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December
I T  grow s late and the curtain w ill soon fall upon the scene. Have w e acted w ell the part that D estiny, 
A the director, has g iven  into our hands? Have w e  utilized the auxiliaries that Fortune, the property 
man, has bestow ed upon us? And w h o  has listened to  Reason, the prompter?

N ay, there is no sadness in the closing scene nor need w e bow  to  scant applause and hold forth 
our hands to  little tribute.

Ours is the stage of life, and w hile the heart beats young and the brain responds and hands are 
eager to  do their w ork, it is w ell to  be a mummer, it is good to play, for it has been ordained that, 
praise be, there is alw ays another a c t!—The Optimist.

_______________

BBoon
If D estiny should com e to me and say

“ I shall undo one thing that now  lies done.
Speak but your w ish and. as before, it stands

W hen yet Fate’s masterwork w as not begun.”
. T hen  w ould I answer, nay, nor hesitate,
j Before each w ish that lives w ithin m y heart.

Grant me but this and from it I w ill gain 
A  boon that is, of all, a part.

G ive m e but back m y lost ideals, m y hope.
My faith, m y trust, belief in men and things;

For all that you  have taken from me now .
N o sadder loss to  me its absence brings.

Long, long ago you  took  from this part,
T hen  gave me nothing in return when w on,

And life has seem ed a little longer since.
Less sw eet the rosebuds are, less bright the sun.

T o  feel once more, just once, that hearts are true.
T hat confidence is not a sorry jest;

And som ew here in the world there is for me
A  place w here dreams grow  real, w here fancies rest!

OPbat ttle 6ive to the World
■HE great question for us all is not so  much the name w e leave behind as the pow er w e continue 

to  exert; not w hat w e  can g ive the world of w ealth, of fame, of learning, but what w e can give  
of an enriching personality; not the philosophy w e may write, but the reality w e give to  ideals.

Character is the eternal increm ent of our world. Character is w hat I am, not w hat I may be 
thought to  be. It is the sum and result of all the impulses, habirs, aspirations, desires and passions of 
the life. It is the aroma and fragrance of a life or its stench and evil odor. It is of m yself essentially 
and not superficially. It is the real contribution w hich m y life makes to the w hole world.

Henry F. Cope.



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 Q U A LITY ?
The Pickling Season is now at hand, line up your stocks and 

increase your profits by selling the following brands:
“ HIGHLAND” Brand Cider and W hite Pickling  
“ OAKLAND” Brand Cider and W hite Pickling  

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

Oakland Vinegar & Pickle Co. Saginaw, Mich.

A Reliable Name
And th e  Y east 
Is th e  Sam e

F le isch m a n n ’s
The U. S. Courts Have Decreed
that the A M ERICA N  A CCOUNT R E G IST E R  AND SYSTEM  is fully 
protected by patents which amply cover every essential point in the manufac
ture of account registers, and in addition give A M ERICA N  users the benefit 
of exclusive features not found in any other register or system.

. These decisions have been most sweeping in their effect. They effectual
ly establish our claim to the most com
plete and most up-to-date system and 
balk all attem pts of competitors to in
timidate merchants who prefer our sys
tem because of its exclusive, money-mak
ing features. Every attack against us 
has failed utterly. The complaints of 
frightened competitors have been found 
to have no basi« in law.
OUR 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 against our letters patent. 
Here are the words of the United States 

court in a case recently decided in the Western district of Pennsylvania:
“ There is no infringem ent. The Bill should be dism issed . Let a 

decree be draw n.”
This decision was in a case under this com petitor’s main patent.
O ther cases brought have been dismissed at this com petitor’s cost or 

with drawn before they came to trial.

THE WHOLE TRUTH IN THE CASE 
is that the American Account and Register System not only is amply protected by 
patents decreed by the United States Courts to be ample but is giving the 
merchant who uses the American, so many points of superiority that its sale 
is increasing by leans and bounds. The American stands the test not only of the 
Courts but of the Dealers. It Leads the World. You should examine these points 
of superiority and exclusive features before you buy any account system. You 
cannot afford to overlook this important development in the method of Putting 
Credit Business on a Cash Basis. W rite for full particulars and descriptive matter 
to our nearest office.

THE AMERICAN CASE & REGISTER CO.
Detroit Office, 147 Jefferson Avenue, J. A. Plank, (J. A. 
Des Moines Office, 421 Locust Street, Weir Bros., O. A. SALEM, OHIO

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-dow n pivot. To 
show the excellent workmanship of the 
most im portant 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 w as 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 m eeting with success beyond our 
expectations.

W e use springs because th ey  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 therm ostat is the best mechanism 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.

S Moneyweight Scale Co.
58 State Street, Masonic Temple

Chicago
Grand Rapids Office, 74 So. Ionia St
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M ILLIO N S IN  M AIL ORDERS.
Sears, Roebuck & Co. is one of 

the g reatest of the country’s mail or
der houses. I t  has grow n to  enor
mous proportions not by the build
ing up of a legitim ate home business, 
but by ruthlessly raiding the busi
ness of every local m erchant in the 
land. Live and let live is no part of 
its philosophy. W ith its alluring cat
alogues and enticing literature it in
vades every field and grabs all it can 
get of the patronage tha t should go 
to the local m erchant.

How great this mail order house 
has grow n may be judged from  fig
ures tha t have just been given to  the 
financial papers. Sears, Roebuck & 
Co.’s gross sales during the single 
m onth of N ovem ber were $7,870,000, 
an increase of 19.6 per cent, over the 
same m onth last year. F o r O ctober 
the gross sales were $7,100,000, an 
increase of $305,000 over O ctober 
last year. The to tal sales fo r eleven 
m onths were $58,000,000, and for the 
year they will be about $64,000,000. 
Jn one day in N ovem ber the sales 
leached a to tal of $500,000.

How much of the enorm ous busi
ness done by Sears, Roebuck & Co. 
came from M ichigan? H ow  much of 
swell these stupendous totals? Let the 
the trade which the retailers in this 
State ought to  have had w ent to 
local m erchants fam iliar with local 
conditions figure it ought each for 
himself, and then let them figure if 
it will be to  their own advantage 
to have the facilities of the postoffice 
turned over to the mail order houses 
fo r the delivery of their wares. The 
proposed parcels post would be nuts 
fo r the mail o rder houses. I t  would be 
candy and pie for them. In  fact, it 
would be a whole confectionery store 
and bake shop. But it would be 
tough on the local m erchants, whose 
share of trade will be reduced to 
the leavings.

T he m erchants w ho do no t w ant 
the grip of the mail order houses

made tigh ter should w rite to  their j 
Congressm en and Senators, and when | 
you w rite do so as though you m eant I 
business.

—-----  ~
W H E R E  ECONOMY BEGINS.
Surely there are hopes for us as a I 

nation, for the G overnm ent has evi- 
dently come to a realization of the 
im portance of economy in m anage-1 
m ent. As a resu lt of this conviction 
the w ork of one band of its  em -1 
ployes has ju s t been doubled, the sal-1 
ary to  rem ain the same. Surely with 

j this frugal m anagem ent we can af- j 
ford a few m ore battleships, and pos
sibly raise the salaries of some of the 
leading people a t the capital; then so
ciety functions can be rendered m ore 
elaborate, and our reputation among 
nations the m ore com pletely estab
lished.

The reform  begins w ith the scrub
women, who are now enjoying the 
princely salary of $20 per month. 
This with only four room s to  clean 
daily was certainly a munificent 
recom pense, bu t under the new 
regim e eight room s is the daily re
quirem ent. I t  is needless to  say tha t 
they are the lowest paid of any of the | 
employes.

M any of these scrubwom en are 
widows w ith families dependent upon 
them  for support. T hey have no al
liance with trade unions; they can n o t| 
vote. T hey have neither time nor 
m oney to  w aste in airing  their griev-j 
ances. They are too glad to get the 
p ittance which keeps starvation  from 
the door to  take any chances of pull
ing this door together w ith them 
selves on the outside and the spring 
lock set. T hey are too weak to  fight j 
against the luck which seems to them | 
inevitable.

There are individuals who are will
ing to  take advantage of weak wom
en who would not fo r an instant [ 
think of treating  a man so unfairly. 
But we did not suppose th a t Uncle 
Sam was of this class. T here are 
em ployers who take pleasure in cut
ting  wages to  the low est notch, fully 
realizing the fact th a t here will al
ways be an abundance of help in 
these sw eatshops because there are 
so m any who can not step out of the 
treadm ill far enough and long enough 
to  find a be tter way of earning a liv
ing. But did you ever picture Uncle 
Sam as one of this sort of employ
ers? Surely strange things are done 
under the plea of economy!

Do not invest unnecessary capital 
in stock tha t the jobber o r m anu
facturer m ight ju s t as well carry for 
you. In terest m oney comes out of 
your profits.

No m atte r how badly you need 
large profits you can not afford to 
get a reputation for being a high 
priced sore.

DANGER IN  T H E  H ANDSH AK E. [ 
E xperts have found death traps in 1 

all sorts of common and uncom m onI 
places; and yet when a D enver edu
cator comes to  the front w ith the as- 
sertron tha t there is '‘nothing an- 
hygienic in kissing com pared with | 
handshaking,” a ja r  is produced in 
the social world, the world in which 
friendliness predom inates. E lders [ 
may doubt the tru th  of the assertion. I 
and young people may laud: ye t that j 
little word im plying comparison gives 
no special reason for the exultation [
of those who think the bans against
kissing a resultant of prudish ideas
ra ther than those governed by hy-
giene; while to  the m ajority  of think-
ing people the statem ent brings
thoughts along a new line—and seri
ous ones, too.

“A lm ost every hand,” he declares, 
encloses within the recesses of the 
nails or tissues millions of germs, 
which are com m unicated by the act 
of shaking hands.”

In the H einz pickling establish
m ent special stress is laid to the im
portance of keeping the hands in o r
der. And not only is the lavatory 
extensive, but every girl employed is 
required to  have her hands manicure.i 
by their expert at stated  intervals.
Thus is emphasized the necessity
having hands which me in contact
with food always cllean.

It is safe to  say at maiay who j
consider themselve- dify groom ed
are am ong the trans gres-o r s  t(
Prof. Thom pson re frrs. T hen r is cer-
tainly good excuse for press ing the 1
sale of manicure s< W e do not !
w ant to  give up tl !cordial' hand-i
shake. N either do we w ant to  be-1
come distasteful to the m ost fastidi-
ous in directly  aiding in this: newly ;
discovered m ethod of germ scatter
ing.

L et us declare w ar against the 
germ s on the hand, be the weapon a 
manicure set, soap, brush, o r crash 
toweling. There is no danger that 
anyone will overdo the process of 
keeping the hands in order, and much 
tha t they may neglect this point. Mis
sion w ork of the very best so rt may 
commence at this po in t You owe it 
to yourself and to  hum anity to  lend 
your aid in reducing the danger in the 
handshake.

K E E P SW EET, K E E P SMILING.
T he holiday trade is now at high | 

level. I t  is to  be assumed tha t every j 
live m erchant has the situation well 
in hand, tha t he has the Christm as | 
goods well displayed, the Christm as 
window dressing, store decorations I 
and advertising all well looked after, 
th a t he is him self radiating  the

T his is the season of good cheer 
comes during the last week. I f  the j 
Christm as spirit as glowingly as the j 
prelim inaries have been attended t o '

m em ber to  keep • 
age them to  thei 
t hem the example 
ing.

smifing.

A GOOD T IM E  TO  AGITATE.

generally of the community. Villages 
have characters and likewise repu ta
tions, ju s t as people do, and earned

ties tha t are w ithout these asao-
eiations may well take this season to  
think and talk it over and then as 
soon as the holidays are finished en
te r  upon the  work of organfzasbn  
and subsequent conference and pian-
mng.

More a 
paid by 
small to

nd m ore attention  is being 
m unicipalities large and 

these m atters. T o  secure

united eff
results organization and 

o rt are  essential. T here are
miiny w«iys whereby the looks o f a

silage can be g reatly  rm-
proved a)t com paratively small cost.
The spurn1 of im provem ent along any
civic line once inaugurated and prop
erlv push er! is both contagions and
becomes imbued w ith the  sentim ent
and a general slicking up and im
provem ent comes naturally  and 
easily. T his is a  good season for 
considering these things so as to  have 
the plans well m atured for inaugura
tion in the spring-.
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LIZZIE’S CHRISTMAS.

One Girl Clerk’s Method of Getting 
a Present.

W ritten for th e Tradesm an.
“And so,” said Lizzie, “I looked in

to the cracked m irror over my hem
lock washstand and saw a tired girl's 
face there, a face with thin cheeks 
and eyes that looked hungry.”

“And no wonder,” interrupted 
Marne. “ I guess coffee and sinkers 
won’t put no one in training for any 
fat person’s race.”

“ It was cold in the hall bedroom ,” 
Lizzie continued, "and so I did not 
stay there very long to get acquaint
ed with myself. I just said to that 
fright in the glass:

“ ‘Lizzie M orrison, you’re a cow
ard! You’re afraid to stand up for 
what belongs to you! Your time is 
w orth enough money to feed and 
clothe you well, and keep you in 
a warm room and here you’re shiv
ering and starving just because you 
haven’t got the grit to stand up for 
w hat belongs to you!’ ”

"You unloaded tha t all righ t,” 
Marne interrupted again, "only it 
don’t get no fur capes singing that 
to a cracked lookin’ glass. The boss 
is the man you w ant to m urm ur that 
to.”

"Marne,” said Lizzie, “I know what 
is the m atter with you. You’ll live in 
a hall bedroom all your innocent 
days if you don’t chop off on that 
slang. I ’ve heard the folks at the 
store talking about the wray you take 
the count on the English language. 
You'll have to cut it, Marne.”

"Any old time I can get the deci
sion over you in slang,” returned 
Marne, “I ’ll go back to  the berry 
patch. W here did you cash in this 
monologue stunt you’re telling 
about?”

“And I just said to  myself that I 
was fading away for lack of beef 
and warm clothes,” continued Liz
zie, “and w ent out to my coffee and, 
repeating over and over again tha t 1 
was a coward and afraid to ask for 
w hat belonged to me.”

“T hat didn’t get you anything,” ob 
served Marne.

“W hen I got to the store there 
was Dede Clovin, in a new blue suit 
with fur around her neck, and I says 
to myself tha t she ain’t got nothing 
on me when it comes to delivering 
the goods in a departm ent store. 
W hen Dede wTants anything she ain’t 
afraid to ask for it. You put her in 
a hall bedroom w ithout any register 
or radiator and the minute she caught 
sight of herself in a cracked m irror 
she goes dowrn the fire escape if she 
could get out of it quicker that way.” 

“She thinks a lot of herself,” 
agreed Marne. “She won’t stand for 
seeing tha t p retty  face of hers creas
ed chewing sinkers.”

“Marne!” said Lizzie. “ 1 wonder 
il you know how the slang you're 
producing sounds? If you ever get 
into society you’ll get bumps for le t
ting your talker get away from you 
like that.”

“You seem to be going some your
self!” grinned Marne. “Go on and 
tell me where you cashed in.”

“And I says to myself tha t I ’ll go

to the boss and tell him tha t I ’m 
in the discard and don’t belong 
there.”

“ I'll bet you didn’t, though,” ob
served Marne.

"You wait,” continued Lizzie. “I t 
was cold in the store tha t morning, 
and the scrubbers was late, and the 
floorwalkers was fresh, and I felt 
like going out and jum ping off some 
dizzy height before the boss come 
down. Then I takes me nerve in me 
hand and goes up to his door and 
knocks.”

ou’re the girl who ain’t afraid 
of her job, all right,” said Marne.

“H onest,” continued Lizzie, “while 
I stood there waiting for the portal 
to ope I wished the floor would drop 
to the basement, or there would be 
a cyclone, or an earthquake. I was 
that scared I alm ost fell down.”

“I never could ’a’ done it,” said 
Marne.

“H onest,” Lizzie went on, “when 
the kid opened the door and let me 
in there wras birds singing in me 
puffs. Tt was nine miles by the watch 
from the door to the big desk where 
the boss sat putting his thoughts in
to cold storage by means of a m a
chine that looked like a picture of 
his m aster’s voice. The floor was 
tippy, and the walls was making fac
es at me before I got up to that 
desk.”

“I ’d ’a’ hollered for help,” suggest
ed Marne.

“Listen, Marne. H onest, the boss 
looked up at me and smiled.

“ ‘Good morning, Miss M orrison,' 
he says.

“Then he seen how wobbly I was 
on me Trilbys and pointed to a 
chair.”

“Lizzie,” observed Marne, “ I hope 
you sorted out your LTnited States 
before you opened out on the boss. 
You never w ent to giving him any
thing south of Van Buren street, did 
you?”

“I don’t know, honest I don’t,” r e 
plied Lizzie. “There was a anvil 
chorus in me belfry and a sweet re 
frain cracking the fat on me figure, 
so I don’t know w hat I said at the 
beginning. I got dowm in the chair 
w ithout wrecking it and looked at 
the boss to see how he was going 
to begin the job of eating me.”

“Come on!” said Mame. “Tell me 
w hat he said.”

“ ‘W hat can I do for you this 
morning, Miss M orrison?’ is w hat he 
says.

“Then w ithout an overture or cur
tain-lifter, or anything like that, I 
opened up on the big act. ‘You can 
boost me salary, if you please,’ I 
says. ‘I ’m sleeping in the Arctic ship 
Roosevelt, and feeding on draw’ one 
and sinkers, and it don’t look good 
to me.’ ”

“You never did!” cried Mame. 
“You never put all tha t South State 
street at him, did you?”

“ I don’t know,” replied Lizzie, “1 
didn’t take me private secretary with 
me. The boss says tha t I ’ve been 
in the store a year, and tha t I ’ll be 
getting a raise in a few weeks any
way, and hadn’t I be tter wait and 
get in with the herd? Say, Mame, 
but that made the language boil out.

‘You’re from the country, you know,’ 
he goes on, ‘and can’t quite get the 
city game. Besides, it is be tter for 
you to be w orking here for the com
paratively small pay the position is 
w orth than to be lounging about 
home with the time from one matinee 
to another hanging heavy on your 
hands.’

“Say, but w asn’t that a corker for 
a girl th a t saves up for a m onth to 
go to  hear a five-cent artist sing, ‘Love 
me and the w orld is m ine?’ ‘Sure,’* 
says I to him, ‘I ’m com forted by the 
thought tha t work is hygienic, and 
tha t toiling girls is advancing the 
welfare of the human race, but I 
think we ought to get pie now and 
then.”

“You never did!” exclaimed Mame. 
“You never said a word about pie 
to the boss. Now, did you?”

“You bet I did, and I told him 
that I ’d heard tha t plenty of good 
hard wrork was an antidote for crime, 
and I was willing to  climb ladders 
to top shelves for five bones per if 
I could reduce the percentage, but I 
did think they ought to tru st part of 
the crime cure to  the flatties on the 
beat, and not leave it all to girls who 
put newspapers between the sheets 
of their bed to  keep from waking 
up dead with the cold in the m orn
ing.”

“You’re the lim it!” cried Mame. 
“I ’ll bet you got canned right
there.”

“Not so you could notice it,” Liz
zie w ent on. “The boss sat back 
in his chair and looked about ten 
thousand miles away over me head, 
through the ceiling, and then says:

“ ‘So far as I know, Miss M orri
son, your work has been satisfac
tory, but you still have som ething 
to learn of city ways.’

“ ‘I know it,’ I says, ‘I knows that 
I ’ve got to  learn a lot of things to 
get into the prize row, but I ain’t 
looking for that. I ’m from the coun
try, all right, and I sold everything 
from m en’s overshoes to mackerel 
to get money to come to  Chi. with.
I thought little old Chi. was good 
enough for me. I figured on the up
lift and the athletic exercise I ’d get 
hanging to straps in the street cars, 
and the loss of embonpoint that 
would come w ith the five-cent deli
catessen check. Sure I ’m from the 
pasture, but tha t don’t make it any 
easier for me to cheat me tummy 
out of w hat it has coming, or make 
myself feel like a free perform er on 
the harp when it is down to two 
above in me suite of elegantly furn
ished room s over the undertaker’s.”

“The girls will be proud of you. 
Lizzie!” cried Mame.

“H onest, Mame,” Lizzie contin
ued, “the boss just sat there and 
looked at me for a m inute and 
touched a bell. I thought he was 
getting  the blue envelope ready for 
me then, all right, but I couldn’t do 
any m ore than to  hike out to the 
pasture, anyway, for I was getting 
asham ed to look me mouth in the 
face, starving it the way I ’d been 
doing. W hen the kid comes in to the 
boss the boss says to  him:

“ ‘Take Miss M orrison down to  the 
grocery departm ent and tell George

to put her at work. If she eats up 
the m ackerel and lowers the cracker 
barrel,’ he says, ‘tha t is to be charged 
to  profit and loss.’ H e smiled at me 
again when he said that.

“ ‘Miss M orrison,’ he said to me, 
when I was finding out w hether 1 
could stand up or not, ‘you’ll get $10 
per after this, and when the rent is 
out on tha t refrigerator you’ve been 
telling me about, come to me and I ’ll 
put you wise to a place where you 
can get a corner room  w ith a Palm 
Beach atm osphere for $2 per.’

“He never said he’d put you wise, 
did he?” asked Mame. “You didn’t 
trail him along in the lingo until he 
became infected, did you?”

“ I ’m not referring to me notes of 
the words he used,” Lizzie said. “I ’m 
try ing to tell you w hat he said. And, 
Mame, if I ’d ’a’ had the nerve I ’d 
’a’ got this Christm as present six 
m onths ago. T here’s lots of girl 
clerks who don’t get w hat’s com
ing to them just because they’re 
afraid to ask for it. I ’ve seen pieces 
in the paper about the front being 
defective as a result bringer, but it 
was the bluffy front tha t got me this 
Christm as present of $5 a week all 
the same, and you needn’t look in a 
book for the proof.”

Alfred B. Tozer.

Christmas Is Coming.
T he fo lk s’ll com e for C hristm as—

I’m authorized  to s ta te ;
T h ey’ll s tr ik e us sorter early.

A n ’ s it  up w ith  us late;
The Jon eses  and th e Jenk in ses,

T he B u tterw ith s and B row ns—
T he o ld -tim e folk«? w ith  o ld -tim e jokes, 

From  all th e  o ld -tim e tow ns.

You’d b etter  stretch  th e  tab le  out—
If an y  room 's to  spare,

A n’ add a  corner to  th e  house,
A n ’ buy som e erock’ryw are;

A n’ your m other sa y s  sh e ’s  cornin’,
So w e ’ll build a  pulpit next.

A n’ I reckon th at m eans preach in’
From  th e  old fam iliar  text.

It sorter  seem s unnatural,
A n’ ta k es  a  fe llow  down  

T hat w e  n ever h ave  b ig  kinfolks,
T ill C hristm as com es aroun’.

A n’ then  th ey ’re w ith  us early,
A n’ th en  th ey  lin ger la te;

B ut th ank  th e  Lord, th ere’s turkey  
For every  pious plate.

B ut le t  u s  stretch  th e  tab le  out—
If a n y  room ’s  to spare,

A n’ pile th e  p la tes w ith p lenty—
Since it ’s  sm ilin g  everyw here;

A n’ s ince your m other’s cornin’
W e’ll build a  p latform  next,

For w e’re pretty  sure o ’ preach in’
From  th e old, fam iliar  text.

_______  -—Frank L. Stanton.

The Fussy Man.
Every one knows one or more of 

those conscientious egotists who can 
not rid them selves of the idea tha t 
no one can be trusted  to carry out 
the simplest details of routine w ork 
w ithout their personal supervision.

Tt was one of these men who sail
ed for Europe, leaving in his b ro th 
er’s care a parro t, of which he was 
very fond. All the way across the 
A tlantic he w orried about the bird, 
and no sooner had he landed at Liv
erpool than he sent over this cable
gram to  his bro ther:

“Be sure and feed the parro t.” 
And the b ro ther cabled back: 
“Have fed him, but he’s hungry 

again. W hat shall I do next?”—New 
York Times.

W hen you see an opportunity  to  
stock a new line of goods, stock 
them. Do not w ait to  see if some one 
else is going to do it or has done it. 
Get busy yourself and forget about 
the o ther fellows.
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The Spirit of Christmas.

W ritten for th e  Tradesm an.
O f all the Christm as stories ever 

w ritten D ickens’ “Christm as C arol” 
is the best.

W ith  the retu rn  of these delightful 
and refreshing Christm as festivities, 
wherein the hearts of young and old 
are made to rejoiee, one thinks of 
Old Scrooge, and the change which 
came over him.

Potent, indeed, is the spirit of 
Christm as, to have m etam orphosed 
the “tight-fisted” Scrooge — the 
“squeezing, wrenching, grasping, 
scraping, clutching, covetous, old sin
ner” tha t he was! But transform  him 
it did. And so Old Scrooge, having 
been born anew, startles poor, shab
by Bob C ratchit half out of his wits 
when he exclaims:

“A m erry  Christm as, Bob!—A m er
rier Christm as, Bob, my good fellow, 
than I have given you for m any a 
year! I ’ll raise your salary and en
deavor to  assist your struggling 
family, and we will discuss your af
fairs this very afternoon over a 
Christm as bowl of sm oking bishop, 
Bob! Make up the fires, and buy an
o ther coal scuttle before you dot an
other i, Bob C ratchit!”

Yes; and “his own heart laughed 
within him ; and tha t was quite 
enough for him. And it was said of 
him tha t he knew how to keep 
Christm as well, if any man alive pos
sessed th a t knowledge. May that be 
tru ly  said of us and all of us! So, as 
Tiny Tim  observed, ‘God bless Us, 
Every O ne!’ ”

N arrow  and self-centered and pov
erty-stricken, indeed, is the man or 
woman who does not feel his or her 
spirit warm ed and cheered and m el
lowed by the retu rn  of Christm as! 
F raught w ith all the precious mem o
ries of childhood days when the 
quaint, squat figure of our benign 
Santa Claus and the m arvelous, inex
haustible pack on his sturdy should
ers were realities to  us, the Yuletide 
season comes to  make the spirits ot 
men young again.

W elcome, thrice welcome, thou 
spirit of m irth  and cheer and good 
will am ong men! Life is all too se
rious and stressful and selfish! I t  is 
good for us tha t the tense periods of 
concentrated efforts, w ith the deplet
ing, life-consuming w orry incident 
thereto , should be punctuated by these 
frolicsome festive occasions, when 
spontaneous and resilient youth 
make us forget, for the nonce, that 
we are grown-ups.

L et us, therefore, bid this beauti
ful Christm as spirit a royal welcome 
to our hearts and homes. Open wide 
the doors—having previously swept 
and garnished your hearts for this 
the spirit of Christm as is, above all 
things, the spirit of joyfulness. He 
can not abide in the sorrowful, m or
bid heart. Make the heart glad. I t  is 
not a task impossible in the doing. 
On the contrary  it is the easiest thing 
in the world, provided you go at it 
in the right way. You can fill the 
heart w ith joy and gladness by th ink
ing of o thers; by striving to  bring 
ju s t a little joy  and gladness by 
thinking of o thers: by striving to

bring ju s t a little ray of sunshine 
into o ther lives.

T ha t rem inds us tha t the spirit of 
Christm as is, in very tru th , the spirit 
of unselfishness. I t  m em orializes the 
m ost unselfish event tha t ever tran 
spired in the annals of tim e—the 
transcendent and unspeakable gift to 
the world of Him who is at once “the 
bread of life” and “the Prince of 
Peace.” He who would enter into 
the spirit of this glad Christm as hol
iday m ust encompass in his thought 
and purpose in terests o ther than his 
own. T o  the heart whose impulses 
are generous and considerate the 
Christm as spirit comes with a mes
sage of uplift.

W hat a w onderfully suggestive 
thought it is, th a t now, over the 
broad, fair, prosperous land of ours— 
and in o ther climes and countries as 
well—the hearts of people are re
sponding to  the m asterly, loving 
touch of this wonderful Christm as 
spirit! Ju s t now the whole, wide 
w orld is steeped in the spirit of love 
and goodfellow ship; fo r everybody is 
thinking of somebody else and try ing 
to surprise tha t som ebody with an 
unexpected token of regard. Love is 
speaking in symbolism. Goodfellow
ship is em bodying itself in concrete 
and tangible form. Men and wom 
en and the little  men and women of 
to-m orrow  are giving gifts.

Yuletide is a perpetual stumbling 
block to the pessimist. To the man 
whose pet hobby it is to contend— 
either because he actually believes it 
or w ants to acquire a sort of notorie
ty because of his alleged belief—
that the w orld is u tterly  selfish, and 
the hearts of men practically im
mune to m otives disinterested—to 
such a person the Christm as spirit 
is an effective rejoinder. The hearts 
of men are responsive to  the spirit 
of b rotherly  love; and the world is 
grow ing better. More than ever be
fore the poor and unfortunate, the 
weak and the lowly and the aged are 
being rem embered by the strong 
and the vigorous and the well-to-do 
m em bers of the social body. Love 
has not abdicated the throne; and the 
fine spirit of altruistic service has 
not perished from  the earth. I t  is 
abroad m ore certainly than ever be
fore in the h istory  of the race; foi 
ours is the noblest age the world 
has ever known.

T he spirit of Christm as is the 
spirit of perennial youth. Youth is 
joyful and resultful and splendid for
everm ore. E xuberant life—the wish 
to be and to  do; to  believe in the 
good, great world and to  love it; to 
love and believe in man and manly 
tasks: to heed the call of service; to 
brave dangers for the sake of re 
wards and honors; to serve an ap
prenticeship long and tedious for the 
sake of acquiring skill and self-mas
tery; to long to  launch out in the 
swirling currents tha t we may have 
a part and lot in the big things of 
life—such is the dom inant spirit of | 
youth. I t  is restless—on the qui 
vive tha t it may be up and doing. It 
is ambitious—that it may possess it
self w ithal of the best. I t is cheer- I 
ful—because it is tha t period of our |

age when the rich, red blood leaps 
m ost m errily through our veins. It is 
the time of productiveness—for then 
our life forces are at full tide. I t is 
the time of optimism—for as yet we 
are not, in any sense, disillusioned: 
and the hard rebuffs and jolts, inci
dent to  the battle upwards, are alien 
to our experience. So the spirit of 
youth is glorious, prophetic—and to 
those of us who have past it some
w hat, rem iniscent as well.

This joyful Christm astide carries 
us back. It makes us live over again 
days tha t were, and 3>1T6 noty savQ in 
m em ory’s sacred trust. W ith the 
mem ory of those happy, care-tree 
days w herein the world seemed fresh 
and young and big with prom ised 
honors, there come to us the mem ory 
of youthful ideals and purposes. 
Some of them , mayhap, have grown 
a trifle dim. The logic oi events 
has not been altogether kind to  them, 
perhaps; and some of them, like rip
ened leaves, have fallen and blown 
hither and yon. And now we are 
carried back. W e visit, as it were, the 
shrine of our youth—that a lta r to 
which we brought our loved and 
cherished oblations. How it mellows 
our hearts and dims our eyes! Some
how we feel be tte r because the spirit 
of this glad season of the year hath

and the candy and the goodies
| out end—also of these do  we
| take generousl!v until we are
1 tively stuffed to  the limit. T he
[ takes on a look of dow nright

Cigil And the turkey and the cran
berry sauce; the cakes and the nuts

worf<

ness. W e have rem em bered otn 
friends and our loved ones, and otn 
friends and our loved ones have re 
mem hered us. O ur cup or jov is fille* 
to  the brim.

W ho is responsible for all this 
This same spirit of C hristm as o 
which I have been w riting. H e come: 

and cheer. H< 
*m grown-ups intc 

rem ind th<

to  heal and soothe
comes to  transform
children. H e ootn es
aged and the in firm
nate people of the
are not forgotteTt. H'

back. I t he Eps us of ou r yoi
with new cour- this good,

the witchet■y of in g time—
it, we are invest- bringing t
th ing  ot the spirit
and the wc►rid is thoughtful
O ur friend- seem Ihelp us “tr
sweeter. After a l l

agate gladness am ong the children or 
men; and rem ind us once again tha t 
the ties which bind us together in a 
great common fellowship are both 
many and strong.

And therefore, because of all this, 
we bid him welcome! Come, thou 
gracious spirit of the glad Christ
mastide into the hearts of ail of as. 
and especially into the hearts of this 
big. happy family of the Tradesm an! 
By thy w itchery make us to  forget 
ou r w orries: and give as back to r a 
little while the spirit and enthusiasm 

Hein us to  round out

fairer than it x 
dearer. Life see 
the fight is w orth while. In mom ents 

I of discouragem ent we may have said 
softly (to ourselves) : “W h at’s the 

¡use?” W e w ouldn't say that now—
| with the sense of thi- Christm as 
spirit upon us. No, not for w erfds! I 
Believe me, there is a use. W e are 
here to battle. O thers are dependent 

| upon us. W  can not honorably ca- 
j pitulate. The glad, care-free Yuletide 
¡season heartens us for the battles] 
tha t are to  be.

T herefore do we love this C hrist
m astide and the splendid spirit there- ! 
of. O ver the whole wide world, I 
am ong civilized pebples, the spirit of 
Christm as is hovering. He is laying a 
cool, soothing hand upon fevered i 
brows and rubbing out the furrows j 
He is stroking locks on tem ples that j 
have throbbed with the anxiety of j 

I big enterprises. H e is rem inding these 
boys of the yesteryears of their boy
hood pranks and escapades. W ith the j 

I sorcery of a magician he is making 1 
glory-tinted lights come and go on ! 
m em ory’s crystal lens. Everyw here I 
he goes he makes men better. He j 
soothes aching hearts. H e cheers 
fainting spirits. H e re-invigorates I 
minds strained to  the breaking point. 
He rehabilitates ideals tha t have suf- ! 
fered much because of the vandalism 
of untow ard events. H e makes the 

j heart beat as in the days of youth.
| In spite of the gravity  with which 
the flight of years has unconsciously i 
invested us, he makes us laugh and 

| hop and skip and rom p with the chil
dren—and tha t is good for us. The 

(joy which this im parts aids diges-

im portance of A ppearing Busy.

inside

trade.
sue

i noted this fact, and it is a  : 
| of param ount im portance that 
| cautions m ust be taken dnrin 
holiday period to  make the sti 
inviting as possible

on the stools readn 
unopened cases Mo 
trance, o r  the aisle

salesm en ena 
store o r sittxn 
newspapers, t 

id ing the et 
obstructed, at

things tha t tend to  create the im
pression tha t business is quiet. A t 
this season of the year there is al
ways som ething to  be done and there 
is absolutely no excuse fo r em
ployes to  be inactive. The im port
ance of “looking busy” should be 
duly im pressed upon them. T he re 
sult is sure to  be gratifying.

T he farther you go to  m eet busi
ness the quicker it will get to  you.
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Movements of Merchants.
O tsego—W orst Bros, have engag

ed in the m eat business here.
Sand Lake—Fred H. Peck has sold 

his m eat m arket to W arren W ain- 
right, of Ensley.

Mancelona — The Jerry  Hoffman 
grocery stock has been sold to Smith 
& Lake, of Petoskey.

Belding—W ill W ard has purchas
ed a half in terest in the City meat 
m arket of S. S. Smith.

Berlin—Ralph Burrell has pur
chased the hardware and shoe stock 
of Miss Bessie Raymond.

Beulah—P. A. Reed has sold his 
general stock of merchandise to C. 
M. Tinkham, of Grand Ledge.

Coldwater—S. Neveson, of M ar
shall, has purchased Geo. Lower's 
bakery and will continue the busi
ness.

Charlesworth—A. B. Howe, of 
Osseo, has leased the stone building 
here and will open a general store 
about Dec. 20.

B utternut—G. A. Carr, of Lansing, 
has purchased the W. B. Andrew’s 
stock of general merchandise in the 
postoffice building.

H olland—P. S. B oter & Co. will re
model their store, adding another 
story and making over the front with 
large plate windows.

Adrian—Florence and Edna Hines 
have opened a wom an’s exchange on 
E ast Maumee street and will carry 
a line of fancy goods.

M arshall—Earl L. Holmes has fil
ed a petition in bankruptcy in the 
United States C ourt in D etroit. The 
liabilities are estim ated at $12,546.

Petoskey—Edward Kneal is com
pleting a fine large greenhouse on 
his truck farm east of the city and 
will raise vegetables and flowers.

Cadillac—W. A. Truax, of the 
Cash Market, has bought the fish 
m arket of E. C. M anning and will 
continue the business with his own.

Copemish — W ynn Huffman has 
purchased R obert P lo tler’s interests 
at H arlan and will etrect a new store 
building and continue the business 
there.

Cadillac—W . H. Selkirk, of Boyne 
City, who is soon to open a clothing 
business in the new H askins’ build
ing, will move his family here at 
once.

T raverse City — Ralph Smith has 
purchased the m eat m arket formerly 
owned by W illiam Carroll and will 
continue the business at the same 
location.

F reeport—W . H. Pardee has sold 
his building and general store to  S. 
S. Lockwrood, of Marysville, O. Mr. 
Pardee has been in business here for 
twenty-two years.

Eaton Rapids—Borce & Stoddard 
have opened their new store in the 
Ford block and after the holidays 
will move the stock at the old stand 
to the new location.

Ionia—The firm of L auster Bros, 
has been dissolved, the business be
ing divided. Chas. F. takes over and 
will continue the grocery business 
and Fred G., the bakery.

T raverse City—Benj. Thirlby has 
sold his interest in the Traverse City 
Iron W orks to W. F. Calkins, who 
now holds about 75 per cent, of the 
stock and will retire from business.

V assar — The Michigan Savings 
Bank of V assar has been organized 
with $25,000 capital. W m. J. Spears, 
Anna K. Spears and Nancy J. H uston 
are among the principal stockholders.

H ale—R. J. F eathersto r’s general 
store has been sold to S. B. Yawger 
and D. A. Pearsall, and Wm. E. Ro- 
bart has sold his grocery and meat 
m arket to Geo. E. M orris, of M ont
pelier, O.

Crystal—G. A. C arr has purchased 
the W. B. A ndrews stock of gen
eral m erchandise in the postoffice 
building and will enlarge the line by 
adding groceries, clothing, shoes and 
furnishings.

Charlotte — Doyle & Penhalegon, 
dealers in dry goods, have dissolved 
partnership and the business will be 
continued at the same location by A. 
J. Doyle, who has taken over the in
terest of his partner.

M endon — Fire Saturday night 
swept the business section here and 
the total loss is estim ated at $40,- 
000. The sufferers w’ere L oster’s 
m eat m arket, where the fire orig
inated, Edw ard Kloce, harness deal
er, Roy Olney, furniture dealer, 
N orth, Jewreler, J. W . Simpson, 
hardware, and the H anbaugh Tele
phone Company.

H oward City—Local, professional 
and business men of Coral, Trufant, 
Pierson, Amble and this place have 
incorporated a Realty Company, for 
the purpose of buying, selling, hold
ing and developing real estate in this 
section of the State. The company 
has a capital stock fully subscribed 
of $4,100 and is officered as follows: 
President, Chas. A. Van D enbergh; 
V ice-Presidents, Sid V. Bullock, ¡v 
N. Densmore, A lton Petrie and Peter 
H ansen; Secretary, A lbert Engle- 
m an: T reasurer, Alex B runner; So
licitor and Sales Agent, F. N. P a t
terson; Counsel, J. Claude Youdan.

Manufacturing Matters.
D etroit—The D etroit Corset Co. 

has increased its capital stock from 
$10,000 to $50,000.

Grayling—R. H anson & Sons, saw
mill operators, have increased their 
capital stock from $100,000 to  $200,- 
000.

H esperia—Geo. W . Sowles has 
sold his in terest in the W hite River 
cream ery to  his partner, Andrew 
Skinner, who will continue the busi
ness on a co-operative basis.

P o rt H uron—The H avers M otor 
Car Co. has engaged in business with 
an authorized capital stock of $60,- 
000, of which $31,250 has been sub
scribed and $6,250 paid in in cash.

Portland — The W olverine Soap 
Company, W. W . Terrill, m anager, is 
planning to  m anufacture tooth  and 
talcum pow der and baking powder 
and to grind its own spices and cof
fee.

M arcellus — Phineas H ough has 
formed a copartnership w ith W . L. 
M cDonald and purchased a large 
tract of tim ber which will be made 
into bu tter tubs, barrels and stave 
bolts.

T raverse City—The Loudon H ydro 
E lectric Co. has engaged in business 
with an authorized capital stock of 
$50,000, of which $25,000 has been 
subscribed and $12,000 paid in in 
property.

Saginaw—The Saginaw W ire Fence 
Co. has been incorporated w ith an 
authorized capital stock of $10,000, 
of which $5,000 has been subscribed, 
$50 being paid in in cash and $4,950 
in property.

Sparta—The cigar factory belong
ing to the U rban Bauman estate has 
been purchased by A. B etterly  and 
E. H. McCall and the business will 
be conducted under the firm name of 
Betterly & McCall.

D etro it — The Perfection Lamp 
L ighting Co. has been incorporated 
with an authorized capital stock of 
$3,000, of which $2,000 has been sub
scribed, $400 being paid in in cash 
and $1,600 in property.

H arbor Beach—The Thum b Stam p
ing Co. has engaged in business to 
m anufacture car seals, w ith an au
thorized capital stock of $6,000, of 
which $3,000 has been subscribed and 
$1,500 paid in in cash.

Eaton Rapids—The Ann A rbor 
Chemical Company has .purchased the 
plant of the old M ichigan Peat Com
pany and it is said is securing op
tions on surrounding bog lands w ith 
a view to resum ing operations.

Hudson—T he Medina cheese fac
tory  has been sold by C. C. Colvin 
& Son to Reuben A. Cooley. This 
building, situated near the Oak Grove 
Academy, was built in 1857 and has 
been used for a cheese factory since 
1S67. I t  will probably be remodeled.

D etroit—A t the annual m eeting of 
the American A ssociation of M anu
facturers of Sand-Lime Products last 
week reports were made showing 
seven factories in the State, w ith a 
total product of 32,000,000 sand brick. 
This is the largest output of any 
State.

P o rt H uron—John M urta is plan
ning to  go South for the w inter and 
his business will be carried on by 
W. H. S. Taylor, who has taken an 
option for its  purchase.

Paper Company Dividends.
The four leading paper companies 

of Kalamazoo have in the last fif
teen m onths declared stock divi
dends aggregating $2,310,000.

F ifteen m onths ago the K ing P a
per Company had a capital of $150,000 
and this was increased to $1,200,000. 
T he original holdings were boosted 
to $600,000 by means of a stock divi
dend of $450,000, thus giving each 
stockholder four shares for each one 
previously held. Then $600,000 in 
stock was sold in the open m arket.

The Kalamazoo Paper Company 
shortly  after voted to raise its cap
ital from  $180,000 to $540,000, giving 
each stockholder three shares of 
stock for one previously held.

T he B ryant Paper Company on de
ciding to  erect its immense three m a
chine mill placed $600,000 stock on 
the m arket, at the same time declar
ing a stock dividend of tw o to one, 
thus increasing the original holdings 
from $1,200,000 to $2,400,000, making 
the to tal capital $3,000,000 as it now 
stands. T he last to cut a melon is 
the M onarch, which has doubled its 
capitalization by a $300,000 stock div
idend. W hile in June, 1909, the ag
gregate capitalization of these four 
concerns was $1,880,000, it is now 
$5,340,000 a raise of $3,460,000. Of 
this am ount $1,150,000 was through 
the medium of cash sales, the bal
ance being in the way of dividends 
to the original shareholders.

Aarons Building, Manistee.
The new A arons building at M an

istee is one of the handsom est in the 
city and has ju s t been completed.

H arry  J. A arons will occupy the first 
floor with his clothing store. The 
Buckley & D ouglass l  um ber Co. will 
have their general offices on the sec
ond floor and the third floor will be 
occupied by the general offices of 
the M anistee & N orth E astern R ail
road.

Business News From the Hoosier 
State.

South Bend—I. A. Sibley, hard
ware m erchant, has received notice 
of his election to the office of P res
ident of the Rhode Island Red Club 
of America, and also to the office of 
President of the M id-W estern branch 
of the American Poultry  Association.

F o rt W ayne—At the last m eeting 
of the Retail M erchants’ Association 
eighty applications for mem bership 
were received.

South Bend—George H endershot 
and John Pears will open a grocery 
about Jan. 1 in the store recently 
vacated by Tynan & W alsh.

I t  does not rain very hard on the 
unjust if he is roosting under a stolen 
umbrella.
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The Produce Market.
The local m arket has been con

siderably stirred up by the advance 
of the holidays. T urkeys are very 
scarce and cranberries are even 
scarcer. Onions and honey have also 
felt the increased demand and have 
advanced accordingly. W ith a new 
shipm ent of lemons tha t has just 
been received, tha t fruit has drop
ped in price considerably. T he holi
day demand for lemons is usually 
light. V irginia and Jersey  potatoes 
have been dropped from the m arket 
and kiln-dried have taken their place 
at $1.25 per hamper. Michigan apples 
are very scarce and Blacktwigs from 
California are now being offered by 
the localdealers at $5.50 per bbl. 
Michigan cauliflower is also out of 
the m arket entirely. Peltries, which 
are market.ed in considerable quanti
ties at this season, are off and the 
indications are for still lower prices. 
The offerings for prime skins are 
skunk, $2.25; m uskrat, 35c; coon, $2; 
dark mink, $5.50, and pale mink, 
$3.50. These prices are 10 to  15 per 
cent, less than two weeks ago.

Apples — N orthern Spys, $1.50@ 
1.75 per bu .; Baldwins, $1.35@1.50; 
Greenings, $1.25; Blacktwigs, $5.50 
per bbl.

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

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

Beets—50c per bu.
B utter — Local handlers quote 

cream ery at 31 J4c for tubs and 31c 
for p rin ts; dairy ranges from 20@ 
2l^ac for packing stock to 23@26c 
for No. 1.

Cabbage—50c per doz.
C arrots—50c per bu.
Celery—20c for home grown.
Cocoanuts—60c per doz. or $4.25 

per sack.
Cranberries — Cape Cod Howe's, 

$11 per bbl.
Cucumbers—$1.20 per doz.
E ggs—Local dealers are paying 27 

@28c f. o. b. shipping point.
Grapes—Red E m peror, per crate, 

$1.85; Malagas, $5.25@6 per keg.
Grape F ru it—$3.75 for 80s; $4 for 

54s and 64s.
H olly — $4.25 per case; holly 

wreaths, single, $1.50; double, $2.25; 
evergreen coil, $1.25 per 20 yards.

H oney—18c per lb. for white clov
er and 14c for dark.

Lem ons — Californias, $3.50@4 per 
box.

Lettuce—10c per lb. for leaf.
O nions—Spanish, $1.40 per crate; 

home grown, 85c per bu.
O ranges — California Navals, 96s 

and 288s, $3.25@3.50; Floridas, 126s 
to  216s, $2.50@2.75.

Pineapples—$4 per case.
Pop Corn—90c per bu. for ear; 

per lb. for shelled.
Potatoes—The m arket is steady at 

25@30c at outside buying points.
Poultry—Local dealers pay 11c for 

hens, 11c for springs; 7c for old 
roosters; 13c for ducks; 12c for
geese and 19c for turkeys.

Radishes—30s per doz.
Sweet Potatoes—Kiln-dried $I.25@ 

1.50 per hamper.
Veal—D ealers pay 6@7c for poor 

and th in ; 7@9c for fair to  good; 9@ 
iOJ^c for good white kidney; 10j4 c 
for fancy.

T he G rocery M arket.
Sugar—A tem porary strong m arket 

prevails in all refined sugars a t the 
present time and prices have ad
vanced several points. Cuban sugars 
will be coming into the American 
m arkets in g reater volume this year 
than for some time and the crop from 
the Hawaiian Islands, it is said, will 
be a factor in the country’s m arket 
for the first time in m any years. 
The local quotations are 5.24 for 
E astern  and 5.04 for Michigan.

Tea—The m arket conditions are 
showing the usual holiday quietness. 
Japans are firm, w ith no signs of de
cline. The India and Ceylon crops 
are less than anticipated, with prices 
considerably advanced. The m arket 
in Colombo is particularly  strong  for 
good leaf and cable advices note a 
sharp advance in common grades. 
The China and Form osa m arkets re 
main about the same. Some im porta
tions of uncolored Gunpowders are 
being made and will be tried out in 
this country in sym pathy with the 
pure food movement.

Coffee—There are certain features 
of the present coffee m arket which 
have an im portant bearing on the 
future strength  of prices. The first 
is tha t retail m erchants finally ac
knowledge they m ust pay more for 
coffee and get more in re turn  to 
realize a profit. As a result of this 
conclusion on the part of the large 
body of retail buyers new business 
with jobbers is more active, and 
they in turn m ust soon renew orders 
in prim ary m arkets. Taking this 
view of the situation it is evident 
the m arket will settle down on this 
new high level of prices until near 
next July, when the new crop will 
have a more or less determ inating 
influence on values.

Canned Fruits—The m arket is very 
firm on all varieties. Some of the 
California fruits are scarce. E astern 
peaches and gallon apples are also 
showing an advance over prices of 
a short time ago. The demand con-

! tinues heavy from the retail trade 
and higher prices are looked for on 

I alm ost all lines before spring.
Canned Vegetables—T he demand 

has been the largest in m any years. I 
T he tom ato  situation is about the 
same as a week ago, although prices 
are firm and the buying is on a hand- f 

I to-m outh order. Very few, if any, f 
are buying any supply for future use.

! Corn is firm at present prices, bu t |
| the retailers will buy only as thei:

to  be w ondered a t th a t prices off hogs 
advanced even faster than product, as 
the ra th e r limited new investm ent 
buying of provisions contributed only 
a small part of the bulge. Pork  act
ed ra ther congested throughout. Pric
es gained 11.3754 per barrel fo r the 
week, lard gained 30@37J4c and ribs 
gained 52J4c. L ast week’s range or 
prices o f the principal articles on the 
Chicago B oard of T rade  were: 

W heat—
demands require. C anners report tha t 
their stocks are well cleaned up for Dec. __

High 
.1 .9354

L ow
9 9

l$j
Sis

the time of year. The m arket on peas May __ .97J4 -9554s .95
has been a little stronger during the Ju ly  . . . .9444 .9854 V»
week and many are having difficulty 
in getting  enough cheap to  supply |

Corn— 
Dec. . . . .4744 ■4354 45'

their trade. I t is thought th a t the May .. . .4956 .4754
supplies of string  and lima beans, July  . . . .5054 •475s .48
pumpkin, spinach and squash are 
small for so early in the season.

O ats— 
I Dec. . . .

Canned Fish—The m arket on can- May __ .34 .34
ned salmon continues firm, but there |Ju ly  . . . . -3SJ6 .3354 34>
is hardly as much activity as a short 
time ago. Stocks are small on the

Pork— 
| Jan. . . . 17 73 19 121

coast and firmly held. The sardine May . . . . 18.13 M 7754 f$ .15
season has closed and the packers 
are short on their deliveries and are

Lard— 
Jan . __ . 10.30 tA *5

said to  be having a hard time get- | May __ . 100754 HtT# 10.02
ting  stocks to  supply the demand. 
Short deliveries are also being made

Ribs— 
Jan. . . . 100254 y  15 y. 971

on m ustard sardines. Prices on spot ' May __ , 0. Va A 20 A7®
goods are unchanged during the 
week.

Dried Fruits — The advance in
Sfew Bank 

D. W. Connine
a t W exford  
A Son wifi o»

evaporated apples and the firmness of 
the m arket is thought to  have caused 
an increased demand on peaches. 
This has been an exceptionally good 
year for dried fruits, as the demand 
has continued very good during the 
entire fall months. Evaporated ap
ples are still firm after the late ad
vances and peaches are also firmer 
than some time ago. The demand 
for small sizes of prunes is much 
heavier than a short time ago and 
prices on nearly all sizes are firm, 
but the small sizes are held at a 
premium by some of the packers on 
the coast. The demand for figs, dates, 
raisins and currants is very good this 
Week.

Rice—The demand is fairly good 
from the retail trade. Prices remain 
steady for H onduras and Japan rices, 
as the feeling in the South on rough 
rice is firm, but the demand for milt
ing purpose is said to be light. H old
ers do not seem anxious to  sell any 
futures at present prices.

Spices—There is very little new 
to  report about the m arket, although 
prices on all peppers are very firm 
and stocks are said to be small in 
im porters’ hands, as well as afloat 
for the U nited States that can arrive 
before Christm as. The rest of the 
line is in fair demand and prices are 
unchanged.

Provisions — H andsom e advances 
were made last week in provision val
ues. January  shorts in particular, but 
shorts in general, contributed much 
to the advance. Short sellers had an
ticipated a big increase in m arketings 
of hogs, hut this failed to  m aterial
ize. Instead, last week's marketings, 
while a little la rger than a year ago, 
fell a trifle short of those of the pre
ceding week and were decidedly short 
of those of tw o years ago, 429,000, as 
against 627,000 hogs. I t  was hardly

about May 
the retail i 
W exford an

stantial busi 
their store 
ed by fire, 
continue the 
to devote tl
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placed with the 
Company for a 
and a large bu: 
steel chest, equi 
The jun io r meir 
win Connine, w

Tie Drug M arket.
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CO-OPERATION.

Get Together Meeting of 
and Druggists.*

“Get T ogether M eeting” doctors 
and druggists, at T raverse City, Nov. 
29th, 1910.

Last m onth at the m eeting of the 
State Association of Retail D ruggists 
a t which the toastm aster (C. A. 
Bugbee) and myself were the targets 
for a considerable portion of the 
brickbats, and, thank heaven, some of 
the boquets, we had present one of 
the veteran druggists of Chicago, 
W ilhelm Bodemann. In  the course 
of his address Mr. Bodemann uttered 
a few sentences tha t rose to the top 
of our talkfest like the bubbles in the 
cahampagne we did not have to-night.

Mr. Bodeman said: “W hat are w e| 
here for? Nobody can or does deny 
tha t we are in business for the pur
pose of supporting our families. T hat 
is our main point. T o befog the is
sue by talking about hum anity and 
the public welfare sounds well, but is 
not true.”

Only a few years ago the old adage 
“Competition is the life of trade” was 
being sadly overworked. Now we 
are approaching the opposite. W e 
appreciate very keenly to-day tha t 
cooperation is the life of trade, of 
human endeavor, commercial or pro
fessional,' and we are gathered here 
to-night, I believe, to  improve the 
conditions of medical practice and 
the drug trade, by closer cooperation, 
and thereby to better provide for 
our families.

And in this respect I wish to pre
sent to you one very concrete m eth
od of procedure:

There are, in the territo ry  tributary  
to T raverse City, a num ber of wag
ons tha t ply the “State Good R oads” 
and others not so good, delivering to 
the rural population salves, liniments, 
cough syrups, extracts and all such 
articles. This business is a direct 
encroachm ent on the trade of the 
drug stores, and, I believe those 
thousands peddle medicine in a m an
ner tha t the medical profession dis
approve quite as strongly as the 
druggist, both from the standpoint of 
the public health and the professional 
pocket book.

The Michigan Retail D ruggists’ 
Association is w orking hard to secure 
the enactm ent of an “ Itineran t V en
dor” bill tha t will put a dam per on 
this business. O ur measure would re 
quire these vendors to make a sta te
m ent to the Board of Pharm acy re 
garding the articles they wished to 
sell, and if the board found nothing 
injurious nor immoral they would is
sue the license on the paym ent of 
$600 yearly. I t  will require some 
careful work and some hard fighting 
to put this measure through, for these 
wagons are backed by corporations 
with plenty of capital, and the profits 
yielded by this business are enorm 
ous, and they do not mean to pass 
out any of those profits for the good 
of the people if they can sidestep fast 
enough. A lready they have out 
among the farm ers petitions reciting 
tha t this bill is the work of a drug 
trust, for the purpose of cornering 
the drug business, and raises prices,

* Address by H R MacDonald a t the banquet 
of the Druggists and Doctors o f Traverse City 
at the "Little Tavern.” Nov. 29.

and addressed to the senators and 
representatives, asking them to vote 
against this bill.

F or the oenefit of our mutual 
friends Senator W alter, and Repre
sentative Chandler, I have prepared 
the following le tter; to which the 
signatures of the present company 
will, I believe, add in terest:
T raverse City, Mich., Nov. 29, 1910. 

Hon. R obert E. W alter,
T raverse City, Mich.

Dear Sir—The undersigned, repre
senting all the aotive practitioners of 
medicine, and all the drug stores of 
this city, in a jo in t m eeting discussed 
the business known as “Medicine 
\ \  agons,” and wish to ask your con
sideration to  the following:

These peddlers serve absolutely no 
useful purpose to the people, pay no 
taxes on the business they pursue, 
and no rent on the small am ount of 
property with which they do a com
paratively large business, present un- 

j fair competition to the drug trade, 
sell extracts tha t the analyses of the 
Dairy and Food D epartm ent have 
shown are not up to standard, and 
distribute medicines in a m anner tha t 
has been long recognized as inimical 
to the public health.

W e therefore urge your active sup
port to the bill which the druggists 
are pushing to place this business 
under the control of the Board of 
Pharm acy and make these peddlers 
amenable to the law, and pay some
thing toward the maintenance of the 
State.

Respectfully submitted,
As this is the day of cooperation, 

so is it also the day of specialization. 
W e find physicians who specialize in 
surgery, and even in the branches of 
surgery, and then again we find those 
general practitioners, wrho, while not 
only taking over the whole field of 
medicine and surgery, add on an imi
tation (substitute) drug store, and do 
the whole act themselves.

This condition is not prevalent in 
T raverse City, but it is in this State, 
and cooperation, “Get T ogether” be
tween the doctors and druggists of 
Michigan is much needed.

The phrase “Business is Business” 
has some very warm enemies to-day 
among the m ost successful of men. 
Many of the biggest, busiest, and 
most phenomenally successful com
mercial men in this commercial age 
are recognizing tha t the Golden Rule 
is a better w orking m otto  every day 
than “Business is Business.” The 
National Association of Retail D rug
gists has as its m otto : “Live and L et 
Live,” and on the gap ju s t mentioned 
between the druggists and the phy
sicians, is constantly ham m ering the 
druggist, through the columns of its 
journal, X. A. R. D. Notes, to break 
away from the practice of counter 
prescribing, which is the m ost com
mon excuse given by physicians who 
dispense for not cooperating with the 
druggists.

The practice of counter prescribing 
is quite rapidly disappearing, and 
while all pharm aceutical associations 
are striving to  eliminate it, the phy
sicians on the o ther hand are not co
operating to  reduce the practice of 
medical self dispensing.

Doctors !

I t  seems as though this is a sub
ject tha t should be taken up by the 
medical profession, and as much 
done by them  to  break down the 
dangerous practice of self dispensing, 
as by the druggists to  oust counter 
prescribing, for counter prescribing 

.is no m ore a usurpation of the field 
of medicine, than is self dispensing 
of the domain of pharm acy.

If organized medicine would once 
show an inclination to  co-operate w ith 
the pharm acists in this m atter there 
would soon be some very noticeable 
changes in both professions, and for 
the better of both. I speak frankly 
here for I  feel tha t the conditions 
will perm it it. Medical dispensing 
and counter prescribing are indulged 
in to a very limited exten t in T rav
erse City, and I believe th a t the phy
sicians here are opposed to  dispens
ing, ju s t as the druggists find it best 
to send their custom ers to  the doc
tor, instead of try ing  to  dope out 
the case themselves.

W hen I say there is very little  of 
either of these practices, let me ask 
why is there any at all? None of us 
will contend tha t we really  add any
thing to  our ultim ate profits by step
ping on the o ther’s toes.

I t would be superfluous to  go into 
a general discussion along this line, 
but there is one point tha t I think we 
m ight open up w ith profit to  the 
present company, and tha t is the 
m atter of refilling prescriptions. So 
far as my knowledge goes, w ith a 
couple of exceptions, there is a gen
eral consent am ong the physicians of 
T raverse City tha t their prescriptions 
may be repeated as often as their 
patients desire, unless there is some
thing unusual or they have expressly 
ordered them  “Non Repeat.” T his is 
conform ing to the wishes of the av
erage, or of practically all the pub
lic, as they believe tha t they own the 
prescription and may do w ith it as 
they please. But som etimes prescrip
tions are peddled to outside parties, 
and this is bad for the parties and the 
profession. Physicians som etimes 
say tha t druggists encourage this 
practice, but this is not true.

D ruggists recognize tha t this prac
tice is dangerous, and also know that 
in the long run they gain nothing by 
it financially. But w ithout the active 
cooperation of the prescriber we are 
unable to  take any active steps to 
stop it.

I t  is, according to my observation, 
bad policy for a physician to forbid 
the repetition of his prescriptions 
universally, for it leaves a bad taste 
in the m outh of both the patient and 
the druggist. I t  makes it unpleasant 
for both. W hen a custom er presents 
a prescription for refill, the druggists 
m ust be able to give some good rea
son why it should no t be refilled, and 
som etimes when the doctor can not 
be communicated, w ith he is unable 
to  so satisfy the custom er, and the 
deal is seen by the custom er in its 
financial light only, and set down as 
a graft, and as the druggists would 
be willing to do his part were it not 
for the doctor’s orders, the whole 
charge falls upon the doctor.

Now, I believe tha t in all cases 
where a physician does not w ant a 
prescription refilled, he should so 
m ark it, and also tell the patient, ex
plaining th a t the quantity  ordered is 
sufficient to m eet the conditions for 
which it is designed, and tha t more 
should not be taken w ithout consult
ing him. U nder these conditions the 
prescription will not be presented for 
repetition and there will be no un
pleasant argum ent.

I hope tha t we may get together 
frequently and combine our w orking 
pow er to secure better results. I be
lieve tha t the cooperation between 
doctors and druggists is closer in 
this city than alm ost any other town 
to  be found in the State, and hope 
tha t we may develop it further, and 
tha t we may be able to  set an exam 
ple for some other towns.

W hat has become of the man who 
did not believe in advertising? Is he 
not the same fellow that you have 
heard complaining of hard times?

Do not borrow  money for specu
lative purposes. Raise it on your life 
insurance or rob the children’s bank, 
but do not borrow  to gamble.

Some men pay their bills with 
resignation, some others pay them 
with money, and a great m any never 
pay them at all.

D er fbc t /o n  *2«
1  you com-
W  PIe,e I1*")»! Board

f  and Clothes Rack. No

IROrviNGSoADn Brace, De Witt, Mich.

W o r d e n  ( iRo c e r  ( Vd m p a n v  

The Prompt Shippers

Grand Rapids. Mich.
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CHRISTM AS PR ESEN TS

Should Be Expressions of the Love 
That Is in the Heart.

W ritten for th e Tradesm an.
Now is the time par excellence of 

the whole round year, when the 
giftm aking spirit is upon us; and we 
feel th rust forth  to equip ourselves 
with some token of our regard and 
love.

The goodfellowship and the love 
w ithin in our hearts cry out for ex
pression; for some definite, tangible, 
concrete embodiment. T herefore we 
buy “presents,” simple and inex
pensive or sum ptuous and costly, ac
cording to the m easure of our purse 
and the dictates of our affections. 
More im portant than the presents 
we give is the spirit which prom pted 
the giving. I t is the spirit of unsel
fishness and love—or at all events it 
should be. The intrinsic w orth of the 
com m odity given is not by any means 
the measure of the sentim ent which 
inspired it. There may be a wealth 
of love back of the m ost inexpen
sive (and even inelegant) gift; while 
a very artistic and costly present may 
carry with it very little genuine sen
timent.

U nquestionably a great many peo
ple give presents at Christm as sim
ply because it seems to be the prop
er thing to do. The gift-custom , like 
all o ther customs, catches in its
meshes all sorts. So we have the 
gift that is given because it is ex
pected. This is the formal gift: and 
it is not a very edifying thing.
Mere forms of any sort are, for the
most part, empty vessels out of
which the original content of prec
ious sentim ent has gone forth. P er
haps the best feature about this kind 
of gift-m aking is the fact that, sen 
tim ent or no sentim ent, it helps busi
ness ju st the same.

Still, the absence of the sentim ent 
creates a feeling of incompleteness. 
How em pty and bare and desolate 
the halls and cham bers of the home 
seem when the queen of the house
hold and the happy, rollicking chil
dren are miles and miles away! H ow 
unspeakably forlorn and desolate and 
heart-oppressing the whole house ap
pears when we have returned from 
the city of those who sleep, w hither 
we have carried our beloved dead!

No, let us have real sentim ent in 
our giving; otherwise it does not 
count.

Since giving Christm as presents is 
a custom of such universal sway, a 
great m any people give when they 
are really not able to  give. The fam
ily purse is often strained to  the 
breaking point. The little ones in 
the home m ust have ever so many 
things—and some of them come high. 
T here are relatives near and rem ote 
and friends and neighbors galore. 
Some people feel called upon to  go 
through the formidable list.

This means skimping and saving 
for weeks before Christm as, and 
skirm ishing and self-denying for 
weeks after the holidays are over. 
Thus to many a hard-worked man the 
return of Christm as means sacrifice 
and privation as well as good cheer 
and happiness.

And th is ought not to  be.
But there are so m any people who 

are the slaves of custom. T hey fee! 
as if they ju s t m ust conserve their 
“pride,” and make a decent showing.

I know a young m arried couple 
who have been having a hard time 
of it for the last ten or a dozen 
years. F o r the m ost part the hus-

ing their side o f the  case with refer
ence to providing additional safe
guards for the public.

Bay City’s Chamber of Commerce 
will soon be fully organized and it is 
planned to  expend 510,000 annually 
in publicity and prom otion work. 
Back of this organization is a guaran
ty credit fund of nearly  $200,000
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has ability but lacks stability. Also he along industrial lines 
has had, until recently, a penchant The Young M en's Business Asso- 
for the “great white w ay;” and h e lc ia tion  of Pt. H uron is hustling to  
has been going the gaits. You know !secure m ore factories. This organizat- 
w hat that means? Accumulated bills; jtion  is only a year old and has been 
loss of credit; loss of one position rem arkably efficient along industrial 
after another; selling off some of the lines in tha t brief period, 
finer furniture; moving into cheaper Lucius E. W ilson. Secretary of the 
quarters; struggling to  get a new po- G reater Des Moines Committee for 
sition and make a new start—it is the the past four years, now returns to 
old tragic story. D etroit to  take the secretaryship of
But the little wife is brave—and, be- I the Board of Commerce, at a salary 
lieve me, proud to  the very core of | of $7,500 a year, 
her heart. W hen Christm as comes Kalamazoo is prosperous, 
she gives her presents—rem em bering the past fifteen m onths foui 
her girlhood friends, many of whom [leading paper companies h; 
are m arried to  prosperous men and [d a red  stock dividends agg 
have plenty. They rem em ber her I f 2,310,060. The railroads 
with elegant gifts W hat on earth Kalamazoo have expended
do you think she is giving? H er wed past year over $356,000 in 
ding presents—rare, beautiful pieces m ents there.

f cut glass, chinaware and silver! Secretary H annan announi
U nfortunately, also, m any Christ- the State Fair wifi open in 

mas presents do not succeed in bring- I Sept. IS and will continue t 
ing the joy tha t the givers m eant to  lo r  two weeks By prolong! 
convey. They do not fit,for some I show the Association exp 
reason or other. “If we could only strike some good weather, 
keep w hat we give away and give j 
away w hat we receive!” suggests 
weary shopper, shifting he 
parcel from one arm to  the other, and 
changing her grip on the shoppi 
bag tha t was distended to  its fullest 
capacity. “I hardly know why I send 
this unless it is tha t I w ant it m y
self.

“The dear woman to  whom I am 
giving it dotes on lace pincushions 
and satin glove boxes. I shall receive 
a pincushion Christm as m orning, 
beautifully tied with pale blue baby j 
ribbon. I shall appreciate the thought 
also tha t she made it herself: but I j  
shall never use it. In to  a draw er it J 
will go, together with o ther dainty I 
things too perishable to  use o r w ear |

My husband will receive cigars o i l  
a brand tha t he does not like and | 
consequently will not smoke, and | 
some neckties tha t he will never I 
wear.”

But in spite of these misfits, and J 
notw ithstanding the incidental hard- 
ships which some indiscrim inate and 
pride-foolish people bring on them - j 
selves, the Christm as present is a , 
delightful thing to contem plate. It 
s a symbol of love and esteem and 
roodfellowship. I t  is an expression 
>f good cheer. I t makes us feel b e t
ter because we have given it. And 
ast of all (but not least) is gives us 

m erchants a season of refreshing ac
tivity. Frank Fenwick.
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W H ER E DOES SMITH STAND?
W here does Senator W illiam A1 

den Smith stand in the m atter of the 
parcels post?

Senator Sm ith’s newspaper, the 
Grand Rapids Herald, is advocating 
the so-called “local parcels post,” and 
is tr\dng to dragoon the Michigan 
mem bers of Congress into line in be
half of such legislation.

Does his own newspaper represent 
Senator Sm ith’s attitude, or has it 
in his absence gone off on a tangent?

This m atter of the parcels post is 
of vital im portance to every retailer 
in Michigan, and if the retailers are 
alive to their own interests they will 
lose no time in finding out where 
Senator Smith stands and w hat his 
vote will be when the parcels post 
bill comes up for consideration. Not 
only should the retailers as individ
uals seek inform ation on this point, 
but the demand also should come 
from local organizations where they 
exist, and from state associations. 
The parcels post might very well be 
a topic for discussion at the annual 
m eeting of the Retail G rocers’ and 
General M erchants’ Association of 
Michigan at P ort H uron in Febru
ary.

From  the view point of the re
tailers and as a m atter of public pol
icy, the parcels post is thoroughly 
vicious. Its  establishm ent will mean 
the annihilation of the local m er
chant and the exaltation of the mail 
order houses in the larger cities. 
Business in the sm aller tow ns will 
languish, the money of the people 
will flow in an ever increasing volume 
to the big trade centers. This will 
be fine for the centers, but bow w'ili 
it fare with those m erchants who 
have spent their lives in building 
up local trade and who have all their 
money invested in the smaller 
towns?

U nder conditions as they exist to 
day w ithout the parcels post local 
m erchants find it hard enough to 
compete with the mail order hauses 
with their enticing catalogues and 
fake bargains. Open the mails to 
these trade pirates and their number 
will increase, keener and more un- 
scruplous will become the competi

tion, and the end will be the elimina
tion of the local m erchant.

Now is the time to w rite to your 
Congressman and to the Senators, 
and especially to Senator W illiam 
Alden Smith. In w riting not only ex
press your own views but ask them 
the direct question as to how they 
stand. And do it now.

The Tradesm an will be pleased to 
open its columns to  Senator Smith 
and the other mem bers of the Michi
gan delegation for any statem ents 
they m ay wish to make concerning 
a subject which every retailer re 
gards as of vital im portance to his 
own welfare and to  the welfare of 
the comm unity in which he lives and 
does business.

T H E  SH O PLIFTER.
In the small town the problem of 

how to manage this nuisance is even 
greater than in the city because there 
is not the protection, the facility and 
force for keeping guard. Though 
the source of trouble may be satis
factorily located in the mind of the 
tradesm an, proof tha t would convict 
is lacking. And he m ust w orry along, 
acting as his own detective, perhaps 
with no clerk to help ravel the 
scheme.

I t may be tha t to  expose the theft 
would cost him more in trouble and 
good will than he can afford to lose; 
and so he keeps one eye open to 
w hat is going on and squints the o th 
er to shut out the moral duty. I t 
may take tact as well as patience and 
forbearance.

One man watched more than once 
from the rear of his store as a woman 
w'ith generous pockets supplied her 
w ants in little things while purchas
ing the larger ones. To have created 
a disturbance would have cost him 
in the end more than the odds and 
ends were w orth ; yet his tem per was 
more than once ruffled.

Again, a boy was the offender. One 
day he was called out for a few m in
utes and saw the boy go in after he 
had left the store. The lad evidently 
took into consideration his engage
m ent elsewhere—one which was 
abruptly  term inated, even though at 
a loss. H e hurried back and stood at 
the door until w hat seemed the op
portune mom ent, then entered just in 
time to  m eet the lad with a goodly 
supply of his possessions.

Did he scold? No; he only looked 
his astonishm ent as the equally as
tonished lad passed out in silence. 
But a visit was made to the parent 
later in the day; and the assurance 
given tha t unless the things taken at 
various times came back or were paid 
for there would be trouble. Many of 
them came back.

W here there is a gleam for hope 
of reform ation, the shoplifter should 
be called to account. In  well known 
cases of habitual stealing it is som e
times the easist way for m erchants to 
unite in w atching, but taking the 
profit on bona fide sales to  balance 
the little things which disappear in 
m ysterious pockets.

W ho ever saw a busy store with a 
dirty or empty show window? The 
store window tells not only w hat the 
store sells but also how it sells it.

CHRISTM AS CHEER.
“Forget your devils and keep your 

pink lamps lighted,” says Francis 
H odgson B urnett. “A pink lam p al
ways makes everything look lovely.” 
The counsel is never m ore im pera
tive than during the holiday season, 
when we not only w ant to  be happy 
ourselves but to  make o thers happy. 
Christm as cheer should be a con
tagion unchecked and unfettered. The 
universal brotherhood taught by the 
one whose nativity is com m em orat
ed in the holiday season makes the 
elem ent of cheer second to  tha t of 
love.

All Christm as associations are 
warmed by it. The g reat fireplace, 
through which the patron saint gains 
entrance, is ever the em bodim ent of 
cheer. The face of the old gentle
man ever reflects cheerfulness, if we 
may tru s t the portraits. And the lit
tle folks who have an in terest in the 
stockings hung by the chim ney but 
echo the sentim ent. Cheer is in the 
Christm as air, as in the robin’s spring 
note.

But yet there are always some cor
ners where gloom rests; some shad
ows amid the sunlight. T here are 
some clouds which none of us can re
move; but there are the fleecy clouds 
which ju s t obscure the ligh t of love 
from some lives. A little gust of 
wind, a touch of the hum an breath, 
and they are dispelled, or at least 
shifted, and the sun shines over the 
shadowed spot.

Says R obert Louis Stevenson; “A 
happy man or woman is a better thing 
to find than a five-pound note. H e 
or she is radiating a focus of good 
will; and his or her entrance into a 
room  is as though another candle had 
been lighted.” The Christm as tree 
should have m any candles. Every 
little heart should be made to beat 
more radiantly; and it takes very lit
tle of this w orld’s goods or of human 
kindness to render even the child of 
the street radiantly  happy. A bit of 
cheer leaventh the lump of human 
misery. The w reathes of holly be
come a mockery unless we strive to 
add to the brightness of some 
neglected life.

A VO ID EXTREM ES.
Did you ever stop to  think, it is 

the extrem es in some direction which 
are the nucleus for the bargain sales 
at cut rates? Exam ine the shoes on 
which special prices are made and 
you will find th a t they are made over 
some unusual last. They are very 
narrow, or have the French heel in 
its m ost accentuated form. Or, per
haps they are striking ra ther than 
pleasing in color.

T urn  to  dress goods, and the same 
thought is in evidence. If large fig
ures prevail it is the unusually large 
design which is left. W hile there 
are a few who pride them selves in 
securing the outer rim of any fashion, 
the m ore refined taste chooses ra ther 
the golden mean. The hat may be 
large, but there are o thers left in 
the shop which are larger.

As your patrons will surely be 
guided by the rule of Horace, “The 
golden mean is best,” anticipate this 
in your own selections keep as nearly 
as possible w ithin the bounds of good

taste  and common sense. Any espe
cially strik ing fad is bound to be 
short lived. Your custom ers are well 
aware of this. T hey will not buy 
a pa tte rn  which m ust be made to 
serve tw o or more seasons unless it 
is in tones so quiet tha t it will not 
appear obtrusive even after the style 
has given place to som ething else. 
The m odest gray gown may be worn 
until threadbare and still look well 
while the glaring red m ust be dis
carded or rem odeled by another sea
son.

Form , color, fit, and fitness are to 
be considered. The feature which 
m arks novelty to-day will but aid in 
pinning on the placard “Old Style” 
to-m orrow. Many of the fads of the 
hour deserve the rapid decay they 
will receive. Aim to  furnish good 
m aterial, fashioned in tasteful pa t
terns and in m odest tones. Common 
sense survives m ost fashions. And 
then when a thing has passed the 
days of “new ” it will still find favor 
w ithout the necessity of putting  it 
down to really slaughter prices. The 
shopworn Shakespeare will sell at a 
price tha t will let you out when you 
can scarcely give away the story  of 
F lora McFlimsy.

W H A T  HOURS DO YOU KEEP?
Jones is sure to open his doors 

in time to catch the calls for break
fast, or for the early trade of various 
sorts, while Brown loses this by tak 
ing a m orning nap. The one places 
business before personal com fort; the 
o ther goes on the plan tha t it will all 
be the same a hundred years hence.

But w hether the hour of opening 
be early or late, it should be uniform. 
Your patrons w ant to  know when 
they will find you at your post, and 
can then make their own plans ac
cordingly. If they have found you 
with open doors a t seven in the 
m orning or at ten at night they may 
reasonably expect to find the same 
condition again, Saturday night per
haps being an exceptional time. It 
is decidedly inconvenient to  find that 
they have reckoned w ithout the host; 
th a t this m orning when they were in 
special need was one in which you 
were tired and concluded to take an
o ther nap.

The disappointm ent is keen enough 
to be rem em bered; and they will not 
only hunt an earlier riser but are li
able to patronize him regularly  there
after. Dependableness is a virtue 
highly appreciated in trade. And 
when a custom er finds out tha t he 
can expect to be served regularly  he 
naturally acquires the habit of going 
there. •

There are some m erchants who 
make a practice of closing when they 
get tired. One night this will be at 
nine, the next perhaps not until 
eleven, depending upon the sales and 
the condition and tem per of those 
around. The habit is a pernicious 
one. I t destroys all semblance of 
system. I t  injures the first end of 
the next day, and disarranges the en
tire working of plans, both for the 
seller and for the buyer. L et it be 
known that you open and close at 
certain hours, and then prom ptly 
work into the space designated.
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ALLEGED TRANSFO RM ATION.

One actual discovery of a scientific 
fact such as the causation of some 
dangerous disease, or the simplifica
tion and cheapening of some im port
ant industrial process, is w orth a mil
lion alleged scientific dream s and 
vagaries, and if our univeristy pro
fessors would devote them selves to 
real research instead of elaborating 
more theories, they would vastly  in
crease the debt due them  from the 
world at large, if they did not in
crease their m aterial wealth.

These ill-natured observations are 
suggested by an alleged discovery by 
a professor of gym nastics, one Dr. 
Sargent, of H arvard U niversity. He 
claims tha t women of to-day are 
grow ing in form and characteristics 
like men, and, conversely, the men 
of the present are degenerating into 
women. He argues tha t “women in 
the savage state were so like men in 
form that it was well-nigh impossible 
to tell them  apart. Then, as civiliza
tion progressed, their essential fem
inine characteristics became accentu
ated until the exaggeration was al
m ost painful to  look at. Then the 
pendulum began to swing the other 
way. W om en are again beginning to 
look and be more like men.

"The sloping shoulders of her 
grandm other's time have disappeared. 
They are no longer in fashion. In

their large bones and their stately 
forms.

As to savage women, some years of 
acquaintance with ‘squaw s'’ of the 
Sioux and Blackfeet Indians, when 
those great tribes were in the prime I 
of their fighting qualities and in large 
numbers, discourages the notion that 
the men and women were so much 
alike as to render it difficult to differ
entiate them. The m arried squaws, 
who were little more than slaves and 
perform ed all the toil, since the men 
would only talk politics, hunt and go 
on the w arpath, soon showed an ap- 
pearance of prem ature age tha t de
stroyed their active and agile grace, 
but they were not easily mistaken for 
men, although the fact tha t the men 
were beardless gave some resem 
blance.

If a few athletic women have under
gone some modifications of external 
developm ent, their condition can not 
be declared to  affect all our American 
women, and moreover, did anybody 
mistake the “lady bareback rider” of 
the circus for a man?

As for a few dandies, male “sissies” 
and female im personators, they fur
nish no evidence of a wholesale de
generation of our American men. 
Evidently the professor of gymnas
tics quoted above was only ‘talking 
with his m outh.” He was called on 
to say som ething, and tha t was the 
sort of thing he said.
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their place we find well-knit, athletic 
shoulders—broad ones. H er n eck ! T IR E D  O F PO L A R  V EN TU R ES, 
likewise is better developed. H er The announcem ent comes to Amer- 
hips, on the o ther hand, are not so ica th a t the British South Pole ex-
large as they once were. The entire pedition under the command or Cap-
pelvic region has decreased in size, Itain R obert F. Scott has sailed for 
and the result has been an enlarge- tfie A ntarctic and is by all odds the 
m ent of the waist. The small waist best equipped exploration party  ever 
is a thing of the past. H er neck is j  sent out. But this announcem ent will 
thicker and more m uscular, her limbs 1 IaB upon dull ears on this side of the 
more sm oothly developed, her hands water. The American people have 
and feet are larger. In every respect beard about all they care to  of dc ir
of which we in making m easurem ents exploits for a while. In fact they are
of many women daily take note the iU5t a little touchy on the subject ff 
woman of to-day is getting  to  be England w ants to send out an e x - 
m ore like man. From  the overdevel- pedition to  find the South Pole she is 
oped Sandow, man has changed to  welcome and any honors achieved 
the effeminate and the foppish being, will not be begrudged her.
The assimilation of the sexes by each America has won the trium ph 
o ther is a possibility to  be decried, having discovered the N orth Pole 
The developm ent I have been speak- At least, Peary claims tha t he dis
ing of is m ental as well as physical. | covered it, although he has oroduced 

Here is an attem pt to predicate of no absolutely conclusive proofs of 
a small num ber of each sex and ap- th a t fact in the general mindL D r 
ply to all the women and men in I Cook now says frankly that he m ay 
America the generalization observed not have reached it. \ f te r  uernetrat- 
in a few instances. W ithout doubt ing w hat has been denom inated as 
women who devote them selves to  a th - lth e  m ost colossal fraud or history ~j-  
letic exercises increase the m uscular Cook now tu rns around and virtuaHv 
developm ent of their limbs. The [ confesses tha t he lied  Bat he also 
shoulders grow  broader and more 
solid, the neck and waist increase 
and those changes make the w idth of 
the hips seem less, although there 
may have been no decrease. H ard 
usage will develop the hands and feet, 
but there is no evidence tha t there 
has been any change in the bony 
frame. It is not altered by exercise, 
but is built up chiefly of the lime 
contained in the drinking w ater con
sumed. The men and women who 
were reared on soft w ater, the rain 
w ater in New O rleans for instance, 
had small, bony fram es, when those 
who grew  up in the lim estone dis
tricts of Kentucky, Tennessee and

i 3âîd 301net hiin g  o f m lore it por" ance
i and that is that ¡sertiter b e nor any-
jone else in the absen¡ce o f f r i n f t i i T r
j witness«!'3> W ould be anfe to prove
[that he bad 1been at t. b e poile  even if
j he had suce eeded in gett r there.
j Whetlt e r  P eary disc red1 the pole
j or not i s o í little  re■al t :onse «mence.

It is o i  me»ment, h*>we?er ,  «o re
[ member that we « !C t4td great
1 things when ithe pole was1 X

i scovered
j  There vtiere f’©  be important  tabula
I tions of polar m agnetism,, n ire  iatì&ss
[ concerning the cause o f the  aurora
[ b o r e a l i s . d a t a aCjOfft ¿1̂ e i' a ú n a  a n d
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T H E  W ORLD’S  MEAT SU PPLY

large a
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PH ILO SO PH IC  COMMENT.

Way To Become a Genius Is to Read 
The Tradesman.

W ritten for the Tradesm an.
“A genius is a man who tries to 

borrow money—and gets it.”
You r-re right, Mr. Editor. These 

few words just quoted, which were 
published in the last issue of the 
Tradesm an, are as true as steel. The 
genius gets everything he wants. 
Things naturally flow into his mind 
and likewise into his pockets. He 
never needs to w orry—if he did he 
would not be a genius. If your read
ers would try  to be geniuses they 
could command the attention of more 
people in their communities. They 
would be able to live happily, wisely 
and successfullv.

If a few of those who are reading 
this journal feel as though they had 
not as yet learned how to be genius- I 
es T would advise them to sift every 
article published in the Tradesm an 
every week, and if they would try 
to understand the things tha t are 
printed therein I know they would 
soon learn. W hy do I say this? Be
cause I have learend so much myself 
by reading these columns.

I am not a very great genius, but 
I am learning how to get the dollars, 
and they are staying with me. I would 
not think of calling a man a genius 
if he used cunning tricks to get mon- 

A genius is the fellow who can 
command everything he needs and 
hold it, or the fellow who can bor
row all of the money he needs—but 
pays it back. T hat fellow is a genius 
such as we all ought to be.

A genius is a fellow who treats his 
custom ers right, who keeps a good 
clean store, who pays his bills 
prom ptly, who buys goods when he 
needs them and not by and through 
the suggestion of the salesmen; who 
loves tru th ; who loves hum anity and 
the fellow who listens to himself. I t 
surely is great to be a genius.

In  the November 30 issue of the 
Tradesm an I read the following: 
‘‘The public has confidence in the 
man who has confidence in himself.”

Ever since the beginning of hu
man intelligence the thought of 
“ Know thyself, “ Have faith in thy
self, ’ and “Be thyself” has been ring
ing in the ears of mankind, but too 
many of us fail to understand the 
language. I t is like Greek, or a sort 
of conundrum or an undiscoverable 
intellectual capacity for many of us.

To gain confidence in ourselves we 
m ust learn more about the power 
tha t is within us. W e m ust fully u n 
derstand any machine before we can 
successfully control it and have confi
dence in it—and that is what we have 
to do with ourselves. Too many of 
us allow public opinon to control us. 
W e do not like to get out of the 
path that others are making—we are 
afraid of our tender feet. There is no 
use in being confused and perplexed 
about anything tha t concerns us; we 
can know everything if we educate 
ourselves.

“The world hates a quitter.” You 
know it does. So does our own in

tellect, genius and mental adviser 
hate us if we are quitters.

1 here is a power behind every man 
showing him advancem ents, im prove
ments and elevations that are going 
on all over the world. W e are made 
to see them in thousands of different 
ways. The whirlpool of development 
is in and around us. The substantial 
material is in our brains and the pow
er of our minds w ants us to make 
good use of it—but too many of us 
are quitters.

There are no stopping places for 
the human family. N ature never in
tended that we should stop working 
with her. There is no such thing as 
perfection. Man will never be finish
ed any more than anything else. A 
human quitter is not an intelligent be
ing: he has not developed out of the 
w ilderness; he needs an education. 
The clock works of his skull need 
repairing, he needs a good dose of 
ambition. H is im agination is the cre
ation of idle thoughts; that is to say, 
he is a setter w ithout training.

W e know too little about motion. 
It is the movable things tha t gather 
the snow. The quitter gets snowed 
under. The quitter is a m ental suf
ferer, a dissatisfaction to him self as 
well as to everj- one else. The quit
ter is a crushed annoyance and a 
painful nuisance. He is discomposed 
and obnoxious, unpopular and unac
ceptable. He is a dreadful and fearful 
grum bler. He gets homesick at home 
and finds fault with everything away 
from home. H is low spirit puts a 
damper on alm ost every one con
cerned in his welfare. H is mournful 
frowning gathers the gloom y clouds 
of disappointm ent around those that 
would help him if they could. A quit
ter is the bro ther of the Devil.

“I t is well to be useful, but do not 
let people use you.” This hit me a 
blow under the belt. I t  made me put 
on my thinking cap, and it seemed as 
though my whole past life came up 
before m y mind. The T radesm an has 
so many of these little “hot shots” in 
it tha t they keep me busy try ing to 
get m yself sraightened out. Years ago 
I tried in every way to be useful to 
all of my customers. I gave them all 
the credit they wanted, delivered 
their goods in all kinds of weather, 
let them have money to pay the doc
tor, the rent man, the furniture man, 
the butcher, the undertaker and the 
grave digger. I t is different now. 1 
am next.

I still try  to  be useful, nevertheless, 
but I have changed my tactics. My 
generalship of politeness, my cam
paign of goodfellowship, my capaci- 
tv for practical qualifications have 
been changed by the thought tha t we 
can not help others w ith dollars and 
cents or the product of our labor as 
much as we can with our intellect.

I w ant to be useful in telling my 
friends how to help themselves, by 
giving them advice according to my 
own experience. But no more goods 
on credit, nor will there be any more 
goods delivered, and the doctor will 
have to keep the people well or lose 
his account, and the rent man will 
have to do the best he can. T he un
dertaker ought to  go to the doctor

for his money because the undertaker 
covers up his mistakes. There is no 
one to cover up my m istakes; I have 
vo stand all of the expense, and for 
tha t reason I am going to  be very 
careful how useful I am to the peo
ple.

Knowledge is m ore valuable than 
money so I am going to give away 
all the knowledge I have and thus 
make room  for more. Knowledge 
goes out of style the same as other 
things, and I shall try  to keep up to 
date with a constantly  replenished 
stock. I Am T hat I Am.

An “Absent Treatment” W ooing.
D rifting into tow n a homeless 

waif, John H enderson had grown to 
manhood and by th rift and hard work 
had acquired a small farm  and built 
a neat cottage.

One day John called on 'S qu ire  Ol- 
cott, and being a man of few words 
expressed himself thus: “Squire, you 
know I came to this town a poor 
boyt you know I have made friends 
of everybody here, you know I have 
saved my money and bought a farm 
and b ii lt  a house, you know I am 
30 and have a bank account.”

“Yes,” said the Squire, “all you say 
is true.”

“W ell, Squire, I w’ant to get m ar
ried.”

“Good for you, John; w ho’s the 
lady?”

“You ain’t never noticed a nice 
little black-eyed school teacher pass- 
in’ up the street every day, have you? 
W ell, th a t’s her.”

“I suppose you have her consent

and the affair is all arranged,” sug
gested the Squire.

“W ell, no, not exactly, that is what 
I w ant you to do for me. I have 
never spoken to the lady in my life,” 
and the Squire with a hearty  laugh 
said, “W here do I come in?”

“D on’t laugh, Squire, this is a se
rious thing. I w ant you to w rite her 
a letter. Tell her about my being a 
poor boy, how I have worked early 
and late and saved my money. How 
I bought the farm  and built the house 
and how I w ant her to—to—ah—to 
be my wife,” and here John stopped, 
the blushes coloring his honest tan 
ned face to  the roots of his hair.

So the old Squire, who was a past 
m aster in the a rt of le tte r w riting, 
spent a long time in composing the 
le tte r while John patiently waited. 
Finally it was finished and the Squire 
said, “Perhaps I had be tte r read it to 
you and if it is w rong in any par
ticular you can say so and I will 
change it to suit your ideas.”

So he read the le tte r and it was 
a beautiful statem ent of John ’s life, 
his work, his desires, his accom plish
m ents, about his farm  and little cot
tage. So realistic it was tha t long 
before its close John was deeply dis
tressed and big tears rolled down his 
cheeks.

“ How will tha t do?” asked the 
Squire as he finished reading.

“Do?” said John, “do—it’s jusr 
splendid.” Then w ith a sudden burst 
of tears and candor he blurted out: 
“Squire, if th a t le tte r don’t fetch her, 
she—she—she can go to  blazes.”— 
M ack’s N ational M onthly.

np R IS C U IT , the 
s h r e d d e d  

wheat wafer, can 
be eaten in more 
ways than any other 
grain product ex
cept bread, conse

quently it is not only easy to sell, but because it takes part in so 
many meals a package is used quickly. You can depend on lively 
sales and a steady, constant all-year demand for

W e help the sale of Triscuit by extensive magazine, newspaper, 
street car advertising, by sampling and demonstration in connec
tion with Shredded Wheat. It will pay you to push Triscuit be
cause you can be sure it will please your customers. Just call at
tention to its many uses as shown on the back of the carton. If 
your customers like Shredded Wheat for breakfast, they will like 
Triscuit for any mea’ as a toast, with butter, cheese or marmalades.

*Ihe

Shredded
Wheat
Company

Niagara
Falls
New

YorK
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TOO CLOSE TO BUSINESS.

Does Y our Store Need A ttention in 
These Lines?

Every storekeeper, in time, suffers 
from becoming too close to  his busi
ness. Being in the store each day, it 
becomes like home to him. If things 
about the store gradually run down 
or go wrong, he is not im pressed, be
cause he gradually becomes accus
tom ed to them. So he loses his sense 
of perspective, and is unable to  look 
upon his store through the eyes of 
the intending purchaser, and thereby 
loses sales w ithout num ber, often 
w ithout even know ing of this loss.

O ften v/e notice tha t the windows 
of the small store will have the ap
pearance of not having been washed 
for m onths. The window display—if 
there is a display at all—has been in 
positi' n so long tha t the fabrics have 
faded, and fhc articles shown are fly- 
specked, dusty and sprinkled liberal
ly with the bodies of defunct flies.

You have seen such stores. You 
know the im pression created by such 
window's. Instead of a ttrac ting  trade 
they repel it, and no article, no m at
ter how alluring, can be made to  look 
w orth  purchasing in the dim light of 
a dirty  w'indow—rem em ber that.

Look to  yourself. Are your win
dows frequently cleaned to spotless, 
crystal cleanliness? Are the lamps and 
reflectors kept in perfect condition, 
ready for instant use? Are the win
dow displays them selves so frequent
ly changed as to a ttrac t from the 
standpoint of novelty, in addition to 
the appeal of the m erchandise dis
played?

If  not—if you have been careless 
o r thoughtless—revise your windows 
for they are losing yon money.

W hen we step inside the store of 
the thoughtless m erchant, we too o ft
en find that the condition of the win
dows is duplicated in the interior. 
Stock is kept haphazard. W hen goods 
have been taken from the top shelf 
to  be showm they are put on the 
counter or under it, or to  one side 
instead of back where they came 
from. Soon a certain article can be 
found in a dozen places, here and 
there. W hat can possibly be more 
annoying to  a prospective purchaser 
than to  wait while a. clerk is search
ing here arid there for the article 
specified, perhaps m uttering  m ean
while, “W e have got it som ewhere— 
I saw it only yesterday—now where 
was it I saw it?”

W e do not believe tha t custom er 
would retu rn , do you?

If your stock is not arranged in an 
orderly  m anner—if either you o r your 
clerks are not able to  pick out any 
article, of any size, in the dark—re
vise yourself. I t  will pay. In the re
tail store above all places should be 
w ritten  in w'ords of fire, for all em
ployes to  read and observe—“A place 
for everything and everything in its 
place.”

And the show cases. Rem em ber 
th a t they are—or should be—silent 
salesmen. T heir function is to  dis
play this o r th a t so attractively tha t 
the  caller will become interested, ask 
the  price and buy—although they 
m ay no t have even thought of such

an article when they entered the 
store.

Are your show cases clean as to 
glass and well dressed and appeal
ing as to  contents? If not, revise 
them. Make them earn their salary 
as salesmen. T hat is what they are 
there for.

And now as to  the store itse lf. Are 
you sure it is attractive as it could 
be by a little  effort5

Step outside and en ter your own 
store—critically . T ry  to  look at 
everything through the eyes of your 
m ost valued customer. A re you sat
isfied? Is everything orderly—neat— 
inviting—appealing? Think!

If  not, there  is a chance for revi
sion—with dollars and cent 
in the balance.

And now as a fast the
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cated side by side? O r, will the buyer 
be compelled to  go to  the several dif
ferent parts of the store to  com plete 
his or her purchase? Toilet soaps 
should not be in the grocery depart
m ent for the sake of keeping ail the 
soaps together, bu t with the perfumes 
and toilet articles. The white goods, 
corsets and w om en’s suits should be 
together. Neckties, suspenders, ho
siery and m en’s handkerchiefs should 
be side by side.

Save your custom ers unnecessary 
steps and you will save yourself dol
lars.

Rem em ber the fundam ental prin 
ciple of m erchandising which is, tha 

; all th ings being equal, people will btij 
j m ost often from the store which k 
! m ost attractive and where the buyim 
I can be m ost com fortably and easily 
[ done. W. M errian Ayer.

American Ginseng in China.
Consul General Geo. E. Anderson, 

•if H ong  Kong, w rites tha t the p res
ent m arket in China fo r ginseng or 
American production is unusually 
good. M arket prices run high and 
there is a special dem and for some 
grades from the U nited States. For 
eign ginseng is in strong demand 
generally and its purchase has been 
increasing fo r several years Fa r to n r  
K ong, although the trade has been 
subject to  violent fluctuations, it  is 
next to  im possible to  make any ac
curate quotations, as ginseng not be
ing  a  staple, its commercial -*aine 
depends entirely or. its m erits, whic 
can be determ ined only after inspec
tion of the goods. T o  give a rough 
idea of the prices now obtainable in 
our m arket we wtM give as basis a 
roo t produced in W isconsin o r Mm 
nesota o r  Iow a which we classify as 
"‘good" cargo. Such a root, if prop
erly dried and in all ways sat {fac
tory , m ight be sold to-day at about 
$2,400 Mexican per picul of 133- J 
pounds, which price, at the present 
rate of exchange and after aîlow iru 
for all discounts and charges, should 
show a net return  to  the shipper >sr 
about 17.13 per pound.

T he ginseng business of China a t 
p resent seems to  be in the control 
of an organization of Chinese dealers 
Several foreign com m ission arm s 
are  ready to  handle shipm ents of

ipcm cm g ] 
about 40 p* 
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BUTTER, EGGS and PROVISIONS!

Prize Essay on the Ideal Cream Buy
er and Station.

The O klahom a D airym en’s Asso
ciation offered a prize for the best 
essay on "The Ideal Cream Buyer 
and Station," and the first prize was 
awarded to D. L. Cozart, of Fair
mont, Oklahoma. The ideas he ex
pressed will apply to Michigan as 
well as to the W estern State, and 
the essay no doubt will be read with 
interest for the many good sugges
tions it contains. H ere it is:

The ideal cream buver. first of all. 
should be in this as in any other 
business absolutely honest in his 
dealings. He should feel that his suc
cess depended on this as much, if not 
more, than anything else.

He should hold the interest of his 
patrons and those of his creamery 
equal, or, in other words, he should 
b equally zealous that both creamer}' 
and patron should be treated justly 
as to weight and test. He should 
realize that it is one of the impossi
ble things to give one patron a larg
er test than is due him without giv

ing some other patron less than was 
due to him, and at the same time 

I deliver the pounds of butterfat to 
his cream ery that he has caused them 
to pay for.

The cream buyer’s appearance is 
of the next im portance. He, as well 
as his station, should be as clean as 

J possible at all times. He should be
gin the day with a fresh laundered 
dairy suit of white, such as are used 
in our creameries. He should shave 
regularly to enable him to keep as 
(lean as possible. Any neatness 
shown by the cream buyer will have 
its bearing on his patrons and slov
enliness will have its bearing as 
well.

1 he cream buyer should be polite 
to everyone and be willing at any 
time to explain to his patr.ons things 
they do not understand, and above 
all should have control of his tem 
per when confronted with proposi
tions calculated to make a saint fall 
from grace. He can, by his manner, 
overcome a great m anv of thecp rtif-

ticulties and inspire confidence in the 
larger share of his patrons.

He should rem em ber tha t the Bab 
cock test is a m ystery to the o rd i
nary patron and he should do all in 
bis power to explain its workings 
and to convince them of its accuracy. 
His test room  should be open at all 
times to his patrons and they should 
be convinced that there is no secrecy 
attached to  the business, and that 
they are welcome to see the testing 
done any time it suits them, and he 
should even insist upon their seeing 
it done. The sooner his patrons un 
derstand these things the sooner wili 
he be able to give satisfaction.

Then he should explain to  them 
the churn gain” proposition, or why 
it is tha t they are able to churn out 
more than the butterfa t as shown by 
tne test. By so doing he will save 
himself the annoyance of having his 
honesty questioned.

To be able to do these things he 
must have a thorough knowledge of 
his business and he should not be 
above reading everything calculated 
to fit him for his work.

The station should be built of ce
m ent as it makes a cooler and more 
sanitary building than other m ate
rials. If not possible to make the 
whole building of cement, the floors 
at least should be and the side walls 
up three or four feet should be plas
tered with cement. W here the side 
walls and floor m eet there should be 
lound instead of square corners, as 
germs, filth, etc., find lodging in

possible to clean them. The floor of 
this station should be at least 28 inch
es above the driveway in o rder to 
save the operator as much lifting as 
possible when taking patrons’ cans 
from their wagons

The ideal station should of course 
have a small steam, boiler, steam tes t
er and contrivance for rinsing pa
trons’ cans by steam, a wash-up tank, 
deep well, or some other supply of 
pure water. The boiler should be 
placed in a room  separate from the 
cream room in order to keep the 
cream room as cool as possible dur 
ing hot w eather. The steam tester 
has a great advantage over the old 
nand method in tha t the operator is 
enabled to handle a larger volume of 
business, and can make better tests 
by having control of the tem pera- 
ure inside the tester.

The station should have a device 
for rinsing cans the same as is used 
•n the cream eries, and I think these 
rinsings should be kept in a separate 
can from the o ther cream, as im puri
ties from the boiler are apt to spoil 
the flavor of a whole can of good 
cream and at least would raise the 
tem perature more or less.

In  an ideal station I would have 
vat to place the cans in after fill 

mg where there would be a constant 
flow of cold w ater around them until 
time to ship to the cream ery. This 
would hold the tem perature down 
to a great extent and put a stop to 
the boiling over which causes such a 

eavy loss during the sum mer 
months. This vat can be built in the

AN EXTRA PROFIT ON EGGS
That Is What You Can Make by Using

Star Egg Carriers and Trays
FOR SAFE EGG DELIVERY

They stop all breakage and miscounts and in this way 
make an extra profit of ic on every dozen eggs delivered_
d d a ? ü u  PaPer ba8s or boxes. Our book “NO
DKUKbN EGGS proves this by figures. Wiite for it.

They also save clerks* time and satisfy your cus
tomers. Your ad on every STAR EGG TR AY brines 
business. &

NO. 1
P A T E N T E D

Shepard & Co.. Providence. R. I., write—

STAR E3G  CARRIERS and TRAYS are the only thing for delivering  
eggs. Send us four more dozen of the No. I size carriers.

Made in O ne and T w o  D ozen Sizes

Star Egg Carrier &  Tray Mfg. Co. 500 JAY ST., ROCHESTER, N,
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expense and when built can be put to 
a double use. In  sum m er it can be 
used, as stated before, for cooling 
purposes. In  w inter it could be hea t
ed by a steam je t and used for a 
l ath fo r frozen cans, so a correct 
sample could be taken.

In an ideal station I would have a 
cabinet filled w ith dairy literature 
free to  my patrons. The station 
should be provided with a rack on 
which to  air and sun the empty cans 
from  the time they come from the 
cream ery until time to fill them. The 
lids should be rem oved and the cans 
placed on this rack as soon as re
ceived. Before filling again they 
should be thoroughly steamed and 
then rinsed with cold water.

A station such as I have described 
can be built complete with equipm ent 
for $500. As the cream eries furnish 
equipm ent this would leave some 
thing like $400 outlay for the opera
tor. Is  that too much when you take 
into consideration the am ount the pa
trons have invested in the business, 
and considering the expense the 
cream eries have gone to in order 
to build up the business? The profits 
in a good station will easily justify 
the expenditure of this sum.

If one thing more than another 
has been a drawback to  the cream 
business it has been the fact that 
too m any cream buyers handle the 
business as though it did not amount 
to anything, and try  to handle it on 
too cheap a scale.

The man who engages in the busi
ness can expect a great many diffi
culties the same as any o ther busi
ness, but he m ust come to the con
clusion that it is a business and must 
have the attention  of a business.

I t  is one business tha t can net be 
handled in a careless manner. Nor 
will anyone be able to do it or him
self justice who tries to handle it as 
a side issue. The sooner the opera
to r makes up his mind to put his 
whole energy into the business and 
the sooner he can persuade his pa
trons to give the business the a tten 
tion it deserves a t their hands! the 
sooner will O klahom a be numbered 
with the dairy states of the South
west.

F an n in g  as a Business.
A griculture is rapidly becom ing an 

'o rgan ized  business. I t is dividing 
| along natural lines in to  separate fields 
(of operation. U ntil recent years the 
farm er endeavored to  produce all his 
living from bis farm. He raised a 
sufficient quantity  of w heat, corn, po

ta to e s ,  m eat, fruit, etc., to  satisfy the 
j needs of his family. There was prac- 
j tically no m arket for the surplus. At 
| present, however, there is a cash 
m arket fo r w hatever products the 
farm er has to  sell. This has made it 
possible for him to  grow these prod
ucts for which his land is naturally 
adapted, and to r which his training 
and tastes have specially prepared 
him to produce. T his modern trend 
in practical agriculture calls to r a 
much greater degree of skill than 
the old method and Michigan is m ak
ing it easy for the energetic young 
man to secure this special training re
quired to  make him an expert in va
rious lines of farm work. It he de
sires to gain special knowledge of live 
stock, dairying, poultry  husbandry, 
fruit culture, cream ery m anagem ent 
o r general agriculture, he will have 
an opportunity  to  do so at a very 
small expense at the Agricultural 
College, E ast Lansing. The College, 
upon request, will mail, free of 
charge, circulars giving inform ation 
concerning the short courses offered 
in these special lines of work.

Ente rprise.

HA, had a

w a h t e o
E h p . Story e ri wm  ?*vwlor
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F eed s
W Y K E S  A CO.
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W *T 50* *  FROST CO. 
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T he  piare to  mstr ie t j o t

I Paaftry. Batter. Eggs. Veal

HIDES AND PELTS
Ur©**®« *  Rodes Ce , Lté.. T is s u  i

J7  S . Market S t ..  6 ramé »ap id s. S ic * .  
SMp a» row  Sides so be s o d e  rato Ro bes

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

D is tr ib u t in g  A gents, fo r

Capital City Dairy C o/s High Grade Butte line
rite for prices and ad vertising  m atter

A Q uestion of Identity .
One day a farm er drove into town 

with a load of produce and spent the 
rest of the day and part of the night 
with convivial companions. On his 
way home he fell asleep, and his 
wagon came in contact w ith a tree 
by the roadside, startling  the horses 
into a burst of speed. T hey broke 
away and went c ialtcring  down the 
road. T he farm er slept on. H e was 
thus found next m orning at day
break by a stranger on horseback.

“H ello!” called out the horseman. 
“W ho are you and w hat are you do
ing h e re ? ’

The farm er peered up and down 
the road in a dazed way. “W ell,” he 
said, “my name is Rogers, and I ’ve 
lost a blamed fine span of horses."

T hen he got down from  his seat 
ar,d inspected the vehicle. “And if I 
ain’t R ogers," he added, “I ’ve found 
a blamed fine wagon.”

T he Good W orkm an.
I hired a toiler whose name was 

John to come with his weapons and 
mow my lawn, for long green whisk
ers were grow ing there; it badly 
needed some tender care. And John 
arrived at the break of day, and 
whittled grass in a cheerful way; the 
job was fierce, for the weeds had 
grown, and the dog had scattered 
some chunks of bone, but John, he 
labored to  beat the band, and shav
ed that lawn with a m aster hand. He 
named his price when the work was 
o’er, and I gladly coughed up a quar
te r more. And whenever I find that 
my lawn is due for a good clean 
shave o r a dry shampoo, I ’ll hunt up 
John, if he's still on earth, and pay 
him more than the job is w orth. I 
will hunt up John if I have to tro t 
from the court house clear to the 
dumping spot, fo r he does his work 
as a workm an should, and does not 
quit until he finds it good. The streets 
are haunted by shiftless men, who 
seek em ploym ent and seek again: 
they say tha t jobs are as hard to  find 
as pearls of price in a melon rind: 
their hopes are hazy, their chances 
gone—for m ost employers art hunt
ing John! W alt Mason.

W . C. Rea REA & WITZIG *
PRODUCE COMMISSION

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

“ Buffalo Means B u sin e ss’ '
We want your shipments of poultry, both live and dressed. Heavy 

at high prices for choice fowls, chickens, ducks and corker s, and we 
highest prices.

Consignm ents of fresh eggs and dairy batter wanted at ail times.
REFERENCES—Marine National Bank, Commercial A vents. Ernrens Comoanii 

Papers and Hundreds o f  Shippers.
E stablished 1*73

W ü z ig

d em a n d  
can get

Clover Seed and Beans
If any to offer write os

A L F R E D  J .  B R O W N  S E E D  C O . ,  O R A *» D
OTTAWA AND LO U IS S T R E E T S

Established 1971

W isconsin Cheesemakers.
The annual m eeting of the W is

consin Cheesem akers' Association 
will be held at Milwaukee Jan. 11-13. 
and it prom ises to  be an event of 
more than usual in terest and p rac ti
cal value. Cheesemaking has become 
one of W isconsin 's great agricultural 
industries: and those engaged in it 
stand high in intelligence and skill. 
E xperts in all branches of the in
dustry will take part in the p ro 
gram m e and the discussion that will

\ \  J  _ a I ^hite Beans Clever Seed VV fln tC fl Beans Browa Swe£s* Beans
Potatoes Onions. Egjs

Moseley Bros. W holesale Deafer» and Shippers of Beane. 9ee«te awtf ptita 
toae Office and W arahouse Second A«c. m *  I t il i  »»f

B oth  P h o n e s  1217 Grand R apids, R ich.

The Vinkemulder Company
Jobbers and Shippers o Everything m

FRUITS AND PRODUCE
G rand R a p id s ,  M ich.
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W IN T ER  PRODUCE SHOW .

Traverse City’s “Big Store” W ill Give 
Agricultural Exhibit.

The Michigan State Grange will 
m eet at T raverse City this week, and 
for the entertainm ent of the visitors 
as well as for the advertisem ent of 
the Grand T raverse district the H an
nah & Lay M ercantile Company will 
give a big “Produce Show.” The 
show will be a veritable agricultural 
fair, with premiums offered aggregat
ing $150, divided into 198 classes 
covering seven general divisions, 
grains and seeds, vegetables, fruits, 
dairy products, specials and juvenile. 
The very best in each class tha t the 
Grand T raverse district produces will 
be shown, and a more appreciative or 
intelligent audience than the Grang
ers could not possibly be gathered. 
The object of the show, as set forth 
by a circular that has been issued, is 
as follows:

“The sole object of the m anage
ment of the ‘Big S tore’ in putting on 
this second num ber of the Produce 
Show is to prove the advertising 
which has been done by the T raverse 
City Board of T rade and the W est
ern Michigan Development Bureau. 
T o do this m ost effectively it is hop
ed that everyone in the Grand T rav
erse region will co-operate by bring
ing in the best of their products from 
orchard, farm and garden to make 
such a collection of evidence that we 
have fertile soil and favorable cli
matic conditions, just as the adver
tising bureaus have been telling.

“To make this all the more in te r
esting to all classes of people the 
Big S tore’ offers cash premiums for 

exhibits and will practically turn over 
the store for the exposition at the 
time of the m eeting of the State 
Grange here the week of December 
12-17, when thousands of strangers 
will be within our gates and will have 
the opportunity to see for themselves 
that this section of Michigan excels 
in horticultural and agricultural lines

“To this end we urge every person 
in the country round about the 
Grand T raverse Bay to gather to
gether the best in the line of produce 
and exhibit the same during Grange 
W eek in the ‘Big Store.’ ”

Following are the conditions and 
rules for exhibitors to observe:

“All exhibits must be in the store, 
properl}' labeled and classified, by 
12 o’clock, noon, on Tuesday, De
cember 13. No entries will be ad
m itted after that time.

“Each exhibit m ust be properly 
named by exhibitor when entered, 
tha t same may be registered and 
placed in its special division. E rrors 
through failure to follow this regula
tion will not be corrected.

“Each orchard, farm or garden ex
hibit m ust be produced in the Grand 
T raverse region and entered in the 
name of the grower, which will be 
registered by number, a duplicate of 
which will be given to exhibitor, as 
well as appearing on each article en
tered by him.

‘ No part of the exhibits entered 
in the collection classes will be eligi
ble to compete for other prizes.

“The judges will begin making 
their awards at 10 o’clock a. m. on 
Thursday, December 15, and the re
sult will be announced as soon as 
possible thereafter. Prem ium  cards 
m ust be presented to obtain paym ent 
of the prize monies.

“Exhibitors will retain ownership 
of the exhibits, but none are to be 
taken down for removal until Mon
day morning, December 19.”

The Produce Show will be a good 
advertisem ent for the H annah & 
Lay M ercantile Company, but the in
dividual benefit will be small and in
cidental in comparison w ith the ben
efit it will be to the Grand Traverse 
d istrict in making people better ac 
quainted with its resources. The 
Show, in fact, is entitled to rank as 
a public enterprise.

Bees and Their Diseases.
The honey bee annually produces a 

crop of honey valued at at least $20,- 
000,000, and there are vast opportu 
nities for increasing this output. The 
most serious handicap to bee keep
ing in the U nited States is the fact 
that there are contagious diseases 
which attack the brood of the honey 
bee. There are now recognized two 
such diseases, known as American 
toul brood and European foul brood. 
From, data recently obtained by the 
L'nited States D epartm ent of A gri
culture it is known that American 
foul brood exists in 282 counties in 
thirty-seven states, and European 
foul brood in 160 counties in tw enty- 
four states, and it is estim ated that 
these diseases are causing a loss to 
the bee keepers of the U nited States 
of at last $1,000,000 annually. This 
estim ate is based on the probable val
ue of the colonies which die, and the 
approxim ate loss of crop due to the 
weakened condition of diseased colo
nies. The states in which the dis
eases are m ost prevalent are Califor
nia, Colorado, Illinois, Indiana, Iowa. 
Kansas, Michigan, Missouri, N ebras
ka, New Jersey, New York, Ohio, 
Pennsylvania, Texas and W isconsin, 
and it is unfortunate tha t these are 
the states in which honey production 
is m ost profitable, making the future 
outlook of the bee keeping industry 
so much the worse unless active 
measures are taken to control the 
diseases. Furtherm ore, the distribu
tion of these diseases is by no means 
fully known, and they are constan t
ly spreading.

The cause of American foul brood 
has been found by the D epartm ent to 
be a specific bacterium, and enough 
is known of the cause and nature of 
European foul brood, which is also 
a bacterial disease, to  make it possi
ble to issue reliable recom m endations 
concerning treatm ent for both dis
eases. Both attack the developing 
brood and as the adult bees die from 
old age or other causes the colony 
becomes depleted, since there are not 
enough young bees em erging to keep 
up the numbers. W hen the colony 
becomes weak bees from other colo
nies enter to rob the honey and the 
infection is spread.

Both of these diseases can be con
trolled with comparative ease by 
the progressive bee keeper, but the

chief difficulty encountered in com
bating these diseases is the fact tha t 
the m ajority  of bee keepers are una
ware tha t any such diseases exist; 
they therefore often attribute their 
losses to  o ther causes, and nothing is 
done "to prevent the spread of the in
fection. I t  is therefore necessary in 
m ost cases to point out the existence 
and nature of the diseases, as well as 
to spread inform ation concerning the 
best m ethods of treatm ent. Several 
states, Michigan am ong them , have 
passed laws providing for the in
spection of apiaries for disease, and 
the bee keepers in o ther states are 
asking for the same protection, so 
that careless or ignorant bee keepers 
can be prevented from  endangering 
their neighbors’ bees. This inspection 
is a benefit in the spread of inform a
tion concerning disease insofar as the 
inspectors can cover the territo ry  
The D epartm ent of A griculture is 
helping in this w ork by sending out 
publications to the bee keepers in 
infected regions by examining sam
ples of brood suspected of disease, 
and by sending out inform ation con
cerning the presence of disease, so 
tnat bee keepers will be informed 
that their apiaries are in danger. The 
co-operation of agricultural colleges, 
State bee keepers’ associations and 
o ther sim ilar agencies is being urged.

In  view of the fact tha t these dis
eases are so widespread, every per
son interested in bee keeping should 
find out as soon as possible how 
to recognize and trea t these maladies, 
and be on the lookout for them. A 
publication containing a discussion of 
the nature of these diseases and their 
treatm ent will be sent on request to 
the D epartm ent of A griculture.

E ggs in Philadelphia.
Strictly  fine fresh eggs are out of 

sight in Philadelphia this winter. The 
official quotation for real fresh goods 
?s only nominal, 40c was obtained for 
for sm aller lots. D uring the week 
ending Dec. 3 a shipper brought in 
sixty cases of near-by fresh eggs, 
which he sold in an incredibly short 
time direct to the trade at 40c net, 
$720, for w hat would ordinarily be 
considered a small shipment. Some 
consum ers are actually paying as 
high as 55c a dozen and the jobbing 
trade claim they have difficulty to 
get stock to  supply the demand.

Kaw Valley Cabbages.
“This has been a great year for 

cabbage in the Kaw Valley,” said A. 
T. Yoakum, of Edwardsville, Kas., 
to the K ansas City Journal. “Not 
only is the crop the largest tha t has 
been known, but it is in quality the 
finest. I t is white and w ithout blem
ish and m iny  of the heads run from 
eight to fifteen pounds.”

^ r - Yoakum is the Superintendent 
of a sauer k raut factory east of E d
wardsville and about twelve miles 
west of K ansas City, tha t buys thou
sands of tons of cabbage each fall and 
transform s it in to  sauer k rau t during 
about tw o m onths of active opera
tion.

The crop runs from ten to  fifteen 
tons to the acre and it averages about 
$7 per ton at the factory. One farm 
er raised 1,500 tons this year and 
drew over $10,000. F ifty  cars of kraut 
have been shipped direct to jobbers, 
while an average of a car a day is 
sent to Leavenworth to be canned. 
The fac to ry  has twenty-five tw enty- 
six-ton tanks for curing the kraut and 
uses 800 pounds of salt to  each tank. 
The cabbage is cored, cleaned of dead 
leaves, ground and carried to  the cur
ing tanks, all by machinery. Ship
m ent is made in barrels, about sixty- 
five barrels to  the car.

Brag as much as you will about 
your store and about your stock, but 
do not brag beyond the facts. Be 
sure your exaggeration will find you 
out.

G. J. Johnson Cigar Co.
s .  C. W. El Portana 
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W H A T  T H E  FARM ER GETS.

H is Share of What Consumer Pays 
N ot Exorbitant.

One of the topics discussed in the 
annual report of Secretary of A gri
culture Jam es W ilson is the farm er's 
share of the prices paid by consum 
ers. In  the case of milk, in seventy- 
eight cities distributed throughout the 
U nited S tates where the subject was 
investigated by the D epartm ent, the 
farm er receives a scant 50 per cent., 
or one-half of the price paid by the 
consumer. The railroads get about 7 
per cent., so tha t the rem aining 43 
per cent, of the consum er’s price is 
received mostly by the retailer.

“The milk wagon of the retailer 
has a long route. I t  stops at a house 
or tw o in one city block, perhaps 
passes several blocks w ithout stop
ping, and so proceeds to serve cus
tom ers thinly distributed along a 
route of miles. A t the same time 
the milk wagons of o ther retailers 
are covering various portions of the 
same route, and so there is a great 
waste of effort and of expense in 
the distribution.”

T he farm er receives hardly more 
than half of the consum er’s price in 
the case of poultry; 69 per cent, in 
the case of eggs; cabbage 48 per 
cent, when bought by the head and 
65 per cent, when bought by the 
pound; celery, 60 per cent, when 
bought by the bunch.

T he apple grow er receives 56 per 
cent, of the consum er’s price when 
the purchase is by the bushel and 66 
per cent, when by the barrel; the 
straw berry  grow er gets 49 per cent, 
of the consum er’s price in purchases 
by  the quart and 76 per cent, when 
by the crate. W hen the consum er 
buys a peck of onions at a time, the 
farm er receives 28 per cent, of the 
retail price; when he buys a barrel 
the farm er receives 58 per cent. So, 
in the case of oranges, when the pur
chase is by the dozen the grow er re
ceives 20 per cent, of the consum er’s 
price, w hereas, when the purchase is 
by the box the grow er gets 59 per 
cent. The rule seems to be, the sm all
er the retail quantity  the sm aller the 
farm er's share of the consum er’s 
price.

A m ong the m any o ther products 
represented in the list are oats, with 
74 per cerjt. of the consum er’s price 
going to  the farm er when bought by 
the bushel; melons, 50 per cent, when 
bought by the pound; parsnips, 60 
per cent, when bought by the bunch; 
potatoes, 59 per cent, when bought 
by the bushel; string  beans, 80 per 
cent, when bought by the barrel; 
sweet potatoes, 61 per cent, when 
bought by the barrel; turnips, 60 per 
cent, in purchases by the bunch; w at
erm elons, 34 per cent, when bought 
singly.

Four-fifths of the coffee im ported 
into the U nited S tates in the fiscal 
year 1910 came from Brazil-; 17 per 
cent, from o ther countries in South 
and Central America and from M exi
co, so tha t 97.2 per cent, of the im
ports were from Mexico and Central 
and South America.

In 1910 the coffee im ported from 
American countries had an im port

value of 7.8 cents per pound. The 
freight rate from Rio de Janeiro  is 
about one-fourth of a cent per pound. 
For nearly all of this American cof
fee the consum ers paid prices rang
ing from  20 to 35 cents per pound. 
In o ther words, the im port value, 
plus the ocean freight charge, is 
from 23 to 40 per cent, of the princi
pal range of prices paid for the cof
fee at retail.

The case is similar with regard to 
tea. The im ports of 1910 had an im
port value of 16 cents per pound, and 
if it may be assumed that m ost of 
the tea consumed in this country is 
bought at retail prices ranging from 
50 to 70 cents per pound, the im port 
value of tea is from 23 to 32 per 
cent, of w hat the consum er pays.

A fter presenting m any details with 
regard to the increase of prices on 
farm products between farm er and 
consum er, the Secretary of Agricul
ture declares tha t “the conclusion is 
inevitable tha t the consum er has no 
well-grounded com plaint against the 
farm er for the prices that he pays. 
The farm er supplies the capital for 
production and takes the risk of his 
losses; his crops are at the mercy of 
drought, and flood, and heat, and 
frost, to  say nothing of noxious in
sects and blighting diseases. H e sup
plies hard, exacting, unrem itting la
bor. A degree and range of inform a
tion and intelligence are demanded 
by agriculture which are hardly 
equaled in any other occupation. 
Then there is the risk of overproduc
tion and disastrously low prices. 
From  beginning to  end the farm er 
m ust steer dextrously to  escape per
ils to his profits, and indeed to  his 
capital, on every hand. At last the 
products are started  on their way to  
the consumer. The railroad, generally 
speaking, adds a percentage of in
crease to the farm er’s prices tha t is 
not large. A fter delivery by the 
railroad the products are stored a 
short time, are measured into the 
various retail quantities, more or less 
small, and the dealers are rid of them 
as soon as possible. The dealers 
have risks tha t are practically small, 
except credit sales, and such risks as 
grow  out of their try ing to  do an 
am ount of business which is small as 
compared with their num ber.”

In continuation of this subject the 
Secretary of A griculture suggests 
tha t the problem of high prices is 
one for treatm ent by the consum er. 
“W hy do not consum ers buy direct
ly from the farm ers?” he asks. "A 
distribution of farm products in th i3 
simple way has already begun in 
England where co-operative organi
zations of farm ers are selling by di
rect consignm ent to  co-operative o r
ganizations of consum ers in cities. 
F arm ers’ co-operative selling associa
tions are num erous in this country, 
but co-operative buying associations 
am ong the people of cities and towns 
are few. Aside from buying associa
tions maintained by farm ers, hardly 
any exist in this country. It is appar
ent, therefore, tha t the consum er has 
much to do to work out his own sal
vation with regard to  the prices tha t 
he pays. Po tatoes were selling last 
spring in some places where there

T R A D E S M A N
had been overproduction for 26 ce 
and in some places for even 9 ce 
per bushel at the farm, while at 

I same time city consum ers in 
E ast were paying .'© to  75 cents 

[bushel, although there was noth 
to  prevent them from combining 
buy a carload o r  m ore o f po tat 
directly from the grow er and for 

| livery directly  to  them selves ”
— ♦  • --------
Crop Conditions.

The Crop R eporting Board of 
Bureau of Statistics of the Uni 
S tates D epartm ent of Agricult 

|m akes the following estim ate: 
W inter w heat—Area sown this 

2.5 per cent, more than the rev:- 
[ estim ated area sown in the fall 
| 1909, equivalent to  an increase 
J £ 28,000 acres, the indicated to tal a 
being 34,185,000 acres. The condit 
on December T was 82.5. against 5 
and 85.3 on D ecem ber 1, 1909 s 

I 1308, respectively, and a ten-y 
average of 91.3.

Rye—Area sown this fall is 
per cent, less than the revised e: 
m ated area sown in the fall of tg 

I equivalent to  a decrease of 25.i 
j acres, the indicated total area be- 
12,138,000 acres. The condition on I 
cem ber I was 92.6. against 94 1 a 

187.6 on D ecember I 1909 and If! 
i respectively, and a ten year aver; 
, of 93.5.

In Michigan the area is giv 
j 966.000 acres, an increase of 
cent., and the condition is 94 
cent., which is the same as fast ye 

¡The Michigan rye acreage is pfa 
at 349,000 acres. a decrease of 5 
cent., and the condition is 95 
cent.

T he Michigan crop report, as 3 
out by Secretary of State M artind 
on Dec. 1 fo llow s:

W heat-—The condition as comp 
ed with an average per cent, is 96 

! the State, 95 in the southern co 
ties. 98 in the central counties, 99 

; the northern counties and 92 in 
I U pper Peninsula. One year ago 
per cent, was 92 in the State and ; 
central counties. 90 in the south 
counties and U pper Peninsula and 

| in the northern  counties The tf 
num ber of bushels of wheat marke 

j by farm ers in N ovem ber at 124 ffr 
ing miffs is 181.236 and at 115 ele

j a to tal of 308,305 bushels. The e 
| mated total num ber of bushels 
1 wheat m arketed in the four mom 
! August-Novem ber, is 4.500.000 1
total num ber of bushels of w heat 
rem aining in possession of grow 

| is estim ated at 10.700.000
Rye—The condition of rye as c> 

pared with an average per cent.
196 in the State, 95 in the south 
[ counties, 98 in the central counties ; 
94 in the northern  counties and 1 
per Peninsula. One year ago the 
cent, was 91 in the State and cent 

[counties, 90 in the southern ro  
ties, 94 in the northern  counties ;
92 in the Upt>e r  Penin

Live Stock — T1
throughout 1the State
sheep and 5wine and 9

Fall Pasiture—The
[com pared with an ave
(is 91 in the State, 90 it

un ties, AS in tfce general  emmties. 9>t

Maximum Poultry Returns,

inn M M  M
I’aefcecE öy
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H in ts for A dvertisem ent W riters. ribbons—how it multiplies in value.
Only nine shopping days rem ain j H undreds of people who like to give 

before Christmas. H ere are a few all the happiness they can are tying 
suggestions for your last call adver- up all their Christm as packages. H ere 
tising, taken from the announce- | are the ribbons—plain red satin, red- 
m ents of the best advertisem ent and-green, M erry Christm as patterns.
w riters. W ork them over to suit 
yourself:

Men’s Furnishings for Christm as 
Gifts—Every man welcomes and ap
preciates a pretty  tie, a box of fine 
handkerchiefs, a warm  muffler, full 
dress protector, a house coat or bath 
robe. This is the best place to bin- 
such a gift, because one is assured 
of variety, value and the com forting 
assurance tha t the article is the best 
of its kind.

W om en’s Coats—Special Prices— 
Every dollar saved two weeks before 
Christm as means as much to many 
women as double the amount at any 
other time. These special prices on 
Strawbridge & Clothier coats mean, 
as always, dollars and cents saved, 
but no lessening of w orth or dura
bility.

Stylish Girls’ W ear—Save—If a 
girl has waited thus long for her 
w inter coat or suit, and now reads 
tiiis page—congratulations! I t means 
clear-cut, definite savings on every 
stylish suit, every warm, desirable 
w inter coat listed. These last two 
weeks before Christm as are a time 
when m ost girls like to feel they are 
looking their best. W e make it easy.

The W om an W ith  a Coat to Buy 
has been waiting, maybe, to see w hat 
kind of a December the w eather man 
has had up his sleeve. Cold and clear 
means hurry! The first w inter 
month is here, and sharp, bracing 
cold is due to meet it. The right 
coat is here, at the right price. H un
dreds of styles, just as right in style 
as in quality, w hether you pay $5 
or S500.

Christm as Slippers H ere — W hat 
man, bachelor or benedict, does not 
take to pipe and slippers with a sigh 
of u tter content at the close of a 
busy day? You can’t go amiss in 
giving him house slippers. Almost 
as manj- styles here, for mere man, 
as for the sisters and sw eethearts 
who about this time are hoping he 
won’t forget their fondness for slip
pers.
. W e Sell Thousands of Umbrellas 
for Gifts—And we began to pre
pare for this holiday season soon 
after last Christmas, T hat means not 
only a carefully selected stock, a very 
wide variety of artistic handles, but 
careful supervision of quality and 
ample time to make up our orders. 
Reliability is assured here, always.

Christm as Ribbons—Even a small 
gift, daintily tied up with Christm as

every gay Yuletide sort. A piece of 
ten yards will brighten lots of pack
ages—8c to 45c a piece.

P re tty  Neckwear for W om en—If 
I she wears a tailored waist, why not 
one of the lovely new jabots? O r an 
embroidered collar and cuff set—a 
welcome gift to any woman at any 
time? O r a dainty evening scarf— 
alm ost endless choice between 50c 
and $22.50. But the neckwear store 
is crowded to running over with the 
happy holiday hints—no one of 
which could come amiss.

The Christm as Glove Store— 
Gloves for everybody, for every oc
casion—but we call them all C hrist
mas gloves now, because we are sell
ing thousands of pairs for gifts. 
Gloves make excellent gifts, but it is 
Im portant that they be reliable qual
ity. You are assured of tha t here— 
we sell gloves subject to exchange 
when' returned in good condition. 
Try to shop early

Cut Glass and China—F irst aid to 
belated gift seekers will be found 
in the basem ent to-day. A rtistic 
v a il plates, plaques, jardinieres anil 
steins beyond number. Always w el
come to the man or woman who 
takes pride in the home—and just as 
easily chosen here at the eleventh 
hour as though selected weeks ago.

The Gift of Furniture—A gift that 
is m ost appreciated is one that ex
presses by its selection the senti
ment of the giver. Furniture, if well 
designed and made, affords fine op
portunity  for the expression of the 
true gift sentiment.

Time N ear a t H and F o r Passing O ut 
Calendars.

One profitable method of advertis
ing, which naturally comes at the 
holiday season, is the distribution of 
calendars. The actual benefit derived 
from the custom depends largely up
on the m anner in which they are giv
en away. Calendars may be pre
sented in a way which suggests that 
they are of value and implying that 
discrim ination is used in their distri
bution. These are the calendars that 
will be more highly valued, providing, 
of course, they are som ewhat a r
tistic and adapted for practical use.

On the o ther hand, a m erchant 
may hand out a calendar in a care
less manner, which seems to say, 
“H ere’s a calendar; take it along if 
you w ant it. I have got lots of them 
and it does not am ount to a whole

lo t anyway.” This is the calendar 
tha t a man will forget and leave in 
the barber shop and not bother to 
go back after if he should think of 
it again. T his sort of a thing helps 
him to  forget the hardw arem an.

The question of distributing calen
dars has been well covered by a m an
ufacturer of these goods. H e says: 

“T o derive the greatest benefit 
from distributing calendars a retail
er m ust know tha t they reach the 
right people in good condition, and 
the recipient m ust be convinced that 
the calendar has sufficient m erit, eith
er as a thing of use or as an or
nament, or both, to insure its p re s 
ervation for a year. The business 
m an’s advertisem ent is his represen
tative, doing his talking for him at 
t ’mes and places where he can not do 
it himself.

“One naturally thinks of calendars 
as being distributed around holiday 
time, when the new year is about 
to be ushered in, and for many lines 
of business this is a desirable time 
to distribute them. But there is al
ways a serious objection to d istribu t
ing calendars at the same time all 
your neighbors are doing it. The 
best time is when they are likely 
to  a ttrac t the m ost attention. This 
may be early in December, C hrist
mas time, right after January  1, or 
as late as February  1, when m ost 
new calendars have been hung up.

"T here are some lines of business 
for which it pays best to make the 
distribution at o ther times during the 
year. Th ese include the ice man, who | 
distributes his calendars in the 
spring; the coal man, who d istrib
utes in mid-summer, or at the be
ginning of the coal season, and o th
er lines that begin their business 
campaign either in the fall or spring.

“W hether you hand your calen
dars out at the store, or send them 
preceded by an announcem ent of 
some sort, and that pre-supposes a 
mailing list.

“1. Advertise the calendars in the 
local paper and state tha t a copy 
will be reserved for all who call and 
register their names at your store be
fore a certain date. Send calendars 
by mail on the first of January. Be
fore advertising them arrange all 
names in alphabetical index; in this 
way you avoid sending out dupli
cates.

“2. Use the names in the tele
phone directory to assist in making 
up the mailing list and send calen
dars through the mail, or by m es
senger. Enclose w ith the calendar a 
note directing attention to the pic
ture and to the leading features of 
your business.

“3. Use post cards as invitations 
to r people to call and secure calen
dars after the date mentioned.

“4. A fter the first of January, 
when the rush of holiday business is 
over, send post cards describing the 
calendar to a selected mailing list, 
stating  tha t one has been reserved 
and request the recipient to  call and 
bring the card to  make sure tha t 
calendars go to the persons for whom 
they are intended.

“5. In the country the post card 
system  will work well. People will

drive miles to get a fine calendar, 
and, incidentally, do some business 
with you.

“6. Take your delivery wagon and 
distribute the calendars to  regular 
customers.

“7. Place them  on exhibition and 
by new spaper advertising and win
dow cards announce tha t a calendar 
will be presented to each person m ak
ing a purchase to  the extent of $1.

The Popular 
Flavor

Better Than 
Maple

Order from your 
jobber or

The Louis Hiifer Co 
Chicago, ill.

T H E C R E S C E N T  M A N UFA CTURIN G C O  
S E A T T L E . W ASH .

Your
Customers

mfilliff
ask  your advice on  
m atters o f food pro
ducts. You w ant to 
be posted, don’t vou ? 
Then study th e 'fo l
low ing. i t ’s in . 
structive.

n#*
FLAVORED

pi
Mil¿HIivy

M inute G elatine (F Iavored)\
is  made from th e  h igh est quality  o f 
gelatin e—other kinds may use a cheap
er ge la tin e  as colors and flavors can  
conceal its  in feriority . In it  the m ost 
exp en sive vegetable colors are u se d -  
others m ay be colored  w ith cheap  
vegetable or coal-tar colors. True 
fru it flavors are nsed. They cost m ore 
but they are better. -A r tif ic ia l, ether
ea l flavors are found in others. T hey  
are cheaper and easier  to get. riinut'e 
Gelatine Flavored) is  made to se ll  on 
quality  -  not by advertising  or low  
pJ,!ceSB0 n ly ’ Don’t take it that a ll 
other flavored ge la tin es have a ll the  
bad points m entioned. Most of them  
have som e. N one of them  have a ll  
th e  good points of M inute Gelatine 
( Flavored). D ecide for yourself. Let 
us send you a package free and try it 
beside any other flavored ge la tin e  
you m ay select. T hat’s fa ir  is n ’t it?  
When w riting  for the package p lease  
g iv e  us your jobber’s nam e.
,  MINUTE TAPIOCA CO.,

*  w - Main S t .,_______Orange, Mass.

Sawyer’s 50 Years 
the People's 
i Choice.

C R Y S T A L  

See that Top « Blue.
For the

Laundry.
DOUBLE

STRENGTH.
Sold in 

Sifting Top 
Boxes.

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

¡t goes tw ice 
as la r as other 
Blues,

Sawyer Crystal Blue Co.
88 B road  S treet,

B O S T O N  -  •  M A S S .
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IN D IA N A ’S BROOM IN DU STRY .

Large Share of the World’s Supply 
Made in That State.

W hile Ind iana does not grow as 
much broom  corn as it used to, it 
makes a large percentage of all the 
broom s used in the country.

Located at Evansville is next to the 
largest broom  factory in the world 
and between 6,000 and 7,000 “sw eeps’’ 
are turned out every w orking day of 
the year. These broom s go to all 
countries where the busy housewife 
uses such domestic im plem ents in 
her daily work.

The other big factory is located 
close to T erre  H aute, at Paris, 111., 
where enorm ous quantities of broom s 
are turned out. In fact, Evansville 
and Paris practically supply the 
broom trade, although there are o th
er sm aller factories in various parts 
of the country.

New broom s sweep clean, but they 
come high!

And this is caused by the fact that 
the broom  corn industry is confined 
to a com paratively small area in the 
U nited States and the crop of brush 
is easily “cornered.”

E xperts in the Illinois district say 
that the local crop of the U nited 
States for 1910 will furnish material 
for 42,000,000 broom s, or about 10,- 
000 carloads of the finished product, 
valued at $15,000,000. A goodly por
tion of these “dust d istu rbers” will be 
made up in Indiana.

The brush, however, comes largely 
from Illinois, Kansas, O klahom a and 
Tennessee. Illinois has the distinction 
of furnishing the choicest broom  corn 
grow n in the world. The w orking up 
of the raw  m aterial is not confined 
to any one section, and broom mak- 
ing is also one of the prison trades.

T he Indiana State Prison once m an
ufactured broom s, while the In s titu 
tion for the Blind counts it as one of 
its principal assets. I t  is peculiar that 
blind men and boys can be easily 
taught to make broom s and in this 
way otherwise helpless people are 
able to earn a good livelihood.

The art of broom m aking is simple 
and requires but few tools. The 
brush is first assorted and gathered 
into a bunch of the size required for 
the grade of broom  being made. It 
is then shaped on the handle and 
bound with wire. I t  then goes to the 
sewing bench, where a huge sewing 
machine puts in the stitches about 
midway the length of the brush, or 
at the padded o r thicker end. A fter 
the sewing the brush is put under a 
sharp knife and trim med to a square 
edge. The handles are labeled and 
the broom s packed in dozen or half 
dozen lots fo r m arket.

Form erly all of the work of mak
ing broom s was accomplished by 
hand, but now m any factories use 
machines which turn out hundreds of 
the sweepers a day.

T he grow ing of the corn, or 
“brush,” as it is technically known, is 
a very rem unerative occupation, al 
though it entails much hard w ork and 
is said to be, in fact, the hardest of 
any kind of farm ing attem pted. Owing 
to  the fact that the brush grow ing is 
restricted to  such a small area the

price for the fiber is unusually high, 
and grow ers receive all the way from 
$100 to $250 a ton for it.

Brokers in the broom  corn district 
of Central Illinois say the 1910 crop 
will be a record breaker, although 
the price for the corn has not ma
terially weakened. The 42,000,000 
broom s—which is the 1910 crop esti
mate—would require 200 freight 
trains of fifty cars each to  haul the 
output, allowing 4,000 broom s to  a 
car. This would make about 100 
miles of cars of brooms.

The counties of Coles, Edgar, 
Douglas and a part of M oultrie form 
the big part of the producing belt 
in Central Illinois. H ere 15,000,000 
broom? are grown, and it is in this 
section tha t the aristocrats of the 
broom  world are produced. The brush 
brings the highest price and the prod
ucts of it sell at an average of 50 
cents each, retail.

In the States of Missouri, Oklaho
ma, Tennessee and A rkansas are 
grown an inferior quality of brush, 
from which the cheaper quality of 
broom s are made. K ansas furnishes a 
fair kind of brush, but it is principal
ly of the dw arf variety, which is used 
in m akng whiskbrooms. The district 
surrounding Areola, 111., is regarded 
as the national source of supply for 
the choice corn.

Some broom  corn is grown in In 
diana, but not enough to be of any 
particular value. Many years ago 
some sections of the State, which 
were then new, grew  considerable 
corn, but as prices were low and the 
work arduous the industry finally 
slacked until it virtually disappeared.

I t has since been dem onstrated in 
Indiana and elsewhere tha t the corn 
is peculiar to certain soils and will 
not do well as a general rule where 
Indian corn is grown. T hat the cost

of broom  corn farm ing is far in ex- 
I cess of ordinary corn grow ing may 
have som ething to do with the re
strictions on the grow ing area.

\  field of grow ing broom  corn is 
a beautiful sight, especially so when 

¡the brush begins to  tassel out. In 1T- 
| linois the farms given over to  the 
cultivation of this corn range in size 
from ten to one hundred acres. The 

J total acreage is from 30,000 to 50.000 
T he origin of the industry  in I l

linois d a te s  back to  war d a y s , when 
Col. John J. Cofern, a farmer, who 
had been visiting in Tennessee, 
brought home with him samples of 
the brush and a small quantity of the 
seed. This seed was planted in Dou
glas county, where it seemed that the 
soil w a s  peculiarly adapted to  it.

Cofern had immediate success and 
finally started grow ing the crop on a 
fairly large scale. H is neighbors
saw the brush and the indu 5try
spread to  various sectir»ns, and wnth-
in a few years III inois h►ecame kmw n
as a broom corri state Since fhaf
time Oklahoma and Kansas flave
QTOVrn a bigger tc>nnage,, bu t the qual-
ity is said to be inf eric>r to  the IÎIÎ-
nois grown.

Tn a radius of th irty miles or Ar-
cola is grown the w orld's 1best
brus h. A Swedis h colo■ny which mi-
graced to Illinois introdluced the cul-
trvation in Knox county and it suc
ceeded beyond their expectations.

Beware of the Hook.
Local m erchants are perfectly will- 

| ing to  admit tha t the "lim ited'’ par
cels post would be of benefit to their 
business.

They realize tha t it would enable 
them to reach the rural buyers more 
easily. But they also realize that such 
a law is class legislation: that it is 
calculated to extend postal advantag

e s  to certain limited classes which

Cîfi&VÇfi

would no t be in accord with the

the result would

rown down.

would

gaufre

Patronize the Home Man.

PROGRESSIVE DEALERS foresee that 
certain articles can be depended

| on as sellers. Fads in many lines may 
jeome and go, but SAPOLIO goes on 
steadily. That is why you should stock

HAND SAPOLIO is a special toilet soap—superior to any other in countless w ays—- eiic*te 
nough for the baby s  skin, and capable of rem oving any stain.

Costs the dealer the sam e as regular SAPOLIO, but should be sold at 10 cents per «.afca.
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A FATH ER ’S PATRIMONY.

Youngest Son Goes Into the Retail 
Furniture Business.

W ritten for the Tradesm an.
Once there lived in the land where 

the cypress and the m yrtle are em
blems oi leeds done in their clime a 
man whose name is of no conse- 
cmence in this narrative.

1 his man had three sons: and his 
substance also was very limited. To 
he specific, it consisted of a spade and 
pair of corduroys, both commodities 
in fairly good condition, and quali
fied for further service: an empty 
bottle and a brickbat, and the brick
bat was so highly colored and so j 
soft you could write your initials 
with it: a lead pencil and a w riting 
pad. On the outside cover of the 
pad there appeared the name of a 
local furniture dealer, and on the 
upper part of the leaves composing 
the pad were various printed argu
ments why you should buy your 
furniture from the dealer who gave 
’t as a souvenir. I t was good ad- 
\e rtis in g : only in this instance the 
m anager of the distribution depart
ment made an error in judgm ent; the 
old gentleman into whose hands it 
was placed could not have been in 
the m arket for anything in the furni
ture dealer’s line.

\ \  hen the old gentleman saw that 
the time had approached for him to 
cash in, ’ he called in his sons and 

began to distribute among them his 
worldly goods. Tt did not take him 
long to accomplish the task: but he 
did it according to the best he knew; 
and I claim that is all any of us 
can do. Along with the few things 
which the old man gave to his stal
wart sons he handed out some good 
advice. L nder the circumstances I 
think the old gentlem an was perfect
ly justified in advising his bovs. 
Among other things the old man 
said:

“Boys, I have lived a long time, 
have read a good deal, thought much 
and observed a good many things 
which men do under the sun. I have 
not been, as you will see from the na
ture of the goods that I am dividing 
am ong you, what you would call a 
success in life. Fact is, I ’ve been up 
against it pretty  much ever since I've 
been up at all. The trouble with me 
was that I didn’t get started right. 
There s a whole lot, you knowr, in 
the start a man gets. And maybe, 
when you get right down to hard- 
pan, it wasn t in me, to begin with, 
but, w hether it was or not, at all 
events I haven’t worked it out. So 
you young fellows will have to start 
in on the ground floor and build up.
In the last analysis this isn’t a hand
icap, and so, perhaps, the best thing 
that I have to offer you is my re 
gret that I haven’t anything to give 
you. Thus if you succeed in making 
good other folks can’t say, ‘ The old 
man started ’em in business.’ Now, as 
I was saying, I have been an in ter
ested spectator in the highly com
plex dram a of life; and I think I've 
got the cue to w hat we call the suc
cessful career. Every man wbo has 
made good, is now making good, or 
who expects to make good,

will be found to possess these 
three qualities: Industry, im agination 
and honesty. If a man has these 
three elem ents in his make-up you 
can’t keep him down. H e’ll forge to 
the front or bust a ham e-strap try 
ing. So my advice to you, boys, is: 
Get busy, cultivate the faculty of see
ing things before they happen and be 
square."

H aving delivered himself of this 
superb advice, the old gentlem an pro
ceeded to divide his goods among 
his three sons. To the oldest Ire gave 
the spade and the corduroys; to the 
second-born he handed the empty 
bottle and the brickbat: to the young
est he passed the lead pencil and the 
furniture dealer’s souvenir pad. A fter 
this he died and was buried with his 
fathers.

W hen the boys had sufficiently 
mourned the departure of their fa
ther the eldest arose, put on his fa
ther s corduroy trousers, shouldered 
bis spade and said:

"Fellers, Dad said, ‘Get busy'—so 
here s fer me.” And he went out and 
dug a prodigious hole in the face of 
the earth. As the sun went w ester
ing the eldest son mopped his per
spiring brow on his shirt sleeve, 
climbed out of the pit and went home 
to ravenously eat his supper. A fter 
supper he walked forth contentedly, 
but, having in the meanwhile forgot
ten the pit he had dug, he fell 
therein upon his neck and broke it. 
They buried him in the bottom  of 
the pit, using the spade as a tem 
porary head-piece to mark his final 
resting place.

The eldest born had plenty of in
dustry but he wras short on im agina
tion: therefore his career was brief.

Up to this time the second-born 
son had done nothing but grieve, 
-bow, however, he said: "I, too. must 
get busy.” Therefore he took the 
empty bottle which his father had 
given him, cleansed it thoroughly 
with hot w ater and provided a new 
stopper therefor. Then he took the 
juft brickbat, ground it to a fine pow
der and, by means of a funnel made 
from a bit of paper, filled the sixth 
part of the bottle with pulverized 
brick dust. The rem ainder of the 
bottle he filled with rain water. H av
ing duly corked the bottle, he w rote 
out a preposterous statem ent con
cerning the alleged curative p roper
ties of the pinkish liquid within the 
bottle, advising tha t the contents be 
shaken well before using. Having 
done this, the second-born son wash
ed his face and hands, combed his 
hair and went forth to heal the sons 
of men. He represented that the me
dicinal properties of the pinkish li
quid within the bottle were a sure 
cure for each and every one of the 
m ultitudinous ills to w'hich human 
flesh is heir: that it was perfectly im
m aterial w hether it be taken internal
ly or applied externally, the effect be
ing the same in each instance. Being 
strong on salesmanship, and able by 
his appearance to inspire confidence 
in his fellow citizens, he readily sold 
the bottle to an old lady who was 
afflicted with rheumatism. W ith the 
dollar which he got for his first bottle 
of dope the second-born son bought

twelve new bottles from a druggist, 
uniform in size, but not quite so 
large as the original bottle. “H ence
forth, ’ said the second-born to him
self, the price will be the same—one 
dollar the bottle—but am ount will be 
a trifle less. I believe in stopping 
leaks and making a given output go as 
lar as possible.”

Taking the residue of the brickbat 
the second-born son treated it to the 
same thoroughgoing process of pul-j 
\ erization, placing a like am ount of 
dust in each bottle, and adding rain
w ater from which he had thought
fully strained the wiggle-tails. H av
ing filled and corked the twelve bot
tles, he placed thereupon labels sim
ilar in style to the label upon the first 
bottle. H aving a few small coins 
left from the proceeds of his first 
sale, he bought himself a very tall 
collar and a tie of vigorous and con- 

l spicuous colors. Thereupon he set 
forth in quest of people who had 
real or im aginary infirmities. And 
he found them in alm ost no time; 
so tha t the twelve bottles were soon 
exchanged for twelve dollars. T here
upon he opened an account with a 
local bank, established a small plant, 
bought his brick-dust by the cart 
load and his bottles by the gross. He 
also contracted with a certain prin ter

of tha t burg to get him out gum la
bels and impressive looking w rappers 
and cardboard containers, bearing on 
the front side a wood cut of the 
author of this marvelous remedy, to 
gether with a list of the bodily in
firmities, relief from which should be 
sought by an early purchase of a 
bottle of the remedy aforesaid.

The bank account of the second- 
born son grew  to beat the band, 
while his plant seemed to grow over 
night. But some of the citizens of that 
country, having been seized by a 
sporadic paroxysm  of law-enforc- 
ment, analyzed a bottle of the afore
said dope, and published their find
ings in the progressive journals of 
that land. Subsequently the second- 
born son was indicted by the proper 
officials, tried, found guilty and sen
tenced to the pen for the space of ten 
years. Now, having been first sepa
rated from his earnings by the law
yer who defended him and after
wards divided from his fellow citi
zens by some twelve feet of solid 
masonry, he had ample leisure to re
flect upon his fa ther’s counsel. W hen 
he had pondered the m atter at length 
he discovered wherein he had m iss
ed the m ark: he had plenty of in
dustry and he was not w anting in 
imagination, but he was short on hon
esty. And so he pronounced judg-

Klingman’s Sample Furniture Co.
The Largest Exclusive Retailers of 

Furniture in America

Where quality is first consideration and where you 
get the best for the price usually charged for the 
inferiors elsewhere.

Don t hesitate to write us. You will get just as 
fair treatment as though you were here personally.

Opposite Morton House Grand Rapids, Mich.

W e Manufacture

Public Seating
Exclusively JU

Churches ^ e  furnish churches of all denominations, designing and
l f , building to harmonize with the general architectural 

f f°m thf  mT  e aborate carved furniture for the cathedral to the modest seating of a chapel.

SchOOlS J1?*;**  have furnished a large majority of the city 
for thi* of3™* d,*tnct. sch?ols throughout the country, speaks volumes
l i r i r  /  T  SC,h° o1 furii,ture- Excellence of design, construction and materials used and moderate prices, win.

Lodge Halls )Ye ^ i a ' i z e  Lodge Hall and Assembly seating.
„ • ®  . . , Our long experience has given us a knowledge of re
quirements and how to meet them Many styles in stock and built to order 
including the more inexpensive portable chairs, veneer assembly chairs and 
luxurious upholstered opera chairs. ’ *u,u

Write Dept. Y.

American Searing Company
215 Wabash A ve. w  CHICAGO, ILL.

G R A N D  R A PID S N E W  Y O RK B O ST O N PH IL A D E L P H IA
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ment upon himself in these w ords: 
“Because I buncoed the people I ’m 
all ini”

Now during all this time the 
youngest son had done nothing but 
sit up atid take notice. But now he 
said: “ It seems to be up to me to 
get busy. W here’s that pencil and 
pad?”

E 2 first sharpened the pencil, then 
opened the pad to page one, and aft
er that tried to think of som ething 
brilliant to write. But the more he 
cudgeled his brain the less brilliant 
his ideas seemed. He prodded his 
Pegasus in vain. To the young
est son of his father it appeared that 
the old Pegasean horse had lost his 
pristine penchant for aerostatics; for 
there seemed to be nothing doing 
either in poetic frenzy or literary 
prose. The young man nibbled off 
the elegant point he had previously 
given his pencil.

As he resharpened his pencil the 
youngest son of his father fell to 
reading the furniture announcem ents. 
All of a sudden it struck him they 
were clever advertisem ents. Begin
ning on page one, he read clear 
through to page thirty-tw o, and the 
more he read the more favorably im
pressed he became w ith furniture, 
saleable from the retailer’s point of 
view, and viewed from  the consum
er s side, desirable. All at once it oc
curred to him that he would like to 
be the sole owner and proprieto r of 
a large furniture store; “for, in that 
event, said the young man to him
self, “I could be industrious, and I 
could give free wing to my im agina
tion, and I could be honest—for sure
ly the retailing of furniture is one of 
the m ost legitimate of all the busi
nesses in which the sons of men may 
engage. Therefore,” concluded the 
young m an’s logic, “I will be a re
tail furniture dealer.”

Having made up his mind to go 
into the furniture business, this 
young man wisely decided tha t the 
first step in his progress tow ards the 
far-off goal was, logically, to learn 
som ething about furniture from the 
m anufacturer’s standpoint. He there
fore applied himself to one of the 
citizens of that country who had a 
name for high grade furniture. He 
entered the factory as an apprentice 
and m astered the details of the cab
inetm aker’s art in a thoroughgoing 
manner. He learned how to run com
plicated machines which were used 
in the m anufacture of various pieces 
of solid and enduring furniture: also 
he learned how to rub slabs of quar
tered oak and figured m ahogany with 
ro tten  pumice stone. He became in
ured to the smell of varnish, and by 
and by the spell and w itchery of real 
furniture got a grip on him good and 
proper. And the way that young fel
low worked was enough to fill any 
forem an’s heart with delight. He was 
on the job with a vengeance. By and 
by the young man was foreman. 
About tha t time the cashier of the 
bank which carried the young m an’s 
account began, to speak very cour
teously to the young foreman when 
he m et him on the street.

H aving now m astered the m anu
facturer’s end of the big, juicy furni

ture proposition the young man be
gan to look about for an opportu
nity to butt into the retail business 
in an opportune manner. It came 
sooner than he had expected. In that 
young man s city was an old dealer 
whose steps were wobbly and whose 
business m ethods were a trifle anti
quated. Rum or had it that the old 
man was on his last legs in two 
senses: that his business had practi
cally gone to pot and tha t his phy
sical strength had all but petered out. 
T herefore the young man sought an 
interview with the veteran dealer in 
high grade furniture, made him a 
proposition which the old gentleman 
accepted with moisture in his eyes, 
and started in for himself. He began 
with a clearance sale which moved 
out several carloads of antiquated 
pieces. The natives thought the 
youngest son of his father had gone 
dippy; but he had not. However, they 
bought all of these old-time pieces in 
no time—being som ewhat new to  the 
clearance sale idea. W hen he had 
cleaned out this accum ulated junk 
the young man called in certain car 
penters and painters, who plied their 
crafts in those parts, and the way 
that old store was rejuvenated was a 
topic for the daily prints. He put in 
new windows and the store was illu
m inated throughout with the latest 
departure in the way of lighting ap
paratus. W hen it was all finished the 
natives turned out to see what had 
happened.

A fter that furniture began to  a r
rive from famous factories in the 
famous world centers of furniture 
productiveness. And there was a 
grand opening the like of which had 
never been before in all that coun
try round about. I t certainly did 
make them set up and comment. Of 
course everybody went. There was 
an orchestra partially concealed by 
potted plants on a raised platform  in 
the center of the store. Cut flow
ers were eeverywhere in richest pro
fusion. Dashing and debonair sales
men handed flowers to the ladies and 
pinned flowers on the lapels of the 
gentlem en’s coats. H ot coffee and 
sandwiches were served; also lemon 
ice, straw berry ice cream and frappe. 
There was a big bowl of steaming 
bouillon, and aqua pura in huge bot
tles, which stood noses downward 
and gurgled gloriously as the liquid 
ran out into goblets (or steins). 
Everybody was prem itted to  eat sand
wiches and ice cream, to  consume 
bouillon and drink hot coffee, 
frappe and w ater to the u t
m ost limit of their capacities 
There were enticing strains of music 
and the delicate perfume of num er
ous flowers; there was a glorious 
shimm er of soft, fine light on beau
tiful creations in quartered oak, m a
hogany and Circassian walnut, and 
the very atm osphere was positively 
rife with good cheer and ingratiating 
bonhomie. Souvenirs were handed 
out by the salesmen, enquiries about 
the material, use and price of this, 
that and the o ther were courteously 
answered. Sales were made galore, 
and the names and addresses of in
terested observers were carefully and 
tactfully ascertained. This inform a

tion was transferred afterw ards t o ! made good, for he alone added i 
certain cards which went into the j agination to industry and honesty 
card system mailing list. It was a im agination. Chas. L. Garrrson
great day to the people of that city i ------- ♦  ♦  —»--------
and the news thereof traveled far. j Every day more or less op porta  

Everybody was proud of the young . 3 ^ as3 your door. Do no t w 
man, and the more they observed his | Tor th‘em to come m ani* drag y 
doings the prouder they became of [OTtt Tty l,crt 3nf* them,
him. He cut a swath in the retailing T *  ,
business of that city which put him j , , , .
perm anently on the map He mar- !. r | swearing' i l c i  you  or someone ei
ried the daughter of the Mayor, rode I. , .
about the city after business hours j m
in a maroon-bodied whizz wagon and I T o look for trouble is to rind
succeeded in keeping a level head in The man with a chip on his should
spite of all his prosperity. will alwavs find someone to kno

He, of all the sons of his father. | it off.

We Want Your 
Business

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

Remember the quality j 
is GRAND RAPIDS make— as good as the best Grand 
Rapids furniture.

Grand Rapids Show Case Co.
Coldbrook and Ottawa Sts. Grand Rapids, Michigan

Branch Factory: L otke  Vffsj. C o., Portland , O re.

Offices and show room s u n d er ou r own m anagem ent: 724 B roadw ay S e w  Yorir I 
City. 51 Bedford St., Boston: 1329-1331 Wash. A re  St. Louis.

T he Largest Manufacturers of Store F ix tures m the World

The Druggist’s Special

This is our No. 763. a narrow frame floor case 
with straight marble base It is just the right height 
and width to be convenient for druggists' use. It has 
three shelves, front glass 30 inches high and has. 
therefore, an unusual capacity both fer holdirg stock 
and displaying.

Write for our new druggists’ catalog 

Our prices will interest you
___________________________________ ______

-

W IL M A R IH  SHOW C A S E  CO.
936 Jefferson Ave. Grand Rapids, Mich.

D ow ntow n  show  room  in G ra n d  R a p id s  a t  58  S. Fom a S t 
D e tro it show  room — 40  B ro a d w a y

will wonder how we can do i
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ADVICE TO JOHN.

Do Christmas Hinting Early and You 
May Get What You Want.

If you do not want your wife to 
present you with a Christm as gift 
l»ox of cigars which will till you with 
misery, John, you should at once be
gin taking Time by the pompadour.

Now, you think of it, John, you re 
m em ber that three times in the last 
week Mrs. John has casually rem ark
ed in the course of conversation that 
she does so wish she had one of those 
perfectly darling sets of gray fox, like 
Mrs. Naybors has. And the accent, 
you recall, was on the “so.” It is per
fectly legitimate fo r ] vou to use the 
same tactics.

Begin to-m orrow  by purchasing a 
couple of your favorite swell occasion 
cigars—the kind you always choose 
when your spending friend, Rovle, is 
footing the bill, and which you al
ways smoke with what English peo
ple call “an air.” Forget that you 
usually consider it a trifle vulgar to 
leave the bands on the cigars and 
leave them on. It is well to choose 
cigars of a distinctive shape, say club
house or pantella. Deposit the cigars 
safely in the outside breast pocket of 
your coat. If you put them in a vest 
pocket some keen-eved friend is sure 
to spy them and commit the one form 
of robbery against which you can 
not even howl.

\ \  hen you go home at night do 
not be ostentatious about the cigars. 
Do not mention them. A fter dinner, 
when you have settled yourself in 
your easy chair, take out one of the 
cigars and begin lazily searching 
yourself for a match. Keep this up 
until Mrs. John hops up, with a 
srnile at your dullness and hands you 
a match out of the match holder at 
your elbow.

Do not start the conversation. We 
men are always so obvious about it 
when we start the conversation to 
ward any certain point. Merely thank 
her and take up the cigar, looking in
expressively contented and happy.

“W hy, John,” she will say, "1 
thought you liked your pipe best 
when sitting at home evenings.”

“I do, ordinarily, dear,” you must 
say, for it would never do to let her 
dream how you fibbed just after last 
Christmas, “but to-day I got hold of 
some of the bulliest cigars I ever 
smoked. Just look at one, dear, and 
smell it. I ’m sure you will notice the 
difference between it and the ordi
nary cigar.”

She will, too. Every woman believes 
she can tell the difference between 
really fine cigars and common ones 
by feeling and smelling them before 
they are lighted. She will feel its 
texture and examine it as if it were 
material she was thinking of buying 
for a party  gown, nor will she over
look the label. And she will con
fidently decide it to be a cigar of ex
traordinary excellence.

“ I t ’s just the shape I like, too—just 
exactly,” you must then observe 
“Fits my mouth to a ‘T ’ and feels 
comfortable and comforting. I t is the 
m ost soul-satisfving cigar I ever 
smoked. T hat is why I left the band

<-n—so I wouldn’t forget the name, i 
am so absent-minded, you know. I ’m 
going to put the band in my desk 
draw er here. I have decided to smoke 
only these cigars hereafter, even if 1 
have to go down to So-and-So’s on 
Which Street near the corner of 
W hat to get ’em.”

A fter that it is easy. All you need 
do is smoke your cigar with a hap
pily tranquil look every night, occa
sionally com m enting on its goodness. 
And when you come home late, re
mark that you were delayed by go
ing out of jo u r  w ajr to So-and-So’s 
after j-our evening smoke. Call a t
tention frequently to the fact that the 
cigars are sold at So-and-So’s. O th 
erwise your wife is alm ost sure to 
buy >-our Christm as cigars on the 

rocerj- bill, and may be induced to 
accept some substitute.

Of course, John, j-our wife w on’t 
really give you a .box of cigars. I t is 

nlj- the wives ot men hum orists 
:rite about who do that. Christm as 

for j-ou will be the same old hand
kerchief shower. But this advice, with 
uitable modifications, will apply to 

many o ther things. The idea is this— 
or best results \-ou m ust do your 

Christm as hinting early.

Cut Out Fake Advertising.
“If you m erchants w ant advertis- 

ng, go to the plants that have built 
■ our city—the newspapers. They ad
vertise you more than the little 6xfi 
display advertisem ent you place in 
one corner of them can pay for. They 
sometimes say nice things about you, 
and often thejr do not say things 
about you which are not nice. The 
newspapers are the best advertise
ment a city or a group of business 
men possesses.”

This was the text of a little lay- 
sermon preached to 150 representa
tive business men of Kansas City. 
Kas., one night by- J. W. Robinson, a 
business man of Topeka, who told 
about the system used by the repre
sentative firms of tha t city in doing 
away with the advertising abuses 
forced on the m erchants by lodges, 
churches and other organizations in 
the form of subscriptions and adver 
tising programmes. The business men 
were so impressed by his talk that 
an organization similar to tha t in T o
peka is to be formed.

“W e formed our Association seven 
years ago at a comm ittee m eeting of 
the Commercial Club,” Mr. Robin
son said. “Each mem ber of the Com
mittee present had been held up that 
day for from $5 to $10 each by some 
organization for advertising space in 
a program m e for a social or some
thing of the kind. W e decided right 
there to eliminate objectionable ad- 
\ ertising and public subscriptions 
from our daily- business life, and aft- 
ei dividing advertising under the 
heads of legitimate and illegitimate, 
we decided that 'outside of the news
papers 95 per cent, of it was illegiti
mate.

We formed an association of rep
resentative business men, and now 
when a Committee from a church, 
lodge or other social or civic organ
ization comes into our business 
houses for subscriptions or to sell

space in an advertising program m e 
we refer them to  a secretary, whom 
ve pay- to look up such requests. If 

the proposition is a good one we sub
scribe to it, but the m erchants are 
not bothered by solicitors or ‘forced' 
to give money for advertising which 
does not bring results, by the fear 
that a com petitor down the street 
will get into the good graces of the 
solicitors by giving m oney.”

“ In Topeka it used to be tha t a 
lodge, which had a deposit in a bank, 
would go to the officials of the in
stitution with a program m e and they 

either had to take $2 or $5 or $10 of 
advertising or lose the account, and 
by taking the subscription the bank 
officials gave the solicitors a leverage 
on every o ther bank in town. W e do 
a g reat deal of charity work at a 
small cost to each m em ber of the or
ganization, and we are about the only 
philanthropic organization I know of 
that is not always broke.

In the case of a public enterprise 
like building a new Y. M. C. A. build
ing we pledge ourselves to give 
$5,000, for instance, provided the So
liciting Committee raises a like 
am ount from the business men who

are not m em bers of the organiza
tion. One m em ber of our Associa
tion, whose annual assessm ent is $24, 
found that he was saving so much 
in the first m onth by our plan that he 
wrote the Secretary and wanted to 
send an additional $24 to the fund. 
W e never have less than $10,000 in 
our treasury, and never have we fail
ed to contribute liberally to every 
public enterprise such as street fairs, 
conventions and all form s of charity. 
'Ye allow our m em bers to advertise 
in any legitim ate newspaper, in the 
city directory and to contribute to 
the Provident Association, but we 
fine them if we catch them  advertis
ing in the ‘illegitim ate’ form s.”

Get Busy Now.
H ard work will have to be done 

to defeat parcels post legislation this 
winter. Every grocers’ association 
and every individual retailer ought to 
get busy N O W .—G rocers’ Criterion.

Do not let your stock run out and 
your custom ers go away em pty hand
ed while you wait for a traveling man 
to show up. Buy by mail and get 
the goods while you need them.

W ho Pays for
Our Advertising?

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

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

LOWNEY’S COCOA
A N D

PREMIUM CHOCOLATE for BAKING
All L O W N E Y ’S products are superfine, 
pay a good profit and are easy to  sell.

FOOTE & JENKS’ COLEHAN’S ~ T b r a n p >
Terpeneless High Class

Lemon and Vanilla
W rite for our “P r .m otloa  Offer”  that com bats “Factory to  Family" schem es. Insist 

on gettin g  Coleman s  Extracts from jour jobbing grocer, or mall order d irect to

FOOTE & JENKS, Jackson, Mich.

C hristm as Candy
If you have delayed or forgotten to 

order your supply for the holidays tell us 
by telegraph, telephone or mail. We 
can take care of you.

“ Double A” goods are in great de
mand. Also agents for Lowney's Fine 
Chocolates.

PUTNAM FACTORY, National Candy Co.
Grand Rapids, Mich.
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Unwise Moving.

W ritten for the T radesm an.
Now and then a m erchant may 

find it advisable to move from one 
part of the city to another, o r from 
one city to another. But he ought to 
be very sure tha t the move is go
ing to benefit him before he rents 
the store and calls in the moving 
vans.

Many people get into the habit of 
buying certain comm odities at a 
given place—maybe because of con
venience, and maybe for no particu
lar reason that they could them selves 
give, fu rther than tha t they have just 
gotten into the habit of it. H abit is 
all-powerful.

On a certain corner is a building 
which has been used time out of 
mind as a drug store. Possibly three 
or four different druggists have ow n
ed the store during the last tw enty- 
five years; yet through all these years 
certain people in the immediate 
neighborhood have been buying their 
drugs and toilet articles at the same 
old stand. No m atter who runs the 
store, they go there to trade. Ask 
them why and they will probably 
say: “Oh, well, it is convenient, and 
besides I have always traded there .”

The dealer who runs a grocery 
store at a certain stand naturally has 
a lot of local trade that he can not 
take with him to another location 
half, or even a quarter, of a mile dis
tant. And yet I have in mind just 
now a certain grocer in my town 
who has the droll habit of building 
up a good business in one part of the 
city, rem aining there two or three

years, then deliberately moving off 
and leaving it.

W hy on earth does he do it? Well, 
I wanted to know, so I asked him 
His answ er was about as lucid as 
mud. In  short, he himself did not 
know. O f course he thought he was 
bettering  himself on each occasion; 
but he was not. F o r m onths and 
m onths after each move his business 
was small and he had to  struggle 
along under a heavy handicap; but 
he understands the grocery business 
in spite of his nomadic proclivities, 
and give him time and he will build 
up a fairly good business alm ost any
where he finds himself. But if the 
landlord happens to get a little 
brusque he will get peevish and the 
first thing you know he is somewhere 
else, maybe ten blocks away!

Choosing a location in the first 
place is a serious proposition. I t  is 
som ething like getting  married. You 
ought not to  do it too hastily: but 
when you have finally made up your 
mind, moved in and become fairly 
well established you had better let 
well enough alone and stay right 
there on the same old site.

How frequently we read of the suc
cessful m erchant in the small town, 
who gets the bee of larger com m er
cial successes buzzing in his bonnet, 
sells out and moves to the larger 
city. Sometimes, to be sure, he makes 
good; but more often he does not.

As a small town dealer he is a 
pronounced success, because his com 
petitors are just ordinary country 
dealers. H e is the peer of any of

them —and a little more. H e lays it Taking O unces,
over them. Maybe he happens to  ! One of the strongest msti 
have a little m ore capital, or maybe in m ost men is th a t o f gai 
:t is because of superior executive long chance is often  prefer 
ability, be tter salesmanship—any o r sure thing, even when t i  
all of these th ings; and it occurs to  | judgm ent says it is a losins 
him that he can cut a proportionate- tion. T hat the desire for 
ly w ider swath in the big city. takes many forms in busr

So it is into the city for him The unconsciously extends to a 
county paper comes out with a big extent than is imaginable, 
puff—albeit with a sad note therein— co t always or often fully 
anent “our popular and prosperous” ed. Can a dealer take thi 
Mr. So-and-So, feeling tha t he re- with any assurance of sue* 
quired a larger scope for his busi- think not, and we think. ; 
ness capacities, decides, “to the re- tiiat it is a dangerous methc 
gret of our citizens,” to  move into j sue in running a business 
the city. man insures his stock, but

W hen he gets into the city, how- bier says. “No, F will take 
[ever, he finds that there is an oodiing of its burning.” Usually he 
[of dealers just as resourceful as him- i loses heavily. How m any de 
'self—and some of them vastly more s chance on having stock e 
so: that they have the added advan- supply their trade and fall 
tage of a large acquaintanceship in the first o rder? T hat is 
the com m unity: that they have be- I Taking a chance on remem 
come firmly established: that they ! set down a charge sale lat 
have more capital than he. and that, day, when opportunity  offers 
take them all in all, they are resource- [ gambling. It is gambling 
fnl and aggressive and eternally on ! sales of the day. also with 
the job. | T aking these and other

About tha t time he begins to  wish [chances tends tow ards Taxri 
he had stayed at home, and unless j is a sure road to  business r 
he is a born genius the longer he Ip tey  com petent assistants, < 
stays in the big, new city the harder j suranee,, keep accounts up to 
he will wish it. Eli Elkins. j ate, advertise, do a few nth

The store tha t gets into the habit j there will not he tim e 
of being “just o r t” of things the cus- 1 -fiances, 
tom ers want will be likely to find it- * — ♦  ♦  w
self getting  just out of money. D on't call attention to a

-----------------
The greatest force for good is j a com petitor in anv wav- 

faith in the possible good in a man. (m anner

nets born

a

and
g rea te r

attitude

take

Thousands Cannot
Safely Drink Coffee

Hundreds of thousands of dollars are paid annually in pointing out 

the benefit derived from using

POSTUM
In place of coffee

When people quit coffee they drink Postcm and the demand is steadily increasing.

The sale of Postum is guaranteed, and it yields good profit to grocers. Keep well stocked to supply 
the demand.

“There’s a Reason”

Postum Cereal Company, Ltd., Battle Creek, Michigan
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F DRYGOODS, ? 

FANCY GOODS ̂  NOTIONS
« I

Be Prepared, For the Grand Rush 
W ill Soon Be On.

It is to he assumed that you have 
your Christm as campaign planned' 
that your departm ents are ready; 
that you are prepared in every re- I 
spect for the final grand rush oi" 
the Christm as shopping season.

From tots with their pennies sav
ed up to to ttering  grandm others with 
fond rem embrances of granddaugh
ter or son—thev will all rem ember 
the gift season and if they have not | 
already visited you they surely are 
on the way, and it is up to you to 
be ready for them

Give your salespeople daily talks | 
on combination selling. F or instance, 
a tablet in the stationery depart
ment calls for envelopes and pencils. 
Ten yards of calico in domestics | 
call for thread, hooks and eves, and 
buttons. This method will do more 
to increase daily sales than any other 
one thing.

A word about gifts. People as a 
rule do not know w hat they want. 
They go up and down past your de
partm ents like an ocean liner at sea 
w ithout a rudder. If you are a wise 
captain you will issue orders while 
vet in sight of land directing your 
first lieutenants, m ates and even the | 
deck hands to study suggestive hints 
as to whom the presents are for, the 
ages, sex and other inform ation 
which will prove helpful.

You have countless articles in all 
departm ents suitable for presents. 
Suggest the practical things. Every
day needs are always good. C hrist
mas shoppers are spenders. They 
have saved up for this event, the 
greatest in the year. They do not 
always buy the loud, attractive a rti
cles with the extravagant price.

Graniteware, nickel plated, copper 
w are; in fact, any staple departm ent 
if live wires are in them will all in
crease their last year's figures, if per
sistently suggested to the right class 
of trade. Be practical, fair, reasonable 
in all departm ents and surprises will 
appear in all.

No doubt extra salespeople will be 
added to the regular force. See that 
the regulars aid the new recruits. 
Thev are not expected to know the 
stock like the old war horses. A 
Haughty air of indifference on the 
part of a regular toward an “ex tra” 
often spoils many a prospective sale. 
Prom ptness in w aiting on trade 
shows an aggressive trading post and 
not a hitching post Most people do 
not come to spend a wasteful hour. 
They come to be waited upon, not to 
wait.

O rganize your salespeople to han
dle the crowds when they come. See

that they do. “W e encourage fore
noon shopping. Avoid afternoon 
crowds.” You see this in nearly all 
Christm as full-page advertisem ents. 
Better say "H obby horses for the 
children, 48c to $1.48.”

One well-waited-upon custom er is 
w orth two or more half waited upon. 
The confidence of a buying custom er 
is in a salesm an’s pow er—the pocket- 
book follows everv time.

History of the Corset.
Tt is said that corsets were first 

worn by the women of France in the 
year 910. This is therefore the thou
sandth anniversary of its invention.

These first corsets were wide belts 
of rubber, stiffened on the inside, and 
enclosing alm ost the entire trunk. A 
hundred years later a corset of dif
ferent type appeared in England and 
Germany. This was a narrow er belt
of stronger material w ith elastic in
sertions encircling only the w aist and 
causing so little discom fort that even 
stout women were glad to w ear it.

Then came the period from 1100 to 
1300 during which French corsets 
were worn by the fashionable wom
en of Germany, France, England, the 
Netherlands, Austria, Russia, Hun- 
earv, Ttaly and Spain. These corsets 
were of two kinds—one rounded and 
close-fitting, the o ther a wider form 
of rubber inserting, fitted with metal 
stays. I t is in this period that long 
slender waists first became the fash
ion. and the first “to rtu re  corsets” 
were devised.

Tn the period from 1350 to 1450 
the “com fortable” corset w ith soft 
elastic lining was preferred in G er
many and other countries. But this 
went out of style and in the fifteenth 
and sixteenth centuries corsets of 
this kind could be found only in the 
country. At the time of the Thirty 
Y ears’ W ar and in the rococo pe- 

I riod the “to rtu re” corset was again 
in favor. For the first time whalebone 
was now used, although in a prim i
tive manner. The corsets of this pe
riod were of so m onstrous a form 
that about half of the women who 
wore them fell ill with abdominal 
troubles, which often caused years 
of suffering.

D uring the period from 1650 to 
1S00 there were two distinct classes 
in society as regards the w earing of 
c orsets. The women of one section, 
realizing the evils of the “to rtu re” 
corsets, laid them aside entirely, 
while the others stubbornly refused 

I to sacrifice their slender waists.
This condition lasted until the 

year ¿370, when an entirely new di
rection was taken, at first in E ng
land and France, and then between

1880 and 1890 in Germany" as well. 
T he strongly laced corsets were 
gradually" laid aside by the best so
ciety and smaller corsets, supporting 
the bust, were worn.

In the District Court of the United 
States for the W estern District 

of Michigan — Southern 
Division 

In Bankruptcy.
In the m atter of E. Clifford Bram 

ble, bankrupt.
Notice is hereby given tha t the as

sets of the said bankrupt will be of
fered by me for sale at public auction 
to  the highest bidder, according to I 
the order of said coart, on S a tu rd ay ,! 
D ecem ber 17th, 1910, at 11 a. m. at 
the store of said bankrupt in the city 
of Muskegon H eights, Michigan. Said

assets consist of and are inventoried 
as follows: Dry goods, $2,751.02; 
clothing, $618.85; shoes, $2,092.12; fix
tures, $120.80; book account, $25; 
total, $5,427.49. Said sale will be sub
ject to confirmation by the court, and 
creditors are hereby given notice tha t 
said sale will be confirmed, unless 
cause to the contrary be shown, on 
Tuesday, the 20th day of December, 
1910. An itemized inventory of said 
assets may be seen at the office of 
Hon. Kirk E. W icks, Referee, H ouse
man Bldg., Grand Rapids, Mich., and 
Peter Doran, 307-8 Fourth  N ational 
Bank Bldg., Grand Rapids, Mich.

Dated D ecember 7, 1910.
John Snitseler, Receiver. 

Peter Doran,
Grand Rapids, Mich.

A ttorney for Receiver.

Grand Rapids Dry Goods Co.
Exclusively Wholesale

Grand Rapids, Michigan

Handkerchiefs retail one cent to a dollar 
Hand Bags retail twenty-five cents to six dollars 

Books retail five cents to a half dollar 
Papeterle retail ten cents to a half dollar 

Perfum ery retails five cents to a quarter dollar
Merchants can make no mistake on the above items. They are 

good after the holidays are over.
Rush orders given immediate and careful attention.

Telephone Your
Hurry-up Orders for

Christmas Goods
Citizens No. 4377 
Or Bell Main 219

And sam e w ill receive  prom pt and careful attention .

P. STEKETEE & SONS
W holesale Dry Goods Grand Rapids, Mich.

On account of alterations we have a few show cases for sale very cheap



D ecem ber 14, 1910. M I C H I G A N  T R A D E S M A N
Modern Woman and Her Furs.
A t one time animals only were 

skinned to provide furs. But, now
adays, the husband who presents his 
wife with a set of furs finds tha t he 
is pretty  well “ skinned,” too.

W hen women get furs, they want 
som ething which sets you w ondering 
how on earth  their husbands could 
have afforded it. W om en love to own 
a fur which sounds expensive and 
rare. F o r instance, a set of furs fash
ioned from the domestic cat and la
beled as such would never find a 
purchaser. But put it into a bargain 
sale ticketed a s ‘“ Parisian T igere tte ,” 
and you would have ten women 
quarreling over possession of it in
side of three minutes.

W om en w ant furs which sound 
more expensive than they are. You 
never hear a woman boasting about 
her rabbit skin stole or her sheepskin 
coat. And so, to find a sale, our com
m oner animals have to m asquerade 
as Indian weasel or Chinese puma. 
Of course, it does not make them  any 
w arm er as garm ents, but it makes the 
prices a bit hotter.

A woman would never feel proud 
about her furs if you reminded her 
tha t it was all a tossup w hether the 
skin she was w earing became a set 
of furs or a hearthrug.

The way a woman w ears furs is 
peculiar. She tells you she wears 
them because thev are so nice and 
warm. And yet she carries her muff 
in one hand, and hangs the other af
fair loosely over her shoulders, with 
inst sufficient careful carelessness to 
display all the brooches she is w ear
ing. Ask her why she does not wrap 
herself up closer and she replies that 
furs make one so hot. Q ueer crea
tures, women!

There is no more elastic a term  in 
the feminine vocabulary than “furs.” 
T o one woman it means a skinny lit
tle muff: to another it m eans a muff 
and neck attachm ent: to a third it 
means nothing less than a fur coat. 
One woman, m entioning offhandedly 
her “furs,” refers to a thousand dollar 
fur coat: another, speaking of her 
“furs” in tones of dignity, may only 
he m eaning her set of “radium-dyed 
dogette.”

In th ese .d ay s  furs are within the 
reach of all. There are cheap furs 
about which the vendors will be no 
more specific than to call them “orig 
inal fu r:” there are othere furs which 
the rich can just manage to buy by 
the exercise of economy in o ther di
rections.

The woman arriving at the theater 
in an expensive fur coat usually has 
a low neck to her dress. This may 
be one form of economy.

After the “Turn of the Year.”
W hether the financial and indus

trial m arkets are to have plain sail
ing, after the money tension, so long 
prevalent, has relaxed with the end
ing of the year, or w hether we are 
really in for a period of reaction and 
slow trade, is as much a topic of con
troversy in Chicago as elsewhere, 
w rites a Chicago correspondent. It 
gives a peculiar atm osphere of ob
scurity to the forecasts of experienc
ed business men regarding 1911.

23
I t  is fair to  say tha t am ong the 

largest d istributors of merchandise, 
and especially with the dry goods 
and clothing and shoe interests, 
there is an optimistic feeling as to 
the future. This is induced by the be
lief tha t falling agricultural prices, 
when caused by genuinely large 
crops, have never caused the coun
try  m erchants, or any other legiti
mate interest, to  lose money, and on 
the further belief that the buying 
pow er of the people will be of the 
same m agnitude in 1911 as it was in 
1910, tha t consum ption of goods will 
go steadily on and that there are no 
burdensome stocks in any section of 
the country. They also make the

The m erchant’s fancied profits of Make sugges 
50 per cent, have been eaten up by I yOU can \  
the agent’s commission of 33J/j per j chant’s or cl 
cent, merely because the m erchant I , .
figured his profit on the purchase j 
price when he should have figured it j 
on the selling price. A rule which I 
Mr. Robertson always follows in ob
taining the correct percentage of | 
profit on any transaction is to  sub
tract the cost from the selling price, 
add two ciphers to  the difference and 
divide by the selling price.

In m arking goods, if a m erchant, 
wishing to  m ark them for a certain 
per cent, profit, has only the cost 
price to go by he can find the sell
ing price by subtracting the per cent, 
of profit he wishes to  obtain from 
100 and in this way find the relation

Arran g 
tractively 
tion whe 

Idle the g 
Make 

j tion s sue

Do not

Make

point tha t their sales of goods for
spring delivery are far above earlier | cost bears to  th * *ellin* P™_e 
expectations, and show gains of 10 to 
15 per cent, over the same period last 
year. For the present there is a good 
volume of trade, both wholesale and
retail. Holiday business is well u n 
der way, and prom ises to be larger 
than in recent years.

N otw ithstanding these views, there 
are o ther well-informed men, close 
readers of speculative and business 
conditions, and who. have the best 
of inform ation, who say that they 
do not look for any such increase in 
business for the next six to twelve 
m onths. They point to  the signs of 
readjustm ent in many industries, to 
possible tariff legislation, to the 
com plaint of the railways over exist
ing rates, and to o ther im portant fac
tors, which they believe will prevent 
buying of goods on the scale that 
existed during the boom of recent 
years. These men regard conditions 
as only the natural reaction from the 
activity of the past few years—an ac
tivity which had reached a feverish 
stage before the panic of 1907, and 
which returned with abnorm al rapidi
ty to that condition after the panic 
was over

For instance, an article cos 
and the m erchant wants to  make a 
profit of 23 per cent. T o find the 
price at which the article m ust be 
sold to realize this profit he first de
ducts 23 from 100. This gives a re
m ainder of 73, the percentage of the 
cost. If $3.75 is 73 cent., 1 per cent, 
would be 3 cents and 100 per cent 
S3, which, of course, is the price the 
goods should be marked.

A convenient table for the m er
chant in m arking his stock is the fol
lowing:

To make 16 /̂j cents profit, add 20 
per cent, to the cost.

To make 20 per cent, prof 
25 per cent, to the cost.

To make 23 per cent, prr 
SSj/j per cent, to the cost.

To make 33J/j per cent, prr 
30 per cent, to the cost

To make 30 per cent, pro 
100 per cent, to  the cost.

If
DU,

How To Figure Profits.
T hat a great many errors are made 

by m erchants in the figuring of prof
its is the opinion of H. E. Robertson, 
a well-known Chicago collar man 
who has devoted considerable time 
and study to the twin subjects of 
costs and profits. He illustrates a 
common mistake due to com puting 
profits on the w rong end of a busi
ness deal with the following exam 
ple:

A m erchant buys a line of shirts 
at $12 a dozen or $1 per shirt and 
sells each shirt for $1.50. W hat per
centage of profit does he make? A 
common an surer to this problem, and 
an answ er that is entirely wrong, is 
50 per cent. Suppose a m erchant fig
uring his profits in this m anner 
makes a deal with a man to go out 
and sell these shirts in a house-to- 
house canvass of the country trade. 
Each shirt costs him $1 and sells 
for $1.50, and as he figures his profit 
to be 50 per cent, he agrees to  give 
his agent 33V3 per cent, commission 
on all sales. The agent sells each 
shirt for $1.50, deducts his commis
sion of 331/3 per cent, or 50 cents, 
and turns over to the m erchant the 
rem ainder, or $1 for each shirt.

dd

The Christmas Spirit.
Take advantage of the Christm as 

spirit. if you don't your com peti
to r will and von might just as well 
have your share of the Christm as 
trade and reap the profits as the o th
er fellow. People are not normal 
during the days of the holiday sea
son. Tt makes them fee! as if the 
days are charmed and it is the time 
to follow the policy of “Good will to 
all men ” In fact, some people who 
ordinarily would squeeze a penny 
until the Indian whooped become all 
of a sudden spendthrifts and buy 
recklessly. Everybody has somebody 
to  rem em ber during Christm as time, 
and the little rem em brance the mer 
chants are expected to furnish, so it 
is up to you to furnish your share. 
G ranted, then, that all people are 
more free with their money during 
the Christm as season than any o ther 
time of the year it behooves the m er 
chants to make the m ost of it and 
take advantage of the spirit.

D uring these days the store, the 
merchandise, the clerks and even the 
l oss should be at their best. Smile 
and help the custom ers pick out the 
presents they want to  purchase.

“Graduate” and "Viking System” Clotfres 
for Young Hen and "Viking” for Boys and 
Little Fellows.

Made ta Chicago by

BECKER, MAYER &  CO.
The Man W ho Knows 
W ears “ M iller-M ade”  C lothes

And m erchants 'who know sell them . Will 
send sw a tch es  and models or a  man win be  
sent to  any merchant anywhere, any tim e. 
N o obligations.

M iller, W att i  Company
Fine Ctotkes far Me a Chicago

H. A. SEINSHEIMER & CO.
CINCINNATI

m a n u f a c t u r e r s  o f

B O Y S’ CLOTHES
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IS IT A DREAM?

Customers Can’t Talk Back To Auto
matic Clerk.

W ritten  for the T radesm an.
‘The corner grocery of the future,” 

said the man on the up-end soap 
box to the man on the potato bas
ket, “will consist of a long, narrow 
room w ith holes in the walls, holes 
of all sizes.”

“Some of them have holes in the 
walls now,” observed the young 
clerk, who had just been employed 
and didn’t know any better than to 
in terrupt when Uncle Cy and Deacon 
Boggs were settling the affairs of the 
world. “And some of them holes in 
the roof, also,” continued the new 
clerk.

“And some of the employes have 
large openings w ithout any power 
of keeping them shut,” observed Dea
con Boggs, w hereat the others in the 
store laughed heartily, as was the 
custom when the Deacon came back 
with sarcasm. One could always tell 
when the Deacon m eant to be sar
castic. for he italicised his speech 
with winks at those about him.

“Yes, sir,” continued Uncle Cy. 
“ there’ll come a time when all one 
will have to do to get a quarter's 
w orth of coal will be to put a quar
ter in a hole in the wall.”

“I ’m of your opinion,” said Dea
con Boggs.

“And crackers,” resumed Uncle Cy. 
proud of having his thoughts ap
proved of by so wise a person as the 
Deacon, “and crackers. W hen you 
want a dime’s w orth of crackers, ail 
vou will have to do will be to drop 
a dime in a slot and take out your 
crackers, all wrapped up nicely.”

“Sure!” said the Deacon.
The new clerk went back to the 

book-keeper and stood with his el
bows on the top of the high desk.

“W hat do you know about tha t?” 
he asked.

The old book-keeper sighed and 
laid down his pen.

“T here’s a company being formed 
in Philadelphia to bring about just 
the condition those men are talking 
about,” he said.

“A-nickel-in-the-slot grocery?
“The same.”
“But how will the stuff be m easur

ed and weighed?”
“All put up in packages and drop 

ped into chambers back of the slots 
The packages will be released, of 
course, just as the gum-machines re 
lease the packages.”

“And syrup, and vinegar, and ’las 
ses, and kerosene?”

“All in little tin cans.”
"T hat will be a fine scheme,” said 

the new clerk.
T hen he stood for a m om ent with 

a thoughtful look on his face.
“Sav.” he said, then, “where wi 

the clerk come in?”
“W hy, he will be behind the wall 

filling the chambers.”
“I see,” said the clerk.
“And in them  days,” the grating 

voice of Uncle Cy w ent on, ‘ when 
you buy a dime’s w orth of anything 
you get a dime’s w orth. W hat?”

“ I should say so,” replied the

Deacon. “W hy, I came down here 
yesterday and bought a quarter s 
w orth of soft coal to  light fires with, 
and when I got home I weighed it. 
Now-, at w hat rate do you supose I 
paid a ton for soft coal?

“About fifteen dollars.”
“T w enty!”
“Gee!” said the new clerk, to  the 

book-keeper, “I guess those men 
think a man can hire clerks to handle 
coal in nickel lots, and wrap it up, 
and tie it up, and brush the dust off 
the paper, at eight dollars a ton.” 

“T w enty dollars a ton for soft 
coal!” continued the Deacon. And 1 
wanted some kerosene, the other day, 
on account of the Standard Oil man 
not seeing our sign and stopping, so 
T came over here to get a quart to 
pull through. Now how much do 
you think I paid a gallon for that 
kerosene?”

“Ffteen cents,” guessed the other.
“T w enty!” shouted the Deacon. 

“He charged me a nickel for a quart!
“Now, w hat do you think of that? 

demanded the new clerk. “He had 
had vinegar, or som ething sour, in 
the bottle, and he asked me to wash 
it out. And he didn’t bring any cork, 
and so I had to hunt one for him. 
And I had to go to the trouble of 
lighting the gas in the basem ent,
too!

“And sugar.” the complaining voice 
of the Deacon continued. “T hat will 
be a good thing when you w ant to 
buy sugar. You put your dime in 
and get iust as much in proportion 
for your money as you would if you 
bought a ton. Oh, this grocery will 
be all right—this grocery where th 
slots in the walls weigh and measure 
and deliver the goods.’

“I wonder how the Deacon will get 
is nibble of crackers and cheese? 
sked the new clerk.
“And how will Uncle Cy get hi 

bit of fine-cut?” asked the book-keep
er.

“And there w on’t be any flies, 
ncle Cy w ent on. “I come in here 

in the summer, now and then, and find 
the store alive with flies. T hey’re on 
the provisions, and all over every
thing. I don’t believe it is healthy 
to have flies coming in here and get
ting on the goods.”

“T hat’s the limit,” observed the 
new clerk. “W e keep our goods cov 
ered up, away from the flies, but you 
ought to see the interior of Uncle 
Cv’s house. I w ent in there one day 
to take a bar of soap, and the flies 
w eren’t going to let me out again. If 
the old lady hadn’t come with the 
broom and attracted  their attention 
to herself, I guess I should have 
been eaten alive. H e’s a nice old 
codger to  talk about flies.”

“Everything will be tied up in pack
ages, or soldered up into cans,” U n
cle Cy w ent on, “and you w on’t have 
to watch and see things weighed. Just 
think how nice it will be for the 
poor in the big cities!”

“I reckon the poor in the big cities 
pay about twelve cents a pound for 
sugar,” said the Deacon.

W hile the old man talked a woman 
with a red shawl over her shoulders 
and her spectacles on her forehead

came in and asked for two pounds of 
cotto-suet.

“How much is it?”
“Fourteen cents,” replied the new 

clerk.
“T h a t’s gone up, too, has it?” the 

custom er demanded. “L et me see 
w hat it looks like.

The new clerk brought out about a 
pound on a paddle.

“T h a t’s too yellow,’ she said. “1 
don’t like it so yellow. Looks like 
it had been burned or som ething.”

“How much do you w ant?” asked 
the clerk.

Tw o pounds. I guess you heard 
w hat I said. Now, you ju s t take 
tha t thick wooden dish off the scales 
If you think I ’m going to pay four 
teen cents a pound for hemlock you’re 
mistaken. And you needn t put tha t 
thick brow n paper on the scales, 

ther. T ha t don’t cost no fourteen 
cents a pound.

“Did you bring a pail to put it in ? ’ 
ked the clerk.
“A pail? Of course I didn’t bring 

no pail.”
‘T h en  hold your pocket up here 

and I ’ll put it in there.”
“W ell, of all the im pudent young 

rascals!”
“But, look here,” said the new 

clerk, “you w on’t let me put it in a 
dish or in w rapping paper.”

“ Put it in some of th a t thin pa 
per,” said the woman. “T hen you can 
give me one of them  wooden things 
to put it in, after you get it weighed.” 

“Yes, sir,” the voice of the Dea
con broke in, “the packages will be 
all put up nice, and there w on’t be 
no im pudent clerks to  talk back to 
the man who is spending of his 
money.”

The newr clerk w ent back to the 
book-keeper after he had taken the 
pay for the cotto-suet.

“Say,” he said, “w on’t it be funny, 
irhen these new nickel-in-the-slot 

groceries get to going, to hear a 
woman like tha t standing with her 
lands on her hips talking like that 
to a hole in the wall? The woman 
comes in and drops a dime in the 
slot, and out comes a package of 
starch. T hen she gets red in the 
face and says to the m achine:

“ ‘T ha t ain’t near so big a package 
of starch as I got at the o ther store 
for ten cents, and you just take it 
back and give me full w eight!’ Say, 
but tha t will be fine. W hat about it?” 

The book-keeper turned around on 
his stool and watched a custom er 
who had bought ten cents’ w orth of 
eggs and was asking the proprietor 
to throw  in three sticks of candy for 
the children.

“Anyhow,” she was saying, “eggs 
are only thirty-five cents a dozen, and 
you charged me at the rate of forty.

“If T give you four for a dime,” 
said the boss, “that will be at the 
rate of th irty  cents a dozen, and I 
should lose money.”

“Then give me a cent back,” and 
he did.

“I ’m afraid it is a dream, this nick- 
el-in-the-slot grocery,” said the new 
clerk. “People w on’t trade where 
they can’t make trouble for the 
clerks. Just think of a woman stand

ing in front of a slot machine and 
asking the concern to throw  in a 
stick of candy, or an apple! O r a 
woman buying a dime’s w orth of tea 
and w anting a couple of cookies free 
for the babies! I t  is a dream !”

Alfred B. Tozer.

No Justification For Lying.
A question in the ethics of sales

manship has been recently discussed, 
the question being put in this fo rm : 
‘W hat is a salesman to do if his em
ployer requires him to praise some 
article which he knows to be of in
ferior quality?” ►

W e do not think there are many 
stores in which that is likely to oc
cur. M ost assuredly, it is not the 
rule in any of the great stores of 
this or any other country, because 
every successful store goes upon the 
principle tha t it is better to try  to 
hold old custom ers than to depend 
wholly upon a continual succession of 
new ones.

Somebody has said tha t “A man 
is exactly as honest as the goods he 
makes,” and there are those who 
stretch this to read, “A man is only 
as honest as the goods he sells.” 
That, of course, means tha t he should 
honestly adjust the price to the a rti
cle. There is such a thing as honest 
shoddy, if the shoddy is not m isrep
resented and is sold at a price con
sistent with its intrinsic value and 
real quality. The fraud is in selling 
the shoddy for the real, w hether it be 
in clothing or diam onds; in silks or 
shoes.

W e do not believe any salesman 
is justified in executing an order to 
lie about the quality of the goods 
he sells. H e should be careful, how 
ever, tha t he knows w hat he is ta lk 
ing about and does not guess at it, in 
making up his opinon, for it would 
be as dishonest to his employer to 
understate the goods as it would be 
to the custom er to overstate them.

On the whole, there is a vast pre
ponderance of fairness and squareness 
in m odern retailing. Some m erchants 
may be honest simply because they 
think honesty is the best policy; but 
the fact rem ains tha t they are honest.

N either a clerk nor a m erchant can 
afford to  lie. He can not afford to 
thus underm ine the foundation of his 
own judgm ent. The tru th  is not so 
simple a thing always as some peo
ple seem to  suppose. I t  is not al
ways a plain, simple m atter, easily 
dem onstrable, like a line of the mul
tiplication table. In  human affairs it 
involves nearly always the question 
of judgm ent and opinion, and the 
consideration of m any phases and 
sides of a given proposition.

I t  is the principle th a t counts. The 
,hole Question of honesty in shoe 
elling is to  the fore at this time, 

because of the creeping in of dishon
est practices. All reputable stores, 
doing square business, may well com 
bine to fight the disreputable fake 
stores which are unloading cheap 
stuff in m any localities.

The profits of a store are just 
| about in a direct ratio to  the quality 
of the system used in handling the 
business.
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“Here’s What You Have Done Today”
The storekeeper who can say this to his clerks at the end of the day 
has solved his biggest business problem. He is getting his clerks to 
shoulder their share of responsibility for the success of his business

NE can say this to his clerks and get a 
great deal of valuable information be

sides about his business with a National Cash 
Register.

Our new National Cash Register gives each 
clerk his own adding wheels showing how 
much business he does in the day. From 
these wheels and from the printed record fur 
nished by the register the storekeeper can 
quickly tell each clerk how much business he 
has done in the day. He can enter the record 
in a book for prizes or promotion. He can 
give a prize for the largest amount of goods 
sold and another prize for the largest number 
of customers waited on. One is as important 
as the other.

Talkiag Over Today's 
Business Helps 
Tomorrow's Records

The National Cash Register Way is the Modern Way of Building Business
Bright Clerks W elcome 

This System
C le rk s  w a n t to  g e t a h e a d — to  

ea rn  m o re  m oney .

If  e a c h  o n e  sees  th a t  yo u  h av e  
a w ay of c o m p a r in g  h is  re co rd  
w ith  o th e r  c le rk s  a n d  re lie v in g  
h im  of th e  re s p o n s ib i l i ty  for 
o th e r  p e o p le ’s m is ta k e s , yo u  g e t 
h is  b e s t  w ork .

H e  so o n  d e v e lo p s  re a l s a le s 
m a n s h ip  in  d is p o s in g  of g o o d s  
th a t  th e  c u s to m e r  c a n n o t see  to  
a sk  for.

H e  soon  see s  th a t  p o li te n e s s  
a n d  a tte n tio n  to  ev ery  c u s to m e r, 
b ig  o r  sm a ll, rich  o r p o o r, h e lp s  
h is  re c o rd  an d  m a k e s  h im  m o re  
v a lu a b le . W ith  th is  re g is te r  
e a c h  c le rk  s ta n d s  on  h is  ow n 
re c o rd .

M ean w h ile  y o u r tr a d e  g ro w s 
a ll of y o u r c u s to m e rs  g e t  b e tte r  
s e rv ic e — y o u r p ro f its  in c re a se .

Business Building Without 
Expense

If yo u  h a v e  fo u r c le rk s  an d  
w ere  ab le  to  in c re a se  e a c h  
c le rk ’s sa le s  o n ly  $ i a. d a y  fo r 
th e  w h o le  y ea r, th a t  w o u ld  
m e a n  in c re a se d  b u s in e s s  of o v e r 
$ x ,2oo a  y ear. I s n ’t a p la n  th a t  
w ill d o  th a t  w o rth  in v e s tig a tin g ?

T h e  N a tio n a l C ash  R e g is te r  is 
th e  o n ly  b u s in e s s  sy s te m  th a t  
g iv es  th is  re s u lt  in a  p ra c tic a l 
w ay.

M o re  th a n  g i7 » °o o  N a tio n a ls  
h av e  b een  so ld . W e  co u ld  n o t 
se ll th is  g re a t  n u m b e r  u n le s s  
th e y  sav ed  m o n ey  a n d  in c re a se d  
tra d e .

What You Get With 
This National

Separate adding wheels for each clerk 
up to nine clerks—each clerk has practi
cally his own cash register.

Total of all money taken in.
Total of all “ Charge” Sales.
Total of all money “ Paid on Account 

by customers.
Total amount of money paid out.
A printed record of each sale on a roll 

of paper inside the register.
A printed check with each record—or 

the register can be built to print on a 
sales slip.

Separate cash drawer for each clerk, 
up to nine clerks.

With single cash drawer the register 
can be used with cashier.

Can be operated with electricity.
Built to stand on floor or counter.
Does anything that any other register 

can do.
Prices run from $290 to $>65, accord

ing to size.

\  SK  U S  to se n d  fu ll in fo rm a- 
tio n  a b o u t th is  N a tio n a l 
C ash  R e g is te r  b u il t  to  su it 

) o u r  b u s in e ss . In v e s tig a te . You 
cannot begin to protect y o u r  
profits any too soon.

Dayton, Ohio

The National Cash R egister Co., D ayton, Ohio. D. M .T.
Send me full information about N ational Cash Registers. This does not commit 

me to buy
Name  Business—

Address------------ —— --------------------—------- No‘ of Clerks~~

The National Cash Register Company,
Salesrooms: 16 N. Division S t , Grand Rapids; 79 Woodward Ave., Detroit
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W hat the Cooking School Can N ot
Supply.

W ritten for th e  T radesm an.
An open letter in a current issue 

of a popular magazine tells of a man 
iyho recently walked into a social I • 
settlem ent in New York City and 
asked w hether his wife might not 
go there and learn to cook. He said 
tha t his salary was $60 a month and 
tha t his bill at the delicatessen, where 
his wife bought practically all the 
food for the two of them —cooked 
and ready to eat—was $30 a month, 
lie  said that he really did not get 
enough to eat, and tha t he could not 
afford such an outlay for food as 
$30 a month. The idea was hegin-

taken a course in cooking, realizes 
tha t there is much about the chem
istry  and nutritive properties of food 
that she ought to know, which she 
can not learn at home, but which 
the good cooking schools teach.

So much for the advantages of do
mestic science. But the cooking 
school, like everything else, has its 
lim itations. The man who hopefully 
looks upon it as a panacea which can 
cure all his cost-of-living ills is des
tined to disappointm ent, for no 
cooking school can supply its pupils 
with that priceless boon for which 
every woman should earnestly pray— 
a good headpiece.

The term  is not synonym ous with 
a good education. A woman who can 
hardly read and write, and is shaky 
on spelling and gram m ar, may have a 
headpiece that is first class; while 

graduate with A. B. and M. 
L. D. after her name may 

ack one that can take hold of the

fRACEYOUR D E L A Y E D  
F R E IG H T  Easily 

and Quickly. W e can tell you 
how. BARLOW BROS.,

Grand Rapids, Micb

woman has not any headpiece. T hat 
is the whole trouble.

Will the course at the settlem ent 
tha t her husband desires her to  take 
up supply this lack? There hardly 

one chance in forty tha t it will, 
and that lies in the bare possibility 
that the woman may yet be only a J colle 
child in mind, having not really come A. and I 
to  years of understanding, and that 
association with the settlem ent may practical affairs of life, 
awaken her dorm ant mental facul- The woman w’ith a good headpiece, 
ties and arouse in her a sense of her j provided she has an affectionate dis 
responsibilities. But if she has not position and a fair degree of womanly 
the mental faculties to awaken, if tact and agreeableness, is the real 
she is lacking in good natural capa- grand prize in the whole m atrimonial 
bility, then neither a course in cook-| lottery. She it is who can take a 

nor anything else can afford real small amount, often a pitifully small
to dawn on him that if his wife relief for the pecuniary troubles of amount, of common lucre—dirty  sil-

w ritten a whole domes- j no ability to economize — 
nothing before them but

would only learn to cook they might 
have better food, more food and 
cheaper food.

In this little story from real life, 
which I have quoted exactly as it is 
told, and which covers but a single 
paragraph, i 
tic tragedy. Poor, shiftless, th rift
less, short-sighted, incom petent wife! 
Poor hard working, ill fed, nose held 
to the grindstone, living hand to 
mouth and never will be able to get 
ahead any husband, who finds, when 
it is too late, tha t he has in ignor
ance and thoughtlessness irrevocably 
th rust his head into the m atrimonial 
yoke with such a mate! and poor 
dumb, blind, masculine hopefulness 
and optimism that, under such cir
cumstances as those depicted, can pin 
its faith to cooking schools to better 
the pitiable condition!

Two people try ing to live in New 
York City on $60 a month, the wife 
with nothing to do but the little 
housekeeping for the pair, and buy
ing their food, high in price, scant 
in quantity and deficient in nutritive 
qualities at the delicatessen shops! | 
Do you say that the poor thing did 
not know how to cook? W hy was j 
she not taught how? W hy was she 
not lying awake nights figuring on 
how to make the very most of their 
slender income? W hy was she not 
besetting every capable and economi
cal housekeeper of her acquaintance 
to tell her just what kinds of food 
would do them the most good for 
the least money? W hy had she not 
hustled out and found the cooking 
school herself long before the idea 
forced itself upon the slow-working 
masculine brain that som ething ought 
to be done, and to keep from sheer 
despair he went to the social settle
ment with his difficulties? The answer 
to all these questions is easy. I t  may 
be read plainly between the lines of 
the brief description given. This

this unhappy pair. U npleasant as it is ver and filthy, germ -laden bills of 
to make gloomy predictions, human- the lesser denom inations—and trans- 
ly speaking, for such a family as the mute it into an incredibly large quan- 
one described — for every family titv  of good food and w arm th and 
where the husband has only a lim- clothing and com fort and home cheer, 
ited earning capacity and the wife : and even have som ething left over for

there life insurance and savings accounts.
a long- j She it is to whom her husband m aj 

continued grind of poverty, and when profitably turn over his whole earn
ings and in whose heart he may safe-

Quillo.
sickness and m isfortune overtake 
them, u tter penury and wretchedness.

Nature gives to some of her 
daughters good looks, to  others ta l
ents and attractions of various kinds, 
but to each of her real favorites she 
hands out just a good headpiece.

The woman who is so endowed 
can do alm ost anything. 1 have 
known women who, previous to m ar
riage, were teachers and business 
women, and really knew very little 
about housework, who, in a few 
short months, by diligent application 
of their brains to their tasks, became 
notable cooks and housekeepers. I 
have known o ther girls who never 
did anything but housework in their 
whole lives, and who, in homes of 
their own, simply went one better 
than tbfeir m others in incapacity and 
extravagance and slovenliness.

Now I am not opposed to schools 
of cooking and domestic economy. 
On the contrary, when they are con
ducted along practical lines, I con
sider them a move in the right direc
tion, and calculated to confer great 
benefit. The mathematical probabili
ties with alm ost every girl are that 
sooner or later she will need to know 
how to cook and bake and sew, 
Then let her learn these things while 
her mind is quick and active, and 
she can get hold of them easily. The 
woman who takes up housekeeping 
later in life, while she may do it 
well, is somewhat a t a disadvantage. 
I t is always harder work for her 
than if she had learned earlier. Every 
woman of intelligence, who never has

Iv trust.

Forget Self.
To be "happy although homesick 

at holiday tim e” one m ust strive to 
forget self and think of others. Try 
to make happy some one a little less 
fortunate. Each of us, no m atter

hat station we occupy, knows some 
one a little less happily situated, and 
it is only by denying ourselves of 
some coveted or perhaps needed 
th ing and bringing a little brightness 
into another's life that we may hope 
to find happiness—the happiness that 
endures and brings such a feeling of 
exaltation tha t self and loneliness 
are forgotten.

Some may say, “ I have so little.” 
D ear sister in loneliness, it is that 
which makes the gift w orth while 
The thousand dollar gift of a million 
aire does not bring the happiness that 
a 25 cent toy would bring to a poor 
child, or some dainty to a poor in
valid, or even a 25 cent meal to a 
street waif. And I do not believe it 
counts for as much “up there,” 
while your pay must be as a hun
dredfold in happiness. Then, too 
“you have done it unto one of the 
least of these,” so have “done it un 
to” Him. Lottie A. Gannett.

I t is a waste of time and energy 
to persist in try ing to accomplish the 
impossible, but be sure you are 
w rong before you quit.

It is always easier to love 
enemies than your rivals.

youi

Evidence
Is w hat the man from M is
souri wanted when he said 
“ SHOW M E .”

He was just like the grocer 
who buys flour—only the gro
cer must protect himself as 
well as his customers 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”
M ad e b y

G ra n d  R a p id s  G ra in  &  M illin g  C o . 
194 C a n a l S t., G ra n d  R ap id s , Mich.'«

w V
CRESCÈNTI

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!

VOIQT MILLING CO.
GRAND RAPIDS, MICH.
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Eat a Little, See a Great Deal and 
Sing Praises of Heinz.

W ritten for the Tradesm an.
T hat H. J. Heinz is one of the 

largest advertisers in the world is 
well known; but the unique follow
up system which he practices, one in 
which there is left the impression 
that it is you yourself who does the 
following, is w orthy of more than 
casual mention.

W hile there are branch houses in 
various parts of the country and in 
foreign lands, one should visit the 
main plant at P ittsburg, Pa., to  get 
the keynote to the advertising 
scheme. For while its position is ren
dered possible only through the lavish 
use of p rin te rs’ ink, th a t the meth 
ods here employed greatly  intensify 
results can not be for a m om ent ques
tioned No one would care to see 
the factory of the H einz products 
were they not well advertised; but 
no one who has ever partaken of the 
hospitality of the home plant will fail 
to be interested in the printed notic
es—and in what they stand for.

W hen several blocks away, the 
appetizing arom a of catsup assured 
us that we were going in the right 
direction. And the group of absolute
ly clean buildings, washed on the 
outside at frequent intervals, instinc
tively creates a friendly feeling for 
the place. Rare Japanese tapestry  
is hung on either side of the en
trance to the Adm inistration Build
ing, and we were conducted through 
a spacious rotunda of marble, a foun
tain bordered with palms form ing the 
center- of attraction , to  the reception 
room. The la tter is luxuriously furn
ished, and on every side are proofs 
that the head of the establishm ent is 
a liberal patron of art. A fter regis
tering  and checking packages, we are 
seated to await the guide, pen, ink 
and post cards—of the Heinz estab
lishm ent—being provided for the ac
comm odation of guests.

Presently  a guide escorted the par
ty back to the rotunda, explaining the 
significance of each of the mural 
paintings. These show the various 
stages of work from tilling the soil 
for cucumbers to grow ing the olives 
in Spain. But one of special note is 
a tw o-story brick building where the 
business commenced forty years ago 
in Sharpshurg, five miles up the Al
legheny River, when a young man of 
23 conceived the idea tha t the world 
wanted and would pay for grated 
horseradisth root, if well prepared. 
In 1904 this modest m onum ent of a 
great industry was floated down the 
river on a raft, being left intact save 
for the removal of the chimneys. But 
when it reached the city it was found 
to be just four inches too high to go 
under the bridges spanning the river. 
There was nothing to do but to wait 
for the river to fall. And now the 
building is one of the architectural 
prides of the notable Hollow Square, 
its method of transportation  being 
regarded by scientists as no slight 
engineering feat.

W e were then taken through the 
power plant, where great dynamos 
supply m otors and electric lights to

all the buildings, besides furnishing 
the steam for sterilizing and preserv
ing. The stables are models of com
fort, everything being furnished 
which equestrian luxury could sug
gest, even to the Turkish bath.

Most of the work is done by girls, 
and there was evidence on every 
side that they are at least as well 
looked after as the horses. There 
are commodious dressing room s 
where the required uniform of blue 
and white with white cap is donned 
and doffed daily. A natatorium  40x 
25 feet assures personal cleanliness 
for each employe. A professional 
m anicure carefully attends to the 
nails of each at regular intervals.

There is a large dining room in 
which each girl is given a chair. She 
brings her own dinner but is given 
all the tea or coffee, sugar and milk 
that she w ants for the nominal price 
of one cent daily. In the recreation 
room adjoining are a piano, choice 
paintings, plants, books and periodi
cal lite ra tu re ; and once a week 50,- 
000 volumes from the Carnegie L ibra
ry are placed at the disposal of all 
who wish, thus saving to them the 
time and car fare necessary to make 
a trip  to  the central library. A roof 
garden with baseball grounds still 
further renders the noontide hour en
joyable.

The w hite tile tables for work are 
the personification of cleanliness. No 
products are allowed to remain upon 
them over night; all m ust be fresh. 
The hard maple floors of the kitchen 
give evidence of the daily scrubbing, 
and the polished kettles in the pre
serving departm ent speak of excellent 
care. N ot a single m em ber of the 
“57” can be followed in its life his
tory from start to finish w ithout a 
pleasurable surprise. The rapidity of 
work, the careful attention  to detail 
—every step from the making of the 
can to the filling, sealing, labeling, 
final sterilization and testing  has its 
lesson.

Even the seemingly simple process 
of packing pickles in a ja r becomes 
a fine art. Every pickle m ust lay just 
so, and if even the shortest piece of 
stem creeps in, the ja r  m ust be re
packed and the offending part rem ov
ed. The pickles are deftly arranged 
by m eans of a slender grooved stick, 
and while every bottle of the retail 
products m ust be according to the 
approved pattern, thus securing uni
form ity in quantity as well as m ak
ing even ' package a veritable trade 
mark, the display jars are open to 
originality on the part of the pack
ers; and the artistic designs carried 
out in stuffed olives and o ther things 
are a pleasing surprise to the an 
initiated.

A fter seeing beans baked to the 
point which makes the mouth water, 
peanuts ground into bu tter and 
countless o ther processes, all of 
which were m ost pleasing to the ol
factory, we were conducted to the 
auditorium, seating 1,500, and the 
gathering place of the employes for 
lectures and entertainm ents of vari
ous sorts. Here came the crow ning 
surprise, where all was wonder, an 
invitation into an adjoining room to 
sample some of the products.

Small tables, each covered with 
spotless white, were arranged in the 
sam pling room. Napkins bore the 
monogram of the firm: this mark al
so appeared in green on one side of 
all china, the o ther bearing the well 
knotvn cucumber trade mark. Piled 
high at the side of the room were 
samples' of the “57.”

On each table were placed m ustard, 
catsup, pickled onions and o ther rel
ishes. W aiters brought tiny bowls 
of tom ato soup steam ing hot and re
flecting the veracity of one who as
sured us tha t it was concocted only 
of the choicest tom atoes, sweet 
cream and pure spices. Then came 
in succession baked beans served 
with tom ato sauce, apple bu tter 
tarts, straw berry preserves, and final
ly a piece of delicious mince pie. 
W hile the portions received were 
small, they were sufficient to prove 
the quality. As each course was serv
ed the size and price of the different 
packages were show n; but no one 
was asked or was seemingly expect
ed to buy. H ospitality seemed at all 
points upperm ost. And while the 
dem onstration proved the quality of 
the goods, the successive courses 
were an object lesson to  the house
wife regarding the possibilities of 
the Heinz products for supplying an 
entire meal in an emergency.

The guests were then taken back 
to the auditorium, where a lecture, il
lustrated with slides, gave a realistic 
picture of the business both at home 
and in foreign fields. The visitor 
leaves with the impression tha t he

J has been royally en tertained; th a t the 
j establishm ent is cleanly in the ex
trem e, well organized and all details 
carefully provided for; tha t the man 
who has built up such a business 
from a small beginning is entitled to  
a pier in the ocean which is one of
the m ost popular spot
popi ilar summer r esorti

! sineere when, in reply
quei*y w hether so much
the com forts of hi;5 empi
said : “'I never thotigh t o
we see that our <:mp!oi
made happier and better we are fully 
repaid. We believe in having a little 
of our heaven here below, and the

I means which we employ to  accom 
plish this end are what we call sen-

j results some of the secrets of Mr. 
j Heinz's success as an advertiser. He
is an expert in "following up" his ad
vertising. Bessie L. Putnam.

Guessed It Easy.
“Children,” said the m inister, ad

dressing the Sunday school, “ F want 
to  talk to you a few mom ents of the 
most im portant organs in the world. 
W hat is it tha t throbs away, never 
stopping, never ceasing, w hether you 
wake o r sleep, night and day. week 
in and week out, m onth in and m onth 
‘•ut. year in and year out. w ithout 
any volition on your part, hidden 
away, as it were, in the depths, un
seen by you, th robbing rhythm ically 
all your life long?”

And during the pause for oratorical 
effect came a small voice: “T he gas 
m eter.”

W h y  d o n ’t th e y  g u a ra n te e  i t  b e t t e r  th a n  
C E R E S O T A ?

B e c a u se  a s  good  as  th e  b e s t is  go o d  en o u g h

W h y  d o n ’t  th e y  g e t C E R E S O T A  p ric e  if 
th e ir  flou r is ju s t  a s  g o o d ?

B e c a u se  c o n su m e rs  w ill n o t p a y  it.

G u a ra n te e in g  q u a li ty  is n o t th e  sam e  a s  p ro v 
in g  it. _________________

JUDSON GROCER CO.
Distributers

Grand Rapids, Mich

W h y  d o e s  n e a r ly  ev e ry  m an  w ho  o ffers you 
flou r g u a ra n te e  i t  e q u a l to  C E R E S O T A ?

B e c a u se  C E R E S O T A  is  th e  s ta n d a rd .
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New Results Can N ot Grow From  
Old Methods.

W ritten for th e T radesm an.
There are plenty of men doing 

business “w ith their elbows,” as the 
wives of long ago used to observe 
in describing how husbands sewed on 
buttons. Most of these men know 
that their systems are wrong, that 
there is som ething about their way 
of doing business or of hiring men 
that is not right, but they are the 
hardest men in the world to give a 
new man a chance. They exepect a 
new man to work wonders while fal
lowing their own old and inefficient 
methods.

In  order to illustrate the point it 
may be well to  tell the story of Still- 
son, who operated a little depart- ! 
ment store in a little city and just 
managed to  get enough to  eat out of 
sixteen hours a day—eight of which 
were spent at his desk and the other 
eight w ondering why he covld not 
have things like other men had.

Stillson was always advertising foi 
a manager, and always getting a new' 
one. W hen an applicant for the job 
struck town and looked about he was 
usually full of hope. He saw a 
thriving little city, the center of trade 
of a large farming community, and 
also saw a shiftless lot of m erchants 
lounging in front of their stores, with 
bad display windows, and dirty floors 
and a general air of not knowing 
how to do business.

“This will be a snap,” tiie new man 
usually thought, walking up from the 
depot. “I can walk all around these 
fellow's when it comes to running an 
attractive store. If Stillson really 
wants a manager T’m his man.”

Then he would walk in on Stillson. 
and som ething like this would take 
place:

“So you want the job as m ana
ger?”

"T hat is what T came up to see 
about.”

“You have had experience?”
“Yes, began in the business sweep

ing out stores.”
“T hat is just what I wrant, a man 

w'ho knows the business from the 
ground up. W hen could you take 
hold?”

“Right now."
“W ell, then go at it! I wish you 

luck.”
“But hold on, here! W hat kind of 

a job am I getting  into? I under
stand that you want a m anager?”

“Yes: th a t’s w'hat T w ant—a real 
m anager.”

“A real manager, to go ahead and 
do things, and not an errand boy to 
sit about and wait for orders?”

“Yes, a real manager. You go ahead 
and see w'hat you can do.”

“H ow much do I get?”
“I ’ll tell you tha t at the end of the 

first m onth.”
T hat was the first conversation. 

The next took place when the new 
m anager tried to get out of a rut. 
One m anager got his when he caught 
Simons, the shoe clerk, coming into 
the store an hour late. He talked to 
Simons about the way he w'as a t
tending—or not attending—to his 
w'ork, and Simons talked back.

“You go to the cashier and get 
your pay,” said the new manager. “ I 
have no use for men of your stripe 
here.”

The shoe clerk came back with 
Stillson, who demanded to know 
what was the m atter with Simons.

“He is inattentive to business and 
impudent,” was the reply. “ I fired 
him.”

“But, look here,” said Stillson, “Si
mons is one of the old stand-bys.”

“He hasn’t been here long enough 
to know his duty or to be civil,” was 
the reply.

“But he has been here long enough 
to get a special trade which will go 
to some other store if he is dis
charged,” said Stillson.

“Can’t help it,” the m anager said.
“Make it up with him," urged Still

son.
“ Not on your life,” declared the 

new manager. “H e’s got to go if I 
remain.”

“Then you g o , ' said Stillson, and 
Simons grinned trium phantly.

“All right," said the ex-manager. 
“You get another manager. You 
brought me here to brighten up your 
business. Do you think I can bring 
about desired results and still stick 
to your old m ethods?”

Stillson did not know w hat to say 
to that, so he said nothing. The 
next new m anager was a dressy sort 
of a fellow' who ripped out the dis
play windows the first m orning he 
came on duty and began building in 
a w'inter scene, it being about C hrist
mas time.

"T hat is a good idea,” said Still
son, looking over as the job pro
gressed. “W e need som ething new in 
the w'ay of w'indow' work. You'll find 
the figure of Santa back there in the 
storeroom , and the cottage is packed 
up in the garret.”

“I ’m going to put a city scene in,” 
said the manager. “ I have the can
vas for the street, and the Santa will 
be a train of cars coming in.”

“Oh, say, look here,” said Still
well, “we have always had Santa 
coming through the woods and look

ing up at a cottage chimney. I do 
not think wre’d better cut him out this 
year.”

“ I thought you wanted som ething 
original in the way of window w ork.”

“Oh, yes, I do, but—”
The new m anager went back to the 

closet and put on his coat and hat.
“You may find a m anager who can 

make more money for you by follow
ing all your old, shelf-worn notions,” 
he said, “but I don’t believe it.”

“But you’re not going to quit? You 
agreed to stay a month, anyway.”

“Useless expense,” said the ex
manager. “Put your errand boy in as 
manager. He will do just as well if 
you are going to stand around and 
run things.”

Then Stillson had to get a new 
manager. Some of the friends of the 
store said he didn’t need a m anager 
at all. as he could just as well look 
after things, while others declared 
that he never would get his paper out 
of the bank until he found a man 
who would take him by the scruff 
of the neck and send him off hunting 
for six m onths. The new m anager 
tha t came next was a man who had 
made a hit as an advertiser.

“I ’m glad you’ve got some original 
ideas regarding publicity,” Stillson 
said to him, the first day. “W e’ve 
been needing a good advertising man 
for a long tim e.”

W hen the evening newspaper came 
out with the advertisem ent in it, on 
the best page, in the best position, 
and with double the usual num ber of 
inches, Stillson hunted up the new 
manager.

“I guess you didn’t find the cuts,” 
he said. “They are in the middle 
draw er of my desk. W e have used 
them a long time, and the people 
wouldn’t know our advertisem ents if 
we left them out. And T see you’ve 
quoted prices on some of those 
cloaks. I never do that. In terest the 
people in the stock and get them in
to the store. If you m ention some 
of our prices you will scare them 
away.”

“So you w ant me to  make money 
for you when you can’t make it for 
yourself, and expect me to do it fol
lowing your old ways, which you ad
mit have not proved successful. Good 
day!”

The next business m anager Still
son got had ideas of his own about 
the arrangem ent of a store. Still- 
son’s hadn’t been changed in any 
way in about forty years. The jew 
elry departm ent, which brought no 
custom to the o ther departm ents, and 
was run at a loss, had the best loca
tion in the store. The new man 
bad the whole stock moved by the 
time Stillson got down that first 
morning. W here the jew elry had 
been he put the shoe stock.

“H ere,” said Stillson,” as he walk
ed into the store. “W hat are you 
doing? The jew elry departm ent has 
been there for years. In fact, Miss 
Angell, the society girl who runs it, 
w on’t stay if it is moved back there .”

“All right," said the new manager, 
“let her go.”

“But,” said Stillson, “she is a very 
fine lady, and—”

“If  she goes,” said the new m an
ager, “get a young man in here.”

“But I w ant Miss A ngell.”
Say,” said the manager, “w hat will 

you take to go off hunting for three 
m onths? I ra ther like this town, and 
w ant to remain here, but I can’t stay 
if you keep holding me down to cus
tom s which have already proved fail
ures.”

“I do need a little rest,” adm itted 
Stillson,

” It is the store tha t needs the 
rest, said the manager.

“You’re brutally frank about it,” 
said Stillson.

“T h a t’s w hat Pm here for,” said 
the manager. “You have sent every 
o ther man you have hired away be
cause he wouldn’t adopt your m eth
ods. You hire a man to put new 
life into the business, and then keep 
him in the old ru t.”

Stillson grew red in the face and 
coughed desperately.

“Well, wait until I get out of 
town, he said. “You’ll have all the 
clerks quitting, and have a dickens 
of a mess her», and I don’t w ant to 
stay and see it.”

"Then you're going?”
“Yes, I ’m going! I don’t give a 

continental what you do. I ’ve done 
my best to make money here anil 
have failed. Aow you go ahead and 
see w hat you can do. Only wait un
til 1 get out of tow n.”

The m anager did wait, and the 
cashier at t i e  bank where deposits 
were made came near w riting to Still
son that the m anager was draw ing 
out all his money and not putting  
any in before the tide turned. But 
Stillson was satisfied with the store 
and the business w'hen he got back. 
If you ask him about it he will say: 

“If you pay a man for managing, 
let him m anage.” Alfred B. Tozer.

Be a W orker.
Do not do your work poorly. A ny

thing tha t is w orth doing is w orth 
doing well. Be a worker, not a shirk
er. Do not take an hour to com
plete a task that you should com
plete in ten minutes. Never refrain 
from showing goods because of the 
belief tha t your custom er is not 
ready to buy. If you are too lazy to 
take down and put up goods, step 
aside and call a live salesman.

The man who is afraid of work 
will never have a chance to fear suc
cess. A man never gets higher than 
his aspirations. Aim high. Do not 
think your employer would be com 
pelled to retire from business should 
you sever your connection with the 
firm, but make yourself so useful 
tha t he will value your services ac
cordingly.

Above all things be honest. Be 
honest, ambitious, discreet, persever
ing, vigilant, polite and friendly: and 
do not forget tha t cleanliness is next 
to Godliness.

W aiting for som ething to tu rn  up 
was the old, Micawber-like way. The 
new wray and the only way tha t will 
win to-day is to s ta rt righ t in and 
turn som ething up.

The loafer has the longest hours 
and the shortest years.
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Ten Essentials of Success For Store 
Salesmen.

In  the make-up of a successful 
salesman there are, in my opinion, 
ten qualities essential to success. If 
I were conducting a store I would 
endeavor to  inculcate these qualities 
into any of my employes who did not 
seem to  have them, and to encourage 
them in those who already possess
ed them. These ten principal quali
ties are:

H ealth, honesty, ability, initiative, 
knowledge of the business, tact, sin
cerity, industry, open-m indedness, en
thusiasm.

Just in proportion as a man pos
sesses these attributes will he suc
ceed in business.

Now when I say he should have 
health, I do not mean tha t you want 
to go to  the extrem e of interfering 
with a m an’s private life and telling 
him w hat he should eat and drink, 
or anything of tha t kind, but I be
lieve tha t in the selection of men the 
question of health should enter large
ly, because in my own experience I 
have always found that a healthy 
mind is be tter nourished in a healthy 
body than otherwise. The man who 
has health of the body is surer to 
have a healthy mind than the one 
who hasn’t bodily health.

In to  this question of a salesm an’s 
health enter the things he should not 
do. There is hardly a salesman in 
the country to-day but is not doing 
som ething tha t is injuring his health. 
T he greatest th ing that bothers us 
all is our habits. I refer particularly 
to the subject of eating, drinking and 
sm oking too much.

A salesm an’s mind should be on the 
qui vive all the time. Just like a 
race horse, he should be ready to  go 
when the bell sounds. Now every 
man knows he is be tte r off if he does 
not drink at all. I don’t think that 
drinking ever benefited any man, and 
the same thing applies to smoking, 
but there are some of us who can 
do these things tem perately and are 
not much harm ed by them.

But if a man w ants to take a drink 
or two he should not do it in the 
daytime. A busines man particularly 
should not take a drink until after 
6 o’clock in the evening.

W e see a great deal less drinking in 
the daytime now than ten years ago, 
and T am very glad of it, because as 
business men we have no right to do 
tha t th ing in the middle of the busi
ness day which will in any way in
terfere with our efficiency for our 
afternoon’s work.

I know of nothing tha t will so un
fit a man for business as a drink or 
two in the middle of the day, because 
at 2 or 3 o’clock in the afternoon he 
is lazy and heavy and unfit for work.

Salesmen, above all others, if they 
feel they m ust drink, should not do 
so until after 6 o’clock at night. The 
man who will stick to  this rule will 
have more dollars in the bank at the 
end of the year than the man who 
does not. I speak from experience, 
like the man who says: “I t  pays to 
be honest, because I have tried both 
ways.”

In speaking of honesty I do not 
refer to it in the baser sense, because

a man is nothing short of a fool 
nowadays who is not absolutely hon
est. But honesty goes farther than 
just what a man does. H onesty means 
w hat a man thinks as well as what 
he does. A fter all, there is only one 
man in the world who knows w heth
er a man is honest and that is him
self. O ur wives think we are honest, 
and w hether we are or not, it is a 
good thing to keep them thinking 
tha t way, but they could not prove 
it to save their souls.

W hether you are honest or not is 
som ething tha t only you, in the 
depths of your heart, can tell. But 
I give it to you as good sense and 
business logic tha t honesty in all 
things m ust be the rule of all men 
if they are going to  succeed. I tell 
you it is a good thing tha t some men 
are dishonest, because if they were 
honest, coupled with their natural 
ability, you and I would not have 
much of a chance.

In regard to ability, I have found 
in my limited experience that most 
men have tw o arm s, two legs, two 
eyes, tw o ears, a nose and mouth and 
considering their height, they weigh 
about the same. Now, w hat makes 
the difference between one man and 
another? N othing but brain power. 
T hat is all. One man has developed 
his brain farther than the other.

If all men were created equal in 
brain pow er they would not remain 
that way. You rem em ber the para
ble of the talents? Some of us are 
so afraid tha t w hat we have will get 
away from us tha t we wrap it up in 
a napkin and keep it, and we have 
tha t talent always, but never add 
to it.

I t has been my experience that 
there are but three kinds of men in 
the world—first, the kind you have 
to tell once to do a thing and you 
can bet your life it will be done. 
The second is the kind you have to 
tell three or four times, and the third 
is tha t great business-producing, cre
ative lot of men who do not have to 
be told at all. They have initiative. 
They know w hat to do and they go 
ahead and do it.

W hat we call skill in a surgeon is 
initiative in a business man. If a sur
geon had you on the table and had 
operated for appendicitis and found 
tha t he had made a mistake and 
some other condition existed, he has 
not time to go and take a book from 
the shelf and say, “I will read up on 
this subject.” No, he has to go ahead 
and finish the job, w hether it is your 
finish or his finish. They call that 
skill in a surgeon, but it is initiative 
in a business man, because he must 
face critical situations, he m ust face 
untried problem s and m ust solve 
them for himself. He m ust do some
thing.

I have always noticed tha t the law
yer who reads the m ost law books 
and keeps up to date on law is, as a 
rule, the best lawyer. The insurance 
salesman who can tell you offhand 
how much insurance should cost at 
your age always makes a favorable 
impression.

Similarly, the hardw are salesman 
who knows why a certain kind of im
plem ent or t-jol is constructed as it is

and who can tell clearly and simply 
its advantages, is, o ther things being 
equal, the best hardw are salesman. I j 
know the statem ent that "Salesman 
ship is a profession" is worn thread 
bare, but it is true, nevertheless. A 
man ought to have all the knowledge 
of his business that he can possibly 
obtain, keeping in mind the old say 
ing that "knowledge is pow er.”

Tact, the next quality, is that rare 
tra it which enables a man to know 
how to deal with his fellowmen. Tact 
is som ething it is pretty  hard to give 
a man. He must cultivate it him
self. Some people mistake tact for 
“jolly.” A man who can jolly you 
into som ething is not always tactful: 
he is merely expedient.

He has done the m ost expedient 
thing at this time, perhaps, but he 
probably has not been honest with 

¡you. So do not m istake the thing. 
Tact would not jum p out of a window 
unless he saw a soft pillow at the 
bottom. It is pretty  hard to describe 
it, but we all know that tact is a 
great quality to possess.

Sincerity is tha t rare quality which 
not only makes friends but holds 
them. You can tell from the way men | 
talk w hether they are sincere o r not. 
Men are affected by everything you 
say or do. You know that throw ing 
thoughts at a man is nothing more 
nor less than throw ing som ething 
tangible at him. Now, I claim it 
is impossible to throw  insincere 
thoughts at a man and have him 
catch sincere thoughts.

I t is just as impossible to do this 
as it is impossible for me to  throw 
a ham m er at a man and have him 
catch a monkey w rench: if he catch
es anything he will catch the ham 
mer. Men are unconsciously affect
ed by the sincerity or insincerity of 
the man they are dealing w ith; so I 
believe in being sincere in all things. 
Insincerity has taken a few orders, 
but insincerity never held a job long.

I admire a sincere man and so do 
you. I hate a jollier. I t  is your 
friend who criticises you and your 
enem y who flatters you. Y our friend 
is sincere, w ants you to im prove and 
tells you where you are wrong. But 
the man who tells you tha t you are 
the best fellow on earth when you 
are wrong, is not your friend, be
cause he is encouraging you to con
tinue to do things tha t are not right. 
Therefore, accept criticism, because 
it is your friend.

As regards industry, I think the 
man who coined tha t sentence “al
ways on the job” did a good day’s 
work, because industry is a great 
thing. Keep busy. Keep your clerks 
busy. Teach them to do their work 
right.

O pen-m indedness is the willing
ness to take suggestions. The man 
who knows it all is standing on a 
banana peel placed there by a fool- 
kilter who is waiting just around the 
corner. T he man who is not open- 
minded will get into a rut, and, a f t
e r all, the only difference between a 
rut and a grave is the width and 
depth. W e should all be willing to 
receive suggestions. T he day is long 
past when salesmen used to resent

suggestions. M ost salesmen accept 
them nowadays.

I have heard of cases where men 
have made suggestions to a super
intendent o r a m anager and he has 
told them that tha t was his business, 
and has gone so far as to "fire” them 
for interference. The man who is do
ing the work every day is the marr 
who is best of ail and able to tell 
you how to  im prove it. If  we are 
to progress we should solicit and
gladly receive suggestions.

A man m ight have honesty, health, 
ability, initiative, knowledge of the 
business, tact, sincerity, industry and 
open-m indedness, but w ithout enthu
siasm he would be only a statue. En
thusiasm is the white heat tha t fuses 
ail of these qualities into one effective 
mass.

To illustrate enthusiasm : I  can take 
a sapphire and a piece of plain blue 
glass, and I can rub the plain glass 
until it has a surface as hard as the 
sapphire. But when I put the two 
together and look down at them I 
find that the sapphire has a thousand 
little lights g littering  out of it th a t 
you can not get out of the blue glass 
if you rub it a thousand years. W hat 
those little lights are to the sapphire, 
enthusiasm  is to the man.

I love to  see enthusiasm . A man 
should be enthusiastic about th a t in 
which he is interested. I like to go to 
a ball game and hear a man "roo t” 
for the home team, and it never 
bothers me a bit, because I know that 
tha t man has enthusiasm. He has in
terest. I would not give 2 cents for 
a man who works fo r money alone. 
T he man who does not get some 
com fort and enthusiasm  out of his
dail >rk

T here  are Misfits.
There are plenty o f misfits in this

world. Men who would have made
I good mechanics have become poor
clerks: men who would have made a . . .  .. success or t arm m g are struggling

1 along as lawyers with few clients and 
little incom e: men who m ight have 

I been good salesmen are sitting in of
fices with a physician’s shingle on the 
door, waiting, waiting, w aiting fo r pa
tients who never come. In fact, every 

I trade and profession contains m any 
men who are not fitted fo r the work 
they are try ing to do, but who would 

j be able to do good work som ewhere 
I else. The w orld has m ore respect 
for a good mechanic o r a good labor
e r than it has for a poor clerk o r an 

1 incom petent physician. Some folks
will tell you !:hat eveiry truele and pro-
fession is cr<iwdeff. So ft is. but the
crowd is at t:he hottfim  of the ladder
and no t a t the top. The men who
lead in every wait! of life are  the  men
who love th eir w ork. rroit the men
who have ch osen sm:h work because
it was con si«fere# more respectable
than o ther v<̂ cations. Misfits are at-
ways unhappy, alwan■fs grriwlrng and
grum bling at the fate that* 1ceeps' them
down. The inan s the w ork
he has choseTt m cmatente d  w ith his
lo t although ambitio us fr>r g rea ter
things. The man w ho fit:g- will rise.
while the misrfTt will 1lo v e r around1 the
bottom  round of the ladder o f  success.
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BANKER LATOURETTE.

H is Disastrous Failure Forty Years 
Ago.

W ri t te n  f o r  t h e  T r a d e s m a n .

FT. B. L atourette opened a private 
bank in Grand Rapids about forty 
veais ago. Rooms on the corner of 
the Arcade and Lyon street (now 
embraced in the salesroom of the 
Giant C lothing Company) were oc
cupied and for a brief time he did a 
flourishing business. Previous to his 
arrival in Grand Rapids L atourette 
resided at Fenton, Mich., where he 
was engaged in banking, farm ing and 
mercantile pursuits. He was a leader 
in civic affairs, prom inent in religious 
and charitable work and had repre
sented the Genesee-Livingston sena
torial district in the State Legisla
ture. He brought an excellent pres
tige to Grand Rapids and quickly es
tablished himself in the business and 
social circles of the city. Many desir
able accounts were opened and the 
future of the banker looked prosper
ous. He employed but one assistant, 
Frank R. Alderman, who attended 
the windows, posted the books and 
assisted Mr. Latourette in the cor
respondence of the institution.

Mr. L atourette presented a solid 
appearing financial front. In the big 
show window he displayed gold and 
silver coins, governm ent bonds and 
bills of various denominations and 
bunches of money, proven later to 
have been of the "W ahoo bitters’’ is
sue. These bunches helped swell the 
mass of financial solidity displayed. 
A number of secret fraternities and 
charitable institutions opened ac
counts and a great deal of newspaper 
space was used ingeniously in pre- 
senting the claims, based upon these 
and kindred facts, of the banker for 
consideration. W ithin a year from 
the day of his opening L atourette 
closed his doors and a court of bank
ruptcy took possession of his ef
fects. An investigation revealed the 
fact that L atourette was practically 
w ithout means when he began busi
ness in Grand Rapids: that his prop
erty at Fenton was encumbered for 
sums am ounting to its full value and 
that he was unw orthy of confidence. 
In the final cleaning up of his busi
ness affairs creditors received ten 
cents on a dollar of their claims. Mr. 
L atoure tte went to his boyhood home 
on Long Island, near New York City, 
where he died a few years after his 
failure. A rthur S. W hite.

Work—But How?
I have no quarrel with work. In 

point of fact, I am positively con
vinced work is m an’s greatest bless
ing.

W ork keeps the body healthy, the 
mind steady. W hen the heart is sick 
—work. W hen hope is dim—work. 
A fter failure, get up and work. Go 
at obstacles on the run. Tackle im
possibilities hard. Measure to-day by 
last year, four years ago. If pro
gressing, fine: work. If losing, too 
bad: work harder. Be glad that you 
have work to do.

And, if you haven't any definite 
work, find it quick and get at it.

W ork is a great joy; verily, the

greatest. But you w ant to do things 
that you like. In these strenuous 
times a division of effort is a scat
tering of results.

Sit down and think this over. Be 
honest with yourself. Are you in 
love w ith your work—are you get
ting out of your business all the pos
sibilities which it contains? Could 
you not be more successful if you 
worked harder?

Some men work on impulse or pas
sion, while others do things by 
thought. Im pulse and passion often 
seem more powerful, but they are in
term ittent. It is living on stim ulants, 
as it were. The result is, they soon 
expend them selves—while study, de
liberate thought and consecutive 
work win out.

M ark yonder thinking man. He has 
a goal for his am bition: so has his 
friend. But the la tte r is in a hurry 
to reach it. He w ants to go by fits 
and starts—by jum ps and leaps—with 
as little hard work as possible. The 
form er sets a pace and keeps it up. 
And on the home stretch you see 
him coming in at an easy canter, 
while his friend drops out of the 
race.

W ork ! But you have got to keep 
out of the rut, and do things differ
ently from the average. Take no 
stock in ancient methods. Have your 
own way and let it be the best way. 
Strike off on original, untrodden 
paths. Use your own brains. Pay no 
attention to w hat anybody else may 
say if you feel sure your ideas are 
good ones.

Finally, if you have done your 
work, and earned leisure, and are  not 
worn out, don’t rust out. T ravel: 
study: w rite; lend a hand: help some
body somewhere, somehow.

T hat is living! Chaunce Taylor.

W ills and Wishes.
Great souls have wills, feeble ones 

have only wishes, is the way the Chi
nese put it. And isn’t it true? How 
many people do you know who are 
dream ing their lives away, always in
tending to do som ething to-m orrow  
but always beguiled into further 
dream ing when to-m orrow  arrives? 
They travel the road of By and By 
until they reach the town called 
Never—and all because they could 
not summon enough will to  make a 
start at som ething. Irresolution 
grows upon the soul like a drug hab
it, until finally the victim can not 
shake it off and become a man again. 
The more carefully you compare the 
vice of irresolution with the vice of 
drug indulgence the more resem 
blance you will find between them. 
At the start both vices delude 
the unw itting victim with beautiful 
dreams and delightful phantasies that 
never can come true. Both vices 
forge their chains while the victim in
dulges in gorgeous visions tha t are as 
false and cruel beneath their fair ap
pearances as any siren tha t ever 
mocked a drowning sailor. W hen it 
is too late the victim realizes. He 
makes a weak and futile fight and 
then succumbs, to spend the rest of 
his life in regret and in vain a t
tem pts to coax back a few fleeting

m om ents the irridescent dream s tha t 
once brought bliss. As you value 
your soul, fight against irresolution 
and infirmity of purpose. Banish al
luring visions and turn to som ething 
real. If you decide to do some
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thing, make a start at once even if 
you begin wrong. T urn wishing into 
willing, hoping into acting, dream ing 
into doing. Every time you decide to 
do som ething and fail to do it you 
weaken the force called will. Do it
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often enough and irresolution will 
surely claim you for its own. But, on 
the o ther hand, every time you re 
solve to do and then do, your will 
power strengthens. Every resolution 
kept, every wishing turned into act
ing, makes it easier for you to will 
and accomplish in the future. If you 
have decided to break a bad habit or 
to form a good one; to take up a 
study, to learn another language, to 
accomplish anjdhing, S tart now. The 
only difficult time is the first tw en
ty-four hours, rem em ber that. Once 
you have held to your purpose a sin
gle day, your task grow s easier and 
easier every day that follows.—The 
Touchstone.

Rebuke To False Pride.
“The late John S. H uyler,” said a 

New' York confectioner, “was, for all 
his millions and all his philanthropy, 
a man of shrinking m odesty. Al
though he came of an excellent fam 
ily, Mr. H uyler laughed at those per
sons who, in a democracy like ours, 
boasted of their ancient lineage.

“A banker once declared in Mr. 
H uyler’s presence tha t he was de
scended from the Princess of Powys 
—W ales, seventh century, you know.

” ’Is that so?” drawled Mr. Huyler. 
‘Yet I heard a man tell your brother 
the o ther day tha t he could trace his 
family back to the days of arm or 
and shirts of chain mail, and your 
bro ther said in answ er:

‘My wife made me stop my trac
ing when I got back to the sh irt
sleeves and overalls.”
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MONEY TALKS.

How James Triggs, Needing Ready 
Money, Obtained Credit. 

"Jam es Triggs.
“D ear Sir—We have instructed our 

driver not to call at your house for 
any more orders, nor do we care to 
extend any more credit until you 
have paid us som ething on account. 
Y our hill is much larger than it ought 
to  be, and we request that you give 
the m atter your immediate attention. 

“Respectfully,
“Smith, Jones & Co.’’

The above “charm ing” epistle from 
a firm of grocers greeted Jam es 
Triggs, popularly known as the new 
shoe dealer, when he reached home 
to  partake of a belated dinner, and 
there were other letters, less insis
ten t perhaps, from the “butcher, the 
baker and candlestick m aker.” They 
all wanted their money—a few be
cause of "large paym ents to  be 
m ade” in a few days, and others, less 
polite, because they wanted it and 
m eant to have it.

Six m onths previously T riggs had 
come to W aldoville and established 
the Family Shoe Store, but the sea
son had been a bad one, even for the 
dealers who had been in business 
long enough to boast of an “estab
lished” trade.

“And just think of it, dearie,” he 
said to the life partner of all his 
joys and sorrows, “we all belong to 
the M erchants’ Association; in fact, 
up to a certain point we are brothers 
banded together for mutual protec
tion.”

“W hich rem inds me,” replied Mrs. 
T riggs, “that the certain point ap
pears to have been reached."

“ I guess tha t is the answ er,” said 
Triggs, seemingly with a tone of re
gret, but with a look tha t indicated 
that he had not quit even yet.

A day or tw o later, when Triggs 
had returned from the city, his ob
serving wife was pleased and surpris
ed to notice an occasional smile on 
his heretofore dejected countenance, 
but there were no explanations forth 
coming, although with that curiosity 
possessed by all women Mrs. T riggs 
had made a few pointed enquiries.

On M onday of the week following 
the avalanche of dunning letters 
Triggs, with head erect, strolled leis
urely down the main street looking 
the part of a capitalist waiting for a 
chance *o buy the town. Passing the 
g reat grocery emporium presided 
over by Smith, Jones & Co. he was 
observed by the junior m em ber of 
the firm, Mr. Jones, and invited to 
step into the store.

“W e sent you a le tte r last week, 
and we are sorry that we did,” said 
the junior partner when T riggs had 
entered, “which,” interpolated Mr. 
Triggs, “m erely lost you a good cus
tom er. I am not accustomed to re
ceiving letters of tha t kind. W here I 
came from my settlem ents were made 
quarterly, and no tender missives like 
yours on the side, either. But make 
out your bill and I will give you a 
check and we will call it all off.”

“But, my dear Mr. T riggs, tha t is 
ju st w hat wc don’t  w ant you to do. I

W e apologize for the le tte r and beg 
of you to  forget it. in  the mean
while, we have instructed our driver I 
to  call at your house as usual for or- j 
ders and we prefer that you pay your ; 
bill quarterly, or any o ther way that j 
best suits yotir convenience.”

Reluctantly Mr. T riggs consented I 
to  excuse the grocer, and the fat c i- S 
gar which he lighted as he left the 
store served as a seat to  the verbal j 
contract of renewed business rela- j 
tions.

Mr. T riggs had a similar experi
ence with several o ther creditors dur
ing tha t m orning’s walk, and when he 
returned to  the store an hour o r two | 
later he was feeling on good term s 
with himself and all the world. W hen I 
he entered, his head clerk was con
versing with a bright-looking chap, I 
and when the introductions had been 
made Mr. T riggs realized that he [ 
was standing in the presence of the I 
State salesman for a prom inent man
ufacturing firm whom he had long j 
dream ed of doing business with, yet j  
never expected to.

“Y ours is a great line, son. but my 
rating is not good enough for your 
firm to  consider me as an applt- 
cant.”

“Never mind tha t,” said the safes- 
main, “I have been making a few en- S 
quiries and you are the man we 
want. Jackson has it all over you in 
the rating  books, but you are the 
m ost popular man in town, and it rs 
live ones for us. T he grocer up j 
street says you are a hustler and that 
while you do not make any talk 
about your financial capabilities he 
happens to know that you have mon
ey to  burn.”

The traveling salesman was soon j 
busy taking down sizes and widths j 
And with the appearance of the new j 
line a few w e e k s  later, backed up by 
an abundance of clever advertising;,!
trade turned tow ards the Famil
Shoe Store.

“Now, Jim ,’ said Mrs. Trigg:
when her husband had become the 
m ost successful m erchant in town. “ Si 
have w aited long enough, and now 
T  want you to  tell me how you did i t  

“Sure, dearie, you ought to  know 
The gossips did it. I played the gos
sips to  win, and it was a cinch My 
old dad used to  tell me that money 
talks, and when I was up against it 
tha t m otto  caused me to  do a good 
deal of thinking. I did not have the 
money, so I did the next best thing. 
T hat day when 1 w ent to  the city i 
stopped at the bank where I bad a bal
ance of about $15, and secured a new 

|pocket check book
“W hen I got ready to  purposely 

lose that check book it was a dandy. 
It showed hundreds of dollars paid 
out on the stubs, and a balance of 
$14,000 and some odd dollars on de
posit. T hat is all, little girl The 
check hook came back—but the find
er had rubbered and the assistant 
gossips did the rest. I t was a risky 
thing to  do, but under certain con
ditions even a timid man may be
come tem erarious. N ext sum m er we 
will have a vacation trip that will 
make you the happiest little woman 
in W aldoville.”

G e t  T o g e t h e r

m  t h e  s  
s n e a k  T*

J e a l o u s y

t h e  h e ;

i a n t s
Vrv™

tfd

Caprfaf

smjm

* aL O L D
N A T I O N A L

BANK
Omr 3mwm %» C e r tÜ c ü »

A r e  b e t t e r  t h a n  G o v e r n - n *  
a  l a r g e r  in

s o w » ,  B e c a u s e  T h e y  a r e  w a r  m  saem mm  
? s r  r e t u r n  j s  f  ' e r r  m e  y e a r .

53 DIVIDENDS
I N  A N  I N V E S T M E N T  T H E  M O S T  I M P O R T  A N T .  T H E  

E S S E N T I A L ,  E L E M E N T  »  T H E  C  N D C R L Y I N O  r K d O H l  
O F  S A F E T Y ,

S p e c u l a t i v e  f e a t u r e s ,  a s  a  r i s e  - . a  ¿ a l o e ,  a & w e v e r  i w ^ i r a t u e  a r e  k t -  
o n d a r y .  A  c o m b i n a t i o n  i t  t h e  r w o  »  r a r e  a n d  m e  t h a t  mrt i y  s h e  s r r  r r w t- 
e s t  c a n  s e e .  a n d  t a k e  a d v a n t a g e  X .  T h e  v f i c r r s  yi t h e  C l  1 K E E N S  T E L 
E P H O N E  C O .  b e l i e v e  r h a c  r t s  s t o c k  p o s s e s s e s  t h e  i r *  «fom ent h r j T r t l  

q u s a o s .  T h e r e  a r e  n o  ' b o n d s ,  l i e n s  o r  m o r t g a g e s -  w  a s  p r o p e r o ? -  wo in
debtedness  e x c e p t  c u r r e n t  o b l i g a t i o n s , .  a n d  t h e  r a t i o ,  o f  a s s e t s  n o fo txw o  
m o r e  t h a n  t w e l v e  t o  o n e  A  s c s p e a s E G T *  o f  d i v i d e n d s  f o r  o n e  y e a r  t  m i d  
p r a c t i c a l l y  p a y  e v e r y  d o l l a r  o f  d e b t s .  C m  a n y  v r h e r  m r p o r a e i W B
s a y  a o  m u c h ?

E v e r y  y e a r ,  e v e r y  ■ q u a r t e r l y  p e r i o d  o f  c s  s t r e e t !  y e a r s *  g c s t e a e n  h a s  
b e e n  o f  s t e a d y  o n t n t e r r u o c e d  p r o g r e s s .  T i e  b u s i n e s s  »  N O T  A F F E C T 
E D  B Y  P A N I C S  O H  H A R D  T I M E S  D i s p e n s i n g  w s r i x .  t h e  t e l e p h o n e  
i s  a l m o s t  t h e  l a s t  t h i n g  t h o u g h t  i f .  a n d  i t s  c f c s e o o  m r a a n c e  i s  n r r »  i r d e r e d  
a s  a  m a t t e r  o f  e c o n o m y .  T h e  f a i l u r e  i t  a  w e l l  e s t a b l i s h e d .  w e t  [ — - - | — t  
t e l e p h o n e  c o m  p a y  »  y e t  t o  b e  r e c o r d e d  T H E  C I T I Z E N S '  S  D I V I 
D E N D S  h a v e  b e e n  p a i d  w i t h  a s  C N F A H L I M O  R E G U L A R I T Y  a a  t r s e  
i n t e r e s t  o n  G O V E R N M E N T  B O N D S

W h i l e  t h e  t r e m e n d o u s  d e v e l o p m e n t  m  t h e  t d e p h o u e  W i n  _ u  - h e  
p a s t  f i f t e e n  y e a r s  l a s  n e c e s s i t a t e d  t h e  i s s u e  o f  l a r g e  a m o u n t s  o f  i e :  i r ~ . e s  
a s  t h e  t i m e  a p p r o a c h e s  w h e n  t h e  d e m a n d  f o r  s n c . h  s e r v i c e  s l a c k e n s ,  t h e  n e 
c e s s i t y  f o r  t h e  s a l e  o f  s t o c k  w i l l  a l s o  d e c r e a s e  a n d  s t o p .  W h i t e  p a s t  e x 
p e r i e n c e  w a r r a n t s  n o t h i n g  n  t h e  s h a p e  i f  a  p r o o h e c y .  t h e  C i t i z e n s  com
p a n y  b e l i e v e s  t h a t  s u c h  a  p e r i o d ,  i s  s o t  f a r  n f . T i e  t e r r i t o r y  s e r v e d  b y  x  
i s  f a i r l y  c o v e r e d ,  t h e r e  a r e  f e w  t o w n s  : n  i t  n o t  s o w  c a r a t  - o r  i t s  l a r g e r  e x 
c h a n g e s  h a v e  b e e n  r e b u i l t .  r t s  t o i l  m e  s y s t e m  w e l l  J e v e f e s e d  T h e r e  m 
n o t h i n g  i n  s i g h t  t h a t  r a i l s  f o r  s u c h  l a r g e  e x p e n d i t u r e s  o r  m o n e y  a s  n  - h e  
p a s t .  I t  a p p e a r ?  e v i d e n t  t h a t  t h e  r i m e  i s  n o t  f a r  d i s t a n t  w h e n  - h e  « e  i f  
s t o c k  c a n  b e  c u r t a i l e d ,  i f  n o t  e n t i r e l y  c e a s e d .

I f  t h e s e  d e d u c t i o n s  a r e  c o r r e c t  a n d  a r e  j u s t i f i e d  b y  t h e  f i g u r e .  t h e n  
t h e  G t i z e n s ?  s t o c k  p o s s e s s e s  t h e  s e c o n d  e l e m e n t  i f  h a v i n g  a  v o e - a l a t r v e  
f e a t u r e  a s  w e l l  a s  t h e  M O R  E  I M P O R T A N T  O N E  O R  S A F E T Y  ? x l l  
i n f o r m a t i o n  a n d  p a r t i c u l a r s  c a n  b e  i b r a i n e d  f r o m  t h e  s e c r e t a r y  a t  t h e  c o m 
p a n y ’ s  o f f i c e ,  L o u i s  s t r e e t  a n d  G r a n d  R i v e r
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Importance of Catering to Juvenile ' me back to my boyhood days when I 
Shoe Trade. ■ wore regular calfskin boots w ith the

Written for ttie Tradesm an. red top, and the rooster Stamped
I have had occasion before to speak | thereon in silver! I w onder if the 

of the im portance which the average j reader ever wore a pair of red-topped 
shoe dealer is now giving to his ju- boots. If not, he missed som ething 
venile shoe trade. j I tell you.

Ready-to-wear garm ents for little j Shoe m anufacturers are beginning 
to ts are made with much more re- j to pride themselves upon the good- 
gard both to m aterials and workman- J ness of the shoes they turn out for 
ship than used to be the case. This j children’s wear. One firm announces 
is assuredly the case when it comes to the trade: “We have children of 
to footwear. i our own—boys and girls. W e test

The past five or six years have j our lasts and patterns and try  out 
witnessed a very marked develop- the wear and when we present them 
ment in the style and w orkm anship to the retailer we know that they 
of the shoes which our m anufacturers I will fit and wear righ t.” 
have turned out to r juvenile custom- And there is the secret of the 
ers. M ost of us can recall the ex- | success which has attended this quiet 
tremely crude and ungainly clogs that but general grading-up process in 
little people used to wear in the children's shoes: it centers in the 
years agone. Some foot specialists j last, which is largely the determin- 
aver that these heavy, unwieldy and jng thing about the shoe. I t de- 
often ill-fitting shoes with which our term ines absolutely the shape, its 
childhood feet were tortured have j fitting qualities—and, therefore, very 
been a prolific cause of foot troubles largely its comfort-giving, wear-sub- 
with which the present generation is j serving qualities as well. Of course 
m ore or less afflicted. ¡the leather m ust be right, and the

Re that as it may, the fact rem ains workmanship m ust be good; but we 
that great progress has been made j begin always with the last, 
in the development of lasts for little ! And the last has been made a sub
feet. And this is due primarily to j ject of much study by those who are 
the fact that both producers and re- j really interested in putting out de- 
tailcrs of shoes have come to dis- j pendable shoes for little tots. Time 
cover big possibilities, in the way of was when children’s lasts were pretty 
profits, in tnis v ass of trade. Now- ¡much alike, and they had about as 
adays little folks’ shoes sell for fancy j much class to them as a lap-stone, 
prices: anywhere from a dollar and And in those days m anufacturers 
half to four dollars a pair—and some- [ were not saying, as they are now, 
times higher than that. j that “contented happy boys and girls

And there can be no doubt about ] make prosperous men and women.” 
the “class" which now attaches to j And they couldn’t have found much 
this modern juvenile, footgear. It I joy in turning out that class of foot- 
; s certainly nifty. If  you have any- ! wear—working into it, as they did, 
thing like a well stocked juvenile culls and scraps. C ontrast with 
departm ent you are in a position to j tha t the statem ent of a certain pro- 
put in a window display that will j ducer of children’s shoes: “ I am in 
arouse w ants in the hearts of the little love with my work. My shoes, 1 
folks who pas« your windows. i am told, reflect this love.* There is

Take, for instance, these high top j no law that compels me to put into
boots which the little people are now my shoes the care I do. But if 1 
so fond of. They are modish to a j slighted the least detail I ’d feel 
degree. W hen a little lady of some ashamed to put the shoes on the mar- 
six or seven summers sees a p a ir |k e t. From the cradle to the graduat- 
of those boots with their patent i ing platform  I find my wearers. They 
vamps, mat kid tops, and the foxy mean much to me, and in turn, they
red cuff, and the black silk tassel, her | know the shoes I make to be their
ladyship’s cupidity will arise instant- j satisfaction.”
er. Tf mamma or papa happens to be Now while this is a specimen of the 
along, she’ll dom esticate the idea on way m anufacturers of little folks’ 
their mind that she w ants a pair j shoes talk to retailers, it is per-
right off. And you can’t blame her. tinent here in tha t it shows the new

And how those foxy little mannish j sense of dignity which the entire sub
shoes appeal to the boy! And those ject of juvenile footw ear is now re- 
high top boots, with the strap and | ceiving.
buckle at the top! And those dear | One producer bases his claim for 
little rubber boots with the allur- recognition largely on the alleged 
ing red collar at the top! I t was a I fact tha t his children’s shoes are
brilliant idea—that of adding a dash “solid all through.” And the time
of red there at the top. I t carries I was when they didn’t come tha t way.

You’ll Need a Lot of 
Bear Brand Rubbers

That stock in the basement is 
dwindling and the sizes are broken, 
when the next storm comes there will 
be something doing, you are going to 
find a lot more people after the Bear 
Brand quality than you expected. The

Wales Goodyear 
Bear Brand Rubbers

always a leader, are better this year.

Some mighty bright retailers have 
caught on and are pushing Bear Brand 
Rubbers hard— some of them have in
creased the rubber business a third or 
more. The sales you lose by running 
short of sizes will pay the freight a 
good many times over.

Herold-Bertsch Shoe Co.
Grand Rapids, Mich.

Distributors of W ales Goodyear Rubbers
Makers of th e Fam ous

“ Bertsch” and “ H B Hard Pan” Shoes

STRONG -LIGHT

This is a light shoe 

of great strength 

made from the best 

g r a d e  of chrome 

leather; wears well 

in wet weather.

As a m e d i u m  

p r i c e d  durable 

c o m b i n a t i o n  of 
foot comfort and 
style it is a grand 

success.

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids, Mich.
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A pt as any o ther way you’d find pa
per, leatherboard, glue and alm ost any 
old th ing in your children's shoes, j 
N othing seemed too ro tten  to go into I 
their m anufacture.

A nother m anufacturer stresses the i 
fact th a t he believes in “correct f i t- ! 
ting footw ear for little feet.” And that 
m eans th a t all five of the little toes I 
shall have plenty of room ; tha t they 
shall lie side by side w ithout having 
to contest the limited space within, j 
Anl the same producer goes on to j 
say th a t “paren ts are everywhere 
coming to  know th a t shoes to  be 
good fo r the feet m ust allow for 
natural grow th.”

And looking a t the m atter from  the 
retailer’s point of view, it rem ains j 
to be said that he has a sense of 
awareness tha t he did not possess in 
time agone. He has finer ideals of 
little to ts’ footgear: and he demands 
the better sort. If they do not make 
good, as per the adveitising  in the 
trade papers, and as per the claims I 
of Mr. T raveling Salesman, the re- J 
tailer w ants to know why. H e’ll try 
out the line; but if it doesn’t come 
up to  his ideas of w hat’s w hat in 
children’s footwear, he’ll switch.

Oh, yes, in children’s shoes nowa
days there is “class” and “style” and 
“individuality” and “m ode” and “top 
notch” achievem ents in this, th a t and 
the o ther thing. And the styles of 
little folks’ shoes parallel in a m eas
ure the style of grown-ups. And 
the “w orld do move.”

And shoe dealers—and ditto  shoe 
dealers’ salespeople—are fitting lit
tle feet w ith m ore care than they 
used to exercise. I t is now pretty  
well agreed tha t these little folks 
will grow up to  be men and women 
some day. T herefore it is well to 
look to their actual requirem ents. 
T ha t means fit them properly; tha t 
m eans take time to  do it. Therefore 
don’t rush m atters because your cus
tom er is young in years and limited 
in experience. Use the measuring 
stick. Study the peculiarities of the 
little foot—for little feet have pecu
liarities just as tru ly  as grow n-ups’ 
feet.

And there are certain dangers pe
culiar to  juvenile customers. F or in
stance your little custom er m ay take 
a violent fancy to  a certain pair of 
shoes. T hey do not quite fit hei 
(as you know ), but she says they do 
—just because she likes them  better 
than the other styles. U nfortunate
ly you haven’t a complete line in that 
shoe to  which her fancy inclines; 
and you are just out of her size. But 
she w ants the shoe. And she in
sists tha t it fits; and begs mamma 
to buy it. A fterw ards mam ma finds 
th a t it was too large or too small 
or too narrow  or too som ething that 
ought not to have been; and she 
doesn’t cherish kindly thoughts of 
you and your salesmanship. And 
you can’t  blame her. You cannot be 
too  careful in the fitting of little feet.

And finally retail shoe dealers who 
cater to  the foot-needs of little people 
are realizing as perhaps never be
fore the im portance of w inning the 
hearts  of little  people. Children 
are excellent judges of human na-
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ture. T hey are quick to  form  likes 
and dislikes. T heir prejudices are 
often deep-seated and hard to  move.
I recall a man who, years and years 
ago, shied a rock at my kitten. I 
was a m ere slip  of a lad. But I  loved 
tha t cat. H e threw  the rock in fun 
He didn 't mean to  hit the cat—threw  
wide of the object in fact. But he 
threw. And he made as if he m eant 
to  smash th a t cat. And I  resented 
it. He laughed over the incident as 
if it were a huge joke. I t  was with 
him, but not with me. I loathed 
him after that. In my youthful mind 
his very name was a synonym for 
all that was low and mean and 
heartless. If  he had been a sh o e , 
deater, and the only one in my town. 
I ’d have gone barefoot in mid-win- | 
te r before I ’d have gone into his 
store for a pair of shoes.

Cultivate little people. It will pay j 
you to  do it. And you will find lots 
of fun in doing it. And I can tell ; 
you from  w hat people have said to : 
me again and again, people—men and 
women, I mean—like for you to  no- ; 
tice their children, and make over 
them , when they come into your 
store. Of course, it m ust be done I 
in a tactful manner. You can’t give 
’em blarney, and lay it on three lay
ers deep and all that. You’ve got to 
be skilful in your advances.

And give ’em little presents, souv
enirs and the like. The m erchants 
who are making the big successful 
coups with little  to ts are the ones 
who are willing to  make concessions 
in o rder to  get next. And you can 
very well afford to do it.

By all means take this children’s 
trade proposition seriously. For it’s 
a paying thing. Cid McKay.

W hy Tans Should Sell.
“O nly a few years ago,” rem arked 

a Brockton m anufacturer of m en’s ! 
shoes, “the production of tan leath
ers was in its infancy. The m ethods | 
of tanning had not been perfected ! 
and the results to the w earers of the j 
few tan shoes that were sold were j 
unsatisfactory.

"D ealers who bought tan footwear 
in the early days were frequently 
called itpon by their custom ers to 
make good on shoes which had gone 
to pieces through defective stock. | 
N aturally, a fter a few experiences of 
this kind, the dealer became preju
diced against colorel shoes and ad- j 
vised his custom ers to wear black | 
shoes exclusively. All this came j 
back to the shoe m anufacturer and he j 
in turn cut down his purchases of 
colored footw ear to a minimum. All 
this was in the early days.

“T he m ultiplicity of colors caused j 
another difficulty in the sale of col
ored goods. W ith many different 
shades on the m arket the manufac
tu rer and dealer were at a loss as to { 
which would be the best sellers. In 
buying a variety of shades they were j 
likely to have some colors left on 
their hands at the end of the season | 
and thereby make a serious loss, j 
These conditions all tended to  re-1 
stric t the sales of colored footw ear 
and to  prejudice people against these j 
shops.

“D uring the past few years, how- '

Now Is the Time
Your stock of Holiday footwear iboeld  
be com plete. W e can fill im m e d ia te ly  
your orders for the following if ja m  
will send in your order today; ta t  
t h e y  r e  going f a s t :

Warm Shoe»

*
m Lam

Juliets
850— Wo m en 's  S tack  

Trim  Julies.
852— W om en 's  W ine  

J u lie t F a r  C oney Tr
853— W om en 's  Brown 

J u lie t  H». C oney T:
804 -W o m en 's  SfeecE 

F e lt  Ju lie t Ribbon 1 
805—Women's W ine 

J u lie t  Ribbon Trim- 
306— W om en 's  Brown 

J u lie t C oney Trim  
807—W om en 's  Purple  

J u lie t  Ribbon Trim  
938—W  om en 's  Dark 

F e l t  J o lie t  Coney T 
867—W om en's Brown 
8®—W om en’s  S a c k  1 
309—W om en’s  Brown

Slippers

Men's Slippers
870—M en’s  B lack F e l t  Sup

p e r  F e lt S o le
80S—M en’s  B lack F e lt  Slip

p e r  G rey Sole
900—K en 's  V e lv e t E v e re tt 

P a t. Q tr  #•
904—M en's G rain E v e re tt-  80
907— M en's Tan V iel Kid Ro

m eo I OO
911—Men s  T an  Kid O pera 

P a t. In laid  Cham ois Lined I 17H
908— M en's B lack  Vici Kid

Rom eo —  X 00
937— M en’s  V ici Kid O pera

Kid Q tr. L ined Red In laid  80
930—M en’s  T an  Vici Kid 

E v e re tt  L e a th e r  Q tr. L ined 80
931 —M en's B lack Vtei Kid 

E v e re tt  L e a th e r  Q tr. L ined “0
933—M en’s  T an  Kid E v e re tt 

Dull Q tr. U s e d  30
935—M en’s  T an  Kid E v e re tt 

L e a th e r  Q tr. L ined T arn  1 00
938— M en's B right Colt E v e re tt  K!d Qtr.
939— M en’s  B right Colt Rom eo K id Q tr. !

Lined
'Anefl

Hirth-Krause Company
Hide to  Shoe Tanners and S hoe M anufacturers

Grand Rapid*. Mich.
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ever, rem arkable im provem ents have 
been made in producing colored 
leathers. As now tanned, the process 
is the same as tha t used in producing 
the black stocks, and the wearing 
qualities are, therefore, as good in the 
one as in the other. The tanners, 
some time ago, arrived at the point 
when they realized tha t there were 
too many colors on the market. They 
are now limiting their production to 
two or three shades. This is a great 
advantage to the retailer, inasmuch 
as he is not confused through the 
many colors which were brought to 
him in the past. Having found what 
suits his trade best he confines his 
selection closely to one or two 
shades. The changes which have 
been brought about in the produc
tion of colored leathers have been of 
inestimable benefit to  the manufac
turer, dealer and consumer.

“ It has been thoroughly dem on
strated that the tan shoe is a legiti
mate article of footwear, one suita
ble for all seasons of the year, but 
especially for warm weather. There is 
every reason to look for a continued 
increase in the sales of colored goods 
right beside the black footw ear w ith
out injuring in the least the la tte r’s 
popularity.”

W om en’s Shoes F or 1911.
General low effects will prevail.
Several colors of velvet are being 

experimented with.
Plain pumps will be called for to a 

considerable extent.
A low-heeled pump, one and one- 

half inch heel, is well thought of.
In O xfords the new drop-front 

vamp pattern is a strong feature.
Heels are of m oderate height: there 

is nothing extrem e in sight.
Silk-figured and twilled cloth will 

be used a great deal in topping.
One-eyelet ties prom ise to sell 

well, with new designs to choose 
from, also two-eyelets.

Patent leather much used in com
bination with dull calf or dull kid and 
in all-patent pumps.

There is considerable interest m an
ifested in high-grade tan calf boots 
for spring and early summer wear.

There will be a revival of interest 
in that attractive leather, black suede, 
that being the only color used in 
suede.

Black satin will be much used in 
afternoon dress pumps and boots, as 
well as in evening slippers.

Black velvet will be strong as a 
novelty in pumps for all occasions, 
also in combination with patent leath
er in oxfords.

Tw o and three-button oxfords will 
be used, some of these being made 
on pump lasts, forming what is prac
tically a buttoned pump.

The waistline pump is a new model 
that will be taken up extensively, the 
fastening with tie, slide or strap be
ing halfway between the instep and 
the throat.

The Cuban, military, “R ooter,” 
Spanish, plain French and flaring con 
cave top-lift French heels are used in 
about the order mentioned as to 
quantity.

Toes vary considerably, from a 
French suggestion at one limit, this

being a long recede and very trim  
and neat in effect, to  a resemblance 
to the “knob” toes, current in men's 
shoes, at the other.—D ry Goods Re
porter.

U se of Gift Checks.
Gift checks or certificates can be ef

fectively used at this season in the 
sale of shoes, slippers, gloves and 
other articles tha t need to be fitted. 
F o r instance, some one wishes to give 
a m em ber of the family a pair of 
slippers or shoes but is not sure of 
the size or style tha t will please. He 
can secure a gift check made out to 
the person in question for the kind 
of m erchandise desired and the gift 
check is given as the present. I t  is 
possible to  keep a stub book num ber
ed to  correspond w ith each gift 

¡check, and upon this stub book is 
placed the price paid for the gift 
check. T his plan is used so tha t the 
recipient will not know how much 
was paid for the article, should this 
be the wish of the giver. W hen the 
gift check is presented for exchange 
th clerk notes the number, then con
sults the stub book and knowrs exact
ly the price of goods to show the re
cipient.

They H urried  Home.
It was in a pretty  W estern uni 

versity town, where the co-eds are 
held in high respect and sought aft 
er as they should be, tha t this scene 
took place: A man and a maid were 
strolling aimlessly about one pleasant 
evening. The moon was not too 
bright, just light enough to throw  
weird shadows, dim spooky outlines 
of really respectable, upright trees, 
in the m ost unexpected places. The 
night and the walks were entirely too 
popular for the afore-mentioned 
couple, so they were continually 
searching for the less frequented 
haunts of the lovelorn.

At last they came to the town cem
etery and as the maiden was anx
ious to be brave before W illiam, and 
W illiam was thinking only of his fair 
one, they wandered in. It was as se
cluded as they had hoped. No more 
bumping into o ther couples intent as 
they upon peaceful scenes. William 
and his ladylove had just entered the 
cemetery. Presently they came upon 
a log and decided immediately that 
they had traveled far enough. It was 
rather tiring to walk slowly, so they 
sat down. Ti e log started. Oh, ho r
ror! it rolled over and said some
thing! It was a man! But W illiam 
and his best girl had not waited to 
hear w hat it said. They were speed
ing homeward, past the cemetery 
gates, past all those rom antic spots 
they had gazed at in such enjoym ent 
a short time ago. They did not stop 
to look at the long shadows and the 
soft light from the moon lighting that 
long stretch of meadow.

W illiam did not even stop for that 
girl whom he had told earlier in the 
evening he could never bear to be 
separated from. The girl did not wait 
for W illiam, however, but made a 
record for home—and they say now 
in that little university town that 
there is a strong feeling in favor of 
declaring girls eligible for the track 
team.

Sale of the Julius C. Abel Home.
In  the year 1871 Julius C. Abel, an 

attorney, lived on South Lafayette 
street in an old-style, one-story 
house, built of stone, on the ground 
now occupied by the “Home for the 
Aged.” The trac t owned by the 
Squire is now bounded by Lafayette, 
Cherry, South P rospect and H olland 
streets. John M owatt, of the Grand 
Rapids Chair Company, who had 
bought a home in the neighborhood, 
learned tha t Abel wished to sell the 
property for $6,000 and urged the 
late Elias M atter to buy it. Mr. M at
ter refused to consider the proposi
tion, saying he w’ould not care to live 
in the country. His home at tha t 
time, located on N orth O ttaw a street, 
adjoining the E lks’ Temple, he con
sidered quite rem ote from his place 
of business, on Canal street. Mr. 
M owatt m entioned the offer to  Rev. 
C. B. Smith, who purchased the p rop
erty  w ith no more delay than was 
necessary to prepare and execute the 
required transfer papers. He reserved 
the corner of Cherry and Lafayette 
streets, upon which he erected a sub
stantial house for himself (still stand- 
ng) and quickly disposed of the re-

maining lots, which he had platted, 
for an am ount equal to the cost of 
the entire property  and the house 
and barn he had erected. C. B. 
Sm ith’s addition was covered w ith a t
tractive and substantial houses w ith
in three years and is now one of the 
m ost valuable residence sections of 
the citv. A rthur S. W hite.

An Unanswerable Argument.
Socks being all the rage for little 

girls, M argaret’s m other had bought 
her some very pretty  ones, and the 
child appeared a t her g randm other’s, 
proudly displaying her decorated 
legs.

“Do you think it is wise, w ith 
mumps so prevalent, to  allow that 
child to w ear socks this chilly day?" 
said grandm a.

Surprise and the fear of having her 
treasure torn from her made M ar
garet dumb for a m om ent. Then she 
burst out:

“Grannie, did you ever hear of any 
one’s having mumps in her legs?”— 
The D elineator.

You have no kick coming if you 
deserve the mean things said about 
you.

MICHIGAN SHOE COMPANY
146-148 Jefferson Ave. DETROIT

Selling Agents BOSTON RUBBER SHOE CO.

The
Watson 

Shoe
Is a Shoe of 

Distinction and 
Merit

I t is made and sold at the lowest possible prices to meet 
all dem ands. Every shoe in this line is a winner, made of 
solid, high grade leathers, guaranteed to give satisfaction in 
wear and fit.

W e carry a large stock on the floor in Chicago at all times, 
thus insuring prom pt shipm ents on immediate orders.

Send us a trial order. Catalogue sent upon request.

Watson-Plummer Shoe Company
Factories Offices and Sales Rooms

Dixon, 111. Market and Monroe Sts.
Chicago

Michigan Representatives
Willard H . James, Sam D. Davenport
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T H E  CAMPAIGN OF ’84 .

Memories of the H ottest Fight Ever 
W aged in Michigan.

W ritten for th e  T radesm an.
The in teresting  article in the 

Tradesm an last week by At. S. W hite, 
telling of C onductor W. W. L ong’s 
experience cam paigning w ith General 
B. F. Butler, recalls my own experi
ence w ith tha t famous soldier-states
man, and it awakens mem ories also 
of w hat was probably the m ost ex
citing political campaign ever waged 
in Michigan.

I t was the presidential campaign of 
’84, instead of the State campaign of 
’82 as stated by Mr. W hite. Disaffec
tion in the Republican ranks and fu
sion of the D em ocrats and Green- 
backers in ’82 had elected Josiah W. 
Begole G overnor of the State. Gov
ernor Begole was candidate for re- 
election in ’84 and against him was 
General R. A. Alger. In  national pol
itics Jam es G. Blaine was the Repub
lican candidate fo r President. Grover 
Cleveland was on the Democratic 
ticket. Benj. F. Butler was the 
choice of the Greenbackers. John P. 
St. Johns was the cold w ater cham 
pion. The D em ocrats and Green
backers “fused” on presidential elec
to rs on a basis tha t would give each 
a partion of the electoral vote should 
the Republicans fail to carry the 
State. Michigan in that campaign 
was doubtful, and to “save” it both 
sides poured in their biggest men 
and much money.

Tn those days I was a cub re 
porter on the old Grand Rapids Lead
er, then the Greenback organ, and 
was “doing” politics. General Butler 
was sent through the State by spe
cial train in behalf of the Demo- 
Greenbacks, and I was assigned to 
m eet this train  at Tonia and come in 
with it. My recollections of General 
B utler are that he was uncommonly 
cross. He had been campaigning for 
several weeks and was tired, which 
perhaps accounted for it. He dozed 
in his seat m ost of the time between 
stations, and as he dozed he carried 
an unlighted cigar in his mouth. This 
cigar would slowly disappear, ap
parently  going down his th roat and 
then it would suddenly shoot out 
full length. W atching this cigar and 
w ondering w hat would happen if it 
should go clear down was one of the 
fascinating features of tha t trip. W ill 
A. Tnnes, Secretary of the Greenback 
State Central Committee, was in 
charge of the train, and when the 
whistle sounded to indicate a coming 
stop Tnnes would give B utler a 
shake and then jum p out of range of 
the angry snort he knew was coming. 
W e reached Grand Rapids in safety. 
A great crowd was at the old D. & 
M. station to m eet the hero of New 
O rleans, and m ost of them wore min
iature spoons emblematic of a w ar 
time episode. B utler spoke that 
night and the next day his special 
tra in  moved on.

General Jam es B. W eaver, the 
Greenback candidate for President in 
’80, toured M ichigan in ’84 for the 
fusion ticket, but not by special train. 
I w ent w ith him to M uskegon, where 
he spoke in the evening. He wanted

M I C H I G A N  T R A D E S M A N
to  get away tha t night and after the 
m eeting we hung around the hotel 
until about 2 o’clock in the morning, 
when we caught a freight on the old 
Chicago & W est Michigan, arriving 
at Grand Haven about 4 o’clock, in 
time for the east bound steam boat 
express. I did not sleep that night, 
but W eaver bunked down in the ca
boose and forgot his troubles at least 
part of the time.

St. John, the Prohibition candidate, 
also spoke here in tha t campaign, 
but beyond having a pleasant chat 
with him there was nothing out of 
the ordinary in our relations.

The great event in the campaign 
of ’84 was the all star Republican 
special sent through the State. In 
the party  were Jam es G. Blaine, the 
Republican candidate for President, 
and his running mate, General John 
A. Logan, General John C. Frem ont, 
the pathfinder, and General Alger, the 
Republican candidate for Governor. 
Judge P. T. Van Zile, then Chairman 
of the Republican State Central Com
m ittee, was in charge of the train of 
several Pullm ans and day coaches. 
A fter the m eeting here the train 
pulled out for Muskegon well loaded 
with local patrio ts and invited news
paper correspondents in addition to 
the big guns, and with a cub repo rt
er’s nerve I went along. On the way 
to Muskegon T chatted with Frem ont 
and Logan and made the acquaint
ance of A lger—an acquaintance, by 
the way, that lasted until his death. 
On the return  trip  I braced my way 
into Blaine’s private car, but instead 
of interviewing him, it was he who 
asked m ost of the questions. He ask
ed my politics, and I confessed to  
the Dem ocratic faith. He asked the 
political status of the Leader—it was 
Greenback. He asked as to how 
Michigan was going—I expressed the 
honest conviction that the Democ
racy had som ething better than a 
fighting chance. He asked m any 
other questions, and some of my an
swers made him smile and some did

Fuller Brothers.
W ritten for th e  Tradesm an.

E. P. and S. L  Fuller, brothers, 
were popular, prosperous citizens of 

i Grand Rapids forty years ago. They 
¡carried on a business in banking and 
; real estate and were influential ;n the 
business and social life of the city. 
E. P. Fuller was a large, jolly, kind- 
hearted man. who loved genial com
panionship. good stories and clean 
snort. His brother, S. L  Fuller, rt 
tall, thin man, was solemn, serious, 
sedate and im patient with frivolity 
W ith him “life was real, iife was 
earnest.” The la rger b ro ther played 
practical jokes on the then and 
roared with laughter over his achieve- 

| ments. T he Fuller & Rice Lum ber 
Company was one of the pet enfer- 

1 prises of the larger Fuller, to  which 
he gave much time and direction, and 
when his son, “P  C.” should finish 
his education at Yale, it was hi? pur 

I pose to train the young man to  man
age the same. M eeting Mr Fuller 
in one of his joyous m oods one m om -
ing he re m arked to the w riter: ~My
boy “PhilL” has been iR)

V ale and came horn e fast week. Fr«f
walked inito my office and  said;: Fa-
ther, r wish to  go t<A vV bfri '
I replied. ’ W o rk ? r never knew a

| Fuller who would " f  ft f?
real work that was ever indulged 
in by a Fuller wac when von ptrfTed 
the stroke oar in Yale's boat tn the 
race with H arvard. \  Fuller that 

| w ant- work? Say. you are a novelty 
Go to the lum ber vard and report tv 
the foreman. Tell him you w ant to 
get busy.’ Say. my friend, what do 
you think that hoy d id ' V* hv. he

J er and when, on the following morn

to see a Fuller at work. Every day

! and watch the boy from the bushes, 
| in which T conceal myself. He is en- 
f to  injiTTy <i -nsf-fsS1 G ilbert ancf
when the wedding 

1 send him across
not. [couple of years in Europe. You knc

newly

■town.” J f r  FuH'cr’s plan

Tillage m  Ada.

Mr Ff«ir. Mr

About ten m inutes after I left ’ 
Blaine in his car, retu rn ing  to the 
day coach. Chairman Van Zile touch
ed me on the shoulder: “The train 
will stop about three seconds at the 
Ferrysburg  junction and wc will 
be there in about seven m inutes.” he 
said significantly. “ If this will save 
you a hard walk you are welcome 
to it,” he added, offering a $2 bill.
I declined the money with thanks, 
but the hint was sufficient. O ther 
than invited new spaper men were 
not welcome. I was not invited. I 

I got off.
M ichigan went Republican in that 

election, but it was a close shave 
A lger’s plurality for G overnor was 
only 4,000, the big vote in the Upper 
Peninsula saving him. Blaine’s plu
rality  was only 3,308. Seven of the 
eleven congressm en elected were 
Democrats or Greenbackers, and 
am ong these vyere C. C. Comstock 
from this district and Edwin B .'W i- 
nans, afterw ard Governor. T he Leg
islature was Republican but by a very 
narrow  majority. L. G. S.

Inventory I _____________  ---  1

Outfits j-------------- --------------------------------------------------------------

As a  cioieW. easy  and

loose s h e e t -a v e n to r r

recognized, by th e  dts- | -----------— .------;— ----------------------------- — -— — --------
tribu tion  o f inven to ry  
sh ee ts  p roperly  n um ber
ed  to  th e  various d e p art-

I ■ t  ~ ~ :  .......  :  .....~a

m ents th e  e n tire  fo rc e  ff 
m ay he em ployed on th e  
inven tory  and all d e p a r t
m en ts  ch eck ed  ip  shb-
oltaoeooslv . T h e  pric ing  extending , cheek ing  e tc  mm -se -vesrats m mmt m  he 
sh ee t is re tu rn ed .

W hen sh ee ts  a re  com ple ted  th ey  m ay h e  class!Best aetiH d lam "■<* lenam sresc  - 
m odifies o r  a rran g ed  in M t  w ay d e sired  and S led for re fe re n c e  a  »  j f l s t  v a rfe -

Ewy buc trac vy* «mhiwp»
of originals. W e supply sbee s». h inder»  and: carbon, paper.

E veryth«*« ter th e  Office

TISCH=HINE CO.
5-7 Pearl Street O rsad R jft f» . Hi¡efe.



86 M I C H I G A N  T R A D E S M A N December 14, 1910.

Invasions of the Hardware Field and 
Their Lessons.

There is on the part of some hard
ware m erchants a disposition to com
plain that m erchants in other branch
es of trade are trespassing on hard
ware ground, because they sell some 
goods which naturally belong to and 
are ordinarily found in the hardware 
store. M any drug stores are handling 
cutlery, and especially safety razors, 
and in some parts of the country 
sell paints and oils. Grocers in a 
good many towns carry stocks of 
various goods which the hardware 
m erchant would like to keep to him
self, such as tin and galvanized ware, 
baskets. some kitchen utensils, 
brushes, tacks, rope, wooden ware, 
and sometimes som ething of a line 
of cheap hardw are articles and tools. 
Furniture stores, too, have become 
distributers of stoves, and to some 
extent of house furnishing goods, 
while lum ber yards are selling nails 
and in a limited way other goods 
which go naturally with building ma
terials. A multitude of other illus
trations may be mentioned of the 
breaking down of the division line 
between the trades, which involves 
raids into hardware territory.

There is a disposition to complain 
of this state of things and to dwell 
on the special form of such com peti
tion as if it were not only a hard
ship, but som ething to be deprecated 
and denounced. Associations in their 
zeal for their members have, indeed, 
condemned jobbers and m anufactur
ers who have sold goods to druggists 
or furniture dealers or lum ber yards. 
Tt would be com fortable—for him— 
if the local hardwarem an were pro
tected against competition of this 
character, if a wall were built around 
his business and he perm itted to cul
tivate it w ithout the apprehension of 
encroachm ent, such as now is a fa
miliar experience. Any such protec
tion for the hardw are m erchant is, 
however, out of the question. Trade 
is free. O ther m erchants have their 
rights as well as the hardwaremen. 
M anufacturers and jobbers are not 
to be restricted in the disposing of 
their wares by any such limitations 
devised for the benefit of any special 
class of merchants. W here people 
want to buy goods, either for their 
own use or to sell again, if they have 
money to buy them, they will be 
able to  obtain them.

The hardware m erchant, too, 
should be very slow to enter com
plaints against his fellow m erchants 
who are selling some lines which he

regards as belonging to him. The 
hardware store has of late years 
broadened out greatly, including a 
m ultitude of goods, not a few of 
which were form erly handled by o th 
er branches of trade. L ittle by lit
tle, or sometimes by a bold invasion, 
these outside goods were taken over 
and given place in the hardw are 
store, where they add materially" not 
only to the extent of the assortm ent 
offered to the public, but to the in
terest and attractiveness of the estab
lishment. This is especially the case, 
because many" of these articles thus 
brought into the hardw are fold are 
finer and more showy goods, which 
do much to take away the crudeness 
and m onotony of the old time hard
ware store, and to make it bright 
and pleasing to the eye. A well ap
pointed and well stocked hardware 
store gives, indeed, one of the most 
in teresting  assortm ents of articles 
which are to be found in the line of 
trade—articles of much inherent a t
tractiveness and at the same time 
representative of the progress which 
is making in the mechanic arts.

Tn this fact is another reason why" 
the hardw are m erchant should not 
complain of the inroads which o th 
er branches of trade are endeavor
ing to make in his territory. Most of 
these invaders are, in fact, well nigh 
driven to  take up some o ther line 
of business because their own is so 
limited. W ith the changes which 
have taken place in the drug trade, 
for example, the druggist is almost 
obliged to go into lines which had 
no place in the old time apothecary" 
shop and have no real connection 
with drugs and medicines. H is little 
patch of ground on the strict theory" 
that would confine a m erchant w ith
in the narrow  boundaries of his par
ticular business is quite insufficient, 
and to do justice to himself he must 
extend it. Tf be puts in a stock of 
safety razors and cutlery" there should 
be no ill-feeling or surprise on the 
part of the hardw are m erchant. He 
certainly should not complain. He 
should look on this as one of the 
chances of trade and take it good 
humoredly, although none the less 
should he energetically see to it that 
be holds his own in the battle for 
business. Criticism and complaint of 
what others are doing is a poor oc
cupation. Instead of finding fault 
with the enterprise of o ther m er
chants, even although it take the 
form of encroachm ents on his partic 
ular field, he should set himself with 
renewed vigor to become more wide 
awake and enterprising in the prose
cution of his own business. H is field

is rich and broad and despite the in
trusion here and there of o ther m er
chants gives ample opportunities for 
grow th and greater usefulness and 
profit.

The tendency of the times is to
ward freedom in trade, and the boun
daries between different kinds of 
business are becoming less definite. 
Of all m erchants in special lines, the 
hardw are m erchant, however, is the 
last who should complain of the in
vasion of his territory . He has been 
acrgresssive in laying hold of any 
kind of goods which will work in 
with advantage to his particular line. 
He has thus broadened the term  
hardw are so that it now takes in a 
m ultitude of goods which a genera
tion ago were regarded as outside 
the hardw are fold and belonging to 
o ther branches of trade. No better 
illustration of this can be found than 
in the catalogue of a great jobbing 
house compared with the catalogue 
of the same house twenty-five years 
ago. The hardw are trade has, as it 
were, iron in the blood, and sturdily 
and aggressively reaches out for new 
fields to acquire. The result is tha t 
it is the recognized d istributer of a 
host of goods not strictly  hardw are 
in the old sense, and has an exceed
ingly im portant and inviting field to 
cover.

Nashville’s Stove Industry.
The stove industry, says the M er

chant and M anufacturer, is one in 
which Nashville has of late years es
tablished a world-wide reputation. 
The wonderful grow th of this in
dustry has made this city rank third 
in the m anufacture of stoves and 
ranges in the U nited States, and con
sidering the few years in which our 
m anufacturing points to an “under” 
position in quantity as well as quali
ty it is rather a rem arkable inci
dent of the industrial life of this 
Southern city. Nashville is located be

tween the best beds of coal and iron 
in the South, and w ith this as one 
of the advantages the stove m anu
facturers have brought a w orld of 
energy and skill to  play in enlarg
ing and fostering the industry, and 
w ith the pluck of our m anufacturers 
who know no failure, each year has 
shown an enorm ous increase in the 
output of stoves from  the low est to 
the highest degree—from  the $5 
round drum to the finest hotel range 
running up into hundreds of dol
lars in price.

Frost on the Window.
There is nothing on earth  tha t will 

keep windows from frosting in very 
cold w eather except proper con
struction and the right kind of ven
tilation. If your windows frost 
w rite to one of the firms tha t spe
cializes on window construction. 
They will tell you w hat m ust be 
done in your particular case and 
how much it will cost you—and they 
will guarantee to make your w in
dows frost proof. Any other method 
’s a makeshift.

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and 
Everything of Metal

Established la  1*7*

B ast Equipped 
Firm la  th e  State

Steam and W ater H eating  
Iron Pipe

F ittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The W eatherly Co.
18 Pearl S t. Orand Rapids, Mich.

I _________________________

If you buy an yth in g  bearing the brand

“OUR TRAVELERS”
Rem em ber that it is G U A R A N TEED  by

Clark=Weaver Co.
W holesale Hardware Grand Rapids, M ichigan

Foster, Stevens & Co.
Wholesale Hardware

d i

10 and 12 Monroe St. :: 31-33-35-37 Louis St.

Grand Rapids, Mich.
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Giving Things Away.

A lot of practices are being fol
lowed in many of our stores that 
need stirring  up w ith decided vig
or, and one of the forem ost of these 
is the a rt of giving away one item 
to sell another. How many dollars 
w orth of merchandise do you suppose 
has been passed out over your 
counter this year w ithout proper rec
ord having been made of it?

How m any boxes of shells or gun 
cases have been given away with 
guns tha t were already m arked at re
stricted prices?

H ow  m any dollars’ w orth of tiles 
have drifted out as com plim entarj 
company to saws you have sold?

How m any boxes of double-pointed 
tacks have you presented to purchas
ers of w ire cloth?

D on’t you think the putty  you have 
given away w ith glass would make 
a p retty  big pile?

Did a scythe stone never show its 
perfect friendship for a scythe by 
agreeing to go out g ratis with its 
chum?

The miles of rope you have pre
sented to the people of your commu
nity would have tied up every stray 
dog in the city, but it w ent out free 
w ith sleds.

T he screws your employes have 
given away in the past five years 
would probably fasten a hinge into 
every door in town.

Pain t is not sold on long enough 
profit to  justify  free brushes, yet 
some of your clerks seem to 
think so.

You may be able to afford a free 
teakettle  w ith every cook stove sold, 
but you did not figure it in when 
you m arked those stoves.

Many a poor victim on the roof 
of a burning sky-scraper would have 
given a fortune for the straps tha t 
have been given away w ith skates 
in your store, and a stream  of w ater 
turned out of the nozzles tha t 
checked out free with hose from your 
place of business last year, would 
stop an eruption of Mt. Vesuvius.

W e pride ourselves on being in a 
business th a t calls for m ore than 
ordinary ability, but any hodcarriei 
in the country can sell stoves when 
he throw s in a coal hod or stove 
board. There are all sorts of peo
ple w orking in hardw are stores who 
are past-m asters in the a rt of cut
ting prices. T hey can not sell an 
anvil w ithout its free ho t cu tter or 
cold cutter.

S tart seining for these chaps and 
your drag net will bring up free 
grass catchers w ith lawn mowers, 
cold shuts with chain, nail sets with 
ham m ers, free brushes w ith razors, 
etc. I t  is tough, fellows, but it is 
true, and the quicker we fall to the 
fact the sooner we will be on Easy 
street.—Iron  Age.

The Woman W ho Kicks.
“ I hate to  kick,” said Mrs. Jones to 

Mrs. Brown, “and when I first w ent 
to housekeeping, I ju s t w ouldn’t do 
it. But I have found th a t the people 
who kick are the ones who get the 
best treatm ent. I have simply been 
obliged to  learn how to kick about 
th ings th a t come out from  the store.
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I t don’t seem to work to  simply trust 
to your grocer always filling your 
orders carefully because you are a j 
good custom er and pay your bills | 
prom ptly. If you don 't kick, you will 
get the w orst of it.”

Ask the women about this, and the 
chances are that you will find tha t a 
large m ajority of them will endorse 
the above sentim ent.

I t  is ra ther an unfortunate state 
of affairs, and it shows tha t there 
m ust be some ground for the com
plaints.

F o r it is a fact that, little as you, 
as a m erchant, like to get kicks on 
your goods, the women who do the 
kicking like the job  of kicking still 
less.

W om en don’t kick just for the fun 
of it, or to  vent their spleen, or work 
off a bad case of grouch. T here are 
a very few women who may be 
classed as chronic kickers. The aver
age woman is not. She has learned 
to kick because she finds tha t other 
women who do kick get better tre a t
m ent than she does.

T he m erchant should see to  it that 
his custom ers are all treated  right, 
and then there will be no necessity 
for kicks.

I t  isn’t fair to the woman who does 
not kick, to  work off the small po ta
toes and the bad cuts of m eat on her. 
If anything, she should be rewarded 
for her refusal to  kick by getting  the 
very best of everything.

If  you are obliged to  send inferior 
stuff to a custom er, because there is 
none o ther obtainable, notify the 
custom er of the conditions by tele
phone, or through your delivery man, 
and offer to  either make a suitable re
duction in price or to cancel the order. 
—The M erchants Journal.
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Get the Children.
Get the children to  come to  your 

store. Christm as is their feast and 
m ost of the purchases are made for 
them. If you are selling toys, make 
a big display of them and then in
vite the children to come in and see 
them. Make it an object for them 
to come—give them  a souvenir of 
some sort or have an entertainm ent 
for them. W hen they come, their 
mammas will come with them and 
they will have an opportunity  to see 
w hat a fine line you have. Put a price 
ticket on everything in sight so the 
visitors will not have to  ask what 
things cost. R ight now is the time 
to plan your holiday sales and get 
ready for any special features. It 
is not difficult to  entertain  children. 
A m oving picture machine will serve 
the purpose. If tha t is impracticable, 
a m an dressed as Santa Claus is a 
never failing source of delight and 
wonder to  the youngsters. There are 
endless ways of a ttrac ting  them 
w ithout much expense or trouble and 
it will prove well w orth while.

Get the
“Sun Beam” Line of Goods

For Fall and Winter Trade
Horse Blankets, Plash Robes. Robes

Far Overcoats, Far Lined Overcoats 
Oiled Clothing

Cravenette Rain Coats, Rabber Rain Coats 
Tranks, Sait cases and Bags 

Gloves and Mittens
These goods will satisfy your customers and in

crease your business. Ask for catalogue.

Brown & Se hier Co. Grand Rapids. M idi,

Your Waste In the Way
Som ething to  M ake E very  P ound  of V o«r W a s te  Paper Bring V»

Qood Dollars

Holiday Prices.
Holiday business comes so easy 

and people buy w hat is offered so 
readily in Decem ber tha t occasional
ly a m erchant comes to the conclu
sion tha t he can boost his prices a 
bit and still get the trade at an 
added profit. This is a hazardous

The
Handy

Press
F o r  bailing all 
kinds o f w aste

W aste Paper
Hides and 

Leather

Rags. Rubber 
Metals

In c re a se s  th e  profit o f  th e  m e rc h a n t from  th e  d ay  it 
J35 and §45 f o b .  G rand Rapids. S end  for

Heady Prese Co. 251-343 So. lotue Sc.

rAteú «saiAxne.

Grand Ihtpéém* Mirti



8 8 M I C H I G A N  T E A D E S M A N Decem ber 14, 1910.

M E R C H A N T  AND H IS  CLERK S.

D uty of the Em ployes T o Keep the 
Store A tm osphere Right.

W ritten for th e Tradesm an.
Just a word to the m erchants who 

have more than six clerks in their 
employ. Do you notice any change 
in the atm osphere in your store every 
time you happen in by surprise? If 
you do, do you know the real cause of 
it? Do your clerks jum p and run to 
their departm ent on your unexpected 
arrival? and do they keep track of 
your departure? If they do there is 
som ething w rong with you.

We are prone to believe tha t all 
the misconduct of our employes is 
all their fault. R ight here is where 
too many of us make a grave mistake. 
There is surely som ething w rong 
with our mental atm osphere when 
our employes disobey their better 
judgm ent.

W e should not forget that every
thing from the sm allest detail up to 
the largest departm ent in the store 
is controlled completely by and 
through the power of intelligence (we 
all know this but our artificial mem- 
cry  controls us) and to relieve o u r
selves of this error we put the blame 
on some one else.

W e ought to be extraordinary in 
our manners, im portant to all de
partm ents, and ought to be serious 
concerning our noble, precious and 
m ighty thoughts—which are those 
we know are true to us. W hen we 
get right along these lines, the a t
mosphere in the store and in the 
minds of our employes will be the 
same.

W e should not err in our know
ledge concerning the power of sug
gestion. Most of us know that every
thing controlled by human hands is 
done through the creative power 
of suggestion—in one way or an
other—so if you and I are going to 
take the responsibility of managing 
our business we are in duty bound 
to be truthful to ourselves as well as 
to our employes and give them to 
understand tha t we are going to 
throw  out all the suggestions that 
should be followed, and all the em
ployes will have to do is to fall in 
line and let them selves be governed 
by them. W e will stop right there.
I hear some one ask how we are go
ing to make each and every clerk 
“fall in line.” The answ er is this, 
we should not compel our clerks to 
do any thing. T o have a clear a t
mosphere about you, you m ust un
bind, unchain, unlock and set free 
all of your own thoughts. Some of 
us are overflowing w ith fancy in
spirations and these influences makes 
us believe tha t we are “the whole 
thing” as it were, and when our 
minds throw  out such suggestions— 
the bright minds out in the store 
catcfi them and govern themselves 
accordingly.

So it can be plainly seen, if we 
throw  out the right suggestion, that 
they will do the right work w ithout 
compulsion, force or m ental energy.

W hy should the m anager of any 
business be painfully annoyed and let 
grief and m ortification bewitch and

paralyze his brain ju st because some 
one in his employ fails to  do his 
duty ?

W hen we become instrum entally 
productive it will not take us long to 
discover the misgivings of any of our 
employes and we will be able to cull 
the good from the bad as easily as 
we can see the right and w rong side 
of our own lives.

In  m any cases we are directly re
sponsible for the misgivings of our 
clerks, some of us do not wish to 
concede to this fact, but if we are 
wise, filled w ith self-confidence, and 
all egotism has been driven out of 
our minds, if our adm iration for good 
qualities in others is developed—we 
will discontinue being responsible for 
at least a few m istakes done while 
we are away from our business, 

j I have seen clerks jum p as if they 
had touched a live wire when I step
ped into the store and in each case 
I wondered w hat was the m atter so 
I made up my mind to find out, and 
after I had gone into my “closet and 
shut the door” I received the right 
answer to my questions concerning 
such a party  and governed myself 
accordingly. A fter I had tried all of 
the good suggestions I received “in 
silence” and all of the good qualities 
of my own m ental forces to cause 
this party  to answ er the right sug
gestions in the right way concerning 
the business in general, and if my 
labors were in vain and I could not 
get this party  to respond to his high
er intellect—then I would let him go 
—to seek em ploym ent elsewhere.

W e m ust be careful about the dis
cipline and the punishm ent given our 
co-workers. I t  is very foolish for 
us to make ourselves believe tha t we 
can discharge and employ people at 
will and tha t the world is full of peo
ple eager for em ploym ent and on this 
account make ourselves think that 
there is no use in try ing to be a 
help to our employes.

The trouble w ith too many of us 
is, we w ant to be too im portant, we 
want to show too much alm ightiness, 
omnipotence and authority  when our 
clerks know our inability and help
lessness by seeing us collapse and 
faint when things go up in smoke on 
account of brain flashes. O ur human 
electricity, personal m agnetism  and 
our m ental energy ought to be elastic 
in order tha t we may bring pressure 
to bear on each and every mind tha t 
is willing to do the right thing at the 
right time. None of us will ever be 
able to do the right thing at the right 
time if we pretend to be self-con
trolled.

Nine tim es out of ten it is our own 
disqualifications tha t cause friction 
am ong our employes. I know very 
well tha t we do many things alm ost 
every day tha t cause trouble among 
those whose energy we are depending 
upon but we do things unintentiont- 
ally and the only cause we can find 
for all theese undisirable things is— 
ill-luck.

I am happy in the thought that, as 
far as I am concerned, there is no 
such thing as ill-luck. I am person
ally responsible for the physical as 
well as for the m ental atm osphere

that is hovering around my business.
There is no use in us try ing to  be 

the engine, the whole medium of 
power, the only resource for in
structions, the needful, essential, in
dispensable agency for advice needed 
if we can not use it wisely and have 
each machine, as it were, running 
sm oothly all the time.

L et us try  to take the above and 
think about it with a deep sense of 
justice for all concerned and see if 
we can not develop som ething dif
ferent and som ething better to make 
the atm qsphere in and around us 
more pleasing and valuable. I t  can 
be done, why not do it? D on’t let 
us be in the class where the im pos
sibilities float around doing the same 
things over year in and year out 
under great stress—m ental and o ther
wise.

Life is too short to  use our energy 
:n the w rong way. If one th ing can 
be made to move sm oothly—all 
things can.

He who would enter into the realm 
of b right and progressive thoughts 
must first divest him self of all in tel
lectual pride.

Conceited opinions are always sui
cidal in their influences.

Edw ard Miller, Jr.

Cheer U p and T ry  Again. 
Among the m any lovable things 

Robert Louis Stevenson w rote was 
this: “O ur business in the world is 
not to succeed, but to continue to 
fail, in good spirits.” T o those of us 
who fail much oftener than we sue* 
ceed there is a great deal of cheer 
and encouragem ent in this wise bit 
of humor. I t  is like a hearty  slap 
on the back of the discouraged one, 
or an arm affectionately throw n over 
our shouders as we limp from the 
arena, sore and grimy.

The world is naturally a hero w or
shipper and it takes little interest 
in the man who fails; few of us do, 
because really he isn’t very in terest
ing. And yet for every time we 
succeed we m ust fail m any times and 
for every one who succeeds there 
m ust be many who fail.

There are few men who would not 
like to be very successful. Every 
w riter would like to w rite really great 
things and every m erchant would 
like to make a g reat success of his 
business. Y et there are few great 
w riters, and there are m any m er
chants who do not succeed. I t  is sel
dom because they do not try, for 
many who fail try  harder than some 
who succeed; but circumstances, or 
their environm ent, or their opportu
nity is against them , or else they 
just get “in w rong.” There are few 
of us who would not like to live up 
to our highest ideals, and there are 
few of us who do. Instead of suc
ceeding, we fail, often miserably. 
W hat Stevenson would tell us is to 
cheer up and try  again, even if we 
m ust “continue to fail, in good spir
its.”

There are two kinds of unhappy 
people in the world—those who are 
sad because they are no t known and 
those who are miserable because they 
are.

W indow  Shopping.
W hen the lady gets the 'shop bug she 

w anders o ’er the downs,
She looks and looks—but doesn’t buy 

—at hundred dollar gow ns;
She rubbers, cranes, and envies—but 

coin she doesn’t cough.
She buys it on a sm aller scale—or 

else she sleeps it off.
—From  “T he Ballads of a Lady 

Shopper.”
This is the time of year when all 

women w ith a grain of the true fem
inine instinct are stricken with in
fantile insanity, better known as the 
shopping craze. The exigencies of 
oncoming Christm as demand it and 
woman has fallen for it ju s t as she 
always hag. But there are several 
kinds of shoppers; the woman who 
knows w hat she w ants and knows she 
knows she w ants it, and buys it; and 
the one who does not know w hether 
she knows she w ants a thing and 
spends a g reat deal of time try ing  to  
find out.

The shop windows are for this 
species, but w hether they fill the bill 
is difficult to say. Of course, they 
exhibit everything from kim onos and 
$500 gowns to  inkwells and cream 
separators, in the hope th a t they will 
a ttrac t custom ers. But window shop
ping does not seem to  aid one in se
lection of gifts.

“Say,” says a fair young thing to 
her companion, “can you beat that? 
Perfectly  lovely, isn’t it, dear? No
tice the lovely goods in it—and it 
only costs one fifty. Isn ’t it dear?” 

“Now listen, G ert,” re tu rns her 
companion. “I ’ve go t to  select some 
presents for a few of my friends—say, 
isn’t tha t shirtw aist ju s t lovable?— 
and I w ant you to  help me. I thought 
maybe I could see som ething in the 
windows here th a t would ju s t suit 
me. Now, I w ant to  get my bro ther 
a sm oking set or—look at tha t skirt, 
will you! And so cheap it is alm ost 
a shame to  sell it—well, anyway, I 
w ant to get him som ething.”

“T ry  a pipe,” says May.
“O, yes; le t’s look a t the pipes. 

T here’s a perefctly dear one, bu t it 
costs too much. H ow can a poor girl 
like me tell how much to  invest and 
w hat kind of a pipe to  select when 
there are about 6,000 to select from? 
And there’s a sm oking jacket—he 
m ight like that. But look a t those 
ash trays. Maybe he’d like—but, no; 
I had better look a t som ething else.” 

T hus it goes. T he window display 
is so dazling in its amplitude th a t the 
prospective buyer can not concen
tra te  attention  on any one th ing long 
enough to decide.

But w hat a w ealth of pleasure 
would be lost if the stores w ithdrew  
their gorgeous displays! A woman 
wouldn’t know w hat to  do if she 
couldn’t spend at least a few m inutes 
each week in window gazing. But 
as for aiding in the selection of a 
gift, a woman knows less w hat she 
w ants after she has beamed joyously 
on objects ranging from  pow der 
boxes to  salt shakers than she knew 
before she looked.

T here is one thing to  be said in 
favor of summer. W e have w arm er 
friends then than we have in win
ter.
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A GOOD T HI N G !
You know it when you see it Mr. Merchant, don't you? So does the general public, whether 

in the line of merchandise or attractive ads. The public understands that an advertisement 

reflects the character of the store. The better your ads look the better your chance for success.

Our

New Year Greeting Cut
placed in your ad will make it the tastiest ad in the paper. You are seeking that verdict. You 

want the cut. You want it today. The most progressive advertisers in the state are ordering it.

We will sell to but one merchant in a town. That one should be YOU.

Should your order be received after the receipt of another from your city, your money will be 

refunded at once.

Price for This Special Cut
One four column cut $1.5#
One six column cut 2.7#

C U T  T H IS  O U T  A N D  S E N D  IT  IN  TO -D A Y

Tradesman Company,
Grand Rapids, Mich.

G entlem en: Enclosed find $ for which please send one column special

N ew  Year Greeting Cut
with the understanding that I am the only m erchant in my town that is  to rece iv e  th is cat. 

Send by.......................................................express.

A d d ress ................................................................................S tre e t---------------- ---- ----------------------

Town.................................................................... ................S ta te ......................

Tradesman Company, Grand Rapids, Mich.
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Hhe commercial traveler

OUT OF H IS ELEM ENT.

Traveling Man Finds Drawbacks in 
Life on the Farm.

W r i t te n  f o r  t h e  T ra d e s m a n .

"Hello, Grant! Back again I see. 
How’s things up country?”

Two men shook hands and chat
ted on a street corner of the Valley 
City not many moons ago.

"Things are all right so far as I 
know,” returned G rant Fosdick. "1 
haven’t been up there in six months.

“I suppose so, but there’s no 
N orthern town where business of a 
mercantile nature is not overdone.” 

“In one sense tha t is true. I can 
not subscribe to the claims of some 
of the m erchants that a school needs 
to be started to educate the farm ers 
as to their duty with respect to mail 
order houses. One thing is certainly 
true, however, there is enough busi
ness with the mail ordei fellows 
am ong the farm ers of one township 
up where I lived to make half

"W hy, how is that? I understand dozen country m erchants indepen- 
j on had tired of the city and had ] ¿¡ent if they could corral it.” 
betaken yourself to quiet country 
shades. Let me see; it wTas about 
three years ago that you told me 
you had bought a forty up near the
Muskegon and was going to make 
your home in the open air, away from 
city sights and sounds. The coun
try for you; it was the place for a 
man, for his wife and children—” 

"Yes, yes,” laughingly interrupted 
the other; “I was struck with the 
bucolic club good ana hard. The e ter
nal grind of the city and the knock 
around life of a traveler wras ruin
ous to good health and good morals.
I admit, Jack, that the lure of the 
country was strong upon me three 
or four years ago.”

"You speak in the past tense—" 
"T hat I do. The lure is past; as 

a disillusionized m ortal I am back 
am ong busy folks once more, back 
to the work which I understand. I 
leave farming to those who like it; 
it s not for me, Jack.”

“W hat was the trouble? Line 
fence dispute—”

“ Not that exactly, although that 
would have been sure to come had 
l lingered many more moons up 
among the pine-clad hills of the Mus
kegon. T got my fill of rusticating.” 

"Tell us about it, Grant. W hat 
have you done with your forty?” 

"Sold it for a song. I was glad 
to get back with a whole skin.” 

"They m ust be a sad lot of fel
lows up where you have been, old 
man.”

“Oh. no, on the contrary I never 
had a better lot of neighbors in my 
life. T could get along w ith them all 
right.”

“W hat, then, was the trouble? You 
seem to have lost vour enthusiasm

"Yes, IF ,” returned the other.
“ 1 learned a lot about this coun

try trade with the big city firms, 
which I am sure will be of value to 
me if I should ever go into trade. 
Some time I will give you pointers 
on the subject; just now I am in 
som ething of a hurry.”

“ I ’d like to hear about your farm 
experience just now.”

“There isn’t so very much to that, 
you know,” laughed G rant Fosdick. 
"I simply couldn’t stand the racket, 
that was all. I bought tha t forty 
right in the fruit belt and m eant to 
make of it a valuable fruit farm —” 

“W hich you couldn’t expect to do 
in three years, you know.”

“Certainly not. I had my mind 
made up to stop a dozen years ii 
need be. I had read about the bo
nanza fruit growers, of one acre pro
ducing a thousand dollars’ profit. I 
did dabble in small fruit to  some 
extent, but my experience with 
stum pers cured me of the fruit-farm  
fever.”

“You had stumps to contend 
with?"

“Sure. N early all the land availa
ble for settlem ent at low prices is 
stump land. I had a ten acre field 
to stum p; hired a man with a machine 
to come on and pull the stum ps and 
put them in the fence. There were 
as I figured it, about four hundred 
to get out. To pull and move them 
would take about two weeks the 
stum per boss told me.

“ I figured the cost at a trifle over 
$200 and let them in. T hat was where 
I fell down—boarding the stum per 
as a part of the bargain. W hat 
promised to be a short job turned

for the country rather soon. Are you out to be an all the fall and into the 
on the road again?” w inter proposition. A more lawless

es, and shall not go off until I set of men never turned a furrow  or 
am able to go into business for my- toggled a broken log chain. Talk 
self. Do you know w hat 1 have in about soldiering! Those fellows had 
mind, Jack?” the veriest weary W illie skinned to

“H aven't the least idea, G rant.” the bone.
"It is to go to that country and “Tw o big team s grew fat off from 

start a sore. The farm ers are nearly m y corn crib. Fact was I had to buy 
all prospering to the limit.” |.$20 w orth of grain to fill in at the

last, besides an expense bill for 
broken harness and tools I lent them 
to hasten the work. W hat those fel
lows did not break or steal before 
they got off my place was not w orth 
carrying away.

“And in the house! Muddy boots 
on the carpet, tobacco smoke in the 
parlor, dirt and confusion every
where! The boss stum per w anted his 
pay faster than he had earned it; had 
all I could do to keep from  going 
broke in tha t way. W ife and I 
breathed a long sigh of relief when, 
after many long weeks, w ith the job 

f stum ping only half done, those 
men got off the place.

“ I t came like pulling teeth to rout 
them at the last. Like barnacles 
they seemed to cling to the snap 
they were enjoying. The boss stum p
er was a big, swaggering bully, who 

ad no more the instincts of a gen
tleman than a stall fed ox. He made 
his brags to others tha t he found 
in me an easy mark, and tha t he was 
going to  work me for all there was 
n it—and he did.”

“I should think as much,” laughed 
Jack Haverill.

“W ell, the worm  always turns, give 
him time enough. I turned at the 

st; told the boss stum per to his 
face tha t I had no further use for 

im. He came near burning up my 
buildings and much valuable tim ber 
>y setting fires which I had strictly 
forbidden him to  do.

“W e had several w ordy encounters, 
the last w inding up in my ordering 
him to pull his machine off the 
place.”

“And he did it, I suppose?”
“He had to. A fter it was all over 

I found tha t the land from  which the 
pine stum ps had been rem oved had 
cost me $40 to clean up, which add 
ed to the original cost, put me back 
at least $50 per acre. I sold the whole 
forty for $10 the acre and pulled back 
to tow n.”

“Discouraged, I see. W ell, I don’ 
blame you much. I never knew the 
country folks were quite such dead
beats and leeches—”

“Oh, don’t m isunderstand me 
Jack,” quickly interjected the experi
m ental farm er. “The country people 
are much like you and me, good, bad 
and indifferent. Just as many whole- 
souled fellows am ong ’em as else
where, and, as I said at the outset, 
the country folks are in the main 
pure gold. T hey are th rifty  and 
good spenders, m any of their homes 
being furnished better than lots of 
their city brethren.

“W hen I am able to make the rif
fle I mean to go back Up N orth  and 
open a store. I t  w on’t be by scold
ing the farm ers for mail order trad 
ing tha t I shall expect to reap bene
fits, but by m eeting the Chicago 
houses on their own ground and 
beating them  out. I t  can be done 
D on’t you forget it.”

“I wish you luck anyhow, but you 
will have a harder row to hoe than 
you did on the farm ,” laughed Fos- 
dick’s friend as they separated.

J. M. Merrill.

The Town and the Hotel.
“Talking of good tow ns,” said a 

traveling man the o ther day, “the ho
tel has m ore to  do with the reputa
tion of a tow n than alm ost any
thing else. I go into a tow n tha t at 
first sight looks good to me. I think, 
now here is a tow n where I would 
like to locate. Then maybe I strike 
a bum hotel. T he table is so poor 
tha t I can hardly make out a meal 
and the beds are worse than the ta 
ble. R ight away I get a grouch at 
the town. The longer I stay at the 
hotel the more the grouch grows. In 
tw enty-four hours I am crazy to 
leave and go away swearing to m y
self tha t I will never go back to tha t 
town if I can help myself. On the 
other hand I have gone into a little 
old town that did not look good to 
me at all. T he walks were not kept 
up as they ought to be and the stores 
were not painted, b u t.a s  luck would 
have it the hotel was run by a land
lord w’ho knew how to  run a good 
one. The table was up-to-date, with

The Breslin
Absolutely Fireproof

Broadway, Corner of 29th Street

Most convenient hotel to  all Subways 
and Depots. Rooms $1.50 per day and 
upwards w ith use o f baths. Rooms 
$2.50 per day and upwards with private 
bath. B est Restaurant in N ew  York 
City with Club Breakfast and the world 
famous

“ CAFE ELYSEE”

N E W  Y O R K

Hotel Cody
Grand Rapids, Mich.

A. B. GARDNER, Mgr.

Many im provements have been made 
in this popular hotel. Hot and oold 
w ater have been put in all the rooms.

T w enty 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 sam e—$2.00, 
$2.50 and $3.00. American plan.

All meals 50c.

—

A Question in  
Addition and 
Multiplication

Add one big airy room to cour
teous service, then multiply by 
three excellent meals, and the 
answer is

Hotel Livingston
Grand Rapids, Mich.
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clean table cloths and clean nap
kins and good grub. W hen I hit my 
room  I found a good clean bed and 
plenty of clean towels and a good 
dresser and clean bowl and pitcher. 
There was a good carpet on the floor; 
everything neat as a pin. In  the m orn
ing the landlord brought me a pitcher 
of hot w ater. E verything about the 
place was inviting. One meal was 
ju s t as good as another. T he land
lord was kind and obliging and the 
girls who w aited on the table were 
neat and prom pt and attractive. I 
wanted to  stay and hated to  leave 
when my business was over. W hen 
I w ent away and m et any other trav
eling man who asked me about that 
town I told him it was a bully good 
town. I t was all on account of the 
hotel. I noticed tha t o ther traveling 
men were like me. They had a good 
word to say for the place almost 
a ltogether on account of the hotel."

Q uantity  F o r Him.
“The late W inslow H om er,” said 

a Fifth avenue picture dealer, “over
flowed with stories of his beloved 
fishermen. M ost of these stories were 
grave—they illustrated the hardships 
and heroism s of the fisherm an’s life 
I rem em ber, though, another of a 
different sort.

“A visitor to  a Maine fishing vil
lage—so the story ran—took an old 
fisherman to  a ‘speakeasy’ for a 
drink.

“ ‘W hat kind of whisky have you? 
the v isitor asked, as they stumbled 
into the dark, underground room 
tha t served the ‘speakeasy’ for a bar

“ ‘Three kinds of whisky, stran 
ger,’ the proprieto r answered, ‘li 
cents, 10 cents and 5 cents.’

“ ‘W ell, give us the 15-cent, please, 
said the visitor.

“The p roprietor set a bottle and 
two glasses on the bar, but the old 
fisherman coughed and m uttere 
hum bly;

“ ‘If it’s all the same to you, sir 
I’ll ask you to make mine three o 
the nickel kind.’ ”

Boys Behind the Counter.
C harlotte—Jay N. Swift has gon 

to  Benton H arbor to accept a po 
sition with the H. L. Bird D rug Co

M uskegon—B ert W aalks, salesman 
for the W alker Candy Company, ha 
resigned to accept a position as mar 
ager of a chocolate room in the can 
dy factory of H alley & Hoops, Xe 
Y ork City.

Engadine—Steve Eakley has a 
cepted a position as clerk in the new 
dry goods and grocery store of C 
Bretz.

Shelby — A rthur W ightm an, wh 
w as head clerk for L. H. W ood, has 
gone to H art to take a position with 
the C. A. Eddy m ercantile establish 
ment.

Big Rapids—Rol. Caldwell, a F er
ris In titu te graduate and for some 
time in George W . M ilner’s drug 
store, has accepted a position as 
analytical chem ist with the Central 
Ansonia Sugar Co., located at Azua, 
Santo Domingo.

The trouble with the man who 
knows nothing is tha t be is jjlways 
the last to  find it out.

Glycerin Situation—W hy the Price 
Has Advanced.

The late advance in value of glycer
in inaugurates a range of prices 
which has never before been reached; 
in fact, the change which has come 
over the m arket during a com para
tively short period of tim e, m ay be 

garded as hardly short of phenom 
enal. Only a few years ago, in O cto
ber, 1906, to  be exact, C. P. glycerin 
was being sold in car load lots at less 
than eleven cents per pound, and was, 
at th a t time, a “drug on the m ar
ket.”

The appreciation in price since 
January, 1909, is now m ore than fifty 
per cent, and the price is still advanc- 
ng. Many people, whose opinion 

should carry w eight, seem to  think 
that this late advance is only the p re
decessor of still h igher prices in the 
future. The cause of this unprece
dented appreciation in the value is 
not far to seek, and has resulted from 
two different conditions, namely, 
scarcity and high price of raw  m a
terial, and second, the enorm ous and 
continually increasing demand for 
glycerin in one form or other.

W ith  reference to the first of these 
two conditions, one has only to  look 
at the enorm ously advanced prices 
of linseed and all o ther vegetable oils 
and fats, as also of animal fats, fish, 
oils, etc., which have compelled the 
soap m akers to fall back on paraffine, 
which yields no glycerin as residue, 
and also on o ther raw  m aterials 
which yield only a lim ited quantity  
of glycerin. Both of these factors 
have tended to  lessen the supply of 
crude glycerin, at the same time en
hancing its cost.

I t  is also true tha t had it not been 
for the enorm ous quantities of Soya 
beans, the oil from which has been 
largely used by soap m akers during 
the past year, which have lately been 
im ported into Europe and America 
from the far East, the acuteness of 
the price in which the glycerin m ar
ket finds itself would have been much 
more deeply accentuated.

As regards the o ther factor in this 
case, it is only necessary to  consider 
the great increase in gold mining, the 
immense requirem ents for blasting 
purposes in the construction of the 
Panam a Canal, as also in the con
struction of railroads, especially in 
British N orth  America and South 
America, to  understand the enorm ous 
demand for dynam ite glycerin now 
prevailing. I t may no t be amiss to 
cite one instance in New Jersey, 
where a certain railroad, in stra igh t
ening and shortening its lines, has, 
for the past tw o years, received ship
m ents of three carloads per m onth of 
dynam ite for blasting  purposes in the 
construction of only a few miles of 
road.

The demand for dynam ite and gly
cerin is more likely to increase than 
to decrease in view of the fact tha t 
daily new lines are being open
ed up and new railroads planned and 
commenced.

T o sum it up it would appear tha t 
these factors which are responsible 
for the advance in value, are w orking 
in parallel lines and in such harm ony 
in the direction of driving up the 
prices, tha t while such a state of af

fairs continues, not only can no re
duction in price be foreseen, but a 
fu rther advance is m ost probable.

being refir« 
flaky. The 
ing the gat

Ignoring Small Bills.
Ignoring the prom pt paym ent of 

small accounts is a fault too frequent
ly alleged against m erchants. The 
bank draft o r note, representing hun
dreds o r thousands of dollars, always 
receives prom pt a ttention, while the 
account of a few dollars is put away 
for paym ent when convenient. The 
note m ust be paid at m aturity  or | 
disagreeable results follow, yet the 
prom pt paym ent of the small bill i 
is just as im portant. These small j 
accounts am ount to  a considerable 
sum in the aggregate, and when a | 
firm has a num ber of them out it : 
becomes a serious thing. The great- j 
est offenders in this m atter are firms j 
who can pay but won’t. Perhaps 

e head of the firm is wholly un- j 
conscious tha t these small bills are j 
being shelved by the book-keeper an- j 
til he receives a sharp personal le tte r j 
rom some creditor dem anding pay- j 

ment. The demand for the paym ent j 
of a small bill usually causes feel
ing of resentm ent against the credit
or, yet at the same time, should the 
firm find a num ber of small accounts 
on its books which ought to  have 
been paid long ago, it would be quick 
to send dunning letters. There is 
no consistency in some firms when 
they expect prom pt paym ent of small 
accounts due them and ignore those 
which they owe. This state of affairs 
causes a good deal of friction in com 
mercial circles. A firm may get a

grow

done
the

The W est Founded on Bacon.

the

reputation for s low pay. wh en pos- years

sibly this tate of affairs ma y apply
to small ac count s only. I t silould be sîzzîi

the rule of every business, be it Targe when

or small, that small bills be paid
promptly. The small firm 55 Often-
times put to  serious incon venience

t-iatthrough not 
when due. It 
mind that the sma 
to  be a large one. then th 
has been put to in cr 
account will be remembe 
the firm which failed to 
due. Prom pt paym ent of 
pays.

■reiving its money 
should be borne in 
mall firm may grow 

trouble it 
lecting its 
ed against

Japan T eas 
There has been some c 
large part of the first crop of 

Japan teas are poor in quality and 
flaky. Those who do not understand 
the conditions which are necessary j 
for the production of good tea have 
ascribed these characteristics to the 
want of care in the picking and cur- j 
ing of the leaf. T ea requires a some
w hat hurried atm osphere, with plen
ty  of sunshine. A t the time when 
suitable w eather was required for the j 
proper grow th of the leaf, a cold 
spell set in, followed by rain, thus 
forcing the leaves to  grow  w ith o u t! 
the aid of sunshine. T ea in Japan is [ 
grown on small farms, and partly 
cured by the farm er, who sends it 
to the go-downs of the exporting 
firm at Y okohama and other shipping 
ports to be finally prepared for the 
m arket. Consequently, the leaf which 
contained an unusual am ount of wa- 

! ter, owing to  the cold and rain, upon

The Right Nt

'hat

did you 
ndv jaw-

“W ei W illie here,” rtdicating an-
other bo y  in. the class. “Stood rigfti
in front of Gre gon e's store yesterday

and et five of them ri ght down.”
“ Ate, T corrected the teacher.
“ A w , was it eight? I w as thin kin

jit was only five.”
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DRUGS *1® DRUGGISTS SUNDRIES

M ichigan Board of P harm acy. 
P resident—W m . A. D ohany, D etroit. 
Secretary—Ed. J . R odgers, P ort Huron. 
Treasurer—John J. Campbell, P igeon . 
O ther M em bers—W ill E. Collins, O w os- 

so: John D. Muir, Grand Rapids.
N ex t M eeting1—Grand R apids, N ov. 15, 

16 and 17. _______
M ichigan Retail D ru ggists’ A ssociation . 

P resident—C. A. Bugbee, T raverse City. 
F irst V ice-P resid en t—F red Brundage, 

M uskegon.
Second V ice-P resid en t—C. H . Jongej&n, 

Grand Rapids.
Secretary—H. R. M cDonald, T raverse  

City.
T reasurer—H enry  R iechel, Grand R ap

ids.
E xecu tive  C om m ittee—W . C. K lrch-  

gessner, Grand R apids; R . A. Abbott, 
M uskegon; D. D . A lton , Frem ont; S. T. 
Collins, H art; Geo. L. D avis, H am ilton .

M ichigan S ta te  P h arm aceutical A ssoc ia 
tion .

P resid en t—E. E. C alkins, A nn Arbor. 
F irst V ice-P resid en t—F. C. Cahow, 

Reading.
Second V ice-P resid en t—W . A. H yslop, 

B oyne City.
Secretary—M. H . Goodale. B a ttle  Creek. 
T reasurer—W illis  L eisenring, Pontiac. 
N ex t M eeting—B attle  Creek.

Grand Rapids Drug Club. 
President—W m . C. K lrchgessner . 
V ice-P resid en t—O. A. Fanckboner. 
Secretary—W m . H . Tibbs.
T reasurer—Rolland Clark.
E xecu tive  C om m ittee—W m . Q uigley,

Chairm an; H enry R iechel. Theron Forbes.

GUARDIAN ANGELS.

Doctors Need Them and Druggists 
Sometimes Play the Part.*

You may think doctors do not 
need guardian angels, for they seem 
ofttim es to bear charmed lives, go - I 
ing with im punity into storms, wars 
and pestilences and coming forth 
unscathed. We need no protection 
from wolves, for all are in a state of 
affluence, as it is the custom of our 
patrons to pay all other debts before 
the doctor’s bill.

The new spapers’ standard joke of 
us is the enorm ity of our charges and 
the prom ptness w ith which we de
mand payment. If you are not con
vinced bv the time I am through that

ran his fingers through his hair a la 
the lder Breakey, tested his knee jerk 
and shook his head solemnly; next 
he looked into the throat, had him 
run out his tongue, open and close 
his jaws, breathe in turn through 
either nostril and ran his index fin
ger up in the post nasal region, hunt
ing for adenoids. By this time the 
boy acted mad: he gagged and sput
tered and enquired w hat the doctor 
was trying to choke him for. At the 
sound of his voice the m other show
ed great joy. She thought some ad
justm ent had been made tha t resto r
ed her son’s power of speech. The 
doctor was so surprised he forgot to 
claim the cure but said: “W hy, boy, 
nothing ails you; why haven't you 
talked?’’ “How could T when I didn’t 
have anything to say?"

Looking back through the pages 
of medical history we learn that the 
professions of drugm an and physician 
were one and the same. The physi
cian gathered his own drugs and 
carried them with him on his rounds. 
I shudder at the thought. W hat if 
Dr. B artlett and myself had to go 
through wood and field at all sea
sons, stepping upon snakes, toads 
and rhus tox, tasting some root or 
berry to differentiate it from another 
that looked just the same.

D oesn't the druggist guard us 
from such dangers? W e do not have 
to test our drugs upon ourselves, our 
friends or our domestic animals eith
er, since this division of labor.

The druggist m ust also protect 
himself and the public from the ef
fects of our ignorance since we have 
ceased to learn of the preparation of 
our drugs. If our prescription calls

showing the custom er how to save 
his money and rem ark: “You need 
not have paid the doctor for p re
scribing that, for I could give you 
a better rem edy for just the price 
of the medicine.” T will give you an 
illustration to show how this guard
ianship may work out. One of our 
druggists sold a woman a bottle of 
patent medicine to cure stom ach
ache. She went home, read the di
rections on the bottle and proceeded 
to take it accordingly The first dose 
struck her as very powerful medi
cine, but it would not stay down, so 
she took some more, which did no 
better. A neighbor chanced in ( neigh
bors are always ready to give ad
vice and usually recom mend a change 
of doctors) and asked her w hat the 
m atter was and w hat she had done 
for it. She limply pointed to the 
bottle. The neighbor was fam iliar 
with the remedy, and also w ith the 
English language, so she proceeded 
to find out how the directions were 
followed. The sick woman said: “ I 
took a tablespoonful; it said ‘ten 
drops for an infant, th irty  drops for 
nn adult and a tablespoonful for an 
emetic.’ I knew I was not an infant 
nor an adult, so I felt sure I m ust be 
an emetic, and the pesky stuff has 
turned me nearly inside out.”

H ere’s to our hosts, the guardian 
angels of the doctors. May our rela
tionship be as pleasant in the future 
as it has been in the past.

, , . for the mixing with m ortar and pes-
aoctors more than any other people ,i r . r ,K ^ 'tie  ot the harm less substances of sul

phur and potassium chlorate he 
should not be abused by us for sub
stituting som ething else just as good 
as a means of prolonging his own ex
istence.

He protects the patient from our 
ignorance as well as he does us from 
the laws of the land when he re 
fuses to dispense lethal doses of ar- 
senic, morphine or cocaine as per our 
prescription. If he can not get us 

phone to showr us the error he

need guardian angels and that our 
hosts to-night stand in loco quo of 
these protectors of our lives and 
state of happiness you may say I | 
am like the boy taken recently by I 
his m other to the office of one of 
my colleagues. He was an overgrown 
child of 14 and his expression was I 
dogged and glum. His m other did 
not seem so frightened as she did ex
cited and impatient.

“ I hear, Doctor, that you are
specialist in everything, so I h a v e |tells the custom er he does not have 
brought my boy to have you see w hat the drugs to fill it and must send 
ails him: he s lost his voice: he has- awav for them by special order rath- 
n 't spoken a word for two days." The cr than to tell the patient the doc- 
cioctor tested his pupillary reflexes to r’s medicine would be his finish, 
and thum ped him on the occiput A11 this angelic guardianship is 
and expressed the fear that there m ost welCome and appreciated with 
might be a tum or at the base of the , gratitude—there is another kind not 
brain; next he looked at his teeth, so wej] received

•Address by Dr. Sara T. Chase at the Drug- Once in a while a druggist will 
Traverse City, Nov. 29. j display his superior knowledge while

Play Up Toilet Articles for the Holi
day Trade.

Some pharm acists pay very little 
or no attention to the holiday trade, 
but m ost of them  very wisely close 
their eyes to old time ethics and go 
m strong to make the m ost of the 
opportunities which the holiday sea
son brings. I t  is during the C hrist
mas season tha t people are on the 
constant watch for holiday induce
ments. Y our place of business should 
be made more attractive than usual 
by proper decorations, re-arrange 
m ent of goods and a few m ottoes or 
signs appropriate at that season of 
the year. If you handle any side 
lines w hatever, some of them will ap
peal particularly to holiday custom 
ers and these should be given a 
prom inent place in your store. The 
window displays should take on a 
holiday air and, if nothing else, let 
your custom ers know that you recog
nize the season of the j-ear and real
ize that it is one for good cheer and 
kind fellowship.

The toilet articles which every drug 
store carries should be pushed with 
\igo r. This departm ent can not be 
made a genuine success unless the 
stock is well displayed and the right 
kind of goods are in stock. Few m er
chants are aware of the large num ber 
of articles which properly come un
der the head of toilet accessories, and 
a detailed hst of the entire asso rt
m ent would doubtless furnish a sur
prise even to many experienced buy
ers. There are perfume and toilet 
w aters in fancy bottles, single o r in 
sets; brushes in great variety and for 
all purposes, hair, hands and clothes 
may be offered, some in cases, some 
without. Toilet sets are popular as

latest patterns are copies of sterling 
silver sets which have had a large 
sale in exclusive jew elry establish
m ents, and many of these rep roduc
tions are made so well that they will 
give even better wear than those of 
sterling silver. Manicure im ple
m ents often appeal to  the m akers of 
gifts. Soaps can be made very a t
tractive. M anufacturers have devoted 
a large am ount of time and money 
in im proving the appearance of their 
packages, many of them going to 
considerable expense in employing 
artists and designers for original 
sketches and designs for w rappers 
and boxes. The result of this has 
been tha t m any packages of toilet 
articles are really beautiful and a r
tistic. and sell much m ore freely. 
Buyers who have taken advantage 
of this action of m anufacturers and 
who are properly displaying these 
artistic packages are finding them 
selves well repaid for their efforts. 
The first thing a buyer m ust do in 
o rder to suggest holiday toilet goods 
s to make the departm ent as a ttrac 

tive as possible through the proper 
display and the em ploym ent of such 
decorative features as are appropriate 
for this season of the year.

W hen to Take Medicine.
Alkalis, iodine and the iodides are 

be tter given when the stom ach is 
em pty as they diffuse more rapidly 
into the blood. If given during di
gestion the acids and starch alter and 
weaken the process. W hen it is de
sired to  give acids they will be found 
to be more readily diffused into the 
blood between the digestive acts. 
Acidity of the stomach or an excess 
of gastric juices are rem edied by tak 
ing acid before meals. Irrita tin g  and 
powerful drugs should be given di
rectly after food. Among this class 
we may mention the salts of arsenic, 
copper, zinc, and iron, except where 
local conditions require their adm in
istration in small doses before meals. 
Silver preparations should be given 
after the process of digestion is end
ed; if given during digestion chemic
al reactions destroy o r im pair their 
special a ttributes and defeat the ob
ject for which they were prescribed. 
Alcohol, tannin and metallic salts, 
especially corrosive sublimate, dis
turb digestion and should therefore 
be adm inistered during its greatest 
period of inactivity. M alt extracts, 
codliver oil, phosphates, etc., should 
be given with o r im mediately after 
food so tha t they may en ter the 
blood w ith the products of digestion. 
—Med. Summary.

Merchants, A tten tion
Just Opened 

Alfred Halzman Co.
W holesale N ovelties, P ost Cards 

BERT RICKER, Manager

A com plete line o f Christmas. N ew  Year, 
Birthday. Comics, e tc . Our stock  is not rusty— 
it is new. Fancy Christmas Cards from $3.50 
der M up. W rite for samples or te ll us to  call 
on you any where in the sta te .

W e are located  opposite Union S tation  and 
fill mail orders promptly. Our prices will in
terest you—ask for them.
Cltx. Phone 6238 
Bell Pfaoae 3640

42-44  South Ionia S treet 
Grand Rapida, Mich
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WHOLESALE DRUG PRICE CURRENT
Aeldum

A ceticum  .............
Benzolcum , O er. .
Boracie ..................
Qarbollcum  . . . . . .  I l l
Cltrlcum  ............... 454
H ydrochlor .........  <4
N ltrocum  ................. SO
O xaltcum  .............  1 4 0
Phosphorlum , dll. ®
Salicyllcum  .........  4 4 0
Sulphurlcum  . . . .  1%®
Tannicum  .............  7 5 0
T artarlcum  .........  38®

A m m onia
Aqua, 18 dec. . ■ ■ 4®
Aqua, 20 dog. . .  8®
Oar bona* . . .  . .  13®
Chloridum .............  12®

A nilina
Black ..................... 2 00® 2 25
Brow n ......................  8 0 0 1  00
Red ............................  45® 50
Yellow  ............... 2 5 0 0 8  W

B acca#
Cubebae .................  70® 75
Jun ipers ..................  6@ §
K anthoxylum  . .  1 0 0 0 1  10

Balaam um
Copaiba  ..............  604
Peru ...................... 2 00fc
Terabln, Canad 70®
l olutan . . . .  .......... 40®

Cortex 
Abies, Canadian
Caaalae ...............
C inchona F la v a . .
Bu on y m us a tr o . . 
M yrlca C er lfera .. 
Prunus V lr g in l..  
OutUala. gr’d. . . .  
Sassafras, po 8 0 ..  
uimui ..............

2 4 0
28®
110
131
14|
164

E xtractum  
Glycyrrtaisa, O la .. 
O lycyrrhlsa, p o . .
H aem atox  ...........
H aem atox, la  
H aem atox,
H aem atox,

Ferru
C arbonate Preclp. 
C itrate and  Qulna  
C itrate S olu b le .. .  
F errocyanidum  S 
Solut. Chloride . .  
su lp h ate , com ’l 
Sulphate, com ’l, by  

bbl. per cw t. . .  
Sulphate, pure . .

Flora
A rnica .................... * • §
A nth em ls .............  60®
M atricaria ...........  30®

I 65 
'2 SO 

80 
45

i t
so
it
10
so
15
15
26
20

10
It)
12
14 
16 
17

15
2 00 

55 
40 
15

70

F«Ha
B arosm a ............... 1 0 0 0 1  10
c a ss ia  A cutlfol,

T ln n evelly  -----
C assia, A cutlfo l 
S alv ia  officinalis.

*4# and ft#  .
U va Ural ...........

Copaiba ................. 1 75® 1 %■
Cubebae .............  4 MOB M
Erigeron ............... 2 3 5 0  2 5t
E vech th itos ........1 0 0 0 1  It
Q aultherla ......... 4 8 0 0 5  00
Geranium  ...........oz 71
G ossippii Sem gal 70® 71
H edeom a ...............2 50®2 7E
Junipera .................. 4001 2C
Lavenduta . . .  ........ M O I M
Lim ons ...................1 1 5 0 1  2f
M entha P ip er . .  2 20®2 40 
M entha V erid . . . 3  40@3 50 
M orrhuae, gal. . .2  00®2 7b
M yrlcla ..................3 06®2 50
Olive ........................ 1 0 0 0 3  00
P lcis L iquida . . . .  16® 12
P lcis  Liquida gal. ®  40
Ricina .......................  9 4 ® i 0C
R osae oz...............  8 00® 8 50
Rosm arini ............  0 1  0*
Sabina ......................  80®1 60
San ta l ...............  • ® 4 5f
S assa fras  ................  90® 1 00
Sinapis, ess. o z . .  @ 61
Succlnl .....................  40® 4f
Thym e ......................  40® 5<
Tnym e, op t............ @1 6(
T heobrom as ...........  15® 2f
T ig lll ........................  M 0 1  M

P otassium
Bl-Carb ....................  16® It
B ichrom ate ...........  13®  IF
Brom ide .................... 30® 35
Carb ..........................  12® 16
C hlorate ..po. 12® 14
Cyanide .................... 30® 4fl
Iodide .................... 2 25@2 30
P otassa . B itart pr 30®  
P otass N ltra s  opt 7®
P otass N ltra s  . . . .  6®
P ru ssia te  .................  23®
Sulphate po . . . .  16®

Radix
A conitum  ................ 20®
A lthae .......................  30®
A nchusa ..................  10®
Arum po ...............  0
Calam us ...................  20®
G entiana po 1 5 .. 15®

v 15 16®

SciB ae ....................
Scillae Co................
T olutan .................
Prun us v irg  -----
Z ingiber ...............

T inctures
A loes .......................
A loes 4k M yrrh .. 
A nconitum  N ap ’sF  
A nconitum  N ap'sR
A rnica ....................
As&foetida ...........
A trope B elladonna  
A uranti C ortex . .
B arosm a ...............
B enzoin ..................
B enzoin Co. .........
C antharides -------
C apsicum  .............
Cardam on ...........
Cardam on Co. . . .  
C assia  A cutlfol .. 
C assia  A cutlfol Co
C astor ....................
C atechu .....................
C inchona ...........
C inchona Co. . . .
Colum bia ...............
Cubebae .................
D ig ita lis  ...............
E rgot

Lupulin ............... 0 1  50 Rubia Ttnetorum 12® 14
Lycopodium  ......... 60® 70 Saccharum  La’# 18® 29

70 ! 3a2adn .................  # 50® 4 75
M agnesia, Sulph. 3® 5 San guis D rac’s 40® 30
M agnesia, Sulph. bbl @ Sapo. G ................. 9 15
Man nia  S. F . ..• 7 » « m Sapo. M ............... 10® t z

@ SO M enthol ...............  3 5 0 0 3  7 5 1 Sapo, W  .............
u  M orphia, S P k W  3 3 5 0 3  80; r,-ium a M ixture  

w  w I M orphia, SNYQ 3 35@3 60 S inapis
| M orphia, Mai. . .3  3 5 0 3  80 Sinapis, o p t  . . .  

60! M oschus Canton ®  40 Snuff. Maceaboy. 
M yristica, N o. 1 25® 4 0 1 D e V oes60

...........» BS£1B SB

Olla
&fcfc gal. 
9 S 0 Î  M  
§5®  9# 
3 9 # £  IS 
1 0 0 1  IB 

w s*r C g  TV 
bbl „§2%  

Turpentine, lese 8*
W hale, w inter 70®  TV

P ain t»  h b t

1 5 0  13

Lard, extra. ____
Lard. N o. 1 ____
L in seed , p ore  racw 
Linseed, boiled  
Neafs^-fbat, w  
T urpentine,

30

1# Sfnuff, S’h  D eV o’s
16

N u x  V óm ica po 15 ®
50 O s Sep ia  .................... 3 0 0
60 j P ep sin  áaac, H A 

j P  D  Oo. . . . . . . .
BU ! P ic is  Llq N  N  %
5C gal. do*. ...........
6C ¡ P icis  LIq q t s ___

; P ic is  Liq p in ts . .
® ¡ Pil H ydrarg po 80 ®
60 | P iper A lba po 35 ®
601 Piper N igra po 22 #

I P ix  Burgum  ___  1 0 0
„  Plum bi A cet _ 1 2 0 ____, — ------------
7® P u lv is  Ip’cet Opil 1 3 0 0 1  50 i Sp ts. VT1 R’t  10 gi 
50 Pyrenthrum . bxs. H  ¡S p ts. VTt R 't 5 gi
75 i & p  D  Co. do*.
761 Pyrenthrum , pv.
56 ¡ Q uassiae ...............
56 Quina, N . Y...........

1 00 i Quina. S. G er___
60 Q u i n a S  P  A W

Soda, B oras . . .  
Soda, Boras, po 

0 1  M Soda et P ot's  ,— 
Soda, Carb . . .

3 3  00 Soda, B i-C arb  
0 1  00 ! Soda. ABh . . .
®  M < Soda. Su lphas  
0  Spts. Cologne . .  
a  SO: Spts. E ther Co.
W 13; Spts. M yrcia

1 2 1 Spts. Vinl R ect bbl 
15! Spts. VTl R ect V* b

0  
@

i l l
art 25®  
. .  .1%.® 

3 I  
. .  3 * 0  

0

50®

Green, Part» . n m
Green. P en in su lar 13®
Lead, red ........
Lead, w h ite  . . . • 7%®
Ochre, yet B er 1\  2
Ochre, yel Mar# 2 1
P utty . eom m erT
P u tty , s tr ic t  pr £%
Red V enetian m  j
Shaker Prep'd 1 25®I
V erm illion. Eng. 75^

38
IB

•
B

3 «

ime

9 ! 75 1 Strychnia. Crys’I 1E I0® 1 30
20® 25 j Sulphur. Roil . . . 2%@

8®1 10 ! Sulphur Subi. . . . 6
17®1 27 1 T am arinds 8® 10
17®! *7 ! Terebenth V enice 40® 50

50 
60 
50! 
56 
50 ; 
5 6 1 
36 ! 
50 I 
6f Í 
50 ; 
60 . 
5f : 
75 
75 
56 
50 
56 
(•< 

1 50
1 00 I
2 00 ! 

50 !

174 27 T bebrrom ae 42®

V erm illion 1
A m erican ...........  13 9  15

W h itin g  Gliders'
W h iT g  P a r is  i a ’r  m l 25 
W h ifg  P a r is  Sing, 

c iar  ...............  m m
W hiting, w h ite  STs 9  

V arnishes
. . . . l  m m  tv

"Bo. 1 Turn Coach 1 »vgrt V

G lychrrhlza p 
H ellebore. Alba 
H ydrastis, C anada  

'irastW. Can. po
Inula, p o  .............
Ipecac, po ........... 2
Iris plox ...............
la lapa, pr. ...........
M aranta, V** 
Podophyllum  po 
R hei ........................

Sanguinari 
lae

po 18

Qumml 
A cacia , 1st pled.
A cacia, 2nd pkd.
A cacia, Ird pkd.
<xuacla, sifted  sts.
Acacia, p o .............
Ajo«, Barb ...........  22®
Aioe, Cape ...........  9
Aloe. Soootrl -----  0

rv**Yionl*ic . . . . . .  55@ 80
A safoetid a  .........  2 0 0 0 2  20
ueit*oinum  ...........  60® 65
C atechu, l e  ......... @ 13
C atechu, }4s ----- ®  14
C atechu, %s . . . .  @ 16
Cam phorae .........  58® 63
Euphorbtum  . . . .  O 40
G albanum  .............  0 1  00
G am boge . . .p o .  .1 25®1 85 
G auclacum  po 35 ®  85
K ino ...........po  46c 0  45
e la st ic  ...................  0  76
Myrrh .........po 60 ®  45
Opium .................  5 50®5 60
MieiiHC ...................  45® 5b
■shellnc. bleached 60® 65
T ragacanth  ......... 90@1 00

H erbs
A bsinth ium  . . . .  4 5 0 0 7  00
jciupatcrium os pk 
Lobelia . . .  o* pk 
M ajorium  . .  oz pk 
'.Mentra Pip. o* pk 
M entra Ver o* pk
Rue ............... o s  pk
T a n a e e tu m .. V . . 
’T hym us T ..o* pk

55®
18®
18®
18®

M agnesia  
Calcined, P a t. . .  
Carbonate. Pat.
Carbonate, K-M .
C arbonate .............

Oleum
A bsinth ium  . . . .  7 5 0 0 8  00 
.,.u>Kcmiae Duic. 76® 85 
A m ygdalae, A m a 8 00® 8 26
Anisi ...................... 1 0 0 0 2  00
A uranti C ortex 2 7 5 0 3  M
Bergam il ............... 5 5 0 0 5  M
ca jtp u ti .................  81® M
Caryophilli ............1 40® 1 60
Cedar .................. 8 6 0  M
C henopadii ............4 50®5 00

i ^*#1 lé
Conlum  M ae . . .  80® 90 
C itronella  .............  60® 76

Scillae, po 45
Senega ...................
Serpentaria ......... 60®
Sm ilax, M ...............  @
Sm ilax, offl’s  *!.. @
Splgella ................. 1 45®
Sym plocarpus . . .  ®
Valeriana E n g ...  ®  
Valeriana. Ger. . . 15®
Zingiber a  ........... 12® 16
Zingiber J ........... 25® 28

Sem en
A nisum  p o  22 . .  O  I I  
Aplum (gravel's) 13** l i
Bird. Is  ...............  4® 6

ann abls S ativa  7®  8
ardam on ............. 70® 60

Carul po 15 ......... 12® 15
Chenopodlum . . . .  25® 3<
Corlandrum ......... 12® 14
Cydonlum ...............  75®1 00
D ipterix Odorate 3 50®4 00
Toenlculum  ......... ** 80
Foenugreek, p o . . 7®  9
Lint ...................... 6®  >
Llnl, grd, bbl. 5% 6®  8
Lobelia ...................  75® 80
Pharlaris C ana’n 9®  10
Rapa .......................  5® 6
S inapis Alba . . . .  8® 10
Sinapis N igra . .  9® 10

Splrltus
Frum entl W. D. 2 00® 2 50
Frum enti ............... 1 25® 1 50
Junlperis Co. . .1 75®3 50 
lu n ip erls  Co O T 1 65® 2 00 
3accharum  N  E  1 90^ 2  10 
Spt V lnl Galli ..1  75®6 50
Vlnl Alba ..............1 25'-2  <W
Vlnl Oporto ___ 1 25®2 00

Sponges
E xtra  yellow  sheep s  

wool carriage ®1 25
Florida sh eep s’ wool

carriage ......... 3 00®3 50
G rass sh eep s’ wool

carriage .............  ®1 25
Hard, s la te  u s e ..  fa 1 00
N assau  sh eep s’ wool

carriage ...........  3 50® 3 75
V elvet extra sh eep s’

Ferri Chloridum
G entian .................
G entian Co.............
G uiaca ....................
G ulaca am m on . .
H yoscyam u s -----
Iodine ......................
Iodine, colorless
K ino ........................
Lobelia ....................
Myrrh .....................
N u x  V om ica . . . .
Opil ........................
Opil. cam phorated  
Opil. deodorized
Q uassia .................
R hatany .................. 50 ;
Rhei ........................ 50 i
Sanguinarla ......... 50 ¡
Serpentaria .........
Strom onium  ......... 60
T olutan ..................
V alerian ...............  50 ]
Veratrum  V erid e 50 j
Zingiber .................. *0

M iscellaneous
A ether, S p ts N it 3f 30® 35
Aether, Spts N it 4f 34® 38
Alum en, grd po 7 3®  4
A nnatto  .................  40® 50;
A ntim oni, po . . .  . 4
Antim oni e t po T 40
A ntifebrin .............
Antipyrin .............
Argenti N itras oz
A rsenicum  ...........  10®
Balm Gilead buds 60® 65
B ism uth  S N  — 2 2 0 0 2  30 
Calcium Chlor, Is 0  9
Calcium  Chlor, ^ s
Calcium  Chlor. %s
Cantha rides. Rus.
Capsiri Fruc’s  a f  
C apsid  Fruc’s po 
Cap'i Fruc's B po

No. 40 2S

HOLIDAY GOODS
Druggists’ Sundries 

Books
Stationery Sporting goods

C arphyllus .............  20® 25
lua

C ataceum  ............. ®
Centra ria ............... 0
Cera Alba ........... 50®
Cera F lava .........  40®
Crocus .................... 45®
Chloroform ..........  34®
Chloral H yd Crss 1 2 5 0 1  46 
Chloro m sq u ib b s 0  90
Chondrus ..............  20® 25
Clnchonld'e Germ 38® 48
Pinchón ¡dine P -W  38® 48
Cocaine ................ 3 05® 3 25
Corks lis t, le ss  70%

75
®

9
9®

®
®

3 3

0
6 0 0
3 5 0
120

®
3®
®

35®

45 ! 
2
5

h  ! 
8

24 ! 
10 
10; 
8 !
6

65 
40 
15 1 
30 !

9
66 ! 
6C !

wool carriage  
Yellow Reef, for

Mat# use ..........
Syrups

Acacia ..................
Auranti Cortex ..
Ferrl Iod ............
Ip e c ac  ....................
Rhei Arom . . . .  
Smilax Offl’s . . .  
J&enega. ................

@2 00 

®1 40

0
9
0•*

5 0 g

Creosotum  
Creta . . .  bbl.
Creta, prep.............
Creta, precip.
Creta. Rubra . . . .
Cudbear .................
Cupri Sulph .........
D extrine ...............
Em ery, all N o s . ..
Em ery, po ...........
Ergota . . . .  po 65 
E ther Sulph . . . .
Flake W hite  . . . .
Galla ........................
Gambler ..................
G elatin , Cooper .
G elatin , French  
G lassw are, fit boo 
L ess th an  box 70%
Glue, brown .........  11®
Glue, w h ite  ......... 1
G lycerin s ...........  26®
G rana Paradis! 'qi
H um ulus ...............  35®
H ydrarg A m m o’l 
Hydra rg  C h . .  Mt.
H ydrarg Ch Cor 
H ydrarg Ox R u’m  
H ydrarg U n gu e’m  45< 
H ydrargyrum  
Ichthyobolla, Am. 9001  «)•>
Indigo ...................  75® 1 00
Iodine, R esub i . .3  00 0  3 25 j
Iodoform ............... i  9 0 0 4  00]
L louor Araen et

H ydrarg  Iod. . .  O  25 i 
Liq. P o ta ss  A rsln lt 10® 12

BELATED BUYERS
\ Y / E  yet have a few samples as well as a small 

quantity of regular stock of Holiday Goods 

that we can offer you for prompt shipment at satisfac

tory prices and terms— early buyers get the first selec-

tion.

Albums 
Books 
Bric-a-Brac 
Burnt Wood 
Cut Glass

Dishes 
Dolls 
Games 
Hand Bags 
Iron Toys 

Yours truly,

Hazeltine & Perkins Drug Co,,
Grand Rapids, Mic

Manicure Goods 
Perfumes 
Pictures 
Postal Albums 
Stationery

LaBelle Moistener
and Letter Sealer

For Sealing Letters, Affixing Stamps and General Use

Simplest, cleanest and most convenient device of its 
kind on the market.
You can seal 2,000 letters an hoar. Filled with water 
it will last several days and is always ready.

Price, 75c Postpaid ta  Yaar Address

TRADESMAN COMPANY GRAND RAPIDS. MICH.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of m^ilic, 

and are intended to be correct at time of going to press. Prices, however, art 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED

Index to Merketi
By boium ai

Col
A iA m m onia ..........................  *

A xle G rease ...................... *

Baked B ean s .................... }
B ath B rick ...................... *
B luing ................................  *
Broom s ..............................  *
B rushes ............................  *
B utter  Color .................... *

C 1Candles ..............................  £
Canned Goods .............
Canned M eats ...............  *
Carbon Oils ...................... *
C atsup ................................  ;
C ereals ................................  ;
C heese ................................  ■
C hew ing Gum .................  “
Chicory ..............................  ;
C hocolate ..........................  *
C lothes L ines ...................
Cocoa ..................................  j
Cocoanut ..........................  *
Cocoa Sh ells .................... ®
Coffee ..................................  *
C onfections ...................... “
f r a c k e r s  .............................. •
Cream T artar ...............  B

D _
D ried F ru its  .................... 6

Farinaceous Goods -----  6
Feed ....................................  ®
Fish and O y s t e r s ...........  «>
Fishing T ack le  ...............
F lavoring E x t r a c t s ----- »
Flour ..................................  •
Fresh M eats ...................

1!
ARCTIC AMMONIA

D ob.
>* ovals 2 dos. b ox . .76 

A X LE GREASE  
F raser’s

lib  wood boxes, 4 dos. S 00 
1Tb. tin  boxes, 3 dos. 2 SS 
344Tb. tin boxes. 2 dos. 4 26
101b. pails, per d o z -----6 00
lotb pails, per d o z -----7 20
251b. pails, per d o z . . . 12 00 

BA K ED  B EA N S
lib . can. per d o z .............  *0
2Tb. can. per d o z ...........1 40
3Tb. can. per d o z .............1 80

BATH  BRICK
E nglish  ..............................  9®

BLUING
Saw yer's Pepper Box

P er  G ross
N o. 3, 3 doz. wood bxs 4 00 
No. 5. 3 doz. wood bxs 7 00 
Saw yer C rystal B ag  

B lue ..............................  4 00

Com m on W h isk  ............1 40
F an cy  W hisk  ..................1 60
W areh ouse ...................  4 50

B R U SH E S  
Scrub

Solid Back, 8 I n . . - .........  76
olid Back, 11 in...........  95

Pointed E nds .................  86
Stove

G elatine . . .  
Grain B ags  
Grains ........

H erbs ..................................  J
Hides and P elts .............

Jelly

M
M atches ...........
Meat E xtracts  
Mince M eat
M olasses ...........
M ustard ...........

N
N uts 11

O lives

P ipes .................
P ick les ............
P laying Cards
P otash  .............
Provisions . . .

R ice ...................
Salad D ressing
Saleratus .........
Pal Soda ...........
Salt .....................
Salt F ish  .........
Seeds .................
Shoe B lack ing
Snuff .................
Soap ...................
Soda ...................
Sp ices .................
Starch ...............
Syrups ...............

T ea ___
Tobacco  
T w ine .,

V inegar

W
W lcklng ............... .
W ooden w are . . .  
W rapping Paper

fe a s t  Cake

10

u

Cove,
Cove.

O ysters
l ib ................. 85 @
21b................ 1 65@1

90

No. 1 
N o. 2 
N o. 3 
N o. 4

rlO T

BROOMS 
Carpet 4 sew  
Carpet 4 sew  
Carpet 3 sew  
Carpet 3 sew  
Gi

50

Plum s
'ium s .................... 1 00@2 50

P eas
M arrow fat .........  95 (J
E arly Jun e ......... 95<i
E arly  Jun e S ifted  1 15$

P each es
P ie  .......................... 90$
N o. 10 s ize  can  pie

P ineapple
G rated .................  1 85@2 50
Sliced .................... 95@2 40

Pum pkin
F a ir  .......................... 86
Good ........................ 90
F an cy  .................... 1 00
Gallon .................... 2 50

R asp oernes
standard ..........  @

<43lr~~n
Col’a R iver, ta ils  

ol'a R iver, flats  
Red A laska  
Pink A laska

5ft

>0
. .1 26 
. .1 76

Snae
8 ................................. 1 00
i ...........................
4  1 70
3   1 *«’
«U T T E R  COLOR

Dandelion, 25c s i z e -----2 00
C A N D LES

Paraffine, 6s  ...................... 8
Paraffine, 12s ....................8%
.v losin g  ..............................

C A N N ED  GOODS 
Apples

<lb Standards . .  @1 00
3alion .................  3 20@3 50

B lackberries
5 Tb. ....................... 1 50@1 90
Standards gallon s @5 00 

B eans
Baked ........................ 85@1 30
Red K idney ........... 85@ 95
Strin g .......................  70@1 15
W ax .......................... 75@1 25

Blueberries
Standard ...................  1 36
Gallon ..........................  8 6#

Brook Trout
2Tb. cans, spiced ............1 90

Clam s
i.ittle  N eck, 1Tb. 1 00@1 25 
i .title  N eck. 21b. @1 50

Clam Bouillon
Burnham 's 44 p t..............2 25
Burnham 's p ts ...............  8 76
Burnham 's q ts .................. 7 60

Cherries 
Red Standards . .  @1 40
W hite ...................  @1 40

Corn
Fair .......................... 90@1 00
Good .....................  1 00@1 10
Fancy .....................  1 45

French Pea«
Monbadon (N atu ral)

per doz.................................2 45
G ooseberries

No. 10 ................................  6 00
Hom iny

■standard .......................... 85
Lobster

i^tb............................  2 25
lib ...............................................  4 25
Picnic T ails ......................2 75

Mackerel
M ustard. 1Tb............................. 1 80
M ustard, 2Tb............................. 2 80
Soused, l t t l b .............................1 80
Soused. 21b.................................2 75
T om ato. 1Tb............................... 1 50
T om ato 21b.................................2 80

M ushroom s
H otels ...................  @ 17
B uttons, 44b ----  @ 14
B uttons, I s  .......... @ 28

L im burger ...........  @17
Pineapple ............. 40 @60
Sap Sago  .............  @20
Sw iss, d om estic  @13

C H EW IN G  GUM 
A m erican F la g  Spruce 55
B eem an ’s  P ep sin  .........  56
A dam s’ P ep sin  .............  55
B est P ep sin  .................... 45
B est P epsin , 6 b oxes 2 00
B lack  Jack  ...................... 55
L argest Gum M ade . .  55
Sen Sen ............................  55
Sen Sen B rea th  P er’f  1 00
Y ucatan  ............................  55
Spearm int ........................ 55

CHICORY
B ulk ................................... 5
Red ....................................  7
E ag le  ................................. 5
F ranck’s  ........................  7
Schener’s  ........................  6

CHOCOLATE  
W alter B aker & Co.’s

G erm an’s  S w eet ...........  22
P rem ium  ............................ 31
C aracas ..............................  31

W alter M. L ow ney Co.
Prem ium , %s .................. 30
Prem ium , 44s ................ 30

CIDER, S W E E T  
“M organ’s ”

R egualr barrel 50 g a ls  7 50 
Trade barrel, 28 ga ls. 4 50 
44 Trade barrel, 14 g a ls  2 75
Boiled, per g a l.................. 50
Hard, per g a l.................... 20

COCOA
Baker's ..............................  37
Cleveland ..........................  41
Colonial, 

olonial. 
pps

2 25 
2 4ft 

.1 60® Ï 75 
1 20® 1 30

Sardines 
D om estic, 44s .............3 75
D om estic, 
D om estic, $ 
Frenen  
French. 44s

Mus.
Mus.

.18

.3 50 
@ 7

14
@23

Randa rd

•'air
iood

Shrim ps

Straw berries
■tanda
‘aney

kit'd
•'air

No. 10

95@1 

®3 00

35 
33 
42

H üyler ................................  45

44s
44s

[-owney,
Lowney,
Lowney,

44s
44s
44s

L ow ney. I s  ...................  40
44s 
V4S 
44s 
Is .

Van H outen  
Van H outen ,
Van H outen ,
Van H outen,
W ebb ..........................
W ilber, 44s ...............
Wilbur. V,s . . . . . . .

COCOANUT  
D unham ’s

5Tb. ca se  ...........
51b. ca se  ...........
15Tb. ca se  .........

44s, 15Tb. c a s e ...........
Is, 15Tb. c a s e ...........
44 s  & 44s, 151b. case
Scalloped G em s ......... 10

C O FFE E  
RIO

44s,
44s,
'4s,

12 
. . .  20 
. . .  40
. . .  72
. .  33
. . .  3?

. . .  32

per Tb. 
. 29
. 28 
. 27 
. 26 

25 
2644

CARBON OILS 
B arrels

P erfec tion  ..........  @ 944
D. S. G asoline . .  @15
G as M achine ----- @24
D eodor’d N ap ’a  . .  @1244
Cylinder .............  29 @3444
E ngine .................  16 @22
Black, w in ter . . .  844@10

CEREA Lb  
B reakfast Foods 

Bear Food P ettijo h n s 1 90 
Cream of W heat 36 21b 4 50 

KK-U-See. 3ti liK tr» . . Z 8, 
P o st T o a sties  T  N o. 2

24 pk gs.........................2 80
P ost T oasties  T No. 3 

6 pkgs.■ ■ ___  .2 8<>
Apetiao" B iscu it, 24 pk 3 00 

18 pk gs......................  1 95
ir a p e  - uua. . • .4 •
M alta V ita. 36 l ib ...........2 8;
XI a p i-F lak e, 24 lib . . .2 7t 
i’illsbury’s  V itos. 3 dz 4 2i 
R alston H ealth  Food

36 21b..............................  4 51
Saxon W heat Food, 24

p k gs.............................  3 00
Shred W h eat B iscu it,

36 pk gs......................... 3 60
K e llo g g s  loatslvu Con. 

Flakes, 36 pkgs In cs. 2 80
Vigor. 36 pkgs. ................2 71
Voigt Dream F lakes - .2  80 
Zest. 20 5R>.........................4 10

Rolled Oats
Rolled A vena. bbls. . .4  25 
Steel Cut, 100 lb. sks. 2 10
Monarch, bbl..................... 4 00
M onarch, 90 tb. sack s 1 80 
Quaker. IS R egular . .1 3 8  
Quaker, 20 F am ily  . .4  00 

Cracked W heat
Bulk .............................. 344
24 2Tb. packages ........... 2 50

CA TSU P
Colum bia, 25 p ts .............. 4 It
Snider’s  
Snider’s

Common ................ 10@1344
Fair ......................... . . .  1444
Choice ...................... . . .  1644
F ancy  ...................... . . .  20

San tos
Common ................ 12@1344
Fair ......................... . . .  1444
Choice ...................... . . .  1644
F ancy  ...................... . . . 1 9
P eabèrry  ................

M aracaibo
F a ir  ......................... . . .  16
Choice ...................... . . .  19

pin ts ................. 2 35
44 p in ts  
C H EESE

Acme .....................
B loom ingdale . . .
Jersey  ...................
W arner .................
R iverside .............
B rick  ......................
Leiden ...................

1 3«

@1544
@17
W15
@17
@17
@18
^ 1»

M exican
Choice .........   1644
F an cy  ..............................  19

G uatem ala
Choice ..............................  15

Java
A frican ............................  12
F an cy  A frican .............  17
O. G..................................... 25
P. G.....................................  31

Mocha
A rabian ..........................  21

P ackage
N ew  York B a sis

A rbuckle .............. 19 25
Lion ................................  19

M cLaughlin’s  X X X X  
M cL aughlin’s  X X X X  sold  

to  reta ilers only. M ail all 
orders d irect to  W . F, 
M cL aughlin  & Co., C hica  
go.

E xtract
H olland, 44 gro boxes 95
F elix . 44 gross  ............. 1 15
H um m el’s  foil, 44 gro. 85 
H um m el's tin , 44 gor. 1 43 

CRACKERS  
N ation al B iscu it Com pany  

Brand  
Butter

N . B . C. Sq. bbl. 644 b x  6 
Seym our, Rd. bbl 644 b x  6 

Soda
N . B. C., boxes ...........  6
S elect ..................................  9
S aratoga F lak es . . . .  13
Z ephyrette ...................... 13

O vster
N . B. C. Rd. bbl 644 b x  6 
Gem, bbl, 644 boxes . .  6
F au st ................................  8

S w eet Goods
A nim als ..........................  10
A tlan tics ........................ 12
A tlantic, A ssorted  . . .  12 
A rrow root B iscu it . . .  16 
A ven a F ru it Cake . . .  12
B rittle  ..............................  11
Bum ble B ee .................. 10
C adets ................................  9
C artw heels A ssorted  . .  9
C hocolate D rops ............16
Choc. H on ey  F in gers  16

C ircle H o n ey  C ookies 12 
Currant F ru it B iscu its  12
C racknels ........................  16
C ocoanut B rittle  C ake 12 
C ocoanut T affy  B ar  . .1 2
C ocoanut B ar  ...............  10
C ocoanut D rops .........  12
Cocoanut M acaroons . .1 8  
C ocoanut H on. F in g ers  12 
C ocoanut H on  Jum bles 12
Coffee Cake .................. 10
Coffee Cake, i c e d ......... 11
C rum pets ........................ 10
D inner B iscu it .............  25
D ix ie  Sugar Cookie . . .  9
F am ily  Cookie ................9
F ig  Cake A ssorted  . . . . 1 2
F ig  N ew to n s .................. 12

lorabel C a k e ...............  12 44
Fluted  C ocoanut B ar  10

orsted  C ream s ........... 8
F rosted  G inger C ookie 8 
Frosted  H on ey  C ake ..1 2  

ru it L unch Iced  . . . . 1 0
G inger G em s .................... 8
G inger Gem s, Iced  . . . .  9 
G raham  Crackers . . . .  8 
G inger S n aps F a m ily  8 
G inger Sn aps N . B. C. 744 
G inger Sn aps N . B . C.

Square ............................  8
H ippodrom e B ar  . . . .  12 
H on ey  Cake, N . B . C. 12 
H on ey  F in gers  A s. Ice  12 
H on ey  Jum bles, Iced  12
H on ey  F lak e  ...............  1244
H ousehold  C ookies . . . .  8 
H ousehold  C ookies Iced  9
im p eria l ............................  9
J ersey  L unch ................ 9

ubilee M ixed ...........  10
K ream  K lip s ................ 25
Laddie .......................  9
Lem on (Jems ...............  10
Lem on B iscu it Square 8
Lem on W a f e r .................. 17
L em ona ..............................  9
M ary A nn ......................  9
M arshm allow  W aln u ts 17
M olasses C akes ...........  8
M olasses C akes, ic e d  a 
M olasses F ru it C ookies

Iced ................................. 11
M ottled Square . . . . . .  10
O atm eal C rackers . . . .  8
O range G em s ................ 9
P en n y A ssorted  ...........  9
P ean u t G em s ................ 9
P retzels, H and  Md. . .  9 
P retze lette s, H and  Md. 9 
P retze lette s, M ac. Md. 8
R aisin  C ookies ...........  10
R aisin  G em s .................. 11
Revere, A ssorted  . . . .  14 
R itten h ou se  F ru it

B iscu it ............    10
R ube ................................... 9
Scalloped G em s ...............  10
Scotch  C ookies ...........  10
Spiced Currant Cake ..1 0
Sugar F in gers .............  12
Su ltana F ru it B iscu it 16 
Spiced G inger Cake . .  9 
Spiced G inger Cake le d  10
Sugar C akes ...............  9
Sugar Squares, large  or

sm all ............................  9
Sunnyside Jum bles . .  10
Superba ..........................  8
Sponge L ady F in gers  25
Sugar Crimp ...............  9
V anilla  W afers ...........  17
W averly ..........................  10

In-er Seal Goods
per doz.

A lbert B iscu it .............  1 00
A nim als ..........................  1 00
A rrow root B iscu it . . .  1 00 
A thena Lem on C ake 50
B aron et B iscu it ...........  1 00
B rem m er’s  B u tter

W afers ........................  1 00
Cam eo B iscu it ...........  1 60
Cheese Sandw ich  . . . .  1 00 
C hocolate W afers . . . .  1 00 
Cocoanut D a in ties  . . .  1 00
F au st O yster ...............  1 00
F ig  N ew ton  .................  1 00
F iv e  O’clock  T ea  . . . .  1 00
F rotan a  ..........................  1 00
G inger Snaps, N . B . C. 1 00 
Graham  Crackers, R ed

Label ............................  1 00
Lem on Sn aps ...............  50
O atm eal C rackers ___ 1 00
Old T im e Su gar Cook. 1 00 
Oval S a lt B iscu it . . . .  1
O ysterettes ....................
P retze lettes, H d. Md.
R oyal T o a st .................  1 00
Saltine B iscu it .............  1 00
Saratoga  F lak es ............1 50
Social T ea  B iscu it . . .  .1  00 
Soda C rackers N . B. C. 1 00 
Soda C rackers S elect 1 00 
S. S. B utter  Crackers 1 50
U needa B iscu it ...........  60
U needa J injer W ayfer  1 00 
U needa Lunch B iscu it 50
Vanilla W afers ..........   1 00
W ater T hin B iscu it . .  1 00 
Zu Zu G inger Snaps . .  50
Zw ieback ........................ 1 00
In Special T in P ack ages .

P er  doz.
F estln o  ............................  2 50
N abisco , 25c .................  2 50
N abisco , 10c ......................1 00

C ham pagne W afer  . .  2 50 
P er tin  in  bulk

Sorbetto ..........................  l  00
N ab isco  ..........................  1 75
F estln o  ............................  1 60
B en t’s  W ater C rackers 1 40

CREAM TARTAR  
B arrels or drum s . . . .  S3
B oxes  ...............................  34
Square cans ...................  36
Fancy caddies .............  41

DRIED FR U ITS  
Apples

Sundrled ...............  d
E vaporated  ___  10 44® 1144

A pricots
C alifornia ...............  12@15

Citron  
Corsican ...............

C urrants 
Imp'd 1 Tb. pkg. 
Im ported bulk . .

Peel
Lem on Am erican  
O range A m erican

@15

@10

R aisins
C onnosiar C luster . . . . 3  25
D essert C luster ...........4 00
1 oose M uscatels 3 or. 
L oose M uscatels 3 Cr . .  
L oose M uscatels 4 cr. 6% 
L. M. Seeded 1 lb. 744@8

California Prunes 
M. Seeded, bulk . .  744 

B leached . .  12

00
60

1 00

boxe  
boxes*.. @ 
b o x e s . .  @ 
b o x e s . .  @ 
b o x e s . . @ 
b oxes. ,,@
b o x e s . . @11

8
84«
9
944

L.
Su ltanas  
00-125 251b.
90-100 25Tb.
80- 90 25Tb.'
70- 80 25Tb 
60- 70 25tb 
50- 60 25Tb.
30- 40 251b. _______

44c le ss  in 601b. ca ses
FAR IN A CEO U S GOODS 

S ea n s
Dried L im a ...................... g u
Med. H and P ick ed  . . .  2 35
Brown Holland .........  2 25

Farina
1 Tb. packages  

Bulk, per loo lbs. .
Hom iny

Pearl, 100 Tb. sack  
M accaroni and V erm icelli 
D om estic, 10 Tb. box . .  60 
Im ported. 25 ib. box . .2  50 

Pearl Barley
...............  2 75

65

.1 50 

.3 50

.1 75

Chester  
Em pire ............................ 3

P eas
W iscon sin , bu.reen

Green
Split,

Scotch, bu. 
tb ..................... 75

04

6
4%
744

No.
No.
No.
No.

S age
E ast India ........................ 5
German, sack s .............  6
German, broken pkg. . ,  

T apioca
H ake, 10 0Tb. s a c k s . . 
•’’earl, 130 tb. sack s .
Pearl, 24 lb. pkgs. . . .
FLAVORING EX TR A C TS  

Foote & Jenks
C olem an V anilla

2 s ize  ........................ 14 00
4 s ize  ........................ 24 00
3 s ize  ...................... 36 00
8 s ize  ........................ 48 00

C olem an Terp. Lem on
N o. 2 s ize  ........................ 9 60
No. 4 s ize  ......................18 00
N o. 3 s ize  ...................... 21 00
No. 8 s ize  ......................36 00

Jaxon M exican V anilla.
1 oz. ova l .................... 16 00
2 oz. oval ...................... 28 20
4 oz. fla t .......................66 20
8 oz. flat .....................108 00

Jaxon  Terp. L em on.
1 oz. ova l ......................10 20
2 oz. ova l .......................16 80
4 oz. flat ....................... 33 00
8 oz. fla t ....................... 63 00

Co.C rescent Mfg,
M apleine

2 oz. per doz....................3 00
GRAIN BAG8  

A m oskeag, 100 in  bale 19 
A m oskeag, le ss  th an  bl 1944 

GRAIN A N D  FLOUR  
W h eat

Red ..................................... 91
W h ite  ................................  88

Winter Wheat Fleur 
L ocal B ran ds

P a ten ts  ............... •...........  6 40
Second P a ten ts  ...........  6 20
Stra igh t ..........................  4 80
Second Stra igh t .........  4 60
Clear ................................  4 00

Flour In barrels, 26c per  
barrel additional.

Lem on & W h eeler  Co. 
B ig  W onder 44s c lo th  6 25 
B ig  W onder 44s c lo th  5 26 
W orden G rocer Co.’s  Brand
Quaker, paper ...........  6 10
Quaker, c loth  ...............  6 20

W yk es & Co.
E clip se ...........................  4 26
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C 8 i) 10
i .emon & W heeler Co. ! p o t a s h

W hite Star, Vis c loth  6 10 B ab b itt’s  ........................  4 00
W hite Star, Vis cloth  6 00 
W hite Star, Vis cloth  5 90 

W orden Grocer Co. 
A m erican E agle  Vi clh  6 10 
Grand K. puis Grain & 

M illing Co. Brands.
Purity, P a ten t ................5 20
Seal o f M innesota . . . . 5  80
W izard r lo u r  ................4 80
W izard Granam  ..............4 80
W izard Gran. M eal . . . 2  80 
W izard BucK w neat . .6  00

PROVISIONS Barreled Pork
Clear B ack  ...............  23 00
Short C ut .................. 21 00
Short Cut Clear ........21 00
B ean .............................  23 00

M acl*erei
Mess, 100 lb s ...........
Mess, 40 tbs............
Mess, 10 tb s............
Mess. 8 tbs..............
Mo. 1, 100 lbs. . . .  
No. 1. 40 lbs. . . .  
No. 1, 10 lbs.

K 'ket. Clear
Pig ................................... 23 00
Clear F am ily  .............  26 00

Dry Salt Meat«
S P  B ellies  ......................16

Lard

___25 00 No. 1, S lb s .......................1 40

20Tb. cans Va dz. hi .-s- I
. .16 50 f 101b. cans, % dz. in cs. 1 50

7 00 51b. cans. z d z. m  cs. 1 Ölt
. .  1 85 2 % lb. cans , 2 dz. in cs. 1 65
. .  1 50 r  u>» « wai»6

.16. .15 50 X air .. .
60 Good ----- ■ iV

. . .  1 70 Choteo .36

. . .  1 40 T EA

¿y‘e  ........... ......................... 4 50 | Pure in tierces  .............12V4
B oring’ W heat Flour Compound Lard  ......... 9%
R oy B aker s  Brand ' 80 lb . tu b s . . .  .ad van ce  Vi 

Golden H orn, f a m ily ..5 90 60 lb . tu b s . . . .a d v a n c e  Vi
Golden H orn, b a k e r s ..5 80 50 It), t in s  . . . .a d v a n c e
W isconsin  R ye ............. 4 4u ; 20 lb . p a ils  . . .a d v a n c e  %
Tudson Grocer Co.’s  B rand! 10 lb . p a lls  . . .a d v a n c e  %
C eresota, Vis  6 4~ 6 lb . pa lls  . . .a d v a n c e  1
C eresota! v*s  6 30 1 8 lb. p a lls  . ..a d v a n c e  1
C eresota, Vis  6 2Q
Lem on & W heeler  s  Brand

W hitefish  | Japan
No. 1, N o. 2 Fam . Sundried. m edium

100 lb s .................... 9 75 3 50 Sundried, choice
50 tbs.................... 5 25 1 90 Sundried, fancy

56 Regular, m edium
48 ; Regular, choice

W ingold, Vis ....................6 75
W ingold, Vis ....................6 65
W ingold, Vis ....................6 55
W orden G rocer Co.’s  B rand Skinned H am s
Laurel, Vie c lo th  ..........6 20 H am , dried beef se ts
Laurel, Vie c lo th  . . . . 6  10 
Laurel, %&V4s c lo th  6 0u'
Laurel, Vie c loth  ............6 00
V oigt MUiing Co.’s  Brand
V oigt’s  C rescen t ...........a 60
V oigt’s  F louro igt . . . .  5 60 
V oigt’s  H ygien ic

Graham  .................... 5 00
V oigt’s  R oyal ............... 6 80

W yk es & Co.
S leepy  E ye, Vie c lo t h . .6 50 
Sleepy E y e , Vie c lo t h . .6 40 
Sleepy E ye, Vie c lo t h . .6 30 
Sleepy E ye, Vie paper 6 30 
Sleepy  E ye, Vie paper 6 30 

W atson & F rost Co.
P erfection  Flour ...........5 6rt
T ip Top F lour ............. 5 20
Golden Sh eaf Flour . .4  75 
M arshall’s  B es t Flour 5 90 
P erfection  B u ck w h eat 2 50 
Tip Top B u ckw heat 2 40 
Badger D airy  F eed  24 00 
A lfalfa  H orse  F eed  ..2 8  00
Kafir Corn .........................1 90
H oyle Scratch  F eed  . .  1 65 

Mm i
Bolted ..............................  3 60
Golden G ranulated . .  .3 80 
St. Car F eed screen ed  23 00 
No. 1 Corn and O ats 23 0O
Corn, cracked ...........  22 00
Corn M eal, coarse . .  22 00 
W inter W heat B ran 24 Oo
M iddlings ...................... 26 00
Buffalo G luten F eed  33 00 

D anry F eeds  
W y k es & Co.

O P  L inseed  M eal . .35 0i>
O P  L axo-C ake-M eal 33 00
C ottonseed M eal ..........34 50
G luten F eed  ..................28 50
B rew ers’ G rains ..........28 00
H am m ond D airy  F eed  24 00
A lfalfa M eal ................. 2o uo

O ats
M ichigan carlo ts  -----  36 Vi
L ess th an  carlo ts ..........38

Corn
C arlots ............................  55
L ess than carlo ts  . . . .  57

Sm okeu ivitatt 
H am s, 12 lb. a v e r a g e .. 18Vi 
H am s, 14 lb. a v e r a g e . . IS Vi 
H am s, 16 lb. average . .18Vi 
H am s. 18 lb. av era g e . .18% 

20 
16 Vi

California H am s .........11 Vi
P icn ic  Boiled H am s . .  15
Boiled H am  ...................... 22
Berlin H am , pressed ..11
M inced H am  ...............11
Bacon ................................  21

Sau sages
B ologna ............................  9
Liver . . .
Frankfort
Pork ..................................  11
Veal ..................................  11
T ongue ............................  11
H eadcheese ...................  9

t'eef
B on eless ...........................14 00
Rump, new  .................... 14 00

P ig ’s F eet
Vi bbls....................................1 *0
% bbls., 40 lb s .................. 2 00
Vi bbls.................................... 4 00

bbl..............................  9 0o
T ripe

K its. 15 tbs........................  80
4 bbls., 40 lb s .................... 1 60
Vi bbls., 80 lb s ..................3 00

C asings
H ogs, per lb .......................  3 .

B asket-tired, m edium  .30 
B asket-tired, cho ice  36@37j 
B asket-fired , fancy . 40tg 43
N ibs ..............................  26030Siftings ................... t04J IS
F an nings .....................  14015;

Gunpowder

3 00

40

H ay
C arlots ..........................
L ess th an  carlo ts  . . .

M A PL EIN E  
2 oz. b ottles, per doz 

M OLASSES  
N ew  Orleans 

F an cy  Open K ettle
C hoice ................................  35
Good ................................  22
F a ir  ..................................... 20

H alf barrels 2c extra  
MINCE MEAT

P er ca se  ........................ 2 85
M USTARD

M lb. 6 lb. box ..............  18
O LIVES  

Bulk, 1 gal. kegs 1 10® 1 20 
Bulk, 2 gal. k egs 95 @ 1 10 
Bulk, 5 gal. kegs 90(yd
Stuffed, 5 oz......................  90
Stuffed, 8 oz .......................1 36
Stuffed, 14 oz................... 2 25
P itted  (n o t stuffed)

14 oz ................................. 2 25
M anzanilla, 8 oz ............... 90
Lunch, 10 oz............................1 35
Lunch, 16 oz.............................2 25
Queen, M am m oth, 19

ox .................................. 3 75
Queen, M am m oth, 28

ox. .......................   5 25
O live Chow, 2 doz. cs,

per doz................................. 2 25
Hardwood Tooth P ick s 2 00
Ideal ................................... 85

P IC K L ES  
Medium  

PIC K L E S  
Medium

Barrels. 1,200 count 
H alf bbls., 600 count
5 ga llon  k egs .................  2 25

Sm all
B arrels ....................
H alf barrels .........
5 gallon  k eg s  . . . .

G herkins
B arrels .......................... 11 00
H alf barrels ...................... 5 00
5 gallon  kegs ...............  2 75

S w eet Sm all
B arrels ..........................  13 50
H alf barrels ...................  7 50

10 tbs...................... 1 12
8 lb s ......................  92

SHO E BLACKING  
H andy Box, large 3 dz 2 50 j 
H andy Box, sm all . . . . 1  251 
B ixby’s R oyal Polish  85
Miller's Crown Polish  85SN UFF
Scotch, in bladders ......... 37
M accaboy. in jars ..............35
French Rappie in jars ..43

SOAP
J, S. Kirk A Co.

Am erican Fam ily . . .4  00
Dusky Diam ond. 50 8oz 2 80 
D usky D'nd 100 6 oz 3 80
Jap R ose, 50 bars .........3 60
Savon im perial ............. 3 on
W hite R ussian  .............  3 60
Dome, oval bars ........... 3 00
Satinet, oval .................. 2 70
Snowberry, 100 cakes 4 00 

Proctor & Gam ble Co.
Lenox ..............................  3 50
Ivory, 6 oz........................... 4 00

5 | Ivory. 10 oz.........................6 75 Choice
I0Vi ! Star ..................................... |  60 Fancy

La u tz Bros. & Co.
Acm e, 30 bars. 75 lbs. 4 00' Ceylon,
Acme, 25 bars, 75 lbs. 4 00 Fancy  
Acme, 25 bars. 70 lbs. 3 8 0 1
Acme, 100 cak es ............3 60
Big M aster, 70 bars . .2  85 j B lot ........................
German M ottled ............3 35 i H iaw ath a , 16 oz.
German M ottled. 5 bxs 3 30 H iaw ath a , 1 oz. 
German M ottled. lObxs 3 25 ¡N o  L im it, 7 oz. 
German M ottled. 25bxs 3 20 N o L im it, 14 oz. 
M arseilles, 100 cakes . .6  00 O jibwa, 16 oz. .
M arseilles. l5o ek es 5c 4 00 i O jibwa, 5c pkg.

Sp lint, m edium  ...........  3 06
S p lin t, sm all — . . . . . . 2  76
W illow , C lothes, large 8  26

j W illow ’ C loth es, m e m 7 25 
B utter Plate»

! W ire End or Ovals.
^  ££>„, Ul uHlle . . .
W AÈU». adO ID • * -

¿50 in  c r a i e ........
250 u) cra ie  . . .
¿50 ia  c r a i e .........
250 in  cra ie  . . .  

C hurns

Regular, fan cy  ...........3 6 040  ¡ Barrel,

.2 4 0 2 6

.3 6 0 4 0  

.2 4 0 2 6

.30033 Barrel, 6 gal., each 
gal., each

C lothes P in s  
Round H ead, 
i inch, 5 gross . .

inch, » gros» 
c a l lo u s ,  20 2% doz. b xs. .60 

E gg C rates and F illers  
i t  unapt y i « im p ly  12 d a  26

M ixed Candy

491
No. 2 c o m p le t e ......... .. in
C ase No.2 h ilerslo set*  1 3» 
Case, medium s. 12 s e t s  1 16 

Faucets
k. lineu  4 in ......... .. 7e
k lined 9 in ...............  66
k lined 10 in ..........  16

Moe S tick s
jan spring  ..............   90

96

Moyune. m edium  ............. 22 No. 1 com plete
M oyune. choice  ................23
Moyune, fancy ............4 0 0 4 5  •
P ingsuey. m edium  . .25® 23 t
P ingsu ey. choice ................20
Pingsuey. fan cy  . . .  .4 0 0 4 5  S t 

Young H yson It
Choice ............    20 j<
Fancy ...............................4 0 0 5 6

Oolong
Form osa, fan cy  ..........4 6 060  Eclipse paten t spring
Am oy, m edium  .......... . . . . 2 6  No. 1 com m on ..............  ***
Am oy, choice ...................... 32 ¡N o. 2 paL brush holder 15

E nglish  B reakfast ll2Tb cotton mop heads 1
Medium ......... .............. . . . . . 2 5  Ideal N o " . . .  6

.....................................30 P ails

........................ . .4 0 0 4 5  2-hoop Standard ......... I N
India 3-hoop Standard . . — 2 36

choice . . . . . . . 3 0 0 3 6  2 -w ire Cable . . . . . . . . . 2  16
............................4 6 060  Cedar a il red b rass . .1  25

3 -w ire  C able . . . . . . . . . 2  20
P ap er  E ureka  . . . 2  26

1 45 F ibre .........................  3 70

IO SACCO  
F in s Cut

60 T ooth p icks

M arseilles. 100 ck toil 4 00 O jibwa, 5c ........................  4

B eef, rounds, se t ...........  25 Snow Boy, 24s fam ily

M arseilles, Vfebx to ilet 2 10 j P e to sk ey  C hief, 7 o z  
A. B. W risley  "

Good Cheer ..................... 4 00 S terlin g  Dark, 5c
Old C ountry ................... 3 40 S w eet Cuba, 5cSoap Powders

• »? H ardw ood ...........
•J Softw ood .............
.3 15 B an q u et ...............

™ Ideai ......................
T raps  

M ouse, wood, 2 
ÜOUS6, woocU 4

.1 8 »

8»

2 9Ù
% Î» 
1 5# 
1 Ml

é»

Made- C ream  . .  
> Cream m ixed  
Creami Ron R ons

in  Pai is  
H earts ...............

oooouis -,
p is te  —  
printed. . . .  
C hocolate  

lioco ia tea  
hocoàate» 
C hocolates 
Gum X>ro

6
854
8

16
»

11
16
14

______ J__ ■ I o ie s
P etosk ey  C hief, 14 oz. 3 70 ju.ouae, wood, 6 ho les 70

.5 76 M ouse, tin , 5 h o les  . .  65

.5 60 ¿tat. wood . . . . . . . . . . . .  80
11 10 K at. sp r in g  ......... .. 75S w eet Cuba, 10c 

S w eet Cuba, 1 lb. .5  00i
B eef, m iddles, se t  . . . .  8o \ 
Sheep, per bundle . . . .Uncolored Butterine Solid dairy ........10 012

s ize  ............................  4 00 S w eet Cuba, 16 oz. . . . .  4 20 ¿o-in. Standard, N o. 1 7 50
90 Snow Boy. 60 5c ...........2 40 S w eet Cuba, V4 lb

I sn ow  Boy, 30 10c ..  
Gold Dust. 24 large

.2 40 S w eet B urley. 5c ...........5
- -4 50 S w eet M ist, Vi gr...........5 70

2 10 ¿g-in . Standard, N o. 2 6 56
16-in. Standard, No.

I I  I
3 »  50 

.6 0O
• ancy

Canned Meats
Corned beef, 2 lb ........... 3 40 ____
Corned beef, 1 lb ...........1 90 ! Soapine ............................. 4 10 {U ncle D aniel, 1 lb.
R oast beef, 2 lb .............. 3 40 ' ------- *- ’ —
R oast beef, 1 lb ..............1 90

-----  60
90 W isdom  ............................  3 80 j Drum m ond, N a t L eaf,
50 Soap Com pounds i 2 & 5 lb ......................
90 Johnson s F ine .............5 10 ¡Drum m ond N a t. L eaf
60 John son 's X X X  
90

R oseine ..........................  3 50
Armour’s  ........................ 3 70

B urley, 24 tb. c s  4 90 iiS- iu. Cable, N o. 2 . . . . 7  00
Vä gross  ------ 00 1.5- ui. Cable N o. 3 . . . . 6  00
5c tin s  ......... , , . , s 50 No, 1 ir ì&Fe .............

D aniel, 1 tb. 30 «\i>. À b'i&r® ............... . ^ fc»
D aniel, 1 oz. 22 ¡ *vo. à b' . . . . .  . . . 8 £.

a O p e r a __ .1 2
n B on B ons 12 
ardes . . . . . . . 1 2
Gum  D rops 10 
bles . . . . . . .  13-In 5Tb. Boxea
ioned ■Jdoias- 

. ox. I  3

. .4 25

P otted  H am , V4&
P otted  H am , Vis . . .
D ev iled  H am , V4s . .
D eviled  H am , Vis . .
P o tted  ton gue, V4s .
P o tted  ton gue. Vis . .

RICE
F a n cy  .................... 7
Japan  .................... 6%
B roken .................. 2%

SALAD DRESSING
Colum bia, Vi p int . . .  .2  25 | Sapolio, s in g le  boxes
Columbia. 1 p in t ...........4 00 | Sapolio, hand ..............
Durkee’s, large, 1 doz. 4 5 0 1 Seourine M anufacturing Co

Am.
Plug  

N a v y , 15 o x

per doz.

27? 

60

.  — ----------- - , . . .  w n  95
N ine O'clock .................... 3 30 [B a ttle  A x ...................  37
R ub-N o-M ore ..............3 85 »Bracer ............................... 37

Scouring [B ig  Four ..........................  31
Enoch M organ s  Sons, m o o t Jack  ........................  86

Sapolio. gross lo ts  ------ 9 00 [ B ullion , 16 oz.................... 46
Sapolio, half gro. lo ts  4 »0 LdlimaJt Golden T w in s . .  48fianr.lio ainsrlp hnxpsi 2 ft

W »** boaro»  
Bronze Globe . . . . . .
D ew ey .........
Double A cm e ..........
S ingle A em e ...........
Double P eer less . . .
S in g le  P eer less  ----
N orthern Q ueen . .  
D ouble D uplex  . .  .
Good Luck ...............
U n iversal ...................

W indow

Old Fasi 
s e s  Eis;

O range Je llie s  . . . . . . .
Lem on Sours . .  — . . .  
Old F ash ion ed  H ore-

hound. drops ---------
rm int D rops

60
60

. .  .2 »M C ham pion Choc. D rps $0
l 90 ' H . M. Choc. D rops 1 1§

. .  .3 ÍÍ0 H. i l .  Choc. LC and

..  .3 Ì0 Liar .s L Ii>

. .  3 9» B itter  S w eets, a s 'td  1 25
. 3 ¿0 B rilliant Gum s, C rys. 46
. .  .3 -5 A. A. L icorìce Dròga 30

2 Lo2» n g e s , printed . . . . 45
.3 *0 ! L ozenges, p iam  . . . . . . 46

. .  3 60 Im periate . . . . . . . . . . . . 46

,o“ '6re - -r I L ays W ork
hand ................ 2 2a »Derby

Durkee's, sm all, 2 doz. 5 25 Seourine, 50 cakes  
Snider’s, large, 1 doz. 2 35 Seourine, 100 cakes  
Snider’s, sm all, 2 doz. 1 3 5 1 SA LERA TU S  

Packed 60 lbs. in box.
Arm and H am m er . . . . 3  66 
Litla nd's ........................ 3 00

SODA
B oxes ........................
K egs, E nglish

SPICES  
Whole Spices

1 80 
3 50

5 Vi
4 a

Bros.

D w ight's Cow ..................3 00 A llspice, Jam aica  .......... 13
L. P .........................................3 00 \ A llspice large Garden 11
Standard ..........................  1 8 0  C loves, Zanzibar .........  16
W yandotte. 100 %s . .3  0 0 1 C assia, Canton .............  14

80
ÍC pkg. doz. 25C assia,

Ginger, A frican ........... ,?J£i N obby Spun Roll
90 Ginger. Cochin .........
80 Mace, P en an g  ...........
95 M ixed, No. 1 .............

|M ixed. No. 2 .............
I M ixed, 5c pkgs. doz

1SV6

SA L  SODA
G ranulated, bbls, . . . .
G ranulated, 100 lb s. cs.
Lum p, bbls.............. ..
Lum p, 145 Tb. k eg s  . .

SALT
Com m on G rades _ _

100 3 lb. sa ck s ............. 2 40 N utm egs, 75-80
60 5 lb. sack s ............... 2 25 N utm egs. 105-110 ........... 20
28 10V6 lb . sa ck s . . . . 2  10 Pepper. Black ....................14
56 lb . sa ck s .................. 82 Pepper, W h ite  ..................28
28 lb . sa ck s .................  17 Pepper. C ayenne . . . .  22

W arsaw  ! Paprika. H ungarian . .
56 lb. dairy in drill b ags  40 Pure Ground in Bulk 
28 lb . dairy  in  drill b ags 20 A llspice. Jam aica  ----- 12

[Gold R ope, 7 to  lb. 
Gold Rope, 14 to  lb

G. O. P ........................
.G ranger T w ist -----
|G . T . W ........................
¡H orse Shoe .............
[H on ey D ip T w ist .
’Jolly  T ar ..................
IJ. T ., 8 oz. ...............
[K ey sto n e  T w ist . .  
K

38 12 in ...................... .................1  46 Crea
28 M  in ....................................... 1 *• G. J
S3
48

I li! Loii* . . . . . .  ................... 2
A/ood 3 o ^ u Crea

58 ! 13 in. B utter ................. I 90 atr il
58 l i  in. Butter 3 26
32 17 in. Buttar ....................4  46 Old
46
37

iti ifi Buttar ...........5 ifc Rimi
A ssorted. 13-15-17 - - - .3 46

43 A ssorted. 15-17-19 - . . - 4  26 I Ten.
iP P J N G  P A P E R  

Common straw  . . . .  
Fibre M anila, w hite  
Fibre M anila, i dorad

K ism et ............... ................  48 No. 1 M anila

i Parrot 
P each ey 40

I P icn ic  T w ist .................... 4»

Solar Rock Cloves. Zanzibar ........... 22
56 lb. sa ck s  ......................  24 C assia. Canton

Com m on  
G ranulated, fine 96

Ginger. African  
M ace, P en an g

M edium , fine .................. 96 N u tm egs. 75-80 35
SA L T  FISH  

Cod
L arge w hole  .
Sm all w hole  . .  _
Strips or bricks 7V401OVi
P o l lo c k ....................  O f

H alibut

I Pepper, B lack ............... 11 Vi
j Pepper. W h i t e .................18

7 ! Pepper, C ayenne -----  16
6V6 Paprika. H ungarian  ..8 8  

STARCH  
Corn

K ingsford , 40 lb s ................7 Vi
.7 60 
4 50

9 00 
5 25 
1 90

Strips ........................ .. 16 M uzzy, 20 l ib . pkgs.
C hunks ........................ 16 M uzzy, 40 lib . pkgs.

Holland Herring Gloss
Y. M. w h. hoop, bbls. 11 00 K ingsford
Y. M. w h. hoops V4bbl. 5 75 ! S ilver Gloss, 40 l ib s
Y. M. w h. hoops, x eg s  75 \ s ilv e r  Gloss, 16 SIbs.
V. M. w h. hoop M ilchers ; S ilver Gloss. 12 6!bs.

k egs ........................  8 5 1 M uzzy
Queen, bb ls....................  10 00 48 i r >. p ack ages . . .
Q ueen, % bbls ...........  5 25 16 5tb. pack ages . . . .
Q ueen, k egs .................  65 12 61b. p a c k a g e s ........... i

T rou t 601b. boxes ......................2%
N o. 1, 100 lb s ...................7 66 SY R U P S
N o. 1, 40 lb s .....................S 26 Corn
N o. 1, 10 lb s . ................ H  B arrels ..............................  23

I P iper H eidsiek  ...............  69
Redi cu t, 1% oz ................ 38
Red Lion .......................... 30
Sherry Cobbler, 10 oz. 26
Spear H ead. 12 oz. ----- 44
Spear H ead, 14% oz. . .  44
Spear H ead, 7 oz...........  47
Square D eal .................... 28
Star ......................................  43
Standard N a v y  .............  37
T en  P en n y ...................... 29
T ow n T alk  14 o z ............  30
Y ankee Girl .................... 32

T W IN E
Cotton, 3 ply ...........  25
Cotton 4 ply ...........  25
Ju te, 2 ply .........................14
H em p, 6 ply .................... 13
F lax , m edium  N ........... 24
W ool, 1 R>. balls ........... »

VINEGAR  
I H igh land  app le cider 18 

g * I O akland apple cider . .  16

ream M anila  
28 B u tch er’s  Mam  

W ax B utter, sii 
W ax B utter Cu 
W ax B utter. r< 

YEAST  
M agic, 3 doz. 
S u nlight J doz 
Sunlight, I Vs • 
¡.east Foam , 3 
Y east Cream , 
Y east Foam , 1 

FR ESH

J

CAKE

toes ------- . . . . . . . . .  66
u s  B ar ................   40
H. P ea n u t B ar  . .  66 
id M ade Cram  30090  
im  W afers . . . . . .  66
n g  R ock . . . . . . . . .  66
itergreen  B erries 46 

T im e A ssorted  2 75 
te r  B row n Good 3 96 
to -d a te  A astm ’t  3  75 

Strik e N o. I  . . . . I  56
Strik e N o. 2  . . . . 6  46

i S trik e, Sum m er ___ 
ssortm ent . . . . . .  6 75
jntific A ss’t  ___ IS  46

P oo C om
ck e r  J a ck  .............. 2 35
g ie s .  5e pkg. c s . 3 56 
1 C bm  B alls 200s 1 36
Illicit I00s ................ 3 36
M y 1 0 6 s .................. 3 56

Cough D rops 
:nam M enthol . . 46

!'intensi

Per lb.

16

14%
39

»

8%
6
4%

S ta te  Seal 
40 grain  pure w h ite  . 

B arrels free.
W iC K I N G

No. 0 per gross  .............
No. 1 per gross ........
No. 2 per gross ...........
N o. 3 per gross  ...........W OODENWARE

B ask ets
B u sh els  ........................ ..
B u sh els, w id e  band  
M arket

13
.16

1 66 
1 16

H alibut 
Herring  
Bluedsh  
L ive Lobsti 
Boiled l.o  I/i 
Cod . . .
Haddock  
Pickerel 
Pike . . . .
Perch .
Sm oked. W hite .............12%

I Chinook Salm on 1»
M ackerel ...............
F innan Haddi*

> Roe Shad .........................
I Shad Roe. each ...........
j Speckled B ass  ............... *%

H ID ES A N D  PE L T S  
H ides

I Green No. 1 
Green No. 1 ■ •
Cured No. 1 -----
Cured No, 2

N U T S—W hole  
A lm onds. Tarragona. IS
A lm onds. D rake ---------15
A lm onds, C alifornia  

s o ft  sh e ll . . . . . . . . .
B razils . . . . . . . . . .  1 2013
F ilb erts  ..............   12013
CaL Now 1 ....................
W aln u ts, so ft sh e ll 19016  
W aln u ts, M arbot . . .  19

t i m  o u r  rei»  • • • • • • • • •  • vv i iu .  i f  au aus« • • • • • • • •  vv jt>arreis ................... .. «■_ a. rg a  t  m  r a ifg k m  ir tA n
» ga llo o  k eg s  ...............  I  06 N a  Î ,  8 lb s . ....................  IS H a lf barrete . . . ..................26 Sp lint, la rg o  ..................  »  L aiisk iû . g No.

. .  I l 
16 
IS

. 12 
1 13

P ecan s, Med. ............
P eca n s  a x  large  . . .  
P ecan s, Jum bos . . . .
H ickory N u ts , per bo. 

Ohio, n ew  . . . . . . . . .
Cocoanttts . . . . . . . . . . . .
C h estnuts. N e w  York

S ta te , per bo. .........
Shelled  

Spanish  P ean u ts  
P ecan  H a lves . . .  
W alnu t H a lves . . .  
Filbert M eats . . 
A lican te  A lm onds 
Jordan A lm onds .

P ean u ts  
F a n cy  H P  Suns

9 . »
36038

@ 27
@42
0 4 7

Chol<
bo

H. P . Jum -
0  6
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Special Price Current
AXLE GREASE

Mica, tin boxes ..75  
Paragon ................  55

BAKING POWDER 
Royal

10c s ize  90 
%Ib. can s 1 35 
6oz. cans 1 90 
%!b. cans 2 50 
%Ib. can s 3 75 
lib . cans 4 80 
3tb. cans 13 00 
51b. cans 21 50

YOUR 
OWN 

PRIVATE 
BRAND

Pork
Loins ....................... @16
D ressed ................. @11
Boston B u tts  . . . @15
Shoulders ............. @12H
Leaf Lard ........... @13
Pork T rim m ings @1a

Mutton
C arcass ................. @10
Lam bs ................... @12
Spring Lam bs @13

Veal
C arcass .................  6 @ 9

CLOTHES LINES 
Sisal

60ft. 3 thread, e x tr a ..  1 00
72ft. 3 thread, extra  . .1 4 0
90ft. 3 thread, e x t r a ..1 70
60ft. 6 thread, e x tr a ..  1 29
72ft. 6 thread, e x tr a ..

60ft.
72ft.
90ft.

Jute
. 75 

90 
1 05

120ft....................................... 1 50
C otton V ictor

50ft.
60ft.
70ft.

50ft.
60ft.
70ft.
80fL

50ft.
40ft.
60ft.

1 10 
1 35 
1 60

Cotton W indsor

Cotton Braided

1 30
1 44 
1 80
2 00

SAFES

F ull lin e  o f fire and bur
g lar  proof sa fe s  kept in  
stock  b y  th e  T radesm an  
Com pany. T h irty-five  s izes  
and s ty les  on hand a t all 
tim es—tw ice  as many sa fe s  
a s  are carried by an y  other  
house in th e S tate . If you 
are unable to  v is it  Grand 
R apids and inspect the 
line personally, w rite  for 
quotations.

SOAP
B eaver Soap Co.’s Brand

1 35 
95 

1 65
G alvanized W ire 

'No. 20, each  100ft. long 1 90 
¡No. 19, each 100ft. long 2 10

COFFEE
Roasted

D w in ell-W righ t Co.’s  B'ds.

Wabash Baking Powder 
Co., Wabash, Ind.

80 oz. tin cans ............* 78
32 oz. tin cans ..........  1 60
19 oz. tin cans ..........  85
16 oz. tin cans ..........  75
14 oz. tin cans ..........  *6
10 oz. tin  cans ........  55
8 oz. tin  cans ..........  45
4 oz. tin cans . . . . . .  _ »5

12 os. tin milk pail 2 00 
16 oz. tin bucket . . . .  90
11 oz g la ss-tumbler . .  85
(  oz. g lass tumbler 75

16 oz. p int m ason jar 85 ]

CIGARS
Johnson Cigar Co.’s Brand

k w H H
100
50

100
50

cakes,
cakes,
cakes,
cakes.

large s i z e . . 6 50 
large s iz e . .  3 25 
sm all s i z e . . 3 85 
sm all s i z e . . l  95

T radesm an Co.’s  Brand

8. C. W., 1,000 lots .........81
EÙ Portana .......................... 83
Evening Press .................. 32
Exemplar ............................32
Worden Grocer Co. Brand

Ben Hur
Perfection ........................... 35
Perfection Extras ............ 35
Londres ................................35
Londres Grand ................ 35
Standard ..............................*6
Purltanos ............................35
Panatellas, F inas ............ 35
Panatellas, Bock ............ 35
Jockey Club ........................ 35

COCOANUT
Baker’s B rasil Shredded

10 6c pkgs., per ca se  . .2 60 
16 10c pkgs., per ca se  2 60 
16 10c and 38 5c pkgs..

per cem  ................  2 60
FRESH MEATS

Carcass ..............
H indquarters . . .  8 @10H
Loins .................... 9 @14
Rounds .................  7*4® 9
Chucks ................  7 O 7M-
P I « t e a  ....................... f t  6
Uvara .........  #  1

W hite H ouse, 1Tb....................
W h ite  H ouse, 2R>....................
E xcelsior, B lend, l ib ..............
E xcelsior, B lend, 21b.............
Tip Top, B lend, l ib ...............
R oyal B lend ..............................
R oyal H igh  Grade ...............
Superior B lend ......................
B oston  C om bination ...........

D istributed  by Judson  
G rocer Co., Grand R apids; 
L ee & Cady, D etroit; S y 
m ons Bros. & Co., S a g i
naw ; Brow n, D av is  4  
W arner, Jackson: G ods- 
m ark, D urand & Co., B a t
tle  Creek; F lelb ach  Co., 
Toledo.

FISHING T A C K LE
^  to  1 in ................................ 6
1% to  2 in ................................. 7

H 4  to  2 in .................................9
1% to  2 in ...............................11
2 in : ........................................ 15

.3 in. .........................................26
Cotton Lines

N o. 1, 10 fe e t  ...................... 5
N o. 2, 15 fee t ...................... 7
N o. 3, 15 fee t ...................... 9
No. 4, 15 fee t ...................... 10
No. 5, 15 fee t ...................... 11
N o. 6, 15 fe e t  ...................... 12
No. 7, 15 f e e t ........................ 15
N o. 8. 15 fe e t  ...................... 18

, N o. 9, 15 fee t ...................... 20
Linen Lines

I Sm all ....................................  20
I M edium ................................  26
| Large ....................................  34

Poles
Bamboo, 14 ft., per doz. 65 
Bamboo. 16 ft., per doz. 60 
.,unboo, 18 ft., per doz. 80

G ELA T IN E
'ox’s, 1 doz. I,arge . .1  80 

Cox’s, 1 doz. Sm all . .1  00 
K nox's Sparkling, doz. 1 25 
K nox’s  Sparkling, gr. 14 00
N elson’s  ............................  1 58

I K nox’s  A d d u ’d. doz. . .1  26
Oxford .............................   Tk

Plym outh B ook ...........  I  86

B lack H aw k, one box 2 50 
B lack H aw k, five bxs 2 40 
B lack  H aw k, ten  b xs 2 25 

TABLE SAUCES
H alford, large ............... 3 75
H alford, sm all ............... 2 25

Use

Tradesn.an

Coupon

Books

Made by

Tradesman Company
Gram) Rapidi, Mich.

Lowest
Our catalogue is “ the 
world’s lowest m arket” 
because we are the 
largest buyers of general 
m erchandise in America.

And because our com
paratively inexpensive 
method of s e l l i n g ,  
through a catalogue, re
duces costs.

W e sell to m erchants 
only.

Ask for current cata
logue.

Butler Brothers
New York

Chicago St. Louis 

Minneapolis

1911 Motor Cars
f i a t s t a n t l  Runabouts and Tour-U a t V I d l lU  ing Cars> 30 and 40

H . P .—4 cylinders—$1,000 to 
$ i,6oo.

P r a r i L l i n  Runabouts, Touring rra tlm lll Cars, T a x i c a b s .  
Closed Cars, Trucks, 18 to 48 
H . P .— 4 and 6 cylinders— 
$1,950 to $4,500.

Pierce Arrow TE,;Û
Cars, Town Cars, 36-48-66 H . 
H .—six cylinders only—$3,850 
to $7,200.

We always have a few good bargains 
in second hand cars

ADAMS & HART
47-49 N. Division St. Grand Rapids, Mich.

Mica Axle Grease
Reduces friction to a minimum.
It saves wear and tear of wagon 
and harness. I t saves horse en
ergy. I t increases horse power. 
Put up in 1 and 3 lb. tin boxes, 
10, 15 and 25 lb. buckets and 
kegs, half barrels and barrels.

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

STANDARD OIL CO.
Qrand Rapids, Mich.

What Is the Good
Of good printing? You can probably 

answer that in a minute when you com

pare good printing with poor. You know 

the satisfaction of sending out printed 

matter that is neat, ship-shape and up- 

to-date in appearance. You know how it 

impresses you when you receive it from 

some one else. It has the same effect on 

your customers. Let us show you what 

we can do by a judicious admixture of 

brains and type. Let us help you with 

your printing

Tradesm an Company
Grand Rapids



D ecem ber 14, 1910. M I C H I G A N  T R A D E S M A N 47

BUSINESS-WANTS DEPARTMENT
\dvcrtiscmcnts inserted under this head for two cents a word the first insertion and one cent a word for eiv-h 

Mitwqiient continuous insertion. No charge less than 2: cents. C^ash must accompany an orders

B U SIN E SS CHANCES.
F or Sale— T w o boilers, 14x54, w ith 4 

in. flues com plete w ith  hollow  b last grates. 
F irst-c la ss  condition. A lso carriage and  
track  friction , n igger, etc ., a lm ost g iven  
aw ay. W . R. Jones, M uskegon, Mich.

73
For S a le—By Jan. 1st, on ly  variety  

store in grow ing  tow n 3,000 people. $3,000 
cash  required. R eason for selling , other  
bu sin ess. A ddress No. 72, care T rad es
m a n ____________________________________72

For Sale—Clean drug stock , invoices  
$2,500, a t 65c on th e dollar. A ddress N o. 
41, care T radesm an.____________________41

9,000 acres short lea f pine in M iss. 
W ill cu t s ix  thousand fee t per acre. 
C lose to  railroad. $15 per acre. 640 
acres rich allu vial tim ber land in Central 
L ouisiana, ash , cypress, oak and gum . In 
sugar belt. $25 per acre. W ould take  
good clean stock  of m erchandise a s  part 
paym ent. A ddress No. 71, care M ichigan  
T radesm an. 71

Bring Something to Pass
Mr. Merchant! Turn over your " left overs." 

Build up your business. Don't sacrifice the 
cream  o f your stock  in a special sale. U se the 
plan that brings ail the prospective buyers in 
fa ce  to fa ce  com petition and gets results. 1 
personally conduct my sales and guarantee  
my work. W rite me. JOHN C. GIBBS, Auc- 
loneer, M t. U nion, la .

W e are overstocked in clothing. W ould  
like to exch ange w ith  one w ho is  over
stocked w ith  shoes, floor ca ses  or sa fe . 
A ddress No. 68, c a re T radesm an. 68

For S a le—On easy  term s, a $4,000 h ard
w are stock , a $2,500 dry goods stock , a  
$2,500 drug stock  in th e  best tow n in 
M ichigan. A ddress X . Y. Z., care T rades-
man, _____________________________ ZZ

Good hotel needed in good live  tow n. 
Good s ig h t w ill be g iven  to m an w ho w ill 
build $6,000 hotel and run it. B ox 47,
W eoga, 111.___________________________ 75

H ere is  your opportunity if  you con
tem p late  go in g  in to  th e m ercan tile  b u si
n ess or w ish  to change your location  in 
a live  tow n, w ell equipped brick building  
to  ren t 30x106, w areroom  adjoin ing 30x30. 
A ddress B ox  47, W eoga, 111. 76

C om pelte drug stock  (in  sto ra g e), 
$3,000. W ill se ll a t d iscount, term s to  
su it or exch an ge  for sm all fru it farm  or 
other property. Chas. M aynard, Milan,
M ic h ._____________ ___ _________________48_

For S'ale— Barr Cash Carrier, four s ta 
tion, practically  new, a t  a  sacrifice. A d- 
dress Box 143, B uckley, Mich._______ 56

For Sale— Grocery, b est stand  in A u 
rora. For particu lars address Grocer,
412 Spring St., Aurora, 111.____________55

Stores and auditorium  for rent; A thens, 
Ga., grow ing, prosperous c ity ; excellen t  
bu sin ess opportunities. For inform ation  
address R. L. M oss & Co., A thens, Ga.

54
Good B u sin ess  Chance—Store building, 

e lectric  ligh ted  throughout, to rent a t 
Crystal, M ontcalm  Co., Mich. C rystal is 
situated  on banks of C rystal L ake, a  
beautiful body of w ater and fine sum m er  
resort. Good every  day trade and fine 
farm in g country  surrounding. A ddress
D avid Van Luven.____________________52

For Sale—R eta il lum ber yard in St. 
Paul, Minn. A live , go in g  bu sin ess, long  
established. In vestm en t around $15,000. 
Sales $50,000. B est of location s. Cheap  
lease. T eam s, w agons, etc ., com plete. 
Stock reduced for w inter. For sa le  b e
cause the ow ner has m oved to another  
city . T h is should appeal to  a lum berm an  
desirous o f m ovin g  to  a  live, grow ing  
c ity  for its  social, educational, financial 
and health fu l advan tages. M ight consider  
som e low  priced north w estern  farm  lands  
as part paym en t. E. T. W hite, M gr.,
412 K ittson  St., St. Paul, Minn.______ 49

A com bined grocery and m eat m arket 
for sa le; a  m on ey-m aker; ea sy  term s.
A ddress B ox  18, A sh ley , M ich.______ 47

F or Sale—O ne R em ington typew riter. 
A lso a  N ation a l Cash R egister  (gold  fin
ish ), w ith  five counters and tick et detail 
strip, one draw er. A ll in p erfect order. 
A ddress Luck B ox  80, L ake O dessa, M ich.
_________________________________________ 4«

Special Sa les—T he o ldest Sale  Con
ductor in th e bu sin ess, bar no one. B est  
of referen ces from  w h olesa lers and re
ta ilers. P erson ally  conduct a ll o f m y  
own sa les. W . N . H arper, P ort H uron, 
M ich. 43

For E xch an ge  F or M erchandise— T w o  
fine developed, rich, black so il Southern  
plan tation s. D escribe stock  fu lly . A d- 
dress Box 686, M arlon, Ind.___________38

S afes  Opened—W . L. Slocum , sa fe  m* 
pert and locksm ith . 62 O ttaw a street. 
Grand Rapids. Mich 1*4

For Sale— W ell estab lished  drug stock > 
in th riftv  tow n tributary to rich farm ing  
com m unity . Stock  and fixtures in ven 
tory $1,400. W ill sell for $1,200. N o  
dead stock . T erm s cash  or its  eq u iva 
lent. A ddress N o. 777. care M ichigan  
Tradesm an.

F or Sale— One 300 accou n t M cC sskey | 
reg ister  cheap. A ddress A. B ., cars 
M ichigan T radesm an. »48 |

H E L P  W A N T E D

W anted— D rug clerk, registered , fa m il
iar w ith  sta tion ery , books, w all paper. 
P erm anent p lace for right party. F. W. 
R ichter, N iles, M ich. 69

W anted—A t once clerk for  general 
store, m u st be capable o f m an agin g  dry  
goods and shoe departm ent. B ox  308, St. 
Charles, M ich. 60

S alesm an w ith  estab lish ed  trade to  car- 
ry fir st-c la ss  lin e o f broom s on com - | 
m ission. Central Broom  Co., Jefferson  
C ity . Mo. _____________________  42 J

W anted— C om petent m an to  handle job- 1 
bing line of dry goods in U pper P en in - j 
su la  on com m ission . L ine is unusually 1 
strong. A ddress N o. 51, care M ichigan  
T radesm an, Grand R apids, Mich._____ 51

Local R ep resen tative  W anted— Splendid  
incom e assured right m an to  act a s our 
rep resen tative a fter  learn ing our bu sin ess  
thoroughly by m ail. Form er experience  
unnecessary. A ll w e require is  hon esty , 
ability , am bition  and w illin gn ess to  learn  
lucrative b u sin ess. N o  so lic itn g  or trav- 
elng. T h is is  an exceptional opportunity  
for m an in your section  to  g e t into big  
paying b u sin ess w ith ou t capita l and b e - 1 
:om e independent for life. W rite a t  once  
for fu ll particulars. A ddress E. R. M ar- 
den. Pres. T he N ation al C o-O perative  
Real E sta te  C om pany, Su ite 371, Marden 
Bldg., W ash ington . D. C._______________3_

W anted—Clerk for general store. Must 
oe sober and ind ustrious and h ave  som< 
previous experience. R eferences required 
Xddres« S t nr», r a r e  T  r» ( tw m tn  ?*?

For Sale— R esidence, s tore building and  
stock  of general m erch andise. Good lo 
cation  on tw o railorads and in  cen ter  of 
dairy country, tribu tary to  a  n ew  V an  
Camp condensery. Ill health , reason for  
selling . E nquire of C. L. R obertson , 
A drian, M ichigan, or R yal P . R iggs, Sand
Creek, Mich.____________________ ______ 67

For Sale—D rug store  doin g good b u si
n ess, splendid location ; bargain. H alf 
in terest in grocery and m arket, does  
$30,000 year bu sin ess. R estau ran t and  
lunch room, good stand , cheap. M er
ch an t ta ilorin g  bu sin ess. W ayne A gency,
111 W . M ain St., F t. W ayne, Ind.____66

500 T rad es—F arm s, m erhandise, etc. 
D irect from  ow ners. W h a t h ave  you?  
G raham  B rothers, E ldorado, K ansas.

65
W anted—Stock general m erchandise, 

c lo th in g  or shoes. AJ1 correspondence con 
fidential. O. G. P rice, M acom b, 111. 64

F or S a le—$1,500 stock  groceries and  
hardw are in  Central M ichigan farm in g  
country, produce b u sin ess connected , do
in g  good bu sin ess, se ll a t  invoice. A d- 
dress N o. 63, care T radesm an. 63

Store for  ren t a t B oyne C ity, M ichigan. 
B est location  in  c ity , m od em  sh ow  w in 
dow s and interior, w ith  steam  heat. 
C loth ing or dry goods preferred. W rite  
W . H. Selkirk, B oyne C ity, M ich. 62

To Merchants Everywhere
Get in line for a rousing Jan. or Feb. Special 

Sale. Our wonderfully effective m ethods will 
crow d your store with satisfied customers. 
Our legitim ate personally conducted sales  
leave no bad after  effect, and turn your sur
plus goods into ready cash. W rite us today.

COMSTOCK-GRIS1ER SALES CO.
907 Ohio Build ing Toledo, Ohio

T he W estern  S a les Co. la now  booking  
con tracts for  n ex t year. L et u s sa v e  you  
a  date  for Janu ary or February c lear
an ce  sa le . Our m en are th e  pick o f th e  
profession  and a lw a y s in  dem and. Can 
do w orld o f good for you and your b u si
n ess. W rite  u s  now , 99 Randolph St.,
C hicago.____________________________  61__

B u y  a  farm  in  Central M innesota, 
prices w ill surprise  you, good soil, w ater, 
m arkets .roads, sch ools, churches, n e ig h 
bors an a  n o t lea st, ‘‘A lw ays a  good tit le .” 
W rite C. D . B aker, F ergu s F alls, M inne
sota , for lists of 100 farms. 59

IM P O R T A N T
I can positively close out or reduce your 

stock  o f m erchandise at a profit. 1 can posi
tively prove by those who have used my meth
ods that a failure is entirely out o f the ques
tion. I positively have the best, the cheapest 
and m ost satisfactory sales plan o f any sales
man in the business. LET ME PROVE T.

G. B. JOHNS, Auctioaier and Sale Specialist 
1341 Warren Ave. W est D etroit, Mich

If you w an t a  half in terest in a  good  
live  hardw are b u sin ess th a t w ill pay all 
exp en ses, including proprietors' sa laries  
and double your m oney in tw o  years, 
address B argain , care T radesm an. 45

For Sale—O ld-estab lished sh oe stock , 
finest location  in M ich igan’s  b est tow n  
of 30,000. V aluable lease  and abso lu tely  
clean stock . W ill invo ice  about $12,000 
easily , reduced to  $8,000. T h is is  a  cash  
proposition th a t w ill stan d  th e  m ost 
carefu l in vestiga tion . O wner obliged to  
m ake change of clim ate. A ddress No. 
37, care M ichigan  T rad esm an. 37

For Sale—A  doctor’s  practice and good  
office equipm ent in a  th rifty  tow n of 
1,000 population , surrounded w ith  a  good  
farm in g com m u nity  in Central M ichigan. 
A ddress Mrs. C. E . G oodwin, St. Louis, 
Mich._____________________ 33

Cash for your b u sin ess or real esta te . 
I bring buyer and seller  togeth er. N o  
m atter w here located  if you w an t to buy, 
sell or exch ange any  kind of bu sin ess or 
property an yw h ere  a t  an y  price, address  
Frank P. C leveland, R eal E sta te  E xpert, 
1261 A dam s E xp ress B uild ing, C hicago, 
Illinois. _____________________________ 984

For Stale or E xch an ge— F or real e s 
tate, fir st-c la ss  stock  of general m er
chand ise in u p -to -d a te  tow n. A ddress 
No. 988, care T radesm an.____________988

For Sale— H alf Interest in an e sta b 
lished sh oe store in best c ity  in the  
N orthw est. M onthly payroll over $1,000,- 
000. P arty  p u rchasing to  tak e  th e en 
tire m an agem en t o f bu sin ess. About
$6,500 required. A ddress No. 975, care  
T radesm an. 975

For Sale—Stock of general merchandise 
In one of the best towns in Michigan, in
voices $8000. Can reduce stock to sa lt 
purchaser. Reason for selling, poor 
health and my son leaving. One com 
petitor. Address Box H, care Trades
man. M4

SITU A TIO N S W A N T E D
P osition  W anted— T en y ears’ experi

ence in clo th in g  and fu rn ish ings, four 
years a s buyer and m anager. A ge 30. 
R eferences. B ox 111. R eading, Mich.

74

S ituation  W anted  —  F irst-c la ss  all 
around baker, bread or cakes. Sober. 
Earl Johnston , C ross Fork, Pa. 70

îYTant ads. continued on next page.

j Simple 
Account File

Simplest and 
Most Economical 
Method of Reaping 
Petit Accounts

File and ifio o  printed blank
* bill heads.......................... fa 75
» File and 1,000 specially
► printed bill heads..........  3 00
| Printed blank bill beads,
► per thousand................... 1 25
► Specially printed bill beads,
y per thousand.................... 1 So

\ Tradesman Company,

■  Qraad fepMs. a
^ A. AAA A AA A A Aa X

Here Is a 
Pointer

Your advertisement, 

if placed on this page, 

would be seen and read 

by eight thousand of 

the most progressive 

merchants in Michigan, 

Ohio and Indiana We 

have testimonial let

ters from thousands of 

p e o p l e  who nave  

bought, sold or ex

changed properties as 

the direct result of ad

vertising in this paper.



48 M I C H I G A N  T R A D E S M A N December 14, 1910.

N EW  YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, Dec. 12—Coffee con

tinues active, but the inclination to 
mutiny among Brazilian troops is a 
cause of some uneasiness. The sales 
during the forenoon of Saturday 
amounted t® 93,000 bags. A t the close 
Rio No. 7 is quoted at 13‘/2C. I h e  
spot m arket maintains its strength 
and the demand has been satisfactory.

Sugar moves along in the usual 
m idwinter fashion. The streets are 
badly blocked with snow and con
siderable delay has occurred in con
sequence. Q uotations are practically 
unchanged.

Tea is som ewhat neglected as 
everybody is paying more attention 
to holiday goods. P roprietory packet 
teas seem to make good Christm as 
"fillings" for boxes and much is used 
for this purpose.

Rice is about unchanged. The 
sales are individually small, but 
there is some movem ent all the time 
and quotations are firmly maintained 
on the basis of the last report.

Spices are quiet and unchanged in 
any respect.

Molasses has had a fair call and 
sellers seem to be quite content with 
the situation. Prices are unchanged. 
Syrups are moving slowly in a small 
way.

N othing new in canned goods. 
There is a "waiting" about this time 
every year and m atters will lag un
til the new year is ushered in. No 
changes w orthy of note can be chron
icled. Considerable interest is being 
shown in the approaching Canners 
Convention.

B utter is firm. Deliveries are 
delayed and prices may show some 
advance. As yet, however, they are 
about unchanged from last report.

Eggs are firm and higher, with 
every prospect of further elevation. 
Best W estern  are close to 44c.

Cheese is unchanged. Stocks are 
not large, but there seems enough to 
m eet requirem ents.

T H E  DEADLY H A TPIN.
We hear much about the dangers 

in undesirable im migration, especial
ly of the class tha t is prone to  pull 
a stilletto  to avenge the slightest 
grievance, and yet there is far more 
danger from the fashionably attired 
woman in the crowded street car than 
from many foreigners.

The concealed knife is only used 
under the impulse of a real or a 
fancied wrong. The terrible hatpin 
gets in its work upon any innocent 
fellow passenger who may chance to 
be within range of the shake or nod 
of the feminine head. An unexpected 
move may at any time put in jeop
ardy the sight of some innocent par
ty. If the car gives an extra jolt, 
the mischief is liable to be done.

No man enjoys chasing a run-away 
hat. I t hurts his dignity. Y et ban
ishm ent to the hospital for weeks 
with perhaps a perm anent blemish is 
not very much more reassuring to 
the dignity of the average m ortal 
than to his appreciation of justice. 
He wrould be censured at least for

carrying a loaded gun into the car or 
upon the crowded thoroughfare; 
surely the suffragettes have a t least 
the advantage a t this point!

But so long as the immense hats 
are worn, so long m ust be used a 
means sufficient to secure them  in 
place, say the devotees to fashion. W e 
gain relief only from  the fact tha t the 
pow ers th a t be, in fashion circles are 
said to have decreed tha t the freak 
hat, with the hobble skirt, m ust go. 
W ith its re turn  to  m oderate dimen
sions let us hope tha t the fair face 
will be content to  be decked with 
bear claws or some less savage orna
ment.

Meantime, dealers have it partly  in 
their hands to effect a reform ation. 
Goods not kept in stock can not be 
purchased. By concerted movem ent 
against the dangerous ornam ent its 
popularity m ust eventually wane. The 
habit is more thoughtless than vi
cious in its origin.

Fable of the Woodpecker and the 
Duck.

A woodpeekcr, looking down from 
his high perch on a willow, rem ark
ed to a duck, who was preening his 
feathers and waddling in and out of 
the reeds:

"I say, w hat a dull-looking, unat
tractive little person you are—and so 
conceited!”

“N ot conceited, merely contented,” 
replied the duck.

“How can tha t be,” asked the 
woodpecker, “when you have neither 
size nor plum age to commend you? 
Now, look over there at those hand
some ducks with the green bodies 
and red heads—those are w hat I call 
beautiful birds!”

“T hat proves,” replied the duck, 
“tha t the only brilliant thing about 
you is your top-knot, and th a t’s on 
the outside. If you didn’t spend most 
of your time in knocking you might 
have acquired sufficient discernm ent 
to know that those ducks, which you 
so greatly  admire, are decoys—mere 
wooden things painted red and green 
and staked out there to catch suckers 
like you.”

Moral—T here’s many a clothier’ 
dummy w earing a dress suit and a 
forty-four chest.—Judge’s L ibrary

T he advantage of buying cheaper 
is not tha t it enables you to  sell at 
a lower price, but tha t it enables you 
to make a better profit.

Good intentions are always hot 
stuff: tha t is why they are used for 
paving m aterial in a certain locality

T he man who considers himself 
one in a thousand naturally regards 
the o ther 999 as mere ciphers.

BUSINESS CHANCES
A ctive partner w anted  to  rebuild p lant 

w ith  16 years estab lished  w holesa le  trade  
in hardwood trim  and m ouldings in N ew  
York c ity ; b u sin ess 1909 w a s  $75,000.00 
Pow er, yards, w areroom s, sheds, etc. 
tact. $20,000.00 in stock  and real estate, 
L ocated in good h ea lth y  tow n in m oun  
ta in s of W est V irgin ia; good schools, fine 
w ater and w ell located  for supply of 
hardwoods. A verage n et earn ings for 12 
su ccessiv e  years, 20 per cent, on in vest 
m ent; opportunities better  now  than ever  
for large trade. Frank N . M ann, Alder' 
son, W . Va. 79

F irs t-c la ss  m achine forem an for parlor 
and library table factory; perm anent po  
s ition  to  r igh t m an; s ta te  age  and e x 
perience, a lso  sa lary  expected . C. H  
H aberkorn & Co., D etroit, M ich. 78

Michigan 
Ohio and 
Indiana 
Merchants

have m oney to pay for what 
they want.
T hey have customers w ith 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 w illing to spend 
it.
If you want it, put your adver
tisem ent 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 w e can introduce you to 
our people, then it is up to 
you.
W e 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



An Entertaining Book on 
Business Building---Not 
a Catalogue.

John Ashley
The story of a merchant who wanted to 
do business on a cash basis— and the rea
sons why he didn’t.

Free to merchants and their clerks.

The McCaskey Register Co.
ALLIANCE, OHIO

Manufacturers of The McCaskey Gravity Account 

Register S>stem

Detroit Office—1014 Chamber of Commerce Bldg.

Grand Rapids Office-2 5 6  Sheldon St. Citz. Phone 9645

It’s a Good Time, 
About Now—

p y o K S f

tor tise grocer woo aas. sec 
t a k e n  ■ * W b i t e  H o u s e  C q&f e e  
seriously— to  awaken to sue 
F A C T  that, solely on account 
o f its splendid reha belli? 
high character it is a house
hold word A L L  O V E R  T H E
U N IT E D  S' C 3 .

?O F F E f
^ E L L - W R I G ^
^ S tOw-c h iC A ^

A cotree that can attain 
IT S present popnianty on the 
strength of its own merit 
M UST be a migfity good 
coffee for A NY grocer to 
handle. «

Distributed at W holesale by

SYMONS BROS. & CO,
SAGINAW

Here’s  The Proof
K ello^ s “Square Deal" Policy Protects Both

GROCER CONSUMERPrice Protected- , H
Trade Profits II
Assured

No “Free Deals” 
to induce 
Price-Cutting

No “Quantity 
Price” to favor 
big buyers

Nothing to 
encourage over
buying goods

No Coupon 
or Premium 
Schemes

fendfe

Best advertised 
and most popular 
American Cereal

mii/biiiil?] i'i.i itti ImlflinnlHilmlftJ

*NO SQUARE DEAL POLICY
Some time ago I assisted in adjusting a fire loss for a grocer. Among the stuff set aside for adjustment of loss sustained 
was a lot of breakfast food supposed to be damaged by smoke. I opened several packages and found them not damaged 
by smoke— but decidedly stale, and refused to make any allowance whatever on these. W e also found a tor of packages 
containing a biscuit— popular and well known. Upon examination I found these decidedly rancid and unfii for rood. 1 
learned later that all these goods had been bought in large quantities in order to get the price, and. as is often the case, 
the quantity could not be disposed o f while fresh and saleable. Age does not improve anything edible. There is a imit 
even to ageing Limburger and Rocheford cheese—where loud smell gives some class in (he nostril of the epicure „bat I have 
yet to find the first cereal or package foods, or foods sold in any form, that improve by age, and the sooner manufacturers 
of food-stuff* change their system of quantity price and follow the “Square Deal”  policy of a Battle Caeek cereal the better 
for themselves, the reputation of their product, and the better for the grocer. I just want to add here that among the Cereals 
put out as damaged by smoke, none of which had the least trace of smoke, were “Kelloggs Toasted Cam 
Flakes,” (and three other brands*) and others, not one of them crisp and fresh but Kellogg s Toasted Com 
Flakes. W hy? Kellogg’s was the only cereal there not bought in quantity. Single case purchases kept it 
on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, considering quality, capital or 
warehouse room, the square deal policy is the best and only policy for the Grocer

*  Names furnished on application.

*  REPRINT FROM “UP-TO-DATE”
Edited by J. W. Rittenhouse, official organizer of the Retail 
Merchant’s Association of Pennsylvania, is, according to its 
official title “Published in the Interest of the Retail Mer
chants of Pennsylvania for the propose of Promoting Or
ganization and Maintaining in Pennsylvania the largest 
Body of Organized Merchants in the United States.”
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A R G O
© Starch©

TTHE grocer really 
doesn’t w a n t  

to sell bulk starch.
He realizes the trouble 

and loss in handling it— 
scooping and weighing and 
putting it in a paper bag, 
to say nothing of the little 
brbken pieces which settle

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

But what is there to take its place?

Argo—the perfect starch for all laundry uses—hot or cold starching—in the big clean package 
to be sold for a nickel. That’s the answer.

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

CORN PRODUCTS REFINING COMPANY
NEW YORK

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-r-
and want to pay just what it is worth and no more

—Ask Us for Prices

/ ^ l  1  I  •  1  O  C  Tradesman BuildingGrand Rapids Safe Co. Grand Rapids, Mich.


