both in the
quantity and the quality of the serv-
ice he buys than your narrow, par-
simonious, short-visioned employer.

This, then, was to be a great day
for me. | could enjoy the luxury of
lying in bed rather later than usu-
al. (I was boarding at the “best” ho-
tel in the town, a village of some two
thousand people.) | could wait, if |
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so desired, until “the last call” to
breakfast. Lee, the colored porter,
made the call with a bell whose tin-
tinnabulations | can hear now in my
waking dreams, and the various ef-
fects produced upon me by the tones
of the bell on different occasions
lead me to think back upon that
bell with mingled feelings of pleasure
and regret. There were times when
the tones of it were as musical and
sweet as cathedral chimes; and those
were the times when | did not neces-
sarily have to respond thereto, but
might turn over in bed and have an-

other nap before rising, and there
were times when the notes of that
bell were harsh and peremptory,

summoning me to arise forthwith and
betake me to my work

After breakfast—for, of course, 1
did eventually get up and regale my-
self—whilE | sat in my room 'n-
diting a letter to my mother a thou-
sand miles, away, | had a visitor. He
was tall and distinguished. He wore
a long overcoat with a military cape
and he carried an ebony cane with a
beautifully chased gold head. He had
a most ingratiating smile and a cer-
tain dignity of bearing suggestive of
the days “when knighthood was in
flower.” His linen was immaculate.
He was a veritable Lord Chesterfield
in manners. He was distinguished
and elegant. Also the fiber of his
voice was rich and musical. He pro-
duced a card bearing these equally
impressive words:

U. Vincent Scroggins,
President Producers’ and
Consumers’ Supply Association.
New York. Chicago,
and then he asked, in the most po-
lite manner imaginable, if | had the
leisure to listen to an interesting
proposition. And, of course, being
then somewhat younger than | am
now, | had the leisure. So, with the
manner of one who confers a favor,
he sat down in the proffered chair
and drew out of one of those capac-
ious pockets in that military over-
coat a large leather wallet. 1 can see
that wallet now. It was not less dis-
tinguished looking than its owner.
Now the elegant Mr. Sroggins was in
his glory. If eloquence requires but
two elements, as one of our great

American orators averred, the ele-
gant Mr. Scroggins assuredly had
both on this occasion; he had his

theme and he had the occasion—to-
wit, an unsophisticated youth.

Will you now please shut your eyes
and behold the elegant Mr. Scrog-
gins? His great coat is unbuttoned,
the tails of it touching the carpet. In
his hand reposes the wallet, fairly
bulging with credentials, testimo-
nials, statistics, etc. In a chair direct-
ly opposite sits the writer at the age
of 20. The elegant Mr. Scroggins,
with the deep, musical voice, is un-
folding to the very young man, a
clerk in Mr. Browning’s dry goods
store, the modus operandi of a new
idea. According to Mr. Scroggins
this idea is destined to revolutionize
the trend and scope of modern com-
mercialism. Mr. Scroggins, the speak-
er, originated the idea. It came to
him in one of those rare, fruitful
moods, concerning the coming and

going of which no man knoweth. But
one thing is dead sure, it came. It
not only came but it came to con-
quer. Already it had met with tre-
mendous and instantaneous populari-
ty, as witnessed the testimonials,
newspaper clippings and the great
and impressive list of men—Ilawyers,
doctors, presidents and professors ot
colleges and universities, clergymen,
prominent politicians, etc.—who had
investigated the proposition and
promptly gone into divers sundry
paroxysms of enthusiasm thereupon.

The proposition, briefly stated, was
this: Don't pay the dealer’s profit—
what’s the use?—buy direct from the
manufacturer and save the differ-
ence. But can you? Sure, you can—
provided you are a member of the
Producers’ and Consumers’ Associa-
tion. Will manufacturers recognize
this Association? Sure, they will;
haven’t we over one million members
already? and there was the list.
Where do these people—the members
of the Association—Ilive? Everywhere
throughout the United States; and lo,
the membership is increasing to beat
the band. How do | proceed to get,
say, a pair of Hanon shoes or a Fred
Macey revolving chair at this appre-
ciable discount?—and the discounts
ranged, said Mr. Scroggins, from 10
to 50 per cent. Oh, that is simple.
Write for a catalogue; order what
you want; pay the price stipulated;
then send a statement of the trans-
action to the main office (either in
Chicago or New York) and the dis-
count will be forthcoming. But are
these firms in sympathy with the
movement? That is, do they stipulate
that they will stand for the reduc-
tion? To be sure. Here is the con-
tract they agree to sign—as a matter
of fact, have signed; and here is a
list of manufacturers from all over
the country who have entered into
this agreement, and are now selling
direct to the consumer, per the As-
sociation. It was an impressive list.
Now, that you may know that Mr.
Scroggins is fair and square and mas-
terful in a business way,, here are
letters from prominent educators, let-
ters from ministers of the gospel, let-
ters from mayors of cities, letters
from everywhere and letters from
conspicuous people in all sorts of
walks in life. The evidence is over-
whelming. Mr. Scroggins has con-
vinced his youthful party. And now,
upon the payment of a very nominal
fee of ten dollars, the writer, at the
age of 20, became a member of the
Producers’ and Consumers’ Supply
Association. The certificate of mem-
bership was a beautiful and impres-
sive piece of work. For many years
| kept it as a memento of the occa-
sion; although right now | do not
seem to be able to locate it. This
is the only regret | have—the fact
that | can not find my certificate of
membership. No, I'll take that back;
I have one other regret, and that is
that | have not a cabinet photograph
of the elegant Mr. Scroggins. If |
had, take it from me, | would have
it framed and hang it over my desk.

Of course the reader of the
Tradesman will smile at my qguile-
lessness. | was dead easy. And the
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reader of the Tradesman does not
have to be told at any length why
this proposition of Mr- Scroggins’
would not work. No bona fide manu-
facturer who sold to retail dealerj
would consider the proposition for a
moment; and retailing producers
would sell to anybody else just as
cheaply as they would to “members”

of the Producers’ and Consumers’
Supply Association. | found that out
in due time. But one thing Mr.
Scroggins told me would come
about did actually come to pass:
He told me—and | think now there
was infinite merriment in the soul

of him when he said it—that | would
receive during the following weeks
iand months many catalogues and
booklets. And, believe me, | did. Lee
|brought them to my room by the
armful. After a while they came so
thick and fast Lee had to get a bas-
ket. | used to get from twenty to
fifty catalogues in a single mail. They
came from the East and West; from
the North and South. Some of them
were an inch and a half thick—and
masterpieces of the printers’ art. It
required twelve and fifteen cents in
postage to send some of them. They
were printed in colors on the finest
paper stock. They exploited all man-
ner of commodities; things to eat
and things to wear; books for the in-
tellect and pink pills for that tired
feeling, hardware, farm implements,

blasting powder, dynamite, sporting
Igoods, shoes, hosiery, furnishing
goods, furniture, household wares,

go-carts, rubber goods, roofing, gro-
ceries, sea food, bicycles, traction
engines, cut glass, china, crockery,
stoves, rugs, lace curtains, etc., etc.
To be sure the absence of that ten
dollar note which | so generously
passed over to Mr. Scroggins creat-

ed an appreciable vacancy in my
pocketbook at the time. And | am
frank to admit that | was so un-

grateful to Mr. Scroggins as to feel
a trifle sore. That | regret; for Mr.
Scroggins has been of immense ben-
efit to me during these intervening
years. The memory of him has sav-
ed me hundreds of dollars. When
your wily book agent comes to my
Idoor with some marvelous new work
in fifty-six volumes | see in my
mind’s eye the elegant Mr. Scrog-
gins. When | am importuned to buy
stock in some gold mine or get-rich-
quick lumber scheme there appears in
the foreground the impressive pres-
ence of the elegant Mr. Scroggins.
Thus | am saved from the ill conse-
quences of exuberant enthusiasm. |
mentally compare these lesser satel-
lites with the real luminary. The con-
trast is vast. What chance has your
lordinary swindler got to rope me in?
None whatever. | have been up
against the real thing; for one bliss-
ful half hour | have listened to the
musical tones of the elegant Mr.
Scroggins; and I'm proof. In vain
does the buncoest essay to bun-
coe me; I'm on. To my pleasure and
profit, it was mine, in the early and
impressionable years of my youth, to
meet a man who taught me much—
the elegant Mr. Scroggins,

i Eli Elkins.
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We have enlarged our assortment of dishes in

Quaker Oats

(Family Size)

And are now packing all of these articles

If large family packages are popular with your trade we urge you
to push Quaker Oats family with this assortment of dishes.

You make the most money— cheap packages are sold cheap at the
expense of your profit.

You give your customers the greatest possible value.
You get the benefit of the Quaker Oats advertising.

Stick to Quaker Oats— display it— push it—you will make the most

money that can be made on oatmeal.

Order today and co-operate with us.

The Quaker Oats Company
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Cold Storage and High Prices.

Of the causes that go to increase
the cost of living the effect of cold
storage is the one least understood,
and one concerning which misleading
and mischief-working beliefs are most
common. Cold storage, under free
competition, raises the price of the
product stored, for storage extends
the season of consumption, and hence
increases the total demand. For il-
lustration, the American turkey crop
is just about sufficient to supply one
or two birds a year to each house-
hold in the land.
is good food only for a month or
two around Christmas, but since the
perfection of cold storage December
turkeys are carried over and served
throughout the spring and summer
to the first cabin steamship passen-
gers and the patrons of swell ho-
tels. In like manner spring eggs,
summer chickens, fall apples and oth-
er varieties of produce, which form-
erly had a season of cheapness and a
season when they could hardly be
had at any price, are now available
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all the year round, but, because of
the large demand that this continu-
ous availability creates, at no time
do such products reach their former
low prices. But such effects of cold
storage can not be considered a lead-
ing cause for the rise in the general
|cost of living, for out-of-season prod-
ucts should replace other food on the
bill of fare, and in such cases cut
down the price of the replaced arti-
cles, a thing the consumer seems to
have difficulty in tracing when he
consults his bills. Cold storage has

Now, turkey flesh jextended into the field of perishable

products the opportunity for specu-
lation long practiced in the case ot
wheat, cotton and other non-per-
ishables. Rut the fact that specula-
tors can make money by storing eggs
is no reason why anyone should op-
pose cold storage, any more than we
should restrict the use of wheat prod-
ucts to the season of wheat harvest,
thus hoping to put a damper upon
the activities of the wheat pit. The
cold store is, in fact, a parallel of
the railroad. The “freezer” raises the
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price of December turkeys by ship-
ping them into May, just as the rail-
road raises the price of Florida
oranges by shipping them into New
York. Coal storage is the railroad of
time. On the northwest coast of Ja-
pan are built immense mounds of
snowr covered with straw matting.
The purpose of these mounds is to
keep in cold storage for consumption
in summer fish caught in the win-
ter time. Cold storage may be a
hardship on poor folks who used to
eat all the eggs they wanted to in
April and have turkey for Thanks-
giving, but it is also hard on Georgia
negroes to have a progressive water-
melon buyer enter the neighborhood.
Everybody knows that we would be
cutting off our own noses to spite
our own faces if we abolished the
railroad, and when cold storage is
properly understood it will be placed
in the same class. In fact, New Zea-
land places it so now, for the gov-
ernment practically owns both the
cold storage industry and the rail-
roads.

Rotten Egg Abuse Must End.

Dr. Harvey W. Wiley, of the De-
partment of Agriculture at Washing-
ton, gave an interesting lecture in
Cooper Union in New York recently
on “The Importance of a Fresh,
Clean Food Supply in Cities.”After
dwelling at some length on what con-
stituted the proper food for city peo-
ple and urging on those of limited
income the necessity of economy in
regard to expenditures for meat, he

You Can't Boil a Cracked

Egg

Then don’t deliver broken or cracked eggs to

your customers; use

Star Egg Carriers and Trays
For Safe Egg Delivery

Every householder will have confidence in the store
which uses the STAR System instead of bags and boxes.

200,000 dealers say the STAR System makes satisfied
customers— saves money— stops breakage and prevents

miscounts.

booklet. “No Broken Eggs.”

Ask your jobber and write today for our
It means dollars to you.
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said with reference to perishable
food-stuffs:
“City people can not realize the

joy and pleasure of going into the
garden and picking vegetables fresh
from the vine or stalk and then pre-
paring them for food. That is some-
thing which is impossible for you.
Therefore | will talk on the perish-
able foods that come into your mar-
ket.

“One of the most important foods
is eggs, fresh eggs. | understand you
have a great many of the other kind
here. There is only one way to tell
a bad egg, and that is by breaking
it gently.

“Eggs, as you all know, are more
abundant in the spring than at any
other time of the year, and they
should be cheapest at that time. But
it has got to be that the egg mer-
chants corner the supply in the
spring, and store them so that the
market may not become flooded and
the price decrease. Eggs are a fragile
article, and naturally in handling
some become cracked. But eggs are
eggs, and they are named according
to their state of evolution. The
cracked egg if stored too long be-
comes decayed and is called a rot, and
the good egg if kept too long under
proper atmospheric conditions com-
mences to evolve into an animal be-
ing and is called a spot.

“Now rots and spots are a regular
article of commerce. | have no ob-
jection to a man eating a passe egg.
I am not a prohibitionist in that re-
spect, but there are hundreds of thou-
sands of these rots and spots. Where

Made in One and Two Dozen Sizes

Star Egg Carrier & Tray Mfg. Co. 50 jay st, Rochester, n.y.
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do they go? They can not be sold
directly to be boiled and fried and
scrambled. You would taste them.
Again | repeat, Where do they go?
They go to the baker and are made
into the cakes you eat. These are
abuses which must come to an end.
The Federal Department has seized
tons that have been shipped from one
state to another, but we can do noth-
ing to prevent the industry within
your own state and city. That is for
you to do.

“There is no reason for this in-
dustry in rots and spots. The leakers
and checkers—fresh eggs that are
cracked and from which rots and
spots evolve—can be preserved in a
perfectly wholesome state if taken in
time. They can be broken and froz-
en and so transported that when
thawed they will be in a perfectly
wholesome state, or they can be dried
into powder. Frozen and dried eggs
are a legitimate article of commerce.
But you can not make a good egg
out of a rot or spot. All perishable
food can be shipped in a proper and
wholesome form if the right precau-
tions are taken.”

Crops and Prices.

Bradstreet’s has issued a state-
ment giving statistics of the indicated
crop this year of wheat, corn, oats
and other farm products, with com-
parisons with other years, and adds:

“High record yields are shown in
the case of corn, oats and tobacco,
while yields of flaxseed (which is an
important element in the cost of
paint), of hay and of potatoes are ap-
parently short. The estimated yield
of cotton is about an average of the
past three years.

“The commodity price situation is
full of interest this year. Record
yields of two of the three leading
animal feeding stuffs hold promise
of, and in fact are already credited
with, reducing the prices of food-
producing animals and ultimately of
most meat products, but notably,
beef, mutton and pork. If this proves
correct, a sharp contrast is likely to-
be afforded to the food-price situa-
tion one year ago, when prices were
fast advancing to the record heights
reached by commodities, and espe-
cially foods, at the opening of the
present year.

“In other products there are, how-
ever, still some sharp contrasts be-
tween estimates of production and
prices. Thus wheat is a shorter crop
this year as compared with last, here
and in the world at large, but the
price is lower, owing apparently to
large stocks in all countries and the
supplanting of this country by others
in the world’s markets. Potatoes, al-
though a short crop, sell lower than
a year ago. Despite increased yields,
cotton is higher than a year ago.
Tlay, butter, eggs, chickens and flax-
seed are all higher than a year ago
America’s markets as a rule, but es-
pecially for foods, are out of lin
with the rest of the world, and our
export trade in grain and meat
shows a decrease from a year ago. In
fact, were it not for larger exports
of manufactured products and the
higher price of cotton, our total ex-
port trade would show a decrease in-
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stead of having reached, as it did in
October, the largest monthly total
ever recorded.”

France Wants Our Potatoes.

In reference to the admission of
potatoes from the United States into
France by decree of October 15,
1910, the following statement of the
American Chamber of Commerce in
Paris, transmitted by Ambassador
Bacon, is of interest:

The presidential decree of March
27, 1875, which prohibited the impor-
tation of potatoes from the United
States, was based upon a report of
the Minister of Agriculture and Com-
merce, and also upon the advice of
the Academy of Sciences and of
the Central Agricultural Society of
France. It was a measure of protec-
tion deemed to be necessary at the
time, because of the potato disease

said to be prevalent in the United
States.
The production of potatoes in

France is generally sufficient for its
own consumption, and the importa
tions when made were from Belgium
and Holland and occasionally from
Germany. Thus, during the thirty
five years that the decree of 1875 re
mained in force, nothing arose to
awaken an interest in its removal
The circumstances of the present
year, however, are quite different
The potato crop in France is very
much below its average, and as
consequence the price has rapidly
increased. It became evident that
imports would be necessary to sup-
ply the demands and to arrest the
great advance in price of an article
of food so important to the people.
Representations were made to the
Department of Agriculture that the
reasons for the prohibitive decree,
justifiable as they may have been,
had long since passed away; that
the existence of the decree, therefore,
had ceased to be a protection to
France, and now threatened to be-
come an undue discrimination against
the United States. Emphasis was
laid upon the fact that since imports
of potatoes were really necessary for
the needs of the country it seemed
to be the proper moment to remove
this prohibition. The argument re-
ceived attention and after scientific
examination and approval the ban
on American potatoes was lifted.

Omnipotence of Lemons.

The lemon is the standby of ex-
istence, the basis of the happy home
the sovereign remedy, the thirst-as
suager, the ingredient of a thousand
and-one delirious concoctions Who
says hock-cup? Who says lemon
squash? Who says gin-sling? Who
says hot toddy? Who whispers bar-
ley water? He says lemon also. Be-
reft of lemons, what are these valua-
ble and necessary things? An empty
nothing, a false deception, a vile and
unsatisfying fraud. When it is hot,
then we want lemons. When it is
cold, we want lemons more. Lemons
for influenza, lemons for bilious at-
tacks, lemons, and more lemons, and
still more lemons. Imprudent boys
suck them, grown men make them
the foundation of some perfect pota-

ble. They will wipe away stains,
and, squirted carefully into the eye-
ball, they will at once display the
power that resides within their resi-
lient skin.—San Francisco Argonaut.

.Riches may not get a man into
heaven after death, but poverty can
get him into the other place during
life.

We Want Buckwheat

|If you have any buckwheat grain to sell
either in bag lots or carloads write or wire
us .We are always in the market and can
pay you the top price at all times.

WATSON & FROST CO.
Orand Rapids, Mich.

Ground

Feeds

None Better

WYKES & CO.

«RAND RAPIDS
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WANTED
Eggs, Dairy Butter, Veal and Poultry
at our new store

F. E. STROUP, 237 S. Division
Orand Rapids, Mich.

SEEDS—Clover, Alsyke, Timothy
POULTRY FEED-For Hens, for Chicks
We Pay the Freight

When in the market for Seeds and Poultr
Peed, ask for our Delivered Prices. It will
pay you to handle our SEEDS.

O. Gandy & Company  South Whitley, Ind.

A T. Pearson Produce Co.

W-It Ottawa St., Grand Rapids, Mich.
The place to market your

Poultry, Butter, Eggs, Veal

For Dealers in

HIDES AND PELTS

Look to
Crohon & Roden Co., Ltd., Tanners
37 S. Market St., Orand Rapids, Mich.

Ship us your Hides to be made into Robes
Prices Satisfactory

Established 1876

White Beans

Red Kidney Beans Brown Swedish Beans
Potatoes

Wante

Vloseley Bros.
Both Phones 1217

Clover Seed

Onions, Eggs

Wholesale Dealers and Shippers of Beans, Seeds and Pota-
tose Office and Warehouse Second Ave. and Railroad.

Grand Rapids, Mich.

The Vinkemulder Company

Jobbers and Shippers o Everything in

FRUITS AND PRODUCE

Grand Rapids, Mich.

C. D. CRITTENDEN CO.
GRAND RAPIDS, MICH.

Distributing Agents for

Capital City Dairy Co.’s High Grade Butterine

Wrrite for prices and advertising matter

W. C. Rea

REA & WITZIG

J. A. Witzig

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

“Buffalo Means Business”

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

Heavy demand

at high prices for choice fowls, chickens, ducks and turkeys, and vte can get

highest prices.

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

Papers and Hundreds of Shippers.

VgUUHM 1873

Clover Seed and Beans

If any to offer write us

ALFRED J. BROWN SEED 00O.aGRAND RAPIDS. MICH
OTTAWA AND LOUIS STREETS
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The U. S. A.
that wants get

Theres
?1/ teﬁln us o’ things they* ve feared.
T ey we're goin_ to th™ dogs,
?ov nment has skipped some cogs
hat ef we don’t trust to them
Our futur’ won’t be wuth a d
Bug | want to say

them to us

em!

U.
Ain't flggerln to run that way.
I've noticed things fer many, years
I’'ve seen these men arousin’ chee
These plug hat men with long- ta|I coats
That tells us how to cast our votes,
I’ve noticed, too, their idees is
That votin’s all' th” people s biz.

But 1 want to say

Ain’t only jest election day.

I°'ve seen ’em lift their trimblin' arm
An’ do their p’intin’ with alarm—
Afore election! ~An’ I've seen
How they don't do much work between
Elections!. Seem to save their brains
For workin’ durin’ th’ campaigns.

An I want to say

S. A
Don’t glve them fellers its O. K.

There’s one or_two that | won’t name
That keeps a flrm hand-holt on Fame

By stormin’ down th' road
A-tellin” us w at Ion we’ve knowed—
That is, they rise to ‘heights sublime

Along about election time.
Yit | want to say

Th” U, A.
Ain’t figgered ylt to turn their way.

It ain’t th” men that tells our sins
That almost al’ays sometimes wins—
It’s them that Tolls their sleeves an

Whlie tﬁese yere talkin’ humans yelps.
That makes uUs know our native lan
Has got a craw that’s full o’
An’ makes us say
Th’ U. A.
Is settln’ tight an here to stay!
—W ilbur D. Nesbit in the Chlcago Post

sand,

Advertising the Crossroads Store.

Suppose you owned a store 25x50
feet in size at the junction of two im-
portant roads ten miles out in the
country, with nothing else near ex-
cept the school house and church,
would you advertise?

That is the question which was
put to a hustling merchant in a Kan-
sas town the other day. The mer-
chant is himself an aggressive adver-

tiser. In reply to the question, he
said;

“Yes, | would advertise. In the
first place, | presume that the cross-
roads store is located in a typical
Kansas farming country. Well, |

would start in with the intention of
making my store the center for the
butter, poultry and egg trade for the
whole surrounding country.

“l would put a sign board at every
conspicuous place along all the roads
leading to my store, for five miles or
more. On that sign board | would
say, ‘Bring your poultry, butter and
eggs to the Crossroads store. Highest
cash or trade.’

“That would start people coming
my way, and | would arrange to han-
dle the butter, chickens and eggs di-
rect to Kansas City, when things
commenced to get started right.

“l would lay in as good a stock as
I could afford. | would aim to have
a little of everything that farmers
most need. | would try to turn the
stock rapidly. | would have a list
with the postoffice address of every
farmer within five or ten miles. |
would have the job printer in town
issue a little circular for me about
once a month, calling attention to
my store, boosting the chicken, but-
ter and egg business and quoting
some of my prices on goods.

“If things went right with me, |
would double the size of my store
within two years. | would also get
a blacksmith shop to locate at the
crossroads. By the end of three
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years | would have a doctor located
there, and a drug store. It would be a
matter of only’ a few years more un-
til we would have a nice little farm-
ing community town at the cross-
roads, and sooner or later we would
get a railroad.

“There is no idle dream about this.
A man who knows how and has the
right hustle can do just about this
sort of a thing by advertising the
crossroads store. We ought to have
more country towns. | believe the
tendency is going to be toward more
country towns, and if | were a young
man with a knowledge of the mer-
chandising business, and a determina-
tion to make a place for myself, 1
wouldn’t ask anything better than a
good crossroads location, with plen-
ty of room to grow.”—The Mer-
chants’ Journal.

The World Hates a Quitter.

So long as you won’t acknowledge
it, you haven’t failed. Suppose one
thing has gone wrong—make some
thing else go right. This is such a
busy world that we haven’t time to
recall unimportant things, and if yon
don’t keep reminding us we’ll forget

about the incident. But if you
walk around with the badge of de-
spair in your face and reference to
the past in your talk, how can we
help remembering? Your greatest
trouble is your egotism. You overes-
timate your status in the scheme of
life. You imagine that your misfor-
tunes are just as fresh in every one’s
else thoughts, but if you want the
truth, we dont know that you are
living except when you force us to
realize that you are alive. The fact
that all creation has made up its
mind that you are done for does not
settle 3our fate one jot. You are the
only man who can decide. The world
does not condemn you when you fail
trying, so long as you don’t fail cry-
ing. It does hate a quitter.

A prize fight is not a pretty thing,
but it is a man’s lesson. No matter
how many knockdowns a pugilist
gets he has not lost so long as he is
not knocked out. If you want to see
how your fellow's judge you watch
them hiss the man who throws up
the sponge while he had a chance.

We all fail, even those of us whose
careers have seemed to be unbroken
successes, but we kept the secret
tightly locked in our own bosoms
and managed to laugh to the world
until we had it laughing with us in
stead of at us.—Sidney Arnold.

If you can not tell at night wheth
er or not the money that belongs to
you is all in the money drawer, there
is something radically wrong with
the wajr your cash is handled.

W hat kind of a store do the worn
en like best to patronize? That is
the question you should ask your

self. It is the store that is the most
accommodating in its treatment of
them.

“Eternal vigilance is the price of
safety” and eternal vigilance is also
the price of success in the store
There are a thousand things for you
to watch. How can you find any
time to loaf?

Philosophic Comment.
Written for the Tradesman.
I am a dealer in ideas. |
care much about your
selling goods.

do not
troubles in
I do not deal in dol-
lars and cents. Yet the ideas | car-
ry in stock are money makers for
those who will entertain them.

I was pleased to meet these few
words, “The energy we use in get-
ting even might be used in getting
ahead,” which appeared in the issue
of the Tradesman of November 16.
I could not well help it; | had to
say something about these very val-
uable words. They are worth money
to you retailers.

I know every one of the readers
of the Tradesman loves power, per-
sonal power, and | know that too
many of you use your energy in the
wrong way.

Forget the little thing, such as re-
venge, jealousy and anger and look
for the bright ideas in all things.

In dealing in ideas we must cull
out all of the bad ones the same as
you retailers do in other things.

Begin at once to use your energy
in things that are productive. If you
read the Tradesman as carefully as

do you will find lots of things
that will keep your mind busy and

ou will get so interested that you
inll  kill the thought of “getting
even.”

I am a butcher. | kill all of the
back numbers” in my stock of ideas
by not feeding them. Every time

ou act on an idea that is not desira
ble—you give it more life.

In reading a very interesting arti
cle in the Tradesman of November
16 | noticed the following quotation
Earth to earth, ashes to ashes, dust
to dust.” How many times have you
hard working merchants heard these
words read at the grave-side? How
do they affect you? Do you really be
Heve that after you have earnestly
and honestly worked hard all the
lays of your life that your individ
uality is going down to earth, ashes

and dust? Are all of your good
thoughts going to die with your
body?

Cheer up, my friends, there is no

earth, no ashes nor dust for the man
who is living a truthful and useful
life.

You and your business are going to
ive forever if you build it upon the
foundation of truth.

You can destroy dishonesty and
indecency, but neither you nor any
other person or power can destroy
truth and beauty.

Let us cease our fear of death and
attract eternal thought. Let us build
our bodies with that indestructible
force which will live forever. If our
bodies contain everlasting life our
business will continue to live many
years after we have passed on.

I Am That | Am.

Take the Next Step.

Do not be too anxious to see all
the way ahead of you. It may not
be best for you. The man who car-
ries a lantern on a dark night can
see perfectly to take the next step.
He does not need to see all the
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steps, for he can take only one at

time, and when he takes that step
the light moves forward for the next
one.

The trouble with most of us is
that we want to see too far ahead.
We want to be sure that we are go-

g to do some great thing. Then we
will not be afraid to make a great
effort.

But keep “pegging away,” as Lin-
oln did. Keep your trust in the
Great Unseen Power which some-
how brings things out infinitely bet-
ter than you expected.

How many times in our past lives
the way has seemed so dark that we
could not see a gleam of light! How
many times failure has seemed ab-
solutely' inevitable, and yet we kept
hoping, working, doing our best and
the Unseen Power which makes
things good for those who do their
level best came to our rescue and
brought us our heart’s desire!

Never mind if you can not at once
obtain the thing you long for. No
matter how far away or how impos-
sible it may seem to you, just keep
your mind, your purpose, fixed on it.
There is magnetic power in focusing
the mind on the thing we long for.
Ways we never dreamed of before
will open up in a marvelous manner.

Just keep trying, keep pushing,
keep thinking — thinking hard all
along the line of your ambition, and
doing your level best to attain your
desire and you will be surprised to
find how the way will open of it-
jelf as you advance.—Orison Swett
Marden.

Trade Paper Teaches.

The grocer who knows how teas,
coffees, sugar, rice, wheat and all the
myriad other food stuffs the cultivat-
ed and prepared for the market
makes a much better salesman than
the grocer who has degenerated into!
a mere slot machine and who knows
little or nothing about the goods he

handles. The well-edited trade paper
will tell him all he needs to know
concerning any product on his
shelves—that is its business. And it

will not only tell him where all the
food stuffs come from but it will also
tell how to move the goods from off
his shelves; in other words, it will
teach him all he needs to know about
practical salesmanship. This, again,
is peculiarly the trade paper’s prov-
ince, and if it lives up to its oppor-
tunities there will be fewer complaints
about specialty salesmen in the fu-
ture.

Employes should not be allowed
to turn down the customer with a

complaint to be adjusted. Unless it
is something that can be settled
agreeably to the visitor, let it come

to the proprietor.
The man who is always hunting
trouble never has to borrow any.

Polite salespeople attract custom-
ers as molasses attracts flies, and
politeness is cheaper than molasses,
and customers are more profitable
than flies.

It is well to be useful,
let people use you.

but don't
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lh v I e« special New Year Greeting cut can be

in connection with an effective New Year Announcement to
your customers:

ArUrot-Hc”Nt- Here is another suggestion how this
l&j e iVUVCII

To Our
Friends and Customers:

A NOTHER very successful year of our business career has closed and as
/A we enter the New Year of 1911 it is but fitting that we express to you
our most sincere thanks for the substantial manner in which you have rewarded
our efforts to serve you.

We believe that a part of our success is the result of careful study as to the
needs and requirements of our customers. The day of loose business methods
in the merchandise business is past. The firm that succeeds must be alert to the

rapid advancements made in all lines. New styles are being created daily, prices are
fluctuating continually and the modern means of transmitting information through the press
telephone and free rural delivery bring the buying public so close to the business worl

that only the up-to-date, wide-a-wake merchants can hope to keep abreast with the onward,
upward march of civilization.

No firm realizes more than we what it means to keep ahead of the procession. Our efforts
have been richly rewarded in the past and we have therefore entered the new year with renewed
energy, greater determination and unlimited ambition to make the year of 1911 the most success-
ful in our business history. To accomplish this we must make it to the interest of the people of
this city and vicinity to trade at our store. Not only because their dollars will go farther in our
store than any other place, but because our goods will always be found to be strictly up-to-date
as to style, pattern and material.

Again let us extend to you a New Year Greeting and our best wishes for a very prosperous and
happy future.

Remember our store is your store. You will always find us willing and anxious to serve you and
you feel welcome, whether you come to buy or come to look around and get acquainted.

Yours very truly,

This cut will be sold to but one merchant in a town
Price:—One four column cut $1.50. One six column cut $2.75.

CUT THIS OUT AND SEND IT IN TODAY

Tradesman Company,
Grand Rapids, Mich.

Gentlemen: Enclosed find $................. for which please send one column special

New Year Greeting Cut
with the understanding that I am the only merchant in my town that is to receive this cut.

Send DY . express

Tradesman Company, Grand Rapids, Mich.
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PROFIT FOR THE GROCER.

How To Increase It

Problem.

The question of how to increase
profits is a very old one. Ever since
man first went into business this has
been the all-important question. It
was this same question which caused
the servants of Abraham and Lot, as
told in sacred writ, to contend over
the better pasturage lands. Abraham
was wiser than many men of this
generation, especially the majority of
those in the grocery business. He
said, “Why this contention and bit-
ter feeling? Let us get together, talk
this matter over in a friendly way,”
and instead of destroying the possi-
bility of either making a profit they
came to an understanding which
made it possible for both to live and
let live. Moral—Join the grocers' as-
sociation if there is one in your
town, and if none, get busy and or-
ganize one. Then as you meet you
will find that the fellow on the oth-
er corner is not so bad after all.

This question is not confined to the
grocery business, but it is, and ever
will be. the all-important question in
every line of trade from the Stand-
ard Oil Company of New York to the
fellow who conducts a peanut stand
on the corner.

We are told that over 90 per cent,
of those going into the grocery busi-
ness fail. That condition exists now,
and in my opinon ever will. You say
that is a pessimistic view. Be that
as it may, | am not a pessimist but
an out-and-out optimist.

People go into the grocery busi-
ness because it requires but a small
capital to stock a front room or a
cellar kitchen. They think it does
not require any brains, or else they
are deluded into thinking that in the
attic of their mortal frame they have
sufficient of the gray matter to carry
them through successfully. About "
per cent, have the necessary brains
and push. The rest are mistaken
hence the failures. It is a case of
the survival of the fittest.

The fixed price plan is a good one
| believe in it, but that will not les
sen the number of failures. It will
give the few who are bound to sue
ceed a better fighting chance.

It is not only how large a per cent
of profit we can make on a given
article, but it is equally important
that we find out how much it will
cost us to handle the goods in orde
to get that per cent. If we pay 80
cents for an article and sell it for
$1 the novice would say we were
making 20 cents. The man of brain
and experience would probably say
we were making about 2 cents or
possibly doing business at a loss
The great question is not how much
margin there is between cost an
selling price, but how much can w
manage to keep of this margin?

How many people in the grocery
business know what their daily
weekly expenses are, or what it cost
them to do business?

There are expenses such as ren
wages, lighting, insurance, horse
keep, etc., which are called fixed

Is an Old
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charges and are easily accounted for,
but are these all? What about the
general depreciation of horses, wag-
ons, harness, etc. And what about
the shrinkage in weights, the goods
that are broken, the cereals that have
gone by and the goods which you
do not charge for, besides hundreds
of other things too numerous to men-
tion. Have you thought of and made
allowances for all this? “Count the
cost” is a scriptural admonition, and
like all advice found in the Good
Book it is good. Sit down and con-
sider if you, with your limited means,
can compete with the big store on
e corner, with the mail order hous-
and the chain stores.

Make a careful estimate of your ex-
penses, allowing for yourself at least
much wages as you could com-
and working for some one else, and
allowing liberally for depreciation
and other incidentals mentioned
above. When this is done you are
i a position to begin to figure prof-
s and not until then. If you find
will cost you $10 per day for ex-
penses to run your establishment
upposing the difference between cost
and selling price is 20 per cent., you
ust do at least $50 worth of busi-
es per day before you have any
profit. This is on the supposition that
ou are doing a cash business only
If you are doing a credit business

ou must make an additional allow
ance for bad bills.
Now for the question, How can

re increase our profits? Increase the
olume of business without increas
ig the expense account, or reduce
the expenses and still do as much
business or get a larger per cent, ot
profit. How can we do it? There is
here brains come in. Every man
must figure it out for himself accord
ing to the conditions he is up against
\ few suggestions might be helpful
Manage your own business. Do not
trust too much to some one else. If
ou have a “fresh” clerk, let him
go. “Familiarity breeds contempt.
Most men prefer to be called Mister
instead of Bill, Jack or Tom, as th

e may be, especially by a clerl

a grocery store. A clerk of thi
kind will drive away more customers
n one month than you can win back
n six. Think twice before you speak
once when dealing with an unreason
able customer; it is his trade you are
after, not him.

One great question of expense to
day is the delivery of goods. More
so with the grocer than with an
other trade. The people who are
making the most money are those
who sell for cash and do not deliver
at all, or have their regular times
for delivering and do not make ex-
tra trips. Tn some places the co-oper-
ative plan of delivering has greatly
reduced expenses. Have regular times
for delivery of goods and educate
your customers accordingly, but you
can not afford to be too arbitrary,
neither can you afford to spend ten
cents to get five and do it all the
time. A few people are unreasona-
ble, but the majority are not. We are
indeed the servants of the public, and
as such “The laborer is worthy of his

hire,” and we shall reap as we sow.
Dennis Green,

President New Hampshire Retail
Grocers” and General Merchants’
Association.

Season Specialties.

“l guess our regular stock is good
nough for anybody. What’s the use

i carrying a lot of fussy merchan-

ise for holiday trade which does not
pay much profit and is generally left
on your hands as a dead loss?”

Such was the comment of a cer-
tain grocer when his clerk told him
that there had been several calls for
ider from those getting up hallow-
’en spreads.

It does pay, however, to carry the
eason specialties.

For example, one of the women
who called up this grocer and asked
for cider was planning a big dinnei
party. She wanted some cider to go
with her menu. After calling up the
above mentioned grocery and asking
for cider without success, she tried
another grocery, and found what she
wanted and ordered it. Then she
proceeded to give the same grocer an
order for supplies for the whole din-
ner, amounting to a number of dol-
lars.

There may not have been much
profit on the cider, but it served to
pull trade.

Furthermore, it showed that worn
an that when she wanted something
especially nice, or a little out of the
ordinary, she could not get it from
the grocer who declined to be both-
ered with specialties.

The Christmas trade is now about
to open up. As a trade winning
proposition, it certainly pays to get
ready for that period with seasonable
specialties. And the grocer should
advertise and let people know that
he is offering such inducements. At
this time of the year a personal let-
ter to a selected list of people in
your town, calling attention to your
special offers, and quoting some at-
tractive prices, will turn a lot of
Christmas buying in your direction.
—Merchants’ Journal.

Because you have never heard of
the article for which you have a call,
it is not indisputable evidence that it
does not exist. Better never deny
the existence of anything a customer
asks for. Rather say you will get it
for him if it is to be had.
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It’s difficult for a woman to open
her heart to a knocker.

Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter Color
and one that complies with the pure
food laws of every State and
of the United” States.

Manufactured.by Wells & Richardson Co.
Burlington, Vt.

Post Toasties

Any time, anywhere, a
delih htful food—
“The Taste Lingers.”

Postum Cereal Co., Ltd.
Battle Creek, Mich.

The Popular
Flavor

Better Than
Maple

Order from your
jobber or

The Louis Hilfer Co
Chicago, ill.

THE CRESCENT MANUFACTURING CO.
SEATTLE, WASH.

WHY
should you
recommend

it?
Just read
this and aw

you’ll see.@’/v nprn
MINUTE GELATINE
PLAIN

is made of the purest gelatine that can
be bought. A jelly made fram it is the
clearest and firmest possible. You
don’t have to soak it like other kinds.
It dissolves in less than_a minute in
boiling water or milk. Each package
has four envelopes, each of which holds
llys_t enough to make a pint of jelly.

his changes guess work to a certainty.

A regular package makes a full halt*
gallon.” No standard package makes
any more. We refund the "purchase
price to any dissatisfied customer. You
sell it at two packages for 25? and
make 36% on the cost. Doesn’t all
this answer your question?

If you want to try MINUTE GELA-
TINE (PLAIN) yourself, we’ll send you
a package free.” Give us your jobber’s
name and the package is yours.

MINUTE TAPIOCA CO.,
213 W. Main St., Orange, Mass.
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THE NICEST BUTCHER SHOP.

What It Means to Gain This Repu-
tation.

“That is the best butcher shop in
this neighborhood, if not in the whole
city,” said one lady in conversation
with another one day last week. She
was referring to a moderately-sized
market which was well equipped and
which presented a clean and inviting
appearance. In the same neighbor-
hood were markets which seemed to
be on a par with it as far as external
appearances went, naturally then the
question arises, Why was this par-
ticular market designated th
“nicest?” The words of the lady as
she continued her conversation ex-
plained the mystery and showed that
her words were applicable more to
the butcher himself than to the mar
ket. “He takes more pains in filling
orders than any butcher with whom
| have ever dealt,” said the lady, “and

his clerks follow his example so
closely that there is but little to
choose between them.” “No matter

whether it is a roast, a steak, chicken
or other piece of meat, you are al
ways sure to get something good in
his market, and if you will give him
a trial I am sure you will be more
than pleased,” she added. The reply
of her friend was lost, but the object
lesson afforded by the conversation
recorded should be learned by all
butchers who are working to increase
their business and who are catering
to a good class of customers. They
should realize what it means to gain
the reputation of conducting the
“nicest market.” A fine market
equipped with the latest and most
expensive fixtures will not of itself
gain this much-desired reputation
The butcher himself is the animating
spirit which sows the seed of grati
fication in the minds of those wh
are patrons of the market, and
time this seed will produce a harvest
of approval and praise. Try to do
some one thing better than the other
butchers are doing it. Your custo
mers will soon note it, and your skill
and care will speedily be noised
about. The mistake common
butchers is to suppose that the peo
pie who come into the market do
not take much notice of what is go
ing on. The butchers on their part
size up their trade, and are confident
that they have a good line on all
Yet they fail to see that they in turn
are sized up by the customers, and j
they do not know that these mental
judgments will later on be expressed |
in words and will be important fac-
tors in gaining or destroying a
butcher’s reputation. Pick up any of
the big magazines and see the large
number of companies which are
spending thousands of dollars every
year just to tell the people that their
goods are the best in their line.
Would they do that unless it was
worth while to gain such a reputa-
tion? Surely they would not, and the
extremes to which they go to gain
prominence shows how valuable this
reputation really is. This value is
not confined to any one line of goods.
It includes meat markets as well as
other stores. The butcher who
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prides hmiself upon his business

ability knows that the more prom-
inent his market becomes the larger
trade he will enjoy and the greater
profits will be his. This should be
the aim of every butcher who is in
business. He is entitled to all the
profits he can make, and he is not
doing himself justice if he is not
working at his fullest capacity. Let
him stop then and ask himself what
he is doing to gain a reputation for
himself and for his market. Very
few will find that they are doing all
they can to make their market popu-
lar. They do not take sufficient care
n filling orders, in keeping the mar-
ket up to date, in stimulating their
clerks, in making their deliveries
promptly and in the many other
details which will suggest themselves.
Excellence in some one of these
details is the first thing to be sought.
Do something better than the other
butchers are doing it. A beginning
along this line will put you on the
right track, and will be the first step-
ping stone to a high reputation.
There is scarcely a butcher who can-
not achieve good results if he will
make the effort. These qualities are
not given to a few to the exclusion

of all others. The trouble is that
sufficient thought and reflection are
not given to these matters. For

many a suggestion will be sufficient
to get them started. They know
they should do something, but don’t
know just how to get started, and a
word of advice is all they require.
The beginning for them, as for others,
is to study their trade and pick out
some point in which they will strive
to excel their competitors. This im-
provement will mean the establish-
ment of a system which will work
out in many ways and will ultimately
result in gaining the reputation of the
“nicest market.”

Rest Room For Husbands.

An Omaha firm has introduced an
innovation which, it is said, has prov-
ed fairly successful from the start,
and which possibly might be worth
consideration by other retailers. This
is the installation of an attractive
smoking and lounging room for men
accompanying their wives or other
feminine relations or friends on a
shopping tour. The room has all the
appointments of a modern club.

Of course, the lady could not hunt
her husband up in the smoking room;
so, to obviate this difficulty, the firm
have adopted a suitable checking
system. Checks are obtained from a
floorman, the lady receiving the orig-
inal and the gentleman the duplicate.
When the lady has completed her
purchases she gives her check to a
page, who goes to the smoking room,
quietly informs the holder of the du-
plicate and conducts him to the hold-
er of the original.

For some time a system of check-
ing babies and children in the nurs-
ery and playroom at this store has
been in operation and has proved
very successful.

Overweight Nor Underweight.

The old preceptor who gave me
my first lessons in storekeeping used
to say that “It is a fool who gives

overweight and a scoundrel who
gives underweight.” This is more
than a mere platitude. It is a princi-

ple. The man who gives overweight
or overmeasure or allows his clerks
to do so, is throwing away good
money, absolutely throwing it away.
A customer may be made to feel
pleased by having a little extra
thrown in sometimes—if he knows it,
but where there is simply a giving
of extra weight or measure through
carelessness, it redounds in no pos-
isible advantage for the store in the
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way of pleased customers, and it does
produce an actual and palpable mon-
ey loss. Cut it outl—Clothier and
Furnisher.

Not a Cheap Cow.

“Seventy-five dollars cash—not a
cent less!” thundered the farmer.

“Seventy-five dollars?” repeated the
automobilist. “Do you think it was
a cow | ran over?”

“No, it wasn’t a cow,” said the
famer firmly; “it was a hen, and a
layin’ hen at that.”—Buffalo Express.

”

The man who wants to write
things well must himself read things
that others have written well and
this applies to nothing more than to
advertising.

We have recentlx purchased a large amount
of machinery for the improvement and better-
ment of our Elec_trot)(]pe Department and are
in a position to give the purchaser of electro-
types the advantage of any of the so-called
new processes now belr]gi1 advertised. Our
prices are consistent with the service_ren-
dered. Any of our customers can prove it.

Grand Rapids Electrotype Co.
H. L. Adzlt, Manager Grand Rapids. Mich

Mica Axle Grease

Reduces friction to a minimum.
It saves wear and tear of wagon
and harness. It saves horse en-
ergy. It increases horse power.
Putupin i and 3 Ib. tin boxes,
10, 15 and 25 Ib. buckets ffnd
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 CO.
Qraad Rapids, Mich.

You have had calls for

FNDSZRDIO

If you
didn’t,

may get the customer’s entire trade.

filled them, all’s well; if you
your rival got the order, and

HAND SAPOLIO if a special toilet soap—superior to any other In countless ways—delicate
enough for the baby’s skin, and capable of removing any stain.
Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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BEHIND thHe COUNTER

Bright Side of Clerking Is Chance to
Study People.

There are always two sides to the
retail business as well as anything
else—the bright side and the dark
side.

The other evening while musing
over the events of the day’s business
my thoughts ran something like this:
Now just suppose you could put to-
gether all the cranks, kickers and
bad debit customers, wouldnt that be
a mess to wade into, especially early
in the morning if you had happened
to get up with a grouch and felt as if
you could pick the first person who
hove in sight? Wouldn’t that be a
real cloudy side? It certainly would
and quite a number of our retail mer-
chants would be ready to quit the
business before they got a good
start if they forgot to look at the
other side.

Now on the other hand. Just take
a look at the bright side and suppose
all the customers that came in your
store were people easily satisfied,
good pay and all had lovely disposi-
tions. Wouldnt that be great? No
trouble at all. Just simply go down,
sell almost anything you wanted and
wear a broad smile all the time.

It certainly would be great, but do
you not think that it would become
somewhat monotonous and be pretty
tame? Everybody loves sport and it
certainly is great sport to take peo-
ple as they come, the one with the
grouch as well as the one with the
smile if you only look at it that way.

Almost every customer that comes
to your store has to be treated dif-
ferently. Some people you can “josh’
a little to get them in good humor
while the next you have to come right
down to business to have any chance
at all.

It is a great help to any salesman
to study the customers that come
into the store by giving them undi-
vided attention while waiting upon
them and keeping your eyes and ears
open. Study each individual and find
out the best way to sell him the most
goods without imposing upon him.
Just stop and think for a minute.
Sum up the customers you waited
on during the day and you will find
that the general run is something
like this:

There’s Mrs. S----- . She comes
into the store always in a hurry and
the sooner you wait on her the better
it will please. Perhaps you can sell
her a few articles she didn’t call for
by mentioning a few things such as
new goods, bargains, etc., while you
wrap up her goods.

Next comes Mrs. J------ . She isjust
the opposite from Mrs. S------ .

wants to look around a while before
she makes up her mind what she
wants. Let her alone for a few min-
utes, but not too long as she might
take a notion to leave the store if
she thinks you don’t take any interest
in her. Now here’s your chance to
sell a good-sized bill by showing her
a few things not on display and by
letting her know that you take inter-
est in her. These lookers are usually
pretty good customers if handled in
the right way.

Now comes Mrs. L----- . She’s a
crank and kicks on the price, the
quality of the goods, the weather and
everybody in the city in general
About the best thing you can do in
this case is to agree with her in most
things. Try and convince her that
mour prices are right and above all
try to convince her on the quality
of the goods. If you put up a good
selling talk you will generally sell
her the goods before she leaves the
store.

Next comes Mrs. B---—-- . Now
she’s a jolly farmer woman and en-
joys a little “joshing.” If you are
not rushed, talk to her awhile and
get her to thinking that you are in-
terested in her affairs. If you do
not overdo it, you are sure to land
her for a good bill of goods before
she leaves the place and you are
pretty sure to sell her all the goods
she needs that she can buy at your
store.

Hello, here comes Mrs. M
She’s a woman who will buy your
whole stock if you urge her a little
but alas, her credit is no good and
you have to go slow and perhaps
insist upon her paying for the goods
she has already bought. It’s hard
luck but these things are sure to
step in your way.

The next woman is a stranger and
informs you that she hails from <
neighboring town and has just no
ticed some goods in the window ad
vertised at a cut price for the next
day. She explains that she certainly
would like some of those goods at
cut price but cannot come the next
day, but being an out-of-town custo-
mer perhaps she could induce you to
sell her some of the goods today.
You tell her to wait a minute while
you see the Boss. He says “yes, sell
her some if she lives out of town.”
You go up and tell her she may have
some at the cut price to which she
replies, “My train leaves at 4:20 and
I’ll be back and get some before |
leave,” but alas she does not return.

And so it goes, each one differs
from the other. The different charac-
ters described were picked from the

She lactual run of customers during the

day and shows that the same meth-
ods will not land them all. Where
the clerk takes interest in the people
he waits upon, and studies them he
will find it interesting as well as
profitable for himself as well as for
his employer. Always try to find the
right side of things and you will find
great deal of enjoyment in the
day’s work. Geo. Raveling.

The chief may get down to busi-
ness as late as he pleases. That is not
your affair. It is your place to be
there at the time specified and see
that the place is ready to do business
with the earliest customers.

will wonder how we can do
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Never overlook the fact that the
store belongs to the proprietor and
that he is entitled to have his wishes
respected, no matter if he wants what
seems to you to be absurd.

The customer is your guest, and
no merchant should tolerate any of
his employes making fun of the

customer while in the store, or at
any other time.
You may rate yourself according

to the things you think you are going
to do, but the public will rate you
by what you have already accom-
plished.

We Want Your
Business

Our new plant is com-
pleted and we need or-
ders. A case or complete
outfit at prices so low you

it Remember the quality

is GRAND RAPIDS make—as good as the best Grand

Rapids furniture.

Grand Rapids Show Case Co.

Coldbrook and Ottawa Sts.
Branch Factory: Lutke

Offices and showrooms under our own management:
City; 51 Bedford St., Boston; 1329-1331 Wash. Ave.. St. Louis.

Grand Rapids, Michigan
Mfg. Co., Portland, Ore.
724 Broadway, New York

The Largest Manufacturers of Store Fixtures in the World

These sections are built on

tional bookcases, and all the different styles

Sectional
Glass Front
Shelving

This illustration shows the

sectional shelving.

This shelving is one of the
most convenient fixtures ever
offered the merchant for dis-
playing and storing laces,
broideries, infants’ wear, mus-
lin underwear, hosiery, etc.

em-

the same general plan as sec-
illustrated above

are carried in stock ready for immediate shipment.

Our new catalog of department store equipment gives

complete information in regard
on application.

to it. Copy of it will be mailed

WILMARTH SHOW CASE CO.

936 Jefferson Ave.

Grand Rapids, Mich.

Downtown show room in Grand Rapids—58 S. lonia St.
40 Broadway—Detroit, Mich.

V.
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Be Willing to Learn.

There is a certain period, which
has no relation to the number of
years lived, when many people have
reached, or found, the stage of exis-
tence during which it is impossible
for them to learn anything. Putting
it another way, they consider them-
selves wonderfully observant while
at the same time denying the right
of anybody to tell them anything that
may add to their information on any
subject, especially that which con-
cerns their occupation.

Nor are these people always so
very young in years, although the
vast majority are on the lower side
of thirty. Clerks not yet able to set
their ages in the twenties have been
known to be so all-fired smart as to
be unable to obtain information con-
cerning the business from other peo-
ple—unwilling to be told anything—
and there have been clerks on the
shady side of fifty and beyond who
resented the inference that they
might be glad to have somebody
afford them a little assistance in a
mental way.

It is always up to the clerk to learn
wherever and whatever they can from
any source that will add to their
strength as a business person. The
simple gentle courtesy of good breed-
ing is often forgotten by clerks who
should have the sense to accord a
listening ear to whatever may assist
them and not bring to the surface the
rudeness that tells a fellow he is of
a lesser degree of intelligence. The
brightest of them have still a heap to
learn. Those who are not only ob
servant but who are also ready with
a listening ear to learn anything that
may come their way to help about
doing the business of the store are
those who get ahead the fastest and
who eventually reach the farthest
to say nothing about the superiority
of agreeableness which has an im-
mense influence on progress.

Decent behavior is a virtue always

Keep the Store Clean.

Dirt, just plain, every-day dirt is
productive of more store leaks of all
kinds and of all sizes. It causes de-
preciation of stock and of trade. It
prevents sales by spoiling the goods
and by spoiling people’s appetites for
them.

Customers are averse to dirt on the
goods they buy. They like them to
be bright and clean. They like them
that way and buy more freely when
they have come for the express pur-
pose of buying one thing. And they
are more often attracted to goods
they did not come to buy if those
goods are clean. Sales on sight are
rarely made of goods that are dirty.

Dirt reduces the actual intrinsic
value of much stock, aside from the
mere matter of its making it unsala-
ble. It depreciates the value of fix-
tures and it makes painting a more
frequent necessity. Keep out the dirt
and let in the profits. Dirt and prof-
its are sworn enemies.

The wrong way of sweeping, stir-
ring the dust up and letting it set-
tle all over the stock, only to be stir-
red up again soon with a feather dus-
ter, causes loss by making it im-
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possible to pick up white or light-
colored stock of any Kkind without
making a finger mark. Sweeping
should be done with a preparation
to keep the dust down. You can use
one of the advertised preparations of
this sort and pay a fancy price for
it or you can make up a sweeping
compound from some such formula
as the following: Sawdust, two bush-
els; salt, five pounds; lardine oil, one
gallon.

Moistened sawdust does very well.
Snow is first class when available.
Keep the dust on the floor and sweep
it out and it will not cause you loss.
Then* dont use a feather duster.
Wipe the dust off from things and

is disposed of for good.

If 1 were Boss.

If you were boss you’d do a whole
lot of things that you think would be

good thing for the business. You’d
fire certain men whose ability may be
known only by the boss himself.
iiTowd put on more delivery wagons
and you’d hire more help so the firm
would about break even at the end of
the year. You’d have on hand at all
times everything that people called
for so that thousands of dollars of
dead stock might be included in the
inventory next January. You’d open
an account with lots of “nice” people
avho buy big and whose bill would be
placed on the “N. G.” list at the end
of the financial year. You’d cut
prices right and left and swell the
volume of business so beautifully
that the little rubber stamp that
reads “2 per cent, ten days” on all
bills would be put out of business
These are some of the things that
some of you boys think you’d do—
if you were Boss. Better go on
your way, do your duty faithfully and
follow the leader. He knows where
he’s at. He’s doing a respectable
business, paying you respectable
wages and expects you to follow out
his “safe and sane” policy. Do it.

WT TT Qmppnpv

Salesmanship.

Advertising to the shopping public
is a much more complicated proposi-
tion than is generally realized.
Printers’ ink is only the beginning
of it and if the announcements of a
merchant are not backed up by the
intelligent co-operation of the sales-
force much of the effort is wasted,
progress is retarded and many sales
are lost.

In these days of close competition
the salesperson is one of the leading
factors in commercial success. Upon
his or her abilities the merchant must
depend to a large extent.

W hat constitutes a good salesman
or saleswoman is a very broad ques-
tion and its solution depends in some
degree upon the nature of the mer-
chandise to be sold. Probably the
strongest attribute of a good sales-
person lies in the personality of the
man or woman referred to. Capa-
bility carries with it a strong per-
sistency in pushing goods which have
not sold well, a knowledge of the
goods themselves and their construc-
tion, and an ever-present remember-
ance of the fact that it is quite as

important to suit the customer as it
is to bring a given number of dollars
to the cash drawer.

Only a Kid.

W hatever you do, don’t slight the
boys and girls. It is the surest and
most direct way to make somebody
mad.

When children go into a store,
ither to buy a stick of candy or
something more important from the
erchant’s standpoint, be sure and
treat them right. Don’t be fresh with
the “kids.”
eration. Make them feel at home,
and make them want to come again.
is the smoothest and easiest way

to open the road to the parents’
pocket books.
A good many mothers entrust

some of their shopping to their chil-

ren. The ten year old son or
daughter is sent to the store to buy
something, or to find out something
about certain merchandise. Possibly
the child may not be able to transact
its business with quite as much skill
as an older person, but don’t forget
that there is going to be a report
made at home of what takes place
Don’t say, “Oh, it’s only a kid,” and
llow the young patron to feel that
he or she doesn’t deserve much con-
sideration.

Treat them with consid-
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We have stood in a store, and
watched clerks pass by the boys and
girls who seemed to be waiting to
buy something, or to get some in-
formation “for mother.” The clerk
has attended to the wants of the
adults first. The little folks have
been crowded out of their turn. They
have been made to stand aside. Do
not imagine that such things are un-
noticed by the “kids.” Most of the
youngsters are even a little super-
sensitive about such things, simply
because they have been up against
similar slights before, and they are
not going to have much use for the
clerk or the store which fails to give
them a square deal, even if they are
not over four feet six inches tall.

Get the “kids” coming your way,
and your success as a storekeeper is
assured.—Merchants’ Journal.

Place all the responsibility you can
on the clerks. Give them a chance to
show what they are made of. Some
of them may surprise you, and above
all don’t be afraid to show your ap-
preciation when an employee does do
a particularly commendable piece of
work for fear he will “get on,” aiv
ask for more wages.

Our idea of a salesman is one whc
can persuade people to want wha
ihe wants them to want.

Klingman’s Sample Furniture Co.

The Largest Exclusive Retailers of
Furniture in America

W here 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.

t'nrnAr Infila

Opposite Morton House

Pmintaitl artft DIVISIOtl StS.

Qrand Rapids, Mich.

We Manufacture

Public Seating

Exclusively

fliH ~lioc
U iuruies

We furnish churches of all denominations, designing and
building to harmonize with the general

architectural

scheme—from the most elaborate carved furniture for the cathedral to the

modest seating of a chapel.

ovIIuuUIS

for the merits of our school furniture.

The fact that we have furnished a large majority of the city
and district schools throughout the country, speaks volumes
Excellence of design, construction and

materials used and moderate prices, win.

EtJURC [1IftllS
quirements and how to meet them.

alle we speciaize Lodge Hall and Assembly seating.
Our long experience has given us a knowledge of re-
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.

Hmerican Seating Company

215 Wabash Ave.

GRAND RAPIDS NEW YORK

CHICAGO, ILL.

BOSTON PHILADELPHIA



Possible Elimination of the
Girl.
Written for the Tradesman.

Household help of any kind dail>
is becoming scarcer, less competent
(owing to the preference of capable
workers for other occupations),
harder to find and harder to keep
and is demanding higher wages. In
the face of this situation is the fact
that a great number of American fam-
ilies have adopted a style of living
that seems imperatively to demand at
least one capable servant. Inasmuch
as the capable servant is rarely to be
had, and as the species is rapidly be-
coming extinct, certainly it stands us
in hand to prepare for the fast ap-
proaching day when she will have
disappeared entirely.

We do not want to become a na-
tion of boarders or hotel dwellers.
Is it possible then to devise a
scheme of living with the hired girl
eliminated that will allow each fam-
ily to retain its separate home?

One plan that is suggested may
be called the simplified living system,
It seems to me this is the correct so-
lution, in fact, the only solution of
the problem, for families in moderate
circumstances. The wages of even a

Hired
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be done so, and would be done so, if
housekeepers would create a general
and steady demand in place of the
present spasmodic and occasional de
mand. Much of the canning and pre
serving of fruits and vegetables now
is done in factories; all of it could bé
removed from the kitchen. The sell-
ing of foods ready-prepared has al-
ready greatly lightened the labor of
cooking. Our mothers and grand-
mothers prepared their soups by the
slow and laborious process of boil-
ing shank pieces or vegetables; the
housekeeper of to-day opens a can
of bouillon and has it ready to serve
in three minutes. It is held that meat
orders could be delivered cooked, and
that meals hot and ready for the
table could be taken to families at
their homes from central cooking es-
tablishments.

We are not accustomed to these
things; still, in a few years’ time we
may see many kinds of labor at pres-
ent commonly performed in the
household as completely removed
from it as is now the spinning of
yarn and the weaving of cloth. This
change would work in nicely with
the plan first suggested, since it
would greatly lighten all housekeep-

slovenly and unsatisfactory girl can jing and make it entirely practicable

not well be spared from the family |for many women who now

purse. Then adopt a style of living
in keeping with the actual means, cut
out non-essentials, shear off from the
housekeeping all elaborate and un-
necessary frills, and let the wife and
daughters (if there are daughters not
engaged in outside avocations) do
the w-ork, or the greater part of it,
themselves.

Another proposed remedy for the
existing condition is the taking of
certain kinds of work outside the
household entirely. It is held that
the family washing could be done
with far less labor in a well-managed
laundry than at home; and at rea-
sonable prices and without any rot-
ting of the fabrics with chemicals and
washing powders, as we now may ex-
pect when the wash is put out; that
bread, not the regulation baker’s
product, which we all know to our
sorrow, but bread having the sub-
stance, delicious flavor and nutritious
qualities of the best of the home-
made article, could be made in bak-
ing establishments with the aid of
machinery and appliances far more
economically (counting the cost of
work) than in the private kitchen;
cake, pies and other pastry likewise.

That these things are not done
now outside the home in the man-
ner described does not prevent the
sturdy advocates of this remedy from
asserting hopefully that they could

require
help, to do their work alone.

Still another plan is broached, that
of having household helpers live in
their own homes and come in to
work by the day or hour. This, of
course, is for families maintaining a
style of living demanding such as-
sistance and w'ho are financially able
to pay for it

At first glance this does not seem
S0 sweeping an innovation as the
one just spoken of, but if this last
plan is to be carried out in a way to
do any good, and so as to attract
to household service a capable class
of workers, it must involve some
very radical changes. For one thing
the status of household labor must
be raised to a level with factory and
store work.

Consider for a moment the ideas
that commonly prevail among em
ployers as to what a servant girl
should be and do. Nowhere else in
our whole industrial system can we
find such relics of past ages as in
our notions regarding domestic serv-
ice. The average family looking for
a girl, really is wanting a vassal,
perhaps even a slave to do their bid-
ding.

A sen-ant girl should be respectful,
deferential, even obsequious; she
should “know her place;” if she ob-
jects to doing certain things, or to

ldoing them at certain hours—m

short, exercises the rights and priv-
ileges of any free laborer in other
lines of work—then she is “uppish
and guilty of “servant-girl-ism,”
which, in the estimation of most em-
ployers, is a heinous and deadly sin.

I confess to holding some of these
deas myself. Nothing would suit me
so well as to have a number of serv-
ants swift of hand and light of foot
and obedient of soul who would car-1
ry out my every wish without cavil
or question, and do me fealty and
homage in all kinds of ways; who
would be glad to perform these serv-
ices for whatever stipends | could
allow them, which recompense | can
assure the reader would not be mu-
nificent.

Regarding the pay of servants, our
ideas are medieval. Ask the average
housekeeper what she thinks a quick,
capable servant ought to receive
(provided such a one could be had),
and she will not base her estimate on
what such a worker would be paid
in a factory or other place of em-
ployment, but will begin to talk
about what she as an employer can
afford to give.

Women who are wanting help al-

FOOTE & JENKS*

Terpeneless
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most without exception seem to feel
abused and think there is something
wrong in the constitution of things,
because they can not find .the kind
of girls they want ready to work for
what they are willing to pay. There
ought somewhere to be an inexhaus-
tible supply' of such helpers.

Would the complainants
household service if thrown upon
their own resources? No, indeed.
Would they consent to their daugh-
ters going into other people’s kitch-
ens to bake and scrub? A thousand
times, No! Then let them disabuse
their minds of the idea that any girl
or woman is under the slightest ob-
ligation to do their work, unless, as
a business arrangement, she choos-
es to do so.

To return to the plan of having
household helpers live in their own
homes and come in to work by the
day or hour, a writer in a June num-
ber of the Outlook (Mrs. W. O. Robb
in “Our House in Order”) says she
has made this system work success-
fully, and recommends it to sister
housekeepers. She holds, and cer-
tainly there is logic in her conten-
tions, that workers are better suited

turn to

(brand)
High Class

Lemon and Vanilla

Write for our «‘Promotion Offer” that combats “Factory to Family” schemes.
on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to

Insist

FOOTE & JENKS, Jackson, Mich.

Putnam’s

Menthol Cough Drops

Packed 40 five cent packages in
carton.

Price $1.00.

Each carton contains a certificate,

ten of which entitle the dealer to

One Full Size Carton
Free

when returned to us or your jobber

properly endorsed

PUTNAM FACTORY, National Candy Co.

Makers
GRAND RAPIDS, MICH.

Who Pays for

Our

ANSWER:

Advertising?

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 ofour

plant to cover most of, if not all, our advertising bills.

advertising makes it easy to sell

This

LOWNEY'S COCOA

AND

PREMIUM CHOCOLATE for BAKING

All LOWNEY'’S products are superfine,
pay a good profit and are easy to sell.

«1



November 30, 1910

to be out of the house when work is
done; not to have their evenings and
time off under the surveillance of the
employer; and that performing the
same tasks under these changed con-
ditions does not lower them in their
own estimation and that of their as-
sociates like ordinary '‘working out.”

The plan certainly is worth a trial.
We can not have the vassal of our
dreams, so we had best abandon that
idea and see what can be done with
domestic service on a changed basis.

In point of hours this outside help-
er plan presents some objections.
Still, in a working day of from, say,
3 o’clock in the morning until 3
o’clock at night, with time off for
meals and two or three hours inter-
mission in the afternoon (as advocat-
ed by the writer referred to), it ought
to be possible to compass the great
bulk of the work of a household.
Dependable assistance during these
hours certainly would be far prefer-
able to the “off-again, on again” that
prevails in many homes now, the
trial of six or seven or a dozen girls
in a year, and half the time without
any help at all.

W hether this plan can be made a
success generally  depends upon
whether women in general can rise
to the occasion and accept present-
dav industrial conditions and ideas
as they are; and whether they can
“take the curse off” from housework
and give it a standing that will at-
tract to it more intelligent and effi-
cient workers than those now en-
gaged in it. Will women do this, or
will they persist in clinging to the
ideas of feudal times and keep up the
plaintive whine that it seems as if
one ought to be able to get a good
girl (for what one can afford
pay)? ) ) )

In presenting these ideas | must in
candor state that no plan thus far
suggested, or that is likely to be de-

to

vised. can, in my opinion, bring
about, by its adoption, an entirely
Utopian state of affairs. David

Harum held that it is a good thing
for a dog to have a reasonable num-
ber of fleas. There is little danger
that, under any system, the woman
who keeps house will escape her rea-

sonable number of difficulties. But it
seems to me that the intelligent
adoption of these plans by large

numbers of homemakers might bring
about great improvement; that

state of society in which no woman
would be a hired girl, and no worn
an would have a hired girl—the term
hired girl being considered in the
sense of a menial as we now use it

might not be intolerable; in short
that the time when the household
servant, as we now know her, is
gone entirely, may be vastly better
than these, the last days of her go-

ing. Quille-
Do not search for the easiest way
to do things. Spend your time

vestigating the best way. That
more important than mere easiness.

in-
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Remember, girls, that pinning a
$17 hat on a 17-cent head doesn’t in-
crease the value of the head.
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Steadily Preach the Good Gospel ot
Shopping Early.

The old Portuguese axiom, “Never
do to-day that which may be done
to-morrow” is evidently the guiding
rule of the average Christmas shop-
per. No matter how much the ad-
vantages of early buying may be din-
ned into their ears, there will always
be a lot of people who will put it off
until the last possible moment. With
some of the people procrastination is
chronic, and there is no use trying
to wean them to better ways. On
the other hand, most people would
much rather do their buying early
when they can do it in a leisurely
way and when stocks are complete.
But they forget about it. The days
go by and they do not realize how
late it is getting until Christmas is
upon them. It is therefore necessary
to persistently jog the public mem-
ory if we expect people to do their
buying before the last few days.

This can be done to a certain ex-
tent through advertisements, but
much more effectively through the
editorial columns of the newspapers.
As early shopping is a practical ben-
efit to everyone concerned most
newspaper publishers willingly de
vote a generous amount of space to
this cause. They are all the more
willing to help since in doing so they
are giving practical assistance to a
considerable number of their best ad-
vertisers. Tf left to themselves,
however, the editors are likely to
give but little space to the matter of
_arly shopping—it is necessary for
the merchants to keep jogging them
up from time to time. Where there
is a retail merchants’ association
there should be some sort of notice
ent the newspapers by the secretary.
Many of the editorials on early shop-
ping that appear in the metropolitan
papers are written by the advertis-
ing man of the various stores. A
clever advertising man can usually
do this better and more convincingly
than the average editor because he is
in closer touch with the matter. In
addition to editorials, many newspa-
pers publish small display notices.
These are scattered about the paper
among the reading matter and usual-
ly read: “Only Twenty-Two Days
Until Christmas—Do Your Shopping
Now!” or something to that effect.

Credit customers can be induced to
shop early by charging all purchases
made before a certain time in Decem-
ber to the January account. One of
the big Chicago stores annually sends
out a circular letter setting forth the
advantages of early buying, which
contains a statement something like
this: “In order to relieve the Christ-
mas rush and induce early trading
we will charge all merchandise pur
chased up to December 15 on your
January bill, payable February 1. All
goods purchased after the 15th

December will be charged on the
December account payable Janu
ary 1.” For cash customers an offe

is made to lay aside purchases until
they are wanted. When this is done
a small deposit is required. This
offer is a consideration to many who
would like to do their shopping early

but are not prepared to pay at once.
Most stores will begin hammering
away on the “Do it Now” tune right
after Thanksgiving. Almost every ad-
vertisement will contain a reminder
that the time is growing shorter—
“Only twenty days more”—and so
on. The following are some of the
arguments for early shopping that
were used by metropolitan stores
during the last Christmas season.
Only Twenty-Seven Shopping
Days Before Christmas.

Gift buying has begun in earnest.
Early selling activity promises an ex-
tremely successful season. Each day’s
delay means less of the pleasure that
attends Christmas shopping.

Now there is more time for leis-
urely selections, now assortments are
at their best, now the individual
preferences of those to be remem-
bered may be more thoughtfully con-
sidered, now there is ample time to
choose from the exclusive novelties
that seldom last beyond the first few
weeks of the selling season.

This one positive assurance we
wish to leave with everyone buying
or receiving a gift from our lines of
Christmas merchandise—the quality
standard of this store has been so
rigidly maintained that every article
stands forth as the best of its kind-
distinctive, exclusive and notably ex
celling in intrinsic merit.

Two Weeks

from to-day we peep into our stock
ivigs! Two weeks of great activity
everywhere! The busiest time of th
whole year—and the happiest time!
Thus far our holiday business has
been vastly greater than in any
former December.

Can you come early? During the
next two weeks our splendid organi-
zation, greatly augmented although it
is. will be taxed to the limit in the
afternoons. W’ have added hun-
dreds to our force of salespeople, but
we need more in several departments.
This store will not be open at night
at any time—our employes require
rest at night. But you can help won-
derfully by shopping early in the
day—and get more enjoyment out of
t yourself. To finish right you must
start right.

Pleasure in Gift-Giving Lies
Making Right Selection.
Shopping now offers this advan
tage. Delay means the hurried, tire-
some and frequently disappointing
experiences that are inevitable in the
days immediately preceding Christ-
mas.

Gift purchasers will find nothing
lacking in their requirements from
any of our Christmas stocks. In
every article there is that which
makes the gift from this store high-
ly appreciated.

The early morning hours are ideal
for shopping. All our sections are in
readiness for business from the open-
ing hour—8 o’clock. Salespersons are
less occupied, stocks are in more or
derly arrangement and conditions
generally are more conducive to the
comfort and convenience of shop
pers.

in
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Kindred lines of Christmas mer-
chandise are assembled within imme-
diate proximity of each other in all
sections of this store, making each
division a thoroughly complete spe-
cialty store in itself, showing won-
derfully diversified assortments in a
way that will enable customers to
decide quickly in their purchases.

Again we would emphasize the wis-

dom of shopping now and early in
the day.

Much Remains To Be Done
Next Nine Shopping Days.
| From now until Christmas
hours of this store will be from 8 in
the morning until 6:30 in the eve-
ing. All customers in the store at
closing time will be waited upon. We
hall not be open nights.

Please carry small parcels now, if
you wjfh It means finer care and
attention to your larger ones.

The thousands of people who have
adopted the new plan of shopping
the very first thing in the morning,
many of them beginning at 8 o’clock
sharp, must find that it pays well and
is pleasant, for the number is increas-
ing with astonishing rapidity.

A dollar goes much farther at half
past 8 in the morning than it does
at half past 3 in the afternoon, be-
cause one has more time to consider
carefully the spending of that dol-
lar.

in
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HIS CHRISTMAS PRESENT.

It Just Suited Because He Bought It
Himself.
Written for the Tradesman.

A store is a good place to get
ideas, for the reason that there are
all classes of customers and therefore
all classes of ideas. The merchant or
clerk who will listen to the talk of
customers will receive benefit there-
from. There are buyers, of course,
whose conversation is not valuable,
men and women who just complain,
and growl, and draw a veil as blue as
indigo over the bright world.
you don’t have to listen to these.
You can have business in another
part of the store when the kick be-
gins.

Clement was one of the clerks who
listened for ideas, and he garnered
many of them from the people who
bought clothing and furnishing goods
of him. Clement was a pretty good
sort of a young man, clean, honest
and prompt in matters of business.
The great trouble with him was that
he was always asking himself this
question:

“What shall | spend this extra ten
for?”

It was said of him that if by any
strange chance he went to bed and
remembered that he had a dollar in
his pocket, he would get up, dress
himself and go out and spend it
That is what the boys said, but it was

probably exaggeration. Still, there
are such people. You remember
about their existence when they

come to touch you up for a ten.

Clement was selling ties to two
prosperous young men, just before
Christmas, one year, when he got
the Great Idea. The customers were
evidently chums, for they were talk-
ing very frankly wuth each other—
and Clement listened.

“What’s doing Christmas?”
ley asked.

“Nothing doing,”
“Nothing whatever.”

“Say,” laughed Charley, “if you let
the holiday season go by without
sending Marne a $3 bouquet, and Sal-
ly a $2 box of bonbons, and Clara a
$2 book, you'll not be in the running
with the other boys.”

“Then the other boys can do all
the buying for them,” replied Ralph.
“Tell you what, Charley,” he added,
“Tm going to make myself a Christ-
mas present this year that will take
all my money.”

“Yourself a Christmas present!”

“Sure! I'm going to give myself a
building lot.”

“And then you’ll be building a
house, and buying furniture on the

Char-

replied Ralph.

But |

uneasy payment plan, and that will
be your finish!” Charley warned.

“Not yet,” was the reply. “I'm go-
ing to increase my salary $10 a week,
and that will pay for the lot in a
lyear.”

“You going to get a $10 increase? ’

“That’s what.”

“Get me a job in your shop, will
you?”
“But I'm going to raise my own

salary. The boss will have nothing
Ito do with it That will make it a
sure thing.”

I “What’s the answer?” asked Char
|

ey.

){‘Well, I'm getting $20 and spend
ing $20. I've got twenty-five to the
lgood for the whole year. That means
that I'm worth $25 above my keep.
What would you say to an employer
who made such a proposition to you?
I1f your boss should say he’d pay
your board and clothe you, and give
you $25 a year, you’d call the patrol
wagon.”

“Yes, | think | would.”

“Well, that is all I've been worth
to myself this year. Now, I'm go-
ing to raise my pay $10 a week by
not spending it. I'm going to do busi-
ness with myself the next year and
you see how it will come out.”

“I’ll be watching you live on $10
a week.”

“Look here,” said Ralph, “I get a
good room for $10 a month, and good
meals for $3.50 a week. My laundry
costs half a dollar a week. That is
$6 a week for actual living expenses
Why should | spend more than $4 a
week for clothing and amusements?”

“Yes, that sounds all right, but you
surely will.”

“But | won’t,” was the reply. “I'm
going to buy a nice pipe and some
good tobacco, and cut out this cigar
store loafing. It isn’t the cigars one
buys that makes these cigar store
evenings expensive. It is the dice
box, and the little game in the back
room.”

“Mv, but you will be
some man!”

“Not! I've got a library card, and
I’'m going to buy a ticket for the lec
ture course, and l've got a few
friends who don’t consider me merely
as a spender for them. I’ll have the
lot, all right, in a year.”

“By paying $10 a week on it?”

“That’s the idea.”

“All right,” said Charley, “but you
won’t.  You’ll be back with the
bunch about the second week, and
lose all you pay on the lot.”

The two customers went out, and
Clement fell to meditating on the
talk he had listened to. If Ralph
could do it, why couldn’'t he? He

the lone-

thought of the proposition all the
rest of the day, and took it to bed
with him.

He had been thinking of making a
lot of presents; in fact, had his list
all written out. In the morning he
took out the sheet and went over it.

“Edith,” he mused. “She is a good
girl, but why should | buy her a fan-
cy handbag? Let her father buy her
the bag. And here is Anna. She is
down for a seal purse. Not for mine.
And here is a pipe for Bruce, and a
box of cigars for Sam, and a scarf
pin for Denton. If | buy these things
for them they will buy something of
equal value for me—something | do
not need.
buying that lot?”

This might have been
Clement. It would have

selfish of
seemed so

I wonder where Ralph is
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to the friends he was cutting off the
list.

“Well,” Clement thought, as he cut
out a ring for Fern Eastman, “I’m not
buying friends. If they give me the
stony eye when | met them after the
holidavs, I'll know how to size them
up.
You see, Clement was determined
to make himself a Christmas present
that would amount to something.
That evening he found a real estate
office open and laid $30 down on the
desk.

“If you were going to buy a lot
on the installment plan,” he asked,
“where would you buy it?”

“Going to build on it?” the agent
asked.

“No. It is for an investment.”

“There are lots out here on West
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street,” the agent said, “that will
double in value in two years, but you
will have to pay for sewers and pav-

ing, and walks and all that within
a year.”

“That is the kind of an investment
I want,” was the reply. “lI don’t want

to buy a lot that is back in a swamp.
How much are these lots?”

“Five hundred dollars. Can you
make your payments and also pay for
the improvements?”

“l am willing to try.”

“You’ll have to pay $50 down,”
said the agent.

Clement looked at his $30 on the
desk, and it looked pretty small to
him.

“Is that all you have?” asked the
agent.

“That is every cent | have saved
out of the wreck of the year,” was
the disheartened reply.

“Well, can you pay $10 a week on
it for two weeks?”

“Yes, for fifty-two weeks.”

“Then 1'll take the $30 and give
you a land contract when you pay
$70 more.”

“Why not when | pay $20 more?”

“Because a land contract is about
as good as a deed, and if you fail in
your payments it will take an action
in the courts to disposess you so the
land can be sold again. When you
pay half of the purchase price | will
give you a deed and take a mort-
gage.”

“l don’t want to start in on any
Christmas present with a mortgage
on it,” laughed Clement, “ and so 111
keep on paying the $10 a week.”

“Making yourself a Christmas
present, are you?”

“That is what | am doing. | want
one Christmas present that is just

what | need, and the only way I
can get it is to buy it for myself.”

Clement went on his way rejoic
ing, leaving the $30 with the real es
tate man, the $30 he had calculated
on spreading among his friends. The
friends who had expected something
from him looked sour when he call
ed, but most of his time was occu
pied in the evening reading and at
tending lectures.

He took pleasure in the shows h
saved money, ten cents at a time, for
and enjoyed the books he bought
with his cigar store money. H
dressed better than ever before, and
had just as good times. He had
not pinched himself, and was happy
in the thought that his Christmas
present was growing in value every
day.

It pinched him to pay for the im-
provements, but he paid for them,
and at the end of the year, the day
before the next Christmas, when he
went to make his last payment and
get his deed, the real estate agent
had a proposition for him.

“I’ll give you $800 for that lot,” he
said. “l have a customer for it.”

Clement sold and bought three
more. | don’t dare tell you how
many he has now. Anyway, that

Christmas present he made himself
has earned a lot of money for him.
Try it yourself. Alfred B. Tozer.
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Everyday Recreation.

There is more fun and recreation
in the everyday business life than
ninety out of a hundred people who
are selling goods understand. The
humdrum and monotony of doing the
same thing day after day does not
belong to the store, if the people who
are doing the store work are able to
distinguish the amusing and the lu-
dicrous things that come up to them
every dsy. No two customers axe
to be handled alike and no two peo
pie have the same topic of conversa-
tion. The clerk, or the boss, who
comes in contact with the customer.-!

may drill himself into a student of
observation and obtain vast stores
of information on all

sorts of sub-
jects and get all sorts of entertain-
ment, if he be so minded.

Not only is there a mine of in
formation in the conversation of cus-
tomers, but the well-studied effort
to draw out a customer in conversa-
tion has an influence on their pur-
chasing inclinations that counts not
only for the present sales but for
the doing of business on the future
visits of the customers to the store.
« merchant who was able to draw

ncit-1ic
to

considerable means living in the sur-
rounding rich country explained nis
ability to attract certain people
through his studied efforts to be able
to exchange a few sentences of con-

PI at anv tlme on
versation with them at any tim

objects that interested them.

In small communities, when a fad
for doing anything hits hard

, every
body has to be up and doing. Such
was the case in this instance. One

year a dozen families went to Flori
da for periods during the winter,
and this merchant took his glad rags
and also went to Florida. For two
jears he was able to dish up some-
thing in conversation interesting and
attractive to these people when they
came into the store. Another year,
many of them went to the northern
lakes in the summer, and he spent his
vagation in the same lacality) thus
being able to talk for a year on these
{htngs. Somebody Sugyesied tHUt tHE
town go in a body to the big circus

a nearby city. The town didn't
auite all go, but this merchant went
With the crowd and h'z'i"d"'h'i's'"'f[j'r'r"'t)\'/'ithI
them. A new mill was opened in
town and several families were
brought in from a New England com-
munity to get the business started
right. This merchant made a trip to
that New England locality and spent
a week among the mills and the sur-
rounding country. When he came
back, he could talk with those people
about the homes they had left a
thousand miles back among the gran-
ite hills. Of course he got their
trade.

W ith this man, and the clerks that
he trained to his ways of doing busi-
ness, the first thing to do in getting

_acclualnted with a stranger customer

was to find out that customer's mc “
tal inclinations and be able to make
good conversation with him or her
whenever in the store. By such
means, vast amounts of general in-
formation were gained and the cus-

i
1S store a great many people of

tomer rightly felt that more than
passing interest was being taken in
the things that interested him.

The store is a pleasant place in
which to work. The possible hum-
drum and monotony is relieved be-
cause SO many customers come in
as they might enter a friend’s home
for a call. It may be true that more
time is often spent with a customer
than is necessary to simply sell the
goods wanted, but the end obtained
is the loyal and constant trade of a

class of people whose business is
worth having and the cheerfulness of

[~ pjace is an incentive to better
work on the part of the entire force.
The entire object of business is not

passjng out Of goods and the tak-
..g in of money, t8 anew that senti-
ment to prevail makes a store a dull
and uninteresting place with solemn
employes and a more solemn busi-
ness.—The Drygoodsman.

|~

Reasonable Opportunities.
To grasp seasonable opportunities

is a well-known

methods of advertising and no less
is it true for the window tnmmer.
Window trimming eing an
method of advertlsmq, ,t follows that

jj, tnteres an advertise-
what aaa$ Imere

ment will help a w,ndo"JJ'SP'“y
Advertisements are re*d/ " L
dow displays are inspected. Peopl
are led to both by motive, prompted
by the desire to have something new
and beautlfuL Sgﬂgigactpromptlggs and

every
motives see*
Iwindow should show somethlng to

meet the desires the motives bring
forth.

No means of decoration will be
able to make good goods out of poor
goods, and hence the window should
contain the best in stock. Having
placed the goods in the window so
as to present them to the public in
the best manner possible, their effect
may be enhanced by a liberal distri-
bution of seasonable flowers. A few
pot plants or bunches of cut flowers
properly distributed in the display
will give a fine effect. Remember
Ithat the beauties of nature attract
attentjon—Clothier and Furnisher.

[N

\W.illie_and the Hobble Skirt.
Uneiyjtf. P« sk“ 1e
U neednt give up playln when she hol-

Iers Lom the do
d er callin W|II|eI now, hut I
car
Because if sehe tooL after me shed trip
hel'sglf and

hog that It will st aty
For w | never have fo mind when pa

has went away.
It used to be whenever | would get a
Shech a{]l s thimk of somethm‘g which

houl be work |n%
| had to mind the baby or I'd have to
It seemed ~to make her gladdest when she
seen me workin’ ha
But since shes got her hobble skirt |
ednlt care at

all.
Because she took after me shed trip
herself and fall. g_ Klger.

The road to success is not short,
and it is not easy, but it certainly is
yell worth traveling.

H. A SEINSHEIMER & CO.
CINCINNATI
MANUFACTURERS OF

ho%ble skirt’s In style, f
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Your Important Work.

Back of all good stock keeping,
back of the nicest kind of counter
display and the neatest and cleanest
of departments, is the important
work of selling goods. That work
comes first. That work has to sup-
port the whole business. So every-
thing should become subservient to it.
No salesman is worthy the name who
is guilty of “taking an order” without
trying to sell something. Customers
like men who are interested in their
work—they hold a certain admiration
for a man that tries

legally to get
their money. Who wants an auto-
maton to wait upon him? Who

wants to do business with a dummy?
People want to be sold to—they want
to be considered capable of buying
more and much more than their list
calls for. They want to deal with a
man that takes it for granted that
they can buy more. Don’t you see it?

A genius is a man who tries to
borrow money—and gets it.

We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

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

New and
Second Hand

BAGS

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

ROV BAKER
Wm. Alden Smith Building
Grand Rapida, Mich.

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

Made la Chicago by
BECKER, MAYER & CO.

The Man Who Knows
Wears “Miller-Made” Clothes

And merchants “who know” sell them. Will
send swatches and models or a man will be
sent to any merchant, anywhere, any time.
No obligations.

Miller, Watt & Company
Fine Clothes for Men Chicago

TWO
GrandRapids.Mich

BOYS' CLOTHES
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FAITH IN ONE'S BUSINESS.

It Is the Moving Force in All Great
Enterprises.*

“In actual life every great enter-
prise begins with and takes its first
forward step in faith.

Faith in what? First, in the char-
acter of the enterprise itself, and
next in the honesty and ability of its
promoters to carry the project
through to a successful culmination.

Look back over the world’s great
achievements and see what an ele-
ment in their success was faith. Leav-
ing out all of the great events in
history, due in part or altogether to
faith in one’s religion, and confining
ourselves strictly to those events in
which faith in one’s business was
paramount, let us see what we find.
Go back, if you please, to Columbus.
His business was that of a navigator
and explorer, and faith in his busi-
ness led him to believe that the
world was round and that Asia could
be reached by sailing due west. Be-
ing a man without means, it was nec-
essary for him to have what we mod-
erns call “backing,” and his efforts to
secure backing is not only an exam-
ple of faith but of sublime patience.
For ten years he traveled from court
to court, being rebuffed time and
again, until finally Isabella, impress-
ed with the faith that was in him,
came to his assistance. Think of his
life during this period of waiting.
What struggles and privations he
must have endured. With a family on
his hands, his business, that of a
maker of charts and maps, could not
have provided them with more than
a fair living. In fact, history tells
us that on his return from one of
his unsuccessful journeys he had ac-
tually to beg his food along his way.

As one writer very aptly says,
“What | admire in Columbus is not
his having discovered a world, but
his having gone to search for it on
the faith of an opinion.”

Among other examples of “faith in
one’s business” may be mentioned,
Whitney, Morse, Howe, McCormack,
Fulton and the Wright brothers. Cy-
rus W. Field is another example. At
the age of 34 he retired from the
paper business a rich man. He could
have spent the rest of his days in
ease and luxury, but he had an idea
and that idea was, that if a message
could be transmitted over a slender
wire above ground that one could al-
so be sent over a wire under tne
ocean, and with this idea in mind he,
in 1856, organized the first cable com-
pany. After spending two years in
preparation he laid the first Atlantic
cable. It worked for two weeks and
then suddenly broke. Nothing daunt-
ed, he spent seven years in making and
perfecting another cable, of which he
laid 1,300 miles when it broke. Even
this did not shatter his faith in his
business and the next year he tried
it again and was successful.

W hat has all of this to do with a
meeting of a horticultural society?
Absolutely nothing, except to show
that success in any undertaking de-

*Address by Chas. N. Renainsrh&n at the

Grand River” Valley Horticultural Society
meeting at Vinecroft.

MICHIGAN TRADESMAN

pends largely upon faith and stick-
to-it-iveness.

If Mr. Wilde did not have the
faith that he could raise in Kent
county the best apples in the coun-
try he would not have had the suc-
cess that he has had. It takes a lot
of faith in one’s business to tear out
a bearing orchard, replant it and wait
six or seven years for a crop; still
the Grahams have done this and are
among our most successful growers.
It takes a lot of faith to spend sev-
eral years in crossing and recrossing
various varieties of lettuce to get a
variety that can be successfully
grown under glass in this climate;
but that one success of Eugene Dav-
is” has added millions to the agricul-
tural products of the Middle West.

How does all of this interest you
as horticulturists? Simply this, that
if you have faith in your business in
this locality tell some other fellow
and get him interested. You need not
fear over-production, for with our
canning factories and our improved
refrigerator car sendee over-produc-
tion of fruit in Western Michigan is
a thing of the past. The only place
where there is any over-production
is the section that raises too much
for local consumption and too little
to attract buyers. A fruit buyer will
not go to a small market where he
has to spend several days getting to-
gether a car of fruit when he can
come to Grand Rapids and get as
many cars as he wants in a day.

You will remember that a few
years ago we were confronted with
an enormous peach crop, and it was
thought that prices would be so low
that growers would get nothing for

. their crop; but your Fruit Growers’

Association took hold of the matter,
advertised the fact all over the coun-
try that we had an enormous crop
and buyers flocked in from markets
which we had never before sold, with
the result that every peach was sold
and at a good price.

It seems a peculiar anomaly of fate
that, while farmers and fruit grow-
ers are complaining of a shortage of
help, there are hundreds of thousands
of people eking out a bare existence
in the tenements and sweat-shops of
New York and other large cities of
the East. It seems to me that if a
united effort on the part of the agri-
cultural interests of the country were
made this inequality in the distribu-
tion of the population could be rem-
edied.

The United States census of 1910
shows that the nine cities of Michi-
gan having a population of over 25,-
000 each have increased their popula-
tion 30 per cent, since 1900, while the
remainder of the State increased but
™2 per cent.

How can this matter be remedied?
When a city wants more people they
do not run a liner in the daily papers
reading, “Men wanted to work in the
factories, in Grand Rapids,” or Mem-
phis, or Detroit, as the case may be;
but they get out attractive literature
showing the advantages they offer in
the way of good schools, pure water,
parks and playgrounds, sewerage,
good roads, transportation, etc., etc.

Then they send their best men out
to talk up these points.

For instance, Memphis, Tenn., gets
out large cards reading, “Magnificent
Park System of Memphis. Memphis
has more parks in proportion to its
total area than any other city in the
nation. More than 18 per cent, of the
territory embraced in the corporate
limits of this city is devoted to Pleas-
ure Grounds for the people.” “The
sewerage system of Memphis has
been declared the most perfect of any
in the country.” “Memphis has ah
abundant supply of the very best ar-
tesian water.” “The transportation
facilities of Memphis are ideal for the
manufacturer or jobber.”

How would it be if Grand Rapids
township should advertise:

“Grand Rapids Township is the
Park Township of Kent County. Its
two lakes on the east, with the mag-
nificent country homes adjacent, the
river for its western boundary, with
the Michigan Soldiers Home and
North Park, added to the natural
beautiful rolling country, make this
Township the ideal one for those
who want country air with city con-
veniences.

“Water, gas and electricity have
been extended beyond Grand Rapids
city limits in both directions, so that
with rural free delivery and tele-
phone service the country resident
has city conveniences with country
pleasures.”

W alker township could say:

We have two north and south
steam roads, two east and west steam
roads, one east and west electric road,
with numerous excellent gravel roads,
making the northern half of this
township an ideal section in which
to live or raise fruit.

Rural free delivery.

Good water.

Good schools.

Prosperous farmers and  fruit
growers who make good neighbors.

Six thousand dollar crops from for-
ty acres are not uncommon.

Good fruit land can be had for
$75 to $100 per acre.

Compare these prices for land and
the vyield with Western fruit lands
and come to Michigan.

This could well be said of
township:

“Large areas in this township, on
account of its warm, sandy soil, are
particularly well adapted to the rais-
ing of early vegetables.

“Pure water in abundance is found
at from fifteen to thirty feet.

“Good macadam highways and
short distances from a large market
make farming profitable.

“There are more glass farmers in
this township than in any township
in the United States.”

One of the best movements along
this line that has been started in re-
cent years is the West Michigan
Development Bureau, and strange as
it may seem this Bureau was start-
ed and maintained at first by city
men. The $600 subscription of Kent
county for the first two years of the
Bureau’s existence was raised by the
Board of Trade by private subscrip-
tion among its members; but | am
very glad to say that next year’s sub-
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scription to the Bureau will not have
to be raised in this way as the Coun-
ty Board of Supervisors has put
$1,000 into the budget for the
Bureau’s work.

This Bureau is doing a magnificent
work in demonstrating what we can
do in Michigan. What is being done
to settle the farming and fruit lands
more  than all

other  agencies
combined. And why not? We have
in Michigan a climate admirably

adpated to the raising of “fruits of
quality” and have a market of 25-
000,000 people within forty-eight
hours.

Mr. Rowe has just told you that
the first expense of the apple grower
in California is a freight charge of
$1 per box, while we can reach 25,-
000,000 people with less than half of
this freight charge. This is a good
profit in itself, yet California and
W ashington fruit lands sell for sev-
eral times what equally as good lands
can be bought for in Michigan sim-
ply because they have been ex-
ploited.

Therefore | say that if you believe
in your business you can do noth-
ing that will be of more value than
to organize yourselves into little lo-
cal development bureaus and adver-
tise your advantages to the outside
world.

We Need Real Friends.

“A friend indeed is a man who
never tells us his troubles.” | read
these few words in the last issue of
the Tradesman and their real mean-
ing ran so deeply into my mind that
now | am wondering if | am any
one’s real friend.

Friendship is what we need. We
need it in business more than in the

home. We need men who can tell us
the right and the bright side of
things

We want men who will do all the
good they can for us. We want men
who will forget our bad deeds and
tell us how to produce good ones.
When men continue to talk about
their troubles they add the misfor-
tunate things that happen to others.

I want to be everybody’s friend.
I want to do good. | want to see
everybody happy, wise and success-
ful. | want a better class of people
in every community. | want every
community to be friendly toward
each other. | want every editor in
the world to be friends. The editors
of trade journals as well as all of our
newspapers are moulders of public
opinion and they ought to be friends.

We have troubles of our own and
we are making more of them every
time we think and talk about them.
Thoughts are born in the minds of
men.  Think bright and friendly
thoughts and you will create others
of like character. Talk about your
troubles and likewise you will create
more of them.

I want everybody to be a Living
God. There are enough devils run-
ning around now. “Do your duty
to-day and don’t worry about to-

morrow.” I Am That I Am.
The public has confidence in the
man who has confidence in himself.

They will soon discover if he lacks it.
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by electricity and Is built to staad
on floor or counter

Progressive Merchants
Are Now Buying
Our Most Up-to-date
National Cash Register

TV J E build this register with from one to nine
W  adding counters, and with from one to
nine cash drawers, depending upon the number
of clerks employed. The price depends upon
the size of the register.

Gives you more protection and information
about your business than any other business sys-
tem that can be installed in your store.

Each clerk has a separate cash drawer and
each clerk’s sales are added on separate adding
wheels  This tells you which clerk makes the
most sales, so that you can reward him or
which clerk makes mistakes.

This National prints the amount of each sale
on a strip of paper and also prints a receipt
showing the amount paid by each customer,
which guarantees to the proprietor that the proper
amount of money is put into the register.

This Is The
Detail Strip

£JVERY time a clerk
makes a cash sale
or a “charge” sale,
or receives money on
account, or pays out
money, the Register
prints a record of iton
this strip of paper.

In the meantime the
Register is also add-
ingon separate wheels
the totals of these
various things.

*Db. 10.25
ChD-1.00
*H21.00
PdA -0.75
*B -0.32
*E -2.15
*H —0.10
*A-1.75
RcK 30.00
D-2.31
*E -0.25
R~1.75
Actual Size

This register tells you at
night these four most im-
portant things:

1— Total-cash sales made
by each clerk.

2— Total of your credit
sales.

3— Total amount of
money received on
account.

4— Total amount of

money paid out.

Also the secret adding
counter tells you the total
amount of all cash taken in.

183 SEP30

*6-1.75

MICHL ft HRRB
001 W Seoond Street.
OIMUMMA * I0MAA

Groceries and Meats.
This isyourreceipt

for the correct amount of

your purchase. See that

you get it. (over>

Actual Size

This Is The
Printed Check

£/~R customers’ re-

ceipt that the
Register prints every
time a sale is made,
or money is paid out,
or received on ac-
count, guaranteeing to
the proprietor that the
proper amount of
money is put into the
register. This check
makes a fine thing to
print your advertise-
ment on.

Write and tell us the number of clerks you employ and we will send you description and price of this register built to

suit your business.

This will place you under no obligation to buy.

The National Cash Register Company, Dayton, Ohio

Salesrooms,

16 N. Division St., Grand Rapids; 79 Woodward Ave., Detroit

25



26

TREES AND FORESTS.

Noted Landscape Artist Speaks of
Our Forest Growth.*

Not long ago | was on a farm in
Wi isconsin located three or four
miles from the center of a thriving
city. This farm was somewhat hilly
and upon the hills there were Indian
mounds. The surroundings were very
beautiful. Toward the south lay a
valley, and to the north a lake sev-
eral miles in length. Some of the
Indian mounds were circular, others
in the shape of birds with outstretch-
ed wings. Upon the side of one hill
there was a mound in the shape of a
bear, and | was informed that this
shape was peculiar to Waisconsin.
The owner of the farm had in mind
dividing it into many smaller areas
for homes for people who lived in
the city. He hesitated in regard to
the disposition he would make of
the mounds, some of which were
quite extensive. A member of the
State  Archaelogical Society, who
happened to be on the farm the day
I was there, thought it very impor
tant that the mounds should be pre
served. Fortunately this view wa
shared by the owner of the proper
ty. The mounds were built about 500
years ago. Probably nine people out
of ten would approve of their pres

crvation. There is a little mystery
concerning them. They link us with
the past. If they are carefully pre
served they will remain objects c
interest for many generations t
come. | speak of them because

believe that it would be generally ac
knowledged that they should not be
destroved. | wish by comparison to
impress upon yon. the wisdom of pre
serving certain areas of native fore
near our large cities. There is more
of history and m~re of interest in
forest than in an Indian mound,
seems to me that it is our duty
preserve samples of the primeval for-
est. | remember when nearly all the
State of Michigan was covered with
woods. Recently a man, whose home
was formerly in one of the cities of
Michigan, thought of making a gift
to his native town of a tract of
woods. He wished to know where
there was a desirable tree-covered
area. T talked with some of the peo-
ple who lived in that city, and they
could not direct me to even forty
acres of original forest. 1lie forests
of Michigan have been almost de-
stroved. Let us, whenever possible
preserve something of the remnant
something to remind us of prehistoric
times, and connect us and succeed-
ing generations with what we
pleased to call “the early days
Michigan.”

1 am to speak to you to-night about
trees and forests as features in the
landscape. Tf we examine landscape
paintings we find that nearly all con-
tain trees and a certain amount of
forest growth. We will note that
some show us wood interiors. In
these the objects which help to make
the picture beautiful are the trunks
of the trees, the ground-covering of
fallen leaves, the branches of the

*Address by O. C simond* at the State
Forestry Convention. Kalamazoo.
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more distant trees and the quiet light
with here and there bright spots
where the rays of the sun find an
opening in the roof of foliage. Oth-
er pictures show stretches of fields
with possibly lakes, rivers, distant
hills or mountains. In these we
nearly always see some tree or forest
growth. Often there are trees near
at hand which help to frame in the
more distant objects. The sky-line is
often formed by the delicate out-
lines of the upper branches. When we
think of the forest in landscape we
usually have in mind its appearance
seen from the outside. The edge
or a piece of waads is one of thei
most beautiful things in Nature. 1 am
sorry that | have not pictures of
some sueh maigims as tkey appeay
Michigan, but | can name some of
the trees and other growths which
N recall them. 1 remember for-
sts of oak of large size, upon the
utskirts of which grew oaks
mailer size, with here and there
Juneberry tree and sometimes
reat mass of sumac and hazels con-
inuing the foliage to the ground
ain the body of the forest would
be made up of sugar maples, and it
might be bordered with sassafras and
dogwoods. The name “forest” brings
to mind not alone the large trees like

of

the oaks, pines, maples, hemlocks,
beeches, lindens, ashes and tulip-
rees, but it makes us think of the

mailer growth, like the thornapples
Judas trees, cornels, viburnums, su
macs, elderberries and hazels. The
atter have quite as much to do with
the beauty of a typical country land
scape as have the trees themselves
They not only add to the beauty of
the forest, but they help to retain
its supply of moisture by checkin
the drying winds. We lose some of
our respect for a forest when we
can look through it horizontally and
see the sky or open country beyond
If, however, the young trees and the
arious shrubs which | have men
tioned form an undergrowth so thick
lat we are unable to discover the
farther boundary, the forest seems of
unlimited extent and retains the air
of mystery which seems to belong
to it

It is generally acknowledged that
trees form the chief beauty of a
city, but when they occur along the
country roadsides or in the farm
wood-lot they form as well the most
pleasing feature of rural scenery
How much they, add to its beauty
mav be appreciated by one who trav-
els through Montana, Dakota, New
Mexico, or some of the other West
ern States. If the traveler through
these treeless regions were born in
Michigan he is sure to be anxious
to get back where he can see some
green leaves. Even when going
through Spain, Italy and some of the
other countries of Europe one wishes
that some of their native forests
might have been preserved and
thinks with longing of the beauty of
the forests of New England and the
Middle States. Here in the United
States we have an opportunity to de-
velop a country that shall be more
beautiful than any other in the tem-
perate regions if we are wise enough

wintertime.

to retain the growth which at pres-
ent forms its distinguishing feature.
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YOUR DELAYED
FREIGHT Easily

TRAC

If we could but retain the tree and and Quickly. ~We can tell you

shrub growth along our rivers and how.

brooks, the oaks, maples, lindens,
elms and beeches that grow upon our
hillsides and the farm wood-lots we
should not interfere with farming
operations, we should keep our
streams clear and we should have a
country so beautiful that it would be
worthy of one’s affection. When a
country is beautiful, when its scenery
is delightful, the people who live in
it will be patriotic.
iTreess ags ifeatucss kaf the landscape
become more interesting to me every
lyear. T JMe to see them-——even in
At that season of the
year the elms show their graceful
Iness more distinctly than in summer.
The sugar maples are distinct from
other trees tn thetr coloring-andl *théir
manner of branching. The oaks, hick-
ories, wild-cherries, tulip-trees, syca-
mores and honey-locusts each have
some peculiar characteristic that en-
ables one to tell them even at a
long distance. The birches are gen-
rally known for the color of their
ark, which is more noticeable in
winter than in summer on account of
the absence of foliage. The leaves of
the white oak often cling to the
trees until spring, giving a distinct
warmth to the winter scenery. But of
all deciduous trees, perhaps none is
more interesting from December un-
til April than the American beech
Its bark is characteristic and pleas
and the delicacy of its persistent
leaves in color and shape is most de-
ightful. In the winter time the
evergreens are especially valuable in
the landscape. Their deep greens
make pleasing contrasts with the
and browns of other trees.
As spring comes on the willows
soft maples, elms, Juneberries, sugar
maples, redbuds, dogwoods and oaks
mark the increasing warmth of the
season byr spreading tints of delicate
yellow, brown, pink, white and gray
along the borders of woods and high
ways. The gray's and yellows of th
bur oak and the pink and white
voung leaves of the white oak are
not the least interesting of spring
colors. As summer comes on the
spring coloring changes to rich green
foliage with a wonderful variety oi
tone and texture. A few of the trees
blossom late. Most of them have in-
teresting autumn coloring and many
have attractive fruits. Even at th(
present time the witch-hazels, which
ometimes grow to be twenty feet in
eight, are covered with blossoms
giving the effect of a yellow mist. It
would be interesting to note the ef-
fects of the trees in a landscape dur
ing the various hours of the day, but
I will not have time to do so.

You will find it more profitable to
lay in a big holiday line and have a
few pieces left over than to buy a
skimpy line and find yourself sold
out a week before Christmas. The
more you have the more you are
likely to sell and the added profits
will more than make up for what is
left the day after Christmas.

BARLOW BROS.»
Grand Rapids, Mich

Evidence

Is what the man from Mis-
souri wanted when he said
“SHOW ME.”

He was just like the grocer
who buys flour—only the gro-
cer must protect himself as
well as his tustomers and it is
up to his trade to call for a
certain brand before he will
stock it.

“Purity Patent”
Flour

Is sold under this guarantee:
If in any one case *“Purity
Patent” does not give satis-
faction in all cases you can
return it and we will refund
your money and buy your
customer a supply of favorite
flour. However, a single sack
proves our claim about

“Purity Patent”

Made by
Grand Rapid« Grain & Milling; Co.
194 Canal St., Grand Rapids, Mich

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.
QRAND RAPIDS, MICH.
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The Succulent Lead Pencil.

J. D. Dillenback, once a well
known Grand Rapids newspaper man,
now of Denver, in 1879, during the
prevalence of a typhoid fever epi-
demic, wrote an article for the Den-
ver Times on the danger lurking in
the lead pencil. The article was
widely copied, without credit, and
periodically has come to light again
and made the rounds. As a matter
of interest Mr. Dillenback recently
resurrected the original article, and
as it is as pertinent to-day as when
written, thirty-one years ago, it is
given herewith:

“A lead pencil should never be wet.
It hardens the lead and ruins the pen-
cil. This fact is known to newspa-
per men and stenographers. But
nearly every one else does wet a
pencil before using it. This was defi-
nitely settled by a newspaper clerk
'way Down East.

“Being of a mathematical turn of
mind, he ascertained by actual count
that of fifty persons who came into
an office to write an advertisement or
church notice, forty-nine wet a pen-
cil in their mouths before using it
Now this clerk always uses the best
pencils that can be procured—in fact,
is a connoisseur in lead pencils, cher-
ishing a good one with something of
the pride a soldier feels in his gun
or sword; and it hurts his feelings to
have his pencil spoiled. But polite-
ness and business considerations re-
quired him to lend his pencil scores
of times every day. Often, after it
had been wet until it was hard and
brittle, and refused to mark, hi
feelings would overpower him, and
he would go into a back room and
say over his Sunday school lesson
for five minutes at a time.

“After he came out, it was fre
quently noticed that the room was
full of blue smoke and smelled of sul
phur. Finally he got some cheap
pencils and sharpened them and kept
them to lend.

“The first person who took up the
stock pencil was a drayman, whose
breath smelled of onions and whisky,
lie held the point in his mouth and
soaked it for several minutes while
he was torturing himself in the ef-
fort to write an advertisement for a
missing bulldog.

“The next was a granger, whose
mouth overflowed with tobacco juice,
in streaks down each side, and who
wet the pencil every time he wrote
a word.

“Then a sweet-looking young lady
came into the office, with kid gloves
that buttoned the whole length of
her arms. She picked up the same
old pencil and pressed it to her dain-
ty lips preparatory to writing an ad
vertisement for a lost bracelet.

“The clerk would have stayed her
hand, even at the risk of a box of the
best pencils ever fabericated, but he
was too late.

“And thus that pencil passed from
mouth to mouth for a week. It was
sucked by people of all ranks and
stations, and all degrees of cleanli-
ness and uncleanliness. Finally the
clerk, who had now learned always
to keep a lending pencil with him,
went to see a friend who was just re-
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covering from typhoid fever, and who
borrowed a pencil to write his ac-
knowledgments to kind neighbors
who had watched with him.

“Next day that pencil went upon
the counter, attached to a pad of pa-
per by a string, and was in turn ad-
mitted to the mouth of every caller.
Alas, it had absorbed the fatal ty-
phoid germs, and one by one those
who sucked its poisoned point were
brought low by the epidemic.

“But we forbear. Surely no one
who reads this will ever again wet
a lead pencil. Let it be a terrible
warning.”

Making Lead Pencils.

The United States is now making
the bulk of its own lead pencils. The
industry started in England in 1565,
when the Cumberland graphite mine
was discovered. So pure was this
. raphite that it could be used in pen-
cils without any change other than to
lue it between strips of wood. A
century or more later the industry
got its best footing in Germany,
which to this day leads the world in
the production of pencils. About
half a century ago American manu-
facturers took up the business, and
to-day they are among the world’s
heaviest producers. The leads of
pencils are made of graphite and
clay. The average person is familiar
with graphite in the form of stove
blacking and bicycle lubricants. The
present supply of this product, which
is really the diamond in another form,
comes from Mexico, Eastern Siberia,
Bohemia and Ceyoln. The more clay
used in combination with the graph
ite, the harder will be the lead.

In the manufacture of the lead pen
cil the graphite is first treated by i
number of processes, then mixed
with the desired quantity of clay, and
after this forced through dies under
heavy hydraulic pressure. -These dies
are cut from emeralds and sapphires
The lead as it comes through the
dies resembles long strings of black
spaghetti. It is then placed in fur
naces and baked to a proper degree,
after which it is cut into lead pencil
lengths.

The wood from which lead pencils
are made is mostly Virginia cedar,
although the heavy demand upon this
wood has made it necessary to re-
sort, in the cheaper pencils, to cer-
tain kinds of pine. The wood is first
sawed into slats a quarter of an inch
thick by two and a half inches wide
by seven inches long. These slats
are then passed through a grooving
machine, which cuts a groove for
every half inch. The prepared leads
are next placed in these grooves, and
another grooved slat glued over it.
The resulting block is then passed
through another machine which cuts
it into five half inch squares, seven
inches long. Another process makes
the pencil round or such shape as
may be desired. After this it is fed
through a mechanical varnishing ma-
chine and then placed away to dry.
The more valuable kinds of pencils
aie varnished by hand, polished, and
stamped with gold lettering.

About nine-tenths of the pencils
manufactured in the United States
are provided with rubber tips. Those
without metal caps are put into the

pencil by a machine from which the
inventor is said to have made
$100,000. The erasers are made of a
good quality of rubber, which is thor-
oughly masticated by a machine,
cured, mixed with sulphur and ether
materials to improve the erasing
qualities, and then molded into shape.

It is said that few lines of station-
ery yield a gerater profit to the deal-
er than lead pencils. In the Govern-
ment departments at Washington
one of the principal efforts of econ-
omy is the saving of lead pencils.
So great was the tendency of the
clerks to carry pencils away and sup-
ply their families with them at Gov-
ernment expense that an official in-
terdict to the practice became neces-
sary. The Government ordered that
pencils should be used only in the
offices, and even then should be used

down to the lowest possible size.
This economy has resulted in the
saving of thousands of dollars in

Uncle Sam’s annual pencil bill.

Nomenclature of the Future.

To him who thinks he understands
the names of boards of every
nature, can count our hardwoods on
two hands and glibly use their no-
menclature, a word of warning we
would sound and earnestly we would
advise him to be less certain of his
;round—for things are coming to
surprise him.

We talk of birch and oak and beech
of gum, mahogany and maple, all
words of common daily speech in
lumber conversation staple; but other
times and other days will find us
floundering and fussing when we

27

must use some other phrase in our

dimension stock discussing.  The
birch and oak and beech will go,
the maple fast is disappearing, but

other woods are coming, though, and
other nomenclature nearing; and we
who talk of gum and birch, mahog-
any and poplar yellow, through dic-
tionaries soon must search when
speaking to the other fellow.

When from antipodes we draw our
woods and measure 'em and pile ’em,
the things that we will have to saw
will land us in some brick asylum
Some man will want some rabugem,
marupa, uxi, paparauba, or maybe it
is an angelim or possibly some para
cauba. Now, with these terms that
break the jaw how will you set about
to figure on tamboril from Panama
or other words as big, or bigger?
When someone happens in the yard
to buy a car of cuyumary, you’ll yell,
“Just wait a minute, pard, until | get
the dictionary.”  When someone
wants some gitahy don’t take advan-
tage of the fellow, don’t try to make
him cravo buy or string him with
some amarello.

Oh, there are merry times to come
for us who speculate in timber. The
chap who makes the biggest sum will
be the one whose tongue is limber.
We’ll have to study Latin, Greek,
Bisaya, Spanish—get a jawf'tl of
twenty-seven tongues to speak, with
accent strange and spelling awful.
At present it is mighty hard to under-
stand the grades they serve us, but
when these new ones hit the yard—
oh! then may Providence preserve us'
—American Lumberman.

Only those who have used CERESOTA

FLOUR know how good it is.

More than a

million housekeepers use it, and the number

increases

every year.

Would they buy

CERESOTA if a cheaper kind were just as

good ?

JUDSON GROCER CO.

Distributers

Grand Rapids, Mich
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WINDOWand INTERIO
.DECORATIONS

Make the December Window Bring
in Trade.

This is the harvest season for re-
tail merchants. Every effort should
be concentrated upon the holiday
trade. Generally from December 1
to 10 the selling is low. Stimulate it
with logical advertising urging trade
to buy before the rush. Special sales
of the popular lines put on during
this month will be wonderfully re-
sultful. Use illustrations freely. San-
ta Claus must be the feature of the
toy advertisements for the benefit of
the children. During the week be-
tween Christmas and New Year gath-
er up all remaining toys and holiday
goods and close them out at bar-
gain prices.

Arrange for as much overhead dis-
play as possible.

Give the toy department plenty of
space, also Christmas goods, gloves,
handkerchiefs and furs. Conduct spe-
cial events in dress goods and silks.
Put heavy efforts on Christmas
goods. Watch very closely the lines
that are lagging, and during the week

before Christmas reduce the prices
of the slow-selling lines and push
them out while the buying spirit is
high.

Special efforts in window display
should be made in preparing for the
great holiday rush. The time is short
and a great deal must be done to
move a mountain of merchandise. In
the windows and on the interior the
window decorator should be bending
every effort to construct business-
bringing exhibits, designed to add to
the prestige of the representative
concern by whom he is employed.
Christmas certainly means strenuous
times for all store workers. It is tne
season of extra night work and again
it is the season of all seasons in
which the trimmer must “make
good,” both by his artistic ability and
results as to trade pulling powers of
his displays. In short, it is the final
test of the trimmer’s year’s progress.
It is advisable to place your heavy
efforts on Christmas goods that are
slow sellers after this big buying
season.

r.-R O CEm ~s

Make a Window Display of
Beardsley’s Shredded Codfish

That’s how to get the benefit of our heavy advertis-
iIng—to pull into your store the sales we are creating,

we’ll send you the sign if you’ll write us. Your wholesale
man has BEARDSLEY’S SHREDDED CODFISH. All your

customers have an appetite for it now—the rest is easy.

Push the Package with the Red Band

J W. Beardsley’s Sons, New York

Early in the month begin to push
the regular lines at reduced prices.
Later in the month begin to feature
garments as practical holiday goods.
Children’s wear of every description,
lingerie, silk petticoats, negligees and
house garments, aprons, corset acces-
sories, women’s waists and dresses
and furs may be specially featured.
Neither should coats, suits and sep-
arate skirts be left to take care of
themselves, but should be pushed
most vigorously.

Begin next month by closing out
sales of all winter millinery. Force
out all trimmed goods very early in
the month. Feathers and novelties
should be given some prominence be-
fore the holiday rush. Ribbons, veil-
ing and novelties made of millinery
materials can, by good management,
be easily featured as good holiday
sellers.

December is no time for the re-
tailer to lie back on his oars and
take things easy. Take advantage of
the early part of the month, before
the real rush begins on essentially
holiday goods, and work hard to
clean up the lines. Keep after the
sellers and make the reductions tell.
Put P. M.’s on everything that shows
a disposition to be slow. Make prep-
arations for the holidays by putting
up skirt and dress lengths in fancy
boxes and display these in the win-
dows and around the counters.

December is the month to be care-
ful about re-orders. Buy only such
shoes as you can not get along with-
out and buy them sparingly, so that
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the Clearance Sale will not be neces-
sary in January. It is sometimes a
good policy to replace a line of $3.50
shoes, which has become depleted
with a similar line of $4 shoes which
has not been selling well. Show slip-
pers and warm lined shoes. Hold
special sales on cheap house slippers
the first of next month, so that the
public will become familiar with
them if you have a complete line of
holiday slippers.

The Grocer’s Show Window.

All the argument and invective
that fixed prices are responsible for
and all of the discussion of quantity
prices might far better be transfer-
red to show window talk, for the
window is not only under each gro-
cer’s own control, which the other
matters are not, but can be made
a great factor in bringing success to
any dealer.

At this time of year the window
“good” should be good to eat. It
can be dressed any old way so long
as it makes us hungry for the nice
things.

As it is hard to grow hungry over
a label, it is best to show goods rath-
er than just cans or cartons. A sin-
gle box of sardines, if open, will make
a greater impression than a case of
sardines as ordinarily shown. A sauc-
er of canned peaches will hit us
where we live quicker than a dozen
cases. Even the contents of a tin
of mince meat are more appetizing
than the label on the can.

The preference given to bottled
goods by grocers’ window dressers
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shows how the goods always beat
their containers as window attrac-
tions.

If we are right in the foregoing ar-
gument the mixed window should
pay better than the exhibit of only
one article, because it appeals to a
variety of tastes.

It is a mistake to make the de-
sign or the accessories so striking
that attention is drawn from the
goods. We often see this in show
windows. The goods, the goods, al-
ways the goods, should be the main
feature of each window if the grocer
is out for business.

The dried fruit department can
furnish a fine seasonable display dur-
ing the early part of the winter, and
yet for a good “eating” display the
fruit should be eked out with a few
other things.

One or two rows of glass dishes
are suitable for the display of dried
fruit, and only a small quantity need
be shown in each dish. Nuts can be
displayed in the same way, also the
contents of tins of canned goods.

Coffee and tea and spices do not
appeal to the appetite through the
eyes, and therefore are not suitable
for an “eating” window. Candied
peel and citron are attractive when
shown in the glass dishes, and so
also is confectionery.

Window placards are of great value
in a display intended to sell goods.
Here are a few examples for the text
of window placards:

We want to please you.
here for that.

All roads lead to this store.

Better buy now—not by and by.

A pleased customer wears out no
shoe-leather in kicking.

Lots of “goods” in these goods.

You need not buy, but you ought
to try.

The better the goods the better the
satisfaction. These goods satisfy.

W hat’s the use? You can’t beat
this quality at the price.

Buy this coffee and be suited.

Consumers find in this tea a true
felicity.

These are dainty, delicious, delight-
ful.

Our bargains
stock.

These stuffed olives are most in
gratiating—the more you eat the
more you want.

‘I'f you have company at the house
give them a cup of this tea.

Your wish is our law. Let us
prove it.

Prepared with care and sold with
confidence.

Supplies for
shoppers.

The customer is paramount in this
store. Give your order.

Some goods are sellers and some
are stickers. These are sellers.

These taste even better than they
look.

People who like superior tea like
our tea.

Good coffee tastes good, does good
is good. This is good Coffee.

We are

include the entire

satisfaction-seeking

Fancy Canned Corn — milk-white
and tender.

Spiced Mackerel that gives the
right spice to a meal.
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Jams and Jellies that earn the
blue ribbon.

Olive Oil that pleases the epicure.

Treat the inner man well. He can
be well treated here.

It is up to us to satisfy you. It is
up to you to give us the chance.

Palate-pleasers and labor-savers at
low prices.

This Bacon for breakfast will en-
able you to start the day right.
These goods “never come
but the buyers do—for more.
The freshness is in the goods—not

in the attendance.
We please the public. It is a habit
we have.

back,

What Show Windows Can Do.

A merchant in a small Ohio city
visited New York and was attracted
by a unique display in the show win-
dow of a hat store. When he got
home He stood outside of his own
store and scrutinized his dingy little
window. After five years of drifting
he had suddenly awakened to the
possibilities that lay in that window
space. He walked up and down the
streets of the city, surveying the win-
dows, and was astonished to discov-
er how unattractive they were.

That evening he sketched the win-
dow he had seen in New York as
well as he could remember it. He
took the rough drawing to his land-
lord the next day and asked to have
the window remodeled so as to give
him every inch of available glass
space. After considerable negotiation
the landlord consented to stand half
the expense on condition of a long-
term renewal of the lease.

The old window was torn out and
the front of the store entirely chang-
ed by the massive plate glass of the
new. Meanwhile, the merchant had
been studying everything he could
find bearing on window displays. He
went to Cincinnati, Chicago and In-
dianapolis, but he went home under
the conviction that store windows
were largely neglected even in the
big cities. The New York hat win-
dow had impressed him more than
anything he had ever seen because
t was absolutely original. He deter
mined to make his own window just
as unique.

His business was hardware. He put
a curtain in his window to hide it
from the street and set to work on
his first display. When the curtai
was drawn the public saw a battle
ship. It was built of his goods and
surrounded by them. The design was
somewhat crude, but it was striking
and novel. Nothing like it had ever
been done in the town. Within a few
days most of the population of the
surrounding country had stopped to
see it.

The window was the entering
wedge for a business that doubled it
self within two years. Its display;
brought it fame and the people.—
Farm Machinery.

Did you ever go into a store and
ask for goods of a kind shown in
window and find that the clerk did
not know what you were talking
about? How did that impress you?

HE biscuit form of Shredded
Wheat, combined with its fine
flavor and nutritiousness made it

an instantaneous success.

Our ad-

vertising has been unique—besides magazines, newspapers,
car cards, sampling and demonstration,

We've Used Niagara Falls to Advertise

Each year, thousands of visitors to the Falls have gone through
our factory. They’ve seen every detail in the process of manu-

facture from the golden giain to the finished biscuit.

Our sanitary

methods have given them confidence in its purity and wholesomeness.
They have gone home and told their friends about Shredded Wheat,
and as a result Shredded Wheat is better known and therefore easier

to sell than any other cereal food.
Shredded W heat prominently displayed—
you’ll have lots of sales, and every sale

means good profit to you. Shredded
Wheat pays.
Shredded Wheat Company

Nilgai* Falls, N.Y.

Take advantage of this and keep
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The construction of this handsome building eloquently proves the ex-

traordinary demand for Angldile Computing Scales.

Our present plant

outgrown in thirty-three months, we are now erecting the largest and most
modern computing scale factory in all the world.
The reason for this advertisement is to be found in the ANGLDILE S
marvelous accuracy and its superior computation chart.
It is the only scale which shows a plain figure for everypenny's value.

The merchant reads the price—he doesn't count hair lines or guess at dots.
The ANGLDILE is springless, thus requiring no adjustment for
weather changes, and is sensitive to one sixty-fourth

of an ounce.

yy The picture shows the merchant’s side of the
ANGLDILE. The customer’s side has the largest and
clearest pound and ounce dial used on any counter

scale.

Send for the free ANGLDILE book and learn

about both sides of this marvelous
appliance.

110 Fraoklin St

Angldile Compil ing Scale

Company

Elkhart, lad.

J
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BLUNTNESS OF SPEECH.

Some People Pride Themselves on
Capacity To Inflict Pain.
Written for the Tradesman.

Some people pride themselves on
their bluntness. They mean by
bluntness their capacity to inflict
pain. In other words, to say wither-
ing, blighting, sarcastic things and
they think it is smart.

But it isn’t.

They think it is an indication of su-
perior mentality. But the truth is it
is a sure sign of ignorance and ill-
breeding. Refined people control
their emotions'and they respect the
feelings of other people. The princi-
pal merit in education lies in the cir-
cumstance that it gives one mental
poise. If bluntness be a virtue, than
the savage has civilized man beaten
to a frazzle. The savage is nothing
if not blunt. Peeve him in the slight-
est degree and he seizes a cudgel
and gets busy. That is because the
savage is uneducated. He is devoid
of refinement. He can not sympa-
thize with the other fellow’s point
of view. In him elemental passions
and impulses dominate.

Your self-confessed blunt person,
who is proud of his bluntness, is an

anomaly. Scientifically speaking, he
is an example of atavism. That is,
he is a reversion to an ancestral

type. Among civilized men he is par-
tially civilized. Among educated, re-
fined people he is a brusque, boorish
fellow. In other words, there is a
3ellow' streak in him. He parades
his essential yellowness—and thinks
it is smart. | had just as soon at-
tempt to win applause by exhibiting
a cancer. Both are defects, only one
is a bodily defect, for the existence
of which one may not be responsi-
ble. But the other is a mental limita-
tion which any man can and should
overcome.

I have an old, leather-bound book
in which this remarkable statement
is made:

“If any man offend not in word,
the same is a perfect man, and able
also to bridle the whole body.”

And you say: “Oh, that is in
James.”
So it is.

“But that is a religious book.”

Yes; James is what you call “a
religious” book. But that proposi-
tion is scientific as well as religious.
You can verify it by reference to ex-
perience and observation.

Who is the most perfect man you
know*?

I’ll tell you: He is the man who,
of all the men you know, has the
most perfect mastery of himself—and
his words. He does not go off half-
cocked. He does not wound the feel-
ings of other people unnecessarily.
He does not criticise and censure and
lay on Macbeth with cutting words.
He is kind and considerate. He re-
spects the feelings of other people.
He is eminently sympathetic in his
point of view. Also he is lacking not
in the saving sense of humor. He is
able to make allowances. He is quick
to find excuses—for other people’s
follies and foibles, and he does not
forget that he happens to have a few
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peccadillies of his own. Therefore he
is patient. He has learned in a meas-
ure—not perfectly, to be sure—how
to “bridle" his tongue.

You can not do much with a wild,
unruly horse without a bridle. You
have to pull him back—guide him—
master him.

Well, the tongue of native, unre-
fined man is just as headstrong as

a young, unbroken horse. This writ-
er goes on to say:
“Every kind of beasts, and of

birds, and of serpents, and of things
in the sea, is tamed and hath been
tamed of mankind; but the tongue
can no man tame.”

An absolutely “tamed” tongue
Wwould indicate a perfect character.
We are all too modest (I trust) to
claim perfection. But educated peo-
ple are on this tongue-taming job,
and people of refinement show their
gentility chiefly in this: that they try
to guard their utterances.

My author goes on to say that the
tongue is “full of deadly poison."
He must have known human nature
like a book, for a single tongue can
sometimes inoculate a whole commu-
nity. It can poison a city and de-
stroy the people’s health like a dead-
ly contagion. It can start feuds, alie-
nate friends, embitter happy hearts,
shatter domestic tranquility and ruin
homes. It can precipitate trouble
without end. It can inaugurate hell
on earth.

Also my writer says: “The tongue
is a fire.” And it is even so.

I have known it to burn up a
man’s good name even as the flames
lick up combustible material. | have
seen it fill the fairest sky as if with
the smoke and fumes of the infernal
pit.

My author furthermore says:
defileth the whole body.”

And that is true.

Some people talk so much filth
they become filthy, filthy in body and
habits as they are filthy in thought
and words. They say so many dirty
things about other people they come
to live in an atmosphere of mental
filth. They become so morally un-
sound themselves they suspect every-
body else. They finally get to the
point where they can not think well
of any one. They can not pass an un-
qualified compliment to save their
miserable little souls. It hurts them
inside to hear anybody wholesomely
commended. They fairly itch with a
desire to butt in and obliterate the
good impression being made. They
can not contemplate a bit of canvas
unless it has a streak of black upon
it. Therefore they are lavish with
their lamp-black. They daub promis-
cuously. They are ever ready to jibe
with their tongues. And in order to
keep in practice they go out of their
way to find occasions. They are pro-
fessional scandal-mongers.

Just as the carrion bird, wheeling
in and out on ever-widening, concen-
tric circles, with eye alert and sense
acute, to locate the carcass, that he
may fly thither and feast; so these
carrions of society are everlastingly
dogging in and and out, trying to
locate some social corruption that
they may fly thither and feast.

“It

A foul heart and a blunt tongue are
intimately related. A brutal heart and
a brutal tongue go together. Blunt
speech has sent many a fair woman
and noble man to a premature grave.

Bluntness of speech can mar the fair-
est day. A blunt, brutal reprimand
can chill ambition. A single blunt

word has cost many a dealer some
customer’s trade. A blunt, brutal, un-
called-for reproval has lost many a
dealer a valuable clerk.

Bluntness of speech is indicative
of narrowness of vision, reveals an
unsympathetic, provincial soul, shows
that a man is uneducated, no matter
where, or how long, he went to col-
lege.

Bluntness of speech forever stamps
one as callous, boorish, unrefined,

manifests a lack of poise and pro-
claims a self-centered heart.
Bluntness of speech is savagery

and is uncouth.

Great men are kind and consid-
erate and forbearing. Big men are
broad in their sympathies. Big-brain-
ed, big-hearted men guard their
words. Educated people think be-
fore speaking. People of refinement
and culture measure their words.
People of good judgment and true
gentility avoid bluntness.

Yet some people cultivate the gen-
tle art of wounding with their
tongues. They esteem it a thing of
merit to be able to say cutting
things. They pride themselves on
their bluntness. Thus do they adver-
tise their ignorance, and publish
abroad their infirmities, and proclaim
their limitations, and exploit their
follies.

They are to be pitied.

Chas. L. Garrison.

Old frayed out shelf boxes will
give a black eye to any stock. They
give the impression that the goods
contained in them are as old as they
are. Shelf boxes can not be expected
to last forever, and they do not cost
so much but that the merchant can
afford to buy new ones when they
are needed.

The chief end of man is his finish.
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We will Quote, Sell or Buy

Michigan Pacific Lumber Co.
Stock

E. B. CADWELL & COMPANY
Penobscot Bldg. Detroit, Mich.

GRAND RAPIDS
INSURANCE AGENCY

THE McBAIN AQENCY
Qraad Rapids, Mich.

PIRE

The Leading Agency

Child, Hulswit & Company
BANKERS

Municipal and Corporation
Bonds

City, County, Township, School
and Irrigation Issues

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

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

Kent State Bank

Main Office Fountain SL
Facing Monroe

Cgatal $500.000
Suplus and Profits 225,000
Deposits
6 Million Dollars
HENRY IDEMA President
J. A. COVODE - Vice President
J. A.S. VERDIER - - Cashier
3fc%

Paid on Certificates

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

MERCHANTS at times have surplus money—
TRUSTEES have special funds—
TREASURERS have separate accounts.

If YOU have money waiting investment why not
send such money to a strong central bank where it
will draw interest and where you can get it any day

if needed?
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Our
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Sorrows of a Coupon Cutter.

“My only occupation now,” said a
man who after many years of strenu-
ous labor suddenly found himself very
rich, “is cutting coupons and drawing
checks, and my shears get dull and
every now and then | have to send
down to the bank to get a new check
book. I have all sorts of bothers, and
then the whole business gets pretty
monotonous.

“Yes, sir; when | was working |
worked hard, but | had the satisfac-
tion of seeing things, of seeing things
that 1 was at work on grow.

“When | was working | used to
get dead, dog tired, and | used to
sleep like a log, deligtfully and re-
freshingly, and get up feeling like a
giant. As to appetite, | could eat
anything and.lots of it, and | enjoyed
every mouthful. Life was a constant
satisfaction to me then, and often
now when | lay down the shears or
drop the pen 1 sigh for the old days
when | was really doing somethin
before | came to have for my sole oc-
cupation the cutting of coupons and
drawing of checks.

“Am | thinking of giving up my
wealth now and going back to the old
ways? Well—er-r—hm-m—hah—1
wouldn’t exactly say that, because
there are undoubtedly certain advant-
ages about wealth, you know.

“With no end of money you can
for instance, choose where you’ll live
and you can have a house with com
fortable and charming fittings and
yo i can minister, as you would like
to do to the wants of those you lov
and yoi can travel and that sort of
thing; you can do just about as you
please.

“On the other hand, privileged to
do as we please we are very likely
to do nothing, and then life may be-
come irksome to us and we are likely
to become irritated over little things
that once never would have disturbed
us at all—as | am now, for example,
when my coupon shears get dull or
I have to bother about sending for
another check book. At such times
I am likely to think of the old days
when | worked hard and I°d like to
go back; but then I recall that even
in those days | did have some wor-
ries about the rent and so on which
| don’t have now. There you are.

“Life depends a good deal on how
you look at it, and a man can be
happy in almost any situation if he
will, and | think on the whole that
| shall try to find something light
and easy to keep me occupied, some-
thing that 1’d like to do, and worry
along with the money for a little
longer anyway. | suppose | could
find somebody to keep my coupon
shears in order or even to cut the
coupons and see that | was kept al-
ways supplied with check books.”—
New York Sun.

Robbing the Business.

“Don’t try to get rich quick at the
expense of your business,” said a very
successful banker the other day to a
merchant who was seeking to borrow
money with which to do a little spec-
ulating.” The advice is sound, and the
sentence might well be committed
to memory by every merchant.

What the banker meant was that
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there are many merchants who starve
their businesses and really rob them
of the capital which they need. They
start from a small beginning, with
little capital, and the business grows
and prospers until it is making quite
a little money for them. They are
not satisfied with the returns upon
he little capital which they are
steadily accumulating, and they begin
to look around for something into
which they can put this capital and
which will, they hope and believe,
pay them a very high rate of interest.
Sometimes they forget that as a gen-
ral proposition the safety of the
principal bears an inverse ratio to
the rate of interest. Or else they get
to experimenting with a business
about which they know little oi
nothing—real estate, or something
else. Too often they become inter-
ested in the wheat market or the
stock market.

That is the danger point. Instead
of keeping their money in the busi-
ness which has made them, and de-
voting their sole atention and best
efforts and abilities to that, they
scatter their capital, their efforts and
their  abilities. Sometimes  there
comes a sudden squeeze which neces-
sitates a frantic scrambling around
after ready capital and maybe a sacri-
ficing of some of their holdings or
properties. Sometimecs they simply
get so interested and enthusiastic
over new adventures that they neg-
lect the business by which they made
their money, and it wastes away
from dry rot.

Are You Sure of Your Profits?

Many a merchant who fails in busi-
ness didn’t realize for a long time, or
maybe just a short while before the
crash came, that he was not doing a
profitable business. Usually such a
merchant is surprised as well as
shocked to find out that he has not
been making, money. He and his fam-
ily had had a living and the daily bills
had been paid, so the retailer natur
ally supposed he was prospering.

It is a fact that no 'merchant can
tell whether he is making money or
not unless he inventories from time
to time, or has a checking system
that answers the purpose. It has
been said, and we believe truthfully
that “no shopkeeper can tell even ap
proximately what his year’s business
has netted him unless he knows how
much stock he had at the beginning
and at the end of the year.”

One thing is certain, it is danger-
ous, if not positively fatal, to go
along from year to year merely
guessing. You can not afford to take
it for granted that you are doing a
profitable business; you must know
beyond all question, else you are in
danger of “going broke.”

Cost of conducting the business
must be figured carefully and accu-
rately. The merchant can not, now-
adays, sell goods at a margin wide
enough to make it safe to go ahead
without knowing how much it is
costing to sell them. And he must
average his selling prices on the
high-profit slow sellers and the low*-
profit fast sellers to make it come
out right. Divide your total year’s

sales by the total annual expense and
you will then know what your cost
of doing business is.«

Environment and Mood.

This idea that one is a victim of
his environment is a poor doctrine.
It ought to be laid away in the at-
tic with the doctrine of original sin
and total depravity. Of course man
must have some kind of environment.
But it is given him to work with, not
to lie down under. If you don’t like
your miserable old environment, get
up and mend it or make another. If
you are troubled with dark moods, go
deliberately to work to cut out a new
pattern. If the weather gets onto
your nerves, get onto the weather.
That is the way Sue and | have done.
We have built a sunshine room for
the sunless weather, with three glass
sides and a tight roof, and a register
in it to keep out the chill. Here are
flowers, and potted green things,
cheerful domestic pets, the smells and
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e investe] 1 Relly

It pays better than a bank account. Well
selected realty Investments make enormous
returns. It is the safest and most productive
form of investment.

On Dec. 1st. to introduce ourselves we will
offer 1000 building lots. This property is situat-
ed only thirty minutes ride by trolley from the
business center of the City.” We predict tlist
these lots willincrease50percent, within three
years. Buffalohaspractically novacant houses
and a population of 450.000 ~ Extension is the
order of the day and with_extension, values
willincrease wonderfully. The starting price
will be $25.00 cash, per lot. balance in thirty-six
equal installments. _The majority of lots face
on street car line. _The most odtlying within
5 minutes walk. The property is already im-
proved cement sidewalks, séwerage, water
-waorks, gias main and electric light service,
iPrice of lots will advance Jan, 1st.” Get in now
land reap the benefits. By depositing $10.00 per
lot. before Dec. 1st. weé allow a oredit of 10
psr cent, on your purchase. Satisfaction

uaranteed or’'your money refunded. Title
o each lot will be conveyed to Trust Compan
to be delivered when payments are completed.
If you die before you complete payments, a
clear title ismade to your heirs, at no further
cost Thisis better than life insurance.

We want agents in your locality. Send us
the names and addresses of neighbors who you
think may be interested. Do it how.

_Enormous profitsare being made by others.
Join before it is too late. This is one of the
best Realty investments ever offered. Wnte
for further particulars.

Buffalo Land Security Co.

sounds of summer; and flooding it 395 Ellicott Sq. Bldf. Buffalo, N. Y.
all, human sunshine, manufactured
deliberately for the purpose. | would 1
rather have one small spoonful of
factory-made sunshine than a whole
bucketful of natural gloom. Just be- J'L(]vavfasma
cause it rains one doesn’t have to go OF THE
i _ MICHIGAN STATE
out and lie ur_lder the down spout TELEPHONE CO.
The Commercial West.
THE
Capital O L D Surplus
N21 CANAL STREET

Our Savings
Are better than Government Bonds, be
a larger interest return.

53 DIV

Certificates

cause they are just as safe and give you
3% if left one year.

IDENDS

ESSENTIAL, "EL~IENT "is" THE UNDERLYLN2PRINCIPLE

OF S%FETY

p culLtive features, as a rise in value, however desirable are sec-
ondary. A combination of the two »rare and one th« only the shrewd
est cm see, and take advantage of. The officers of the CITIZENS TEL-
EPHONE CO. believe that its stock possesses the first element beyond

gusiion.

There are no bonds, liens or mortgages on its property, no in-

ebtedness except current obligations, and the “ratio of assets to debts is

more than twelve to one.

eov so much?

Every year, every quarterly period of }ts fifteen years’
uninterrupted progress.

been of stead

ED BY PANICS OR HARD TIM

A suspension of dividends for one year would
practically pay every dollar of debts.

Can any other public corporation
«

The business isNOT AFFEL I -
ES. Dispensing with the telephone

is almost the last thing thought of, and its discontinuance is rarely ordered

matter of economy.

he failure of a well established, well’'managed

2eleo”n? compay "s yet to be recorded THE CITIZENS’ 53 DIVI-
DENDS have been paid with as UNFAILING RUGULARITY as the

interest G
Whil

VERNMENT BONDS. .
ile the tremendous development of the telephone business the

past fifteen years has necessitated the issue of large amounts of securities,

as the time approaches when the dem

cessity for the sale of stock will also decrease and stop.

and for such service slackens, the ne-
While past ex-

perience warrants nothing in the shape of a prophecy, the Citizens com-

pany believes that such a period is not far off.

The territory servrd by it

is fairly covered, there are few towns in it not now cared or, its larger ex-

changes have been rebuilt, its toll lin

e system well developed. There is

nothing in sight that calls for such large expenditures of money as in the

past

It appears evident that the time is not far distant when the sale of

stock can be curtailed, if not entirely ceased. =~
If these deductions are correct and are justified by the future then
tu- Titians’ stock oossesses the second element of having a speculative

f.Ttire as'welVasth"MORE IMPORTANT ONE OF SAFE

Y Fall

information and particulars can be obtained from the secretary at the com-

pany’s office, Louis street and Grand

River.
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Children’s Trade Can Be Made Good
Business Builder.

A young man took charge of the
shoe department in a store which
had the reputation of being a cheap
place where shoddy and inferior mer-
chandise was sold. One of the first
things he did in his process of up-
building his department was to buy
a complete line of children s shoes
from some of the best manufacturers.
Shortly after receiving his new stock
he made a display of the new goods
in the shoe case near one of the
entrances to the department.

Two women came into the store
one day with a child about 7 years
old. While they were purchasing a
paper pattern for which this store
was exclusive agent, the child wan-
dered over to the showcase and dis-
covered a red kid top, broad toe, pat-
ent leather shoe which attracted its
fancy. Without further ceremony
the child walked into the depart-
ment and climbed on the seat and
began to take off its shoe. The
young shoe man thinking the pa-
rents had sent the child to the shoe
department asked the little one what
kind of a shoe it wanted to have. The
child climbed down and running to
the showcase pointed out the red top
shoe, which was a welt selling at
$2.50.

The shoe man had hardly finished
buttoning the shoe when the two
women, one of whom was the child’s
mother, came over to find the little
one. With a laugh she tried to con-
vince the child that it did not need
any shoes, but there was trouble in
an instant. The child, accustomed to
being humored, refused to leave the
store without the shoes, and when
the shoe man attempted to remove
the shoe it screamed at the top of
its voice. The mother becoming an-
gry made the remark to her com-
panion that she never bought any-
thing at this store and only came in
because she could not get the pat-
terns anywhere else. The shoe man
explained the circumstances of the
child’s coming to the department
and that he was in no way to blame.
Finally the mother looked at the
mate to the shoe and rather than
carry the child out of the store
screaming bought the shoes.

This incident was the beginning of
a steady trade from the family. The
child’s shoe proved to be so satis-
factory that the mother came for the
second pair, which were equally as
good. Then she tried a pair for her-
self, and it was not long before all
members of the family and a good
many friends were buying shoes
from the department, which was
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gaining the reputation as a
place to buy shoes.

Many successful shoe men attrib-
ute their good trade in all depart-
ments to business which has been
built up from the soft sole period.
One store which had a good busi-
ness on men’s and women’s shoes but
where it was customary for the
clerks to side step the woman with
ihe baby, built up their childrens
business by starting with soft soles.
They bought nearly eighty-five styles
to sell at 50 cents and by construct-
ing a special sales and display case,
with a section for each size, contain-
ing one pair of every style, they made
it possible for mothers to wait upon
themselves. All of one size being in
a certain cabinet the clerk could find
the size the child wore and then
open the cabinet of that size and
leave the mother to choose the color
or pattern she desired. It soon be-
came known that this store carried
a bigger variety of soft soles than
any other store in town and as soft
soles have to be bought often moth
ers were frequent visitors at the
store.

As the children grew older the
mothers found that they could also
get the best assortment of little
leather soles and by their continual
going to the store they soon became
accustomed to buying their own
shoes there. This store can point
out hundreds of youngsters, some of
them are now young men and wom-
en, who have never bought a pair
of shoes at any other store.

In both of the stores which we
have used as illustrations of how a
successful children’s trade can be
bailt by special attention given to the
children’s department it is evident
that there is good profit in selling
children’s shoes because the young-
sters wear out more pairs than grown
folks.

In men’s and women’s shoes there
is a constant changing of toe shapes,
a constant shortening or lengthening
or narrowing or widening or raising
or lowering of that part of the shoe
forward of the ball of the foot. One
style may be a good seller during
two seasons, then some other one
will supplant it and unless the pairs
of the preceding season are sold al-
most immediately as the new style
makes its appearance there is a loss
in profits. But in children’s shoes, es-
pecially during the last five years,
there has been a growing tendency
toward one single style—the broad
nature shaped toe.

This particular broad nature shap
ed last is more popular to-day than
it was five years ago and many mer
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You Said Last Year

That you wouldn’t get caught short on
rubbers when the first storm came.
The time is getting short and the last
minute snow storm orders keep us

hustling to keep ahead.

Re-orders have nearly doubled up

on Sandow Boots. Duck Vamps and

FOWALES*) Pure Gum Rubber is the combination.
\SOSOH?E%R' If you’ve any customers that need a
(TRAENARK

rubber boot that’s got service in it,

just introduce them to Sandow.

Good business ahead on Bear
Brand. Mr. Shoe Dealer, are you
with us?

Herold-Bertsch Shoe Co.
Orand Rapids, Mich.
Distributors of Wales Goodyear Rubbers
Makers of the Famous

“Bertsch” and “H B Hard Pan” Shoes

The
W atson
Shoe

Is a Shoe of
Distinction and
Merit

It is made and sold at the lowest possible prices to meet
all demands. Every shoe in this line is a winner, made of
solid, high grade leathers, guaranteed to give satisfaction in
wear and fit.

We carry a large stock on the floor in Chicago at all times,
thus insuring prompt shipments on immediate orders.

Send us a trial order. Catalogue sent upon request.

Watson-Plummer Shoe Company

Factories
Dixon, 11

Offices and Sales Rooms
Market and Monroe Sts.

Chicago
Michigan Representatives

Willard H. James, Sam D. Davenport
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chants who bought the last then find
that the identical last of that time
is a better seller now than it was
when they put it in. It seems to be
the only sensible shoe for children
and owing to the wide-spread publici-
ty which has been given this particu-
lar style by shoe manufacturers and
by retailers, mothers have come to
look upon this shoe as the only
thing for their children to wear.

No doubt the men and women of
the next generation will have more
perfect feet than we have to-day be
cause the children are now starting
right and are being fitted with shoes
which are the shape of their feet.
Nature never intended the human
foot to be anything but normal and
misshapen feet and feet covered with
bunions, corns and other blemishes
are the usual result of narrow point-
ed toe shoes.

It is evident then
dren’s business is of a much more
staple character and offers less
chance for the merchant to lose mon
ey in the children’s department on
account of changing styles than any
other part of his stock. When he
buys one of these broad toe shoes he
can feel sure that the style will al
ways be good and that it is simply a
question of sizing up from time to
time in order to make a success in
selling it.

He is always sure of the same fair
profit from year to year.

Judging from these facts it seems
that if the proper attention is given
to the children’s department there
can be more actual money made
there and also a better influence cre-
ated toward the business as a whole
than in any other part of the stock
It is simply a question of the re-
tailer supplying the needs of th
children and giving them a little spe
cial attention which will hold then
trade through all the years of thei:
young life. Many of the larger mer
chants have set aside a certain sec-
tion of their store which is devoted
exclusively to children’s trade. Here
all the children’s shoes are carried
and are sold by clerks who are ex-
perienced in selling little folks shoes
They know how to please youngsters
what to say to them to get their at-
tention and what to do to hold the
trade.

Some stores have built sections
with swings, slides, and all sorts of
play devices which will amuse chil-
dren while in the store and cause
them to want to come again. Other
merchants make a practice of giving
some sort of a premium with every
pair of children’s shoes sold. Th
success in this plan lies in the con-
stant changing of the premium so
that the child never gets the same
thing upon the second or third visit.
In selling shoes for children there
is less investment in most cases for
the business done than in any other
line and less risk of loss is taken. If
merchants will stick to the broad
toe shoe, size up their stocks fre-
quently, give the child’s shoe section
its share of the window space and
advertising and give special attention
in fitting and selling they will make
more actual profit in this part of the

that the chil-
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stock than in any other.—Drygoods-
man.

A Side Line of Leather and Other

Goods Profitable.
Written for the Tradesman

The question of subsidiary stock
is an important one for the shoe
dealer to look into. What it shall be
—whether hosiery, leather bags,
dressing cases, hand-bags, or any
other staples and novelties in the
leather goods line; or whether one
shall steer clear of subsidiary stock
entirely and stick to shoes alone—
these are questions that can be an-
swered intelligently only in the light
of local conditions. If you should
ask me, “Shall | put in a line of sub-
sidiary stock?” | would answer
“Blessed if | know! It’s up to you.’
Of course it all depends.

I have this to remark, however
Many alert and aggressive shoe re
tailers in various sections of the
countrv are putting in such lines and
making money out of them. And, as
the breakfast food advertisements
say, there’s a reason. There are cer
tain commodities which are related,
more or less intimately, with foot-
wear, as hosiery, for example. And
why shouldn’t one buy one’s hose
at the same store in which he buys
his shoes? And why can’t milady buy
her pretty hosiery there, too? (Of
course, where hosiery is sold sales
ladies will wait on the lady shop
pers.) And is there any reason why
the shoe dealer shouldn’t also carry
other commodities in the leather
line-traveling bags, dressing cases,
etc., ad libitum? Shoes are made of
leather. Ditto traveling bags. The
shoe man is supposed to have a ver-
table nose for leather. He is sup-
posed to be an authority. And gen-
erally popular belief is not so far
wrong. He has had a varied ex-
perience with all sorts of leather. He
knows its strength and its weakness.
He knows its capacities and adapta-
bilities. He ought, therefore, to be a
good buyer of articles of all sorts
in the leather line. And the profits
on leather goods are attractive.

It would, perhaps, make you open
your eyres if you knew the profits on
many of the commodities in this line
Subsidiary stock is not carried for
the mere fun of it, believe me. The
percentage of profits on articles of
this nature is much greater than your
average profits on your regular foot
wear lines. And when you considei
that your actual operating expense:
are not materially enhanced by put
ting in such a stock, you have an
other argument in favor of such
venture. Your present salesforce can
attend to this stock also; for it i
only on occasional emergencies that
they are taxed to their utmost ca
pacity. And there are many, many
hours during the week when their du
ties are extremely light.

Now if you had some new, up-to
date lines of subsidiary stock in one

or more of the articles mentioned
above, your salespeople would cer-
tainly add a little more sales’ ex-

perience to their daily records—and
you would enjoy the profits accruing
therefrom. In all probability you

Is Only
Four Weeks Away

The best part of your season’s business should
be during these few intervening weeks

Holiday Goods

in the line of warm shoes, slippers, leggings
spats, etc , will be in great demand

Are You Ready?

We have a large stock ready to take care
of your needs

Mail us your order today

Hirth-Krause Co.

Hide to Shoe Tanners and Shoe Manufacturers
Grand Rapids, Mich.

Corn Cure

This shoe has cured
the foot ills of a host i|

of our patrons.

It is a Goodyear welt
made from the best vici
kid.

No pains are spared
to make it thoroughly
comfortable for tender
feet as well as service-
able for hard every day
wear.

Rindge, Kalmbach, Logie & Co., Ltd.

Grand Rapids, Mich.



have the space—or might without se
rious inconvenience, or very little in-
itial expense—for such wares. It is
wonderful how much we can com-
press in small compass when we
make the effort! And, do you know,
| like compactness in a shoe store.
I like to see every available inch of
the shelving occupied with goods. If
you have more shelving than vyou
have goods, take some of it out. Do
not have the shelving punctuated
here and there with gaping spaces. It
looks bad; somehow suggests the
idea that things are going to pot—
or else the stock is being depleted.
And you do not w'ant to create the
impression that you are petering out,
or that there isn't anything much left
in your stock but odds and ends.
Create and perpetuate the semblance
of amplitude with respect to youi

stock.

And so, instead of being an en-
cumbrance, this subsidiary stock
might fill up unused niches, thus

giving vour store a “spruced up ap
pearance.

And, for another thing,
these articles in the
line have a more or less constant
demand, while your shoe-calls are
rather “sporadic" in that they syn-
chronize with the distinct “seasons.
For instance, there will necessarily
be a dull period in the regular line
after people have bought their win-
ter shoes. Nothing special doing,
then, until the new spring modes be-
gin to move. In the meantime you
might be bridging over the dull spots
by some very encouraging sales in
these other collateral lines.

And, yet again, by carrying such
stock and advertising it and putting
out flyers in these lines (as yoi?
would want to do from time to time)
you will thereby attract many peo-
ple to your store who would not
otherwise come. And that is good
advertising always. No matter what
brought them: no matter whether
they bought much or little or noth-
ing in the line to which they were
originally attracted—once in your
store you have a “fling” at them. \ ou
can diplomatically get their atten-
tion to some shoe or other after they
have had their original want satis-
fied, or their initial curiosity grati-
fied.

And so, you see, there are several
good arguments in favor of the sul
sidiarv stock proposition, looking at

many of
leather goods

it broadly and with no particular
store in mind. But, of course, that
question, Shall | or shall I not? can

be answered most intelligently by
the man who knows your environ-
ment best. And that man is your
self. It is therefore up to you.

Goods of this subsidiary nature can
be featured strongly in one’s adver
tising. And it is doubtful if it i
worth while to install it in the firs
place unless one intends to make
good deal of it in his newspaper talk

If it is not kept to the fore the
impression is apt to get abroad that
it is a sort of sideshow; therefore
hardly worth while.

The Smith-Kasson shoe store, cor-
ner Fifth and Race streets, Cincinna-

ti, lays a great deal of stress upon
Athe completeness of its subsidiary
lines. And their lines are unusually
full and rich. They sell hosiery foi
men’s, women’s and children’s wear;
ladies’ undergarments, including a
well assorted line of handsome silk
petticoats; ladies’ vests and lingerie
galore; belts, leather bags, and divers
sundry other staples and novel-
ties in the leather line. All of w'hich
they advertise. Not that theyr adver-
tise all of the things in these lines in
all of their advertisements. But a few
at a time are featured until eventually
they all get before the public. They
also appear in their window trim
and they accentuate the appeal of
footwear modes. Mere shoes do lim-
it the window trimmer’s art; for just
shoes, and nothing more, can with
difficulty be wrought into an effective
trim. But give your trimmer some
dainty lisle and silk stockings—some
of those exquisitely dainty creations
which smite the attention center and
appeal to every person of refined
taste—give him these and then watch
him work! If he doesn’t get up some
thing foxy he’s a dead one
Cid McKay.

Opportunities for Ambitious Clerks.

The time is not so far distant when
the public considered that anybody
possessing average sense could sell
merchandise. To be a shop keeper
was to be on a plane somewhat low
er than the professions and but one
or two grades above the laborer.
These were the days w'hen goods sold
simply because people came to buy
and there was very little “retail
merchandising.” To-day this is all
changed and all classes realize that
the real essential in trade is reaching
the public.

The manufacturer may make ex
cellent goods, but they will not sell

themselves. It is found that
manufacturing has but one problem,
bile merchandising has its hundred
he public which has become so cos
mopolitan makes general retailing a
complex art. Every clerk solves
ily many individual conditions that
effect the sale of the article to meet
the needs of the buyer.

When we realize the importance
of merchandising young men become
more content to be retail salesmen,
for eventually they wfill become mer
chants themselves if they cultivate
the art of selling, trimming windows,
writing newspaper displays and cir
culars. studying the arrangement of
stores, policies of sales and credits,
and the many other details of the
modern store which are very little
understood by those outside of the
merchandising field, but which make
positive success if conducted along
a thorough and scientific system.
There are merchants whose love of
work and analysis of human nature
and sales system have made their
stores landmarks of progress.—Boot
and Shoe Recorder.

If you have been playing in hard
luck and think you are about to the
end of your rope, just bear in mind
that plenty of other men have been
worse off and have yet made good.

Fitting Odd Foot Customer—Men’s
Styles Are Conservative.
Written for tiie Tradesman.

Bud Wailliams, head of the mei s
department in a certain metropolitan
shoe store, told me this one on hin -
self:

In a rather quiet afternoon not so
very long ago Bud noticed that Bill-
ings was having a lot of trouble with
his customer. Billings had tried net
less than two dozen different shoes
on his customer’s foot. But nothing
seemed to please him, for nothing
seemed to fit; and yet this particular
emporium for modish footwear is not-
ed for the amplitude of its stock. Bill-
ings had apparently reached the end
f his tether—and that’s going some,
for Billings is dead game; also he
knows the anatomy of the human
foot.

The customer had shoes to right of
him, shoes to left of him, shoes in
front of him; and they ran in divers
sundry leathers and lasts and siz-
es. He had tried on everything from
an old man’s cozy shoe in vici to the
college boy’s swagger last with the
ultra smart swing, the jauntily per-
forated wing tip and the high mili-
tary heel; and the college boy’s shoe
came just as near filling the bill as
the old man’s vici—all of which indi-
ates that there was either some-
thing wrong with the customer’s feet

or that he had funny ideas in his
noddle.
The customer was not satisfied

with just a snug fit on his right foot;
hie insisted on having his left foot fit-
ted along with the right, and as Bill

_s soon observed, when he applied
the stick first to one foot and then
the other—and as he frankly told his
customer—the feet were not mates.
The right foot was fully half an inch
onger than the left; while the left
was broader.

Hoping to be of some help to Bill-

gs in his time of need, Bud mosied
over and asked if he could do any-
thing. As Billings had exhausted his
resources, he very gladly turned his
ustomer over to Bud.

So Bud tried his hand. Take him
all in all, Bud Williams is just about
the smoothest retail shoe salesman
that ever hit our burg; but Bud did
not seem to make any progress with
this party. The man’s notions of his
footgear requirements were as badly
twisted as his pedals. At length Bud
decided to try an expedient that he
had somewhere read about or heard
of. So he selected a pair of neat gun
metal bluchers—one of those com-
fortable sort with a round full toe
and short forepart—and slipped a 9 A
on the right foot and an 8 D on the
left; and, presto! they fitted! The cus-
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tomer admitted the fit, approved the
style and admired the leather. In oth-
er words, he acquiesced, succumbed
and quit the field.

“What did you say is the price of
these?” enquired the customer, a
thin, cadaverous looking individual

with a moth-eaten, pumpkin-tinted
mustache.

“Five dollars,” replied Bud.

“I’ll take ’em.”

“All right,” replied Bud. “Have
<hem sent, will you not?”

“Nope,” said the cadaverous one,

“they feel so good I’ll just wear ’em.
Send ,the old ones,” and the party
drew out a ioli of bills.

‘Wait a minute,” said Bud, inspect-
ing the linings of the ill-sorted gun
metals which constituted the mates
to the unequally yoked shoes now in
the possession of the customer; “v
think | have made a mistake. Thost
shoes you have on are not mates;,
one is an 8 D and the other is a 9 A.

“Oh!” replied the tallish one, smil-
ing good-naturedly, “that doesn’t
matter in the least. You can not beat
the fit.”

“Maybe not,” blurted out Bud, get-
ting a trifle warm inside, “but we can
not do that, you know. We can not
sell two pairs of shoes at the price
of one; and these two odd shoes
would not be worth a durn to us.”

“What’d you put ’em on me for?”
enquired the customer; “just to make
me think | was gettin’ a fit, hey?
Well, here’s where | win. These are
the shoes | bought—and here’s your
five bones.” And he passed the bill
to Bud.

“And d’ you know',” said Bud, “that
blamed son-of-a-gun wouldn’t shed
those shoes. | tried to bluff him and
threatened to have him pinched; but
I’ll be durned if he didn’t hold me
to it. Now, what do you know about
that? Well, | have had my fling—
and it’s no more of your shenanigan,
shyster salesmanship for Buddie!”

To the man who is familiar with
the history and traditions of stylish
footwear for men, the lasts which are
now proving most popular with well-
dressed men appear extremely con-
servative.

The high toe effect—one of the
most acceptable style-setting fea-
tures of recent times—has reached its
acutest expression in those creations
built primarily to tickle the young
man’s fancy. And the reaction has
apparently set in. Apropos of the
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high toe freak, the pattern maker of
a certain Western shoe factory re-
cently said: “If the man in the last-
ing room of a shoe factory does not
go crazy it is because he hasnt any
mind to lose.” -But the most pro-
nounced knob toe of recent times is
not to be mentioned in the same
breath with the toothpick toes of
some years back; nor yet with some
of the freakish footwear creations of
earlier days—for instance, the high-
heeled monstrosities of the early half
of the eighteenth century. If our
friends of the lasting room have
trouble with such a trivial thing as
a high toe, what would they say if
they had to fashion some of those
eighteenth century footwear modes?

It is frankly admitted that the toe
of the shoe has much to do in de-
termining its style-feature. The full
round toe is proving a good seller.
This toe goes best with a shortened
forepart. This is a feature that was
applied first to women’s shoes. It
would appear that the foreparts in
both men’s and women’s shoes have
been shortened to the limit. In many
sections the swing last is still popu-
lar; in the cheaper grades and in
shoes for young men who incline to
ultra smart effects in their footgear
the “swing” is still lather pronounc-
ed. The sole extension effect is not
as noticeable as it was several sea-
sons back.

So, take it all in all, extreme de-
partures of any sort are not pro-
nounced in any of the popular lasts
for men. Current styles are charac-
terized by sanity and restraint. This
is particularly true of shoes of the
better grades. For all of which we
may be profoundly thankful.

While | was in the shoe section of a
big department store the other day
a young man came in and bought a
pair of $6 patent bluchers. They were
built on a pleasing last—toes medium
and normal as to height, soles heavy,
heels military. The young man liked
the shoes; and the fit was certainly
excellent; but the heels were not
quite high enough for him. Drawing
from his hip pocket a folding rule,
he placed it on the heel and said:
“This heel is only one and three-
eighths inches high. | want you to
build it up to exactly one and three-
quarter inches. | always wear a heel
just that high.” This the obliging
clerk promised to do at an extra
charge of 25 cents.

Some men would, perhaps, object
to a heel of that height, and there are
people of an argumentative turn who
might assume that it is positively in-
jurious to the health to tilt the foot
to such an angle, arguing that it must
necessarily throw too much of the
body’s weight on the ball of the
foot, etc.; but, as a matter of fact,
some men can very readily wear heels
that high, and | have found men who
claim to wear such high-heeled shoes
with comfort. Maybe the comfort is
more imaginary than actual. But if a
man thinks he is comfortable, what is
the difference? If high heels are a
style element (as some people think),
fhen the stylishly-inclined young
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man who has high heels will feel
comfortable upon them, and he will
look with favor upon any shoe deal-
er who makes it easy for him to get
what he wants. So, if you are a deal-
er, | should advise you to build the
heels up to any desired height, when
so requested. Cid McKay.

Of Laughter.

He can be said to have won the
game of life who at the last can
laugh. It was no blasphemy, but
a far vision of Nietzsche s, that led
him to say that the last Savior who
would come to mankind would laugh
instead of weep. That final speech
of O. Henry, the short-story writer,
was finer than any story he ever
wrote. Just as he was dying he
turned to the doctor and said: “Pull
up the curtain, Doc. I'm afraid to go
home in the dark.” The speech had
i it wide courage and a sense ol
alues. One forgives the royal
Charles much frivolity for the sake
of his dying speech, “Gentlemen, 1
fear I'm an unconscionable time
a-dying,” and any one who has suf-
fered much alone knows all the
pathos and the fun in the crippled
Heine’s complaint that it was too
bad of the German philosophers to
abolish God—*“for who, pray,” said
he—“who am | to groan to at night
after my wife has gone to sleep, if
there is no God?”

In youth, when we are whole and
vigorous and trustful of this envel-
oping life, we may easily prefer trag-
edy. We indulge a brave desire to
understand life and to know it at its
worst. No rectified and decorated
world, no polite reserves, will as
suage our thirst for reality. We are
obtuse enough and sound enough to
bear the highest pitch of anguish; in-
deed, it takes a good deal of sensa
tion to rouse our feelings, so thick-
ly are we encased in coursing blood
and wholesome flesh. But there
comes a time when the luckiest
among us bear the scars, if not the
open gashes of the battle. The good,
strong bones that held us upright
and gave our eyes a level glance
across the field of life, are mashed
and broken on the wheel or bent by
labor, and then we ask for illusions,
for comedy, for diversion, but, above
all, for laughter; sane, courageous
laughter. Broken, burdened, helpless
as we are, none of us very much to
be envied, none scathless, he stands
highest who still can laugh. Laugh-
ter means that man can still restrain
desires, still bear up under torment,
still see himself in so large a set-
ting that his personal fate seems
small. Anger and contempt and bit-
terness are all equally silly. They
leave us unaware of our relativity
One man's place in the universe is
no great matter. The bag of life is
deeper than any man’s hand has
reached. No man of far vision ac
cepts a final despair since beyond the
farthest stretch of vision spreads in-
finite space.—Harper’s Weekly.

A man is apt to think he is having
a moral awakening when he begins
to sit up and take notice of his
neighbor’s sins.

Michigan
Ohio and
Indiana
Merchants

have money to pay for what
they want.

They have customers with as
great a purchasing power per
capita as any other state.

Are you getting all the busi-
ness you want?

The Tradesman can “put you
next” to more possible buyers
than any other medium pub-
lished.

The dealers of Michigan, Ind-
iana and Ohio

Have the
Money

and they are willing to spend
it.

If you want it, putyour adver-
tisement in the Tradesman and
tell your story.

If it is a good one and your
goods have merit, our sub-
scribers are ready to buy.

We cannot sell your goods,
but we can introduce you to
our people, then it is up to
you.

We can help you.

Use the Tradesman, and use it

right, and you can’t fall down
on results.

Give us a chance.

The Tradesman
Grand Rapids
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Selling Hardware
T o' Make

The difficulties under which one
merchant labors are so different
from the difficulties which beset an-
other that ’‘twould indeed be a hard
matter to establish a fixed rule for
all to follow.

The one great factor that makes
for successful merchandising is pub-
licity—“Advertise.” If you can not
advertise through the mediim of

at a Profit—How
It Easier.

your local paper, perhaps you have
not advertised in those which have
the largest circulation in the sec-

tion tributary to your business, and
do not confine your advertising to
mere newspaper notices, that John
Jones sells fencing! Study the wants
of your people and produce that
which they need, and conduct a cam-
paign of education among them.

Make your store a constant source
of advertising. Make the personnel
of your employes a living advertise-
ment for your business. Then there
is the same old argument of good
buying, that goods well bought are
half sold. That is true in a large
measure. Some merchants are prone
to pay a little more for goods from
one man than another, but it is only
because of the superior salesmanship
and personality of the representative
of the other house.

Be sure that all your goods are
marked with the cost and selling
price, and adhere to the one-price
system. "A square deal for all," and
few of your goods will be sold at a
loss. 1 believe that the habit of some
merchants of loading up with what
T will designate “dead stock,” i, e,
shifting periodically from one firm’s
line to another, thus having odds and
ends from several lines scattered
around the store, works to more dis-
advantage than otherwise, for surely
you have to sacrifice on the sales of
these goods and you are at the dis-
advantage of showing the good qual-
ities of one line against the other.

Keep a good line and keep that
line full. Keep the repairs for those
lines and you will have no trouble
in getting your profit.

If you are hard pushed by keen
competition remember that no one
man can possibly get all the business,
therefore, throw a little extra energy

into the conduct of your business.
Clean up the store. Brighten the
goods. Put a new front in the old

store. Take advantage of every ave-
nue for getting people into your par-
ticular place of business and have
something of interest to show them.
Instruct your clerks in an entertain-
ing line of talk of your goods. Main-
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perience, become well posted hard-
waremen, a term which implies a
wide and detailed knowledge which
can be acquired only slowly, but is
invaluable for the hardware mer-
chant and should be the basis of a
successful career. Whether it be
formally established schools, as
Birmingham, or in efforts made in
separate hardware stores or even by
individual clerks or merchants to ac-
quire a knowledge of hardware, there

in
in

tarn a fair margin of profit, for in 115 in such cases the recognition of

ninety-nine cases out of 100 the other |
fellow is not selling his goods at a
loss unless he knows they are out-
classed and desires to restock with
an up-to-date line.

Insist that your help be always
courteous, and that although there
be no immediate prospect of a sale,
require your help to be ever ready
to assist in the tying of the horse
of your competitor’s customer, should
the opportunity offer, in front of your
tore.

Treat all people as though they
were human beings, including your
own help, and thus inculcate the

same spirit into their natures. Keep
your store clean, your business clean
and advertise in all ways possible,
and you will always find your profit
on the right side of the ledger.

C. F. Kellogg.
A Municipal School for Hardware
Salesmen.
In Birmingham, England, a city

which is to be credited with a pro-
ressive spirit in commercial matters,

kell as in the broader questions
of the day, systematic efforts for the
instruction of hardware salesmen are
being made under municipal auspic-
es. The object of the movement is
to educate the salesmen in the retail
ardware stores so that they may be
fitted for their work by practical in-
struction in the arts of salesmanship |
and also by the knowledge imparted

\rd to mathematics, drawing

beet metal working, metallurgy and
technical ironmongery. If this can
ic successfully accomplished an ex-
cellent foundation would be laid for
ntelligence and skill in a difficult
branch of business. As an incentive
to regular attendance and good work
examinations are held at the end ot
the session and prizes awarded to
those entitled to them. A significant
feature in this hardware school
the fact that it is established and con-
ducted by the city.

In this country there arc com-
paratively few schools for the educa-
tion of salesmen in any special

ranch of business, and efforts in this
direction are usually the result of pri-
vate or individual interest in the mat-
ter. Occasionally we hear of local as-
sociations of hardware clerks, for ex-
ample, in which they discuss or study
subjects directly connected with the
hardware trade, in the effort to get
such information and suggestion as
they can, which will be of practical
service to them and accelerate their
knowledge of the business. The goal
at which they aim is that they may,
as the result of their training and ex-

lhome of the consumer.

the fact that the hardware business,
order to know it well and con-

duct it wisely, needs to be studied
systematically and persistently. In-
deed, one of its charms is that it is
never mastered, and that new devel-
opments are constantly adding to its
interest.

Advertising a Growing Force.
For your own business welfare do

Inot fail to grasp the fact of the rapid

v growing force of advertising. It is
an influence, a power, which can not
be ignored, and which you should in
voke.

The business battle ground was
formerly in the store. In former
times when the consumer wanted

something he went to his store, and
on the floor wasfought out the ques-
tion whether he should buy of that
store, or some other store.

To-day the battle ground is in the
There he re
ceives circulars, letters, booklets and
reads advertising appeals in newspa
pers and magazines. There he de
cides whether he shall write an order

Ito some distant city, or whether he

shall visit you and buy in person
If you have not kept before him

Iwith your advertisements, as have the

others, there is danger that he may
not think of you at all when his buy-
jng time arrives, but may order else
where by mail

But if you, too, have been adver

If you buy anything bearing
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tising to him by newspaper, circular
and letter; if you have told him why
he should buy of you instead of buy-
ing from a distant establishment; if
you have convinced him that you can
give him better service than others;

he will give you the preference and
will come to you to buy.

Acorn Brass Mfg. Co.

Chicago

Makes Gasoline Lighting Systems and
Everything of Metal
A Gooa investment

adCINFOHERS

finat Variety, $8.50t0 «50.*
EASY TERMS.
Catalog Free.

KINGERYMFG QQ,106-108 E Pearl St CIrclniiatl.a

Batabllshed in 117J

Bast Equipped
Firm la 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. Oraad Rapide, Mich.

SNAP YOUR FINQERS

Atthe Gas and Electric Trusts
y and their exorbitant charges.
Putin an American Lighting
System and be independent.
Saving in_operating expense
will paK‘ for system .in short
time. Nothing so brilliant as
these lights and nothing so
cheap to run.

American Qas Machine Co.
103 Clark St. Albert Lea, Mlso.

Walter Shankland & Co.
Michigan State Agents

66 N. Ottawa St. Qrand Rapids, Mich.

the brand

“OUR TRAVELERS"”

Remember that it is GUARANTEED by

Clark=Weaver Co.

Wholesale Hardware

Grand Rapids, Michigan

Foster, Stevens & Co.

Wholesale

Hardware

at

10and 12 Monroe St.
Grand Ra

31-33-3537 Louis St.
pids, Mich.
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Building Paper Trade.

With the cold snaps of early win-
ter stirring many districts into a
frenzy of business bustle, the hard-
ware merchant in such sections is
finding his hands full and is improv-
ing every chance to fill the till and
lower the stock before January
brings a retail lull and inventory.

It is always a pleasure to drop into
a country hardware store at this sea-
son and see the slow moving farmer
of last summer merged into the busy
man who jumps from a wagon just
unloaded at an elevator or warehouse.
He is all business now and wants to
pay up the old bill or get his pack-
ages and hurry homeward for
another load of produce that will
square up his accounts. The mer-
chant who is unfortunate enough to
have few such customers is reminded
of his own empty coal bins and given
the nerve to pound the slow ones up.

The villager who was so busy
whittling and telling yarns on the
sunny side of the grocery store dur-
ing the warm months has suddenly
remembered the corner hardware
store, where he is the busiest man
in the community as he anxiously
waits for those nails and roofing caps
which will hold a coat of tarred
paper on his shack before night. A
knot hole or an open crack on a cold
night will inject more hustle into on
of those fellows in a single night than
a complete commercial course can
into a book made merchant in a life
time. In fact, a touch of sharp
weather makes us all think of our
summer’s wages and fills us with
energy and new resolves. By the
way, you may not handle tarred
paper or threaded felt, but it is such
an inspiring subject to a lazy man
that T can’t leave it alone.

Most country hardwaremen are
selling building and tarred paper
these days, and many of their city
cousins, especially in the outskirts of
large towns, are finding it to be live
profitable stock that sells fully as
rapidly as window glass in an air
gun neighborhood. | have often
thought that if | could be assured of
all the window glass trade in any
community it would pay to give away
air guns every Saturday afternoon.
Building and tarred paper are par-
ticularly good sellers in lumbering
or farming districts where all kinds
of temporary shelters must be made
warm in a hurry just before winter.

There are hundreds of hardware
merchants buying paper in car lots
who would hesitate before buying
such quantities of many other com-
modities. It is a most simple stock
to handle, does not have to be sold
in broken lots, and usually goes to
the customer who wants quick action
and will pay a profit for it. It moves
very rapidly when the season is on,
and in more ways than one is very
desirable stock to the merchant who
is out after real live selling additions
to his business.

Tarred paper has other uses than
keeping moths out of your winter
furs or preventing frosted feet on
Christmas poultry. | saw it put to a
most practical use in a store not
long ago. A partitioned bin had been
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built at the back of the store out of
matched flooring for the accomoda-
tion of axe handles, and the entire
inside as well as the tight fitting
hinged cover was lined with tarred
paper. The manager told me that
his axe handles were always straight
when stored there and that they re-
tained their elasticity! It’s great to
own a stock of axe handles that are
not brittle, and we all know the kind
that are as crooked as reform aider-
men. Mixing them with good ones
on’t move them either.

The thoughts of the one or two
crooked axe handles in every crate
as twisted me from the paper sub
ject so | shall stop, as it was a whiff
of tarred paper that forced upon me
the memory of that profitable old
friend and reminded me of the fall
and winter opportunities such special
ines hold for us hardwaremen.

A trial order will convince you
that this line is too good to leave
entirely with the lumber yard that

stocks builders’ hardware.  While
we are on the paper subject, let’
go out in the wareroom and tear
small piece off a roll of any one of
the many so-called fire-proof roofing
and apply a match to it. By th
bright blaze of our sputtering torch
let’s wonder together why the manu-
facturer wrote “Fire Proof” on some-
thing which sells even if he has lied
about it.—The Iron Age.

Catalogues as Text Books.

Hardware has long been recogniz-
ed as one of the most complicated
and difficult branches of business, and
in spite of much that has been ac-
complished to facilitate obtaining
a knowledge of it and to make it
easier to carry it on, it is still the
work of many laborious vyears to
master it even fairly. This, how-
ever, should not lead to a disregard
of what has been done for hardware
merchants and those who aspire to be
hardware merchants in furnishing
them aids in their quest for a know-
ledge of the trade. A tendency of
the times is to let light in wherever
it is wanted—and sometimes where
it is not wanted—and to make the
giving and receiving of information
serve business ends. The literature
issued by the manufacturers is an
example of this. Their circulars and
catalogues are voluminous and finely
illustrated, and if often deficient in
not going into sufficient descriptive
detail, still convey abundant informa-
tion in regard to the various products.
The same thing may be said, with
perhaps greater emphasis, of the cat-
alogues of the jobbers. These are
marvelous compendiums of informa-
tion about a bewildering and con-
stantly increasing assortment of
hardware articles. Such catalogues
a few years ago were comprehensive
and told a great deal, but recently
there has been a marked advance in
them as they have become more
thoroughly descriptive as well as
larger and more complete. The re-
sult is that the merchants using the
books, or the clerks studying them,
can take a very broad and very defi-
nite outlook into the great hardware
field.

The Road to Ruin
There is one, sure, quick, easy road
to commercial ruin, and every year
sees thousands of retailers traveling
that road.

That is to let the “stickers stick.”

No buyer is so shrewd that his
stock will gather no slow-selling
oods, but it is his own fault if they
stay there.

Every one of the much-talked-of
big city stores has an iron-clad rule

hich no buyer dares to ignore:
Seasonable goods must not be carried
over, and no stuff must be kept on
hand beyond a certain time.

Watch the advertising of these
houses. See them knife the slow-sell-
ers. They don’t call them stickers, of
course, but you, who have been there
yourself, can read between the
lines.

If laggard goods will not sell at
one price, the knife goes in again, and
if need be, yet again, until the desired
result is secured.

The first loss is the smallest loss;
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the longer you wait the less the
goods are worth. A dollar invested
in quick-turning stuff soon becomes
two dollars.

In “stickers” that linger on the
shelf, a dollar quickly shrinks to fif-
ty cents and by and by to nothing.

An article is worth, not what it
costs, but what it will bring. Goods

that have outstayed their welcome
never improve in value»Tied up
money earns you nothing. Better

have one dollar in merchandise that
turns over and over and earns you
a profit at every turn than three dol-
lars in shelf-warmers.

There is always room at the top
and in a Masonic lodge a man has to
work up to it by degrees.

Columbia Batteries, Spark Plugs
Gas Engine Accessories and
Electrical Toys

C. J. LITSCHER ELECTRIC CO.
Qrand Rapids, Mich.

Get the

“Sun Beam” Line of Goods
For Fall and Winter Trade

Horse Blankets, Plush Robes, Fur Robes
Fur Overcoats, Fur Lined Overcoats
Oiled Clothing
Cravenette Rain Coats, Rubber Rain Coats
Trunks, Suit cases and Bags
Gloves and Mittens

These goods will satisfy your customers and in-

crease your business.

Brown & Sehler Co.

Your Waste

Something to Make Every Pound

Ask for catalogue.

Grand Rapids, Mich,

In the Way

of Your Waste Paper Bring You

Qood Dollars

The
Handy
Press

For bailing all
kinds ot waste
Waste Paper

Hides and
Leather

Rags, Rubber
Metals

Increases the profit oi the merchant from the day it is introduced. Two sizes. Price

{35 and $45f. 0. b. Grand Rapids.

Handy Press Co.

251-263 So. lonia St.

Send for illustrated catalogue.

Grand Rapids, Mich.
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THE HOLIDAY EXTRAS.

A Council of Clerks Would Benefit
the Selling.

The metchant who treats his help
well and pays them fair salaries has
every right to expect in return a
cheerful extra exertion at the holiday
season. But he should not regard the
strain of the extra hours and the
added rush as an insignificant matter.
It is wise to remember that the
strain is apt to show first in the
temper. The brain invariably gives
out before the muscles. In the case
of the sales people there is a strain
on both the muscles and the brain.

It is well for the merchant to call
his helpers together before the great
rush of the holidays and say a few
words to them on the subject of the
extra work, and what he expects of
them. He may intimate that he ha
a right to this extra service, but he
will wisely bring out the fact that
he appreciates the effrots of his help
ers. Sales people are a little apt to
consider themselves somewhat abused
when work is extra heavy, and if this
feeling'can be done away with or
prevented in a pleasant fashion much
is gained for the good of the store.
If they are fairly treated and justly
paid they grow to understand that
the success of their house means
their personal success, and extra
labor means, indirectly, extra reward.

Know the Stock.

There comes a time in the develop
ment of a general store where it is a
little difficult for the merchant to tell
whether he should confine his sales-
men to one special department or
give them the “run of the store.”

When the store is small the stock-
limited, and the variety not great, one
clerk can, within a short time, learn
the stock so thoroughly that he or
she can sell goods successfully be
hind any counter.

But the store grows.
ments are added.

More depart
More goods are

coming in. The cabinets, racks and
cases are crowded full. The store
building is enlarged, perhaps, and

more cases and drawers and storage
places for stock provided. As thi
development goes on, there comes

time when it is dangerous to the
store to trust to one clerk making
the most of every department.

For example, a certain woman
went to a dry goods store not long
since and asked for a certain kind
baby dresses. The store was a big
one, but the clerks were trusted to
sell goods in any department. W hat-
ever clerk first nailed the customer
followed that customer all over the
store. The clerk who was piloting
this woman around was not very
familiar with the line of goods
sought, and after hunting around
said they had none of the desired
goods. The customer went else-
where and bought a dozen of the
dresses. A few weeks later the same
woman happened to drop into the
same store, and saw some of the
exact kind of baby dresses she had
been looking for before.

“Why, | thought you didn’t have
any of these?” she said to another

MICHIGAN TRADESMAN

clerk from the one who waited on
her the first time.

“Oh yes, we have had those
stock right along. We always carry
them,” said the clerk.

The store lost a good sale, because
the first clerk didnt know the stock.

It would be a very beautiful and
convenient thing if every clerk could
be taught to know every item of
stock in every department, but the
store is bound to outgrow such a
condition, if it is a growing store.
The proprietor must guard against
this. It is of vital importance that
the clerk know the goods, and know
where to get them.

There is a vast difference in the
capacitv of clerks for knowing the
stock, and that, too, must be taken
into consideration.

in

Better Goods, Better Results.

Given two stores wherein the to-
tal sales are the same and all other
conditions, except the grade of goods
carried, are equal, the store in which
the average sale is 50 per cent, larg-

than in the other will require a
maler number of salespeople, fewer
ishiers and wrappers, a smaller de-
iverv force and less supplies (paper,
twine, etc.). Its complaints from cus-
omers will be fewer; its annoyances

1 be materially reduced; competi-
tion will be less keen, while net prof-
s w-ill be larger.

Since all the indications so plainly
avor the store having the larger
average sale, why do so many mer-
:hants continue a policy that direct-

tends to lower the tone of their
business, that creates demand only
for the cheaper grades of merchan-
ise—conditions which always mean

low average sale?

Holding special sales almost with-
out cessation, giving prominence to
seconds in these sales, substituting
nferior goods for standard, dependa-
ble merchandise and always quoting
‘cheap” goods in the advertising—
these are some of the ways of re-
ducing the average sale of the store

The folly of holding a clearance
sale of furs in June or of attempting
to close out a left-over stock of straw
hats in October is clearly apparent
Nevertheless, some retailers will
hang on to merchandise of various
sorts until after the season for it is
practically closed; until the style is
no longer in vogue, or the demand,
for some other reason, has largely
ceased.

Better take a stiff mark-down on
odd lots of goods while there yet re-
mains a call for them, and succeed
in closing them out, than delay a few
weeks and then lose all chance of
selling the stickers at any price.

When you (or one of your buyers)
make an exceptionally fine purchase
through which you obtain a lot of
desirable merchandise at considera-
bly less than its previously quoted
value, what do you do with it? Do
you, when advisable, let your cus-
tomers share in the advantage of the
low purchase price, or do you inva-
riably “hog it all?”

The latter course would indicate
that it is your usual practice to break
prices on merchandise only when

market, trade or stock conditions ob-
lige you to do so, and that your cus-
tomers pick few or no plums in your
establishment.

Nothing takes the place of value-
giving in a retail store. Nothing so
surely builds up the business. Con-
trarj'wise, nothing tends more di-
rectly to trade retrogression than the
policy of squeezing every cent of
profit possible out of every article
sold.

The holding of “bargain”(?) sales
wherein the offerings consist solely
of odds and ends of undesirable mer-
chandise is not helpful but suicidal.

It pays to be generous while play-
ing the merchandising game.—Dry-
Goods Economist.

Meat Market and Christmas.

There is scarcely a butcher in the
country who is not cheered because
of the thoughts of large profits to be
made during the holiday season. It is
the harvest time for merchants in al
most every line, and the butcher
shares in the general prosperity. But
how to take advantage to the fullest
extent of this harvest season is a
problem hard of solution to a large
number of butchers. -There is no
general answer to fit this question
which can be applied in all cases. The
preparations made by one butcher
might be of no assistance to another,
and what might be a big builder of
trade in one locality might fall short
of success in other places. There are
some general directions, however,
which every butcher can take to him-
self with profit. First of all comes the
suggestion of helping along the hol-
dav spirit by dressing up the mar
ket in holiday attire. Appearances
will go a long way to attract trade
and at no time of the year are ap
pearances so valuable as during thi:
seasor. Decorated windows and in
terior displays naturally form thi
foundation of the butchers attempt to
influence the holiday trade. Th<
amount of goods to be carried give
trouble to certain butchers. They are
afraid to purchase a large supply of
turkeys, poultry, etc., because they
are not certain that they can dispose
of it, and, on the other hand, they
do not wish to lose sales because of
a short supply. How, then, are they
to regulate the amount to be pur-
chased by them? Butchers who have
been at the same stand in previous
years have a standard by which they
can reckon. They know how large
was the demand in previous years,
and likewise they keep in touch with
the progress of their trade, and can
compute the increase from year to
year with almost mathematical accu-
racy. Then, it is possible for the ma-
jority of butchers to get a good line
on their trade by asking their cus-
tomers to give their orders in ad-
vance. They promise to reserve the
best for the customers who order
ahead, and thus persuade them to fall
in with this idea, which after all is
better for the customer as well as
for the butcher. When the matter
of decorations and stock have been
decided the experienced butcher
gives serious attention to the things
other than poultry or meats which
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go to make up the holiday repast.
Other things besides meats are in de-
mand, and the meat and poultry de-
partments do not comprise every-
thing in the market of to-day. There
are canned goods, vegetables, fruits,
etc., and the wise merchant realizes
hat his customers need these goods
and prepares to handle this trade.
The Butchers’ Advocate.

The old proverb about “The bird
n the hand” applies with special
force to the customers a store has.
An old customer is a real asset and
every effort should be made to hang
onto him. If he quits trading with
you there is some real or fancied rea-
son for his doing so. Do not let him
go without a struggle; write him a
letter and find out what is the mat-
ter. If he has a grievance fix it up
with him. A steady customer is
worth a good many dollars in the
course of a year and no merchant
can afford to lose one unless there
is a very good reason.

Q. J. Johnson Cigar Co.

S.C. W.
Evening Press

El Portana
Exemplar

These Be Our Leaders

Sales Books SPECIAL OFFER FOR $4.00

We will send you complete, with Original Bill and Du-
plicate Copy, Printed, Perforated and Numbered, 5#00
Original Bills. 5,000 Duplicate Copies, 150 Sheets ol
Carbon Paper, 2 Patent Leather Covers. We do this to
have you rive them a trial. We know if once yon nse
our duplicate system, you will always use It, as It pays
for Itself in forgotten charges. For descriptive circular,
samples and special prices on large quantities, address
The Oeder-Thomsen Co., 1042 Webster Ave., Chicago.

“MORGAN?”

Trade Mark. Registered.

Sweet Juice Hard Cider
Boiled Cider and Vinegar
See Grocery Price Current

John C. Morgan Co.
Traverse City, Mich.

There is no risk or
speculation in
handling

Bakers
Cocoa

and

Registered,
a. s. Off.

Chocolate

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

52 Highest Awards in
Europe and America

Walter Baker &Co. Ltd.

Established 1780. DorcUester, Maas.
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Stop the Leaks.

There is but one safe way to re-
duce the cost of doing business, out-
side of increasing the volume of
trade, and that is by stopping the
leaks and eliminating the drain upon
the resources which do not give an
adequate return in their stead.

If an opportunity is given to save
money without in the least injuring
efficiency or service, a retailer owes
it to himself and his business to take
every advantage of it. If a special
delivery letter will do as well as long
distance ’phone, the wire is a leak.
If a two-cent stamp will *serve the
purpose, why buy a special delivery
paster or call long distance? If
three, horses are kept and one is
idle any part of the day, dispose of
the horse and try to get along with
out.

If the bookkeeper is busied all day
long with books that are behind the
time, get a system that is modern
and put a part of the bookkeeper’s
into something productive. Cut out
advertising just to please some one,
and be sure that every advertisement
is placed where it will bring returns
—or ought to.

These are the leaks which the
study of practical store accounting
will point out. Practice will stop

them.  Study your business, not in
its entirety, but in every department,
lock, stock and barrel. If you are not
making the money you think you
should, don’t look wn the barrel
to see wh e h er

the triggd
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work. The papers are full of tales
of what happen to those who do
it. Take the gun to pieces; find
what is wrong, oil it and see that
no old rusty load stays in the barrel.
See that the sights are clean and
point true.

Then go after big game. The arm
may be an ancient one, and again it
may be a very capable one. All it
needed was a little fixing and atten-
tion. Business is very much like a
fowling piece. It shoots best when
it is in good shooting order.

Clerk Salaries.

Before a good clerk comes up and
strikes you for an unwilling raise
which makes both of you sore and
hurts the business, revise your pay-
roll toward the new season by spon-
taneous advances to such as deserve
t, and cement their loyalty to your
affairs by this indication of your in-
terest in their advancement. If you
do not, you will lose someone you
want to keep just when you can
least afford to part, or you will get
a “touch” at the season’s zenith,
which, if yielded to, will be accorded
and received without graciousness
and will act on other employes as a
sign of how to extract from you a
justice you can not see without a
“hold-up.” The public, too, “loveth a
cheerful giver.” And, besides, a vol
untary increase, accompanied by a
few words of kindly appreciation will
go farther with the clerk and be
more satisfactory to both sides than
twice the amoycdssdesie clerk must

Salmon Market.

Although the 1910 salmon pack has
hardly been completed, and is not
yet entirely delivered, jobbers are al-
ready endeavoring to place orders
for the 1911 pack. The situation is
unprecedented in the history of the
salmon industry. It is altogether too
early to commence to talk of 1911
salmon. Packers and brokers do not
care to enter into any contracts nine
or ten months before they have any
fish to offer. The 1911 pack, how-
ever, will come onto a market abso
lutely bare of canned salmon. The
upply will be cleaned up eanier than
at any time in the history of the in
dustry.

There is no more red salmon to be
had from packers at any price. Rec-
ord prices could be obtained if there
were any fish to be had. In some in-
stances jobbers who have small lots
of fish have been offered from 15 to
40 per cent, more than they paid for
their fish by other jobbers who have
contracts they would like to Aill.
Seattle Trade Register.

Competition.

“We want to organize the mer-
chants here and shut out competi-
tion,” remarked one merchant to an-
other when the subject of a mer-
chants’ association was under discus-
sion.

The idea is a mistaken one.

The object of merchants’ associa-
tions should not be to shut out com-
gaiition of a legitimate character.

i aing for the town,

PACKED BY
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and a good thing for the merchants,
to have legitimate competition.

No doubt there are some
where the efforts of the local mer-
chants have been devoted to discour-
aging other business houses from
coming in, but such towns are rare.
The tendency of merchants is to en-
courage new business concerns.

But the illegitimate competition is
fair prey for the merchants’ associa-
tion. The itinerant, the fly by night,
the here to-day and away to-morrow,
establishments that pay no rent, give
no guarantees and have no respon-
sibility—they are the concerns to get
after and to get after hard, and the
only way to get them is by organi-
Ization.

towns

Show Your Merchandise.

How in the wide world do you
expect people to know what you
have In your department if you do

not show them—if you do not get en-
thusiastic about the goods that are
there and tell them about them.
What of it if people do not ask
for everything that is in your line
every time they come in? When you
have things, every department has
them, that customers would be inter-
ested in, ask for a few moments of
their time and show them some of
the new things that they will be in-
terested in. People are always will-
ing to take time to look over new
and useful things that a store like
this glways has coming in to shqu

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 processes

—all under personal observation of experienced packers—give to the

HART BRANDS OF FRUITS AND VEGETABLES

Distinctive character and make them TRADE WINNERS AND TRADE HOLDERS

Send for Ca'toél’ogue

Ask Your Jobber for Hart Brands

W. R. ROACH & CO., HART, MICH.

Factories at HART, KENT and LEXINGTON All Model Plants
Judson Grocer Co., Distributors, Grand Rapids, Mich.




“A Salesman.”
When the train pulls in and you grab

vour grip, \ . ;

And'the fckman’s there with his frayed
out Whi?, . :

And you call on your man and try fo he

Andcall you get is:“Nothing
day’Then you're a peddler.
By heck, you're a peddler!

When you go into a town and call on

w~_Vour man, - T
Can you see me, Bill?” ~™Why, sure |

can,” . ,
You size up his stock'—make a rough

c
And QLanﬁl presently says: Send the
usual amount.”
Then you’re a drummer,
By Heck, you’re a drummer!

When you travel along and everything’s

And you don’t get up 'til half past nine.
When you see” each concern and talk
conditions. . .
And send it all home with many additions.

hen you’re a traveling man,
By Heck, you’re a traveling man.

"When you call on the trade and they
talk” “hard_times,” .

“Lower prices” and “decided declines.

But you talk and smile and make the
world look bright,

And send in your orders

doing to-

every darned

nigh'1"hen you’re a salesman.

By Hetk, you’re a salesman.
Indiana Travelers Seek Protection,
But Not Bar Rooms.

Probably no man Indiana saw
such dire disaster approaching his
community as the result of voting out
the saloon under the county option
law as did the hotel keeper. He
could see more red ruin after he was
compelled to close his barroom than
any four stump speakers in the
country. Everything, in his opinion,
was knocked galley west and crooked
just the moment the people declared
that the saloons in any given locality
must go. He began to get a grouch
—if he did not have one already. He
raised the rates, and lowered the
standard of his meals. He fed 'em on
cold storage stuff and canned goods
of an inferior grade. He paid little
or no attention to the sanitary con-
dition of his hotel and he blamed all
the evils with which the traveling
man has to contend on the coun-
ty option lawr, and the hotel man
sat up late at night in order to curse
that law.

I am not going to argue whether a

“wet" town or a "dry” town is the
better.

in

I am not going to say that
the increase in rates is due to the
eliminating the barrooms from the

hotels, nor will | contend that feed-
ing the unfortunate traveling man
cold storage stuff is the result of the
high cost of living. Nor do | propose
to locate any particular hotel or say
these charges apply to all hotels and
all landlords.

The Indiana Hotel Keepers’ Asso-
ciation took a very active part in the
last campaign as it had a right to do,
and there is no doubt that it contrib-
uted \ great deal to the Democratic
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success, although 1 doubt the claim
of some of its members that it turned
over to the Democrats fifteen thous-
and Republican votes.

And now’ the Hotel Keepers’ Asso
ciation has become chesty and says
"Take it from me—I am the loving
kid that did it.” All right, let it go
at that.

There are in Indiana about seven
teen thousand traveling men, and
think | am not putting the number
too high when | say that of that
number 16,700 do not care whether
there is a saloon attached to the
hotel at which they stop. The travel
ing man of today does not transact
his business in the barroom of a hotel
nor does he spend his evenings after
his day’s work is done, shaking dice
over a sloppy beer counter or making
rings on a bar room table. The man
who used to do that sort of thing is
not on the road any more. Nor does
he particularly object to the hotel
man having a barroom attached. If
that is the sort of thing the people
of the community like, w'hy it’s all
right with the sample case man.

But when the butter is so violent
that it has to be chained to the table
to keep it from “smashing” the glass-
ware, or there is so much formalde-
hyde in the meat that it almost
bleaches the hair of the man who eats
it, the traveling man believes he has
a good reason to Kkick.

The average traveling man has
long ago found out that it does not
do much good to kick to the average
hotel keeper. The night clerk may
fail to call him, or the porter may
fail to awaken him for the early
train; his baggage may be left
through the negligence of the hotel
employes, the sheets on his bed may
be dirty and his pillows may contaii
crushed donicks instead of feathers
he takes it as part of the game and
says to himself, “well, that’s what
you get for being on the road.”

But he has another remedy. The
Hotel Keepers’ Association has
committee that will attend the legis
lature and demand that the county
option law- be repealed, that the
saloons may be attached once more
to the hotels. The traveling men
also have a committee that will wait
on the legislature and ask for some
laws that will help them out a little
on the pleasant side of life and aid
getting for them what they pay for

No traveling man, nor the man who
employs him, objects to hotel price
if the returns are adequate as ccm
pared with the rates. They do object
to paying for fresh country butter
[when they have to eat oleomargari
l—and there are at least a doze

hotels in Indiana that serve “oleo
and do not have up in their dining
rooms the sign announcing that fact,
as is required by the federal law.
So the legislative committee of the
traveling men’s associations is going
to ask that the hotel keepers do
something besides furnish barrooms.
They will ask that the pure food laws
be more rigidly enforced. They will
ask that the pure food inspectors go
into the kitchens of the hotels and
see the stuff before it is cooked and
set out in the dining room. They
will ask that the meat be examined

n the refrigerators and not after it
leaves the frying pan or the pot
They wifill ask that the sanitary in-
spectors go out in the back yard and
examine the premises close to the
kitchen and that the garbage be prop
erly disposed of, and not permitted
to decay within easy smelling dist
ance of the cooking room.

The traveling men will ask for a
more thorough inspection of the
hotels and better arrangements for
escape in case of fire. And to do this
they wish better inspectors, that is
more competent inspectors.

The Aveline hotel at Ft. Wayne
was inspected a short time before it
sent so many of the boys to death.
But the inspection was made by a

ass blower, who through political
nfluence was made a state inspector.
There are hotels in the state that are

ithout fire escapes. There are
hotels in the state that have eleva’
tors that endanger a man’s life every
time he steps inside them. There are
some hotels in the state from which
not a soul above the first floor could
escape if a fire broke out.

The traveling men
ose any attembpt to regulate the
hotel rates. They took little or no
part in the contest for or against
the saloons. In casting their votes
on election day scant consideration

as given the county option ques
tion. Nor will they ask the legis
lature for laws regulating the liquor
traffic.  The very large majority of
traveling men are of clean personal
nabits. They leave their homes and
loved ones on Monday morning and
pend their lives until Friday in the
hotels and on the trains, hustling for
their employers. And all they will
sk from the Hotel Keepers’ Asso-
ciation is better protection for their
lives and health while they are away
from their homes. This they will ask
for and they will ask for it out loud.
The only way they can get it is by
means of the law’ and the enforce-
ment of the law.—W. H. Blodgett.

do not pro-

Learn From the Travelers.

There is a means by which a
knowledge of hardware is disseminat-
ed which might be of even greater
influence if merchants would make
proper use of it. The last half of
the nineteenth century was made not-
able commercially by the sending out
of multitudes of traveling salesmen
who were constantly visiting the
merchants, large and small, often
forming pleasant personal relations
with them and thus contributing in
many ways to the activity of busi-
Iness and the knowledge and intelli-
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gence of the trade.
are experts

These salesmen
in their different lines,
not only knowing, with greater or
less thoroughness, according to their
ability and experience about the
goods they sell, but also having a
fund of information about other lines.
W ith their geniality, courtesy and
knowledge they have a large part in
diffusing information in regard to
hardware, and thus sending important
aid in acquiring a mastery of the
business. Some merchants make the
mistake of not deriving from travel-
ing representatives the information
which is thus within their reach of
not using at all adequately this source
of trade information. W ith the many,
however, who appreciate the value of
these opportunities, it is a serious
problem in the overcrowded hours of
a busy day, to find time to give these
traveling representatives the atten-
tion they deserve and to receive from
them the information they are so
competent and so willing to give.—
Iron Age.

Hotel Cody

Grand Rapids, Mich.
A. B. GARDNER, Mgr-

Many improvements have been made
In this popular hotel. Hot and cold
water have been putin all the rooms.

Twenty new rooms have been added,
many with private bath.

The_ lobby has been enlarged and
beautified, and the dining room moved
to the ground floor.

The rates remain the same—12.00,
1250and $300. American plan.

All meals 50c.

The Breslin

Absolutely Fireproof
Broadway, Corner of 29th Street
Most convenient hotel to all Subways
and Depots. Rooms $150 per day and
upwards with use of baths. Rooms
$2.50 per day and upwards with private
bath. Best Restaurant in New York

City with Club Breakfast and the world
famous

“CAFE ELYSEE”

NEW YORK

When you see a traveler
hustling extra hard make
up your mind his object is
to reach Grand Rapids by
Saturday night. Sunday

passes quickly at

Hotel Livingston
Grand Rapids, Mich.
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What the Buyer Knows.
How much does the average buyer
know about merchandise?” | asked a
traveling man the other day.

“Not a great deal, so far as detail-
ed analysis is concerned,” he replied,
“and it isn’t necessary that he should.
Now, there’s Harry May, up at Saw-
yerville. He is one of the most suc-
cessful buyers in his district, and he
never tries to see whether he is get-
ting the lowest price or not so much
as to ascertain what the merchandise
will bring and still pay him his mar-
gin of profit.

“He picks up a piece of goods and
looks it over critically and decides
what he can sell for before he even
asks the price. Then, if there is suf-
ficient difference between the cost
and selling price he is satisfied. He
told me one day that price paid did
not worry him so much as to getting
the most desirable goods, and that he
would willingly pay a higher figure
for something that would move in-
stantly and give satisfaction to the
one that got it than to buy the other
sort of merchandise 25 per cent, un-
der the market.

“There’s another fellow in the next
town. He buys for Johnson’s store
there—a second-rate sort of a place.
He is one of those fellows that trys
to remember what every one quoted
him. He goes through my line and
picks out stuff, gets my prices and
then tells me what So-and-So offered
him the same thing for two months
ago. He thinks he can remember
qualities as long as that.

“And another insane idea that he
has is that he can figure out what
certain things ought to cost. True, |ie
can come somewhere near guessing
the manufacturer’s cost of some
things, but he does not take into ac-
count that conditions of production
are not the same all over the coun-
try. He is always trying to buy at
less than market price, and if you
have a job of undesirables to unload
all you've got to do is to quote him
a price and wait for him to ‘com
back’ at you with a lower one
probably about what you had intend-
ed to get for the lot.

“Now, |’ve been on the road for
nearly twenty vyears, and I’ve seen
lots of buyers and you can take it
from me that the successful ones al-
ways bear the probable selling price
of an article in mind when they are
making their selections, and that the
selling price is of greater importance
to them than the cost. If a buyer will
give his business to reputable houses
that will do the right thing by him
in the way of prices and turn his
whole attention to getting the things
that will sell quickest, he is bound
to be successful, for not one buyer
in a hundred, especially in the small-
er stores, is a competent judge of

prices. JuW. F

The Drummer’s Trunk.

The unaccustomed traveler is like-
ly to have a number of pieces of hand
luggage to look after and bother
about, but the drummer traveling all
the time tries to spare himself all
guch trouble.
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On the platform of a railroad sta
tion stood a trunk, not one of the
cardboard variety with gingerbread
corners that would fall apart if you
dropped it off a wagon, but a rugged
trunk that wouldn’t even bounce if
you slid it off a roof. When the own-
.er of the trunk came along he placed
a hand bag he was carrying on the
platform for a moment and unlocked
the solid looking trunk and threw its
lid back. Then he dropped the bag
into a compartment within which it
just fitted, and then out of another
compartment which it just fitted he
lifted and set down on the platform
a sample case. Then he dropped the
trunk lid and locked the trunk, and
the next minute he was off with the
sample case to see the people he
wanted to call on in that town.

When he struck a town he didnt
have to bother over lugging his
handbag around with him or leaving
it somewhere or getting it checked;
he dropped it in his trunk and
there’s where he carried his sample
case, except when in actual use. He
could get all his belongings into one
piece of baggage, his trunk, and the
check for that he dropped in his
pocket.

If course, not all drummers can
get their baggage into this compact
form. There are men who take along
ten, fifteen, twenty trunks, a double
truckload of baggage. But usually the
man on the road has some scheme to
save himself all unnecessary troub-
le; and few men are more resource-
ful than the drummer.—Kansas City
Journal.

Traverse City Council’s Doings.

Traverse City Council, U. C. T.,
No. 361, held its regular meeting Sat-
urday evening, Nov. 26, and enjoyed
the largest attendance since the an-
nual meeting last February. Visiting
members present were: John D. Mar-

tin, of Grand Executive Committee
or Grand Rapids Council. No. 131;
Brother A. Sempliner, of Cadillac

Council, No. 143, Detroit, and Broth-
er Fred A. Castenholtz, of Muskegon
Council, No. 404.

J. G. Cornwall, Donn Evans, Wil-
liam D. Eaton and A. E. Ford cross-
ed the hot sands in due form.

After the regular meeting the la-
dies of the Council served refresh-
ments in the bouquet chamber. The
room was profusely decorated with
the colors of the order, pumpkins
and corn stalks. The remainder of
the evening was spent in dancing and
the Traverse City Council closed one
of its most enjoyable meetings with
a membership of eighty-six.

Indiana Travelers.

Indianapolis—The seventh annual
ball of Indianapolis Council, No. 4
U. C. T., will be given at the German
Home Friday evening, Dec. 2. The
arrangements are in the hands of
Louis G. Adams, T. W. Rodebaugh,
H. Kellenbach, Wailliam Bradford,
Shell Brown and C. D. Rodebaugh.

The Commercial Travelers’
ciation of Indiana will give its an-
nual ball Dec. 31 at the Board of
Trade rooms in this city. Between

Asso-

200 and 300 members are expected
to attend.

The officers of the Commercial
Travelers’ Association of Indiana will
go to Terre Haute Saturday to at-
tend a meeting of the members of
this Association, at which plans for
enlarging the membership will be dis-
cussed and a definite campaign meth-
od outlined.

Farmers Use Many Checks.

The common belief is that wage-
earners do not use checks in making
payments to an extent worth men-
tioning. This is probably true, if by
wage-earners is meant the manual
laborers. People in clerical positions,
with no larger income than manual
laborers, are users of checks to a
degree as large proportionately as
wealthy people.”

This is one of the conclusions in
a report made public by the national
monetary commission on “The use of
credit instruments in payments in the
United States.” The report was pre-
pared by David Kinley of the Univer-
sity of |Illinois. The deposits in
national banks by retail dealers on
a selected date, March 16, 1909, show-
ed that outside of reserve cities under
the national banking law, the retail
deposits aggregated $36,255,308, of
which $24,929,620, or 68.7 per cent,
v/as in checks. An examination of
retail deposits in five agricultural

states, leaving out cities of more than
25,000

inhabitants, indicated that
checks are used more generally by
farmers in making their payments

than is sometimes supposed.

The five states selected were IlI-
inois, lowa, Kansas, Nebraska and
Texas. Out of the total retail de-
posits in these states, amounting to
$4,984,181, the proportion of checks
was 72.8 per cent; currency, 21.8 per
cent, and specie, 54 per cent. The
percentage in each state in the order
of the highest ratio of checks was
Nebraska, 78.5' per cent; lowa, 75.2
per cent;Kansas, 74.4 per cent; Ill-
inois, 70.5 per cent, and Texas, 68.5
per cent.

Farmers who in 1890-1896 had no
surplus, now have bank accounts, and
there has been a notable increase in
payments by means of checks.—Fi-
nance.

He Was Sick.

In the bright sunlight on a rail-
road station in Georgia slept a col-
ored brother. He snored gently with
his mouth ajar, and his long, moist
tongue resting on his chest like a
pink necktie. A Northerner climbed
off a train to stretch his legs, un-
screwed the top of a capsule, and, ad-
vancing on tiptoe, dusted ten grains
of quinine on the surface of the dar-

ky’s tongue. Presently the negro
sucked his tongue back inside his
mouth and instantly arose with a

start and looked about him wildly.
“Mistah,” he said to the joker, “is
you a doctah?” “Nope.” “Well, then,
kin yo’ tell me whar | kin fin’ me a
doctah right away?” “What do you
want with a

doctor?” “I’'m sick.”
“How sick?” “Powerful sick.” “Do
you know what’s the matter with

you?” “Suttin’ly | knows whut’s de
matteh with me—mah gall's busted!
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Good Will and the Christmas Pres-
ent.

A great deal of criticism is yearly
poured out about the Christmas pres-
ent. Some of it is deserved. The
Christmas present that is a soulless
exchange between reluctant acquaint-
ances; the Christmas present that is
the largest amount of worthless show
for the smallest amount of wvalue;
the Christmas present that is beyond
the giver’s means or felt as an obli-
gation by the receiver; the Christmas
present that was somebody’s else last
year and is saved up and passed on;
the Christmas present, in other
words, that is machinery and pre-
tence, and not the living, real thing—
this ought to be criticised out of ex-
istence. But the real Christmas pres-
ent is a different thing, whose critics
judge themselves.

The real Christmas present is a
concrete bit of good will and affec-
tion. The baby’s first Christmas
stocking—what family could argue
calmly about doing away with it?
The children’s gift to mother, select-
ed in conclave, and saved for enthu-
siastically—how much it means. The
remembrance of friends, be they in-
timates of next door or divided by
half the earth—what a fulness they
give to the world-wide day! It is be-
cause of the sweetness of the Christ-
mas gift that foolish people abuse it.
They try to grasp too much, or to
fill the empty place of the real gift
with the simulacrum of it. Let each
Christmas present be real—let that
rule be held to—and all the joy is
kept, and all the mistaken rush and
overloading and nervous strain van-
ish.  For real gifts are full of sim-
plicity and love, and the spirit of
Christmas is peace—peace and good
will—Harper’s Bazar.

Dreams of Youth.

Professor Holmes, of the Univer-
sity of Pennsylvania, in a recent ad-
dress, emphasized the importance of
young men having dreams and Vi-
sions of future achievement. He said
every idealistic dream registered it-
self on the brain and contributed to
the ultimate formation of character.
And further he said:

“A young man must have his ideals
energized by love or emotion. He
must take steps to accomplish his vi-
sions and enforce his ideals. When
he has learned to dream and at the
same time be capable of positive ac-
tion he has formed a character that
will make him a power in civiliza-
tion.”

The trouble with young people is
that they drop their dreams after
getting out into society and busi-
ness. They become engulfed in style
and commercialism which amount to
a withering blast to ideals and vi-
sions. Professor Holmes says it is
a divine prerogative of the young to
sec visions. They can not have too
many of them, for they enrich char-
acter and build up purpose. It s
really a sad part of a youth’s experi-
ence when he gets out into the
world and mixes with its vanity and
selfishness and drops his dreaming.
Ohio State Journal.
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Michigan Board of Pharmacy. .
President—Wm._ A. Dohany, Detroit.
Secretary—Ed. J. Rodgers, Port_Huron.
TreasflcAf—John J.. Camp'beIL Pigeon.
Other Members—Will E. Col_l(ljns, WO0s-
; . s

Michigan Retail Druggists’ Association.
President—C. A. Bugbee, Traverse City.
First Vice-President—Fred Brundage,

Muskegon, . .
Second Vice-President—C. H. Jongejan,

Grand Rapids.

C_tSecretary—H. R. McDonald, Traverse
i

;Iyr'easurer—Henry Riechel, Grand Rap-

Committee—W. C. Kirch-
R. A. Abbott.
Fremont; S. T
Davis,

Executive t
essner. Grand_ Rapids;
uskegon: D. D. Alton.

Collins, Hart; Geo. L. Hamilton.

Michigan State Pharmaceutical Associa-

ion.

President—E. E. Calkins, Ann Arbor.

First Vice-President—F. C. Cahow,
Reading. i .

Second Vice-President—W. A. Hyslop.
Boyne City.

ecretary—M. H. Goodale. Battle Creek.

Treasurér—'Willis Lelsenring, Pontiac.

Next Meeting—Battle Creek: .

. Grand Rapids Drug Club.
President—Wm. C. Kircngessner .
Vice-President—O. A. Fanckboner.
Secretary—Wm. H. Tibbs.
Treasurér—Rolland Clark. i
Executive Committee—Wm. Quigley,

Chairman; Henry Riechel, Theron Forbes.

Soda Fountain Specialties.

Marshmallow Cieme Sundae. Place
a disherful of vanilla ice cream in a
sundae glass and over it pour a sauce
made of marshmallow paste, 1 part;
simple syrup, 2 parts, and sufficient
extract of vanilla to flavor. Top off
with a little whipped cream and a
red cherry. Place a few pieces of
pink marshmallows around the edge
of the sundae dish and serve with
nuts or not, as desired.

Chocolate Sundae. Place ice cream
in sundae dish and pour chocolate
syrup over ic? cream. Serve with
glass of water, napkin and spoon.

Opera Frappe. Into a 12-ounce
glass draw one ounce of coffee syrup,
one-half ounce of caramel syrup, one
ounce whipped cream and a little ice.
Shake and fill with carbonated water
using the fine stream mostly. Top
with whipped cream.

Cherry Blossom. Mix thoroughly 1
dram essence of cherry, 1 dram es-
sence of strawberry, ounce extract
vanilla, and 2 drams solution of citric
acid with %2 gallon of simple syrup
and color cherry red. Serve 1y2
ounces in 12-ounce glass of soda,
using 1-3 glass of ice.

Cherry Bounce Syrup. Mix thor-
oughly 2 pints of cherry bounce juice,
and 1 ounce of solution of citric acid
with 6 pints of simple syrup.

Malted Milk Chocolate. Chocolate
syrup, 1lr2 ounces: sweet cream, 1
ounce; plain water, 2 ounces, Hor
lick’s malted milk, 2 teaspoonfuls,
cracked ice. Shake thoroughly, strain
and fill glass with fine stream.

Leghorn Chocolate. Chocolate syr-
up, 1 ounce: vanilla syrup, y2 ounce;
egg, 1; sweet cream, 1 ounce; small
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amount of cracked ice. Shake, strain,
fill with fine and coarse stream; top
with nutmeg.

Chocolate Bush-Wha. Chocolate
syrup, lj2 ounces; coffee syrup, y2
ounce; sweet cream, 2 ounces. Shake
and fill with fine and coarse stream.

Egg Chocolate. Chocolate syrup,
\y2 ounces; egg, 1; sweet cream, 1
ounce;. Small amount of ice cream
if desired. Cracked ice. Shake,
strain, fill with fine and coarse stream;
top with nutmeg.

Egg Cho-Cola. Chocolate syrup,
1 ounce; Coca-Cola, 1 ounce; sweet
cream, 1 ounce; egg,- 1; cracked ice.
Shake, strain, fill with fine and coarse
stream; top with nutmeg.

Convention Day. Fill a 12-ounce
glass two-thirds full of shaved ice and
add 1 ounce sweet mint syrup, 1
ounce of Welch’, a slice of orange
and a sprig of mint. Fill glass with
carbonated water, solid, and stir gen-
tly.

Kansas High Ball. In a glass mix
the juice of 1 lemon, 3 ounces of
\\ elch’s, 1 egg, sufficient simple syr-

Preventative Medicine.

Pharmacists can do much in the
way of preventing infection from
noxious germs, said J. P. Remington,
of Philadelphia, in an addiess before
the American Medical Association.
Cleanliness has come in with the
antiseptics, and asepsis is being vig-
orously exploited. There have been
several practices followed by careless
and ignorant druggists which have
undoubtedly increased the death rate
in the past. Bottles and boxes which
have been sent straight from the in-
fected sick room to be refilled, bot-
tles for holding oil emulsions, and
other medicines, are usually sent
back without cleansing thoroughly.

Corks are particularly dangerous
as germ bearers; corks which have
been in the mouths of tuberculous
patients are often picked up by in-
fants, and as everything goes into the
mouth of a baby, is a source of in-
fection. The habit of not removing
the old label from the bottle or box
coming from the sick room, but pass-
ing the new one right over the old
dirt is a habit which has been animad-
verted against for centuries. Unclean,
germ-laden hands and fingers in
pharmaceutical manipulations should
be carefully guarded against, and the
disgusting habit, sometimes seen, of
using the mouth as a cork presser,
by chewing the cork, in almost ob-
solete, thanks to continued preaching
and teaching. Corks, bottles and
boxes from infected sick rooms
should be immediately destroyed; in
fact, they should never leave the in-
fected room. Prescriptions could

up to sweeten, half a scoop of crack-jeasily be refilled by telephoning or

ed ice and a little plain water; shake
well, jerk up with carbonated water,
fine stream, strain and serve in 8-
ounce glass.

Pepsin  Phosphate. Solution of
Pepsin, N. F., 8 ounces; raspberry
syrup, 16 ounces; solution of acid
phosphates, 4 ounces; syrup, to make
t pints. M. Lime juice, orange, grape,
and other phosphates are similarly
made.

Bronx Park Egg Phosphate. Into
a mixing glass draw \x2 ounces of
pineapple syrup and add 4 dashes of
lime juice and 3 of phosphate. Into
this break an egg and shake thor-
oughly. Fill with carbonated water
and strain into a 12-ounce glass.

Lime Juice Flip. Into a mixing
glass draw \ V2 ounces of lemon syrup
and %2 ounce of lime juice, add 3
dashes of phosphate and a little ice.

Into this break an egg and shake
thoroughly. Fill with carbonated
water and strain into a 12-ounce
glass.

Egg Lemonade. Break 1 egg into
a ni’xing glass. Use 1or 2 lemons and
syrup to taste; shake well with ice
and use a fine stream of soda. Serve
mi a bell glass with nutmeg or cinna-
mon.

Grape Lemonade. Grape syrup and
lemon syrup, each, %2 ounce; soda
water, large stream, 7 ounces; a dash
of acid phosphate. Stir gently with'
spoon.

Lime-ade. Lemon syrup, 1 ounce;!
lime juice, y2 ounce. Pour over fine
ice in mineral glass, fill up with soda
and stir.

having some member of the family,
not infected, send a written memoran-
dum giving the number and date of
the prescription which is to be re-
filled, and then have the pharmacist
send new containers.

The rejuvenation of corks, particu-
larly for wine bottles and other bev-
erages, is attended with considerable
danger and whenever old bottles and
boxes come into the store to be re-
filled they should be disinfected or
sterilized, but far better destroyed,
so that their power for increasing dis-
ease may be eliminated. The intelli-
gent pharmacist, when he is once
awakened to the necessity for taking
up his daily burden in preventive
medicine, will be enabled to do a
vast amount of work of benefit to
his fellows.

Why Stock Substitutes?

Why do some druggists stock sub-
stitutes for popular proprietaiy arti-
cles when they could make as much
money by selling the original? Such
druggists and their clerks go home at
night leg-weary and tired after spend-
ing the day and part of the night tell-
ing the purchasing public they have
something just as good, when by sell-
ing what is called for the profit would
have been the same or nearly so and
the labor infinitely less. We have
yet to see any druggist achieving
colossal success by such methods,
stealing the thunder of the success-
ful proprietor. The manufacturers
of to-day include many of the bright-
est and ablest men in the business
world. Most of them have also been
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retail druggists. They have won suc-
cess by the exercise of those quali-
fications and energies which will
bring success to any one. Substitutes
and substitution are a failure, looked
at from any view point. They are
bad business policy, alienating rather
than attracting the public. The cus-
tomer resents any attempt to switch
him from one thing to another, con-
sidering it a virtual reflection upon
his judgment. A store that gets a
reputation for this sort of thing is
foredoomed to failure. Substitution
(even with the customer’s knowledge
and consent) is bad business; it is not
good salesmanship, as some apolo-
gists would have us think.

A consideration of the moral and
ethical aspects of the question would
not appeal to the substituter, hence

we do not attempt it.—Practical
Druggist.

Antitoxin and Diphtheria.
The widest possible publicity

should be given to what the health
department has to say on the subject
of diphtheria. We quote from its
last weekly bulletin, which reads:

“Antitoxin will cure practically all
cases of diphtheria if the antitoxin in
proper doses is given in time. It will
prevent the development of the dis-
ease in those who have been exposed
if the proper immunizing dose is giv-
en in time.”

These are not idle or ill-considered
assertions. Their truth is proved by
a most instructive experience. The
disease that used to make people
hopeless may now be fought with
confidence. And as the bulletin says,
poverty is no excuse for failure to
secure the necessary treatment to
save life, since “antitoxin is free as
water.”

Go after the diphtheria on sus-
picion if there are any symptoms that
suggest the disease. Don’t delay an
hour, but find out immediately what
the trouble is and act accordingly.
Learn the following by heart for
your guidance:

“If antitoxin is given on the first
day of diphtheria there will be no
deaths; if on the second day, nearly
all of the cases will get well; if on
the third day, most of the sick chil-
dren will recover; if on the fourth
day, large numbers will die. Later
than the fourth day antitoxin does
very little if any good.”—Chicago
Record Herald.

Every customer is supposed to be
honest until proved to be otherwise,
but all the same it is not wise to
leave strangers free to fill their
pockets if they have the disposition.

Merchants, Attention

Just Opened
Alfred Halzman Co.

Wholesale Novelties, Post Cards
BERT RICKER, Manager

A complete line of Christmas. New Year
Birthday. Comics, etc. Our stock isnot rusty—
itisnew. Fancy Christmas Cards from $350
“er M up Write for samples or tell us to call
on vou any where In the state. ]

‘We are located opposite Union Station and
nil mad orders promptly. Our prices will In-
terest you—ask for them.

Citx. Phore 6236 42-44 South lonia Street
Bell Phong;36*0 Orand Rapids, Mich.



November 30, 1910

; i Vanilla_ ... .9 00010 08
Lupulin e, @1 50 Rubia Tinctorum 12® 14
WHOLESALE DRUG PRlCE CURRENT Lycopodium 60® 70 Saccharum La’s 18® 20 Zincl Sulp ’ ® 18
VT 65@ 70 galacm fee 43(3%4 s hbl. gal.
i m Magnesia, Sulph. ~3® 6 >anguis Dracs Lard, extra ... 9001 00
_ Acidum g Sopalba 17501 & Sclllae Magnesia. Sulph. bbl @ IM Sapo. G Card No. 1 .7 850 90
Aceticum 80 Cubebac 4 8006 M Scillae Co.. ; 10® Linseed, pure raw 1 09®1 15
Benxoicum, Oer.. 700 75 £ Tolut Mannia S. F. 780 SB Sapo, M P
Boracic 0 12 Erigeron ...2 35@25 Tolutan .. Menthol 350®3 75 Sapo, W 15@ Lmseedf boiled ..1 10 1 16
QarboUcum’ 180 38 Evechthitos 1 00®111  Prunus virg - Morphia, ~SPicW3 3503 60 elUlitz Mixture .’F'Sr esntPn%t \lgvbls” aIM
45® 50 Gaultheria ..... 48005 00 Zingiber ... Morphia. SNYQ3 35@3 60 Sinapis ... Turgentme less..... 67
Nltrocum 88(% 1'0 Geranium ... 0z 7t Tinctures I,\\/Illorplﬂla C|\/|a| . ?18 ELTJ??'SMQ%aboy Whale  winter 20®
140 15 Gossippil Sem gal 70® 75 Aloes ... 60 M?/Sr?stlﬁga ﬁl%tonl 25% 40 _ DE VOES ' Pajnts bbl.
Phosphorium, «U. 15 Hedeoma 2 60@2 7t Aloes & Myrrh.. 60 Nux Vomica po 15~ ® 10 Snuff Sh DeVo’s Green, Paris ... 14
Sallcylicum 44® 476 Junipera 40®1 20 Anconltum Nap’sF 50105 Sepla Soda, Boras GM Eggg” repde”'”smar 7134
Sulphuricum "0 & Lavendula 9008 88 Anconltum Nap’sR 60 fepsly oaau, At o 292, Botes, 1Qart 89 Lead, whits . 1
Tartarlcum 38® 40 Limons ... 11501 2 Arnica 0 picis Lig N N™M Soda. Carb ... % 80Hre yell ,aer 101/%/ 5
Mentha Piper .. 2 2002 40 Asafoetida 3 ol 4oz ... ®  goda, BiCarb . 8%  Bllty dommerl 2M 2vi
Aqua, 18 des. ég g Mentha Verld ...3 40@3 50 Atrope Belladonna ac PI|E‘,II§ ng %l%ts'".'. % Soda, ‘Sulphas ™ @ Putty, strict pr 2v4 2RV3
é%g 20 deg. 180 15 Morrhuae, gal. ..2 00@2 7b Auranti Cortex.. 60 pi Hydrarg po 80 ® Spts.” Cologne .. @3 00 gﬁdeenPetlan’d. 1<l< 25%@1 3:%
arbone» ==t 120 14 Myricia ..8 0008 10 Barosma 60 Piper ‘Alba‘po 35" ®  gpis. Ether Co. 500 €6 SHAKEl, TreRT. TSN R
Anili jlive *WMA # Benzoin .. e piper, Nigra ‘po ) 08 S VCBeci bt B % Vermillion' Prime
MIN< 5 5002 26 Plcis Liquida — 10® 12 Benzoin Co. 60 Biumbi Acet ... 120 Spts. VI'i Rect M b ® Wﬁ”t‘e“cag lders? 13% %E
80® L% Picis Liquida gal. @ 40 Cantharldes g(li Eulwsthlp cet %pll 1 30® gpg \\//It’ll RI’?EI lé) gll % WhIItISgParlls ?Arrsnr o1 2
Reflow 2 6002 a1 Ricina . 401 00 GAPSICMT % DRI W T e Strychnia. Crys’l”1 101 30 Whit'g Paris Eng.
ellow Kosae o0z. 8 00@8 50 Cardamon Co. 76 Pyrenthrum, pv 20® Sulphur. Roll "-— 2M 5 Wi Wi s 81 40
Baccac Rosmarin! @1 00 Cassia Acutifol . 50 Quassiae ... 8® Sulphur Subl. 2% 6 iting, white Sn
e 60 Quina. N. Y . 17® Tamarinds ... e 8 10 ishes
Junipers .... 6® 8 SO@l 80 Ccasstla Acutifol CO 100 uma, S. Ger—— 17® Terebenth Venice 40® 50 Extra Turp ........ 16001 70
Xanﬁwxylum 10001 10 gsantal ®4 50 Cgtsegrﬁu : 60 thUna S P AW 17® 27 Thebrromae 42® 47 No.1Turp Coach 1 10®1 20
Baisamum 90@1 90 Cinchona 60
Inapis. ess. Cinch Co. 60
«olt * Sueam 08 % Eolimbia &
Terabin, Cafad 70® 8 Thyme 40® 5L Cuybebae 50
lolutan’ ... 400 46 Thyme, opt. 1 6l Dlgltalls 60
Theobromas 16®  2< Ergo N O
Cortex *0®1 88 FerrI Chioridum’ %8
Able«, Canadian 18 Potassium Gentian .
Caaalac 4 5® If Gentian C 60
Clnchona Elava.. 18 Bi-Carb .......... Guiaca 60
Buonymus atro 80 RIcbmmaté QUi 60
Myrica Cerlfer?.'. %)Bromlde """" 3102% :EJS HLyjllggcyaanTus 50 . y .
PLrJlIJG:I% \é:r m.: 16 Chlorate po 12® zllg ﬁ%ﬁ'.ﬂe 'c'olorless ;g Drugg|Sts Sundrles
Ssdfialioas. g Cne i B, 9 G 8
-------------- Potassa, Bitart pr 300
Extractum Potass Nltras oppt ® 10 % BOOkS
Glycyrrhlza, Gla.. 240 80 potass Nltras — _6® 22
Shein B 8 B upnete g0 — 08 3 OB Gipnorgs 18 | |
Haematon, (3777 1s® 14 Sulehate P2 o Qpil, _deodorized Stationery Sporting goods
Haematox, M» ... 14® 15 : adix @ %5 Suasma
Haematox, M» «+ 16® 17 ﬁf&g‘é”m 30® 8 hatany
0e 12 San ulnarfa "
Carbonate P?crg;p Ié é;lljgr]nupso 20% %8 gtergentarla
Citrate and Quina romonium )
ientiana_ po 16.. 12® 16
Eelrbyaniim s © Giyehiifize pu 5 168 38 Vleran &) BELATED BUYERS
Solut. Chloride 16 H%?astls a1 12%3 0 %/_era_tbrum Verlde 8%0] .
?&'p'h“Z%S Som Hydrastis, Gan. po i iy 7E yet have a few samples as well as a small
I. per owt. 70 |nul Aether, Spts Nit3f 30® 36 . .
suphale pure { Asther, Spts N|t74f3§% ] quantity of regular stock of Holiday Goods
Flora umen, grd po
. Annatto . 60 H H
Amica . 200 Antimoni, "o 2 5 that we can offer you for prompt shipment at satisfac-
i ) Antmon! <t'po T 400 55 . .
PfH Antipyrin o @ 2 tory prices and terms—early buyers get the first selec-
Barosmz e 18601 90 ersgeer?tl Nitras™ oz @ %
t icum ... .
Ca‘?'sl%evgﬁyl 0. 1f®@ ** Balm Gilead buds 60® 65 tion.
(S:alssm ?fcutlfcl)l 25® 30 Zerpentaria 50® 55 Blslmuth éhIN ng 3%
alvia' officinalis. eium or, |s . ;
M» and i@ w Smilax, M f B e Icium Ghlor, M3 0 Albums Dishes Manicure Goods
Cva Urei ... 8® o fo gglntlﬁ%dgshlokus % 51;(2) Doll Perfumes
Qumml S nplocarpus Books olls
Acacja, 1st pkd. \)/aleprmna pEng 16(()) C?ES:SJ' 'F::rrbjgss ?)g @ %g . .
Agacle! 209 i Valerins, Ger M5 capifreiBpo @af  Bric-a-Brac  Games Pictures
Acacia, sifted sts. oL 25®
Acacia, po .. ngiber Semen Carphyllus E Burnt Wood Hand Bags Postal Albums
Aloe garb Anlsum 22 0 18 Cataceum 35 H
Al Cabe ARy, ol T cente, £  CutGlass Iron Toys Stationery
2108, Ird, i8S ooesereninnns
,IATsnang%ﬁ\ja %annabls Sativa 70 7® (é%a Flava 40® 45% v trul
ardamon ....... 70®  Crocus ...
Ide_Hégrl]Tju'L’ls > Carui po, 15 Chioroforri 64 ours truly,
Catechu. M -2 ® C?;%r}?éjr?éjr'ﬁm CCTtIIg:gI mHygqu?OUs gg H i
Catechu: Ms — _.® ydonium 1% Cliondrus e 200 2 Hazeltine & Perkins Drug Co.,
smphporbtum """" o Ipterix IOdlorate 3 50®4 B Cmg%%%(élg(éegmw gg% g
Toenlculum ... H H
Qafbanum ... <1 oem1 B migreai UM s Cotaime aine F-i 05@3 2 Grand Rapids, Mich.
Oauclacgum pg 35 e %‘?é‘éio{fﬁq less 70% 45
....... a
KINO ......po 45 Eobepdrd: Dbl SVA 68 Eletal o bbis @ 2
M\ansfphc 50 Pharlarls Canah 9® Creta, Prep..... @ 6
Opium 5 50@5 APA | i 5® Creta, recip. 9I® 11
p - f M Slnapls Alba ... 8® Creta, Rubra 0 8
gﬂe“ac ‘blaachog %O% 65 Slnapis ngra 9® CudbearI %4
Tragacanth ... 90@1 00 \k/ %Lé‘))(rt'r”?eulj ® 18 -
Horbe Frumenti B 2 00®2 656 Emery. aII e 3 L B I I M t
Absinthium 50@7° 00 fJH[?,SP,E' ot 2381, 6 Emery, po .. % 6 a e e OIS ener
Eu Egh%”um oz Plf Jsunlpherls CoNOéI' I1 68@2 0 ﬁera SL'J'I'p'h 65 gg® gg
<
Malorlum 0z bk 3ot Vini | Gall -1 7906 % lake White 2e 15
Mentra Pip ox pk ini Alba ... 125602 & I @ 3 an e er ea er
IF\{/Iueentra ver o Blé Vini Oporto -~ 125@2 © E¢iatin Cooper 3® 68
............ Sponges )
Tanaceium. V Gelatin, French 35® 60 . L.
Extra ellow sheeps’
Thymus L.oz pk ool Y tammage. P> @uzs Classware, fit boo it For Sealing Letters, Affixing Stamps and General Use
Magnesia .o Florida sheeps- W00|00@3 5 Glue, brown 1® 13
‘ég'r%'gﬁgte Pt 150 Grass sﬁeep'sj""\}\}oo| e G'“e opuhite ... 2 Simplest, cleanest and most convenient device of its
Carbonate, K-M. Carriage ... i
Carbonate’ ......... 18® Hard S ahte use. | %1 ﬁ{,%‘g usarams' ?é% kind on the market.
assau sheeps’ woo i i
Absmthlumm?y_'ﬁ 7 50@8 00 . rarrtage eps 50@3 75 ﬂ;g;g;g érgnmol 1 ég You can seal 2,000 letters an hour. Filled with water
Amygdalae Dulc. 75® Velvey e@gtma geeps @2 00 Hydrarg Gh Cor 85 it will last several days and is always ready.
Amyqgdalae, Ama 8 00@8 25 Yellow Reef, q: Hydrarg Ox Ru’m 5 gg i i
Al ei-cortex Mate use_...... ®1 40 H§8{2{9 Ungue'm 2 Price, 75¢ Postpeid to Your Address
Bergamll .. . yrups Kntnyo oUa. Ain. 9001 00
ACACIA  ovvveriernrennns
%gjr pouptllalll'i" ééjrrr%ntliogortex - 8 ILtR)InFI]EeSUbI 3 Z)?)i%% %%
Refopadi” lpecac ... Ltauor Arsen et TRADESMAN COMPANY GRAND RAPIDS. MICH.
Gimsmonl & o U 50® Hydrarg lod.
Eﬂ?{)“n’;‘“a'\"ﬁ‘_e_ ______ '_' gg% ?9 Senega Lig. Potass Arsinit 10% 12
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GROCERY PRICE CURRENT

i o N Limburger Cocoanut Brittle Cake 12~ Champagne Vgraft‘f[f' in bu?l?
These quotations are carefully corrected weekly, within six hours of mailing Pineapp e . 2 Cocoanut Taffy Bar .12 Sorbetto 100
and are intended to be correct at time of going to press. rices, however, are Swiss, omestrc 13 ~ocoanut bar ...
d tended to b t att f going to p P h ap ~>a Cocoanut Bar 10 Nabisco
. . - : . c ¢ G Cocoanut Drops ... 12 FEestino Erack 158
liable to craange at any time, and country merchants will have their orders filled at Amencﬂﬁwp'r% SerJu,\ée 55 Cocoanut Macaroons .18 Bent’s Water Crackers 1 4
market prices at date of purchase. Beeman’s Pepsin 55 Cocoanut Hon. Fingers 12 CREAM TARTAR
— Adams’ Pepsin . Barrels or drums
Best Pepsin Cocoanut Hon Jumbles 12 Boxes 2
ADVANCED DECLINED Best Pepsin, 5 boxes 2 00 Coffee Cake ... 10 square cans. .. . 36
ack Jack .o offee Cake, ice . ancy caddies
Black Jack 55 Coffee Cak d 11 F ddi 41
garogst Gum Made -, 3 Crumpets .. 10 DRIED FRUITS
%en Sen B'r'é'a't'h""ﬁ'é'r'*f"l gg B_ln_nefsBISCU'Ct O 23 sundried Apples
ucatan ixie Sugar Cookie undried ...
Spearmint .. o SEamily Cgookie .............. 9 Evaporated .... 10)4@11)4
Bulk CHICORY ;ig Cake Assorted ....
Red .. ig Newtons . Riforma
Eaglek, (F%orabel Cake..
. ranc A
Index to W trkcti Scheners il 6 Forsted Creams Do.g  COrSIeAn o
, Frosted Ginger Cookie 8
Oysters Imp'd 1 Ib. pk
By columns ARCTIC AMMONIAN o g oY g Germaner Saker & Co’s . Frosted Honey Cake .12 ImBorted bulk (@%3)‘}1
col 2o ovals 2 do*, box..76 Cove, 21b 11 65@1 Eremmm N %Fruit Lunch Iced ....10 Lemon Amerlclan 5
0 aracas ... ;
AXLE GREASE Plums Walter ML Ginger Gems ... 8 Orange American 13
. Plums ..o, 1 00@2 60 Premium, O6s . 30 Ginger Gems, Iced .... 9 o
ﬁﬂg]%nrlgase I Hg %%Odbngses 4(510* :5‘00 Peas Premium, )ds - 30Graham Crackers .... 8 Connoslangifjlgtser 3 25
B Szl%b tmlboxesé do* 4 4 2 II\EAarIrom!]fat ........ 85 CIDﬁRor %XVSEET Ginger Snaps Family 8 DessertMCIus er o & 00
; . pails, perdo*-—-—-6 wo Ear une ... Gi S N. B. C. 7)4 .oiw Muscmtis <
Baked Beans ... * 151h. Bails, Ber do*....720 Early)/lJune sifted 1 55 Regualr barrel 50 gals 7 50 =!NJe" 5naps " Gose Muscatels 3 cr. 6
Bath Brick * 251b. pails, perdo*...12 00 Trade barrel, 28 gals. 450 Ginger Scraps N. B. C. Loose Muscatels 4 cr. 6)4
Bluing « BAKED BEANS Peaches 0@l 25 40‘||;é'gdepke)?rrgeali 14 gals 2 2(5) Square ... I. M. Seeded 1 Ib. 7)4@8
Brcl)Johmes. r IZI?) ccatrjlr;1 p;grdgg* ........... B No 10size can pie @% Hard, 'per gal 20 Elopnpec;/drg;nki NoB G 12 . MCasllfOéma tl:nljknes .
*
d0* oo 180 Pineapple .. COCOA ; eeded, bulk .
31b. can, per dov.... Grated ... 9 8@z 50 Baker's . g7 Honey Fingers As. Ice 12 siltanas, Bleached . 12 1%
- Sliced ... Cleveland 41 Honey Jumbles, Iced 12 90100 52th boxes.. 7
Candles v o, English 96 Colonial, 35 - tb. boxes.. @
Canneg Goods bluing Fair Pumpkin o5 olonial, 3 :oneyh FI!iakCe e l§23)4 98 gg %g'tl% BOXES“@ ?4
Canned Meats ¢ Sawyer’s Pepper B EpPDS ... " 42 Househo ookies .... - . boxes..
garbon Oils .. : . r Gross (FBgog - '180 H%F;/Ier . 45 Household Cookies Iced 9 gg %% %g%g Bg’;gz” 8)4
Cereals  No & 3 e %83 E’x‘i‘%%% oh 2% Gwney. % !mperial ... -9 30 40 25U boxes, @11
Cheese ... f Sawyer Crystal Bag Raspberries owney, 36 Jersey Lunc 9 )4c less in 60Ib. cases
Chewing Gum . - T = 1 [T 400 tandard o em & .owney. 40 Jubilee Mixed 10 FARINACEOUS goods
gﬂlco ate” .. 2 BROOMS Col’a Rlvert!arlnlgn 2 25 ran H%lfrttee?r 4s % Kream Klips s, k-d Li ans 6)4
) i rk-d Lima oo
CIOCt(T:S Lines " - Ng: %Eg;ggg fi sew j: Eg Ro!ja ARllv?(r, flats e 12%1 ran I}:ilou%en, 4s | 1718 tzqu;ﬁ G 18 Med. Hand Picked 40)
Cocoangi - 2 No 3 Garbet 3 sew 4 00 "l “Alaska T 2001 B Webb . T B Lemon Siscuit Square g Brown H°E§?i‘ia ---------- 3%
. - ) [} emon Wafer
Coffee Parlor Gem - 75 Sardines WHB%? /S)is N %3 Lemona .. 9 pracka
Confectl EngcmO\r}v mshIlSK % 40 Domestic, 14s 3{3 gg COCOAN Mary Ann .. 9  Bulk, per 100
(C:eraecalr(n Tartar 0 Warehouse .. F e B%"nleéiﬂ‘é 0/21 Mﬁg @7 Dunham’s )45 26)4 M%rl?iggneg”%valkes . lZs Homlny
BRUSHES French. 9%s .. 7 4 - 2" Molasses Cakes, iced” 9 Pearl, 100 Tb. sack __175
. . cru enc I olasses Fruit Cookies accaroni an ermicelli
Oried Fruit 6 Sl ka FT h)4 18 @23 Mol Fruit Cooki M i and Vermicelli
rie FUILS oo ggl:g Eée;%k 811|n - 76 Shrimps | Mlc)ttled"'é'ﬁua'r'é ------ 1 in(])moer?éig, %g 'II% Bg§ “y gg
Pointed Ends gs Standard ... 90@140 io Qatmeal Crackers ..., "8 P ' - -
Farmaceous Goods .... 6 Stove Succotash . Orange Gems Pearl Barley
eed ® No 00 Fair .o , 14)4 Penny Assorted .9 hester .. 75
Eléﬂ.na”dT‘a’c feore: Y No 1R F 1 26@1 4 Breels S Hand 3 Empire
: 176 Fancy ... retzels, Han L
Flavor?ng Extract > No 17 Fancy Pretzelettes, Hand Md. 9 Peas
0 Shoe 1 00 Strawberries Pretzelettes, Mac. Md. 8 -een, Wisconsin, bu.
Fresh Meats No. ' go Standard Raisin Cookies 10  Green, Scotch, bu. ... 276
No. ‘170 ancy Raisin Gems . Split,  THueeeeoemrveeenreicionens 04
No. 1 %0 cy Revere, Assorted '
gelatme .......... No. ' Good Peaberry ; Rittenhouse Fruit ~ Sage
G?gmsBagS 8 Dandelluo-rrrTEZSRc sclgeLO——Ff—Z 00 Eg”cv' Maracaibo BbISCUIt """ N l% East India
CANDLES No. 10 1’ gcaltlohhé'gmGlgms '-----1010 82%22 Sacken
i cotch Cookies . ;
Herbs ... ESFS?ERS’ ?35 *7* CARBON OILS Spiced Currant Cake ..10 Tapioca
Hides and Paits 10 Wicking perfection Correls @) %u ar Flr';& S g %% ";'Iakf, 113())0 OJTJB Saiks. go/
---------- ? ultana Fnuit Biscui earl, . sacks
CANNE D. S Gasoline .. Spiced Ginteer Cake .. 9  Pearl, 24 Ib. pkgs. .. 7)3
Jelly Apples Gas Machine .. 15  Spiced Ginger Cake led 10
31b Standards . %1 Deodor’d Napa Sugar Cakes ... FLAVORING EXTRACTS
o Gallon 3 20@3 50 Eyllnder 2 1o Sugar Squares, large or Foote & Jenks
LICOMICe oo * Ib 1 90 Blzgck, winter %%@10 % Sur??\a}l(sme b "0 Coleman Vanilla
Standards gallons @5 00 CEREALS %0 Supetba ... .78 No. 2 size .. ...14 00
Matches ... KF ds Sponge Lad 25 No. 4 size
Meat Extrac N Beans 1~ Bear Food éI‘Dsetttlljzgﬁns 19 . Mocha 5‘31951ng Crim 9 No. 3 size
Mince Meat g ot Cream of Wheat 36 2th 4 50 Arabian ... 21 Vanilla W afers 4 No. 8 size
Molasses 1 16 Package . Waverly 10 Coleman Terp. Lemon
Mustard * W 1 25 Post Toasties T No. 2 New York™ Basis n-er "Seal Goods No. 2 size
Blueberries 24_pkgs.. ﬁi;ﬁ“CK'e 13325 Albert Biscuit o No. 4 size ..
*
Nuts %taawodnard N -26% M"QE&S” ansx))§§§xso|d ﬁprlowroot Biscuit .. 100 Ng % g:ég
Brook Trout J Athena Lemon Cake 5 3 M Vanill
Olives 2b. cans spiced 1*0 < todretalltars 0n|y MV%'I all Baronet Biscuit 100 4 axon Iexwan anlla 00
. , spiced ... orders direct “to W. F. Baronet BIiscuit ... 0z. ova
ittle Neck. Mb.1 00@1 Ma ?FY'tka AL 22§% Melughiin' & €3, Chica PWafers oo 100 4 & B
.ittle Nec i a o. S : oz. fla
¥ ittle Neck. 2Tb. @1 Plllrs)burys Vitos. 3'dz 4 25 9 gﬁmeo SB'S%““ " %88 8 oz. flat
8 Clam Bouillon Ralston Health Food ',}'gl'il)?nd)[l )gr gro boxesl" 2 Chocolate W afers 100 Jaxon_ Terp. Lemon
® Burnham’s )4 Pt. 536 21b WHeat Eood, 24 * 80 e mdls fo|| % gro. 8 Cocoanut Dainties 100 1 oz. oval ... .10 20
® Eﬂ?ﬂﬂﬁmi 8%2 ,,,,,,,,,,, 7»;705 alX%nkg ..... ?? ....... ?.(.) ....... 3 00 Hummels tin, )4 g%r 143 E?US,{‘ OYSIEF %88 % %zz of\llaatl .
Cherries Shred "Wheat Biscuit, . ACKERS F,\g,e Oclock Tea 100 8 oz flat
Red Standards ~ 1 40 6 PKOS .o 3 60 Natlonal BISCUIt Company Erotana oo 100 )
W hit 81 A K?:Illgi?egss Ibgﬁgesd nC(c:JSrn2 %0 I; an d Gln%er Sncaps kN Rcd 100 Cresc,\eﬂrgtplévllg% Co.
u am- Crackers, Re
3al Soda Fai 0 Vidor, 86 PKOS s % g N. B. C.Sg.b " 6)4 bx 6 . 100 20z Der dOZ ------------------ 300
alt Gty 10 Yoigt Cream™ Flakes Seymour Rd. bbl % bx6 Lemon sSnaps . . 50 GS
it Eish ood .. 5 Zest, 20 5Tb ---------------------- 10 Sod Oatmeal Crackers ....1 00 Amoskeag 100 mbalelQ
eeds Fancy Rolled Oats N. B. C boxes Old Time Sugar Cook. 1 00 Amoskeag, less than bl 19)4
Monbadon (Natuerzsl) Rolled Avena BbIS. -4211 Select 7 Oval Salt Biscuit .... 100  GRAIN AND FLOUR
d 2 45 Steel Cut, 100 Ib. sks. 2 10 Saratoga Flakes Oysterlettes g 50 W heat
Soap per doz ' Monarch,” BBl 400 Zephvr .................... Pretzelettes, H -1 91
3008 No. 10 Monlimh 18 Regular > 138 N, RGYDbT 6% bx 6 Egmr!eTé)ﬁssctui't I 00 %
Ices 0. uaxer eguiar - 0 bx Saratoga Flakes 1 50 Winter Wheat Flour
%yarrucphs Standard uakercyrafz(lled':a\r/nvlhlgat”4 ® Egglﬁ bZI6)4Gbox§s % gg(cji;l(:r;cakgiss?\luitB C. %88 Patents Local Brands
JOT PR 3)4 Animals Wﬁet 00 S... 10 Soda Crackers Select 1 00 %?Fondh Patents
/ 24 2th. packages .. 2 S. S. Butter Crackers 150 2.ralg
Tea .... b Atlantics 12 Second Straight
Tobacco B TR CATSUP Atlantic, A 12 TJneeda Biscuit ... 50 2y
Twine icnic Tals Columbia. 25 PiS............ Arrowroof Biscuit ... 16  [Ineeda Jinjer Wayfer 1 00 “'&{T, i piiveis 25c er
N Mustard. 18 gmgers 4”“5 X Avena Fruit Cake ... 12 Sgﬁ?ﬁg bvugfcr;sBlscun 1 88 barrel additional. P
. Mustard. 2tb. %gg nider’s pints I o A Thia B isciit™ 100 _ Lemon & Wheeler Co.
vinegar ... Soused. 1)4Ib 18 CHEESE gumb 9 Zu"Zu Ginger Snaps .. 50 Big Wonder %s cloth 5 25
w Soused, 2 16 Bloneingdais™" 17 EalWhesis Asorted . §  Zwieback .ol 100 Big Wonder )as cloth 6 25
Tomato, 1Th Bloomlngdale - In S eC|aI Tin Packa es. Worden Grocer Co.’s Brand
p
Wleldng oo, Tomato 2ib... 2 8 Jersey 15 Chocolate Drops ... 16 (ages. uaker, paper £
Woodenware ... Mushrooms W arner 17)4 Choc. Honey Fingers 16 8 K loth "B 20
i Festino ... uaker, cloth ...
Wrapping Paper Riverside 17)4 Circle Honey Cookies 12
E‘g%‘f&%s---? ------------- | ﬂ Brick ... : 1% (éurrﬁntlFrun Biscuits 11% Ngg:ggg 12%c Wykes & Co.
. | 23 Leiden 1ICracknels ...
feast Cake 1» Buttons, s ...
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; splint, small ............ 2 75 Calfskin, cured No. 14
lemon_”~ IVheeler Co. POTASH Mackerel 1818 %%?13 OZ/OddzZ m gg %28 V\P'HOW Clothes, arge 8 25 Calfskin, cured No.  12%
Wil Star, ‘55 cloth 6 10 Babbit 400 Mess, 100 ths. ... .16 5013 Wmow. do Lues, smell 6 2 Pelts
,é ER 7 00 2%Ib. cans, 2 dz. in cs. 1 60
i 9 OVISIONS® Mess, wmuv'y, clothes, mem 7 2a Old Wool ...
White Star, %s cloth 6 00 Mess, Pure Cane
White Star, %s cloth 5 90 Barreled Pork ' ~ _Suiter Plate» ambs ...
Worden Grocer Co. (Sileart \L{vwg ESSdO or o\/at|5_ 30|Shear|mgs
American Eagle Vacm 6 10 2R3N MIb 520-tn-crate
. -tR-crate 30 No. 1 i,
Grand Rapid v1 am & Bean Japan 11b.," 250incrate 2
Milling o, i) . iskPt. S Sundried, nobEm oasos 2 16 250incrate . '
ggalnyo'f Il\e}lt?wﬂesdta """"" 55280 S ar Fae N , 1 Sundried, choice ....30#33|j Ib. 250in crate. Unwashed Vr\{t%%l 28
Wazacd i --- 28U Clear - Sundried, fancy .. -.36040 ° Ib.. 250 in crate” Unwashed” fine” 53
W:gg{d Irlgujam 160 5 p éJr|- Salt Meat* Eegular n?]edlum "'234000%% Barrel 6 gz?lur each 2 40 Standard Twist 0 8
! : : ellies i egular, choice ... ) -
Wiead Sedivais 3 8 . Card L 8 %eagsﬁgaghrf:dncy ------ 36040 Barrel, 10 gal, each.350 ) 1o 5 .
€ e 4 6® Fé%#? Ior&nt(ljerlfg?d """""""" 11%0//% Basket-fired. ch0|ce 3 37 Round Head. Extra H H
opring_ wneat_riour p advance 1. Han Basket-fired’ fancy inch, 5 gross 50 Boston Cream .12
Koy Raker s> Bland 80 Ilg tukk)Js Avance Han Nibs #30 4% inch,” 5 Big stick, 30 tb. case 8
Golden™ Horn, family..6 9 28 b tbs ‘advance ]J Rix Siftings : Cartons, .60 Mixed Cand
Golden Horn, bakefs..5 80 - tins : s Mil * Eqgg Crates and Fillers y 9
Wlsconsm uye oo A a4y 20 Ib. pails .advance Fannlngs 1*01» nglgty Duinpty. 13 dz % Grocers . 6%
Judson Grocér Co.s Brand 1g ||B Pa'.||5 ggzgp]gg 1 Scotch, bla Muyune, rrLtjedrum 28 No fcomplete 0 gg&?ﬁ““on : g
Ceresota, fts .. .6 4 2 b Pa'.ls “advance 1  Maccaboy. in_jars . 3 Mo))iune choice ~.32j No. 2 complet . 35 Conserve 7%
Cei'eSUUI, 745 -6 40 - palS L ivteat* French Rappie in jars .43 Nioyune, fancy §#45) Case No.2 tUleroissets 1 38 Royal 12
Eglr%SOOnUtA VtvsheelerS'Bgan% Hams, 12 Ib. average.. 18% ?(O'?(P ngsuey mediu 25028 Case, mediums. 12 seta 1 16 Ribbon 10
0 Hams, 14 Ib. average.. 18% J. 8. Kirk & Co. Pingsuey, choice 301 Faucets Broken 8
Wiiigold, %s 6 76 Hams, 16 th. average..18% Amerrcan Family ... 400 pingsuey. fancy 404145 "ork. line«. * Cut Loaf 8%
Wingold, %s 6 66 12ms’ 18 tb. average 180/0 Dusky Diamond. 50 80z 2 80 Young Hyson >nrk’ lined 9 i . O [Ceader 8
Wingold, -%s B nd Skinned H ¢ Dusky Dnd 1100 i 0z 3 8 cpoee 0 TV *g +"ork lined 1" i WKindergarien "10
Worden Grocer Co.'s Brand Piian®q (i Do sats ™ Tg0s Jap Rose. 50 bars .. 380 Fanc 40059, Mod Sticks Erench Gre&m 9
II:aureII %S CIOth """" 82 california_Hams ... 119 Savon Imperial -3 Y Oolong™ ‘ITrojan spring ... %0 Star -1
L%““" YSeogioth o8 19 Bicnic Boiled Ham$ ™ YDVh'te Russian . Formosa, fancy ... 45060  Eclipse patent spring 8 Hand Made Cream . 16
urel 0 |°Sthc° 6 00 Boiled Ham ... 2 Sotmetova pars ~3 3% Amoy, medium ..26 No. 1 common 30 Premio Cream mixed 14
Laure Cloth e B Berlin Ham. pressed ..11 aunet, oval Amoy. choice 32 No 2 [>ai. mush holder 86 Paris Cream Bon Bons 10
Voigt Milling co.’s Brang Minced H 1 Snowbeérry. 100 cakes 4 oo & Breakfast ii2lb cotton mop heads 1 40
Voigts crescent .. ou Minced Ham Proctor & Gamble Co Medi ngiisn Breakfas 25 [deal No. 7 Fancy—In Palls
borglts Ilfilourmgt . 60 * ®6 cr?o.'é’é" - " “Pads GypsyBHeaBrts .
or%s Ygienic «Q Eane hoop  Standard 200co Bon Bons
. 00 76 y india hoop Standard 235udge Sguares
e o S 8% copon, crole”.... s £ W G 0 R, S
Sleepy Eye, %s cloth..6 50 71 Acme. 30 bars, 75 Ibs. 4 00 ancy’ TOBACES 3 wire Cable 2 30 bailed Peanuts ...
Sleepy Eye, %s cloth..6 40 T H Acme. 25 bars. 75 ths. 4 00 Ei Cut paper Eureka 2 25 Starlight Kisses..
Sleepy Eve, %s cloth.'6 30 [H408 b Acme 2 bars, 70105 38 o, fne tu 145 Fibre San_Bias Gloodres L
eepy Eye. %s paper ; cme cakes ......3 60 BlOU oo : ozenges, plain ...
Sleepy Eye, %s paper 6 %O ree Big Master. 70 bars -2 g5 Hiawatha, 16 oz. ... 60 Toothpicks Lozenges, printed ...., 12
o ]\ﬁ)a,}so)n M A u10s Co. Eanmepless 14 88 gegrman Mottled” ........ 3 % H(')a"l‘i%hlf‘tl 3 0z gg Hardwood ot 2% (éhlamglor(t:r?choi:otlate ~12
erfection our . ' o erman Mottle X$ clipse ocolates ..
Tip Top .6 20 % bbl 1 German Mottled. 10bxs 3 25 No Limit, 14 oz. 418 Elreka Chocolates . . 15
ShaenPstent gt 8 % P R 2 00 German Mottled. 25b OJ'EWE‘ is oz Ideal .. Frgmg 1»0 Quintette ‘Chocolates 14
Marshall's Best Flour 590 g2 by ‘2 00 Marseilles. 100 cakes -6 00 Ojlbwa 5¢ p M éapzs hol ,, Champion Gum Drops
Perfection .Buckwheat 2 50 7° : 0 00 Marseilles. 10n ekes 5¢ Ojibwa, 5S¢ 47 Mouse, woo oles Moss Drops
Tio T Buckwh 520 1 bbl . Petoskey Chief, 183 ;mouse, wood, 4 holes 45
ip Top uckwheat F Marseilles. 100 ck toil Lemon Sours
Bad D Feed 2400 .- r 0 Petoskey Chief, 14 oz. 3 70 'mouse, wood, 6 holes 70 ]
adger Dairy Fee Kits. 15 Ibs g0 Marseilles. %bx toilet M i hol 65 Im erials
ﬁlffa faCHorse Feed 2? 9Oé) % bbls. 40 ths. 13 680 :ood Cheg;r Wrisle §001Sterlm%uD:rk&:5c ......... -2 76 Jllli(a)tusewoolg 0 holes .. %9 Hal_ %ream CB)p 5 2
afir Corm  .oovuercecione % bbis. 80 bs” 3 00 . Sweet , vooc - 8 ltal. Cream Bon ons
Hoyle Scratch Feed .. 1 © Casing Old Country 4015weet Cuba, 10c 11 10, pring Golden Waffles
MHI s kY Soap ] Rose Gum
Hogs, 400 . Standard, No. 1 7 60'
Bolted ... Snow Boy, 24 4tbs. H Auto Bubbles
Golden G Eeet; rouggls sett %8 Snow Bogll 60 oc ... =2 in. Standard, No. 2 6 €0 Fancy—In 5tb.
St. Car Feed screened 23 00 Sﬁgep m[;er Sundie . 9 Snow Boy, 10c . -2 . (S:ték‘)rllda"d Nlo 385 88|0Id Fashioned Mol
No. 1 Corn and Oats 23 Qo Uhcolored Butter'|'ne Gold Dust. 24 large 42 270 cyn. Raple, No- 3 -8 Kb, .25
corn, cracked ... 2 0 solid dai 412  Gold Dust, 100-5u .. .4 00mEweet Burley, "28I6¢54 & 18 Ca e N9 2 ses Kigses X.
Corn’ Meal, coarse .22 00 Y s o o Kirkoline, 24 4ib. .. .3 80jTiger, % gross -6 00 16-in. Cable No. 3 ....6 00 Orange Jellies .......
Winter Wheat Bran 24 O Countr%an(r)]leltsj M%gt?“ 16% Bearline 3 75 Tiger, 5c tins "5 5 No. 1 Fibre 2® Lemon SOUrS ...
Ml(fjfdlllng e e 26 0 corned beef. 2 Ibo....3 40 Bot’:;)pbi_ne - zsl%ledrAté‘e Bgmg %(I)k% e gg Ng g E:Bltg 35 Olrdoanaghéong Hore-
Buffalo Gluten Feed 33 00 Gqorned beef 1 Ib..... abbitt’s . . - ° arops ...
' Pl ashbo Peppermint Drops 0
V%?/rkreys geeéios Eggg% ng 1 IB - io?re(l)rbers 3;8 Am. Navy, 16%07. . Bronze Globe . * B« Ch%[r)npion Choc. 'Drps 6
O P Linseed Meal .35 0i potted Ham, %s Wisdom 380 Drummond Nat Leaf 8Y e i i2 H. M. Choc. Drops 1 10
O P Laxo-Cake-Meal 33 W potted Ham, %s Soap Compounds 2 &5 1D, Double Acme « ® H. M. Choc. Lt an
Cottonseed Meal ... 34 6U Deviled Ham, %s Johnson's Fine 5 10 Drummond Nat. Leaf Single Ac 1® Dark No. 12 . 1
Gluten Feed 28 50 Deviled Ham' s Johnson's XXX 4 25 per doz.. . Double Peerless lo EIIE?I’ Sweets, as’td 125
Brewers’ Grai 28 00 Potted tongué, ‘%s Nine O'clock ... 3 30 Battle Ax Single Peerless .3 26 ArlAlanLt Gums, DCrys 88
Hammond Dalry Feed 24 (L)% Potted tongue, %s Rub-No- Msore . ..3 8 Br nhﬁgumgmm%fgf" > f% LbZEnge;CO[;:’(I:ﬁtedrops &
courin
Alfalfa Meal) Fancy RICE Enoch Morgan’s Sons. Boot Jack . 8 Good Luck ... N Lozenges, plain ........ 60
Michigan carlots .. Japan Sapolio. gross lots -—-- 9 00 jBullion, 16 oz 46 UnlveNsa 8w Imperials »0
Less than carlots Broken Sapolllo alflgrob lots 328 %IrmaxWGolI(denTwms . 4538 in 1 ?% Igr%t;gqesBé.r. f®
Carn SA Es Sapolio smg € boxes . ,Days Wor . 1 am Bar ..oa "
Carlots 9 apolio, hand ,......... ,....2 25 Derby ... 28 eanu ar
Carlots . (C:glﬂrrng:g 1A]p|?tltm : %CZUHRS ,\goancgkagsw”ngl%% j‘é”l?rosd... 23 n. 3\[0703 787owl; ...... 2 SO%Iéagéivagdaefercsrms 8009é)5
m—— K
Carlots Burkeess. I?qu(ﬁ 12?]02' 259 3courine. 100 cakes .3 50 Gold Rope, 58 Butter -3 Wlgtring Rock 60
L th ---------- I"t -------- urkee’s, sma 0z. SOD Gold Rope 14 totb 58 Butter ..2 85:wintérgreen Berries 60
ess than caros Snider’s, large, 1 doz. 5 B 6% ’ in. Butter . 4 00:0ld Time Assorted 275
2 0z, bottles. oer doz. 3 00 Snider's, small, 2 doz. Kegs. i 8% Fa110 't Butter 6 901 Buster Brown Good 360
MOLASSES Packed 60 tbs. in box ' Assorted, -l Q0 Up-to-date Asstmt 303
New Orleans Arm and Hammer 109 Whole Splces Horse Shoe ..o 43 Assorted, 15-17- lFS’;API_E_i_?4 S 1-|:9” g%”te NO % """ 288
Fancy Open Kettle .. 40 Deland’ "3 00 Allspice. Jamaica ... 13 Honey Dip Twist . Whapping en Sitrike No, 2 ----—-—-
- Relana s - Cuiiiiiiuii straw ........ Ten Strike, Summer
Choice . DWIQhtS Cow _g&g'éllsplcezlargeb Garden u 30” Ea’ 450 Fibre Manila, white . 3 assortment .
g Standard *x*7 "31 8 gsvselsa on L 1 keystone0 Tw ; 4% Fibre Manila, colored 7-% Scientific Asst ....18 00
: asm No. 1 :
Wyandotte, 13%5525 ' Gnger. 0, it KEBBS" spuri- o~ icream Manifa » Cracker Jagk o,
8 Granulated, bbls.......... 80 Inger oc |n Parrot 281 Giggles, oc_pk 3 50
8{233}2{53 18(k))llbs ¢s. 90 Mace, Penang . Peachey Wax Butter, shart cnt 13 Po%g Corn Ballg’ 2605 1 35
mp, bbIS. o 8 M:igg No. 1 Picnic "Tw 32
Lump, 145 Ib kegs .

4» Wax Butter, full count 28

Wax Butter, rolls Azulikit 100s

1 Piper Heidsick
Mixed. 5c¢ pkgs doz.. :15 Kedicut, 1%

1 . P.
8
Half barrels e 28 gpUnt! medium ... 3 00 Calfskin, green, No. 2 11 bo .. @
W 201b. cans % dz. in cs. | oo

K " Rksr Cake Oh My 100s .00
Nutmegs. 76-80 ......*6 Red Lion ... agic. 0Z.ceivenns -.- gh Drop
%o 100 Scl%mr?gétksGrades 4 Nutmegs 105-110 Shg”y Cobbler 16" 67, Sunlight, 3 doz. ... 178 Putnam Manthol 100
60 5 th sacks pepper Black ... Spear Head, 12 oz. ... Sunlight, 1% doz. .... 60 Smith Bros............ 125
28 10% b, sacl Pepper, White " 8 Spear Head) 14% oz."". least” Foam. = do*—11® NUTS— Whoie
56 Ib. sacks Pepper. Cayenne . ISpear Head, 7 oz. ... Yeast Cream, 3 dos...I Or Almonds, Tarragona 16
28 1b. sacks paprika. Hungarian .. 1Square Deal oo, Yeast Foam 1% doz.. 68 NMONGS Linke 15
War Pure Ground in Bulk {S’[ar ........... 43 ISHP Al . ifornia
Manzanrlla 8 oz. 56 Ib. dairy in il bags 40 Allspice._Jamaica - 12 Standard Navy . 37 \whitefish, Jumbo
Lunch, 10 oz 28 Ib. dairy In drill bags 20 Cloves. Zanzibar ---22. Ten Penny Whitefish, No. 1 B
Lunch, Solar Rock assia. Canton .. 12 Town Talk 14 oz. 30 et
Queen, 56 1b. SACKS ..oovocrriisenns «4 'Ginger. African 12 VYankee Girl 33 Trout .. o i
0z Common Mace, Penang 5 TW Halibut Walnuts Soft sheII 15016
Queen""f\'/i'am'mo't'ﬁ" 28 Granulated, fine oo Nutmegs, 75-80" 36 Cotton, 3 ply 25 Herrin . % Walnuts, Marbo
oz, 5 26 Medium, fine " 95 .Pepper. Black 11% Cotton, 4 ply .ee 25 Bluefis 1™ Table nuts, fancy 13@13%
Olive Cﬁo'\'i\i""'z'"'do'z' """ ¢s SALT F"I'§'I'-'| """ iPepper, White jute, 2 . 14 Live Lobster : Pecans, Med 13
Per A0z, ‘2 35 Pepper, Cayen 16 emp é’yw“”:“ 1 BOIIed Lobster Pecans ,ex. large .7 12
Hardwood Tooth Picks 2 00 Large whole 3 Paprika, Huanarlan ~38  Flax, ‘mediim N 24 G %d K « Pecans, Jumbos .. 16
(LY VR g5 Small whole ... ®% Wool, 1 1b balls ... 8 Pak OCI Hickory Nuts, per bu.
PICKLES Strips or brlcks 7%@10% VINEGAR ICKETel o , Ohio,” new
Medium Kingsforg, i |bﬁ( ----------- 7%y, Highland apple cider Pike Cocoanuts ...
Pollock .. uzzy. Hb. pkgs. () QE( f’ . .
PICKLES Iand apple cider . S k 4 WH Chestnuts,
Mediu Strins s 15 Muzzy. 40 lTb pkgs 6 State ________ ve sene CWO ek ) Ilte "® State, per DU.........
Barrels 1,200 co nt .7 50 Chunks ... i % graln pure “White ..10 O |n|((>o | almon ......i Shollod
Half bbls., 600 count 4 50 noHana ngsford Barrels free IR addie Spanish Panone 9
5 gallon Kegs ... 5 T. M. wh. hoop, bbls. 16 60 Silver Gloss,” 40 libs CKING : - Ppanls H eanuts 52
4 Y. M. wh. hoops% bbl 6 50  Silver Gloss, 16 31bs. No. 0 per gross Roe Shad ... PR Hahess T
Ba Y. M. wh. hoops, kegs 65 Sliver Gloss. 12 61bs. No. 1 per’ gross N Shad Roe, each Walnut Halves ...36038
Half arr"é'l"s' ......... T M. wh. hoop Milchers__| Muzzy NO, 2 per gross ... Speckled Bass Filbert Meats . [215
. gallon kegs kegs ... 75 48 ||b- packages . No. 3 L DET QToss 76 H’\éD PELTS Alicante “Almonds 15
Gherkins ueen, bbls.... 00 16 51b. packages ENWARE ides Jordan Almonds
Barrels ueen, % bbls 4 7512 61b J)ackages Baskets Green No. t Peanuts
Halt barréis N Queen, kegs . & Bushels ... 100 Green No. 8 Fancy H P Suns
5 gallon_kegs 27 ro CRO%,JnPS Bushels wide band 115 85;9(1 NS 3 oasted
Barrels Sweet Small o NO :{ ‘1‘80|t|)b5 T ,egzﬁarrels 23 Market .oocoeeeeevenennnns s Calfskln green. No. 1 11  Choice, H. P. Jum-
Half barrels ' 9. 1, -
NG L 490"

gallon kegs ...
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Special Price Current

AXLE GREASE

Mica, tin boxes .75 9@
Paragon ... 55 600
BAKING POWDER
Royal
10c size 90
%Ilb. cans 135
60z. cans 190
%tb. cans 250
%I!b. cans 375
Itb. cans 480
¢ilb. cans 13 00
51b. cans 21 50

YOUR

OWN

PRIVATE

BRAND
Wabash  Baking Powder

Co., Wabash, Ind.

80 oa tin cans ... 8 7k
32 oa. tincans ... 1&0
19 os. tincans ,,,,,, 85
18 oa. tincans ,,,,,, 75
14 oa- tincans .,,,,, 15
10 oa. tincans .,,,, |5
| oa. tincans ,,,,,, 48
4 os. tincans ,,,,,, 85
11 oa. tin milk pail 1 00
18 oa. tin bucket ,,,, 0
u oa fflaaa tumbler ,, &
8 oa. alas» tumbler 75
18 oa. pint mnuon jar sa

CIGARS
Johnson Cigar Co.a Ibaml

* C, W., LOOO lota ... 11
Kl Port«na .23
Kvenlnc]; Pros»

ExempTar
Worden Grocer Go. Brand

. Ben Hur
Perfektion ... .35
Perfektion E .35
Londree ... .35
Londres Grand .35
Standard ... .35
Purttanoa .. .35
PanateUas, Finas .35
Panatellas, Bock 35
Jockey Club ... .35
COCOANUT
Baker s Brasil Shredded
M Se sfify per case ..2 sQ
IS ISc pk**. per case 20
IS I1Se U4 n le pkgs..
per eamm ___ ... J(
FRESH MEATS
Beef

CBrea» .......... 8
Emdquarters i al*
ojxur’ ... . ft7A
Rounds ....ceevenene N
JUBOfea . . T # 1
Otee» ... . W ft
Issare IP ft

%16
n
@15
Shoulders ........... 812%
Leaf Lard ... )13
Pork Trimmings @ix
Mutton
Carcass .ocvereens @10
Lambs @12
Spring Lambs @13
Veal
CarcassS ...oooceevenn. 6 @9
CLOTHES LINES
Sisal
60ft. 3 thread, extra..l 00
72ft. 3 thread. extra..l 40
90ft. 3 thread. extra..l 70
60ft. 6 thread. extra..l 29
72ft. 6 thread. extra.
Jute
60ft. 5
72ft. 90
90ft. 105
120ft. 15
Cotton Victor
50ft. 110
60ft. 135
70ft. 160
Cotton. Windsor
50ft. 130
60ft. 14
70ft. é 80
sort. 00
Cotton Braided
50ft. 135
40ft. 9%
60ft. 165
Galvanized Wire
No. 20, each 100ft. long 1 90

No. 19, each 100ft. long 2 10

COFFEE
Roasted

Dwinell-Wright Co.’s B’ds.‘

White House, Hb,
White House, alfe,
Bxeelalor, Blend, life,
Kkkelalor, Blend, 2'h.
Tip Tog, Blend, Hb,
Royal Blend

Royal High Grade
Superior_Blend ,,,.,
Boston Combination

Distributed by  Judaoi
Grocer Co.. Grand Rapids
Lee & Cady, Detroit; Sy-
mons Bros™ & Co..  Sagi-
naw; Brown, Davia I
Warner, Jackson;
mark, Durand & Co., Bat-
tle Creek; Ftelbach Co.
Toledo.

FISHING TACKLE

Cotton Lines

10 feet
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Small 20
Medium .
Large ..

Poles
Bamboo. 14 ft., per do*. 55
Bamboo. IS ft., per do*. SS
oo w ft., per doe. SS
GELATINE
j. : do*. Large .130
Oox$. 1 do*. Small ..1 60

Knox's Sparkling, doz. 1 25
Fa».* « Sparkling, gr 14 M
f-«tOON'S i 15*

-ox « Actdu'd. 4km .1 a

Wb

SAFES

Full line of Are and bur-
glar proof safes kept in
stock by _the Tradesman
Compan?/. Thirty-five sizes
and styles on hand at all
times—wice a* many safes
as are carried by any other
house in the State., " If you
are _unable to visit Grand
Rapids and inspect the
line personally, write for
quotations.

SOAP

Beaver Soap Co.s Brand

100 cakes, large size..6 50
50 cakes, large size..3 25
100 cakes,small size..3 85
50 cakes,smallsize, .1 9%

Tradesman Co.’s Brand

Black Hawk, one box 2 50
Black Hawk, five bxs 2 40
Black Hawk, ten bxs 2 25
TABLE SAUCES
Halford, large ... ,,.3 75
Halford, small .,,,....2 25

Tradesn.an

Made by

Tradesman Company
Grand Sapida. Midi.

TRADESMAN

L owest

“the

lowest market”

Our
world’s

catalogue is

because we are the
largest buyers of general

merchandise in America.

And because our com-
paratively inexpensive
method ol selling,
through a catalogue, re-

duces costs.

We sell to merchants
only.
Ask for current cata-

logue.

Butler Brothers

New York
Chicago St. Louis

Minneapolis

W hat

Of good printing?

November 30, 1910

TED FSMIl(IIS

Are More Beautiful, Simple
and Sensible than Ever Before

Air Cooled. Light Weight, Easy Riding

Model H. Franklin, 6 Cylinders, 42 H. P
7 Passengers, $3750.00
Other Models $1750.00 to $5000.00

The record of achievement of Franklin
Motor cars for 1909 covers no less
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., inthe
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—Ilight Wei%ht and light tire
expense—Ilook into the Franklin.

Catalogue on request.

ADAMS & HART
West Michigan Distributors
47-49 No. Division St.

Is the Good

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.
your customers.

It has the same effect on
Let us show you what

we can do by a judicious admixture of

brains and type.

your printing.

Let us help you with

Tradesman Company
Grand Rapids



BUSINESS-WANTS DEPARTMENT

\jlutiscmecnts ms

BUSINESS chances

Compelte. druﬁ stock (in storage?,
$3,000. Will sell at discount, terms fto
suit or exchange for small fruit farm or
other property. Chas. Maynard, Milan,
Mich.

For Sale—The business formerly con-
ducted by Billings _Bros., of "Harbor
Springs, consisting of stock of groceries,

rovisions, fixtures, horses and™ wagons.

ood oPportunlty for the right party, in -
quire of Adrian Oole, Trustee, c-o Mussel-
man Grocer Co., Traverse City, MICh.O

_For Sale—Barr Cash Carrier, four sta-
tion, practically new, at a sacrifice. Ad-
dress Box 143 Buckley, Mich. 56_

For Sale—Grocery, best stand

in Au-
rora. For partlcufars address Grocer,
55

412 Soring St., Aurora, 111
Bring Something to Pass

Mr. Merchant!
Build up your business.
cream of ﬁo_ur stock In a special sale. Use the

lan that brings ail the prospective buyers in
ace to face competition and gets results, |

rsonall n
REFSBAY KOTAUSL  JomN . GIBBS, Auc-
ioneer, Mt. Union, la.

Don’t sacrifice the

Stores and auditorium for rent; Athens
Ga, growing, prosperous_city; _excellent
businéss opportunities. For “information
address R. L. Moss & Co., Athens, Ga

.~ Wanted—$6,500 for 9% interest in pay
in business; .~ clean stock; inventories
$25,000; investigate, Exceptional chance
for right partg' gilt edge references fur
nished. Box 259, Bloomington, 111 53
Good Business Chance—Store building
electric Ill\ﬂhted throughout, to rent at

Crystal, ontcalm Co.. Mich. a

situated on banks of Crystal Lake,
beautiful body of water and fine summer
every day trade and fine

resort. Goo X
farming country Ssurrounding. Addégss

David Van Luven.
W anted—Sales manager to take charge

of sales. Oak and poplar lumber. One
who is familiar with oak flooring and fin-
ish business preferred. Licking River
Lumber Co.. Huntington, W. Va. 50
For Sale—Retail lumber yard in St.
Paul. Minn. A live, going business Iogg
established. Investment ‘around $1M>00.
Sales $50,000. Best of locations. Cheap
lease. Teams, wagons, etc., complete.

Stock reduced for winter.

For sale be-
cause the owner

e has moved to another
. This_should appeal to a lumberman
desirous of moving to a _ live, fqrowm
city for its social,” educational, financia
and healthful advantages. Might consider
some low priced northwestern farm lands
as_part payment. E. T. White, M4%r,,
412 Kittson "St.. St. Paul. Minn.

A combined grocery and meat market
for sale; a money-maker; easy terms.
Address Box 1S, Ashley, Mich. .47

For Sale—One Remington typewriter.
Also a National Cash Register (%old fin-
ish), with five counters and ticket detail
strip, one drawer. AH in perfect order.
Address Lock Box 80. Lake Odessa, Mich.

Merchandise Sale Specialists

iN
Stocks reduced st a profit, orentirely closed ! Fo
Highest j fished

oat. Resalte that always piease.
reference* a* to character of work.
991 Ohio Bsildia« Toledo# »Wo

Excellent Buxine*» Opportunity.
Rent—A two-story store building. zz*w».

Iso _store r adjoining. Best :
a|_1n town, l\/??crﬂigar{'s {‘a%ous trail be«,

i,ong lease. Terms reasonable.
No, 44, care Tradesman,
Special tales -The oldest fttle
ductor in the business, bar no one. Best
of references from wholesalers and

Address
*k

re-
;Sisales, W. W. Harper, Port Huron,
Mich. .

For gale—Drug store, doing a_ good
business. Must be sold by J«n, litown
i ne other store.

ddress No. 41,
care Michigan T.-auPownax, *>

For Easehang* Por Merchandise.—Two
fin* developed; ,.ch, black soil Southern
plantations. mjescribe stock Catty, Ad-
dress Box *60, Marion, led. _w
W yon want i baif interest in a wno*
iive hardware business that wftt pay a®
-xpenwes, Including proprietor**
and dmM=* ftmr mon in two

years
address Imqln -«are Tradesman,

4%

Turn over your "leftj»yeirs.”

|
I11261 Adams
The Comstock-Grisier Co. |

iAnn Arbor property
UVU»

_ited under tins lu-ad I'm two cents
MbsLi)llel v'/iitmuous

mseiuon. iarue less

For Sale—Old-established shoe stock,
finest location in Michigan’s best town
of 30,000.

Valuable leasé and absolute%
clean stock. Will invoice-about $12,0
easily, reduced to $8,000. This is a cash
proposition that will stand the most
careful investigation, Owner obliged to
make change "of climate. AddreSs No.
, care Michigan Tradesman. 37

Big Holiday Offer—We send free the
merchants friend, a reliabje non-mag-
netic gold watch, slplen_dld timer, adjust-
ed to heat and cold, jewel lever move-
ment gold filled case warranted
ears, with an order of 500 Little
redit Coupons, at $1.50 per hundred
books, 30 days’ credit given. Address
kittle” Marvel” Special, 310 South Hoyne
36

ten
Marvel

Ave., Chicago, 111

and good

For Sale—A doctor's practice
rifty townor

office equipment in a th

1,000 population, surrounded with a good
farming communlté/ in Central Michigan.
Address Mrs. C. E. Goodwin, St. Louis,
Mich. 88

For Sale—Drug and general stock for

sale in thriving town in_Central Michi-
an. Invoices about $3,500. Rent very
ow. Address Dr. P., care Michigan
Tradesman.

Dry goods and clothing stock for sale,
located in best factory “section or De-
troit; always a money maker; stock in
Al condition; best store in this section.
Best of reasons for_selling. M. Rosen-
zwelg, 2286 W. Jefferson “Ave., Delray,
Mich. 86

For Sale—Grocer, meat and shoe busi-
ness in a hustling countty seat of 1.000
population, with a good farming country
surroundingl This 7Is an_old-eStablished
business and entirely alive at present
time, but must be sold at once for good
reasons. This is a bargain for someone.
Address No. 19, care Tradesman. 19

IFor Sale—Stock of hardware and ;;1
A X I
Blements, InvgIekng gRbmt i Wiy A8
one frame building 40x40, part two-story.
Address No. 18. care Tradesman. 18

IMPORTANT

I can_positively close out or reduce your
stock of merchandise at a profit. | can posi-
tively prove by those who have used my meth-
ods that a failure is entirely out of the ques-
tion. | positively have the best, the cheapest
and most satisfactory sales plan of any »»leg-
man in the business.” LET ME PRO\ E'tT.

G. B. JOHNS, Aactioater and Sale Specialist
1341 Warren Ave. West Detroit. Mich

To Dealers—If you want first cost net
to you for your”stock of merchandise,
address Ralph W. Johnson, Maiden Rock,
Wis.

~~For~Sale—Small stock of ) ]
chandise located in_ the busiest little
town in Southern Michigan. Will sell or
rent my modern brick store building, ao
dress No. 16, care Tradesman. 1

Cash for your business or real estate
bring buyer and seller together. No
matter- where located if you want to buy.
sell or exchange any kind of business or
'g_ropert)é anywhere at anlyémce, address
rank P. Cleveland. Real Estate Expert,

Express Building, Chicago,

S

general mer

llinois.
For iate or Exchange—For real es-
first-class stock of general mer-
e in. up-to-datg town. s
0, pgg, care Tradesman.
r Sale-Half interest in _an estah-
shoe store in best city in the]|
Northwest Monthly payroll over
Party purchading "to take the en-
ure management of business. Abolii
10,300 required. Address No 1%
Tradesman. 9i

For ¢hie—Cash_or part trade, finest
millinery lore, Best location in Denver,
Colorado, for onimewmbered Cctroit
Bo* ins, Denver.

gafes Opened- W L, locum, safe eg
Grand Bsfdde Mleh__

. 9aril ff]Tr of generi irhendly

in G %ﬂ%&@%‘%
R P O B

petitor. Kovredn "B mre *

amn,
to t
fix*»

in thrifty town
l'omnu nitv %/r\}allck and

Sto#

id the first

a wor
than 25 cents.

W anted—Stock general

clothing ~or shoes.” All correspondence
confidential. R. W. Johnson, Inneap-1
oils, Minn. 818
For Sale—My store, with dwelling at-
tached. Stock™ of general merchandise,
situated at Geneva, ich. [l health rea-
son for selling. . A. Clark, R. D.
Townley, Mich. Fkk
For Sale—One 300 account McCaskey
register chpap. Address A. B., cjn
Michigan Tradesm an. »4»

HELP WANTED.

‘Wanted—Competent man to handle job-
bing line of dry goods in Upper Penin-
suld on commission. Line
strong. Address No. 51, care

Tradésman. Grand Rapids, Mich.

merchandise, j

Salesman with established trade to car- j

ry. first-class line of brooms on_ com-
mission. Central Broom Co., Jefferson
City, M o .

_ Local Representative Wanted—Splendid
income assured right man to act as_our
representative after learning our business
thoroughly by mail. Former experience

un_necessar)g__ All 'we require is honesty,
abl|lt¥_, ambition and willingness to learn
lucrative business. No solicitng or tray-
ring. ortunity

This is an exceptional OE)p
for _man in_your section to get into big
oaying business without capital and be-
come ‘independent for life. Write at once
for full particulars. Address E. R. Mar-
den. e The National Co-Operative
lleal Estate Company, Suite 371, Marden
Bldg., Washington, D. C. »

Wanted—Clerk for general store. Must
be sober and jindustrious and have som*

previous experience. _References required
Wddre»« Stnr* rnr» TVadewmnn *e’

SITUATIONS WANTED

Wanted—Position as manager of dry
ﬁqoods, clothin or shoe sto, un
arried man,

2 1578 ﬁf% Y%re_g
f 1500 BF ?;685-. Btrences

Address No. 11, care Trades-

fer town O
furnished,
man.

Want ads. continued on next page.

F'out AND
BURGLAR.
PROOF

AFES

Grami M U »
Safe Co.

Tr

insertion and one cent a word lor each
Cash must accompany all outers

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-

ter» from thousands of
who

people nave

bought, or ex*
changed properties a«
the direct result of adc

vtisb»<?  ti thw ¥ot.
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A HUNDRED YEARS AGO.

A writer in the Milwaukee Sentinel
calls timely attention to many rea-
sons for National gratitude which ex
ist at the present time but which
were absolutely unknown 100 years
ago. The schedule of new things
serves two excellent purposes. First,
it shows those who may believe they
have little ground for being thankful
how many real reasons there are, and,
on the other hand, it may give rise
to a certain degree of wonder that
the good folk of even half a cen-
tury ago were as grateful as those
living in the plenary year of grace
1910.

was not even
of Thanksgiv-
hundred years

For instance, there
a general observance
ing Day at all half a
ago. Except in New England, there
was no recognized annual Thanks-
giving Day until about 1S70, accord-
ing to the writer mentioned, although
of course the observance was much
more general than the bald statement
implies. But going back to 1S10, the
New England Thanksgiving dinners
had. it is true, turkey and cranberry
sauce, but they had few of the vege-
table side dishes and relishes without
which no festal board is complete to-
day. There were no canned goods
at that time—a fact which may cause
some to sigh that they did not live
in that far-off day. The fruits now
brought from the very ends of the
earth in a couple of weeks were ab-
sent from the great majority of
Thanksgiving tables. The dinners
were not cooked on gas stoves or oil
stoves or coal stoves or ranges.
There was no baking powder or yeast
cakes, no granulated sugar, no ground
spices, no flavoring extracts, no
ready-roasted coffee, practically none
of the countless housewives’ conven-
iences and accessories available to-
day. So much for the dinner.

The diners had no railroad trains
on which to ride to the family re-
unions. They could not telegraph
or telephone. A letter was three days
getting as far as a letter now goes
in three hours, and nearly a week go-
ing from New York to Boston. There
were no matches or gaslights or elec-
tric lights. There were no sewing
machines and no stores where cloth-
ing, hats, shoes or furniture could be
bought. There were no rubber shoes
or raincoats. A coal stove was un-
known and even wood-burning stoves
were a luxury of the rich. Horse
cars were undreamed of and Fulton’s
steamboat was only two years old.
There were no bath rooms, in the
modern sense, and no sewers or fire
hose or plumbing. Even Standard
oil was in the misty future and kero-
sene had not been “invented.” There
were no photographs. Writing paper
was made from rags, while the pens
were goose quills. There were no lead
pencils and, of course, no cameras or
kodaks or phonographs.

From many of the pests of this day
our forefathers were mercifully de-
livered, but on the whole one s
tempted to wonder that the Thanks-
giving spirit could he very enthusi-
astic and he does not wonder that
Puritanism had such a firm hold on

MICHIGAN TRADESMAN

the thought of the people. There
was so little about which to be jolly.
And yet, with it all, our great-
giandparents managed to live a tol-
erably happy existence and they
handed down tangible results of in-
dispensable moment and traditions of
inestimable formative value, and were
in most respects ancestors who may
be wisely and profitably emulated by
those who live to-day and those who
may come after us.

ARE NORMAL MEN HONEST?

The death of Tolstoi revives the
interest of sociologists and the gener-
al public in an organization which
was formed several months ago to
demonstrate the truth of the Rus-
sian author’s theory that it is as
natural for a normal man to be honest
as for a babe to breathe. Believing
in the truth of this theory, a hundred
farmers living in the vicinity of Med-
ical Lake, Wash., organized a con-
sumers’ company under the title of
the Farmers’ Educational and Co-
operative Union and bought a gen-
eral store fully stocked with grocer-
ies. provisions, farm implements—
everything, in short, which an ex-
perienced storekeeper would buy to
supply a farmer’s needs. Then each
of the hundred members was sup-
plied with a key to the door of the
establishment, which was not left
open, of course, to the general pub-

lic. There are no clerks, cashiers,
or storekeepers, no goods are dis-
played in the windows, neither are

there any handbills and catchy ad-
vertisements to tempt a housewife.
The store is an experiment to reduce
the cost of living.

It is to be regretted that further de-
tails are not given as to the manage-
ment of this interesting experiment.
Of course, common business judg-
ment will dismiss the idea as simply
one of the numerous impractica’
fads that not uncommonly get into
men’s systems the country over and
which can be cured only in the hard
and costly school of experience. It
may be admitted for the sake of the
argument that Tolstoi’s theory s
correct—that it is as natural for a
normal man to be honest as for a
child to breathe. And yet it is
equally true that not all men are
normal and therefore the experiment
will in all probability prove a dismal
failure from the fact that some of
the members of the company do not
belong in that category.

ROYAL “INVESTORS.

The announcement that Queen
Wilhelmina, of Holland, is preparing
to put her extensive holdings of land
in Alabama under cultivation and de-
vote portions of it to the raising of
goats and pigs, serves to call atten-
tion to the fact that the royal lady
ia question is a holder of American
property. The land was originally
purchased for the minerals supposed
to be contained in it, but the thrifty
Dutch queen has evidently not been
satisfied with the returns.

Queen Wilhelmina is not the only
European crowned head that has in-
vestments in this country if reports
are to be believed. Queen Victoria
is credited with having invested a

good deal of her savings in New
York real estate, and King Edward
is believed to have increased these
holdings. As royal wills are never
published, as a rule the extent of
these holdings has never been known.
Even other royalties have invested
in this country, although mainly in
securities.

European monarchs, no matter how
safe their thrones may appear to be,
have a wholesome habit of casting a
sheet anchor to windward and laying
up in foreign lands a store against
a rainy day. The Bank of England
is reputed to be the custodian of
much of this foreign treasure, and
productive real estate in this country
has undoubtedly absorbed not a small
share of it. Nobody will regret that
this is so, since it brings a good deal
of foreign capital to our shores for
investment and generally for perma-
nent investment, since security rath-
er than income is what is particularly
desired.

DRUNKENNESS AND POVERTY

The opinion of the leader of the
Rockefeller Bible class that “drink is
not a cause of poverty, but one of its
effects,” is one of those half-truths
which, like old gold coins, should be
carefully weighed before being ac-
cepted.

It is no doubt true that many per-
sons are led into the drink habit in a
desperate attempt to mitigate the
strain and worry of overwork and
worry; and that many become vic-
tims because their impoverished
homes are less inviting than the com-
fortable and cheerful saloons.

But it is also the truth that a great
number who have good homes and
pleanty of rest, even leisure, float in-
to the maelstrom of drink and are
soon in the downward swirl to
poverty.

Three thousand years ago a very
fine Bible teacher, one Solomon, said.
“Who hath woe? who hath sorrow?
who hath contentions? who hath bab-
bling? who hath wounds without
cause? who hath redness of eyes?
They that tarry long at the wine;
they that go to seek mixed winel!”
It is a very old picture, but quite
tiue to modern life. Any one can
have this schedule of misfortunes if
he will “tarry long at the wine.”
Which are the more numerous, the

cases of drunkenness caused by
poverty, or the cases of poverty
caused by drunkenness? We don't
know.  Neither does (Tie Rocke-
feller man!

Hibernation For Economy.

It is interesting to note the influ-
ence of the food supply on man pro-
tectively, causing a condition resem-
bling hibernation. For instance,
there is in Russia a certain class of
peasants who suffer from a chronic
state of famine which becomes more
acute at the end of the year and more
or less severe according to circum-
stances. In these cases, when the
head of the family sees, toward the
end of autumn, that by a normal
consumption of their supply of wheat
it will not last the family through
the winter, he makes arrangements
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to diminish the rations as much as
possible. Knowing that it will be dif-
ficult to preserve their health and
keep up the physical force necessary
for their work in the spring, he and
his family plunge themselves into a
condition known as “lejka,” which
means that everybody simply goes to
bed, lying down on the top of the
flat stove, and there they stay during.
the four or five months of winter.
They get up during this time only
to replenish the fire, eat a small
piece of black bread and take a small
drink of water. The peasant and his
family try to move as little as pos-
sible and sleep as much as they can—
stretched out on the stove top, they
preserve almost complete immobility.
Their only care during the long win-
ter is to keep down the body meta-
bolism, to waste as little as possible
of their animal heat, and for that
reason they try to eat and drink
less, move less, and generally to re-
duce the activities of their bodies.
Their instinct commands them to
sleep as much as possible—obscurity
and silence reign in the hut where,
in the warmest place, either singly or
crowded, the occupants pass the win-
ter season in a condition closely re-
sembling hibernation.—Popular Sci-
ence Monthly.

Don't Be a Grouch.

The thousands of little worries that
arise in the course of everyday busi-
ness in a big store are enough to
spoil the temper of a saint if he
would permit himself to be put out
by these annoyances. But the truly
v/ise merchant does not allow him-
self to be worried or lose his tern
per when things go a bit wrong. A
cheerful, sunny disposition and a
habitual smile is a valuable asset to
any storekeeper. It is reflected on
the salesforce and from them to the
customers. People like to trade at a
store where everyone is apparently
happy and contented—it is worth
much to any store to have the repu-
tation of being “cheerful.”

On the other hand, no one wants
to be waited upon by a gloomy,
grouchy salesman. The employer
must remember that to a great ex-
tent his disposition and moods will
be reflected in his employes. If he
comes into the store with a scowl
and a sharp word for whomever he
meets, his humor will prove infec-
tious and the salesman who is “call-
ed down” or rebuffed unnecessarily
will naturally start the day in the
wrong spirit. How many times have
we all heard the expression, “Look
out for the OIld Man this morn-
ing; he’s on the warpath again.” A
grouch has no business trying to
run a store. Be agreeable and smile
even if you don’t feel like it—keep
your clerks good natured instead of
rubbing them the wrong way. It
pays.—Merchants Record.

BUSINESS CHANCES.

For Sale—Drug, book and stationery
stock, inventorying about $3500. Good
first-class fixtures, with soda foutnain.
Domtg_best ‘business in _town, sales from
fountain this year, $2,250. Will require
about $2,000, balance as long time as you
want, with good security. « Population
p,500 and good farming country surround-
ing. Docated in Soufhwestern Mlchrljgan.
1II"health only caues for selling. Address
S B., care ichigan Tradesman. 58



INTERCHANGEABLE

*Have you seen the New McCaskey Index?

Lean On

McCaskey Gravity Registers are now fitted with the new

Patented,

Interchangeable, alphabetical and numerical

Indexes which have the DOUBLE ADVANTAGE of

quick action and ready reference.

The McCaskey Account Register System
60,000 merchants in all lines of business.
key System of TOTAL FORWARDING and ONE
WRITING is universally recognized as the most com-

plete method ever devised for handling accounts.

A postal card will bring you information FREE.

Manufacturers of Duplicating and Triplicating Salesbooks in all varieties

is being used by
The McCas-

you

The McCaskey
Register Company
Alliance, Ohio

(First and Still the Best)
Agencies in all Principal Cities

Detroit Office
1014 Chamber of Commerce Bldg.

Grand Rapids Office
256 Sheldon St.  Citz. Phone 9645

BOSTON

Heres The Proof

“White House”

and let ItSsuccess help

to success— for

“WHITEHOUSE?™
IS a LEADER, a
PULLER
PUSHER.

IS A GREAT
BIG SUCCESS

and a

DWINELL=WRIGHT CO.

Principal Coffee Roasters

CHICAGO

Kello™s “Square DearPolicy Protects Both

ROCER adCONSUMER
Trade Profits G a-d Flavor always
Assured the same

No “Free Deals”
to induce

*NO SQUARE DEAL POLICY

Among the stuff set aside for adjustment of loss
| opened several packages and found them not damaged
W e also found a lot of packages

Some time ago | assisted in adjusting a foe loss for a grocer.
was a lot of breakfast food supposed to be damaged by smoke.
by smoke— but decidedly stale, and refused to make any allowance whatever on these.

Goods never

Price-Cutting containing a biscuit— popular and well known. Upon examination | found these decidedly rancid and unfit for food. 1 Allowed to
learned later that all these goods had been bought in large quantities in order to get the price, and. as is often the case, Grow stale
the quantity could not be disposed of while fresh and saleable. Age does not improve anything edible. There isa limit
even to ageing Limburgerand Rocheford cheese—where loud smell gives some class in the nostril of the epicure, but | have
“ i yet to find the first cereal or package foods, or foods sold in any form, that improve by age, and the sooner manufacturers
NO_ (’Q’uar}tlty of food-stuffs change their system of quantity price and follow the “Square Deal” policy of a Battle Creek cereal the better Sold only in
Eirglcgu tsrsavor for themselves, the reputation of their product, and the better for the grocer. | justwant to add here that among the Cereals the genuine
4 put out as damaged by smoke, none of which had the least trace of smoke, were “Kellogg's Toasted Com Kellogg package
dmn Flakes,” (and three other brands¥ ) and others, not one of them crisp and fresh but Kellogg's Toasted Com
Flakes. Why? Kelloggs was the only cereal there not bought in quantity. Single case purchases kept it
Nothing to on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, considering quality, capital or n .
encourage over- warehouse room, the square deal policy is the best and only policy for the Grocer. Evrél(isvflhheeizn;sd
buying goods *Names furnished on application. to everybody
ddfildddidimitnil * REPRINT FROM “UP-TO-DATE”
Edited by J. W. Rittenhouse, official organizer of the Retail
1 . Merchant’s Association of Pennsylvania, is, according to its 3"
No Coupon official title “Published in the Interest of the Retail Mer- » Pays an honest
or Premium chants of Pennsylvania for the purpose of Promoting Or- profit to the
Schemes ganization and Maintaining in Pennsylvania the largest grocer
| §...a.4. a. . Body of Organized Merchants in the United States.”
TOASTE»
L rr PAYS EVERYONE TO STICK TO  mscorn~
Best advertised akes * Backed by the
and most popular J Kellogg name
American Cereal Iruntitem (M and reputation

J & U g g if



NpHE grocer really
doesn’t want

to sell bulk starch.

A R G O He realizes the trouble
and loss in handling it—

scooping and weighing and

© S t h @ putting it in a paper bag,
a r C to say nothing of the little

broken pieces which settle

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

But what is there to take its place?

Argo—the perfect starch for all laundry uses—hot or cold starching—in the big clean package
to be sold for a nickel. That’s the answer.
You don’t have to explain it but once to your customer—f she tries it, she’ll order it again.
To sell Argo—stock it.
CORN PRODUCTS REFINING COMPANY

NEW YORK

We Employ No Salesmen
We Have Only One Price

Yes, we lose some sales by having only one price on
our safes, but that is our way of doing business and it wins
oftener than it loses, simply because it embodies a correct
business principle.

IN the first place our prices are lower because we practically have

no selling expense and in the second and last place, we count one

man’s money as good as another’s for anything we have to dis-
pose of.

If You Want a Good Safe—

and want to pay just what it is worth and no more

—Ask Us for Prices

Orano Kaplds Sate Co. Grand Rapids, Mich.



