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’T is m idnight’s holy  hour—and silence now

Is brooding like a gentle spirit o ’er
T he still and pulseless w orld. Hark! on the w inds
T h e bell’s deep tones are sw elling; ’tis the knell
Of the departed year. N o  funeral train
Is sw eeping past; yet, on the stream and w ood ,
W ith m elancholy light the moonbeam s rest 
Like a pale, spotless shroud; the air is stirred 

A s by a m ourner’s sigh; and on yon  cloud,
That floats so  still and placidly through heaven.
T he spirits of the seasons seem  to  stand—
Y oung Spring, bright Summer, A utum n’s solem n form  

And W inter w ith  his aged lo c k s—and breathe 

In mournful cadences that com e abroad 
Like the far windharp’s wild and touching wail,
A m elancholy dirge o ’er the dead year.
G one from the earth forever. ’T is a time 

For m em ory and for tears. W ithin the deep,
Still chambers of the heart a specter dim,
W hose tunes are like the wizard voice o f T im e  
Heard from the tom b o f ages, points its cold  

And solem n finger to  the beautiful 
And holy visions that have passed aw ay,
And left no shadow  of their loveliness 

On the dead w aste o f life. T h e year 
Has gone, and w ith  it m any a glorious throng  

Of happy dreams. Its mark is on each brow,
Its shadow  in each heart. In its sw ift course 

It w aved its scepter o ’er the beautiful,
And they are not. It laid its pallid hand 

Upon the strong man, and the haughty form  

Is fallen, and the flashing eye  is dim.

It trod the hall of revelry w here thronged  

T he bright and joyous, and the tearful wail 
Of stricken ones is heard, w here erst the song  

. And reckless shout resounded. It passed o ’er 
T h e battle plain w here sword and spear and shield 

Flash’d in the light of midday, and the strength  

Of serried hosts is shiver'd, and the grass,
Green from the soil of carnage, w aves above 
T h e crush’d and mouldering skeleton. It came 

And faded like a wreath of mist at eve,
Y et ere it melted in the v iew less air
It heralded its m illions to  their home
In the dim land of dreams. R em orseless T im e -
Fierce spirit of the glass and scy th e—w hat pow er
Can stay him in his silent course, or melt
His iron heart to  pity? On, still on
He presses, and forever. T he proud bird,
T h e condor of the Andes, that can soar 
T hrough heaven’s unfathomable depths, or brave 

T h e fury of the northern hurricane,
And bathe his plumage in the thunder’s hom e, 
Furls his broad w ings at nightfall, and sinks dow n  

T o  rest upon his mountain crag—but T im e  
K now s not the w eight of w eariness,
And night’s deep darkness has no chain to bind

His rushing pinion..............................................
T im e, the tomb-builder, holds his fierce career, 

Dark, stern all pitiless, and pauses not 

Amid the m ighty w recks that strew  his path 

T o  sit and muse, like other conquerors,
Upon the fearful ruin he has wrought!

George D. Prentice.



Our Brands of Vinegar
Have Been Continuously on tbe Market 

For Over Forty Years
Is this not conclusive evidence of the consumers stamp­

ing their approval on our brands of Q U A LITY ?
Mr. Grocer:—The pickling season now being past the 

good housewife is still continuing to look for the same good 
vinegar which has the most excellent aroma for her salad 
dressing and table delicacies, and she knows the following 
brands have the elements that she craves for:

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

“ STATE SEAL”  Brand Sugar Vinegar 
Our Brands of Vinegar are profit winners. Ask your jobbers.

Oakland Vinegar & Pickle Co. Saginaw, Mich.

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 s>stem and 
balk all attempts of competitors to in­
timidate merchants who prefer our sys-» 
tern 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 basic in law.
OUR GUARANTEE OF PROTECTION 

IS BACKED BY THE COURTS
Every American Account Register and 

System is sold unuer 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 d ism 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 
m erchant who uses the American, so many points of superiority that its sale 
is increasing by leaos 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 im portant development in the method of Putting 
Credit Business on a Cash Basis. W rite for full particulars and descriptive m atter 
to our nearest office.

THE AMERICAN CASE & REGISTER CO.
Detroit Office, 147 Jefferson Avenue, J. A. Plank, (1. A.
Des Moines Office, 421 Locnst Street, Weir Bros., Q. A. SALEM, OHIO

A Reliable Name
And the Yeast 
Is the Same

F leisch m an n ’s

Our N ew
Gold-Finish, Glass-End Scale

ECOMPVTtUC BMiiCCO.

i r » ’

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 
W hat was the result?

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

W e use springs because th ey  never wear ou t. 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.]

N ineteen years of practical experience proves to us and our cus­
tom ers 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. I t is the o n ly  mechan­
ism which never w ears ou t.

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

Local district sales offices in all large cities.

Moneyweight Scale Co.
58 State Street, Masonic Temple

Chicago
Grand Rapids Office, 74 So. Ionia St.

I*«*

Snow Boy keeps movi ng ou t - Prof i ts keep còming i n
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YOUR LEAD.
How stands the record of the dying 

year?
Has Fortune smiled? H as Fate 

been kind? Do you
Review the passing sight w ithout a 

tear,
As one looks backward on a pleas­

ant view?

T o-m orrow ’s unborn hopes lie here 
before;

W hy bring the fragrance of the 
grass-grow n way

To bear upon tha t which may lie in 
store

For you who seek the path to yes­
terday?

This game is done. But soon the 
cards await

A nother tria l; and when this does 
begin,

Forget the sadness of the loser's 
fate—

Resolved tha t now the hand we 
hold will win.

Cold Destiny loves not the craven 
heart

Of him whose cards lie scattered on 
the floor.

W ho dares to shuffle, deal and freshly 
s ta rt

W ill win her smile. And who 
would ask for more?

—Chicago Apparel Gazette.

T H E  PASSING OF T H E  YEAR.
As the bells ring  out the Old Y ear 

the words of Lucy Larcom  come to 
mind: “Beautiful is the year in its 
coming and in its going—m ost beau­
tiful and blessed, because it is always 
the Y ear of our Lord.”

There is an irresistible impulse to 
look back. And it is well tha t it 
comes, if we are in a thoughtful 
mood. T here are lessons in the 
glance. O ur rew ard should be new 
inspirations ra ther than a saline 
petrifaction. Renewed inspiration 
comes with lessons learned from  past 
errors. L et us look back in the spirit 
of R ossetti:

conscious of w hat he is, and he will T H E  CLOSING YEAR
soon learn to  be w hat he should be.” T o  its readers and patrons tr-rf -.r-rh Ínteres*
Set resolutions am ount to  very little. one the Tradesm an wishes a H thr-
since they are soon forgotten : but the New Year and many return-
clear analyses of conditions and char­ day. The old year has been p gru
acter have a more perm anent place in 
the mind.

good to  m ost of us. Iz has, >f 
had its dark days and its sho

“Die to the old, live to  the new, 
Grow strong  w ith each to-m orrow .” 
T hus speaks Goethe, and the 

thought is one of inspiration. New

days, but fo r m ost of us Eh ere 
been enough of sunshine to mafc 
average high fo r the year And 

¡those who , think them selves
hopes, new joys, new enthusiasm , harshly treated  by the old year
and prom ises of g reater things in adm it th a t it m ight have been ■*rone. Jandl -mo
the future are am ong the blessings As a business proposition ch-

“Looking back along life’s trodden 
way,

Gleams and greenness linger on the 
track;

Distance melts, and mellows all to­
day,

Looking back.
Rose and purple a rd  a silvery gray;
Is tha t cloud the cloud we called 30 

black?
Evening harm onizes all to-day, 
Looking back.
Foolish feet, so prone to halt or stray; 
Foolish heart, so restive on the rack! 
Y esterday we sighed, but not to-day, 
Looking back."

This is the time when we should 
pause long enough to  get acquainted 
with ourselves; weigh our follies; and 
profit by your talents. “M an becomes 
g reater,” says Schelling, “in propor­
tion as he learns to know him self and 
his faculty. Let him once become

swered is an inc 
ter. Do you kn 
selling and use
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of the New Year.

TAK E STOCK OF YOURSELF  
In these inventory days how many 

men take an inventory of them selves? 
V ery few it is to be feared. The 
first item in a personal inventory is 
industry. H ave you taken advantage 
of all the possibilities open to  you by 
being industrious? It is easy to  be 
industrious if there is a goal in view 
There is not an idle m om ent for the 
man who has some object to  attain. 
Ask yourself if you are such a man. 
Optim ism is a personal quality that 
changes the atm osphere of those with 
whom it comes in contact. I t will 
tause a grouch to  take a less gloomy 
view of affairs. Can you put optim ­
ism on the credit side of your in­
ventory? Courtesy, true, manly 
courtesy th a t trea ts  every one, be 
they high or low, with kindliness and 
dignity, th a t makes a person fee! 
com fortable. Fullsom e, fawning adu­
lation, which often passes for court­
esy am ong people of small m inds, is 
a thing to  be avoided. H ow  do you 
stand in the inventory? On which 
side shall courtesy be put, credit or 
debit? Do you always keep your 
tem per or do you allow it to  get the 
better of you? Do you talk too much 
or too little? Do you gossip, ex­
aggerate o r bluff? All these are im­
portan t items in a personal inventory, 
and the way in which they are an-

year has been fairly satis 
has not been a boom er m 
er. I t  has been simply 
which is m eant steady a 
and there are no signs ! 
have any comebacks by re 
due expansion based on 
optimism. Conditions hav 
such as to  encourage me: 
them selves too  much or

'H E S E 3 3 1 0 I

Th< kept within
3peilines. T hey  have ptc 

I grandly, perhaps, but well.
T he old year will have been in 

I if it has not made trs wiser. : 
have not learned som e things and 

I gotten  some. A b e tte r hour car 
be spent as the old year draw 

j a close than in “taking stock“ of 
I selves, o f the m istakes we have n 
I of our successes, of the hopes 
| have been realized, of the hope; 
| have been in vain. An hour to r 
iration, an hour for planning :b 

1 tare—it will be a profitable how

BUSINESS IS A GREAT GAME  
Among the m ost sturdy and force­

ful of England’s Am 
I f  G Self ridge ty 
London. Mr. Selfrrd 
on strafes merchand 
at his big store in ft 
now and then hand! 
ject theoretically in the provinces. 
H e has recently  been speaking to
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BIG BILL’S SH O E BUSINESS.

Without System He Did Not Suc­
ceed; With It He Did.

The incessant chatter, chatter, 
chatter of all the m others of Shelby - 
ville, gathered in the tow n’s opera 
house, ceased suddenly as if a lid had 
been fastened down and then had 
been bottled up. The five judges sol­
emnly filed in from the wings to their 
seats in the center of the stage. The 
lion . Clayton Norvell cleared his 
throat, advanced to the flag draped 
table and announced in stentorian 
tones:

“The winner of the first prize in 
this baby show is W illiam Axtell l'il- 
kins.”

Then as the buzz and chatter spon 
taneously issued from the parents 
who had been eagerly aw aiting the 
verdict, many of whom now showed 
signs of keen disappointment, the 
Hon. Clayton Norvell stretched forth 
his hand, palm downward and im ­
pressively demanded quiet and order. 
Then he continued: “The judges were 
unable to decide upon the w inner of 
the second prize and thought that as 
these youngsters seemed equallj 
sweet and lovable, the best plan 
would be to vote them all eligible 
to the second prize.

“Little W illiam or ra ther ‘Big Bill’ 
was selected as first prize w inner be­
cause he is larger for his age and is 
possessed of a rem arkably good na- 
ure. If he continues life as he has 
started I would like to predict that 
he will find this world a pleasant 
place, and tha t he will be able to 
wade through all difficulties by his 
sheer bigness alone.” Then amid the 
envious glances of the less fortunate 
women, the proud m other carried 
W illiam Axtell gurgling and cooing 
from the scene of his first conquest.

W hen old enough the name W il­
liam Axtell Filkins was set down in 
the public school records. Serious 
faced teachers, gliding noiselessly 
through the room often broke the 
quiet with a sharp “W illiam,” at some 
antic of the roly poly lad, but as he 
turned his innocent, smiling face fear­
lessly toward them it instantly 
quelched the admonition he was 
about to receive.

Among his playm ates W illiam was 
prom tplv nicknamed “Big Bill” and 
in spite of all protests on the part of 
himself and his parents it continued 
to be the only applicable term  to the 
minds of quick-witted and practical 
children.

As he grew older “Big Bill” seem 
ed more and more appropriate as a 
name. Quite naturally he was “cen­
te r” on the school football team, and 
the “fat m an” in the side show of the 
annual school circus. A fter he left 
school, and w ent to work in the 
tow n’s only exclusive shoe store, cus­
tom ers asked for “Big Bill” or pa­
tiently waited until the broad should­
ered young man who fairly oozed 
m errim ent, found time to powerfully 
grip their hand, and fill their ears 
with his hearty  laugh, as he passed 
some w itty  comment, instantly' set­
ting them  at ease.

W hen “W illiam Filkins, the Foot 
Form  Store.” appeared above the 
door in letters of gold, and William

proudly inspected the new sign, he 
felt that at last the nickname which 
had clung for so many years would 
drop from him. But he was m istak­
en. People looked at it, wondering- 
ly, then smiled and rem embered that 
“Big Bill” was now in business for 
himself.

The prediction of the Hon. Clay­
ton Norvell proved to be correct. 
“Big Bill,” easy going and without 
an enemy in the world, had continued 
to cover the feet of alm ost everyone 
ii: Shelby ville, ‘for more than ten 
years. Everyone knew him, everyone 
liked the jolly, double-chinned, care­
free boy-man who tow ered above and 
on both sides of them, a veritable 
three hundred pound bulk, radiating 
good fellowship to all with whom he 
came in contact.

Good naturedly he gave a con­
tract to the editor of the Shelby- 
ville Bugle to run a quarter of a page 
in each issue. “D on’t think it will do 
me any good, Brown,” he said. “But 
I guess we ought to support the Bu­
gle if we live here.”

“I will just leave it to  you,” he 
drawled, “to say w hatever you think 
best. I t  does beat all how you fel­
lows can throw  words together and 
make them read pretty .”

Traveling salesmen found it easy 
to sell “Big Bill.” In all the ten 
years, since the sign w ent up, he had 
never learned how nor had the heart 
to turn down a salesman. One young, 
thin, white faced chap, fresh from the 
stock rooms, and down-hearted after 
a fruitless first week’s trip, owes his 
present success as a star salesman to 
“Big Bill.” Ready to send in his 
trunks and accept the first thing of­
fered, he decided to make just one 
more tow n—Shelbyville. Like every­
one else he felt better the min­
ute he met “Big Bill.” I t gave him 
the courage to make the plea of his 
life and he felt like hugging the big 
man when he said: “W ell, son, I have 
a store full of shoes, but maybe I 
could sell a few of these H i-Cuts.” 

And “Big Bill’s” store was filled 
with shoes. The shelves were sag­
ging with them. The center of the 
store was decorated with wooden 
cases piled high upon each other, 
some of them  never having been 
opened. “Big Bill” had a good trade, 
so good and so loyal tha t three other 
stores at three different times had 
failed to gain a foothold in Shelby­
ville. But during the ten years’ 
business he had made only a fair liv­
ing. O ther m erchants in other lines 
had grown rich. They owned their 
buildings, city lots, farm s and live 
stock.

“W illiam,” said his wife one eve­
ning, she always called him that, “ I 
see tha t H arris is to sell his h a rd ­
ware store to that young Smith. The 
Bugle says H a r r s  will retire from 
business.”

“Yes, so I heard,” he replied ra th ­
er thoughtfully. “And he’s made it 
all in less than five years, too.”

“Do you know, M artha,” he co n ­
tinued, “I sometimes think I am a 
complete failure. H ere I have been 
selling shoes for nearly eleven years, 
and not getting enough out of it to 
afford a vacation once a year.”

“There is no one realizes it any 
more than I do,” she said softly, and 
then w ith some asperity, “but it is 
just because you are too easy going. 
You let folks run over you too often.
If you would stand up for your rights 
we would own this house instead of 
forever paying rent. W hy!” she said 
with decision, “we are the ones who 
ought to be retiring .”

Then, taking advantage of her op­
portunity, she continued, “W illiam, if 
you had a little m ore system  in your 
business, if you would not try  to be 
such a good fellow we would get 
along faster. If men who are no 
sm arter than you can get rich at the 
same thing you are doing, the rea 
son m ust be a different way of doing 
things. D on’t you think tha t perhaps 
in your easy going way you have 
not kept strictly  up-to-date m  your 
m ethods—is there not new devices, 
new plans, new ideas, tha t you have 
not got? And if there is, why do you 
not s ta rt next m onth; it is the first 
of the year, and begin all over?” 

“W hy not begin all over?” I t  kept 
ringing in his ears all through the 
m onth of December. I t  came to  him 
even m ore forcibly in January  until 
finally he said to himself, “W hy not?” 
and followed it with, “I will.”

“Big Bill” took an invoice, the first 
he had ever taken. H e worked a week 
on the figures, sorting  them, arrang­
ing them in columns, classifying them 
in little groups and juggling the to ­
tals. “They told him an interesting 
story,” he inform ed his wife. “The 
story of poor buying, lack of sys­
tem and the reason W illiam A xtell 
Filkins was poor instead of rich.

"I ha\ e found tha t I have been 
carrying about twice as much stock 
as I needed,” he sa id ,, “and tha t i  
have enough old goods and odd sizes 
to keep my store full of bargain 
hunters all winter. And M artha,” he 
said confidentially, “I have sent for a 
stock record system  tha t I saw ad­
vertised, and if it proves to  be as 
good as it claims to be, I am going 
to put it in operation as soon as this 
sale is over.”

“Big Bill’s” clearance sale was an 
event in Shelbyville’s business his­
tory. He made prices on shoes he 
wanted to dispose of tha t caused reg­
ular custom ers to buy three or four 
pairs for every m em ber of the fam­
ily. Then he drew a circle ten miles 
beyond the lim its of w hat he had con­
sidered his legitim ate territo ry , and 
flooded it w ith advertising m atter 
which brought hundreds of new 
buyers. The rem ains left after these 
two campaigns were taken to an 
empty store building and sold at auc­
tion.

“Big Bill’s stock was clean. He 
was ready to begin all over. H e had 
the money now to make the im­
provem ents, needed years ago. Car­
penters, painters and cabinetm akers 
came in their usual order. A m od­
ern boot shop replaced the old-fash­
ioned store.

One evening “Big Bill” was late 
for supper. “The new stock system 
came in on the 6:30,” he explained 
laconically. “Thought I would bring 
it home and we could look it over 
together.”

W hen the table was cleared he 
opened the fiberboard shipping case 
and drew forth  a black cabinet, inside 
of which was a num ber of small 
packages. These were unwrapped 
and proved to be small printed tick­
ets, ruled cards, guides, steel wire 
slips and a book of instructions. The 
la tter he read carefully.

“W hy, this seems to  be ju s t the 
thing I w ant,” he said, looking up at 
his wife, who was nestling on the 
wide arm of his M orris chair.

“This cabinet,” he explained, “holds 
these ruled cards, each one of which 
is to be the record of a certain lo t or 
style of shoe. You see,” he said, 
taking his fountain pen from  his 
pocket, “the upper lines are to be fill­
ed in w ith the descriptions of the 
shoe, and these little squares are for 
the different sizes and w idths.”

“A straight line in a square, like 
this,” he continued, “means the pair 
has been bought. Then when it comes 
in this cross means it is in stock. 
Now when we sell it, we draw a cir­
cle around the cross.”

“T h a t’s simple enough for me to 
see through,” said M artha with in te r­
est. “W hat are the tickets for?” 

“W ell, the tickets are the sales rec­
ord,” he explained. “One of them is 
to be fastened on each carton, and 
when we sell a pair we are to remove 
the ticket and turn it in at the desk. 
Then when we get time we check up 
the stock cards in the cabinet. Seems 
simple, does it not? W hat do you 
think about it?” he questioned.

“Oh, I don’t know anything about 
it, W illiam ,” she replied, “but if it is 
going to be a help to  you, of course 
it is a good plan.”

“You never can tell about these 
things until you try  them ,” he said, 
at length, “but I can not see any­
thing wrong, so I guess we will keep 
it.”

The next few m onths saw many 
changes at the store. T rade was on 
the increase. The old tim ers were 
just as loyal and many new custom ers 
from the outlying territo ry  came in 
w ith the hopes of getting  more bar­
gains. In  every part the business was 
running like a well oiled machine. At 
the end of the year they bought their 
own home.

“The best part of it all,” said “Big 
Bill” to  his wife, who was now more 
than ever his business partner, “the 
stock is sm aller and cleaner than 
ever. T ha t stock system certainly is 
a success.

“You see,” he said, grow ing enthu­
siastic, “we have a record of every 
transaction, and a perpetual inven­
tory. I can look over the stock cards 
and see w hat is happening all the 
time. I t  tells me which lines are 
profit makers, it shows me w hat to 
buy. Seems to me tha t the fellow 
who got it up m ust have had, at some 
time, the same trouble tha t I had.” 

W ith the new order of things “Big 
Bill” did not buy every thing offered. 
He treated  the traveling men ju s t as 
courteously as ever, and they found 
it a pleasure in calling upon him, even 
although they did not sell him. “Big 
Bill” seemed to be able in his big 
hearted way to  im part a certain
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am ount of goodfellowship which put 
them  in good hum or and kept them  
so for several days.

A young chap evidently new on the 
road called on “Big Bill” near the 
end of his first successful year. In  a 
way he rem inded the big m erchant 
of o ther young fellows to whom he I 
used to give orders because he felt | 
sorry for them.

“No, son,” he said, kindly, “I am 
sorry I can not give you an order. 
You see it is this way w ith me. 1 
have a system by which I concen­
trate my business to three firms and 
buy every week ju s t the sizes I sold 
the week before. You have a ‘crack­
ing’ good line of stuff but it would 
not pay me to be changing all the 
time and you would not w ant me to 
throw  your line out if I had it in 
place of the o ther fellow’s. You will 
find lots of demand for your shoes. 
They are all right and I will bet you 
have a good trip .”

I t was only a short while ago that 
the “Bugle” had an item about the 
retirem ent from  active business of 
W illiam  A xtell Filkins. “The new 
firm,” it stated, “would continue at 
the same location under the title of 
the ‘Big Bill’ Shoe S tore.”

M etam orphosis of Sawmill Towns.
Four Michigan cities, it may be 

surmised, are now, m etaphorically 
speaking, gazing sorrowfully and 
wistfully from the^m outh  of a cave 
of gloom. T his state of doldrum s 
has been caused, it may be assumed, 
by the census returns, which show a 
falling off in their respective popula­
tions in the last census decade.

The tow ns referred  to are M enom­
inee, P o rt H uron, M anistee and Ish- 
peming. Tw o of them , M anistee and 
Menominee, have been im portant 
logging centers and white pine m anu­
facturing points. P o rt H uron was 
such in the earlier days of the Michi­
gan lum ber industry, while Ishpem - 
ing is a m ining town, w ith some in­
cidental lum ber business. W hat is 
the m atter w ith P o rt H uron tha t it 
has lost population in the last ten 
years we are not prepared to  say, but 
probably it is due to a decline of the 
wood built shipbuilding industry. But 
that city is backed by a good agri­
cultural district, and is well situated 
for general m anufacturing and ship­
ping by both w ater and rail. I t 
should recover lost ground. As to 
Ishpeming, a shifting of mining in­
terests in the neighborhood may have 
been the cause of loss in the number 
of mining people living in tha t city.

As to M anistee and Menominee, 
the decade covered by the census 
was m arked by the rapid decline of 
their sawmill industry, by reason of 
the tendency tow ard exhaustion of 
the tribu tary  pine tim ber supply. 
T rue, considerable pine is left in 
those districts, yet it is but a small 
fraction of w hat the grow th was fif­
teen to tw enty years ago.

A t M anistee little pine tim ber is 
tribu tary  to the mills, such as are 
left. W hile at both M anistee and 
Menominee production of hemlock 
and hardw oods is considerable, the 
mill industry employs but few men 
compared to the num ber tha t once

provided the logs and rans the mills 
at those points.

store1 with r>right smiling nefp an*t a §rspaf a  safe:»room, until the -txprn-
cheerful looking p rop rie to r will a t j ease m  the B row s .%

Some of the sawmill tow ns like tract m ore custom ers and sell more 1
Saginaw, Bay City, M uskegon and goods to  them  i s  a day than the  o p  j mi retired. A ¿ehneide"
Cheboygan have added industries to ;»osite kind of store, clerks and pro- :
take the place of those tha t pro- prie tor will in a m onth? welcj sb dfrew dbps
duced lum ber; some have adopted W ill you make up your m ind to  be » A rthur 3. W aite
factories for the finer manipulation ; 
of rough lum ber in the m anufacture

iieve tha t Johnson, your com petitor. 1 
is neither a burglar, nor a porch | H um an Macare.

of sash, doors, interior trim  and o ther clim ber nor yet a highwayman and Every d rag
articles, as did Saginaw: o r furniture,t that it is barely possible that he ha -
as did Grand R apids; or furniture,! no m ore m eanness in him than yon | e -frag business, be ie
refrigerators, office equipm ent, pian- have in you, and that, a fte r all, be » j
os, curtain rollers, bowling and bil­
liard furnishings, boats, etc., as did

only try ing  to make a comfortable
living for himself and not to  ran you j n  th a t alone he m ust

M uskegon, so tha t population was out of tow n? ore and recreation. A
retained and increased to  a notable | W ill you make up your mind th a t ! custom er, he it a  cigar
degree. wholesalers are ordinary, good sensed. profitable prescription

In the first stage of the sawmill | good hum ored, well in tenth med rei- ; customer,, aiic he should: be as will-
tow n’s grow th the people residing in j lows who really want your eontin- mg to  wait iiipon one as reads!j as
it are woods w orkers or mill hands. 1ued patronage and can not, therefore.
W hen the lum ber business gets o n ;afford to  deliberately cheat you? and the prescription
the down grade the w orkers le av e ; W ill you, as a m atte r of self in- OB to go to  file store
gradually for other points where they terest, always have a “glad hand”
can get em ploym ent. In the early ready for the hard w orking, pam stak cigar man wrm ts your services, you
period of decline population is apt i ing traveling salesmen who come to
to diminish rapidly. But if the town \ see you—selfish because they can do day the cigar man is going to have
is well situated, and has productive as much fo r you as you for them ?— a friend tha t r
resources, agricultural and other, b e - :D ry Goodsman. w ho is it chi s man :s go m g to  tell
hind it, and above all the right sort 
of capitalized citizenship, the town

tfiat frientfi r.s fbe mmiiifari nqr
E arly  Industries of Grand Rapids. druggist. Th e field for the  druggist

will eventually get its second wind. Written for the Tradesman.
so to  say, and again move forw ard in A ears ago, when the m anufacture UTSt.
enterprise and progress. D oubtless of lum ber was an im portant nidus- "E very  mar
it will be so with M anistee and try in Michigan, the jobbers of prod- rhar „iv.r then s.-rr.rrh
Menominee. Both have already made ttce and provisions in Grand Rapids hronuh a man s mouth
substantial progress in industrial carried on a heavy business with the jo b  reach hi8 heart, usuallv throusrh
lines o ther than the m anufacture of logging camps of the North woods.
lum ber.—N orthw estern Lumberm an. Thousands of hands were em ployed !*br, mwh rhe itmm .-,f -h<*

New Y ear W ill Yous.
in the camps, and the fnmishtnsz >>r 
supplies for man and beast wa- an

[child you wi n its admiran, n And

W ill you be able to  begin the new' im portant business. \  large part of dlirm rsf jem r
year w ith a cheerful and fully devel- the m eats furnished were grown on : overlooked f V. rr *f|T LsFr*i?«n, m
oped smile on your lips determ ined to the farm s in the State and m arketed ait ahrmrfanr im, nnr . ,r nar^ i.-c  f  .r
make that business of yours, tha t job in Grand Rapids. D uring the late rh*» rhtftir^r?
of yours, produce m ore and better fall and early w inter m onths thou- profitable d a m  or trade. In iHras
than ever before? sands of dressed hogs were piled on ■ presentation $ :V>r rhe baov add a  *ev

W ill you s ta rt the new year with the sidewalks, guarded bv private | ex tra  pieces c
a resolution to  abolish your anti- watchm en at night, while the men ; -'O
quated m ethods and to  install those employed in the markets were en- j it because sftf
labor, time and tem per saving de- gaged in cutting up and packing the j ¿cine. Make every child in town
vices and im provem ents th a t go to m eat in barrels preparatory for ship- j know jo b  asr know where your store
make business som ething more than rnent to  the camps. Am ong the job- is. Not lornf since Í had an. ocea-
drudgery? bers who carried on this business • sion to  v isit a child’s tea party  and in

W ill you during the coming year were the McGowan B rother-. A. ¡5. 1 the next ron?n 1 overhearu some lit-
get into touch with your fellow mer- W vkes, Fegler B rothers and H M ! tie fe llow s p laying doctor, one was
chants w ith a view to  mutual self in- H untly. Alt were located on Mon- | telephoning to M cP hersons .drug
terest, tha t kind of touch which will roe street. The rendering vats, lo- i store, an«f na rurally ! listened, and
enable you to  go to  any of them  and eated in the basem ents of the build- Iftis tittle  mes iage was, "*Is the dbcBM
say: “Jim, old man, I am having a 1 mgs occupied, em itted an unpleasant j th e re?“ The o th e r answered., “f  am
lot of trouble try ing  to  collect my odor. ¡th e  doctor.” 3B4Í a fte r beaming U s
money from tha t fellow Perkins. I see A nother early industry was the ; services were rieedSeff lie sairf*.
he is trading with you for cash. Keep m anufacture of pianos. A man nam- ! give her Mi Pherson’s baby pew -
vour eye on him and keep him on a ed Schneider operaed a small shop ! ders." Now gen fiemen, w hat w as that
cash basis.” and made instrum ents complete Lat- i worth to  me ?’ i t  was a b right re-

W ill you quit lending money to er. in 1380, John M cIntyre and R. N. | mark, and o .n rv  f said :t time
■friends” w ho never come back and 
whose trade was w orth som ething to

Goodsell engager, in the business an- : after time, and the child’s mother
der the firm name of the M cIntyre the neighbors told r.

you before you made the fatal e rror & Goodsell Piano C ompany. The up- ; N ot tha t the o*- wders w ere g r» t
of lending to  them ? per floors of the Brown & C lare but tha t the » y  was so  sm art. Make

W ill you learn w hat to say to  Mrs. building, located on Ionia street. I your reme*ti es am i j o  nr st®re a
Tompkins, from out on Sanders road. near the intersection of Fulton street. I household wc nil I have been asfcefi
when she comes in to  ask you if you was fitted up with m achinery and l how do jo b think mi so m any roof
will give her a larger size for a pair the equipm ent necessary to  carry on | things? 1 atisw er. rhar s m y bust-
of shoes tha t she purchased, by mail. the business. W hen the m achinery | ness.—O. P Me Phers.’iu, Gloscer
in Chicago, from Sears-Roebuck & was started  the building vibrated so Miss.
Co.? | greatly that the ow ners forbade the

W ill you rem em ber tha t clerks have operation of the same A few mstrit- T he Recoil
alm ost as m any human characteris- m ents were produced, however, with Mrs. hiew ligus — A&ssumb» j w
tics as you have and tha t they are the assistance obtained from outside |  ought not to he so crusty. A man -
apt to do better and more cheerfully shops, but there seemed to be little j disposition prtints itself m bis race.
perform ed work for you if your tern- public encouragem ent fo r the en ter Mr: ricw iigas— i: hen jo b  ewgftt
per is always sweet tow ard them ? prise. The firm took the agency of ; "try to  sweete i: i f  BM&eatf

W ill you bear in mind tha t a well a num ber of m akers of pianos locat- ro t nagging me perpetually .r you
equipped, well lighted, well cleaned ed in New York and Boston and car- w ant to  save a*y race.
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ÉÉWS OFTHE BUSINESS WORtD

Movements of Merchants.
Sherm an—Dr. C. S. Purdy ha^ 

sold his drug store at W exford.
Howard City—W. B. Andrews has 

sold his store at B utternut to Glen 
A. Carr.

Sturgis—Siefert Bros, have sold 
their m eat m arket to B. A. Crow, of 
Copemish.

Ithaca—Mrs. Ira  Jeffery has pur­
chased the millinery business of Miss 
Sarah Taylor.

W illiam ston—S. L. W ebber has 
sold his stock of general m erchan­
dise to O. L. B arrett.

Marine City—J. W. Berry has sold 
his stock of jew elry and fixtures to 
D. J. Butterfield, of Algonac.

Grand Ledge—Carl H. Tinkham 
has purchased a general store at 
Beulah and will take possession Jan ­
uary 1.

Pontiac—F. J. Poole has added 
hardware to his line, with J. H. Mc­
Bride, of Lima, O., in charge of the 
department.

Allegan — D. J. Tiefenthal has 
bought the interest of C. A. Bentley 
in the agricultural business of Bent­
ley & Tiefenthal.

Bad Axe—Sheriff Honeywell and 
son Ray have purchased the Buckley 
shoe store at E lkton and will con­
tinue the business.

M arshall—J. S. Cox will open a 
general store at Lyon Lake, under 
the name of the Lyon Lake Grocery 
and Provision Co.

Lansing—L. A. Baker, the pioneer 
music dealer, has sold his interest in 
the Baker Music House to the Cable 
Piano Co., of Chicago.

Bellevue—A. P. Holmes and R. E. 
Davison, of Allegan, have purchased 
the W eed hardw are store and will 
take possession Jan. 1.

Ovid—W . P. Felch, of Carson City, 
has purchased the bakery and confec­
tionery store of Mrs. Carrie Morrow 
and has taken possession.

Grand Haven—C. Van Zanten has 
purchased the fishing business and 
plant and outfit of O ’Beck & Co. The 
business was started in 1873.

Portland—R. E. Green, form erly 
in the photograph business here, has 
purchased a bazaar store at Clare, 
form erly conducted by Mrs. O tto  
Derby.

Conklin—Joseph McGow, of near I 
Coopersville, has purchased the re­
maining stock of Wm. Harrison, at 
H arrisburg, and has opened a gro­
cery store.

Cassopolis—O. F. N ortlirup and C. 
B. Zeller have leased the Muessel 
building and -will open there with a 
full line of furniture, combining it 
with the undertaking business under 
the firm name of N orthrup & Zeller.

Eaton Rapids—A. B. Home, ot 
Ossco, Hillsdale county, has bought 
the big store building at C harles- 
worth, five miles south of this city, 
and will open a general store.

D etro it—Paul Leake, who has been 
Secretary of the W holesalers & M an­
ufacturers’ Association of this city 
from its inception, has resigned to 
devote all his time to literary work.

Litchfield—The business of N. T ur- 
rell & Son, bankers and merchants, 
who have done a general store busi­
ness here for the past forty-seven 
years, has been sold to a stock com ­
pany.

Ypsilanti—The Stollberg H ardw are 
Co., of Toledo, has sold the Ypsi­
lanti H ardw are Store to J. Root, 
form erly an employe of M cPherson 
& House, and he will take possession 
Jan. 1.

P ort H uron—Frank W olfstyn, who 
for many years conducted a grocery 
store on H uron avenue, has purchas­
ed the D etroit Tea Co. store, on H u ­
ron avenue, from Francis T. Smith, 
of D etroit.

South Haven—Jacob Donker, who 
conducts a large m eat m arket in K al­
amazoo, has purchased the Grand 
View Inn, paying $12,500, and will 
employ a m anager to run it for him, 
opening for the season in May.

Saginaw'—L. G. Schulz, formerly 
w ith the Schulz G rocery Co. and late 
M anager of the Hayden Fancy Gro­
cery, has purchased the E. W. Mc­
Cormick grocery at 1253 Genesee ave­
nue and will continue the business.

Manufacturing Matters.
Greenville—The Greenville Ma­

chinery & M anufacturing Co. has 
changed its name to the Greenville 
Machine Tool Co.

Buchanan — The Electric Fireless 
Cookstove Co. has been incorporated 
with an authorized capital stock of 
$15,000, of which $14,500 has been 
subscribed and $2,500 paid in in cash.

D etroit—Lore-M ay & Co. have en­
gaged in business to  m anufacture 
and sell automobiles, with an author­
ized capital stock of $3,000, all of 
which has been subscribed and 
$1,000 paid in in cash.

D etroit—The F isher Closed Body 
Co. has been incorporated with an 
authorized capital stock of $125,000, 
of which $94,500 has been subscribed 
and paid in in cash, to build and trim  

I closed automobile bodies.
D etroit—The A rt Glass Co. has 

j merged its business into a stock 
company under the same style, with 

j an authorized capital stock of $10.- 
1000, of which $8,500 has been sub­
scribed, $2,500 being paid in in cash 

|and  $fi,000 in property.

Shelby—Grading has begun for a 
narrow' gauge railroad from  H art to 
a trac t of tim ber owned by the H art 
Cedar and Lum ber Co. in the vicini­
ty of the Camp Houk re-union 
grounds. T he company owns tim ber 
there estim ated at 25,000,000 feet.

Mt. Pleasant—Lee Shepherd, who 
has been Superintendent a t the Mt. 
Pleasant branch of the Dow Chemi­
cal Company’s works for the past 
six years, leaves soon for Cleveland. 
He has a position to do research 
w’ork at the Case School of Applied 
Science. H e will be succeeded by 
R. T. Sanford.

Kalam azoo—The first m eeting of 
the representatives of the W alk-O ver 
Shoe Co. will be held here January 
22 and 23, and it is prom ised that 
there will be a large num ber present. 
The m em bers will get together for 
the purpose of exchanging ideas. 
There will be representatives from 
Ohio. Indiana and this State.

St. Joseph—M. T. Murphy, for ten 
years Superintendent of the Cooper, 
W ells & Co. knitting works, has re­
signed and will leave shortly  after the 
first of the year for Grand Rapids, 
where he w'ill become General M ana­
ger of the Grand Rapids H osiery 
Company. W ith him will also go 
Charles Gess, who has been w ith the 
company for tw enty-tw o years.

Business News From the Hoosier 
State.

Indianapolis — T he Commercial 
Club has a com petition on for a slo­
gan for this city. Up to date 45,000 
suggestions have been received.

Geneva—Frank Circles will open a 
bakery at Portland.

Avilla—The Avilla cream ery has 
closed, the high cost of cream making 
it impossible to  do business.

Portland—Lewis Lawson will close 
out his New Arcade novelty store 
and will open a general store at Fiat.

Indianapolis—The ninth annual con­
vention of the W estern  Boot and 
Shoe Jobbers’ Association will be 
held in this city next year in Decem­
ber.

Indiana Retailers.
Anderson—W hen the eleventh an­

nual convention of the Indiana Retail 
M erchants’ Association is held in this 
city January  17, 18, 19, 1911, the
President, Ralph B. Clark, of this 
city, will report the to tal m em ber­
ship at about 11,000, distributed 
among nearly one hundred local as­
sociations, and will fu rther show the 
Indiana A ssociation in good condi­
tion. An interesting program m e, de­
voted to live topics, has been a r ­
ranged.

Elgin Interests W in Out.
Chicago, Dec. 27—The final stage 

of the w ar between the Elgin Board 
of T rade and the Chicago dealers 
reached a head last week and re ­
sulted in a signal victory for the 
Elgin people. The m atter came up on 
the election of directors and com m it­
tees for the coming year, which 
means the control of the Board. The 
Elgin people won by 188 to 84. The 
efforts of the Chicago people wrho 
are m em bers of the Elgin Board for 
some m onths have been to keep E l­

gin quotations in accordance with 
w hat they consider m arket condi­
tions. The)' charge tha t the Elgin 
Board is dominated by private in ter­
ests and fixes quotations accordingly. 
The fight has been strenuous since 
last spring. The Chicago people o ft­
en have been able to keep the Elgin 
quotation w'ithin their views, but in 
order to do so they are compelled to 
go to Elgin at each M onday's m eet­
ing, and outvote the Elgin people. 
Sometimes they could do this, and 
sometimes they could not. H ad they 
been able to elect friendly directors 
and com m itteem en the fight would 
have been over long ago.

Laying a Foundation.
“Pardon my abruptness. Miss Cit - 

ronella, but will you m arry me?”
“M arry you, Mr. Bonser? Marry 

you? Not if you were the last man 
on earth!”

Pondering a m om ent, he took a 
small m em orandum  book out of his 
pocket and checked off a name.

“W ell,” he said, “ there is no harm 
done. I t  is due you, however, Miss 
Higgins, tha t I should explain. You 
have heard, I presume, of the Great 
American Novel, but have not seen 
it, because it has not yet appeared. I 
am about to w rite it, but in order to 
fit myself for the task I need one or 
two experiences. I wish to undergo 
the pangs of a rejected lover. I have 
not yet succeeded—and you are the 
eleventh. I may liave to be rejected 
by half a dozen more girls before 1 
experience the necessary emotion. 
Good evening, Miss H iggins.”

Spraying Machine Makers Organize.
M anufacturers of spraying m achin­

ery and m aterial at Lansing held a 
m eeting last week and perfected an 
organization, electing as officers. 
President, R. A. Latting, Grand 
Ledge; W ells Brown, Lansing, Sec­
retary  and Treasurer. The following 
Lansing men were named on the E x­
ecutive Committee, w ith four others 
to be named later: H. J. Bock, C. E. 
Bement and Fred Luger. The name 
the organization selected was the 
Spray M achinery & M aterial M anu­
facturers’ Association, and it is s ta t­
ed tha t it is the object to  secure bet­
ter publicity for their products and 
exhibits at all gatherings where there 
is a prospect of securing trade. In 
line with this policy it was decided 
to arrange for a fine exhibit at Lan 
sing at the time of the farm ers' 
round-up, Feb. 28.

Never Had Happened Before. 
T he answ ers-to-correspondents ed­

itor was visibly perturbed.
“H ere’s a le tte r from an enquirer,'’ 

he said, “who asks about a coin that 
really has a premium on it!”

And his hand shook as he wrote 
the answ er to the query.

Dr. Cook explains tha t he has re ­
turned to  this country for the pu r­
pose of rehabilitating himself. T hat 
being the case, he is not likely to find 
himself out of a job between now 
and spring.

W hen the preacher is elevating 
himself he is lifting no one else.
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the small runs o f a y ear ago. 1 
la tte r feature is» of coarse, the 
im portant one. T he week’s pack 
jin Chicago fell 175,060 hog's beh 
tha t o f a  year ago, in  itself a  oig 
crease in the quantity  of prod) 
Speculators continue hopeful of 
ultim ate sire of the hog crop 

[ham mer prices of product on 
| swells, often covering a t higher p 
! es later. Met changes last week « 
an advance of V2%%~7*/ic fo r y

he I TS* Produce Marte-.
i | t  I W ith Mew Tear's y e t to- come

. i goods and staotes- . ie  dealer^

iG~ I cleaned ap. Ftoffiy and «was 
;he I have been dro pped from, the  Ssa

»day

lent.

The Grocery Market.
Sugar—The m arket is unchanged 

since last week and there is no in­
dication of an immediate change in 
quotations. T he refiners are under­
stood to be w orking on a tem porary 
high raw m arket and predictions 
made as to the possible trend of the 
m arket during the next few weeks 
m arking the close of the year and the 
opening of the next, are for an up­
holding of the present basis of val­
ues. Between January 10 and 15 Cu­
ban raws will begin to arrive. There 
are some who believe tha t this will 
have an immediate effect and cause 
the m arket to weaken. On the other 
hand it is claimed tha t the refiners 
have been w orking on a high raw 
basis and will take advantage of the 
lower raw m arket to recoup.

Tea—The Japan m arket rem ain- 
firm and sales are steady. The de­
mand for Form osas is active at full 
prices. All Blacks are firm and main­
tain the recent strong advance. A 
considerable shortage has been re­
ported from Tndia and Ceylon, with 
prospects of a still further advance. 
M together the m arket has been very 
satisfactory during the past year, and 
after the regular m eeting of the 
Board of Tea E xperts in February 
we may look for a continuation of 
high standards during the coming 
year, with possibly the elimination of 
artificial coloring, which m any be­
lieve will he to the ultim ate be tte r­
ment of the trade.

Canned Goods—The year closes 
with a rem arkably small supply of 
practically all kinds, and it will he 
six to nine m onths before a new sup­
ply is obtainable. Tom atoes and peas 
are scarce; stocks of corn, despite 
some increase in the pack, are mod 
erate: string and lima beans, spinach, 
pumpkin and other kinds of canned 
vegetables are all in light supply, 
while in the line of canned fish and 
fruits there is a positive scarcity of 
alm ost every kind one can think of. 
For instance, salmon is unusually 
scarce for this time of year, so is 
lobster, also cove oysters, while sar­
dines turned out short both in this 
country and Europe. The domestic 
sardine pack was fully 250,000 cases 
below the pack of the previous year, 
and that, too, was short, so the 
strength of the sardine m arket car, 
he imagined, especially m ustards, 
these being particularly scarce at 
present, as the proportion in the pack 
was much below normal. California 
fruit canners report that they are sold 
cu t all but some odds and ends, whit-’ 
Michigan fruits are absolutely all 
gone from first hands and now comes 
Baltim ore w ith the statem ent that

stocks of canned peaches there are 
getting  decidedly light in the more 
popular kinds and sizes. The canned 
goods situation all the way through 
is one of the strongest ever known 

Dried Fruits — California reports ( 
further reduction of stocks of all va- 
rieties of fruits. Peaches and apri­
cots are already in low supply and 
the form er is tending higher, and tat- j 
est reports note more firmness on [ 
raisins and also on prunes. The prune 
m arket is the strongest on record and 
stocks are going to he absolutely 
cleaned out at an early date, for a l­
ready the supply of prunes to  ship 
F as t is hut a fraction of w hat Cali 
fornia ordinarily holds at this time of 
the year. Evaporated apples are in 
demand and very firm, as the stock of 
this variety, too. is small this winter. 
C urrants are firm. General demand 
for dried fruits is better.

Rice—Prices are steady and there 
is a little more interest on the part 
of distributers reported. Tn a general 
way the movem ent is freer An F ast 
ern report says that “H onduras rice 
is acting better, as the mills can not 
replenish supplies of rough, except at 
higher prices. The farm ers’ com bin­
ation seems to  control the situation, 
and some advices claim th a t it is the 
m ost successful yet form ed.”

Spices—In a large way business is 
quiet, but there is a very good sea­
sonable demand for spices and prices 
of about all of the different kinds are 
holding steady or firm, the same as 
last week, there having been no eas­
ing of the m arket and no quotable 
changes in the meantime.

Syrups and M olasses—The m olass­
es m arket is seasonably active, as the 
grocery trade are still anxious for 
grocery grades to fill the good con­
suming demand. Prices are firm on 
m olasses and syrusp also. On ma­
ple sugar and syrup the feeling is 
strong. Glucose prices hold steady 
H oney is firm and in very good re ­
quest from consum ers

Pickles and K raut—Both these 
lines are very firm in price. Pickle = 
are scarce and the supply of saner 
kraut is much sm aller than the 
average. In addition to the com para­
tive scarcity of stock, demand is 
large, a fact which fa rth er strength­
ens the m arket.

Provisions — These ranged higher 
| m ost of last week hut suffered a sit
tie setback for near deli veries of rih-
at the last. The la tte r was the re ­
suit of a dull and weak turn  in casl
m eats, cash ribs droppi ng to  a dis
count of 10c under January, a-

! against 50c premium a ifortnight ear
¡lier H og receipts continue disap
' pointing and are even lighter that

lard, 20tSt50c, and ribs. 35d§PE 
L ast week’s range of prices of 
principal articles on the Chrcag1 
Bosifd ot T* rsdc were

May ............. 3*54
July .............

Dec..................47%
May ............
July .............4 9 #

Oats—
Dec..................31 %
M a y .............3 4 #
J u l y .............

Pork—
Jan ...........20.05
May . . . .  IS.97-J

I Jan ...........10.00-
M ay . . . .  10.45 

Ribs—
Jan ...........— ■
Mav .1 6  05

Co-operative Delivery Service.

,f afvotit

flies & C o . for  eight or ten  day

•irTiïctri- ft.

HeffcÉwI' -he Costner

£
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January Sales and Suggestions To 
Help Make Them Winners.

Once again we are at the starting  
pole, and it is well tha t the results 
from" the past year’s efforts be con­
sidered, and the campaign for the 
new year’s efforts be mapped out 
with a view of profiting by the m is­
takes and shortcomings.

Januaray is the month of frequent 
changes and will occupy the full time 
and tax the energy of the window 
trim m er to the limit. Annual sales, 
clearing sales and pre-inventory sales 
will be conducted by nearly every 
store throughout the country. This 
will call for special efforts on the 
part of the trim m er, as the success 
of the selling end will depend largely 
upon the effective trim s that will be 
made from time to time.

In form er years this end of the 
business had little effect upon the 
shopping public to influence buying, 
so at tha t time January sales were 
not as prom inent nor were the efforts 
on the part of the m erchants to clean 
up their stock as great as they are at 
the present day; but as the years ro ll­
ed by and the aggressive m erchants 
realized the advantages of January 
selling, they used every possible 
means of making this selling event a 
success. Newspaper advertising, of 
course, proved a strong medium as 
a trade puller, and along with it the 
showing of tem pting bargains dem­
onstrated its power in the same lines. 
People became accustomed to the use 
of the show window7 as a medium that 
would inform them of the many good 
things tha t are to be had in the inte­
rior of the store.

The day has come wdien the dis­
playing of goods in the show7 win­
dow7 and on the interior of the store 
has become an absolute necessity to 
every modern store.

N early every store in the country 
is to-day equipped with many of the 
conveniences that are necessary to 
properly show their merchandise, 
both in the show window and on the 
interior of the store, and there are 
many m erchants who do not derive 
the full benefit from the displays for 
rio re  than one reason. Perhaps the 
one most common is the neglect of 
proper attention to this end. W hether 
it is the fault of the m erchant or the 
decorator can not always be deter 
mined, but, as a rule, it will be found 
that the team work that is necessary 
to carry on this end of the business 
successfully is lacking in m any cases.

The show7 window can perform its 
mission best when newmess and nov­
elty are the predom inating features, 
in many places these features are 
lacking. Perhaps the decorator does 
not apply his best efforts tow ards 
originating new and catchy ideas 
tha t could be successfully carried out 
in the displays and prove resultful. 
because his employer does not take 
the interest in the decorator’s wrork 
that he should, or he may not be ag­
gressive and believe in modern ways. 
There are few cases of this kind 
known. The fault will be found to 
lay more generally with the decora­
tor, w’hose efforts to uphold the 
standard of the displays are enough 
to hold his job.

One of the m ost im portant items, 
not to be overlooked in successful 
sale window's, are price tickets and 
show cards. Every article on display 
should be ticketed. Large announce­
ment cards calling attention to the 
sale of goods on display should be 
conspicuously placed throughout the 
w7indow7s as well as in the interior. 
The lettering  on all cards and tickets 
should be very plain, neat and legi­
ble. E laborate cards are as much 
out of place at this season as elabor­
ate window7 settings.

The following sale names are the 
m ost popularly employed during the 
Tanuary m onth: “January  Clearance 
Sale,” “ Inventory Sale,” “Clean 
Swreep Sale,” or “Carnival,” “Red” or 
“Green T ag Sale” and “A fter Inven­
tory  Sale.”

For alm ost any of these sales a 
window7 background can be of m ir­
rors framed, or of the popular cloths 
used for this purpose, hung in loose 
folds. In fram ing the stocky dis 
plays, any ornam entations on the 
background are apt to be hidden from 
view by the goods on display( there­
fore it is advisable to dispense with 
their use and leave the background 
plain and strictly businesslike. If  it is 
to be a red tag  sale, large and small 
tags should be conspicuous. The 
large tags can be made of red cam­
bric stretched over a wooden frame 
and the letters boldly painted in 
white, or the letters can be cut from 
w7hite cardboard and pasted on. An 
excellent white paint for painting on 
this cloth can be made by mixing 
white zinc and wrater, with glue or 
mucilage used as a sizing. The small 
tags can be cut from red cardboard, 
with white or black lettering, as may 
be preferred. The same idea can be 
used for other sales, modified to  suit 
the case. A commendable feature re ­
garding these designs is tha t all the 
prelim inary wrork can be executed in 
the work room and quickly brought 
into place at the proper occasion, 
thus placing the time of the under- 
covered window at a minimum.

Make the window display attractive 
and with effective newspaper adver­
tising January ought to be a good 
month. The interior displays, how­
ever, should have the same am ount of 
interest for the shopping public as 
does the show7 window's. Many m er­
chants are apt to give their entire 
efforts tow'ards making the show win­
dow's m ost attractive and neglect the 
im portance of an interesting interior. 
W hile the decorations of the interior 
need not be elaborate like those seen 
during the holidays or at o ther occa­
sions of special interest, it is im por­
tan t and a great help to the selling 
end to have every available space fill­
ed with merchandise tha t w'ill in terest 
the people who come in the store.

An Enterprise That Failed.
Written for the Tradesman.

About the year 1870 (the exact date 
is not im portant) an invention by a 
man named Alden, for preserving 
fruit by evaporation, attracted  the a t­
tention of horticulturists, dealers in 
foods and investors. Alden came to 
Grand Rapids and spent considerable 
time am ong men of business in ex­
plaining his system and soliciting sub­

scriptions to  the capital stock of a 
corporation for the purpose of erect­
ing a factory, paying for a license to 
use the patent and engaging in the 
business of preserving fru it by the 
Alden process. Ground located on 
Canal street, near Coldbrook, was 
purchased, a factory was erected and 
preparations were made to  commence 
operations w ith the money subscrib­
ed by the confiding stockholders. The 
apparatus constructed for the evap­
oration of the fru it consisted of 
a heating arrangem ent in the base­
ment, above which, rising through the 
roof, was a shaft. T he fruit, in the 
process of evaporation, wras spread 
upon wire trays, supported by brack­
ets built fo r the purpose in the shaft, 
to be removed as required when the 
curing process had been completed. 
Then the trays would be refilled and 
the cured fruit packed for shipment. 
The company purchased large quanti­
ties of fruit, but for some reason, 
when cured, it failed to  m eet the re ­
quirem ents of the trade. Form erly air 
dried fruit had been largely used, but 
w'hen jars of glass w ith air tight caps 
were invented, enabling the grow er 
of fruit to  preserve the same fresh 
and wholesome, dried fruit speedily 
lost favor. The Alden factory was 
operated for a season w'ith unsatis­
factory results to  the stockholders, 
who eventually lost their invest­
ment. A fter a tim e the factory was 
sold to John Bradfield, who put in 
m achinery and engaged in the m anu­
facture of the Bradfield patent fold­
ing card and sewing table, of which 
probably 100,000 were sold during the 
life of the patent. L ater Mr. Bradfield 
adm itted Thom as McCord, E. P. 
Fuller, George Kendall and R. C. 
Luce to  partnership, under the name 
of the M cCord & Bradfield Furniture 
Company. The plant was operated 
successfully under tha t name a num ­
ber of years, when Mr. McCord and 
later Mr. Bradfield retired, and the 
name was changed to  the Luce F urn i­
ture Company. The old Alden build­
ing now7 form s a part of the plant of 
the Grand Rapids Show7 Case Com­
pany. Mr. Alden organized companies 
and erected about tw enty evaporat­
ing plants at different points in the 
Sate, but none were successful.

A rthur S. W hite.

T he foundation of m an’s transac­
tions with his fellows is tha t he shall 
pay his bills.

W hat Other Michigan Cities Are D o­
ng.

Written for the Tradesman.
A nother large E astern  concern 

m anufacturing farm  machinery will 
locate its Michigan distributing 
branch offices in Lansing.

Bay City will entertain  the Michi­
gan D airym en’s A ssociation Feb. 21- 
24. This organization is one of the 
strongest in the State, having 2,000 
members.

T he Commercial Club of M ar­
quette favors the em ploym ent of a 
paid secretary and will undertake to 
raise $5,000 before March 1 to assist 
in boosting the city.

T he E ast Jordan  Board of T rade 
has re-elected officers and three new 
m em bers have been added to the 
Board of D irectors. The work of the 
W estern M ichigan D evelopm ent Bu­
reau was highly commended and the 
Board voted to employ a man to look 
after the raising of funds to assist the 
Bureau.

Kalamazoo will entertain  the State 
H istorical Society at its annual ses­
sion Jan. 31 and Feb. 1.

Lansing will have six pay-as-you- 
enter cars on its Michigan avenue 
line very soon.

Census retu rns show7 a loss of over 
2,000 in population at Menominee 
during the past ten years. This is 
not strange w'hen it is considered 
tha t ten years ago tha t town was a 
leading lum ber port, w ith scores of 
sawmills and other wood w orking in­
dustries. These have gone and in 
their places o ther industries are com ­
ing, such as sugar and shoe factories, 
and Menominee will show a nice gain 
w'hen the next census is taken.

Beginning Sunday, Jan. 8, Sunday 
delivery of mail at the postoffice in 
Kalamazoo w'ill be suspended. Grand 
Rapids will doubtless be the next 
Michigan city to get in line in this 
movement.

T he Mason County P rogress Club 
has been organized at Ludington and 
will incorporate. I t  is made up of 
the live business men and farm ers of 
Mason county and its work will be 
along board of trade lines.

Almond Griffen.

The store tha t will not trea t wom­
en right because they are women 
should at least do it because it pays.

Happiness and holiness take turns 
at being cause and effect.

W O R D E N f l B O Œ R  fiOMPANY

The Prompt Shippers

Grand Rapids, Mich.
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Great Leipzig Fair.
O tho, “The Rich,” M argrave of 

Meissen, who ruled the territo ry  now 
known as Saxony and several of the 
adjoining states 940 years ago, g ran t­
ed perm ission to the people of Leip­
zig to hold semi-annuaK fairs, or 
open-air m arkets, for the exchange 
of produce and o ther merchandise. 
Competition and fair dealing were 
thus insured, and some of the evils 
now complained of such as m onopo­
lies and restrain t of trade, were pre­
vented. L ong before the royal 
charter was granted, producers and 
consum ers used to meet at Leipzig 
regularly to trade. I t was the m arket 
place of the Saxons in prehistoric 
times owing to its advantageous sit­
uation and convenience of access.

The advantages of the fairs were 
recognized by sellers and buyers, and 
they began to come from all parts 
of Europe. Leipzig was situated at 
the intersection of the trade routes 
betweeen the E ast and the W est, be­
tween Poland and T huringia and be­
tween Germany and Bohemia, and 
the producers and m erchants of those 
regions could thus m eet half-way. 
T here is another great fair at N iz ­
hni Novgorod, on the Volga river, 
in Russia, where caravans of camels 
come from China, T urkestan  and the 
Caucasus bearing the products of 
the ITinderland to  be exchanged for 
the m anufactured m erchandise of E u­
rope. I t is one of the m ost in terest­
ing places in the world. At the Leip­
zig fairs one does not se« so 
many quaint and curious characters. 
The patrons are solid men of busi­
ness from the commercial centers of 
Europe, who dress in conventional a t­
tire and do business according to 
modern methods.

The Leipzig fairs have diminished 
in relative but have increased in act­
ual value, because of the changing 
m ethods of doing business, because of 
railway transportation  and the con­
venience of comm unication by mail 
and telegraph. It is no longer neces­
sary for the sellers to bring then 
merchandise with them or for buyers 
to carry their purchases away. I t 
is no longer necessary for the emperor 
to prohibit m arkets in any other 
town, as Maximillian did in 1507, 
or to g rant safe conduct to m erchants 
from o ther nations against highw ay­
men and robber barons. The fairs, 
however, are still held on the old 
dates—the “Jubilate” fair for tw o 
weeks following E aster M onday and 
the “M ichaelmas fair for three weeks 
beginning on the last Sunday in Aug­
ust.

The total value of the exchanges 
at the Leipzig fairs these days will 
run as high as $100,000,000, ten times 
as much as the total of fifty years ago, 
although the num ber of m erchants 
who come is very much smaller. 
Form erly sixty thousand strangers 
would be found in Leipzig during the 
fair weeks, and accom modation had 
to be provided for them in the private 
houses of the burghers. The visitors 
often numbered more than the pop 
ulation of the city, but every family 
enjoyed a portion of the profits. The 
local shop-keepers packed their 
stocks away and rented their stores

to the m ore im portant dealers. They 
had the same tenants every year. The 
sm aller dealers were accom modated 
in booths erected in the streets, va- I 
cant lots, and on the out-skirts of the 
city. These booths were the proper- j 
ty of the municipality; they were sub­
stantially made, and at the end of j 
each fair were carefully taken down j 
and packed away for the next year. 
The rent went into the municipal 
treasury.

Visit the Market.
No retailer can afford to visit his 

m arket less than twice a year. Be- j 
cause with some, trade the past season 
may not have been up to  the stand­
ard of o ther years is no reason why 
a visit to m arket should be om itted 
this season. On the contrary, it is 
the best reason why the m arket should I 
be visited. Local conditions may, 
and doubtless have, given m any a 
w rong outlook for the future, and a 
visit to  m arket will no doubt sug- i 
gest a reason and a remedy.

T he successful re ta iler in all lines 
in this day of close and active com ­
petition goes to m arket and person­
ally places orders for m ost of his 
goods. If you think there are not 
the best of reasons for this, sit down 
and w rite some retailer you know 
who regularly comes here to  buy. O r 
still better, come to Grand Rapids 
and see for yourself—brush up
agains the livest retailers in your 
line. They caught the m arket habit 
years ago, and they will tell you a 
good part of their success has come 
in good m arket buying.

These visits may not pay in dol­
lars and cents, but they pay in ex­
perience. You can see goods before 
buying, compare the m erchants ' s 
styles and prices, and know that 
when you have placed your order it 
has been done after a full knowledge 
of all lines your com petitor has had 
a chance to  stock up on.

A nother m arket advantage is that 
you get acquainted with the m er­
chants from w'hom you buy. This 
know ing each other will be to your 
mutual advantage, and as m any credit 
ratings are improved by a strong per­
sonality, surely m ost retailers will 
orofit by this acquaintance. T o say 
the least, you will be tte r understand 
your base of supply and this should 
make you a be tte r buyer.

Some retailers may think they can 
not afford it, but as a m atter of fact 
they can not afford not to. The best 
investm ent you could possibly make 
of time and money would be a visit 
to m arket. You can thus learn lots 
of new things you did not know about 
goods you are now handling: pick up 
lots of new* ideas of inestimable value 
to  you you can not afford longer to 
be without. You will go back home 
a better m erchant and feel the change 
from the grind at home has done you 
good. Y our custom ers will appreci­
ate the better selection of goods you 
buy and the prices will be right.

Tf you or your clerks have visitors 
who are apt to preface their rem arks 
with the enquiry, “Are there any la­
dies around?” just invite those fel­
lows to  tell their yarns somewhere 
else.

Michigan 
Ohio and 
Indiana 
Merchants

have money to pay for what 
they want.
They have customer» with as 
great a purchasing power per 
capita as any other state.
Are yon getting ail the busi­
ness yon want?
The Tradesman can “put yon 
next”  to more possible buyers 
than any other medium pub­
lished.
The dealers of Michigan. Ind­
iana and Ohio

Have the 
Money

and they are willing to spend 
it.
If you want it. pot yoor adver­
tisement in the T radesmaa and 
tell yoor story.
If it is a good one and yoor 
goods have merit, oor sub­
scribers are ready to boy.
We cannot sell yoor goods, 
bat we can introduce yoo to 
oor people, then it is op to 
yoo.
We can help yoo.
Use the Tradesman, and use it 
right, and yoo can’t fall down 
on results.
Give os a chance.

The Tradesman
Grand Rapids

I



8 M I C H I G A N  T R A D E S M A N December 28, 1910.

bilGA#ADESMAN
DEVOTED TO THE BEST INTERESTS 

OF BUSINESS MEN.
Published Weekly by

TRADESM AN COMPANY
Corner Ionia and Louis Streets, 

Grand Rapids, Mich.
Subscription Price.

Two dollars per year, payable in ad­
vance.

Five dollars for three years, payable 
in advance.

Canadian subscriptions, $3.04 per year, 
payable in advance.

No subscription accepted unless ac­
companied by a signed order and the 
price of the first year's subscription.

Without specific instructions to the con­
trary all subscriptions are continued ac­
cording to order. Orders to discontinue 
must be accompanied by payment to date.

Sample copies, 5 cents each.
Extra copies of current issues, 5 cents; 

of issues a month or more old, 10 cents; 
of issues a year or more old, $1.
Entered at the Grand Rapids Postoffice 

as Second Class Matter.
E. A. STOWE, Editor.

December 28, 1910

But the heart of the toy making 
industry is among the German peas­
ants, whose labor throughout the 
year is in making the world happy

inviting them. Y our surroundings 
should in a measure dictate your own 
decorations. E laboration in the ex­
trem e may be throw n into shame by

during: the holidays. As in our own . r ._ .. ., «6 - . . .  , the personification of simplicity. Col-
industries, individuals specialize a lo n g 1

C E N T E N A R IE S  O F  1911.
I t will be some time before we 

again come upon the centenary of a 
year like 1809—noted for the b irth  of 
so manv distinguished men and worn-

certain lines. Thus one man works 
year in and year out in the m anu­
facture of wooden cows. H is neigh­
bor gives his entire attention  to 
wooden horses, were either to ex­
change work with the other, failure 
would result; yet along his own line 
each is an expert. W ere we to go 
through the territo ry  of these humble 
people, we would see toys by the 
hundred, ranged in the yard to dry. 
And for the small toys which retail 
here for five cents apiece an entire 
German family, all hands w orking 
steadily, may have received the sum 
of five dollars per week. W e esti­
mate by the piece; they by the gross 
or hundred. I t is low pay, yet their 
wants are simple, and they are con­
tent.

Toy making may be said to be al­
most as old as the world. Even 2,000 
B. C. there were toy w ater carriers. 
\  nation’s history, her progress, may 
be approximated by the shelves of a
toy shop. W hen there is w ar in the 

en. There were not in the present I lai‘ld the jjt t ]e tin soldier and drum 
year many such centenaries to cele- have full swav. The success of the
brate. In 1911, however, there will 
be marked the hundredth birth anni

bird man as an inventor is w ritten in 
the air ships which fill the windows.

ors may be mingled too closely in 
discordant hues. Take into consid­
eration w hat is around your door, 
as well as w hat is w ithin your win­
dow.

versary of several Americans who a.t- j -And they m ust be like the great mod- 
tained distinction in different walks e ŝ> eveiT detail. Long live the toy- 
Gf jjfe maker! He is at once joy-m aker,

I t was 1811 which saw the birth of historian, and holder of a strong lev- 
Charles Sumner, W endell Phillips, er ’n t l̂e industrial and commercial 
and H orace Greeley. These three are w or*d-
the m ost noted of the year. Lesser STUDY ENVIRONM ENT.
in fame are H enry  B. Claflin, the The story has recently come to
m erchant; H enry J. Rogers, who was light of how j osephine successfully
an associate of S. F. B. Morse, and m ct the s trategy of her rival Helen
who is said to  have been the first -n a m os  ̂ successful manner.
to perfect a svstem of code signal- ^  ■ ,K The la tter had recently married,ing with flags; Delia S. Bacon, who! 
started the Baconian theory of the 
authorship of Shakespeare’s plays;! 
H enry Meiggs, the railway contract­
or, whose lines in the Andes were | 
marvels of engineering skill; and 
W illiam Kelley, who was am ong the 
first to make steel in this country.

The first organized m etropolitan 
police force was the work of George 
W. Matsell, who was born in 1811, as 
were also Elisha Otis, the elevator 
inventor; Tames M. Gillis and Elias

mainly for wealth, and prided herself 
upon the jewels w'hich through this 
m arriage came into her possession. 
On being invited to a reception by 

| the Empress, she boasted to others 
that she would eclipse the beautiful 
Josephine.

She decided that diamonds should 
be her gems, and tha t nothing would 
prove a better setting than green vel­
vet. A new gown was ordered and 
every thing seemingly w ent accord­
ing to her desires. But some ill wind

Did
Loomis, astronom ers; H enry S. Lane, .

„ f t j- tt v  j  c ,  earned the news to Josephinegovernor of Indiana, un ited  States . J *
. „ , • a- r ,, she make an inventory of the crownsenator, and presiding officer of the . J

«- . r> i .• , iewels? Not a bit of it. She did,first Republican national convention; - . . ’
«•n-___ r - _„ ■. ,, t> though, order a complete re-trim m ingran n y  hern, the w riter; the Rev. 6 ’ . v &

td i • . , ... - , , r , of her reception rooms, the colorNoah Porter, assistant editor of W eb- “ ’
. tv .• „ T ht c- scheme being transform ed into aster s D ictionary; Isaac M. Sineer.I . &

bright blue. H er own gown was
simple one of white.

inventor of the jew ing machine: and 
o ther lesser personages.

TH E TOYS OF TH E  W ORLD.
A quarter of a million tons is the 

annual output of toys, according to 
statistics. These will make 10,000 
carloads, the transportation  of which { nature

The environm ent was m ost inhos 
pitable to the gr^en gown, as its 
w earer at once perceived; but she 
was helpless. Josephine was the 
graceful, genial person designed by 

She praised the beautiful
furnishes employment for a whole 
arm y of people. Then there are the 
salesmen who act as distributors 
throughout the world! The magni­
tude of the industries maintained by 
happy childhood is really an immense 
one, and the strike of Santa Claus’ 
employes would be as serious in its 
results in the industrial as 
juvenile world.

diamonds, and displayed the utm ost 
courtesy to  her rival, who, it is need­
less to say, was hopelessly left in the 
shade.

In decorating your windows, if 
you have near neighbors, it is very 
easy to fall into the predicam ent of 
the green velvet gown in the bright 

the I blue rooms. There are contrasts 
which are displeasing. Beware of

“ELI PER K IN S” T H E  LAST. 
The alm ost unnoticed death a few 

days ago of Melville E. Landon, 
known to millions of readers as “Eli 
Perkins,” rem oves the last of a no­
table group of hum orists who were, 
in their way, analogous to  the great 
Concord group of poets, philosophers 
and men of le tters who made the last 
half of the last century the E liza­
bethan era of American literature. 
M ark Twain, Josh Billings, P etro l­
eum V. Nasby, A rtem us W ard, Eli 
Perkins, Bill Nye and “Bob” B ur­
dette may be said to be the founders 
and aristocracy of American profes­
sional humor. Each was unrivaled 
in a field peculiarly his own. There 
was never any com petition between 
any two of them  and there are no 
signs at the present day tha t their 
like will be seen again. A new order 
of things hum orous has been brought 
to pass and the old order has de­
parted.

M ark Tw ain’s w ork is the only 
product of these fecund brains which 
may be classed as real literature and 
it wrill naturally  leave the m ost last 
ing impression. But N asby’s influ­
ence was probably more dynamic 
and effective during the short period 
of its exercise than th a t of any other 
American hum orist, for his pen bit 
deep into the anatom y of the “cop­
perheads” during the Civil war and 
no one can m easure his effect upon 
the Union cause in the N orth. Bil 
lings marked out a very different 
path in professional life, despite his 
“rube” orthography. He was the 
pithy philosopher, the ancestor of a 
long line of “sentence serm onizers,’ 
“pointed paragraphs,” etc. A rtem us 
W ard was a pastm aster of hum or— 
the real fun tha t is at once ludicrou 
and irresistible. Eli Perkins, on the 
other hand, was probably the clever 
est of all the hum orists in his gro 
tesque exaggeration which did not 
pretend or seek to deceive, but de 
pended for its effectiveness upon its 
very cleverness. In  this field he was 
supreme and proved tha t if all the 
world loves a lover it also loves a 
liar, if he be as clever and harmles; 
as Melville E. Landon was. Bur 
dette is the only one of the group 
who is still alive, and he ceased to 
write hum or many years ago.

A new race of funny men has 
arisen. There is a flood of jokes 
pouring from the columns of news 
papers and magazines, but none of 
all the jokesm iths can be called an 
intellectual reincarnation of their 
predecessors or as w orthy to  be in 
their class. In  some respects this is 
to be regarded as unfortunate. But 
the “old line” hum orists gave the 
people of the last two generations 
much reason for rejoicing tha t all 
concerned lived in those times, and 
Eli Perkins did his share.

H U N TIN G  BY M ONOPLANE. 
A lthough the w inter season is not 

generally regarded as favorable to 
exploits in aviation, the bird men 
seem to be quite active everywhere. 
I t  is reasonably certain tha t next 
sum m er will w itness astonishing 
progress in this wonderful science to 
which so m any fearless men have de- 

oted themselves. One of the odd­
est and at the same time really inter 

ting  feats of a flyer was when H u­
ber Latham , the French aviator, 
w ent duck hunting in his famous 
Antoinette monoplane. This adven­
ture took place in California the oth- 

r day and was rem arkably success- 
nl both in the ducks bagged and in 

the m aneuvering of the machine.
Latham  took his shotgun with him 

when he made his flight and sailed 
over the feeding grounds. The ap­
pearance of this strange apparition 
naturaly frightened the fowls and 
they rose in the air in the track of 
the aerial hunter. Latham  dropped 
his levers and began popping away 
at the birds flying within a few feet 
of him, with the result tha t he killed 
a num ber and wounded others. The 
trange part of the experience was 

tha t in his powerful monoplane he 
actually overtook the swiftly flying 
ducks and probably could have 
knocked them  over with a stick had 
he been secure enough in his seat to 
attem pt such a thing. But he chased 
the flock far out to  sea, and returned 
trium phant to the Gun Club g rounds,. 
where he was received with enthusi­
asm.

This adventure opens new possi­
bilities for the flying machine and 
may revive the ancient sport of 
Venice. Dogs can not be used by the 
aviator in his air ship hunting and 
the falcon m ay be brought back into 
the game. If  Latham  had such suc­
cess the first time he tried hunting in 
the air it is likely tha t he and others 
will perfect facilities so tha t within 
a few years this may be a favorite 
method of sport. Certainly it has ad ­
vantages over the old way of lying 
in a cold blind for hours w aiting for 
a shot, or of plunging through mud 
and w ater for miles in an endeavor 
to catch up w ith a flock of ducks. 
But of m ore im portance was this 
feat as a dem onstration of the abso­
lute control which the aviator has 
over his machine. As anybody knows 
who ever shot a gun, it is delicate 
business and requires all of one’s a t ­
tention if a good shot is to  be made. 
Y et Latham  not only aimed well but 
never lost control of his machine for 
a mom ent. H ad he done so his h u n t­
ing experience m ight have resulted 
fatally. T his th ing of hunting ducks 
in their own elem ent is a little  un ­
canny, but we m ust get used to  tha t 
sort of thing in the w onderful age in 
which wre live.

There are two kinds of helping 
hands; those tha t help others and 
those tha t help themselves. Often 
there is a pair of handcuffs waiting 
for those tha t help themselves.

A whole lot of fellows will use the 
same New Y ear resolutions this year 
th a t they used last year from the sea­
son before.
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How Many Remembered the Aged 
on Christmas?

Written for the Tradesman.
Somehow, the old book-keeper has 

his own way of looking at things. As 
a rule, he seems to  think tha t the 
judgm ent of the m asses is erroneous. 
He never does things as o ther peo­
ple do them, and so is called “con­
trary .”

T he day after Christm as Blakes- 
ley, the star salesman at the Central 
G rocery Store, found the old book­
keeper sitting on his stool, leaning 
his head on his hands. The old fel­
low had been unusually quiet tha t 
m orning, and the salesman thought 
to  cheer him up a bit.

“See here, Uncle Rowe,” he said, 
“this is no time for a grouch. 
Grouches don’t grow  in the right 
shape during the holidays. Cut it 
out.”

“This,” said Uncle, “is no t a 
grouch. This is an attack  of sack- 
cloth-and-ashes. I t  has been com ­
ing on ever since night before last.’ 

“E ver since C hrinstm as Eve?” ask­
ed Blakesley. “T hat is a strange 
time to accum ulate a package of 
sackcloth-and-ashes—unless you have 
been thinking of the dear dead days 
beyond recall, when you scattered 
instead of saving.”

“I have not been thinking of the 
dear dead days beyond recall,” smil 
ed the old book-keeper. “As a m atter 
of fact the dear dead days are not 
beyond recall. Besides, m ost of the 
people who m ourn for the past would 
do it over again if they had a chance 
and mourn only because they haven’t 
the chance.”

“You’re a knocker!” said the sales 
man. “I know a rem edy for this fit 
of sackcloth-and-ashes you’re com 
plaining about. Go out and make 
some little child happy! Go and blow 
some of your hoarded wealth for a 
doll, or a red balloon, or a dog that 
grow ls when you pull its tail. I t  is 
the day after Christm as, but there is 
time yet. Go to  it, Uncle, and see 
how long this attack  will last!”

“The little girl act has been played 
to the lim it,” said the old book-keep­
er. “I have heard of nothing but the 
needs and longings of childhood for a 
month. I guess every child in the 
city has toys to  burn this morning."

“W ell, w hat’s w rong with tha t?’ 
asked the salesman.

“N ot a thing,” was the reply, 
“only I ’d like to see the benevolence 
of the time put where it would do 
the m ost good. W hy don’t they con­
sider some one besides children? Are 
there no men and women who need 
food and fire m ore than the little 
ones need toys?”

“You are a knocker, for fair!” 
laughed the salesman. “If you stop 
to think, you will understand tha t the 
hungry have been provided for, as 
well as the little ones, some of whom 
were hungry, by the way.”

“Of course I ’m a knocker,” adm it­
ted the old book-keeper. “If I w eren 't 
a knocker, I would be thinking just 
as you are. But let me tell you tha t 
the helpless little ones will always be 
cared for. I t is som ething like cast-

was thinking of the old cc 
back room.

“ I w ent back to  them 
sfsotrld

ing bread on the w aters to  help a 
child or a youth along in the world.
This child or this youth has life be­
fore him, or her, and all the oppor- j idea, as to  w hat I  
tunities fo r wealth and distinction j w ent in and sat dow 
that the child of the w ealthy has. for an inspiration. The 

“T he person who assists th a t child j t fte brigh ter of the tw 
may be putting  money in the bank, to talk as soon as I 
as it were, planting seed which will did not in terrupt her 
grow  into fine crops in after years, thought she might give 
Do you see w hat I m ean?” I needed.

“Yes, you mean tha t a good m any -[t seems that when 
of the people who help children do it the door they thought 
from selfish impulses, and I think hey , or Mary, or Samu 
you are wrong. As I have rem ark- j home for Christmas, 
ed before, you are a knocker.” you know what sort

‘If you have tim e,” said the old ¡was. T asked who tb

uple
Mat

book-keeper, “ I ’ll tell you a story, it  
will show you w hat I mean when I 
say tha t children are helped because 
they have the essence of youth, and 
because they have the w orld with all 
its benefits and rew ards before them. 
It will show you w hat I mean by the 
other class, m ore in need of help and 
cheering words, but rarely thought of 
at such times as this.”

The star salesman sat down on a 
barrel to  listen, for the old book­
keeper’s stories are usually w orth lis 
tening to.

“On Christm as Eve,” the old man 
began, “I started  out to be a ‘good 
fellow.’ You know w hat tha t is? 
Some one hunts up the children who 
are likely to  go w ithout toys, and 
you w rite a le tte r and tell how many 
you will look after, and the chief 
‘good fellow’ sends you a le tter tell­
ing you where to  go with your toys

“I had three children on my list, 
and I had spent five dollars for pres­
ents for them. I was to take the 
gifts to  their home Christm as Eve 
and leave them, taking the kisses and 
shouts of the little ones for my pay. 
Yes, well, I went to the dirty street 
where they live and found my way 
into the upper story of a tenem ent 
which looked as if it had only a few 
days to stand erect. The card said 
that my children were on the top 
floor, in a back room, and I went 
there w ith my arm s full of presents.

“I knocked at the door and an old 
lady opened it to me. She was a bent 
old lady, with white hair and trem ­
bling hands. By the fire—contained 
in a coal stove with tw o covers, and 
not much of a fire at tha t—sat a man 
with his leg on a chair. A crutch by 
his side told the story of rheum a 
tism. He, too, was a bent person 
with white hair and trem bling 
hands.

“All the furniture in the room , in­
cluding the bed and the dishes in 
sight on a box, was not w orth  five 
dollars. There was a loaf of bread 
and a pan of beans on the table. 
N othing else, not even butter. The 
old people saw my bundles and n a t­
urally expected tha t I had come 
with a present for them. I couldn't 
just make up my mind how to  get 
out of it!

“I asked for the H arver children, 
and they told me they were in front, 
and I excused myself, prom ised to  re­
turn, and delivered the toys. Oh, of 
course it was pleasant, and very g ra ti­
fying to  my vanity, to  see the little 
ones enjoying their toys, but I was

she said they were her children. They I 
were all m arried and doing well, only 
they didn’t come home often. They j 
had not even heard from any o f t 
them in a year. Samuel was a livery 
stable man. T hey had sold their 
home to  put him in business, and he j 
was doing the best of any of the chil- 
dren.

“The old lady thought they were 
pretty  well oft, considering ' The hus­
band was not able to work, and he 
kept her up nights with his rheuma- 1 
tism, but the C. O. S was helping, 
and they would get along ail right. 
She had a little washing to  do now 
and then! T hat old woman, with he*- 
trem bling hands and bent shoulders, i 
that old m other with three children j 

ut in the world doing well.”
“N o one had ever come near them J 

on C hristm as, but that was nothing 
strange, she thought, for there were j 
so many children who needed toys. 
There was Aunty Griswold, and Unci 
Tom m y Gregg, and Susan Anson, all 
worse off than they were They were 
alone, and she had her husband and 
he had her

“Through all her talk ran the 
thread of want, but above it. show­
ing in alm ost every sentence the long 
ing for companionship. They did not 
want to  live there alone. They w ant­
ed to have their children about them 
They wanted some one to talk with 
The dead m onotony of their fives 
seemed to be harder than the insuffi­
cient food and the Tack of fuel and 
clothing.

“I didn’t know what to do. f 
couldn’t help much—not at all in the 
way they needed assistance. Before 
[ left I heard of at least haft a dozen 
old people who were in the same 
plight—old, ill, forsaken, left to die 
alone like a horse turned out into the 
swamp after its days of usefulness 
are over. Now, perhaps, you under­
stand w hat I m eant when 1 spoke of 
others needing help and cheer at 
this season of the year. I w asn't 
knocking on the kids having a good 
time, I was putting  in a word for 
those for whom there is no future in 
this world, for those who are neglect­
ed and forsaken, cast off, by those 
who ought to  care for them , and 
by society.

“An old man and an old woman! 
W ho thinks of them on Christm as? 
They are not good company, they 
can never pay you back, they can t 
hug and kiss you for the things you 
give them , they are lacking in the 
essence of youth which is the basis

Perfum ery Pays WeEL

partii
not thinking of them at the time. I of all life, and—well, they the

m arly  true 
than at any other.
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T H E  M A IL IN G  LIST . tention of a bystander, who said: “I ‘ of high grade fertilizer was sowed 
never bought any clothing from that broadcast per acre. The ground was 

ut I have heard they are quite | rowed both ways> the furroWs 34Every M erchant Should Have One 
and Use it W isely.

The mailing list is indispensable 
in every well-ordered business, for 
through it you can keep in close 
touch with all your old custom ers 
and by circularizing acquire new ones.
It pays in the ratio in which you put 
brains and work into the effort.
W hile not so far reaching as com­
munity advertising in the new spapers,! any firm that will work so hard for j the horse could no longer get through

stu d en ts  I trade will be wise enough to follow | them 
i policy that will hold it.”

This chance rem ark was carefully

hrm,
reliable. W hat do you think of 
them?" The recipient of the circular 
answered: "I don't know anything 
about them personally, but as they 
have been sending me circulars for 
the last year quite regularly, I shall 
go down and buy mv next suit from

inches apart, and whole seed, Rurals, 
was planted—about thirty-five bush­
els per acre.

The patch was dragged twice be­
fore potatoes were up, and as soon 
as the row s could be followed the

them, as they seem determ ined to horse and cultivator were kept busy 
secure my trade, and I believe tha t | until the vines grew  so large tha t

it is regarded by many clo 
as the m ost valuable advertising me­
dium for a single line business, and 
it admits of no argum ent that it is 
the most economical for smaller con­
cerns. It is the direct appeal to the 
class interested in your business.

Almost every m erchant has made 
some sort of effort to get a mailing

The potatoes were cultivated 
seven times each way.

D igging began the last of Septem-
run down, and it was found tha t the I ber and the result of the harvest was 
man who received the circular did go j 2,860 bushels of nice, sm ooth pota- 
and buy a suit, and the man with 
whom he had talked also went to the 
town and bought one.

This instance is but one of the

toes, which were sold at once, bring- 
g 50 to 56 cents per bushel.

A lmond Griffen.

Like a Dutiful Daughter.
"Philip ,” she said, toying with a 

button of his coat, "if I say yes will 
you prom ise to deposit your money 
in papa's bank?”

‘But, dearest, I haven’t any money 
to deposit!” said the truthful young 
man.

“You will have, goosie, if I m arry 
you!”

W ith her golden head resting  on 
his manly chest Philip promised.

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter Color 

and one that compl es with the pure 
food laws of every State and 

of the United States.
Maanfactared by Wells & Richardson Co. 

Burlington, Vt.

else many
brought

list: usually copying somebody' 
list, but not one time in fifty 
at the work with the energy and clothin 
thoroughness which its great im port­
ance demands, l or the use of this 
method of trade-bringing is really 
quite hard work, requiring the g reat­
est degree of concentration and much 
patient effort as well as constant a t­
tention to keep the lists "live.

T he best source from which toI ed 
draw the nucleus of a mailing list is Qf 
the personal ledger, if you do a credit 
business; the order sheet and deliv­
ery book if you do a cash business.
Begin by addressing a letter to each 
one of your old customers, enclosing 
a postal card and asking them  to 
give you the names of a dozen or 
more of their neighbors or friends 
who make your trade center their 
buying point. E nter all these names j ally 
alphabetically, with correct address­
es; then go to the polling books and 
copy the name of every voter in your 
precinct, ward, township or county, 
as the size of your list may demand, 
striking out the duplicates.

Get live names only, for dead 
names will make you think that this 
style of advertising is not productive 
of results.

Make plain to the clerks your in­
terest in securing the names of far­
away customers, and let their ad­
dresses in full be entered by the 
salesman on the sales tickets, from 
which they can be copied on the 
mailing list by the cashier or book­
keeper. Have one person in sole 
charge of the mailing list, so that 
the duties will not be divided or 
neglected.

From  the custom ers who come to 
the store front the various points of 
the compass where the outlying post 
offices are located, find out what 
changes have occurred in the difffer- 
ent localities by death or removals.

The size of the mailing list should 
be determined by the territo ry  neces­
sary to be covered. It is economy

here the custom er was 
from a distance. Every 

dealer knows that the furth­
er you can bring a customer, the 
easier he is to sell and the less liable 
he is to go eleswhere in your m arket 
to buy.

The reason is not hard to discover, 
for through the medium of the cir­
cular you aroused interest and creat- 

lesire in his mind for the kind 
of goods you sell, and his sub­
conscious mind but acted on the im­
perative suggestion tha t he “come” to 
your place. None other was m en­
tioned; hence it did not occur to  him 
to go elsewhere. A further idea can 
be gathered from this incident; it is 
th is : Make your circular letters posi­
tive and to the point, always using 
the imperative mode. Man is ment- 

izy, and will not expend any 
energy in analyzing a complex propo­
sition. Therefore hand him the 
ideas simple, direct and convincing.

Circular letters may be used to ad­
vantage tw enty-six times a year if 
they but are varied enough in char­
acter and language to m eet a friendly 
reception. The same old style of en­
velope and paper, the same old sing­
song phrases and hackneyed style of 
of speech, will insure a resting  place 
in the waste basket, with a mental 
comm ent: “A nother circular from 
that fellow.” T h a t’s all.

V ary the appearance of every cir­
cular letter, using good stationery 
and general make-up which will w ar­
ran t the use of a tw o-cent stamp. 
People in rural communities will read 
circular letters under a penny stamp, 
but in the cities never use other than 
regular letter form and postage. W ith 
a live list the re turns are certain.

Banker's Success W ith Spuds.
Written for the Tradesman.

R. H. O ’Donald, banker of H oward 
City, is a successful farm er as well, 
and his experience in intensive potato 
culture this season, whereby he har-

to write to every voter who is tribu- vested about 325 bushels per acre 
tary to your place of business; it is which gave returns of over $170 per 
this broad advertising which is cumu- acre, is interesting. Mr. O ’D onald’s 
lative in its effect. An actual occur- potato patch is located in the out 
rence will illustrate and make this skirts of H oward City and comprises 
point clear: A man received a cir- just eight and five-sixths acres. The 
cular from a clothing concern in a ground was plowed the last of March 
town some fifteen miles distant and | and rolled to assist in preserving 
opened it in a crowd of men in the I moisture. Good tilth  was secured by 
post office. The name of the dealer I disking the ground each way every 
on the letter-head attracted  the at- 1 week until May 14. Then 1,200 pounds

The Best Advertised Cereal 
Food in America

Last year over 100,000 visitors to Niagara Falls 
passed through our factory and saw Shredded 
Wheat being made ; every one became a living 
advertisement for its purity and wholesomeness.

Last year our advertisements in the magazines 
and newspapers reached a combined circulation of 
10,000,000 people and told the story of Shredded 
Wheat 112,000,000 times.

Last year we demonstrated Shredded Wheat in 
many cities and towns and gave away, including 
house-to-house sampling, 20,000,000 Shredded 
Wheat Biscuits.

This Year We’re Doing 
Even More Advertising

Is it any wonder that Shredded Wheat is the 
easiest-to-sell cereal food ?

And it pays you a good profit.

THE SHREDDED WHEAT CO.
NIAGARA FALLS, N. Y.
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Trade Bringing Plans.
I t  should be a New Y ear determ i­

nation of every m erchant to start 
the new year w ith a clean stock, 
a clean store, a good sales force, a 
good mailing list and plans to keep 
constantly  in touch w ith custom ers 
through the best selling ideas and 
advertising tha t thought and time 
can put into service. If one good 
idea for increasing trade is put 
through each m onth of the year 1911 
the sales should be increased 10 per 
cent over w hat they would have been 
w ithout the assistance of these twelve 
selling plans. The m erchant has a 
g reat opportunity  to  estabish the con­
fidence of the people in his te rrito ry  
through good advertisem ents sent 
through the m ailing list of the news­
paper, or both, and then backing up 
eArerything advertised to  the letter.

Bentley & N orton, Breckenridge, 
Minn., sent out an attractive postal 
card wih a list of things appropriate 
for T hanksgiving with this heading 
“A Few H ints for Y our Thanksgiving 
D inner.” T he card was ju s t a postal 
with the address of the custom er on 
one side and a list of articles ar 
ranged in the style of a menu on 
the other. T he articles listed were 
under the headings of vegetables 
fruits, nuts, dates, figs, raisins, cider 
olives, mince meat, cheese and canned 
goods. U nder these headings sixty 
articles for the table were listed. To 
advertise for one cent sixty articles 
to a family preparing a Thanksgiv 
ing dinner looks like good advertis 
ing done at a small expense. A 
similar idea may be carried out for 
festival days. On as m any postal 
cards as there are families on your 
m ailing list, p rin t a list of thing 
which you have to sell and which 
will be appropriate for the table and 
address the card to  Mrs. So-andso 
T his idea produced good results for 
the firm which used it. I t  is through 
such m ethods as this tha t people are 
compelled to think of you and your 
store; in o ther words, this is adver 
tising.

The Branch V ariety Store, Dickin 
son, N. D., mailed an in teresting  let 
te r to customers. A part of this let 
te r is printed here to show tha t thi 
firm has a mailing list and takes the 
necessary time to  w rite a real let 
te r: “Enclosed herew ith you will 
find one of our Christm as circulars 
In this way we attem pt to show suit 
able presents for young and old, boys 
and girls, men and women. Thi 
showing, however, is only a smal 
portion of our large assortm ent. I t 
will certainly pay you to see our 
variety. T o everyone who cannot 
come to  Dickinson we suggest that 
you m ark the items and the quantity 
you w ant and return  the circular to 
us and we will mail o r ship the 
goods at once. T he best reason we 
can give why you should buy your 
Christm as gifts at the B ranch Va 
riety  Store is tha t we have the as 
sortm ent, sell the m ost carefully se 
lected things at popular prices and 
there is anything special not shown 
we can fill such an order prom tply 
T his le tter was well prepared and 
printed and was sent out in an env 
lope w ith a good circular.

Recently Sandager & H augan, L is­
bon, N. D., prepared a circular for 
M arket W eek, to which were attach­
ed several samples of dress goods 
and the custom er upon receipt of the 
advertisem ent had an opportunity  to 
examine the m aterials at home. The 
circular contained ten samples taken 
of course from the m aterials which 

ere selected to sell as leaders. One 
departm ent of the circular was devot- 

to sheeting, with the heading, 
6,000 yards of sheeting underpriced.” 

Then followed a description of the 
heeting and the sample attached in 

space left blank for tha t purpose. 
Samples of flannels and table linen 
were given in another column and 
samples of m aterials for m en’s cloth­
ing and underw ear were given in a 
column at the o ther side of the circu­
lar. A part from the samples sent out 
the circular was well designed and 
covered the m erchandise in the vari­
ous departm ents of the store. This 
same circular offered a cash prize to 
the custom er who brought to  the 
tore the largest am ount of butter, 

eggs, the largest dressed goose, tu r­
key or chicken. T his plan for ad- 

ertising dress goods is particularly 
effective for increasing the sales on 
the patterns from which the samples 
are selected. T o push out prints and 
rem nants this plan will get results. 

The Big Store, Casselton, N. D., 
as recently issued a circular adver­

tisem ent with this heading: “Get One 
of These D ollar D inner Baskets,” 
with the last three words set in 
large type and standing out as the 
actual headline. T he basket con­
tained one quart of cranberries, five 
pounds of flour, one package of best 
raisins, one package of mince meat, 
one can of corn, one-half pound mixed 
nuts, one-half dozen oranges, one- 
half pound of coffee, one-fourth 
pound of tea, one-half pound of cook­
ies, three apples, a sample of soap 
and w ashing powder, all packed in a 
nice basket. This basket sold for $1. 
The basket idea was given a prom ­
inent position in the center of the cir­
cular, but various o ther departm ents 
were well advertised, including sug­
gestions for Christm as presents for 
different m em bers of the family. The 
basket idea is a good one and can be 
made an in teresting  trade bringer for 
the grocery departm ent. I t  requires 
a little time to  prepare this basket, 
but it requires time to  prepare any­
thing well and it is ideas such as 
these tha t make the store different, 
relieve business of its m onotony, 
bring the crowd and make the profit.

for the purpose of fixing the am o u n t! 
of acidity and m oisture content in j 
bread wrapped in paraffined paper j 
under various conditions and bread | 
unwrapped, after various periods.

F o r the purposes of the test, twen- j 
ty-four loaves of bread were baked j 
and divided into five lots, four lots | 
consisting of four loaves each, the 
first left unwrapped, the second 
wrapped after being allowed to cool, 
the third wrapped warm and the 
fourth wrapped hot from the oven. 
The fifth lot consisted of loaves 
wrapped after various periods of 
time, one being placed in a closed 
can. Of the lots, a series were chem ­
ically examined after 18 hours, an­
o ther after 36 hours, another after 60 
hours, and another after 108 hours. 
The results are published in the Sep­
tem ber bulletin of the Experim ent 
Station in tw o tables, and show that

periods. Commercial b ak e rs  bread, 
one loaf of which was experim ented 
on, showed a much higher percentage 
of acidity at all stages.

The conclusions upon the tests are 
thus sum marized by Mr. W hite.

(1; In this series of determ ina­
tions, bread from a good quality of 
flour and yeast, does not grow acid, 
w hether wrapped or not, even after 
108 hours.

(2) In  this series of determ ina­
tions, bread wrapped while hot shows 

: a slight increase in the acidity of the
inside 
ps

the
with the crus

if as 
the case

crease is anout 
(3j The Io; 

er s bread, pu 
m arket, had a
tty-
tim<

The inside

the wrapped bread lost considerably the 
less w eight than the unw rapped this 
bread, tha t wrapped hot or warm re-1 The in 
taining weight, m oisture and flavor tained 
longer than the bread wrapped cold, materia 
A fter 60 hours the unwrapped loaf 
was stale, dry and hard, while the '  v hei
hot wrapped loaf was slightly stale i iers an 
but m oist after 108 hours. The de- until h 
velopment of acidity was less in the I fore di 
wrapped bread after the shorter j the ma 
periods, but g reater after the longer ! clerk v

station am

Wrapped Bread Test.
W hile there can be no question 

that the w rapping of bread to be sold 
in stores and bakeries prom otes sani­
tation, objection has been made 
some quarters tha t bread wrapped in 
paraffined paper sours after a certain 
period and is thereby rendered un­
suitable for consum ption in the home. 
The A gricultural E xperim ent Station 
at the N orth  D akota A gricultural 
College has recently completed some 
tests tha t will prove of in terest to 
bakers as well as consum ers of bread. 
The tests were the work of tw o of 
Prof. Ladd’s assistants, Levi W. 
Thom as and H. L. W hite, and was

Better
Business

Thousands of stores can testify 
that, as soon as they began to 
sell Uneeda Biscuit, business 
began to pick up. That’s fad 
— not theory. A nd  the logic of 
it is this— as soon as the public 
finds that you are giving them 
Uneeda Biscuit, the best soda 
cracker made, they have more 
faith that you will sell them other 
goods on the same par of quality.

There’s better business for you 
in selling Uneeda Biscuit

NATIONAL BISCUIT COMPANY
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Short Selling of B utter and E ggs in 
the Chicago Market.

Sentim ent is said to be developing 
in Chicago in favor of changing the 
system of handling butter and eggs 
in that m arket so that eggs may be 
sold short just as wheat, corn, oats, 
pork, etc., are sold on m ost exchang­
es. Quite a few dealers, it is sta t­
ed, appear to have reached the con­
clusion that in order to equalize the 
prices for butter and eggs in the pro­
ducing season some plan should be 
evolved whereby those of bearish 
tendencies may have an opportunity 
to get in trades and go short if prices 
seem out of line with their ideas of 
w hat they should be.

Up until a few years ago there was 
no limit on the length of time goods 
might be sold ahead in Chicago, but 
a rule was adopted whereby' ten days 
was the limit upon any sale or pur­
chase. This time is too short, say 
some of the dealers, and if they had 
a longer time in which to play the 
m arket they figure they would be 
able to discount a situation one way

r the other. W ith a more elastic sys­
tem it is believed this m arket would 
become a greater trading center than 
at the present time, for during the 
rush season when thousands of pack 
ages are moving every hour a ticker 
system might be introduced and the 
Board sessions made two or three 
hours long, instead of one hour as at 
present.

“ 1 am in favor of throw ing down 
the bars," a dealer is quoted by the 
Chicago Packer. "H eretofore the ob­
jection has been that it would make 
the deal too speculative in handling 
butter and eggs, but I would like to 
ask how it could be more speculative 
than it is now. And w hat is more 
troublesom e it is getting worse. Early 
in the season we all go out after sup 
plies and we simply tumble over one 
another to buy, each one trying to 
boost prices higher in order to buy 
at a figure that has now reached the 
point where it is suicidal to stay in 
the game. We have to modify this 
system or go out of business. It 
means a sure loss to pay the prices

we have been paying. T he average 
firm is using money made on scalping 
short lines during the year to cover , 
losses the storage deals have shown | 
the last five years or more, w ith a 
possible exception in 1908, when no­
body could raise enough money to 
buy all he wanted.

“Now, I am not in favor of asking 
the man who produces the eggs nor 
the man who concentrates them  at 
country shipping points to handle 
them at a loss, but I w ant him to 
make a profit. A t the same time I do 
not think it fair for us to go on pay­
ing more for our supplies than they 
are w orth. W e simply play into the 
hands of the producer and with all of 
us bulling the m arket we can not 
blame the farm er for asking as much 
for his eggs and cream as he can get. 
T hat is human nature. I t  is also hu­
man nature for us to  w ant to make 
a fair profit and stay in business. 
R ight now we have a situation that 
many had forecasted six or eight 
m onths ago. But those who did not 
like the way things were shaping up 
were powerless to change them and 
had to fall in line or else get out of 
the game. W e had no means of go­
ing short for we had no place to 
trade. T he bulls had the spot light 
and theyr still have it. The farmer 
has the money' and we have another 
year’s experience and hardly' enough 
to  get a few Christm as presents. I 
have talked to others and they' agree 
with me tha t som ething should be 
done to allow us who w ant to be bears 
to have some say in fixing sentim ent, 

¡which is the controlling factor in

making any m arket. W hy not sell 
eggs and bu tter on a system whereby 
a dealer may go short? N early every 
o ther commodity is handled in that 
way. I t would take but a slight 
am endm ent in our rules to provide 
for it and I think it is time we were 
getting  busy to have them made for 
next season.”

Tt is regarded probable, it is stated, 
that a petition will be circulated soon 
to have the time limit removed on the 
Chicago B utter and E gg Board. O th ­
er m arkets may be asked to co-oper­
ate in this plan. If it m atures there 
will be some big changes from  the 
old m ethods of doing business. Quite 
a few here seem in favor of making 
some changes, but it is hard to say 
just now w hat nature they will be. 
From the present unsatisfactory 
trend of the storage deals in bu tter 
and eggs it would create little sur­
prise if a very different plan were in 
vogue here when the next storing 
season arrives.

The New Year Window.
For the new year it would be well 

to feature the date 1911 in some way. 
A very simple and inexpensive way 
would be to get one of those large 
calendars such as they have in banks, 
with a leaf for every day, and make 
it the centerpiece of a nice “H appy 
New Y ear” trim . A large doll suit­
ably attired might do duty' as the 
New Year.

If y'oti tolerate carelessness in yrour 
store, make up your mind tha t you 
are also to lerating  losses tha t you 
can not afford.

DELIVER HIGH PRICED EGG SAFELY
Every egg you break now  m eans about Sc lost, 
to  say nothing of the d issatisfied  custom er.
That’s w hy you should becom e acquainted with

Star Egg Carriers and Trays
FOR SAFE EGG DELIVERY

They Save Breakage—Save Miscounts—Save Time 
—Save Money. The Star Egg Carriers pay for themselves 
in a few months and are as permanent as your cash register. 
Your advertisement on Star Egg Trays is the cheapest adver­
tising you can buy. Ask your jobber, and write for our book 
“No Broken Eggs.”

STAR EGG CARRIERS are licensed under U. S Patent No. 722,512, to 
be used only with trays supplied oy us Manufacturers, jobbers or agents sup­
plying other trays for use with Star Egg Carriers are contributory infringers 
of our patent rights and subject themselves to liability of prosecution under the C. S patent statutes.

Made in One and Two Dozen Sizes

Star Egg Carrier & Tray Mfg. Co. 500 JAY ST., ROCHESTER, N. Y.
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Butter and E ggs in New York.
The to tal receipts of bu tter in New 

Y ork from  Jan. 1 to Dec. 13, this 
year, were 2,182,265 packages, and 
reckoning sixty pounds as an aver­
age to the package, it makes 130,935,- 
900 pounds of butter. If  this is fig­
ured at 25 cents a pound, which 
would be a fair average for the en ­
tire year, it makes receipts for G reat­
er New York, at wholesale, valued at 
$32,733,975. A ssum ing tha t consum ­
ers on an average paid a profit of 10 
cents per pound on this butter, it 
would make the cost to  them $45,- 
827,565.

Receipts during the same period last 
year, tha t is, from Jan. 1, 1909, to 
Dec. 13, 1909, were 94,000 packages 
more and the price was 3 cents less 
than this year. This difference is 
largely made up by the increased con­
sum ption of oleo.

Eggs in New Y ork have been high­
er during 1910 than ever in the his­
tory of the trade. E x tra  firsts bring 
40c, the quotations being 38@40c for 
extra firsts, and firsts 35@37c. T he to­
tal receipts from Jan. 1 to Dec. 13 
were 4,265,545 cases. This means 127,-
966.350 dozen, or 1,535,596,200 single 
eggs, or eggs enough to  supply each 
man, woman and child nearly one 
case during the year—ror, at closer 
figuring, about tw enty-six dozen. An 
average of 23 cents per dozen would 
be a conservative estim ate for the en­
tire year. At this average price the
127.966.350 dozens cost from the 
hands of the receivers $29,432,260. 
Thus it will be seen tha t with over 
$32,000,000 spent for bu tter and over 
$29,000,000 for eggs, these two im­
portan t products cost from the hands 
of the receiver the gigantic sum of 
$62,166,235. F iguring the cost to the 
consum er at an average of 35 cents a 
dozen, the retail egg bill would be 
$44,788,222. Considering the total 
cost of bu tte r to the consum er at 
$34,000,000 and eggs $44,000,000, near­
ly $80,000,000 was paid by G reater 
New York residents for bu tter and 
eggs. These figures are so large as 
to make one alm ost dizzy when con­
tem plating them.

Receipts of eggs in G reater New 
Y ork from Jan. 1, 1909, to Dec. 13, 
1909, were 4,195,633 cases, being 
about 70,000 cases less than this year 
and the level of prices was lower.

Consum ers are becoming more in 
sistent in their demand for fresh, in 
stead of storage eggs. They pay as 
high as 50 cents for nearby egg 
which they prefer at tha t price to 
held stock costing half as much 
There is a movem ent by the Govern 
m ent and large receivers to improve 
the quality of the egg at initial 
points. Farm ers are careless in per 
m itting  gathered eggs to remain 
around the house before getting  them 
to m arket. T he great bulk of the eggs 
are purchased by country storekeep 
ers. These ow ners are in no hurry 
to rush the eggs to  m arket and they 
soon become stale. The im portance 
of getting  eggs to  consum ers whil 
fresh is shown m ore strikingly i 
New Y ork than at any other point 
There are hundreds of contracts there 
to  pay 50 cents a dozen the year 
round because the eggs are received

within three days after they are laid. 
The great bulk of the receipts come 
from the W est, and at best tw enty- 
five days elapse before their con­
sumption. Should W estern  shippers 
realize how much was added to the 
price by rushing the fresh eggs to 
the g reat consum ing m arkets, they 
would change their mode of shipping. 
W ithin another year all these advan­
tages of early shipm ents will be told 
by Governm ent officials who have 
been collecting data for nearly two 
years.

There is too much carelessness on 
the part of the original handlers of 
eggs. W hen the storekeeper discards 
every ro tten  or stale egg offered, few­
er of tha t grade will reach the m ar­
ket. Close grading at initial points 
would save millions in freight and 
waste. I t  costs as much freight for 
a poor as for a good case of eggs 
The D epartm ent of A griculture is en 
deavoring to  show this to  the farm 

r and convince him of the folly of 
elling anything with a shell on it.

The vigilant w ar on rots, spots and 
canned eggs by cities and Federal 
authorities will be beneficial. The ef 
feet is g reat now and will become 

ore so in the future. Canned egg: 
for food purposes will cut little fig 
ire in the future, which will give an 
ncreased trade in the better grades.

and not by the outcom e of any one 
crop. Despite the rather m oderate 
crop of Louisiana sugar this season 

e m arket has ruled comparatively 
low, and, although the situation has 
improved som ewhat in recent weeks, 
the Louisiana sugar producers have 
not realized for the ir crop the prices 
they expected.

Averaged from  year to year, how­
ever, sugar is the m ost reliable, as 

ell as the m ost lucrative crop we 
produce, hence there is little danger 

p lanters becoming discouraged and 
reducing the area devoted to  cane.— j 

ew O rleans Picayune.

The Louisiana Sugar Crop.
The Sugar harvesting season is rap 

lly  draw ing to a close in this state 
nd already about tw o-thirds of th< 

factories have completed the cam 
paign. By the close of the month 
but few of the sugar mills will remai 
at work. The fine w eather which 

as prevailed during the grinding sea 
son has facilitated rapid work, it 
having been possible to  keep the cane 

u tters in the fields alm ost withou 
interruption from  the w eather, an: 
the task of hauling the cane to  th 
mills has gone on steadily. Labo 
has also been abundant and efficient 
which has further helped m atters.

A nother cause for the early con 
elusion of the campaign has also bee 
w ithout doubt the shorter yield of 
cane than was expected. There 
a very general com plaint of shortage 

tonnage, and, although it is still 
too early to estim ate with accuracy 
the extent of the shortage, many 
planters are claiming tha t it has bee 

much as 25 per cent, which 
probably an exaggerated view of th 
m atter.

The frost tha t was experienced 
the end of O ctober no doubt d 
some damage, but probably not en 
ough to account for the shortage 
the yield. The cold w eather exper 
ienced since has probably done r 
harm w hatever. Such shortage ; 
there has been in the total yield mu 
therefore, be ascribed to some othi 
cause, probably to the late start and 
the unfavorable spring and early sum­
mer. W hile the cane appeared to 
have overcome the early drawbacks, 
it is now evident tha t this recovery 
was in appearance only.

A short or a large crop in Louis­
iana has absolutely no effect upon the 
m arket, as the price of sugar is dom­
inated by the general conditions of 
supply and demand the world over,

We W ant Buckwheat
If you have any buckwheat grain to sell 

either in bag lots or carloads write or wire 
as We are always in the market and can 
pay you the top price at all times.

W ATSON & FROST CO.
Grant Rapids, Mich.

A. T. Pearson Prodace Co.
14-16 Ottawa St., Grant Rapids, Mich. 

The place to market your

Poultry, Butter, Eggs, Veal

Grocers in England.
In looking over the recent Eng- 
h Municipal re tu rns it is interest- 

ng to note the prom inent part the 
grocers in that country take in city 
governm ent. In eleven cities the 

ewly elected mayors are grocers. 
)ne city has re-elected a grocer as 

m ayor for the seventh consecutive 
time.

In another city a grocer has served 
s m ayor for three terms, though not 
uccessively. In fifty-two cities one 

or more grocers were elected to  the 
city council. In the parliam ent just 
dissolved, there were five members 
connected with the grocery trade.

A nother thing to be noted in this 
connection is, the m ajority of these 
men are in the retail line. Business 
men in the city council generally 
means a business adm inistration of 
the city 's affairs.—Trade Register.

For Dealers in
HIDES AND PELTS

Look to
Crohon & Roden Co., L td., Tanners 

37 S. Market St., Grand Rapids, Mich. 
Ship as your Hides to be made into Robes 

Prices Satisfactory

Ground

Feeds
None Better

W Y K E S  <L C O .
«R A N O  RAPIOS

WANTED
Eggs, Dairy Batter, Veal and Poultry 

at oar new store
F. E . STROUP, 237 S. D ivision  

Grand Rapids, Mich.

Clover Seed and Beans
If any to offer write us

A L F R E D  J .  B R O W N  S E E D  CO.. G R A N D  R A P I D S .  M I C ^  
OTTAW A AN D L O U IS  S T R E E T S

Established 1876

MAIL US SAMPLE
With Quantity and Price of Any Beans You Have to Offer

Moseley Bros.
Both P hones 1217

Wholesale Dealers and Shippers of Beans, feeds and Pota­
toes. Office and Warehouse Second Ave. and Railroad.

Grand Rapids, Mich.

The Vinkemulder Company
Jobbers and Shippers o Everything in

FRUITS AND PRODUCE
Grand Rapids, Mich.

W . C. Rea J. A. W itz igREA & WITZIG
PRODUCE COMMISSION

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

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

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

Papers and Hundreds of Shippers. Established 187?
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W IN D O W a n d  IN T E R IO  
I i ^D E C O R A T IO N S

quickly enough, is spoiled by being 
carried too far, by being involved 
above the heads of common folks, by 
being carried to such an extent of

it discussed. They say it is a chest­
nut, that the papers are talking 
for their own benefit, and all that. 
Well, advertising is an old matter,

completeness that ordinary mortals one that has been discussed and

Incubating Ideas For Getting More 
Trade.

the world with, m ust be gathered 
thought or act fragm ents from that

One of the prime factors contribut- world. Nor is originality to be culti-
ing to success in any business is o rig ­
inality. Some fellows think that the 
only way to cultivate originality is to 
cultivate a nightm are with a cold 
bottle and a dish of hot cheese, and 
then harness the nightm are and put 
it in the show window. Quite the re ­
verse is true. The really original 
store man is not the one who evolves 
and uses the grotesquely com plicat­
ed; but the one who takes the sim­
plest of oft-spoken w ords and oft- 
repeated acts, and adapts them to a 
new use. Thus, he takes ano ther’s

vated by living, thinking and acting 
exclusively within the world repre­
sented by the daily occupation. The 
window trim m er who wishes to 
make a truly original E aster display' 
of millinery, does not search for ideas 
in the millinery world alone. On the 
contrary, he will more likely find the 
germ s of new thought in the archi­
tecture of a church: the floral decora- 

I tions at a wedding or in the binding 
of an old book.

In fact, there is little finer original- 
I itv shown than that of adapting an

general outlook, through either word J j^ea from a business with which you
have no connection. An Iow a cross­
roads storekeeper noted the fact that 
nearly all the drug store poison labels 
were printed in red. He purchased

or act, and, as the lookout from a 
new point of view hatches a new idea 
from an old thought or act.

Here is a wee bit of storv to give
you a clear outlook upon the true assorted sizes of brilliant crimson pa-

can not understand it. In  this con­
nection it m ust be rem embered tha t 
originality is adaptaion in a double 
sense. The original idea m ust be 
evolved from one or m ore facts al­
ready existent and perceived, and at 
the same time, the originator, being 
of superior intelligence himself, m ust 
perform  his works, display his re ­
sults of origination on such a low 
and uninvolved plane tha t even the ig­
norant may understand. The origin­
a to r adapts the ideas of others to his 
own higher intelligence, and then he 
adapts the fruit of his higher intelli­
gence to w ork out simply w ith the 
average, or even less than average 
intelligence.

Conclusively, we may then define a 
truly original business man as one 
who keeps a sharp lookout over a 
broad outlook: an assem bler of the 
units of o thers’ thoughts into com­
posites of his own ideas; an adapter 
to himself of things below him, and 
an adapter of his own intelligence 
to the understanding of those below 
him; a man who knows tha t there 
is no one thing new of itself; but that 
anything becomes a part of some­
thing new when it enters into a new 
combination. Joel Blanc.

meaning of originality. I t was in a 
shoe store. Two of the men stood 
at the w ater cooler. One of them 
dropped a tum bler and it was shat­
tered. Said the other: “You certainly

per hags. These bags he used for 
Paris green and all o ther insecticides: 
for all poisons. He called the a tten ­
tion of his patrons to the fact that 
he was protecting them from danger

did put your foot in it.” The words by placing his poisons in red bags.
were hackneyed and inapt: utterly' 
lacking in originality': but the man

His insecticide business grew, he im­
proved the grade and assortm ent of

who broke the tum bler hatched a ¡his insect killers: put up ready-to-sell 
new idea from them. He hired sev- packages in red bags and he became 
eral dozen handsom e cut-glass turn- in time an exclusive m anufacturer 
biers and “put his feet in them .” He i dealer in insectides. He said tha t the 
placed the tum blers in the show win- idea of using the red bag led to a 
dow and exhibited fine shoes by' plac- | complete transform ation of his busi-

The Advertising Account.
There are men who will sing the | 

old song about “A dvertising doesn’t 
pay',” “we can’t afford it,” and all 
those old fam iliar strains.

W ell, the year is virtually at an 
end now, and a little retrospection in 
this m atter w'ill, perhaps, be in order 
and perhaps productive of good.

How much m oney did you spend in 
advertising during the year 1910? Did 
the am ount of money you expended

w ritten about for years. I t  seems as 
hard to  say anything real new and 
fresh about it as it is to  w rite som e­
thing real new and original about 
Christm as.

N evertheless, it is a m ost vital is­
sue, one tha t will no t down, and one 
which some men are paying thous- 

I ands of dollars every year to get new 
j pointers on and think they are mak­
ing pre tty  good investm ents, too.

A nother pointer—just a little one 
for the men who say advertising 
talk and solicitation is a chestnut, and 
tha t the papers are simply looking 
after their own interests. You proba­
bly know of men in your own line 
who are paying out thousands of dol­
lars every year for advertising in va­
rious forms. You see the many liberal 
advertisers in the trade press, yes, 
hundred of thousands of dollars an­
nually in artistic printing. Do you 
imagine for a m inute tha t these men 
are handing their good m oney over 
to the publishers and the prin ters 
for the fun of the thing? Is it pure 
philanthropy on their part? D on’t 
you know tha t they are doing it be­
cause they see in it a good invest­
ment? Because they know that it 
brings them good reurns?

A nother year is draw ing near. Soon 
I we will all be hustling for business 
for 1911, and it is m eet and proper 
tha t the man who desires to accom­
plish the most, to secure the best re ­
sults, should give these m atters due 
consideraion.

ing the heels thereof within or upon 
the tum blers. I t was a beautiful and 
truly original display. Local com peti­
tors copied the idea, and the cut glass 
and shoes notion is spreading all 
over the country.

So the truly original storem an is 
in fact but a rarely intelligent adapt­
er. He has a broad m ental outlook, 
and he is vigilantly on the lookout for 
new ideas from old facts, every busi­
ness minute 
minutes.

The man who shows the fruits of 
original ideas in window work, store 
decorating, departm ent classifyin 
any other part of merchandising is 
not an inventive genius who gives the 
world new units which others com-

ness career. T hat man was an origin­
ator. He originated neither insecti­
cides, nor red bags; but he orig inat­
ed the combination of the two.

T have never heard a p rettier or 
more apt illustration of originality 
than the following: A m other had 
stripped a red stocking from the cold 
foot of her baby girl. As she press­
ed the tiny foot between her warm 
hands, she said: “The dear little toes 

and a good many other are as pink as a rose.” The father, 
l who stood by, picked up the little 
red stocking and said: “This looks 
more like a rose.” Coiled and tele- 

r I scoped as it was, it did strangely re- 
s semble a rose. T hat father was a 

window trim m er. N ext day he made 
a bow er of roses in one of his big

bine. The commercial originator has windows. The roses, all made of col- 
no resemblance to the old hen who I ored hosiery, were so natural tha t it
steals a nest in a dark corner under 
the barn, lays thirteen eggs and then 
nearly starves herself to death to 
hatch out five weak-kneed chicks. 
T he originator is m ore like the in­
cubator that takes all sorts of eggs

was necessary to place a card in the 
window to state how they were made. 
Since that, hardly a big store but that 

! has had a window of “stocking ros­
es.” If you never had one, take 

| a stocking, draw it in concentric folds
brought to it from all sorts of fowls over the thumbs, manipulate the folds 
and brings all sorts of feathered ! into irregular “leaf” rows, and see
things to  life in a new combination.

The business originator is no re­
cluse. He goes am ong men, for he

what a very natural textile rose you 
will have.

Many a idea that would be truly
knows that the ideas he must appeal ¡original, if action followed thought

If you have som ething to sell do 
not rattle  your story  off so glibly 
tha t it will sound mechanical and lose 
m ost of its force: Make your argu­
m ents sound as if made for the spe- 

for advertising cripple your business? cial occasion.
If so, to  w hat extent? I _____ #  #  #

Advertising has been talked and | If  you spend your time looking for 
talked and there are men who turn  I a soft snap, make up your mind tha t 
away from the subject and refuse to  some o ther fellow will pick it up in ­
read w hat is w ritten about it or hear * cidentally while he is hard at work.

W e Manufacture

Public Seating
Exclusively

C h u r c h e s  We furnish churches of all denominations, designing and 
^ * * ^ * * ''* * ^ ®  building to harmonize with the general architectural 
scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.

S c h o o l s  The fact that we have furnished a large majority of the city 
O d l v f v r l o  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction and 
materials used and moderate prices, win.

We specialize 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.

Write Dept. Y.

Lodge Halls

fimerican Searing Company
215 Wabash A ve. CHICAGO, ILL.

GRAND RAPIDS NEW YORK BOSTON PHILADELPHIA
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Coffee in the Netherlands. 
According to a report recently pub­

lished by the Dutch D epartm ent of 
A griculture coffee was first in tro­
duced into the N etherlands during 
the second half of the seventeenth 
century. In 1663 mocha coffee was 
first offered for sale at Amsterdam, 
and in the beginning of the eight­
eenth century coffee from Malabar 
was introduced.

Through the initiative of an Am­
sterdam  m ayor coffee trees were first 
planted in Java, and in 1711 the first 
consignm ent of Java coffee, less than 
100 pounds, from the gardens of 
Jacatra  (la ter Batavia) was received 
in the N etherlands. About thirty 
years ago Brazilian coffee was in tro ­
duced in the Dutch m arket, since 
which time the im ports have been 
steadily growing. In 1881 the im­
ports were only 37,700 bags, but in 
180'.) this had risen to over 1,500,000 
bags. The im ports in 1909 were 
1,440,000 bags.

On the arrival of the first consign­
ment of Java coffee the E ast India 
company closed contracts with the 
governors of Java for the compul­
sory delivery of coffee, and the gov­
ernors compelled the inhabitants to 
raise it. In this m anner the compul­
sory cultivation of coffee was inaug­
urated, but it was not until 1832 tha t 
the governm ent established a general 
system for its cultivation.

The annual consum ption of coffee 
per capita in the chief consum ing 
countries is given as follows: N eth­
erlands, 17.06 pounds; Belgium, 13.09 
pounds: Sweden, 12 pounds; U nited 
States, 10.98 pounds; Germany, 7 
pounds: other countries, less than 
Germany.

The immense increase in consum p­
tion has called forth the new industry 
of coffee roasting. The roasting of 
the bean, which was form erly done 
by the consum ers, has little by little 
developed into one of the great in­
dustries of the N etherlands. At R ot­
terdam , Am sterdam , Leiden, U trecht, 
and o ther places, large roasting  plants

pounds. The leaves of the succory 
plant are used and much relished by 
the Dutch as a vegetable, called 
“brusselslof.”

are situated, with m achinery of the 
new est invention. The m ost im port- confidence in prom ises 
ant of these plants are located at 
Rotterdam , where the yearly output 
of roasted coffee am ounts to 16,500,- 
000 pounds, and at A m sterdam , 
where the yearly output is 5,500,000 
pounds, these two cities furnishing 
one-third of the coffee consumed in 
the country. The fine quality of 
Dutch coffee can, in the main, be 
ascribed to  the high standard of the 
roasting  plants.

In the N etherlands, and still more 
in other countries of Europe, chicory 
is used in the preparation of coffee 
to make the drink stronger and give 
it a darker color. This product is 
derived from the succory plant, 
whose roots are dried, roasted, and 
ground, and then brought on the 
m arket under the name of chicory.
The succory plant is to some extent 
cultivated in the N etherlands, but its 
real home is Belgium, northern 
France, Germany, and Austria, where 
the root is an article of great im por­
tance and the subject of much com­
mercial speculation. The am ount of 
chicory produced in the N etherlands 
yearly averages 6,600,000 to 8,800,000

Keep the Promise.
Possession of wealth does not al­

ways place a man high in the esteem 
of his fellow men. Men are usually 
judged by their integrity  of character 
independent of their worldly posses­
sions.

The man who is known to keep his 
promise, even though he be a poor 
man, stands higher in the estim ation 
of those he deals with than the man 
who is known to break his promise, 
even though he be a rich man. A 
business man may be rated as w orth 
a million, but if he break his promise 
regarding paym ents or fulfillments of 
contracts he will find later on that 
those who deal with him will insist 
upon cash transactions or some legal 
guaranty for the carrying out of the 
obligations. He who does not keep 
his promise is not trusted  by those 
who deal with him in spite of his 
financial w orth.

The basis of credit is the keeping 
of promises. Let it be known that 
a man has always kept his promise, 
that he has never been known to 
break his word, then little persuasion 
is needed to get the credit m an's O. 
K. Let it be known, however, that 
a man rarely keeps his prom ises, that 
he endeavors to evade his obliga­
tions through some quibble, and it is 
hard for him to obtain credit, no 
m atter w hat his station in life may 
be.

If a man purchase for cash right 
along, some day he can ask for and 
will receive a small credit, if he prom ­
ises to make his paym ents on a cer­
tain date. Later on he will be given 
larger credit because he has been 
keeping his promises. He can in­
crease his credit step by step to 
amazing proportions if his prom ises 
have always been kept, but let him 
break his promise but once and his 
credit rapidly diminishes.

The business world places much 
The note in

the bank is a w ritten evidence of the 
prom ise. The note says on the face 
of it “ I prom ise to pay.” Many a 
large business house owes its rise 
in the commercial world to the 
founder’s "I promise to  pay” having 
been faithfully kept. The prom ise is 
frequently more potent than a bank 
account, because it is always a re ­
liable index of the m an’s character, 
while the la tte r is frequently mis­
used. A man has got to lose more 
than money to become bankrupt.

Not only in financial and other 
business transactions does the prom ­
ise play an im portant part in shaping 
a m an's standing am ong his fellow 
A prom ise to meet a man by appoint­
ment, to write a letter, or placing 
one’s self under some such obligation 
is just the same as prom ising to pay 
a man money. In either case the 
person who makes the prom ise is in 
the m an’s debt, and the obligation is 
not cancelled until the debt is paid; 
in o ther words, until the prom ise is 
fulfilled. The man who breaks his 
promise in little things will break 
them  in greater ones.

A Practical Economist.
He was a tall, lanky-looking chap, 

with a slouchy walk and a general 
air of good nature about him which 
caused even the dogs on the street 
to wag their tails amiably as he pass­
ed along the highway. H e looked 
healthy enough, but none the less he 
lounged into the doctor’s office, shuf­
fling his feet over the carpet as he 
walked, and took his place meekly 
am ong the rest.. The place was only 
half-full when he arrived, and conse­
quently there were still several com­
fortably upholstered arm chairs left 
unoccupied. Glancing casually about 
him, he finally selected one of those 
over by the window, where the light 
was good, and, after running over the 
magazines lying on the table, he 
chose one that seemed to  please his 
fancy, and settled down, sprawling 
backward in the capacious depths of 
his chair. The cases preceding his 
were apparently of a nature sufficient-

Q. J. Johnson Cigar Co.
S . C. W . El Portaaa 

Evening Press Exemplar
These Be Onr Leaders

Grand Rapids Electrotype Co.
I Lyon St., Grand Rapids, Mick. 

M akers o f  H ig h e st  G rade E le c tr o ty p e s  by 
all m od ern  m eth od s. T h ou san d s o f  sa tisfied  
cu sto m ers  is  ou r b est a d v ertisem en t.

A lso  a c o m p le te  lin e  o f  P rin tin g M achinery. 
T yp e and P r in ters' Sup p lies.

Sales Books SPECIAL OFFER FOR $4.0C
We wilt send yon complete, with Original Bill and Du­
plicate Copy, Printed, Perforated and Numbered, 5,000 
Original Bills, 5,000 Do plicate Copies, 150 Sheets oi 

intricate to keep the doctor busy Carbon Paper, 2 Patent Leather Covers. We do this to
, . t -__ ___ , • i I have yon give them a trial. We know if once yon asefor an hour or more, during which our duplicate system, yon will always use it, as it pays
time a dozen other natients arrived for itself in forgotten charges. For descriptive circular time a u o z e u  in n e r  p a u c i i«  « . . .  | samples and special prices on large qnantities, adder-
and got in line. Finally, after he The Oeder-Tbomsea Co., IM2 Webster Ave.. Chicago
had read tw o of the magazines 
through, and had tackled a third, his 
turn came.

“ If you will step this way, sir,” 
said the doctor.

“T h a t’s all right, doctor,” he smiled 
amiably from the com fortable depths 
of his chair. “ I ’m in no particular 
hurry, sir. Let these others go ahead 
of me. My case ain’t so all-fired 
pressin’ I can’t wait, and maybe some 
of these others are in a hurry.”

“ I t ’s very good of you, sir,” began 
one of the ladies. “ I am in a hurry.
I live off in the country, and if I can 
I should very much like to catch the 
noon train back.”

“D on’t m ention it, madam ,” said 
the stranger politely. "I know w hat 
it is to he pressed for time myself. 
Go ahead, and all the rest of you, 
too— I ’ll wait for the tail-end of the 
procession."

He settled hack in his chair, and 
plunged deeply into the absorbing 1 
complications of a fresh short story,! 
the which he kept at until finally he 
found himself the sole rem aining pa­
tient in the room. As the last patient] 
but himself disappeared into the doc­
to r’s sanctum, he stretched his limbs 
until all his joints cracked, yawned 
like a man awakening from a long 
nap, and, replacing the magazine he] 
had been reading on the table, put 
on his hat and left the house.

“ It 's  a derned good scheme,” he 
m uttered smilingly to himself as he 
sauntered slowly up the street. “I 
have had a nice quiet morning, in a 
nice homelike room , lying off on a 
nice soft arm chair, takin’ my pick of 
the best periodicals of the country.
I guess as long as these here doc-1 
to rs’ offices hold out I can get along 
on a dollar room somewhere, and 
not go squanderin my spare cash on 
any expensive private drawin rooms, 
c r  »pendin' my money on current 
literatoor..'

There is no risk or 
speculation in 

handling

Bakers 
Cocoa

and

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

52 Highest Awards in 
Europe and America

Walter Baker & Co. Ltd.
E stablished  1780. D o r c h e s te r , M a s s .

If you tackle a bigger job than you 
can hold down, don’t let perseverance 
become pig-headedness and keep you 
at som ething that is a losing proposi­
tion.

a s k  y o n r  a d v ic e  on  
m a tters  o f  food  p r o . 
d u cts. Yon w a n t to- 
b e  p osted , don't yon?I  
T h en  s tu d y  th e  fo l­
lo w in g . I t ’s  in -  j 
s tru c t! v e . I s i i

Minute G elatine (Flavored) \
i s  m ad e from  th e  h ig h e s t  q u a lity  o f  
g e la t in e -o th e r  k in d s  m ay  u se  a ch e a p ­
e r  g e la t in e  a s  c o lo r s  an d  flavors  ca n  
co n c e a l i t s  in fe r io r ity . In  i t  th e  m o st  
e x p e n s iv e  v eg e ta b le  co lo rs  a r e  u s e d -  
o th e r s  m a y  b e c o lo r e d  w ith  c h e a p  
v e g e ta b le  o r  co a l-ta r  c o lo r s . True 
fruit flavors are  u sed . T h ey  c o s t  m o re  
b u t th e y  a re  b etter . —A r tif ic ia l, e th e r ­
e a l  flavors a re  fou nd  in  o th ers . T h e y  
a r e  c h e a p e r  an d  e a s ie r  to  g e t. f i in u te  
G ela tin e  Flavored is  m ade to  s e l l  on  
quality -  not b y  a d v e r t is in g  o r  lo w  
p r ic e s  o n ly . D on’t ta k e  i t  th a t  all 
o th e r  flavored  g e la t in e s  h a v e  aII th e  
b a d  p o in ts  m en tio n ed . M ost o f  th em  
h a v e  som e. N o n e  o f  th em  h a v e  a l l  
t h e  good  p o in ts  o f  Minute Gelatine
Flavored . D e c id e  for y o u r s e lf . L e t  

u s  s en d  yon  a p a c k a g e  free  an d  tr y  i t  
b e s id e  a n y  o th e r  flavored  g e la t in e  
you  m a y  s e le c t .  T h at'»  fa ir  i s n ’t  i t?  
W hen w r it in g  fo r  th e  p a c k a g e  p le a s e  
g iv e  u s  y o u r  jo b b e r’s n a m e.

M INCITE TAPIOCA CO.,.
™  W. Main 5 t., Orange. Mass.
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FED ERA L REGULATIONS.

Manufacture or Sale of Adulterated 
Goods Forbidden.

The insecticide act of 1910 will be­
come effective on January  1. Joint 
regulations for its enforcem ent have 
just been issued by the secretaries of 
the Treasury, of A griculture and of 
Commerce and Labor. The act for­
bids the m anufacture or sale in Fed­
eral te rrito ry  of adulterated or mis­
branded insecticides and fungicides, 
especially mentioning Paris green and 
lead arsenate. I t  also forbids in ter­
state shipment of such articles, and 
this is its m ost im portant feature.

U nder the regulations, samples of 
insecticides and fungicides are to be 
collected by purchase by agents of 
the United States D epartm ent of Ag­
riculture, and analyzed or examined 
by such chemist or examiner as the 
Secretary of A griculture may desig­
nate. If a sample then appears to  be 
adulterated or misbranded a private 
hearing before the Secretary or his 
representative will be given to the 
party  from whom the sample was 
obtained and to others interested, 
who may appear personally or by a t­
torney and may submit oral or w rit­
ten evidence. If it still appears that 
the act has been violated the proper 
U nited States attorney will be in­
formed of the facts. Provision is 
made for state officials to co-operate 
in reporting violations to the Sec­
retary  of Agriculture. The la tter will 
ordinarily make his requests for 
prosecutions to the A ttorney Gener­
al, but in special cases directly to 
the proper U nited States attorney. 
A fter judgm ent has been rendered by 
a court the judgm ent will be pub­
lished by the Secretary of Agricul­
ture within th irty  days.

Paris green is considered adulterat­
ed if it does not contain at least 50 
per cent, of arsenious oxide; on the 
other hand, it m ust not contain ar­
senic in water-soluble forms equiva­
lent to more than V/2 per cent, of a r­
senious oxide: and no substance may 
be mixed w ith it so as to lower its 
strength. Lead arsenate is counted 
adulterated if it contains more than 
50 per cent, of water, or if its total 
arsenic is equivalent to less than 
12t/2 per cent, of arsenic oxide, or if 
it contains arsenic in water-soluble 
forms equivalent to more than .75 of 
a per cent, of arsenic oxide, or if any 
substance is mixed with it so as to 
lower its strength. If lead arsenate 
contains more than 50 per cent, of 
w ater it m ust be labeled ‘‘lead a r­
senate and w ater,” and the extra per­
centage of w ater m ust be plainly 
stated. Any other insecticide or fun­
gicide is considered adulterated if its 
strength or purity fall below the 
standard under which it is sold, or 
if any substance has been wholly or 
partially substituted for it, or if an> 
valuable ingredient has been even 
partially removed, or if it is intend­
ed to be used on vegetation and is 
injurious to it. If  the designation of 
an article im ports the presence in it 
of a certain substance, tha t substance 
m ust be present in the customary 
amount.

Any insecticide or fungicide is mis­
branded if the label bear any state­

ment, design or device tha t is false 
or misleading in any particular, eith­
er as to the character of the article 
or as to  the place of manufacture, 
and the term  “label” is defined so as 
to include any circulars, etc., tha t 
are packed with the article or refer­
red to either on the label or on the 
circulars accom panying the article. 
If the contents are stated in term s 
of weight or measure, they m ust be 
correctly stated. If an insecticide or 
fungicide (o ther than Paris green or 
lead arsenate) contain arsenic in 
any form the total am ount of arsenic 
and the amount of w ater-soluble ar­
senic m ust each be stated on the la­
bel. The amount of inert substance 
(often called “filler”) m ust also be 
stated.

If the name of the m anufacturer 
is given on the label it m ust be the 
actual m anufacturer; if the name giv­
en is not that of the actual m anufac­
turer, the phrases “packed fo r ------,”
“distributed by ---------,” or some
equivalent phrase, m ust be used with 
the name.

The dealer may relieve himself of 
responsibility by securing from the 
wholesaler or from the m anufacturer 
a guaranty that the article is not 
“adulterated or misbranded within 
the meaning of insecticide act of 
1910.” This places the responsibility 
upon the guarantor. The wholesaler 
or m anufacturer may file w ith the 
Secretary of Agriculture a general 
guaranty covering every package of a 
particular kind of article. The guar­
anty will receive a serial num ber; 
this num ber is to appear on every 
package of goods sold under that 
guaranty, together w ith the words, 
“Guaranteed by (name of guarantor! 
under the insecticide act of 1910.” If 
a general guaranty is not filed an in­
dividual guaranty may be attached to 
each bill of lading.

The law and the regulations apply 
also to im ported goods, im ported 
lead arsenate or Paris green being 
treated  as being intended for use as 
an insecticide unless the contrary  is 
shown. The T reasury  D epartm ent 
and the D epartm ent of A griculture 
will co-operate in taking samples of 
im ported goods. If upon examina 
tion and after a hearing it appears 
tha t a consignm ent may not lawfully 
be im ported the Secretary of A gri­
culture will report the findings to the 
Secretary of the Treasury, and the 
goods will be refused admission.

Regulation 12 provides tha t “all 
m atter required by the act to  be 
stated on the label of an article 
m ust be plainly and correctly stated ! 
on the face of the principal label in 
type sufficiently clear and in position 
sufficiently prom inent to a ttrac t the | 
immediate attention of the pur­
chaser." This regulation, however, 
will not be strictly  enforced until 
July 1, 1911. In  the meantim e such 
required statem ents may be made by 
means of a “sticker or paster or sup­
plem ental label.”

How to Cook Prunes.
Despite the attem pted funnyisms 

and gibes of the alleged hum orous 
paragrapher, the prune is a desirable 
and healthful article of food and its 
sale at this season m ight be visibly 
increased.

V ery many buy the prune in a 
shamefaced way, believing they are 
taking som ething tha t is scarcely re­
spectable; yet it is, everything con­
sidered, one of the m ost healthful 
fruits tha t grows, and when apples 
are scarce, as, they are this year, the 
prune can be utilized as a reasonably 
satisfactory substitute. D ietetically 
it is a fair substitute for any fresh 
fruit.

The crop this year is not up to  the

average. Certain things have happen­
ed all along through the season until 
the harvest, and now that the supply 
is distributed, it is discovered tha t 
it is considerably below normal. This 
will, of course, have a tendency to 
make prices higher, though here and 
there a holder may have some of last 
year’s crop and will be in position to 
offer bargains which can be profit­
ably utilized by the retailer.

The principal difficulty in the hand­
ling of m ost dried fruits, prunes in­
cluded, is tha t purchasers do not 
know how to  cook them  properly. 
The dried or evaporated fruit has 
had the w ater driven from  it by a 
slow process, either in the sun, as in 
the case of prunes, or by machinery, 
as in the case of apricots, peaches, 
etc. The thing to do is to  return  that 
w ater to the fruit in the same slow 
way.

They should be covered with cold 
w ater and placed well tow ard the 
back of the stove to simmer slowly. 
I t  is better to leave them  over night 
in his way. The fruit comes out 
alm ost as fresh and rich as new. If 
the housekeeper is taught this she 
will understand why it is essential 
and also the science of it, and the 
fruit will be alm ost as good as the 
original. P oor cooking has turned a 
good many against these fruits, par­
ticularly the prune, who would o ther­
wise consume considerable quantities. 
The more custom ers you can get who 
will take more or less the better 
•t will be for you and your business.

GRAND RAPIDS 
PIRE INSURANCE AGENCY

THE McBAIN AGENCY

Or and Rapida, Mich. The Leading Agency

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

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

HIND SAPQLIQ
at once. It will sell and satisfy.

HAND SAPOLIO is a special toilet soap—superior to any other in countless ways—delicate 
iDough lor the baby’s  skin, and capable of removing any stain.

Costs the dealer the same as regular SAPOLIO. but should be sold at 10 cents per cake.
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PUBLIC AUCTION

Of Freehold City Property, Including 
Factory, Machinery, Etc.

U nder and by virtue of the powers 
contained in a certain m ortgage, in 
which M alta V ita Pure Food Com­
pany is the m ortgagor, and which 
m ortgage will be produced at the 
time of sale, there will be offered for 
sale by public auction on Saturday, 
the 7th day of January, .1911, at the 
hour of 12 o’clock, noon, at the auc­
tion room s of C. J. Townsend & 
Co., 68 King street east, in the city 
of T oronto , the property  described in 
the said m ortgage as follows:

“All and singular the following de­
scribed properties situate, lying and 
being in the city of T oronto , in the 
County of York, and Province of O n­
tario, Canada, to-w it: T ha t certain 
parcel or trac t of land and prem ises 
situate, lying and being in the city 
of T oronto , in the County of York, 
and Province of O ntario, Canada, and 
being composed of L ots One and 
Tw o according to Plan “684,” filed in 
the R egistry  Office for the W estern 
Division of the city of T oronto , to ­
gether with all factory buildings, 
shops, dwellings and o ther structures 
thereon or hereafter to  be placed 
thereon, also all railroad tracks to  be 
constructed thereon and all engines, 
boilers, belting, shafting, fixed and 
movable m achinery and machines, 
with their separate parts and attach­
m ents, fans, blowers, awnings, steam, 
gas and w ater pipes, blast pipet 
steam and heating apparatus, gas fix­
tures, ovens, furnaces, stacks, forges,

fire extinguishers, hose and o ther fire 
apparatus, electric light, power, heat­
ing apparatus, operating machines, 
with their separate parts and attach ­
ments, gearing, dies, office and shop 
furniture and factory implements, 
tools of trade and tools used in re ­
pairing buildings o r machinery, 
draught animals, harnesses, stable 
furniture, wagons, carts and trucks, 
kept for use, and all other fixtures, 
im plem ents and apparatus, being and 
intending to  include all of the chat­
tels now situate upon said described 
parcel of real estate, which said par­
cel of real estate, together with said 
personal property, constitute its fac­
tory  and plant in the said city of T o­
ronto, used in carrying on its busi­
ness of m anufacturing and dealing in 
cereal food; also all licenses or le t­
ters paten t issued by the Dominion 
of Canada owned and used by said 
m ortgagor in and about its said busi­
ness or otherwise, and all interest, 
right or claim of said m ortgagor in 
and to any o ther letters patent, o r in 
and to  any interest, right or claim in 
any application for le tters patent, now 
or hereafter applied for by the said 
com pany; also all trade-m ark or 
trade-m arks, registered o r otherwise, 
and all common law trade-nam e or 
trade-nam es used by the said m ort­
gagor in and about its said m anufac­
turing  business, including any and 
everything comm only denominated 
“good-will,” so far as the same re ­
lates to  the Dominion of Canada; al­
so all plates and designs for labels 
and cartons, also all the o ther real, 
personal and mixed property of which

the m ortgagor is seized or possessed I 
in the Dominion of Canada. T ogether 
with all and singular the tene­
m ents, hereditam ents, rights, fran­
chises, powers, privileges, im munities 
and appurtenances to  any of the said j 

j property belonging or in any wise i 
appertaining, and all the rents, profits i 
and issues arising or to  arise there- 
from, and all additions to  any of said 
property  when and as the same may 
be in any m anner hereafter acquired, j 
w hether the same be for replacing or 

j renew ing tha t now in use or o ther­
wise.”

T he property  is situated on the | 
southeast corner of King street west j 
and M owat avenue, in the city of To- 
ronto, and has a frontage c n King 
street of one hundred and eight feet, 
four and one-third inches (108/ 
by a uniform depth of one hundred j 
and twenty-five feet (125' ), and there | 
is erected thereon a large th ree-story  j 
solid brick factory, with a one-story | 
boiler house in addition. T he main j 
building is one hundred feet (100 't in 
length on King street by forty-three J 
feet (43') on the east side of Mowat 
avenue, and the boiler house addition 
immediately joins the main building 
on the south and tow ards the east 
thereof. The building has a large j 
freight elevator situated immediately 
to the south of and attached to the j 
main building. On the property is a | 
return tubular boiler, 54 3" flues, full j 
flush front, with brick setting, and all 
standard fittings, made by Buckeye | 
Engine Co., Salem, Ohio, and there | 
is also a single eccentric autom atic 
piston valve engine with 54x18 inch !

belt wheel pulley, made by the T ay­
lor M anufacturing Co., Chamhers- 
burg, Pa., R. M. Beck’s patent. The 
factory also contains the necessary 
w orking plant fo r the m anufacture of 
M alta Vita,, the well-known cereal 
food. T he factory and equipm ent are 
said to  be in good condition, and the 
business is n o v  being carried on and 
M alta Vita being made therein a t the 
present time in the usual m anner

The property  will be sold subject 
to  a reserved bid.

Terms—10 pe cent, of the pu r­
chase money ro he paid down a t the 
time of sale and the balance of the 
purchase m oney to be paid within 
two weeks from th. date of sale, a fter 
which the purchas r  shall be e n ti­
tled to  im mediate p* ssessron.

F or fu rther particulars and condi­
tions of sale apply to  the Solicitors 
of the Mortgagee.

MESSRS. DENTO N. D U N N  A 
B O U L T B E E

Solicitors, 20 King S treet East, 
Toronto.

Dated at T oron to , th is 5th  day o» 
December, 1910.

There are no set rules fo r succès 
Grab opportunity  when you see :t. 
apply a little persistency and en 
thusiasm , and don’t be too  bashful

you are sure ot hav 
thing at the right prie

it
O ualitj

half sold—to  bring 
desired "half,” adve

Highest Grade Canned Goods
PACKED BY

W. R. Roach & Co., Hart Mich.
We operate three model plants, including the largest and best-equipped pea psekirg plant ic the *cr.d. 

Peas packed fresh from the field by automatic continuous machi lery, under perfect sanitary 
conditions. All water used is from artesiar wells. Skilled helpers, expert processers 

—all under personal observation of experienced packers—give to the

HART BRANDS OF FRUITS AND VEGETABLES
Distinctive character and make them TRADE W INNERS AND TRADE HOLDERS

Send for Cfltflloguc Ask Your Jobber foe Hart Brands

W. R. ROACH & CO., HART, MICH.
Factories at HART, KENT and LEXINGTON—All Model Plants 

Judson Grocer Co., Distributors, Grand Rapids, Mich.
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tom ers will appreciate it, you will m onotonous if not actually tiresom e, 
feel better, and it will not be v ery  j To these the days are long. Saturday

BEHIND toe COUNTER; ~ ■ i l

long before the boss will show his 
appreciation also by offering you a 
better thing.

son who comes in and asks to use the 
telephone. From  the very outset you 
know that the telephone is at the dis­
posal of any one who w ants to  use 
it and that the person knows tha t 
she can use it if it is not busy. In ­
stead of presenting a wooden face 
and pointing tow ard the phone, 
wouldn’t it be better to smile and 
say, “Certainly, the phone is back of 
the desk: you are welcome to  use 
it?” I t  does not cost you anything 
either in time or money and you can 
do it w ithout interfering with your 
work no m atter how busy you may 
be.

There is the woman who comes in 
tired after her long, cold ride over 
the country roads. She is all bun- 
lied up and in standing before your 
counter rem oves her wraps and lays 
them on a stool. If she notices 
some other custom ers coming toward 
her she is likely to gather her wraps 
in her arm s and continue her buying 
with this handicap. Instead of per­
m itting her to look at goods w'ith 
her arm s full of wraps, wouldn’t it 
be better for you to offer to  check 
them in the office until she is ready 
to go home? I t would mean tha t she 
would have to come back to the 
store before she left for home no 
m atter w hat o ther store she m ight 
visit. I t would mean tha t she would 
enjoy coming to the store where the 
clerks accom modated her.

There is a woman w ith a lot of 
it be better to sug- | small parcels who could be made to 
>abv might w ant a j feel at ease if you offered to  wrap 

drink of water. Find som ething tha t them all in one bunde. If she lives 
rattles or is highly colored which j in town she would feel grateful to 
m ight set the m other at ease and you if you suggested tha t your de­
give her an opportunity to examine | livery wagon was going her way and 
the goods you are trying

L ittle T hings To Do and Say To 
Please Customers.

The indifference on the part of 
clerks is one of the greatest draw ­
backs in the successful selling of m er­
chandise. In small stores clerks are 
usually much more attentive to cus­
tom ers than they are in the big de- 
partm entized stores of the city. This 
is due to the fact that people in any 
small com m unity are better acquaint­
ed with each other and expect more 
attention from the salespeople. They 
depend upon the salespeople for a 
good deal of information about the 
goods they are buying.

This makes it im portant that the 
clerk should make himself as agree­
able as possible with all the people 
he or she comes in contact with dur­
ing business hours in the store. 
Nothing is more disappointing to 
custom ers than inattention or indif­
ference, at a time when if the right 
treatm ent were given them it would 
set them at ease.

There is the woman with the baby, 
which is unusually active and which 
is making things miserable for all 
concerned. If the woman did not 
have her hands full and were at home 
she would find som ething to amuse 
or quiet the cross infant. Instead 
of trying to make yourself heard 
above the noise issuing from the 
small bundle and hurrying a trans­
action which m ight amount to a good 
many dollars and cents if things were 
quiet, wouldn’t 
gest that the

night is eagerly looked for and the 
m ornings find them  showing little of 
sprightliness. To a physically fit 
man w ork should be a pleasure, as 
enjoyable in its way as any other 
diversion in which he may at times 
indulge. Many a young man has nev­
er looked at his employment in this 
way. I t  is the result of thoughtless­
ness. He has considered work as just 
work, tha t is all. Take the other view 
for a time. Look very carefully and 
thoroughly into all the situations 
which you m eet with every day. 
Arouse yourself to take an actual in­
terest. Perhaps you will be surprised 
to find tha t you have been going 
along so blindly and wake up to  the 
realization tha t there is really heaps 
of fun and enjoym ent in the every­
day occupation which you follow.

A fter you are thoroughly in the 
way of getting  the best out of 
every hour you spend at the office or 
store you will perhaps also be sur­
prised to see how the “boss” has 
taken notice of you and you will be 
on the high road to success. If  you 
can not fall in love with your present 
business or job, the best thing to do 
is to  get out and chase around aftei 
an occupation you can feel tha t way 
about or make up your mind to drag 
along through life forever in the rut.

Enjoyment in Work.
I t  takes the man who really loves 

his job to  climb the ladder. There 
is, too, much of enjoym ent and actual 
pleasure, with sometimes amusement 
throw n in, in the m ost dreary kind 
of an occupation if it is looked for.
T o the clerk behind the counter and 
the man in the office there are con­
stant changes, new faces, varied sit­
uations and more or less kaleidoscop­
ic views of life and business which 
ought to  bring much of entertain­
ment, if a man has hit anywhere near 
the notch where he belongs.

Do the great mass of young men 
in business find pleasure in their 
work? They do not. Do the great 
mass succeed? Not by any means. I t 
is the com parative few who get out 
of their daily occupation genuine 
pleasure, who really love their work, 
who are scored on the w inning side.
H ow often men are heard to say, 
after a holiday or a vacation, “Oh, 
dear! got to get down to the old 
grind again.” The world is full of 
ju st such.

There is always an over-supply of 
men who are doing things, perform ­
ing certain labors, ju st because they M ost labor troubles are in reality 
have to, and to whom such work is j foreman troubles.

to show
her and listen to what you have to 
say about the merchandise.

There is the man who comes in 
when you are try ing  to handle three 
custom ers in the shoe department. 
He informs you tha t his shoe is too 
tight and tha t it is paining him so 
much that he can hardly work. I t  
may be that he is w earing them for 
the first time and is going away on 
a short visit and has very little time 
at his disposal. Isn ’t it be tter to 
take a minute or so to slip in the 
stretcher and turn it around tw o or 
three times and let the shoe be 
stretching while you finish with the 
custom ers you have on your hands, 
than to ignore him entirely until 
you are finished and ready to wait 
upon him? D on’t you think tha t the 
man will be more likely to call for 
you and to buy shoes in the store 
where you are working if you ac­
commodated him?

You are all familiar with the per-

could take them as well as not.
There is the woman who w ants 

samples. She may be a pest but you 
know that these pests have to buy 
things somewhere and are ju st as 
likely to show appreciation, per­
haps more so than any one else 
There are hundreds of o ther custom ­
ers who come to your store every 
day who could be shown favors by 
a little effort on your part.

You may say tha t you are hired 
only to sell goods and to fill cus­
tom ers’ w ants and tha t you can not 
be expected to be a nurse and a 
slave to everybody who comes in. 
If you will keep in mind, however, 
tha t you are not the whole store and 
that there are several thousand oth­
er clerks who m ight be able to  fill 
your position, and if you realise tha t 
increases in salary often come from 
doing little extra things you will 
soon see the advantage of becoming 
accustomed to giving more than the 
usual attention to custom ers. Cus-

Klim*man’s Sample Furniture Co.
The Largest Exclusive Retailers of 

Furniture in America

W here quality is first consideration and where you 
get the best for the price usually charged for the 
inferiors elsewhere.
D on’t hesitate to write us. You will get just as 
fair treatm ent as though you were here personally.

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

We W ant Your 
Business

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

will wonder how we can do it. Remember the quality 
is GRAND RAPIDS make—as good as the best Grand 
Rapids furniture.

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

Branch Factory: Lutke Mfg. Co., Portland, Ore.
Offices and showrooms under our own management: 724 Broadway, New York 

City; 51 Bedford St., Boston; 1329-1331 Wash. Ave., St. Louis.
T h e Largest Manufacturers of Store Fixtures in the World
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Courtesy Behind the Drug Counter 
Is Essential.

The drug clerk who considers a 
knowledge of the pharm acopoeia and 
the proper m ethod of com pounding 
of drugs his principal asset, will never 
make good to the fullest extent as a 
pharm acist. He has overlooked one 
of the m ost necessary qualifications, 
courtesy. This essential represents 
a distinct commercial value and un­
less the clerk possesses it he is 
w orthless to  his employer.

The custom s of to-day differ from 
those of forty  years ago. There was a 
time when the wise man was possess­
ed of a grouch. I t was his daily 
companion, for it was the badge of 
his wisdom. The surlier the man the 
m ore erudite he was popularly be­
lieved.

You rem em ber old D octor Blank, 
the leading physician in the country 
in which you lived as a boy. W hen 
ushered into the sick room in which 
you were lying, w ith the atm osphere 
redolent of grandm other’s home rem ­
edies, he glanced at you from beneath 
beetling brows, em itted a salutatory 
g run t from the cavernous recesses 
hidden by a wide expanse of frowsly 
beard, and proceeded to business. 
Despite your splitting head and ach­
ing bones, and w ithout one pleasant 
or encouraging word, this ancient 
apostle of im politeness pulled out 
your tongue with fingers fragrant 
with the odor of horse, made your 
eyelids tu rn  som ersaults, mauled you 
in the ribs, jam m ed a horny hand into 
your abdomen and m altreated you 
as if you were a pickpocket. Y our 
expressions of pain brought from him 
sundry expostulatory growls and 
your feeble inquiries as to  the char­
acter of your ailm ent fell upon deaf 
ears.

A fter being subjected to this harsh 
treatm ent, out came the tim e-honor­
ed “doctor’s satchel,” and from its 
depths there was produced a motly 
collection of drugs, from calomel to  
squills, according to the necessities 
of the case. A concoction, the taste 
of which would make gall and w orm ­
wood seem like milk and honey, was 
selected for your delectation and with 
a valedictory of gutteral g runts the 
good old doctor w ent his way The 
aw estruck countenances of the family 
due to the presence of the doctor 
slowly gave way after his departure, 
and when grandm other recovered her 
usual calm she whispered, “W hat a 
w onderful man he is. He knew the 
m om ent he looked at Johnny what 
ailed him and he didn’t have to  say a 
w ord.” The om nipresent grouch 
made the old doctor feared and re­
spected and it was the badge of wis­
dom.

T he old lawyer, the “Squire,” as 
you called him, also adorned himself 
with the same habilim ents of learning. 
The more disagreeable the man the 
m ore legal lore he was believed to 
have stored away under his shiny 
dome.

You all rem em ber D octor Blank 
and Squire Jones for their kind 
abounded. T hey knew medicine and 
the law, and were in the main suc­
cessful in preserving the lives and the 
reputations of their clientele, but the

19
march of progress pushed them aside. 
The younger generation tired of the 
uncouth m anners and the distinct 
lack of courtesy.

W hen young D octor Brown located 
in your town, do you rem em ber how 
the people scorned his youth, his 
suavity and his lack of experience? 
You will recall when grandm other 
was stricken with her ancient enemy, 
rheum atism , and the old doctor 
couldn’t respond to  the sum m ons, 
owing to  an attack of sciatica, the 
young doctor was called with fear 
and misgiving. He smilingly entered 
the old lady’s room and greeted her 
pleasantly. H is exam ination was 
more thorough than the old m an’s 
and lacked the football tactics. He 
prescribed remedies pleasant to  the 
taste, cheered the old patient and de­
parted leaving in his wake a feeling 
of gladness, instead of gloom. Grand­
m other got well quickly and said she 
was sorry  when the doctor's visits 
ceased. W hich doctor was called 
when Annie came down with pneu­
monia a few weeks after, am I asked?

And when young Smith from a 
neighboring village located in your 
town to  practice law how' you laugh­
ed at the idea of his possible success, 
for he was such an easy going, good 
natured chap. You were brought up 
to believe tha t any disciple of Black- 
stone m ust have a fully developed 
grouch concealed about his person if 
he were to  succeed. But people sort 
of liked Smith, because he was ap­
proachable and affable. Smith was 
genial and he was a good lawyer. 
The old Squire was a good lawyer 
too, but his saturnine countenance 
and his peppery disposition coun ter­
balanced his legal ability. Smith went 
ahead. H e is now a judge, very 
learned in the law, and withal is a 
delightful person.

And so it goes. W e demand ability, 
but courtesy m ust go with it. Gruff 
words and loutish m anners have no 
place in our modern economy.

O f all men behind the counter the 
drug clerk should be the soul of u r­
banity, but too often he is the reverse.

Not long since a physician went 
nto a pharm acy which he had pat­

ronized for years and asked a new 
clerk fo r tw o ounces of paregoric. 
The em bryonic pharm acist looked at 
him w ith an amused sneer on his face 
and said: “Do you think you can get 
away w ith tha t gag here? B ring in 
the doctor’s dope sheet o r it's  all off.” 
T he w riter of “dope sheets” relieved 
himself of a few personal opinions, [ 
and now his prescriptions, and they I 
are very many, go to another store. 
He had been insulted in the presence 
of acquaintances, and the ow ner of the 
store, when told of the occurrence j 
by the physician, m erely said the clerk ! 
was a joker, and a follow er of the 
races. R ather expensive joking for 
tha t proprietor.

T he wife of a great captain of in­
dustry sent a prescription to  a drug 
store to  be filled. The servant was 
told it would take some time and she 
asked to  have it sent around im-1 
mediately it was compounded, as a 
child was very ill. An hour passed 
and the m other telephoned asking tha t 
it be sent at once. A clerk told her •

l i t  would go when they were ready to  
I send it and not one minute sooner, 
as she was not the only custom er of 

I tha t store. She counterm anded the or­
der, got a duplicate prescription from 
the physician, had it put up in a  lit­
tle store on a side street in fifteen 
m inutes and cut the large store off her 
list. No w onedr the m anager tried 
to  square m atters by offering to  dis­
charge the offending clerk, for her 
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Druggists’ Wall Fixtures

Are Our Specialty
W e  se ll a c o m p le te  lin e  o f sec! 

p re s c r ip t io n  ca se s , p a te n t  m ed ic ine  
o th e r  e q u ip m e n t fo r d ru g  s to re s . T 
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Wilmarth Show Case Co.
936 Jefferson Ave. O rasi frspidj. Stic*

D o w n to w n  sh o w  ro o m  in  G ra n d  R a p id s  a t  sâ  S  fo n ia  ¿ g 
De tr o i t  sh o w  room — i ù  B ro ad v an r
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TW ILIGH T OF TH E  YEAR. itself m ost lastingly upon our memo- ' during the next few m onths. T hus j ter during the incoming year than 1

M editations, Retrospective and In ­
trospective.

W ritten  for  th e  T ra d esm a n

How rapidly the winged years flit 
by! Time — inexorable, pauseless, 
vandalic Tim e—regards with mute, 
sphynxlike indifference the failures 
and successes of man. \ \  hat, in 
sooth, are m an’s little comedies and 
tragedies to 1 ime? The length of his 
days, although stretched to  the limit 
is but a span when measured by the 
infinite reaches of centuries and 
aeons hoary and dim with age.

Time respects not the person of 
any man. The king in the palace and 
the peasant in the cottage alike grow 
aged and infirm. Time doth steal 
away our youth, furrow our brows 
and transform  locks that were glossy 
and black into glistening strands of 
silver! In vain do we try to blot out 
the finger-prints of his unerring 
touch. Cosmetics cannot fool him and 
the years run on apace.

The hour glass which man s in­
genuity hath devised, wherewith to 
mark the transit of the fleeting hour, 
runs out to the last grain; and then 
it is reversed. By and by the hand 
tha t reversed the glass has grown 
feeble and palsied by reason of age, 
and the sands in the glass run no 
more. But Time—inevitable, rem orse­
less, pauseless Time—runs ever on­
ward.

The noble clock filled with noble 
“works" and embodied in their a rtis­
tic case, fashioned by man s skill and 
adorned by m an’s creative fancy, tells 
the passing of the fleeting hours, and 
year after year the pendulum swings 
back and forth, and back and forth, 
counting, counting, counting the sec­
onds as they pass. At last the faith­
ful clock wears itself out in the hope­
less effort to follow the tireless, 
pauseless flight of time. But Time 
—august, inevitable, unhalting Time 
—speeds onward and onward forever.

Time is the universal conciliator. 
Sorrow and failure and humiliating 
disasters which loom big and for- 
boding today, grow smaller and 
-m ailer as the years go by. Thus 
time assuages our grief. Time makes 
us forget the sting of bitter words 
All things are reconciled by time 
yes, and ground to powder by the 
attrition of the centuries. Th 
proudest structures which men have 
builded yield to the disintegrating 
influences of Time.

Now we are brought to the clos 
ing scenes and incidents of the old 
year and the inaugural ceremonies of 
the new. How fitting it is that 
we should spend a little while 
during the mellow, tw ilight glow of 
this passing year, in looking back 
over the experiences of the past year 
and in looking forward, in anticipa 
tion, to the work we hope to accom 
plish during the year 1011! Much of 
the glory of man lies in the fact that 
he can build a better future because 
of instruction that comes to him 
from rem embered experiences.

After all we are agreed that experi­
ence is the best teacher. Instruction 
thus acquired—w rought out in our 
business life—is the sort that stamps

ries.
None of us perhaps can look back 

through the volume of the year, now 
rapidly drawing to a close, w ithout 
regretting  some things that we find 
therein recorded. If we think of 
each day of the out-going year as a 
single leaf in the volume of the 
book, then we m ust also observe that 
some of the leaves are soiled by 
errors both of mind and of the heart, 
and some of the pages seem alm ost 
blank, in that we canot recall any 
deed of consequence, either for good 
or for bad. These have been our un­
productive days. And of these also 
we are ashamed. But the book, such 
as it is, is w ritten. No m atter how 
much we may regret this or ¿hat en­
try in the book, we cannot erase it 
now. O ur deeds are recorded in in­
delible ink. And there is no process 
known to man for expunging the re­
cord of a given act. W hether it be 
wise or w hether it be foolish; w heth­
er it be good or w hether it be bad— 
it stands forever in the record of the 
years.

Since we can not. by our tears or 
by our prayers, reverse the hands of 
time, calling back opportunities that 

ere, and changing the character of 
eeds whose records are w ritten, it 
; worse than useless to fret and 
.•orrv because of the record. All our 
rorry can not help m atters. On the 
ontrary  it will have the effect of in 
apacitating us for the best work in 
he future. W orry  is said to be( and 
loubtless is) the m ost devitalizing 

thing under the sun. More people are 
illed by w orry than by work. Pre 
lature wrinkles are brought on by 

worry. Prem aturely gray hairs are 
aused by worry. Consequently on 

of the w orst ways in which we can 
pend the last few days or hour 

the old year is in w orrying about the 
sses tha t we may have sustained 

during the year. More than likely w 
have all sustained losses of one kind 
>r another during this good old year 
We have been disappointed in thi 
respect or in that. Some of our 
plans did not work out so prosper 
iusly as we had hoped. Some of ou 
■fliers” did not soar so high as w 
had hoped. Some of our efforts to 
anticipate popular demands in our 
ines didn’t pan out encouragingly 

W e did not clean up the stock with 
anything like the thoroughness that 
we had hoped. W e have accumulat 
ed a lot of “dead ones” in spite of 
our efforts to buy judiciously. Some 
of our custom ers who have credit ac 
counts with us have not paid up yet 
Some of them, perhaps, are consider 
ably behind, and a few of them  will 
in all probability, never come across 

But what is the use of worryin 
All we can do is to do the best w 
can under the circumstances. W e can 
put on a little extra steam and 
thus get a little more headway. May 
be we can devise some sort of 
clearance sale, just a little out 
the ordinary in some respect, that 
will help us to clean up the stock 
even to the “dead ones.” If  we 
after some of these folks who are 
in arrearage maybe we can extract 
sizeable percentage of the money

our m editations should take a prac­
tical turn. W e should be try ing to 
devise ways and means for develop­
ing the business so m aterially during 
the next few m onths as to  reclaim 
our lost ground. Morbid medita- 
ions are profitless. They get us 
othing. Resultful planning is 

profitable unto sound m erchandis­
ing—always. I know of no better 
time in which to do some resultful 

anning than right now during the 
t few days of the old year. There 
much in the record of the past 

ear to help us tow ards greater 
achievements in the new year, pro- 

ded we are able to discover the in- 
tructive lessons and apply them, and 

is is a thing tha t each of us must 
do for himself.

Speaking from my own experience, 
find these annual “m editations” a 

source of personal benefit. A t the 
lose of each year 1 go conscientious- 

through the events of the year— 
not by any means skipping over the 
uni iviting spots where blunders and 

sses are recorded—and I try  as best 
can to enrich my mind with the in- 

truction tha t I have already paid 
for. I feel that it is mine (since 1 

ive paid for it) : and I therefore 
propose to have it. I do this, as 1 

in a thoroughgoing way: and, 
believe me, not in a morbid spirit by 

ly means. I look upon it as a 
holesome exercise. Do you know', 
generally arise from these m edita­

tions wth the determ ination to  buc­
kle down to work a little harder 
than I have ever done? I t sort of 
eems to put me on my m ettle: and 

find myself saying: “By jingoes, 
that was a droll thing to do! I won­
der now that I ever did it! But I

have ever done in my life!”
Yes; a new year is upon us—a 

fresh, white, magnificent volume, fill­
ed from “cover to  cover” with op­
portunities. I t is the best year of all 
the ages. This year was the best 
year tha t ever dawned in the history 
of the world. I t witnessed more 
progress, chronicled more activity 
of a resultful nature, beheld more 
brotherly  love and dow nright good- 
fellowship than any period of like 
duration in the annals of human his­
tory; but this year, good as it was, 
is not going to  hold a candle to the 
incoming year; 1911 is going to go 
away and beyond 1910 in a hundred 
different ways. H arking back to 
halcyon days of the past—Stuff and 
nonsense, man, the brigh test days 
are ahead of us, not behind us. “The 
past was only a helter-skelter—a nar­
row, aimless road, along which hu­
m anity for centuries kept blindly 
groping—hitting and missing their 
way onward, advancing by accident— 
ham pered and fettered  and handi­
capped at every turn .” I t  has taken 
the light of latter-day civilization and 
culture to give us the true perspec­
tive. H itherto  the honors and re­
wards and em oluments were d istrib ­
uted capriciously. Ambition, indus­
try, ability, integrity, moral worth, 
insight, skill—w hat did these things 
amount to  when the all-powerful 
trust of aristocracy dom inated all 
things? W hat chance had your am­
bitious young man to rise? If he 
happened to  possess intellectual gifts 
tha t flashed like sapphires, they did 
not get him anything; he was a born 
underling. If he were of the aristoc­
racy he did not need to have any 
brains. Genius had to  peddle its

did! There is no denying the record: I products and live on a beggarly pit- 
but I won’t do it again! How many tance which came from some aris-
things I m ight have done, if I had 
only thot ght so at the time—things 
that would have put me ahead on the 

ame. I did not seem to  realize tha t 
could put them through. So I let 

them go: but I will do better another 
ear. Yes, by all the resources of 

my imperial manhood, I will do bet-

tocratic somebody w ith sawdust 
brains who “patronized” the genius. 
In those “halycon days” we had 
priestcraft, quackery and governm en­
tal oppression. If a man were in, he 
was in; and if he were out, he was 
out forever and a day; and he could 
not buy, beg, steal or worm his way
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in. If you were of the titled gentili­
ty  you could have anything in sight; 
but if you were of the people you 
could count yourself lucky if you 
got the bare necessities of life. Even 
money did not count. If you were 
of the aristocracy you could get along 
w ithout it; and if you were of the 
people the aristocracy would confis­
cate it. Money was a positive handi­
cap in those "halcyon days.
But the world has changed. Tim e has 
w itnessed a few wholesome revolu­
tions of one sort and another thai 
have clarified the atm osphere, so to  
speak. W e are beginning to  see 
things in a be tter light these days. 
Therefore these are glorious days in 
which to  live. Com forts and conven­
iences have multiplied a thousand­
fold. O rdinary people to-day have 
more luxuries than kings used to  en­
joy. W e have better educational fa­
cilities, b e tte r safeguards to health, 
more protection with respect to our 
person and property, our welfare is 
guarded with more privileges, our in ­
dependence is more thorough, our 
prosperity is more genuine and wide­
spread, our rights and privileges are 
more genuinely respected—than evet 
in all the history of the world. The 
tendency—the inevitable and invio­
late law of progress, which obtains as 
surely as the law of gravitation—is 
tow ards larger and better things. 
Each new day is be tter than the day 
preceding. Each new year brings 
to light new liberties, new visions, 
new possibilities. So the new year, 
1911, is the very crown and consum ­
mation of all the ages.

Let us therefore enter into it in 
the spirit of those who go to possess 
them selves of an heritage. It is ours. 
It hath been bought with a price. 
Time and blood and sacrifice and rev­
olution and evolution and tears and 
groans and titanic toil—have been 
given in exchange for it; but the 
price having been paid by others the 
possession is ours w ithout money and 
w ithout price. All that is expected 
of us is tha t we accept the heritage, 
improve upon it as we have opportu­
nity and pass it on to  those who 
shall come after us. I t is a glorious 
prospect—this which confronts us at 
the beginning of this new year. L et 
us rejoice and be exceeding glad! 
T.et us enter into the activities and 
work of this grand new era with the 
determ ination of doing the very best 
tha t we can with the facilities at our 
command. May it be, in every sense, 
the largest, the richest and the best 
year in your experience as a m er­
chant and as a citizen of the most 
dem ocratic governm ent under the 
sun! Chas. L. Garrison.

The man who never changes his 
opinions is the one who never en­
larges his business. The best of 
plans and ones successfully carried 
out a few years since won’t do now. 
Tim es have certainly changed in 
every line of endeavor; the man who 
is not willing to  change with them 
will find himself, sooner or later, in 
the ‘‘business junkheap.” H e’ll save 
money by not delaying the thing.

The easiest way to establish your 
credit is not to ask it.

Be Able to Say No.
Many a failure in business has been 

caused through the dealer not being I 
able to  say “No.” There is more in 
tha t little word than many imagine.
The inability to  say no when baying 
goods or granting  credit has wreck- j 
ed m any a business tha t was in a 
prosperous condition. Beyond ques­
tion the retailer’s fight is rendered 
strenuous by the m anner in which 
capital is som etimes employed to  give 
credit. Almost everyone is fam iliar 
with the establishm ents which are 
run, not so much to  buy and sell on 
the ordinarily accepted lines as to  I 
find a steady income of from 5 to  10 j 
per cent, on large sums invested pure- I 
ly to  extend credit to  people w ho in 
the ordinary way of business would j 
neither look for it nor get it if they j 
did, and from whom paym ent- have 
ultim ately to  be wrung.

There is one safe course for th e j 
dealer whose capital is limited, and j 

i tha t is, not to  buy the goods if he 
has not got the money to  di-count j 
the bill when due. The man with 
ample capital can take any liberties 
he likes with his own property, but 
he whose all is in the business i- 
courting trouble when he perm it- 
him self to be tem pted by any sort of 
bargain to buy more goods than he 
can pav for. T o buy inordinately is 
not good business, and would ap­
pear so if the buyer were on the ou t­
side and looking on.

The dealer who can not say no at 
the bidding of his bank account is 
heading straight fo r the rocks. There 
are few houses tha t are big enough | 
to realize tha t they cannot afford to  I 
sell the retailer what he does not 
need. T oo m any houses will sell a t  
man all he will purchase, even though j 
they may suspect he is getting  be-1 
yond his depth. W hen it is hard to  j 
turn down a good thing, it is as well 1 
to rem em ber that the bargain crop 

| never fails. Som ething just as good | 
will come along next week or the J 
week after when you have the cash j 
to spare. T he successful dealer plans 
his business campaign. He does not 
dash in as if determ ined to  take 
things by storm , but has his course j 
of action all thought out and pushes j 
his forces along the lines he has de- J 
term ined upon. He does not allow j 
him self to be stampeded in to  buying 
ten cases of goods when he has only! 
money enough to  pay for five cases 1 
H e is a judge of his ability to  take t 
advantage of all discounts He knows 
bow his bank account stands, and 
makes his purchases accordingly, j 
\n  excessive purchase, no m atter 
w hat the apparent value, is m ore 
fraught with possible losses than may 
be the failure to obtain the best price 
on a sm aller quantity.

I t is a p re tty  safe rule never to  go 
the limit on any new thing, no m atter 
how good it looks. There is no b e t­
ter m otto  for the dealer than the old 
fashioned one, “Learn to  say no.” It 
helps to keep the stock down, and en 
ables the dealer to  discount his bills. 
The dealer who discounts his bills 
rarely gets financially involved, and 
it acts as a safety valve upon his buy­
ing and selling. The dealer who dis­
counts his hills always asks him self

• r .before adding to  his stew 
discount this bill?” If he cannot fie 
does not purchase o r cuts down the 
size of his order, and thus always 
keeps his purchases within bounds of 
his available capital.

Being able to say no and discount­
ing always acts as a check upon ms 

[credit business. If a custom er takes 
more than 30 days, he figures nere is 
his money tied up which he needs to  

{discount his own bills. T hat money 
[is w orth at feast 9 per cent to him. 
t and it may be w orth  much more it 
| the to tal trusted  out represents the 
am ount necessary to m eet hts tis- 

I counts. The man who discounts at- 
j bills is also in a position to  buy more 
I advantageously.

The ability of being able to  say no 
at the proper season enables the deal-

m eet his discounts and to  keep a
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N EW  YEARS AT A CAMP.

While the Lumber Shanty Men Jolli­
fied Tom W ent After Bear.

Written for the Tradesman.
I t was getting  on tow ard New 

Years and the cook of T horn ton’s 
camp was swearing mad.

"Them  pesky bears,” he growled, 
"are gettin ’ more impudent every day. 
I can’t leave a thing outside a min­
ute nor nothin’ uncovered. W ish 1 
had a cannon loaded to the muzzle 
with grape-shot; I'd blow ’em to H al­
ifax.”

Young T anner pricked up his 
ears. He was visiting a friend in 
camp, having adjourned his little 
school a couple of weeks for the hol­
idays.

“W hat’s it all about, Nick?” he ask­
ed, drawing up to the big fireplace. 
“Seems to me I did hear som ething 
about a bear doing some sort of 
damage, but I got no particulars.”

Tom Tanner, the j^oung school­
master, was regarded with a certain 
awe by m ost of the men in the lum­
ber woods. They seemed to credit 
him with being a very superior per­
son, and whenever he opened his 
mouth to speak they listened in re­
spectful silence.

There was Bud Graves, the dull of 
wit, of him they made much sport. 
As to  the schoolm aster not one in 
T horn ton’s camp would have dared 
attem pt to joke w ith the learned 
youth from the shades of the Ypsi- 
lanti State School.

Nick, the cook, naturally was flat­
tered at the schoolm aster’s interest.

“ If you'd been here long you'd 
know about the bears,” he said. “We 
have been bothered all w inter by two 
of the varm ints. Fore part the w inter 
Jack Crosshaul lost his breeches, 
leaving them out on a stump to air. 
You see, the pants was made of buck­
skin, and they was pretty  greasy: 
them bears got hold of ’em and chew­
ed ’em all to mush. They've stole 
other things; victuals, corn beef and 
a lot of provisions, besides sniffin' 
round the back door alm ost in my 
face.”

“Have you actually seen these 
bears, Nick?" queried the schoolmas­
ter.

“Oh, I ’ve seen 'em all right—”
“H aven't you a gun?”

. “Just a little affair—mere popgun: 
couldn’t kill a snipe. A shot from it 
would only make the beasts mad 
enough to eat a feller up.”

“And nobody else has tried to 
shoot them ?”

“Yes, there’s Big Mike has shot 
twice at ’em with his big rifle. Never 
feazed ’em. though, and now I reckon 
the only way is to pizen the cusses. 
W ould a done it long ’go, if I ’d had 
the dope. Next time the boss goes 
outside I'll send for some strych­
nine.”

“I wouldn’t do that,” suggested the 
interested schoolmaster. “I t ’s dan­
gerous having the stuff around. Even 
the poisoning of wolves has its draw ­
backs. A friend of mine lost a valua­
ble dog by poison left on the carcass 
of a deer.”

“W ell, I dunno,” m editated the 
cook “W hat’s a feller goin’ to do?

Let them pesky bears eat him out 
of house ’n’ home?”

“Not by any means,” declared the 
schoolmaster, springing up, quitting 
the room to return  later w ith a small 
rifle across the hollow of his arm —a 
tw o-barreled affair of delicate make. 
“My target rifle. I ’ll fix your bears, 
Nick," and T anner sat down, petting  
his gun with a stroking hand.

The cook laughed. The idea of a 
little gun like tha t killing anything 
larger than a squirrel seemed to 
please him beyond measure.

“ I fetched the gun along just for 
fun, not thinking to bag a couple of 
bears,” explained the young school­
master. “Two bear skins would make 
my best girl a fine New Y ear’s pres­
ent. I t ’ll be so easy—”

“Go long with your nonsense, Tom. 
D on’t you dare irritate them  fellers 
with tha t popgun—they’d kill ye if 
you did.”

“I ’ll show you,” was T anner’s re ­
sponse.

T hat evening, when the cook told 
of the schoolm aster’s idea of killing 
two genuine Michigan black bears 
with a target rifle, a cry of increduli­
ty w ent up. I t was plain to see that 
the shanty fellows thought it all a 
good joke.

A fter supper Big Mike spoke aside 
with young Tom.

“I t ’s all right te r josh ther cook, 
my boy,” whispered he, “but don 't 
say too much on tha t string or the 
boys’ll think ye’ve gone daffy.”

“T h a t’s all righ t,” returned young 
Tom. “ If I kill the bears they will 
change their tune.”

“IF  yer kill ’em?” with a roar. 
"T hat’s well put, my boy,” and Big 
Mike walked off laughing uproar- 
ouslv. T hat night the shantymen 
gazed askance at the presum ptuous 
youngster, and no doubt began to re ­
vise their estim ate of the young fel­
low’s greatness.

The bears rem ained under cover 
for a time. Several days passed w ith­
out annoyance from them. The cook 
suggested that they had been frigh t­
ened away because of Tom  T anner’s 
threat to  m urder them w ith a pop­
gun!

“Them blasted bears ag’in!” cried 
Nick, the cook, one m orning as he 
came in with a pail of w ater from the 
spring. T rue enough there were bear 
signs in plenty, the rascals having on 
the previous night raided the cache 
where bu tter was stored, destroying 
and carrying off a lot of the valuable 
food.

A barrel of spoiled pork, emptied 
down the bank near the shanty, had 
attracted  the animals and drew them 
alm ost nightly. Since Big Mike’s 
failure to bring down the bears, al­
though he had fired twice at them 
from a heavy rifle, the shantymen 
were "leery” about going far from 
camp after night.

I t  was New Y ear’s Eve tha t Tom 
Tanner brought out his ta rget rifle 
and stepped into the circle surround­
ing the big boiler-iron stove. Shouts, 
songs and laughter made up the 
evening’s amusement. The boys of 
T horn ton’s camp were watching the 
old year out in the m ost - approved 
fashion.

“G reat Scott! w hat ye goin’ te r do 
with the popgun, Tom ?”

“T’ve got tw o bullets here,” said the 
schoolm aster, tapping the bu tt of his 
piece—there’s two bears, you know.” 

“B etter stay indoors if ye don’t 
want te r make m eat for bruin’s New 
Year dinner,” cried the cook.

“On the contrary ,” said the school­
m aster, “ I ’m going to  capture a 
couple of bearskins for my girl a 
New Y ear’s present.”

W ith tha t the boy—he seemed lit­
tle m ore—walked out into the m oon­
light, while ejaculations of astonish­
m ent w ent round the circle.

“The dum little fool!” jeered one 
of the skidders.

“W e orten t to have let him go,” 
said another burly logger, rising to 
his feet, going to  the door, looking

out. T he air was icy and still, w ith 
a bright m oon shining.

General disapproval of the v isitor’s 
foolhardy move was manifest. More 
than one expressed the belief tha t if 
the boy shot the bears w ith his pop-
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gun the anim als would Be sure to 
turn on him and tear him to  pieces.

Card playing and o ther devices for 
passing the old year w ent on, Tom  
and his adventure being forgotten. 
The hour was on the stroke of 11 
when the sound of a shot rang  out 
from beyond the stables.
_ “My gracious! the little cuss has 
shot a t a bear!” exclaimed the cook, 
starting  up.

“Pooh! M ore likely at a shadder,” 
churtled Big Mike.

W ith  the lapse of scarcely a m in­
ute came the sound of another shot. 
A dead silence fell upon the camp. 
T ho rn ton ’s men felt the chill of a 
strange tragedy stealing over them. 
W hen one spoke it was in low, husky 
tones. The boy had been rash to 
foolishness if he had really shot at 
a bear. Everyone hoped he had 
m erely fired at some small animal 
other than a bear.

Tim e wore on. The old marine 
timepiece on the shanty wall th ro t­
tled out the m idnight hour.

“ New Years, by thunder!” yelled 
Bob W halen, springing up and clap­
ping his shoepacs together. “W hoo­
pee! H urrah  for the New Y ear!”

Then again came thoughts of the 
venturesom e schoolmaster. An hour 
had gone by since the shots, with no 
further sound from the absent one.

“Bet the boy’s killed,” said one of 
the small swampers, going to  the 
door.

“ H ere we are, having fun, while the 
pore little cuss is out yon bein’ chaw­
ed up.” cried Big Mike. “I can’t stand 
this: T’m goin’ te r look fur the boy.”

Several of the men crowded behind 
Mike, who suddenly raised his hand 
for silence. The faint, low music of 
a cheery whistle broke on the mid­
night air—the schoolm aster’s well 
known whistle.

A deep breath of relief w ent up 
from the crowd. Tom  was well liked 
by the rough loggers despite his soft 
white hands and girl’s face. H e was 
a cheery, whole-souled boy, and not 
one there wished him harm. The 
sound of tha t whistle came as a re­
lief to the long silence which had 
portended evil.

“H ere he comes,” and Big Mike
swung the door wide to adm it the 
schoolm aster, who bustled in, stag­
gering under a big load of som ething 
black and shiny.

“Fore Heaven, w hat ye got,
sonny?”

“A New Y ear’s present for the 
cook and one for my g irl!” joyously 
echoed the voice of doughty Tom  
T anner as he cast his black burden 
into the center of the floor. “Those 
bears w on’t bo ther you this year, 
Nick. W ish you atl a happy New
Y ear!" and the schoolm aster fell to 
a seat on one of the benches.

“Bear hides, and righ t off the car­
casses!” exclaimed the astounded
cook.

This was true. Tom  had shot 
both bears and had skinned them 
while the shantym en caroused the old 
year out and the new year in. The 
feat was som ething more than a nine 
days’ w onder; it was the talk  of the 
river country for years. Tom  with

his ta rget rifle had slain both bears 
and big ones they were, too.

The schoolm aster had to  take the 
men out and show them  w here his 
bullets had plunged through the eye 
into the brain of each bear before 
anyone would accept his story. The 
proof w as not to  be disputed, the 
consequence being tha t Tom  T anner 
was a recognized marvel at m any of 
the backwoods gatherings for years 
after the events of tha t m em orable 
New Y ear’s Eve in the long ago.

Old Tim er.

A Wonderful Talisman.
“I ’d deliberately make a muss of 

it to spite her, if it were not for losing 
my place,” said a nervous little sales­
girl as she violently dusted her coun­
ter. “D on’t I hate your straw  bosses 
who are always spouting about som e­
thing to show their authority .”

T he boss in question was a digni­
fied woman, who stared ominously 
through her pinchez at your stock 
displays and counter and who put you 
to rights as to  w hat was w rong, with 
not a little sarcasm at the tip of her 
tongue.

Every noon they had the ir little 
knocking festivals at the rear of the 
store, and every day some one pout­
ed over w hat the next thing would be.

“If this continues,” said the m ost 
aggressive one of the trio, “I certain­
ly w on’t last long here. I ’m ho t tem ­
pered and there’d be the dickens to 
pay, you know. Miss Bell’s shop 
was Eden compared to  this, and she 
prom ised to take me back when work 
picks up. Miss Bell never bossed 
and yet everything w ent like clock­
work.”

In  the course of tw o weeks every 
newcomer had taken French leave— 
only the tw o old girls whom the 
straw  boss was afraid to  rule over 
rem ained with her.

A t this stage of the m atter the sar­
castic one was taken to task by the 
pow er above her:

“Funny we can’t keep any of our 
girls,” he rem arked suggestively.

“Anyway, the three of them were 
u tterly  incom petent,” the straw  boss 
excused herself.

T he m anager shook his head and 
wished he dared to hire another fo re­
woman w ho cared less to  tyrannize 
over her kind—one who could sym­
pathize as well as direct.

W hen K indness Ruled.
L et us watch the newcomers again 

in Miss Bell’s wholesale millinery 
shop:

Mis Bell is standing over against 
their table with a generous smile and 
a quiet manner. As she takes down 
their names and addresses she gives 
each an encouraging word, which is 
too sincere in its tone to  pass for 
mere pretense. The ways of the girls 
at the o ther tables suggest tha t Miss 
Bell’s way is much appreciated.

Each new com er receives a printed 
slip of shop rules which she is asked 
to rem ember. And then a smiling as­
sistant is called forth, who diligently 
and system atically begins to  coach 
the girls in the essentials of the work 
before them. W hen the newcomer 
has m astered them fairly well she is 
left alone for an hour, when the as­
sistant again makes her rounds.

A t ten m inutes to  5 Miss Bell her­
self appears to  punch your card and 
to tell you tha t she hopes you will 
like the work and tha t it will be more 
profitable as you gain in skill and 
speed.

All day everything goes on me­
thodically and w ithout a hitch. The 
newcomers know they are on the 
right track, and the fear of criticism 
evaporates before Miss Bell’s sympa­
thetic advice.

A fter the quitting signal you can 
hear these jolly whispers in a com er 
of the cloakroom : “Isn ’t she a dear? 
How fast those girls can w ork! I bet 
w e’ve struck it right this tim e!”

K indness was second nature to 
Miss Bel! and it became her talis­
man.

Looking After Store Expenses.
A large share of the failures in the 

I grocery business have been due to 
neglect to  properly look after store 
expenses. The cost of retailing is all- 
im portant, and the grocer who does 
not know exactly w hat it costs him 
to  sell a dollar’s w orth of goods can 
not know w hether he is making m on­
ey o r not.

W hen a new delivery wagon is pur­

I are all so near the end of the year, 
I the tim e when new leaves are turned 
over and reform s inaugurated.—Gro- 

! cers’ Criterion.

Faults and Virtues.
The order oi: Elks has a m otto  1that

is an excellen t one to w ork by- m
basine■ss: “Th.t  faults oi: ou r bn3th ~
ers we will wifite upon t he sand. but
their xrirtaes upon the tab lets of m em-
orv.” T hat is a fine srentiment to
take into the store. T  o<ry often Xt  is
the ca se tha t t he good pctints of one s

. associates, co-w orkers e >yes
1 are fo r  gotten and the d<;fertsT short
1 corniti gs and errors magmified t o a
i point creating irritabilityr and a rail-
are to  pull t<bgether. 1in a an iteti
conce:rn all shonld work together fo r

j the coimmon srood. with ii feeling rhar
w eakness in any departm ent reflects 
on the whole. Generally, the man 
who falls down in some earnest a t­
tem pt is the one who feels the situa­
tion the m ost keenly, and looking at 
the condition in the m ost cheerful 
light, with a “never mind, mv boy: 

i’ll come all right next time." will 
ring results, where criticism aggrav­
ates and som etimes in jures the self- 
espect of the one who, perhaps, has

chased, an extra clerk employed, 
every additional fixed charge means 
increased cost of selling a do lla rs 
worth of goods in tha t particular 
store, and if the proprietor does not 
take it into account he is neglecting 
a very im portant m atter, r t is ab so ­
lutely necessary to scrutinize the ex­
penditures incident to the conduct 
of any kind of business. I t  som e­
times means the difference between 
profit and loss.

Tf a store has one cTerk too many 
he should be discharged and an un­
necessary item of expense is thus 
eliminated. Tn a well managed gro 
eery it is not difficult to  tell when 
there are too many clerks, because 
in such a store all clerks should be 
busy practically all the time. There 
is virtually no spare time in the well 

¡conducted grocery. H aving the right 
men in the right places—no hangers- 

| on—or ornam ental figures—goes a

been unintentionally at fault. I t : 
always cheering and shows a spirit c

the office boy talk about “our store 
“our company." etc. There are s 
many time servers these days th: 
the men who do take a heart-felt hoi

“drsdtaate” and “¥ifcfng System” Ciwires 
for Yooag flea and for Soys and
Little Fellows.

Made la Chicago toy

BECKER. HAVER k  CO.

T he M an W ko K w « i  
W ears  Q n tk e s

And merchants ‘‘who know" sell them. Will 
send swatches and models o-r » man will he 
ient to any merchant, anywhere, any time. 
Mo obligations.

M iller, W a tt  St Com pany
Fine Ciotbes to r Mens Chicago

long way tow ard m aking the busi­
ness successful.

I t is a woeful evidence of poor 
m anagem ent to carry men on the 
payroll w ho are not needed and who 
do not actively contribute to  the 
daily progress which the business 
should be making. Even although a 
salary is small, it rs too large if it is 
unnecessary. Efficiency is one of the 
principal objects to  be sought in con­
ducting a successful business. In­
competence or insufficient help is 
not economy, but an expense This 
is a m atte r tha t is sometimes over­
looked by grocers, who thus uncon­
sciously add to  their cost of doing 

| business. The Criterion reefs tha t a 
w arning to  avoid unnecessary ex- 

I pense as well as to  know with exact­
ness w hat the expense of running the 
store is, can not be untim ely when we

BAGS
Far Beans. N a M e s

Oram. Flaar, Fed wmi
Ocher Purposes.

ROY BAKER
to«. Aldm Snritft' BatMtof 

Standi Raob£*> Mìci».

H. A. SEINSHEIMER k  CO.
C IN C IN N A TI

MANUFACTURERS OF

B O Y S  C L O T H E S
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KNOW  TH Y SELF,

Discover the Power of Your Own 
Mind and All Is Easy.

W ritten  for  th e  T ra d esm a n .

It was Socrates who originated the 
idea of “know thyself.” He received 
this excellent advice by studying 
man. Socrates was born 470 years 
before Christ. He was a self edu­
cated man. He received his educa­
tion by observation, natural intui­
tion, reasoning, thinking and intel­
lectually judging and associating with 
the instincts of man.

Socrates never knew how pow er­
ful he really was. He did not have 
the experience necessary to prove 
the greatness of the thoughts that 
were coming to his mind.

In this age where we can put 
every thought into actual w orking o r­
der, we ought to develop into greater 
power m entally than any of the great 
philosophers of olden times.

The business world has not as yet 
learned that the thoughts of our 
philosophers are the power behind it 
Tt still holds the idea that business 
and intellectual m atters are two dif­
ferent and distinct branches or fields 
of study and labor.

If it were not for the thoughts 
tha t passed through Socrates' mind 
there would have been very little ad­
vancement in the business world. 
Every inventor followed the ideas of 
Socrates, that is to  say, they knew 
themselves and had faith in them ­
selves or they would not have been 
inventors.

If vou w ant to be successful you 
will have to go back to the original 
ideas of Socrates. No man can get 
away from natural laws, and when it 
comes to the point of knowing just 
what to do and when to do it, one 
m ust know himself: his mind m ust 
not be throw ing out false im pres­
sions, misconceptions, and m isunder­
standings by getting crossed with the 
wrong suggestions.

The business world with all of its 
selfishness has caused too m any evil 
thoughts to be born. Tt has punished 
too m any young minds. Tt has driven 
too many men out of business. It is 
killing competition too fast. H onest 
competition is what we need in this 
world. Every man should have a 
chance to develop his business, his 
brain and his environm ents; but the 
business world does not want you to 
know yourself. If you knew the pow­
er wrapped up in your brain you 
would soon build a world of your 
own. There is nothing on this earth 
or anywhere else to hold you down 
if you know yourself.

You are not in business to drive 
others out of it. Your real object is 
to earn an honest living. If you will 
forget everybody—as it were—and 
work for an honest living, and be 
satisfied when you get it, you will 
not have any trouble in making it.

Too many of you hard working 
m erchants do not know when you 
have enough. M ost of you have at 
this very moment more dollars and a 
much better business than you hoped 
for in your earlier business career. 
At the same time you are not satis­
fied.

W e should be satisfied but not fully 
contented. W e ought to be thankful 
for w hat we have, but not content 
with the happiness and joys of life. 
W e should w ork as hard for peace, 
joy and happiness as we do for dol­
lars.

Mixing philosophy with business 
produces what we really are striving 
for. T oo many of us do not know 
what we w ant and at the same time 
in our weakness we are w orking like 
the devil to  get it.

Tf we knew more about the grand 
principles of the mind we would soon 
know w hat we w ant and how to 
get it.

The man who knows himself can 
get everything he wants, peace, joy 
and happiness—with a fine progres­
sive business throw n in.

W e have the cart before the horse. 
W e are try ing to learn the tricks of 
the business world before we know 
our m ental cards.

O ur comings and goings are hab­
its of life instead of education. W e 
ought to go off in a corner and watch 
ourselves pass by. W e keep our 
eyes on everything tha t passes us 
but never appear to think of w atch­
ing ourselves. W e need watching. 
We are stealing our own energy by 
getting crossed and by depriving our­
selves of things we need. Begin to 
be calm and self-centered and let the 
New Thoughts of Socrates, P lato and 
Em erson run through your mind and 
you will be surprised at the results.

Socrates, P lato and Em erson never 
entertained thoughts pertaining to 
the business of the world, but E m er­
son’s Essay on Compensation will 
inspire any business man with pro­
gressive thoughts.

The quality of our business affec­
tions all depend upon our wisdom. 
Some of us go along in our work as 
sm oothly and calmly as if we were 
blessed with special intuition, but 
there is nothing about us that is un­
natural, if we have spontaneously 
found ourselves.

Those of you who feel lost in this 
busy, progressive world, let me ad ­
vise you to begin w atching your­
self, to see why you do this or that. 
If you are doing alm ost everything by 
and through the suggestion of o th ­
ers you ought to stop it. Begin to 
be original by going back to  the 
first cause, the thought that taught 
you to see your own mistakes. L is­
ten to the intelligence tha t proved to 
you that it was not wise to make the 
same mistake the second time.

There is no use in being in the 
wilderness of doubt, fear and pain 
mentally. All you will have to do 
is to honor and respect yourself. You 
know that you have been doing more 
to please others than you have to 
please your own good silent adviser. 
You have shown more affection and 
the deep sense of duty tow ard others 
than tow ard your own mind and 
body. You are killing yourself by 
inches for the great and wonderful 
pow er of public opinion.

It is public opinion tha t is con­
trolling you and you know it. You 
know how hard your own thoughts 
are trying to make you obey them, 
but you foolishly let them lay on

the shelf and get covered up with 
dust—as it were—and run off with 
other things tha t are eating up all 
of your profits.

Every once in awhile there comes 
to  your mind a sincere, sharp, strong, 
eager line of enthusiastic and red hot 
business thoughts and you sit up and 
take notice—-you can not help it— 
and you work day in and day out 
with them, and they make you feel 
happy, but after you see things run­
ning sm oothly again you run off with 
public opinion and a thousand of other 
things and in a few days you are 
lying around w ith a raging fever.

T hat bursting, throbbing and 
thum ping feeling running through 
our minds telling us to  learn our­
selves is the only thought tha t will 
bring us peace, joy and happiness.

There is no use in my telling you 
these things, you know more about 
yourself than I do, but you are like 
all the rest of us, you forget your­
self.

P lato said, “ I t is be tter to  be than 
to seem. T o live honestly and deal 
justly is the m eat of the whole m at­
ter.” This means tha t we should be 
honest and just with ourselves; our 
own lives. If this is done we will be 
honest and just w ith others.

I Am T hat I Am.

Are You Using the Ax?
Much has been said and a great 

deal of advice given the retail m er­
chant in the last few years in regard 
to using more caution in the g ran t­
ing of credit.

I t  is very reasonably safe to say 
that nine-tenths of all the failures in 
the retail business has been due to 
the ease with which they have extend­
ed credit. Note the following le tter:

Many a retail m erchant, in the 
goodness of his heart, has “credited” 
himself out of business. T hat is un­
fair, unjust and ought not to be. 
M erchants should stand more firmlj- 
for a “square deal” to them selves on 
this proposition. If a man is out of 
w ork and “broke,” tha t is not suffici­
ent reason for his living off you, by 
credit at your store, until he breaks 
you, too. Yet this is w hat happens, 
and happens all too frequently. In 
defense of your own business exist­
ence, therefore, “brace up” to the oc­
casion. Keep in mind tha t in these 
days a man is a sad spectacle who has 
“gone broke” in business. H is record 
card is bad, no m atter w hat the cause, 
and no excuse will avail. Then begin 
in time. D on’t w ait to “catch” the 
m arble-heart, cultivate it a little. 
W hen you see and know a credit 
custom er has no immediate means 
and little future prospects of paying 
you for w hat he is buying from your 
store, hedge on his credit, and hedge 
fast. I t  may be hard in some instances 
but in many more we venture the 
opinion tha t it will be one of the 
best things tha t ever happened to 
your custom er—the forcing of him 
upon his own resources instead of 
yours, and obliging him to practice 
the m ost stringent domestic economy, 
and hustle in order to  exist. Many 
times we believe it would force shift­
lessness into a real good grade of 
thrift.

Anyhow, Mr. M erchant, if you ex­

pect to  stay in the game you’ve got 
to head off this feature of abuse 
along w ith the multiplicity of others 
that beset the retailer, and the quick­
er you become adept in the use of the 
ax—-the quicker you become expert 
in chopping off bad credits the better 
for you.—John H. H arper.

Plan For N ext Year.
T his is a good time of year for the 

butcher to map out some plans for 
the business of the coming year. The 
after the holiday trade will not be 
so rushing but tha t the butcher will 
have time to think of the future, and 
it is an im portant point to  form ulate 
a definite policy to be adopted for 
the business of the new year, always 
with an eye to a larger trade. New 
equipment, new departm ents, etc., 
will be in order right after the holi­
days, and the butcher who does not 
give some attention to  these details 
is not keeping up with the progressive 
elem ent of his craft. T hings seldom 
happen of themselves. There is us­
ually an originating force which sets 
them  in m otion, and which is re ­
sponsible for their grow th. So it is 
with the m eat business. A gradually 
increasing trade is the result of p lan­
ning and preparation by the butcher. 
Some butchers have not yet been led 
to see the big profit to be gained by 
conducting a canned goods depart­
ment. T his is a good time to think 
this m atter over and plan to  try  it 
out in the coming year. In the m a r­
ket there will be found many things 
which can be improved or replaced 
w ith good advantage to the m arket. 
Make things look as attractive as 
possible, and the result of the year’s 
business will more than make up for 
it, and the business will be on a 
healthy basis tha t will show an in­
crease with every passing year.

Your Home and Your Store.
The phrase, “O ne-third of your life 

is spent in bed,” as used in advertis­
ing, has probably often come to you 
in a startling  way. Possibly a more 
startling  statem ent to many would 
be, “O ne-half your life is spent in 
business.” The m akers of bedding 
use the first phrase to bring out the 
im portance of having one’s sleeping 
equipm ent comfortable. L et us use 
the second phrase to  bring out the 
im portance of having one’s shop, 
store or office a com fortable place in 
which to spend cne-half of his exist­
ence.

Many storekeepers in the smaller 
towns actually spend one-half of all 
the hours of their w orking days in 
their places of business. If the store 
is not comfortable, w hat a life of im­
prisonm ent it means for the business 
man!

There are m any thousands of beau­
tiful and com fortable homes occu­
pied by m erchants with their fam i­
lies. There are a few thousand of 
stores which have been made a ttrac ­
tive and convenient because some 
m erchants have given thought to 
their business environm ent as well as 
to their homes. U nfortunately there 
are a few thousand m erchants who 
plod away at their work, one-half of 
all hours of their adult days, lacking 
com fort and pleasure in their occu­
pation.
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Can be operated by electricity and is built to stand 
on floor or counter

This Is The P  

Detail Strip
■

EVERY time a clerk J 
makes a cash sale 

or a “ charge” sale, 
or receives money on 

account, or pays out 
money, the Register 

prints a record of it on 
this strip of paper.

In the meantime the 

Register is also add- 
ingon separate wheels 

the totals of these 

various things.

* h 1 0.25 ChO -1.00
* H 21.00 
PdA -0.75 
*B -0.32 
*E -2.15 
*H -0.10 
★ A-1.75 
RcK 30.00

Actual Size

Progressive Merchants 
Are Now Buying 
Our Most Up-to-date 
National Cash Register
Y j/7 E  build this register with from one to nine 

▼V adding counters, and with from one to 
nine cash drawers, depending upon the number 
of clerks employed. The price depends upon 
the size of the register.

Gives you more protection and information 
about your business than any other business sys­
tem that can be installed in your store.

Each clerk has a separate cash drawer and 
each clerk’s sales are added on separate adding 
wheels This tells you which clerk makes the 
most sales, so that you can reward him— or 
which clerk makes mistakes.

This National prints the amount of each sale 
on a strip of paper and also prints a receipt 
showing the amount paid by each customer, 
which guarantees to the proprietor that the proper 
amount of money is put into the register.

This register tells you at 
night these four most im­
portant things:

1— Total cash sales made 
by each clerk.

2—  Total of your credit 
sales.

3—  Total a m o u n t  of 
money received on 
account.

4 — Total a m o u n t  of 
money paid out.

Also the secret adding 
counter tells you the total 
amount of all cash taken in.

1 8 3  SEP30 ^

1 *B  —1.75.

SiTCSlL 4  JUNM
90t %  Seesmf oat 
OTTUR9KA, - KTSA.

Grocerin  mmé jj f if t .
This '« your receipt 

for the correct amount a# 
your purchase. See that 

you get it. «**«•>

This Is The 
Primed Check

Q R  customers’ re­
ceipt that the 

Register prints every 
time a safe is made,, 
or money is paid oat, 
or received on ac­
count. guaranteeing to 
the proprietor that the 
prr per a m o u n t  of 
money is pur into the 
register This check 
makes a fine thing to 
print your advertise­
ment on

Actual Size

W rite and tell us the number of clerks you em ploy and w e w ill send you description aad price of tfcia register M R  *•
su it your business This w ill place you under no obligation to  b ey .

The National Cash Register Company, Dayton, Ohio
Salesrooms: 16 N. Division St., Grand Rapids; 79 Woodward Ave., Detroit
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GOVERNM ENT CROP REPORT.

Uncle Sam Has Correspondents All 
Over the Country.

One hundred and th irty  thousand 
persons—a mighty army—secure for 
Uncle Sam the inform ation contained 
in the monthly crop . reports, which 
convey as near as it is possible for 
human agencies the condition and 
prospects of the chief agricultural 
products of the country at tha t time.

These reports are literally the pulse 
of the country’s prosperity. Should 
corn, for instance, show a condition 
of 50 per cent, in August ever}' one 
would go around wearing a long face 
and commence to economize.

Few people, however, realize the 
amount of work, the minute detail 
connected with supplying this infor­
mation to the public free of charge.

Large m anufacturing firms and ag­
ricultural implement or hardware 
dealers, who neither buy nor sell 
farm products, are much interested in 
the prospects and conditions of crops. 
This knowledge enables them to dis­
tribute their wares more economi­
cally by sending large consignm ents 
to sections where crops are good and 
farm ers have the power to buy, and 
less to sections of crop shortage, 
where there is obviously less de­
mand.

I t is im portant to the railroad com­
panies to know the probable size of 
crops in the country in order to p ro ­
vide sufficient cars for transportation.

U nder modern trade regulations 
and conditions prom pt and reliable 
inform ation regarding agricultural 
areas, prospects and yields is an im ­
portant factor in the proper conduct 
of commercial, industrial and tran s­
portation enterprises. The earlier the 
information regarding the probable 
production of the great agricultural 
commodities can be made public the 
more safely can the business of the 
country be managed from year to 
year.

Retail dealers in all lines, w hether 
in city or country, order from whole 
sale merchants, jobbers, or manufac 
turers the goods they expect to sell 
many weeks, frequently months, be­
fore actual purchase and shipment. 
Jobbers follow the same course, and 
m anufacturers produce the goods and 
wares handled by every class of m er­
chants far ahead of their actual d is­
tribution and consumption.

Tf reports during the growing sea­
son show that the condition of wheat 
is such as to indicate a full crop on 
a large area, the m erchants of the 
w heat producing sections of the coun­
try  know that they can give liberal 
orders for goods to be handled by 
them several weeks or m onths later. 
The m anufacturers, located far from 
the wheat fields, know where there 
will be a large demand for such of 
their products as are used by all de­
pendent on the wheat industry. The 
railroads know they will have heavy 
freights to transport: and so the ad­
vance knowledge regarding the prob­
able future outcome of the crop 
serves as a guide to every branch ,of 
commerce and trade connected with 
the wheat growing areas of the coun- 
rv. Th same is true as to the other

crops,—corn, 
bacco, etc.

cotton, oats, rye, to-

If, on the o ther hand, the condi­
tion of grow ing crops is unfavorable, 
reliable inform ation to tha t effect is 
equally, in fact, more, im portant to 
trade and commerce than when the 
promise is good.

I t  was to remedy the evils and to 
subserve and protect the in terests of 
all tha t Congress provided for issu­
ing m onthly crop reports. The crop 
reporting  service of the D epartm ent 
of A griculture aims to supply the 
public at large with im partial, un­
biased inform ation regarding crop 
areas, conditions and yields, which 
it m ust be apparent is highly essen­
tial and beneficial not only to farm ers 
but to our commercial interests of 
every kind and class.

The character of Government crop 
reports, which have been issued reg­
ularly now for nearly half a century, 
is not, and can not from their na­
ture, be exactly accurate. They are 
estim ates and purport to  be noth­
ing but estim ates, but they are not 
random, haphazard guesses—they are 
careful, scientific and well con­
sidered estimates, based on the best 
available and widest possible range 
of information.

The reports relate first to  the 
probable planted area of the princi­
pal crops of the U nited States, which, 
according to the last U nited States 
census, constituted over 80 per cent, 
of the value of all agricultural p rod ­
ucts. Acreage estim ates are based on 
the percentage system. The acreage 
planted to a given crop, wheat, corn, 
oats, etc., is reported to the Bureau 
of S tatistics by correspondents and 
agents in figures indicating their judg­
ment as to the percentage of the pre­
vious year’s acreage, which is planted 
in the current vear.

These facts were contained in a 
paper w ritten  by V ictor H. O lm ­
sted, chief of the Bureau of S tatis­
tics, U nited S tates D epartm ent of 
Agriculture, which was read at a re­
cent convention of the N ational Grain 
D ealers’ Association, in which Mr. 
O lm sted described the character, 
value and method of collecting and 
dissem inating the crop information.

Regarding the sources of inform a­
tion he w rote :

“There are four g reat sources 
through which data is secured by the 
departm ent.

“First, we have a corps of tow n­
ship correspondents num bering be- 
ween 30,000 and 40,000.

“Second, there is a corps of coun­
try  correspondents, one of whom re- 
ides in each agricultural county in 

the U nited States. The county co r­
respondents have each from  three to 
ten friends scattered throughout the 
county who report to him each 
month.

“Third, in each state there is a 
salaried employe known as a sta tisti­
cal agent. He m aintains a large corps 
of correspondents throughout his 
state, who report to him each month. 
The state statistical agent in the more 
im portant agricultural states p e r­
forms considerable travel for the 
mrpose of personally familiarizing 

himself with crop conditions.

chants, grain and elevator men, prod­
uce dealers, country bankers and any 
o thers who by the nature of their 
business are well inform ed regarding 
agricultural conditions and p ros­
pectes. The special field agents also 
go into the fields and personally ex­
amine the crops.

“ In addition to these four general 
sources of inform ation the Bureau 
has special lists of correspondents, 
such as mills and elevators for the 
wheat crop, cotton ginners for the 
cotton crop and various o ther classes 
for o ther crops, which report to  the 
Bureau whenever called upon. A lto­
gether there are upward of 120,000 
voluntary correspondents of the Bu­
reau, none of whom receive money 
compensation.

“Blank schedules of enquiry arc 
prepared in advance and sent to these 
different classes of correspondents 
and agents, each of whom reports in­
dependently of the other, and none of 
whom are in two separate lists.

“Fourth, there is a corps of special 
field agents, each of whom has two 
or more states through which he trav­
els, interviewing farm ers, agricultural 
implement dealers, country m er­

“T he blanks sent each m onth to 
the different classes of correspon­
dents and agents contain exactly the 
same enquiries. These are mailed, 
together with return  “penalty” enve­
lopes upon which no postage is re ­
quired, in ample time to enable each 
correspondent to send his report to 
W ashington, or to the state statistical 
agent or special field agent, and per 
mit their use in tabulating and com 
«pitting so as to be available in the 
rendering of the estim ates prom ul­
gated by the Bureau of Statistics 
each month.

The acreage of the preceding year 
was estim ated in the same way, and 

on for each preceding year back 
to the year in which the acreage was 
definitely ascertained by the Federal 
census. This is the only method by 
which acreage can be indicated each 
year except by an annual agricultur­
al census, which, of course, would be 
out of the question.

Following the estim ates regarding 
acreage come the condition report 
which are made from m onth to 
month during the grow ing season, in 
eluding not only the crops concerning 
which estim ates are made but also so 
called “m inor crops.” A ltogether dur 
ing the year estim ates regarding con­
ditions are made for fifty-five sepa­
rate and distinct crops.

The condition reports are express 
ed in figures representing a percent­
age of a normal condition, a normal 
condition being represented by 100. 
If prospects at the time of the re ­
port are that three-fourths of a crop 
will be the probable harvest, the con 
dition at that time would be repre 
sented by the figure 75. If conditions 
chance to be so bad that only half a 
crop is believed to be the prospec­
tive measure of the harvest, condi­
tions will be represented by the fig­
ure 50: and so on.

A Happy N ew  Year
JUDSON GROCER CO.

Distributors

Grand Rapids, Mich.
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“The reports from each class of 
correspondents are tabulated sepa­
rately. The results shown by such 
tabulations are then tabulated on 
sheets in parallel columns, the fig­
ures for each state being placed op­
posite the name of the state, so that 
when the estim ates are to be prepared 
the Crop R eporting Board will have 
before it quadruplicate sets of fig­
ures and, frequently, additional sets 
received from special correspondents, 
which are utilized in form ulating the 
estim ates of the Bureau.

“In  the tabulating and computing 
of the reports these figures showing 
conditions are not set down one un­
der the other, added and divided by 
the num ber of the reports, thus se­
curing w hat would be term ed a 
‘stra igh t’ or m athem atical average for 
each locality or state, but they are 
tabulated by counties and scientifical­
ly ‘w eighted’ in accordance w ith the 
relative im portance of each county 
as a producer of each crop dealt 
with.

“W hen the figures for the entire 
U nited States are to be arrived at, 
the figures decided upon by the Crop 
Board for each separate state are 
‘w eighted’ in a m anner similar to 
that employed in ‘w eighting’ county 
figures for the separate states, each 
state being given its relative im por­
tance compared w ith the o ther states, 
in com puting the final figures for the 
entire U nited States.

“The Crop R eporting Board con­
sists, as a rule, of five m em bers, the 
chief of the Bureau of Statistics, who 
ac-ts as chairm an; the Associate S ta­
tistician and another agricultural sta­
tistical scientist in the employ of the 
Bureau at W ashington, serve on the 
Bureau regularly; and, each month, 
two employes of the Bureau—either 
special field agents or state statistical 
agents—are brought to W ashington 
for service on the Board.

“W hen the Board m em bers have 
all made their separate estim ates for 
all the states, their papers are assem ­
bled and the figures of each mem­
ber are tabulated on another sheet 
in parallel columns. This last sheet 
is then again taken up by the Board, 
and where their judgm ent varies as 
to w hat the figures should be, the 
m atter is discussed and various con­
siderations, argum ents and reports 
are gone over again until a final fig­
ure is reached by the Board.

“The deliberations of the Crop 
R eporting Board are carried on be­
hind locked doors in room s from 
which all egress and ingress are pro­
hibited, and all telephone connections 
are severed until after the report has 
been published. John R. Livingston.

If you w ant things done, look for 
a man tha t is doing them —the other 
fellow hasn’t the time.

The trouble w ith the vice-presi­
dents of the U nited States is that 
they do not advertise.

A fter a man has made a repu ta­
tion, how the mem ories of his 
friends are refreshed.

Parcels Post Delusion.
Among the few specific recom ­

m endations in P resident T a ft’s mes­
sage is one in favor of establishing a 
parcels post service on rural delivery 
routes. The “im provem ent” in the 
U nited States postal service had been 
previously advocated as a tentative 
or experim ental measure. I t  would 
in no sense be a test of tha t kind of 
postal service, but it would alm ost 
certainly be used as an entering 
wedge for a more complete system.
It is supposed to  have the support of 
the farm ers of the country, but it 
would undoubtedly prove a delusion, 
if the postage rate should be, as has 
been suggested, eight cents a pound, 
with eleven pounds as the limit of 
weight. E ight cents a pound m ight 
be a cheap rate for sending parcels 
across the continent or from the cat­
alogue houses in Chicago and a few 
o ther large cities, but if it were to ap­
ply only from the village post office 
—and that is w hat the program  calls 
for—to the inhabitants of the country 
town of which it was the distributing 
center, it would be far from cheap, 
and it is im probable that it would be 
much used.

Such a charge would be consider­
ably higher than the present cost of 
transporting  a package of goods from 
the country store to the purchaser 
distant a couple of miles or so. So 
far as used, the postage would prob­
ably more than pay for the added cost 
of delivery over the rural routes, and 
it would not interfere with local ex­
press or delivery companies. W here 
these existed they could alm ost cer 
tainly deliver at a less charge than 
the G overnm ent’s parcels post rate. 
T hey certainly would not charge 
eightv-eight cents for delivering an 
eleven pound package. This is not 
w hat the advocates of a parcels post 
have been w orking for, and if it 
should be tried and prove a local 
failure, it would lead, not to  an abon- 
donm ent of the system, but to a loud 
demand for its extension so tha t it 
would be of some real use in d istrib­
uting m erchandise over long d is­
tances, over cheap m arkets. Ndbody 
need believe for a m om ent tha t the 
parcels post advocates would be satis­
fied long with a limited parcels post. 
W hat they w ant is an unlimited one, 
a general parcels post, and they are 
favoring the plan now proposed sim­
ply and solely because they realize 
tha t it would prove unsatisfactory, 
which would be the basis, o r excuse, 
for the insistent demand for exten­
sion, a demand which would be stir­
red up by them and by them kept 
alive.

No retail m erchant should be fool­
ed for a m om ent by the declarations 
or protestations of the men who are 
advocating a domestic parcels post. 
T hey are concerned solely because 
it would put millions of dollars into 
their pockets ju st as soon as the re­
strictions should be raised. They are 
u tterly  and absolutely insincere in 
their declarations. T hey don’t care 
a rap about “im proving the country’s 
service,” excepting insofar as it would 
open up vast moneym aking possibili­
ties for themselves. T heir position

is u tterly  selfish, and we are unable to  j 
understand how President T aft could j 
have allowed himself to be hoodwink- I 
ed by these people, the greediest j 
crowd that ever swooped down on j 
W ashington.

T he chief object is to  get the Gov- j 
ernm ent to distribute parcels of mer- j 

! chandise over long distances a t a uni­
form charge, notw ithstanding the 
great difference in the cost of the ser-1 
vice. W hile the claim is made tha t it 
would be a great convenience to the 
people, its chief benefit would accrue 
to the catalogue concerns, which wish 
to  distribute their goods cheaply by 
mail. One effect would be to  estab­
lish a crushing com petition to  the 
local dealer, and it would tend to  ex­
tinguish the small retailers in rural 
communities, which would be far 
from a benefit to  their people. There 
is no sound economy o r social benefit 
in extending the business of the Gov­
ernm ent, in com petition with private 
enterprise, beyond the limits of a 
service which is a necessary and le­
gitim ate Government function.—The 
G rocers Criterion.

Advice in W riting Letters.
The first essential in the making of 

a good le tter w riter—granting a rea­
sonable acquaintance with the m other 
tongue—is alertness.

The w riter m ust be alive, wide­
awake and well informed on the sub­
ject with which he is dealing He 
must word his le tte r so as to con­
vince his correspondent that he 
knows whereof he speaks, tha t he 
speaks frankly and that how ever far 
the m atter may reach, he is sure of 
his ground and never for a moment 
forgets the demands of courtesy or 
self-respect.

He is never "m ealy-m outhed" in 
the use of words, nor does he “beat 
about the bush. He faces the issue j 
squarely and handles it as becomes a 
gentleman.

The w riter should salute the person 
addressed in much the same spirit as 
though he were calling on him per- 
son ally, and then proceed with his 
le tte r in keeping with such a personal 
meeting. Theis requires the play of j 
the im agination, but it produces the 
ideal business le tte r and takes from j 
the w riter the sting of making drudg- j 
ery of his wrork.

It should not be forgotten for a 
I m om ent tha t a business le tte r gives 
an impression to the reader of the 
character and quality of the man or 
firm that sends it out.

You should keep constantly  in mind 
this m ost im portant fact: W hen w rit­
ing for, acting for, o r in any way rep­
resenting  Crane Company, you are 
Crane Company.

In such capacity you should not 
say, write, or do anything the com­
pany would not say o r w rite o r do.

The spirit of Crane Company 
should keep you at all times from 
touching the purely personal note 
in your letters. The dignity, prestige, 
bigness—in short, the whole char­
acter of Crane Company should 
speak and be felt through you in 
all your correspondence for the com­
pany.

▼fl A fir  YOUR DELAYED 
I I M I f E  FR EIG H T Easily 

*nd Quickly. We can tell jtn t 
low BARLOW BROS.,

(hand Rapids, Midi

Evidence
Is w hat the mam from  M is­
so u ri w aste»! w hea he sa id  
«SHOW H E .”

He was just like the grocer 
who buys flow—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 amy one case * Purity 
Patent" does not give satis­
faction in ail eases yon can 
return it and we will refund 
your money and boy your 
customer a supply of favorite 
floor. However, a single sack 
proves our claim about

♦‘•Parity Patent”

1imém hy
Grand St apt«!* Gwia A WWiat  C *  
Iff Gann I 9 t , G raH  Rapirfu W dl.«

Are You a 
Troubled Man?

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

To such we offer a proposi­
tion that will sorely be wel­
come for its result is not only 
pleased customers, but a big re­
daction 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 as today '

vohtt i i u m  c o .
(H M N D  H A PID Sb IN C H .
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I gift som ething which can well be af­
forded. If only so many of the other 
girls were not having new pianos it 
would not be so hard!

O r take the case of the woman 
with little money and a talent for 
artistic needlework. She has several 
wealthy friends who are in the habit 
of “rem em bering” her a t Christmas, 
often with presents tha t in her cir-

W hy Should We Not Have a Saner 
Christmas?

W ritten  for  th e  T ra d esm a n .

W e can not longer blind our eyes 
to the unwelcome fact that there is 
som ething the m atter with C hrist­
mas. It is becoming, indeed, it a l­
ready has become, commercialized.
O ur celebration of the greatest holi­
day in the year, the one richest in 
associations and m ost sacred in sig­
nificance, is perfunctory and burden­
some. Many thoughtful souls look 
forward to this season, which should 
be one of joy and gladness, with 
positive d read : and many who are not 
especially thoughtful give a great 
sigh of relief when it is all over, and 
arc sincerely thankful that it comes 
but once a year.

Something ought to be done about 
it, and certainly it is up to women to 
do it. Men properly may be held re­
sponsible for graft in politics and 
waste of natural resources and other 
public evils that cry to Heaven for 
correction. Theirs have been the
sins of omission and commission | unbalanced sort of creature—maybe 
that have resulted in the present la- | somewhat like a suffragette—harsh

of voice and aggressive of m anner 
and dressed like a dowdv

In all that relates to Christm as 
women set the pace. It is the (often 
openly expressed) desire of the 
daughter or wife or sw eetheart for 
some costly gift that causes its pur­
chase. I t  is true that men m erchants 
spread out their holiday wares en­
ticingly, the stock of each year be­
ing larger, more varied and ranging 
higher in price than tha t of the year 
before, but women buyers have 
flocked to their counters and pur­
chased with ever-increasing lavish­
ness, else the sellers long since 
would have curtailed their offerings.

Since it is women who have 
brought Christm as to its present 
pass, it lies at their door to correct 
tne evil way into which it has fallen

Xow, the average woman docs not 
like the idea of having to reform 
anything, much less Christm as. Re­
form ing things presupposes being a 
reformer, and there is in our minds 
not a very well-defined but neverthe 
less an ineradicable idea that a re 
form er is a very unpleasant and quite

m entable condition of these affairs, 
l et them discover and apply the 
rem edies: but women have had the 
running of Christmas.

Insofar as it has been and still is 
a success and a blessing, women may 
rightfully, in very large degree, take 
the credit for it. On Christm as Eve 
papa may slip on a whitewbiskered 
mask and a fur overcoat and for a 
brief half hour take the role of San­
ta Claus, to the great delight of his 
little sons and daughter 
mamma, or big sister.

W omen are by nature stand-pat­
ters. It is hard for them to “in 
surge.” Therefore certain tendencie 
which are working sad havoc with 
our good old holiday are waxing 
stronger, and the average woman 
feels powerless to put forth a re 
straining hand. Not only does she 
feel herself unable to cope with them 
in the large, but she hesitates to try 

but it is to curb them as they affect herself 
urandma, and her family as individuals.

ers; a time when m ost of us, who are 
poor, in our foolish effort to keep up 
with the procession, give until we 
are “broke,” and receive a lot of 
useless presents tha t place us under 
heavy m ortgage for the Christm as 
tha t is only a year away.

Yet there is so much that is pre­
cious, so much we can on no account 
afford to lose, connected with Christ-

cumstances are of no possible use m as, tha t it is well w orth an earnest
to her. But she feels she m ust make 
returns, so each year she lays out 
her few dimes and dollars in m ate­
rials, and for weeks before C hrist­
mas she works her nerves and eye­
sight into sofa pillows, dresser 
scarfs, center pieces, and w hat not, 
for women who already have more 
of such articles than they know w hat 
to do with. But she does not like to 
feel mean, and, if she gives any­
thing, w ants to make som ething 
tha t she can offer w ithout sacrificing 
her self-respect, even if she is a 
wreck in consequence.

W e all know how it seems and 
how difficult it is to do differently 
from o ther people, when probably 
the o ther people are secretly wish­
ing that they only dared to do dif-

womanly effort to rid it of the ab­
surd and wearisome excrescences 
with which, unfortunately, it has be­
come enveloped, and make it a fitting 
expression of our better impulses and 
our finer feelings.

Is it too much to hope tha t within 
a few short years Christm as may 
not be m arked chiefly as a season of 
profuse and indiscriminate gift giv­
ing; tha t the Christm as present, well- 
chosen and individualized to both 
donor and receiver, will be relegated 
to its proper position, tha t of a happy 
exponent of w hat has been so aptly 
termed the Spirit of Christm as; that 
the day may be one of unbounded de­
light for the little folks, and one on 
which we elder ones may renew and 
strengthen the tender ties of old

fcrently themselves. It really seems friendships; a time of special consid-
as if everything—our pride, our posi­
tion, w hat we think of others and 
what we think they will think of us— 
all conspire to make of Christm as 
w hat it is fast becoming, a great hol­
iday degraded to mere reckless prod­
igality in the making of gifts, many 
of which are so soulless as to  ex­
press not even a friendly regard that 
is genuine: a time that leaves all of 
us wreary in body and distraught in 
mind; a time when the few of us who 
are rich feel that while we have spent 
liberally of both effort and money, 
perhaps we have succeeded only in 
adding our quota to the general vul­
gar ostentation and display—so little 
satisfaction can we ourselves take in 
what we have given, and so doubtful 
do we feel about having conferred 
real benefit and pleasure upon oth-

eration for the poor and the sick and 
the aged and the unfortunate; a time 
of good music and much gladness; a 
time when we will lay aside our 
grudges and our cares and our fore­
bodings and let peace and good will 
fill our hearts; a time which will 
make us younger, and leave us not 
jaded but refreshed, not im poverish­
ed but enriched; in short, a time 
when, in the words of Tiny Tim, God 
will bless us, every one! Quillo.

If you w ant to  make your sales­
man a loyal one, take him into your 
confidence, tell him “w hat’s doing” 
and why "it’s doing.” Many men 
that look across from behind the 
counter at times have an idea that 
may mean the success of the very 
shrewdest m erchant.

(o r all three combined), who is the 
real Santa Claus, and who. with 
much toil lasting through days and 
maybe weeks, has selected and pur­
chased the gifts and decked the tree 
and filled the tiny stockings. Tt is 
m other who roasts the Christmas 
goose and prepares the peerless plum 
pudding. Men, in the capacity of 
husbands, fathers, sons and lovers, 
pursue their various occupations al­
most w ithout interruption, taking lit­
tle share in the active work of pre­
paring for Christmas, contenting 
them selves with the more passive, 
yet often onerous, portion of paying

Take a concrete instance or tw o: 
Maria, the 16-year-old daughter, 
w ants a new piano for Christmas. 
The old piano has a good tone and 
would answer very well for Maria to 
learn on: indeed, Maria is not very 
musical anyway and is taking les­
sons mainly because some knowledge 
of music is considered essential to a 
young lady's education. But a num­
ber of her girl friends have recently 
had or are to have new pianos, and 
so Maria has set her heart on seeing 
the somewhat dingy and rather 
old-fashioned upright supplanted by 
a swell baby grand. The money to

the bills. Tt* they are in any wise I pay down for it can not well be
to  blame for the condition into which 
Christm as has fallen, their culpability 
lies in the fact that they have been 
too dead easy, and have allowed ex­
penditures to mount higher than 
they could well afford to pay, and 
have not even required a showing 
that satisfaction and happiness were 
resulting in proportion* to the out-

spared, but it can be bought on the 
installm ent plan, and father, while 
he knows he can not easily' m eet the 
payments, is very indulgent with 
Maria and anxious to gratify all her 
wishes, and so will not withhold his 
consent. Now, it will require great 
moral courage on the part of M aria’s 
m other to thw art the purchase of the 
piano and select for her daughter’s

W ho Pays for
Our Advertising?

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

By the growth of o r 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
AND

PREMIUM CHOCOLATE for BAKING
All LOWNEY’S products are superfine, 
pay a good profit and are ea«y to sell.

F O O T E  &  JE N K S »  COLEHAN’S c b r a n d )

Terpeneless High Class

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

on getting Coleman’s  Extracts from your jobbing grocer, or mail order direct to
FOOTE *  JENKS, Jackson, Mich.
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T H E  BOY SCOUT M OVEM ENT

Is Good Thing For the Boy and Mer­
chants Can Profit By It.

The boy scout movem ent opens a 
new field to the clothier. This move­
m ent originated in England and has 
grown to a mem bership of 400,000. It 
has been taken up in this country and 
it is said the mem bership is already 
200,000, and the coming year will see 
its rapid developm ent in all sections 
of the country. The m ovem ent is an 
excellent thing for the boys, tending 
to make them healthier, more reliant 
and more manly, and with a clear 
conscience the m erchant can do all 
in his power to boost the game.

The scout idea, as is well known, is 
a plan to improve the m em bers m en­
tally, morally and physically, and the 
results are accomplished through a 
form of organization which makes a 
strong appeal to nearly every boy, for 
where can you find one who is not in­
terested  in uniforms, camp life, the 
study of woodcraft, fishing, hunting, 
riding, shooting and all o ther out-of- 
door sports?

One of the m ost prom ising fea­
tures of the m ovem ent is the fact 
tha t there is nothing dry or uninter­
esting about it. If it were conduct­
ed along strictly  m ilitary lines, with 
nothing but long drills and arduous 
calisthenics, it would doubtless prove 
too irksome to recom mend it to  the 
average American boy, but founded 
as it is upon his fun-loving proclivi 
ties, the grow th has been rapid and 
E rnest Thom pson-Seton prophesie 
tha t inside of two years there will be 
a million members. One of the rea 
sons for the rapid grow th of the idea 
is said to be the fact that no religious 
lines are drawn and boys of every 
religion are welcomed in the order.

The sm allest unit of the organiza 
tion is the patrol, which may be 
formed by a small group of boys in 
any town or city. They elect a lead 
er, who is called the patrol leader.

The consent of the boy’s parents 
to his joining the organization is al 
ways required. A fter the form ation 
of the patrols a num ber of them can 
unite, composing a troop. Each troop 
is in charge of a scoutm aster, who in 
structs the boys in the various dutie 
and sports sanctioned by the organi 
zation.

There is nothing which every boy 
adm ires more than life in the open, 
and camp life is made a strong fea­
ture of the scouts’ work. D uring the 
sum mertim e camps are established in 
the country, where the scouts may 
spend their vacations. The boys are 
taught how to put up a tent, to lay 
and light a fire, to  kill, cut up, clean 
and cook their food, to construct 
bridges and rafts, to find their way 
by night and, in fact, everything 
which the veteran cam paigner has 
learned by b itter experience.

Every scout m ust be able to swim, 
to ride a wheel, to  ride horseback, to 
drive, to row, to understand various 
signaling systems, to in terpre t w eath­
er indications and to adm inister first 
aid to the injured.

The eleven articles of scout law, as 
form ulated by E rnest Thom pson 
Seton, will perhaps be interesting as

made of lighter material and err 
the style of athletic running p; 
are also a part of the uniform.

A belt made with a snaffle foi 
tnd a stout h; 
f canvas, com; 

the scout's equipment. The unit»

list
Jim

the breech« at f t ,
sum m er tr ■■ITSers at
cents, and the* haver

One reta il mere ha
1 appointed 1>y the or;
official selling agent
suits in th at place.
>oy >ut oath

afety to  J f°r  and it is re
W hile the profit < 

tt there is anot 
e re d in  connee 
of these suits, 

I fact tha t the advert! 
are large.

the official ou tfitter 
I organization* are i 
J ertt on the same H 

the boy scouts, wt 
f bearing the official t 
tow ns where the m 

I as yet gained a toot 
[dem and has been b 
[suits, to  be w orn as

smile at once, i k ^ 3- Made tm in 5e

giving a clear idea of the aim and 
purpose of the order.

These articles follow:
1 . A scout’s honor is to  be tru s t­

ed. If a scout says: “On my honor taching a knife, 
it is so,” that means it is so, just as j sack of w aterpr 
if he had taken a most solemn oath 
Similarly, if a scout officer says to  a J are cut in a range of 
scout: “ I trust you on your honor to  from 12 to 13 vcan- 
do this,” the scout is bound to carry in  the prici 
out the order to the very best of his j Boy Scouts o 
ability and let nothing interfere with [ hat is listed at 
his doing so.

2. A scout is loyal to  the Presi­
dent, to his officers, to  his parents, to 
his country and to his employers.

3. A scout's duty is to  be useful 
and to help others. He is to  do his 
duty before anything else, even al- j suits in that 
though he gives up his own pleasure 
or com fort, or sacrifices his 
do it.

4. A scout is a friend to  all and ',ma 
bro ther to  every o ther scout, no  j con3 

a tte r to w hat social class the o ther | P °sa
belongs.

A scout is courteous and polite 
to all.

6. A scout is a friend to animals.
7. A scout obeys orders of his 

parents, patrol leader or scout m as­
ter w ithout question.

8. W hen a scout just misses a 
train, or someone treads on his fav­
orite corn—not tha t a scout ought to

ave such things as corns—or under 
ny o ther annoying circum stances, h 

should force himself t
and then whistle a tune and he will be I * natUl 
all right. A scout goes about with a |P -ay S'arm< 
smile on. Tt cheers him and it cheers I aopea »
o ther people, especially in time of H ei1 ",er ,e 
, [parents,danger.

9. A scout is th rifty : that is, he 
saves every penny he can, and puts 
it into the bank so that he may have 
money to keep him self when out of 
work, and thus not make himself a 
burden to o thers: or that he may 
have money to give away to  others 
when they need it.

10. A scout must protect song­
birds and their nests, and squirrels, 
except in regions where the la tter 
have become vermin. He m ust keep 
game laws.

11 . A scout will at all times be 
ready to  fight or prevent wildfire.
Four-fifths of America's forests have 
been destroyed by wildfire. He never 
leaves a blazing fire unguarded in 

¡camp.
T he uniform s of the organization 

are cut on m ilitary lines, following 
closely those of the U nited States 
army. A description of the complete 
uniform of the Boy Scouts of A m er­
ica follows:

The hat is a straight brim felt of 
olive drab, having a detachable cord, 
with which it may be fastened under 
the chin.

The coat of the uniform is of olive 
drab drill, with four bellows pockets, 
a standing collar of the military type, 
and dull buttons ornam ented with the 
emblem of the organization.

T he trousers are of olive drab drill, 
made full and cut to lace below the 
knee, the lacing to  be covered by 
stockings or gaiters. The shirts are 
made coat style, with tw o bellows 
pockets and an attached collar. A 
pair of trousers for sum m er wear,
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FALSE ECONOMY.

Putting Off Repairs is Expensive 
Way to Save Money.

A t this time of the year practically 
every retailer is in a good position to 
note those phases of his sto re’s busi­
ness which are susceptible of con­
siderable improvement. D uring most 
seasons many things will go fairly 
well with merely ordinary endeavor. 
But now, when every wheel in the 
machine is being driven to the limit, 
the weak spots, rather than the strong 
ones, seem to push themselves to the 
front—just when they are least wel­
come.

"W hy didn’t I have tha t basement 
fixed up when I had the chance last 
sum m er?” one retailer asks himself, 
lie  now clearly sees that business 
below stairs with him is not w hat it 
might easily be. And he realizes that 
the few hundred dollars he "saved" 
(in order to avoid putting his base­
ment, and the toilets therein, in prop 
er repair) are costing him not only as 
much, or more, in direct prolit losses, 
but also in the way of giving his store 
an unsavory "odor" with some of his 
best customers. And as there are 
m erchants who "economize” in such 
m atters, so there are many who keep 
various other features of their store 
equipment more or less behind the 
>tandard set by the better-m anaged 
stores in their own center and in 
other towns.

Thus, there is the m erchant whose 
lighting bill—always too high for him 
—has caused him to again and again 
defer putting into use a system of i l ­
lum ination without which his store 
suffers sadly when compared with 
those of his more progressive com­
petitors. And be it noted that, in 
m any cases, the outlay, at hrst, of a 
comparatively small additional sum 
will often eventually mean a consider­
able reduction—rather than an in­
crease—in the cost of lighting the 
store. But “no,” says the shortsight­
ed man, “ I will not spend any m ore; 
it is costing me too much now.” • 

And as in the directions indicated, 
so is it in others. Certain m erchants 
weekly pay-rolls, regularly drive 
themselves and their assistants far 
“beyond capacity.” As a result, only 
when business is brisk are they in 
fairly good spirits. And it is just at 
such times tha t—business being good 
—they deem “unnecessary” those 
needed changes which w-hen things 
again go wrrong they solemnly prom ­
ise themselves they will make “as 
soon as financial conditions will 
perm it.”

So, too, with the merchandise it­
self. M erchants of the character sug­
gested hesitate to buy the better qual­
ities. T heir trade “can’t afford them ,” 
they aver. But is tha t true? H ere is 
a store that adheres to its original 
policy of buying he “cheapest” and 
selling it for the highest price pos­
sible. Yet all around it are others 
forging ahead. W hy? Because these 
la tter stores are steadily educating 
all their employes to sell—and
their custom ers to buy—better grades. 
And, as a natural concom itant such 
stores are also educating their custo­
mers to appreciate the more modern,

the more sanitary, the more com fort­
able store atm osphere. These bet­
ter-conducted stores do not send their 
custom ers away im patient to again 
be in the pure air and sunshine.

W hat m erchant is there who can­
not name, offhand, concerns that 
could easily do much more businsse 
if they would but spend the money 
required to put their establishm ents 
on a par w ith those of their more ag ­
gressive com petitors? But those con­
cerns “can’t afford the expense”— 
that is, they delude them selves into 
thinking so.—Dry Goods Economist.

Riches and Poverty.
Every year brings- some new de­

sign in toys. This year has been no 
exception. Everything in the way of 
modern m achinery has been imitated 
am ong the toys of the children of 
the rich. The cost will be enough in 
some cases to provide a living for a 
poor family for a year. And yet the 
children of these rich people will get 
no more pleasure out of these costly 
toys than the children of the poor 
get out of the inexpensive playthings 
that Christm as brought to them. The 
pampered darlings of the m ulti-m il­
lionaires will tire of the costly p res­
ents and break them up within a week 
or two while the children of poverty 
will cherish the simple and inex­
pensive gifts for m onths. Most of us 
think that we would have been ex ­
ceedingly- fortunate if w-e could Only- 
have been born of rich and indulgent 
parents. I t would be hard to make 
the poor boy or girl who has got to 
-et along w ith plain clothes and not 
so very m any of them at that; who 
has to live in a poor house and eat 
plain food; who gets little money to  
spend and few presents; who has to 
go to work as soon as able or at least 
as soon as the law- w-ill allow-; who 
gets few holidays; who walks instead 
of riding in automobiles, believe tha t 
the rich boy- or girl does not have 
aw-ay y-onder the best of it. And yet 
the history- of the country continually 
proves tha t the boys who had to 
struggle against poverty and h a rd ­
ship; w-ho had few- privileges when 
young and w-ho never knew in boy­
hood what it was to have an easy 
time, in the end have the best of 
it. Poverty- and hard work are hard 
school m asters but m ost of the men 
w-ho have made the nation prosper­
ous and great have graduated under 
their instruction. The boy or girl 
w-ho is pampered continually, who 
never knows w hat it is to lack for 
fine clothes, rich food, a luxurious 
home and expensive playthings gets 
a false view of life and its responsi­
bilities. Raised under that system 
and supplied with everything money 
can buy it is a w onder if these child­
ren of the rich do no 1 come to believe 
tha t they are made of superior stuff 
and tha t the rest of the world is made 
especially to m inister to their com fort 
and entertainm ent. They grow  up 
with false ideas, selfish, arrogant ajjd 
yet really helpless. If  one of them is 
separated from his money by the turn 
. f fortune he is wholly unprepared 
to battle w-ith the rough and tumble 
world. The boy who has had to 
struggle with poverty all his life is 
used to hard knocks. There is no

hardship to him in having to  hustle 
for a living. He ra ther enjoys the 
struggle. W ith the pampered son of 
the millionaire how ever it is differ­
ent. He is a hot house plant. The 
cold winds of poverty and adversity 
w ither him. It is no particular w on­
der tha t the possession of it makes 
men and women cowards. They 
shake with fear at the very sugges­
tion tha t some m isfortune may sep­
arate them from the only thing they 
consider of consequence in the world.

Let In the Sunlight.
Suppose you knew a man who kept 

his shades drawn tigh t all day and 
burned kerosene instead of letting  in 
the sunlight.

Suppose you knew a man toiling 
along a dusty road who would not ac­
cept a lift when there was plenty of 
room  in the wagon.

Suppose you knew a miller with 
his mill built beside a swift running 
stream  who insisted on turning the 
machinery by hand.

All foolish, you say? And yet look 
around you—how few retailers take 
advantage of the great advertising 
campaigns run by food, textile, cloth 
and every o ther m anufacturing line 
that you can name.

Think a mom ent. W hat was the 
last advertisem ent you read, and won­
dered just which store in town would 
be progressive enough to have the 
goods in stock so you could see them 
and purchase?

More goods are sold under the eve 
ning lamp at home than you dream of. 
Practically every live retailer adver­
tises in his local papers. But how?

Put up your lightning rod. Let 
your custom ers know that you can 
deliver to them  the goods which 
great advertising, paid by the m anu­
facturers, has interested them  in.

They will get the habit and you 
will get the business.

Practically every m anufacturer 
stands ready to help you help your­
self. Ask them for electrotypes suita­
ble to run in your own advertising.

Use your advertising in local pa­
pers to focus this demand upon your 
store. Do not forget to send for 
those helpful electrotypes. ,

R obert Frothingham .
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Cheaper Living.

There is no sort of doubt tha t the 
people of this country could live a 
good deal more economically than they 
do, but after all one’s m anner of living 
is largely a m atter of taste and no 
am ount of fine w riting by professors 
of political economy will change the 
taste of individuals. There is little 
doubt tha t the people of this blessed 
country, could live as cheaply as 
the people of any country on the face 
of the globe if they would, but they 
won’t and tha t settles it. A t any 
rate they will not until they are com­
pelled to by necessity and for one 1 
hope the necessity will not come. I 
presume with a large m ajority  of 
families in the U nited States the big­
gest single item  in cost of living is 
meat. Now o ther peoples have dem ­
onstrated  tha t people can live and 
rem ain healthy w ithout meat. The 
Japanese eat alm ost no m eat and yet 
they have proved them selves marvels 
of endurance. They have also given 
the lie to the old theory tha t eating 
m eat is necessary in order to make 
a people self reliant and brave. The 
world has never seen better soldiers 
than the Japs. It is also true tha t 
even am ong m eat eaters like our own 
people a vast saving m ight be made 
if the people would eat the cheape 
kinds of m eat, but a large num ber of 
them  don’t like the cheap m eats and 
no am ount of w riting or talk will 
make them  change their liking for 
the m ost expensive cuts. The w riter 
has come to the conclusion tha t he 
was born w ith plebean tastes. He 
likes the cheaper meats. In  my opin 
ion a well cooked round steak is 
be tter than a po rter house, but here 
is w'here a m ajority  of my aquaint 
ances differ from  me. Personally 
dote on hash which is compounded 
w ith a m ixture of cheap m eat and 
potatoes, but a very large num ber of 
em inently respectable people are op 
posed to hash and decline to  be gov 
erned by my tastes in regard to the 
m atter. Personally  I think tha t 
well cooked Irish  stew  made up of 
cheap cuts of m eat mingled w ith the 
lowly and fragran t onion is bully 
good eating, but I have noticed that 
a small but respectable m inority call 
for Irish  stews. I am fond of good 
country sausage, but to  a very large 
num ber of people the very name of 
sausage is an abomination. T o  me 
tender well fried liver is a luxury but 
more than half the people w ith whom 
I have dined during my pilgrimage 
here on earth  will not eat liver and 
look on any person who does like 
as lacking in taste and judgm ent. The 
very fact tha t so m any people do not 
like the cheaper m eat is the reason 
they are cheaper. If  the taste of th 
m ajority should change and about 
ninety per cent of the people should 
begin to  call fo r the neck instead of 
the porter-house and for liver in­
stead of tenderloin the price of necks 
and livers would rise and the po rter­
house would become the cheapest 
m eat tha t could be purchased. If all 
the people should suddenly become 
vegetarians the packing house com­
bines in the world couldn’t keep up 
the price of beef or pork, but so long 
as the people dem and w hat they de­

mand now the cost of living will be 
gh regardless of w hat laws may be 

placed on the statu te books.—The 
M erchants Journal.

Things that Should be Done.
The principal effort along industri- 
lines of the average country town 

ad small city commercial club is 
tow ard securing more factories. This 
effort is commendable when the m an­
ufacturing industries sought are to 
convert raw m aterial produced in sur­
rounding te rrito ry  in to  finished p ro ­
ducts ready for the m arket.

B ut there is one im portant field of 
industrial endeavor tha t is alm ost en- 
tirey overlooked by the average club 
and tha t is the prom otion of the most 
im portant of all industries—agricul­
ture.

T he greatest need of. Michigan is 
more intelligent farm ers—thousands, 
yes, tens of thousands of them. H ere 
they may secure greater financial re­
tu rn  for a given effort than anywhere 
else under the shining sun—and we 
do not except California, the Pacific 

orthwrest, Texas, F lorida or any 
other over-boomed section.

T he whole problem is tha t of pu t­
ting the convincing facts in proper 
form before the thousands of farm ers 
located elsewhere who are seeking 
new locations. Every day in the year 
many of these farm ers are passing 
through or past bound for some well- 
advertised destination. If they would 
stop off and look around alm ost any­
where in this State, m any of them 
would go no farther.

Every commercial club and every 
o ther local organization of business 
men in Michigan should get busy 
in prom oting the agricultural indus­
try  of the communities. T hey should 
not wait for the legislature to  make 
an appropriation and then expect 
some state board or official to do all 
the work. They should make and 
execute plans for advertising their 
own comm unities and particularly  for 
taking care of those who come to  in­
vestigate.

Suppose a party  of homeseekers 
are re to  visit your town this week, 
what sort of a reception would they 
receive? W ould they be welcomed 
and made to feel that they were w ant­
ed in the comm unity? O r would they 
get the icy stare and the clammy 
m itt?

Are the room s of your commercial 
club or re ta ilers’ association decorat 
ed w ith the products of surrounding 
te rrito ry  and lab e led 'w ith  the fact 
regarding yield and so o r?  Have 
other facts which every hom eseeker 
w ants to  know been carefully compil­
ed and published?

There is only one way to  get addi­
tional desirable population, just as 
there is only one way to get addition­
al desirable trade, and that is to  go 
after it. And there is so much im­
portan t w ork along this and other 
lines for local organizations of busi­
ness men to do tha t the millenium 
will arrive before the half of it is ac­
complished. Y et occasionally we 
hear business men complain that 
their local organizations don’t seem 
to have much to  do and don’t ac­
complish very much.

Plan to  take up these im portant 
m atters in your club or association 
early in the new year and to  get the 
results that come from well-planned 
co-operative effort.

Pitch In and Do Things.
Edison said the o ther day that I 

w hat the world needs m ost is $100,- 
000 men.

Somebody else expressed a similar 
thought when he said that the world 
is looking for somebody to  tell it 
w hat to  do next.

And yet there is hardly a man who 
is not worth more to himself than 
he is getting, if the m atter were only 
gone about right.

He may be in the w rong job now, 
o r he may be in the right place w ith­
out know ing it.

But it is m orally certain that very 
few men and women are making the 
most of their opportunities.

One of the com m onest cries is lack 
of time. W hat we would accomplish 
if we only had the time! And all the 
time we are w asting as much proba­
bly as is spent in actual labor.

Go through the shop and ask a 
workman why this or that job is not 

| complete and the answ er is tha t he 
has not had time.

T he workman may not he a “sold- 
erer.” H e may not consciously kill

time.
But the chances are it the tn  

j were known that carelessness a 
wasteful ways of doing things cai 
a  loss of time alm ost as great as tl 
actually spent in work.

I The business man him self is pr< 
| ably just as inefficient a w orker 
[the man in the shop. He either 
I enmeshes himself in detail tha t mi| 
be tter be delegated o r he w astes ti 

[in poor system o r bodily habits.
Instead of pitching into work « 

I taking advantage of mom ent 
which would carry the job throu 
m ost of us approach it as i 
teeth and might bite.

I t  is these small things 
terfere with efficiency. And 
them  can be corrected by 
self-exam ination to  disclos 

! wcaktissscs that iiamucr.

ha
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Shoe Fashions Are Toward Fabrics 
and Dull Leather.

Cloth as a shoe m aterial seems to 
he making good headway. Velvet and 
satin have been unusually popular in 
this season's novelties. It is expect­
ed that they will be continued in the 
next season’s product. The question, 
though, before shoe men, which is 
most im portant is just how far vel­
vets will go. On this class of foot- 
wear it is more or less a m atter of 
guess work as to what quantity to 
buy and how to buy it.

Retail buyers are asking how long 
the vogue will last and w hether or 
not the cloth should be made up in 
boots or oxfords; or w hether it 
should be used only as a topping with 
leather vamps. They want to know 
if it is safe to handle the cheap 
grades and what the chances are for 
finding these goods carried in stock 
by the m anufacturer should the sea­
son be an unusually strong one.

It is impossible to say how long 
satins and velvets will be popular, 
just as it is impossibe to say how 
any style in any line of goods will 
progress. Present indications seem 
to point toward a continued popu­
larity for a season or so, because it 
will be selling in smaller communi­
ties after it disappears from the larg­
er cities. Then it may last consid­
erably longer than expected in the 
city.

\  elvet does not seem practical as 
a warm w eather shoe. It is not cool 
nor cool looking. Nevertheless, there 
was considerable of it worn the latter 
part of this summer and fall, and 
suedes, which are full}' as impractical, 
were very successful sellers during 
the hot weather.

Velvet shoes will be made up in 
cheap grades and will be sold by the 
medium priced stores. Experience 
has proved tha t dealers who have a 
good class of trade should keep away 
from cheaper grades of novelties, or, 
if they do handle them, they should 
inform their custom ers just what 
they may expect. A shoe made of 
satin, velvet or silk can not be ex­
pected to give the wear that the same 
grade of shoe would give if it were 
made from leather. The customer 
should be told this plainly, and then 
very little troube will result.

There are many good features 
about velvet shoes which lead one 
to believe that, on the whole, the\ 
will be fairly satisfactory to pur­
chasers. They can be made up very 
handsom ely; either in all cloth, or in 
combination with leather. I t is not 
difficult to clean them, and some 
m anufacturers of the better grades 
of velvet and similar fabrics that are

now being used in shoes, claim that 
their m aterials are really quite dura­
ble and can be taken care of easier 
than some leather goods, such as 
black suede. The best policy, how­
ever, will be to sell velvet and satin 
shoes like patent leather shoes—w ith­
out a guarantee—and the dealer who 
stocks velvet shoes should take them 
as they are, and not place upon the 
m anufacturer the responsibility if 
custom ers are disappointed.

A report from the Chicago retail 
district indicates that the big buyers 

I have purchased spring goods in wom­
en s styles in the following materials 
and in the following proportions: 
Dull leathers, 50 per cent.; tan leath­
er 321/. per cent.; shiny leathers, 71/ 2 
per cent.; white leathers, 5 per cent.; 
novelties in brown and black velvet 
and black cravenette, 5 per cent.

Trade conditions in Chicago, of 
course, are somewhat different from 
what they are in the smaller towns 
and it is quite possible tha t these 
percentages will vary in different sec­
tions, but it will give an idea of three 
im portant points: one is tha t patent 
leather seems to have declined in fav­
or and that tans seem to be assured. 
Third, that in spite of any novelty 
vogue the big end of the business will 
be done on staples, such as dull calf, 
tans and patent leathers.

A novelty which has been sold to 
some extent in New York is a wom­
an s boot with seal grain top, very 
much like the "pebbled goat” that 
was used some years ago. The m ak­
ers -of the fancy grain leathers have 
improved their product considerably 
within the last few years and have 
made them quite w orth experim ent­
ing with as novelties. It would seem 
that there were enough novelties be­
fore the shoe buying public at pres­
ent; but that ‘‘there is always room 
for one m ore” seems to be the theory 
of many buyers, as well as manufac­
turers.

In silk topping there has been a 
wide range of experimenting. W hite 
corded silk has been used, as well as 
“w atered” silk, both white and black, 
lo r slippers and sum mer pumps. I t is 
claimed that firmly woven silk is a 
more practical shoe m aterial than 
satin. However, nearly all the relia­
ble fabric m aterials tha t are used in 
shoes at all are usually special 
weaves, of exceptional strength  and 
firmness, designed expressly for shoe­
making. This does not refer to cheap 
imitations.

There are many dealers and m an­
ufacturers who confidently expect a 
good white season next summer. 
There seems to  be a disposition to 
get away from white calfskin and to

The
Watson

Shoe
Is a  Shoe of 

Distinction and 
Merit

It is  m ade and so ld  at the low est p o ss ib le  prices to m eet 
all d em ands Every sh oe in th is lin e  is a winner, m ade of 
so lid , h igh  grade leathers, guaranteed  to g ive  sa tisfaction  in 
w ear and fit.

W e carry a large stock  on the floor in C hicago at all tim es, 
thus insuring  prom pt sh ip m en ts on im m ediate orders.

Send  us a trial order. C atalogue sen t upon request.

Watson-PIummer Shoe Company
Factories Offices and Sales Rooms

D ixon, 111. Market and Monroe Sts.
Chicago

Michigan R epresentatives
Willard H . James, Sam D . Davenport

Leather Tops
and

Red Cross 
Combination 
Top Rubbers

There is no better footwear 
made for cold weather and deep 
snows.

Men’s 17 inch Leather Top Rubbers, per pair n e t ................................................ $2 95
Men’s 14 inch Leather Top Rubbers, per pair net................................................ 2 70
Men’s 1 1  inch Leather Top Rubbers, per pair net................................................ 2 40
Men’s 8 inch Leather Top Rubbers, per pair net............................................... 2 15
Boys’ 7 inch Leather Top Rubbers, per pair net................................................ 1 75
Youths’ 7 inch Leather Top Rubbers, per pair n e t ................................................ 1 60
Men’s Red Cross Combination Leather and Waterproof Canvas Top Rubbers,

per pair net.......................................................................................................... ’ 2 M
Boys’—Same as above.................................................................................................
Youths’—Same as above............................................................................................  j 0«

T h e rubbers on th ese  good s are m ade e sp ec ia lly  for us by 
the G love  R ubber Co. and their nam e is a sufficient guarantee  
of quality . Send  us your order today.

HIRTH-KRAUSE CO.
Jobbers o f G love Rubbers Makers of Rouge R ex Shoes

Grand Rapids, Mich.
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take up white Sea Island cotton, 
white silk, and white linen and crash. 
Nearly all these are backed materials, 
or are made up kid lined. W hite buck­
skin is also made.

I t  is believed by some that canvas 
shoes are easier to  keep in order, and 
consequently less risky, than some 01 
the o ther m aterials, although all sorts 
of w hite shoes should be pushed 
along at novelty speed in selling.
Do no t be afraid to ask a good price 
for them , and make their style value 
sell them . A New York buyer got in 
a big invoice of white canvas shoes 
last sum m er and cleaned up close at 
$5 a pair; the shoes cost him 3 per 
cent, off $2.50. You can figure the 
margin. This, of course, could not be 
done everywhere, but it illustrates the 
point.

M anufacturers of m en’s high grade 
shoes report good sales in tans. F or 
a num ber of years tans have sold 
well in high grades every summer, 
regardless of w hat the medium and 
cheap grades m ight be doing. This 
is the only color heard of, however. 
W ine colors have disappeared, even 
from the cheaper grade lines. I t  is a 
m atter of doubt w hether they should 
ever have been introduced.

Some m anufacturers report a con­
siderable falling off in the sales of 
women’s patent leather shoes, this 
being attributed  to the use of fabrics 
and the favorable reception given to 
dull calf and dull kid.

The sales of one and tw o strap 
pumps for spring have been above 
m anufacturers’ anticipations in many 
parts of the country. Those buyers 
who cater to trade which is strong 
for new shoe ideas have stocked the 
new est w aist line straps or side fas­
tened pumps.

The public have developed a re­
newed taste for perfectly plain pumps 
tha t was unexpected. There are many 
points, however, in favor of the new­
er and more practical w aist line 
pumps.

F o r some seasons the prevailin 
styles in costume have been of a 
character tha t made it particularly 
necessary to pay attention  to the 
footwear.

T he tendency has already been not­
ed tow ard the use of tan boots, for 
both men and women, for early 
spring wear. There are big dealers 
who expect a heavy' run on tan boots 
during the early spring. Just why the 
public have taken to the boots in­
stead of w aiting until w arm er w eath­
er justified the use of low cuts is per­
haps hard to explain, but the ten­
dency exists.

Possibly in the case of women it is 
m erely the same kind of perverse­
ness that compels them  to wear 
pum ps in w inter. There will be 
nothing unexpected in seeing a de­
votee of fashion w ear pumps in Jan ­
uary and February  and then put on 
tan boots the first warm  days ol 
April. T he retail dealer never re ­
quires a guarantee tha t the shoe he 
sells is logical.

W henever you feel certain that 
your own business is the m ost diffi­
cult to  manage, have a talk w ith the 
o ther fellow. Then i?o back to  your 
own and hustle.

Medium Sized Town Novelties.
How near to  city shoe styles 

should a dealer in a medium sized 
town try  to stay? T hat is a question 
the answ er for which would not be 
precisely the same in any two towns.
It rarely happens, however, th a t any 
m oderate sized town is so quick as 
a m etropolitan center to take up new 
ideas of any kind in dress. A city de­
velops an anonym ous feeling, which 
prom otes individual independence; 
but in the medium sized town where 
everybody in a given circle knows 
everybody else there is less of such 
independence. In  a great many towns 
tha t are within a m oderate distance 
of large m etropolitan centers the 
process of introducing a style is 
som ewhat in this wise:

There are a few w ell-to-do people 
in the town who do their shopping in 
the citv; they will make a semi-an­
nual shopping pilgrimage and come 
back w ith fashions tha t have already 
gained an assured footing in the city. 
This will give the cue to  their fol­
lowers and im itators in the local 
town, and six m onths or a year after 
gray suedes, or black suedes, or j 
bronze kid, or velvet, or w hat not, is 
ntroduced in the city, people begin 

to wrear it in the sm aller towns.
There are no two tow ns alike in the j 

speed with which they take up new 
things, and one of the very first 
things the buyer of shoes would need j 
to learn in establishing himself in a 
new town would be ,its  rate of speed 
in taking up new shoe style ideas, ft I 
would not pay him to be six m onths 
ahead; and it need not be said that he 
will be w orse off if he is six m onths 
behind the w ants and hum ors of the 
town.

In a general way, the m erchant in 
the medium sized town m ust depend i 
very largely upon shoes which are j 
not extrem e in style. H e has not j 
the facilities for cleaning up by spe­
cial sales that a store has in a big 
city.

A W estern salesman is quoted as 
follows: "V ery few are buying any­
thing extrem e, for they w ant some 
thing tha t will not be out of style j 
in a year. They w ant shoes that will 
bring a reasonable price a year 
later.”

T hat expresses the situation in a I 
great m any medium sized tow ns not 
only in the W est but all over the I 
country. I t often happens that a deal­
er will deceive himself as to  the 
im portance of certain novelties in 
the total sales of the store. The | 
tendency is not confined to  retail 
dealers, as was illustrated in the case 
of the traveling salesman who said. 
"N othing but pumps,” but found, up- 

n actual figuring, that they formed 
only 18 per cent, of his total sales.

T he tendency always is to  lay a 
g reat deal of stress on the new thing. 
Everv dealer should know with ac­
curacy just w hat the actual state of 
affairs is. H e has it in his power 
to check up w ith absolute exactness 
the progress of his sales from week 
to  week, or from day to  day. He 
should not deceive himself.

To our Custom ers and Friends:

With best w ishes for your prosperity and  

success for the com ing year, we are pleased to  

extend to you the G reetings o f  the Season and  

assure you o f  our earnest desire for a con­

tinuance o f  the cordial relations existin g  be­

tween us

R espectfu lly ,

RindgCy Kalm bach, Logie &  Co., L td .

G rand Rapids, M ick.

i
»
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The respectability of work is p rov­
en by the fact tha t m ost people 
work.

A Good Many 
Retailers
Have found out that they did a t have 
enough

Wales Goodvear 
Rubbers

and we re getting a bunch ct re-orders 
—♦‘he Bear Brand Rubbers are the 
thing this year. You’ll bed it hard 
sledding trying to satisfy your trade 
with any other make shift brand, and 
that brings ns square op to the situ 
at ion have you sent your order for 
all the Bear Brand Rubbers you ought 
to b u y ?

We have the goods, there will be 
no unnecessary delay in filling your 
order, send it along today.

Herold-Bertsch Shoe Co.
Qrwmd R a fiis . JUcfc.

D is t r ib u to r s  of W a le s  G o o d y e a r  R a b b e r*

Salter* a# (Sc fwmmmm

• • B e r t s c h "  a n d  - H  B  H a rd  P a n "  S h o e s
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T H E  CLEAR-CUT SALE.

Salesmanship Should N ot Leave Bad 
Taste in the Mouth.

Written for the Tradesman.
W ere you ever the victim of a 

piece of salesmanship the mem ory of 
which seemed to stick in your mind 
making you have very unpleasant 
thoughts of the salesman who per­
petrated it? If so, you know how it 
feels. You resent it. Also you make 
certain mental notes to the effect that 
you’ll he blinkity-blank if tha t sales­
man ever gets a chance at you again. 
If you m ust patronize the house you 
will see to it tha t you are waited on 
by somebody else.

W hat is the trouble in a case of 
that kind? The answer is, the sales­
manship was not clear-cut. Maybe 
the article sold was just as good as 
represented—and, for the m atter of 
that, it may have been some article 
tha t you knew about p retty  fully 
from the very start: but there was a 
muddy, jagged, or hurried som ething 
about the transaction that makes the 
mem ory of it hurt. You have con­
tracted an abused feeling—and not 
w ithout cause. T hat is one of the 
hardest things in the world for a cus­
tom er to get over.

Only to-day I was talking with a 
man who had closed a deal with a lo­
cal typew riter agent and he was in 
an extrem ely unpleasant frame of 
mind; and the more he thought back 
over the transaction the less pleased 
he became. As he explained to me, it 
was not so much his conviction that 
he had gotten the w orst end of the 
deal as it was the feeling that he had 
been “worked.” Because I am in ter­
ested in salesmanship, I asked him 
to give me all the facts in the case 
and tell me as nearly as he could 
all about it. Here is the way it was:

This man had a typew riter of a cer­
tain make—and a good machine, by 
the way. He had been using it ap­
proxim ately four years; but his 
stenographer is a very careful oper­
ator and takes good care of her m a­
chine: so the typew riter still did 
splendid work. W ell, one day, about 
two weeks ago, a young agent of this 
company came in and intim ated that 
be fthe agent) had beard that the 
machine needed some repairs. Now, 
the owner thought a little strange of 
that, for be had never had occasion 
to complain of the work which the 
girl executed on tbe machine: but he 
perm itted the young agent to look 
it over. Upon inserting a s^eet of pa­
per in the machine and w riting a line  ̂
or two, the typew riter agent said 
that, for one thing, tbe rubber on the 
roll where tbe type-face bit (they call 
it the “platen"! needed replacing. 
T o confirm his statem ent he turned 
to the girl and asked her if she did 
not find that the type were cutting 
the ribbons out very fast. The girl 
admitted that such was the case.

"That," said the agent, “is due to 
the fact that tbe platen has become 
hard. Continual beating of the type­
face on the rubber has made it al­
most as solid and unyielding as a 
piece of wood. Now,” he continued, 
"it may be that is all that your type­
w riter needs by way of repairs. I

can not tell until the machine has 
been taken apart and examined; but 
we can best do this at the store. I al­
ways like to know how our custom ­
ers are getting on w ith their ma­
chines—we like to  keep them in good 
repair, you know—and it occurred to 
me to drop in and have a look at your 
machine. Now, you had be tte r let me 
send our man around and get this 
machine, and our expert will look it 
over and make an itemized statem ent 
of just w hat it requires to put it in 
first class condition. Then you can 
check off w hat you w ant done, or 
you can have the machine thoroughly 
overhauled and made as good as new.
I will send around one of the new 
models for the young lady to use 
while the machine is being overhaul­
ed; but,” he said, “we will not make 
any repairs at all until we submit you 
an itemized statem ent of w hat is to 
be done.”

“Go ahead,” replied the man, “send 
your new machine around and let me 
know what it will cost to get the old 
one put in first class condition.”

The next day the agent sent a man 
around with a new machine and took 
the old one in, and a few days later 
the agent called and presented a 
statem ent showing tha t it would cost 
$8.50 to repair the old machine. This 
repair statem ent called for a new 
platen, $3.50, and for renewing other 
worn parts (the particular parts not 
being specified in the statem ent), $5. 
The ow ner of the machine took the 
statem ent and looked it over and 
said: “Looks a little steep; but I pre­
sume your man knows w hat he is 
talking about: so I gues you can go 
ahead and put the machine in first 
class condition."

“W ell, now listen,” said the agent, 
'would you consider a proposition on 
a new machine?”

“N ot unless you can show me 
som ething very attractive,” replied 
the customer.

“W ell, but I can,” said the agent.
“W hat is the best you can do?”
“ I can allow you $42.50 on your 

old machine,” said the agent.
“W hat price do you hold the new 

one at?” enquired the customer.
“One hundred dollars. T hat leaves 

you only $57.50 to pay, and when you 
subtract this repair bill of $8.50 from 
that am ount—for you m ust figure 
that way—it leaves you a difference 
of only $49.”

“If tha t is the best you can do,” re ­
plied the man. “we will w orry on with 
the old machine a while longer. After 
all it does pretty  fair work. I t ought 
to be good for at least two years 
longer—especially if the house puts 
it in first class condition.”

“Maybe so, replied the agent, “for 
the present: but you do not know 
how soon som ething else about the 
machine will get ru t of repair. W hen 
a machine begins to go down it goes 
down m ighty fast.”

“Even so,” replied tbe owner, “but 
I will take chances on it. Your m a­
chine, you know, is represented as a 
very durable machine. I t is suppos- 
edv to be long on w ear-features: and 
besides Miss Florence is a very care­
ful operator.”

“Now look here,” said the agent,

“I would like awfully well to  sell you 
a new machine at this time. I know 
you will find it to  be economy in the 
long run. I t is actually cheaper for 
you to pay the difference and get a 
new machine than it is to  have this 
old one repaired. On the first of the 
year the company is going to cut 
the allowance on these old machines. 
A fter the first of the year you can not 
get nearly as much on a trade-in 
proposition as you can now. If you 
retain the old machine, sayr, for two 
years, it will not be w orth as much 
by $20 as it is now on the trade-in 
basis. So if, at the end of that time, 
you should desire to trade it in (as 
you probably will), you will not get 
anything like $42.50 for it. You are 
using an old machine. Think it over 
and see if I am not righ t.”

As the man was very busy that 
morning, he told the agent he would 
not decide then, but would think it 
over and let him know. In the course 
of a few days the agent came around 
again. W hen the custom er told him 
that he had definitely decided to re­
tain the old machine the agent came 
at him w ith another proposition:

“I am extrem ely anxious,” he said, 
“to close this deal with you. F or that 
reason I am going to  make you the 
very best proposition tha t I can—and 
really a be tter proposition than I am 
authorized to make. I tell you w hat 
I will do. I will allow you $52.50 on 
your old machine, leaving a balance 
of $47.50.”

A fter some further discussion the 
agent agreed to make a concession of 
$5 and $2.50 off for each; “but,” he 
explained to the customer, “in order 
to square myself with the house you 
sign this prom issory note for $47.50 
artd I will give you a receipt for $5. ’ 
Having some o ther things on his 
mind at the m om ent the custom er 
neglected to see tha t he was actually 
paying the agent $2.50 more than he 
had allowed as his best term s. Of 
course he picked the mistake up later, 
called up the house and asked for the 
agent. W hen he had him over the line 
he demanded to know why he was 
asked to sign a note for $47.50, and 
actually given only $5 rebate, when 
the agent had prom ised a $5 conces­
sion and $2.50 off for cash. The agent 
tried to make the custom er believe 
that he had m isunderstood the orig­
inal proposition; but the custom er 
was not so easy. He told the agent 
to come around in the m orning pre­
pared to submit the best proposition 
he could.

“Now,” said the custom er to me, 
"w hat would you do? I know w hat I 
think I will do. I will tell them  to 
put on a new platen for $3.50 and 
send me my old machine. I hate to 
be worked for a sucker.”

T hat is an acute illustration of 
botchy salesmanship. Eli Elkins.

Some Rubber Don'ts.
D on’t sell flat rubbers for high • 

heeled shoes.
D on’t fit rubbers over dirty  shoes. 

Have facilities at hand for cleaning 
the custom er’s shoes before try ing on 
the rubbers.

D on’t let your rubber stock get low 
in the first half of the winter.

D on’t fit rubbers too short; follow 
the same rule that you do in selling 
shoes, and “fit them long.”

D on’t neglect seasonable advertis­
ing in your local new spapers and al­
so by means of rubber displays and 
window cards.

D on’t fail to suggest rubbers to 
custom ers when they buy shoes.

D on’t forget that while people 
m ust w ear shoes, they have a choice 
as to w hether to w ear rubbers. Force 
of suggestion will here be useful.

D on’t fail to use seasonable “health 
hints” in your advertising, as to  the 
dangers of wet and cold feet. The 
dangers are real enough and you will 
not strain  your conscience any.

D on’t fail to have your reserve 
stock in shape for quick action. Rub­
ber w eather is no time to open cases 
and hunt for sizes.

Keep Main Entrance Clear.
In  the effort to feature great b a r­

gains we often run against a front 
door jam med with people pulling at 
som ething offered on a small table 
in such a way tha t the doorway is 
stopped for the uses of o ther people 
who do not care a rap for the stuff 
displayed but who would really like 
an opportunity  to get inside and pur 
chase som ething else. W hile it may 
be possible to sell ninety-seven gross 
of val laces at ten cents a dozen in 
such a m anner, the value of such 
stupendous advertising is overshad­
owed by the fact tha t people who 
do not like to be punched and bat­
tered and tread upon move on to 
some o ther store where they can do 
their shopping w ithout running the 
risk of going through a sort of ju g ­
gernaut experience to get w hat they 
want.

There is every reason whyr special 
things should be featured, and too 
many stores pay little or no a tten ­
tion to getting  som ething new out 
to a ttrac t attention, but there is nev­
er a good reason for stopping up the 
main entrance to a store with the 
m ost attractive and best bargain on 
earth.

Martha 
Washington 

Comfort Shoes

TRADE WINNERS

MICHIGAN SHOE COMPANY
146-148 Jefferson Ave. DETROIT

Selling Agents BOSTON RUBBER SHOE CO.
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The Repelling Power.

Good clothes do not make the man, 
but they go a long way tow ard form ­
ing good im pressions of him.

A good-looking store does not 
make the store, but it is a great in­
ducement.

These are tw o im portant factors— 
they either draw trade or repel it-— 
and w hat m erchant can afford to con­
duct a business in such a m anner as 
will turn  it away? A ttractiveness, 
therefore, in the store, fixtures, stock 
and personal appearance of the help, 
is essential.

I t is gratifying to note, during the 
sum m er travels in the country, how 
the country m erchant is awakening 
to the advantages of personal appear­
ance, and where th irty  years ago he 
would, sit out in front of the store 
on a pleasant day w hittling a stick, 
that time is now devoted to  the bet­
term ent of the store. The repelling 
power is even recognized here away 
from cities.

One of the greatest draw backs a 
paint dealer can have is a poorly 
painted front to his store, and the 
next is the inside woodwork “cry­
ing” for paint. I t takes a big store 
front these days to require a gallon 
of paint, and the usual sized front 
can be covered w ith half a gallon, be­
cause there is so little woodwork. 
Therefore, as far as expense is con­
cerned, a paint dealer can easily re­
paint every fall or spring, and this 
would largely be a “draw ing card.” 
Certainly it would not displease any 
one, or prove a repeller of trade.

Be sure the clerks are trained to 
please. An unkept person, or one 
who chews gum or tobacco, should 
be placed in a school of reform. This 
really calls to mind the “school of 
instruction, tha t every m erchant 
should establish. Such a system  over­
comes all the undesirable things in 
an establishm ent. I t  may take time 
and be troublesom e, but it improves 
service and this begets trade, which 
is the only object in view. I t is also 
a sure cure for the repelling power. 
—Paint, Oil and D rug Review.

Hand Lotion For Farmers.
H ere is a form ula for a good anti­

septic skin lotion to be used on the 
chapped and cracked hands of labor­
ers, farm ers, mechanics and miners. 
T heir hands are usually so callous 
tha t the ordinary toilet cream s do 
not soften and heal them. The fol­
low ing form ula makes an excellent 
application for burns, stings and all 
irrita tions where a cooling, healing, 
antiseptic lotion is indicated. I t  is 
also useful as an after-shave.

Boric acid ....................2 drachms.
Salicylic acid ..............4 drachms.
Zinc sulphocarbolate ..30 grains.
M enthol .......................... 10 grains.
Spirit of cam phor ..2  fluidounces.
Glycerin ...................4 fluidounces.
Spirit lavender compound ..

..............................  Yz fluidounce.
Bay rum, q. s......... 16 fluidounces.
This preparation may be put up un­

der any appropriate name in 4-ounce 
packages, which retail at 25 cents. 
This price gives the retailer a good 
profit and pleases the consumj-f.

Tradesman Company’s
Classified List of 
Poisonous Drugs

THE LAW
H S. Sec. 9320. Every apothecary, druggist or other person who shall sell and deliver at retail any 

arsenic, corrosive sublimate, prussic acid or any other substance or liquid usually denominated poisonous, 
without having the word “ poison” and the true name thereof, and the name of some simple antidote, if any is 
known, written or printed upon a label attached to the vial, box or parcel containing the same, shall be pun­
ished by a fine not exceeding $100.

To enable druggists and country merchants to meet the requirements of 
the above statute without going to the expense of putting in a large assortment of 
labels, we have compiled and classified a list of drugs which are poisorous or 
become so in overdoses.

They are arranged in ourteen groups, with an antidote for each group; that 
is, an antidote for any of these poisons will be found in some one of these fourteen 
antidotes.

This arrangement will save you money, as it does away with the need of 
the large variety of antidote labels usually necessary, as with a quantity of each of 
the fourteen forms you are equipped for the entire list.

There are 113 poisonous drugs which must all be labeled as such, with the 
proper antidote attached. Any label house will charge you but 14 cents for 250 
labels, the smallest amount sold. Cheap enough, at a glance, but did you ever 
figure it out— 113 kinds at 14 cents—$15.82? With our system you get the same 
results with less detail and for less than one-third the money.

By keeping the labels in a handsome oak case they never get mixed up and 
they do not curl.

Price, complete, $4.00. Order direct or through any wholesale house.

Tradesman Company S S “"“ __________________________
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Of Saws There Are Many Kinds— I background. Pour a liberal supply 
Suggestion for Selling Campaign. of emery dust around the files.
Saws play an im portant part in life, i Let the center of this window be 

Circular saws, band saws, crosscut given to the thinnest, m ost worn 
saws, buck saws, hand saws, hack looking old hand saw you can find, 

ice saws, m eat saws, pruning Show it resting  in a half sawed board 
compass saws and even back on two saw horses, with a great pile 
face us in the hardware store. Qf sawdust underneath.

saw 
saw 
saw 
It i a long list which m ight be sub­
divided alm ost endlessly.

Band saws and circular saws will 
prove ready sellers to the hardw are 
store going in strong on mill sup­
plies in certain lum bering districts. 
Crosscut saws are also best sold in 
lum bering districts, but the demand 
for this forerunner of the farm is 
strong in the stump country. The 
farm er boy in time supplants the lum­
ber jack and his rise means an in­
crease in the sale of shorter length 
crosscuts and the growing demand 
for one-man saws.

Buck saws are a corner of this 
widely diversified business which 
claims more than passing notice just 
at this season when stock should be 
well and liberally sampled. W hen a 
man is moved by a desire to buck 
wood absolutely no chance should be 
given him to change his mind. It 
takes time to assemble buck saws, 
and a m anager’s time is none too val­
uable to occasionally inspect this 
stock.

Saw tighteners or turnbuckles are 
the cause of most warped frames. 
D on't keep them too tight.

The great variety of hand saws, for 
which there is a constant demand, 
certainly deserves the attention which 
is being given them in the hardw are 
store. They are featured strongly; 
wall cases, window displays, sample 
boards and signs are being used to 
a ttrac t attention to  this staple, 
around which so many good tool o r­
ders have centered. Many7 success­
ful selling plans, have been devised 
to stim ulate the saw business. The 
Iron Age in a recent issue suggests 
a brief selling campaign.

Tack to the back of the show win­
dow a covering of black or dark 
green cheesecloth, on which you can 
display7 saws in sunburst effect. Use 
but few crosscut saws, as they are 
large and a ttract better attention if 
but sparsely featured. Cover the 
bottom  of this window with sawdust 
at least 2 inches deep. On slightly 
raised stands show any special saws 
or kindred lines yrou may desire to 
push: for instance, a m iter box or 
some line of files. Files can be most 
strongly presented in this window by 
driving the tangs into a board which 
rests on a pedestal. In case you have 
no window fixtures use an amm uni­
tion box which has been covered with 
the same colored cloth used in the

Let the pyramid shaped pile of 
sawdust shown under this saw be old 
and very7 dark colored at the base, 
and show7 new bright dust at the 
apex.

A prize may be offered for the best 
w ritten history or story of any saw 
of this brand in use in your city, con­
fining the contest to school children. 
Many interesting selling argum ents 
will thus be brought to light and 
local papers often take a news in ter­
est in such affairs. wrhich will mean 
free advertisng for you. Saw sets, 
saw7 vises, saw7 handles, etc., can well 
be displayed in this window. A news­
paper advertisem ent calling attention 
to your display and inviting school 
children to  take part will help awak­
en a strong interest in the window. 
Plain price cards on every article 
displayed in the bottom  of the w in­
dow will talk for you whenever a 
reader of y7our advertisem ent comes 
to look.

On the inside of the store this saw 
week a good live dem onstration of 
hack saws can be going on. Hack 
saws can be forcibly shown very 
easily7 and with particular stress put 
on the hack saw fram es the results 
are alm ost amazing. The num ber of 
different makes of hack saw blades 
often stocked in one small store is 
sadly astonishing.

A workman is judged by his shav­
ings and a sawyer by his dust. There 
is dust in the saw business, so le t’s 
get to sawing wood.

T hird  store—No soapstones since 
the last one was sold twenty-five 
years ago. Unlikely such an article 
can be found on sale anyw here in 
the town.

Fourth  store (big departm ent)— 
Soapstones? The idea! Not one in 
the building. T ry  Brown down on 
tha t side street. He keeps some of 
these old-fashioned things.

On the way to Brow n’s a very 
sm art, up-to-date hardw are store w as 
passed in the heart of the business 
district. I t would do no harm  to try. 
And, w onderful as it may seem after 
so m any failures, the soapstone was 
found righ t here. Brown may have 
had one in stock, but the chances 
were against it, his place being so 
“old-fashioned.”

Perhaps the correct inference to be 
drawn is tha t the old-fashioned 
things have a way of “coming back,” 
and tha t the place to find them  the 
m ost quickly7 is where there is noth­
ing in the least old-fashioned in the 
business management. W e do not 
advise the general use of soapstones. 
The soapstone habit, in bed especial­
ly, is not to be recom mended. But it 
is possible that there will be a some­
w hat increased demand for this old- 
time article of the domestic economy, 
now that sleeping out of doors and 
autom obiling in cold w eather are be­
coming more and m ore common in 
the community.—Springfield Repub­
lican.

Country and City Co-operation. 
Co-operation between country and 

city ought to be an accepted condi­
tion, an axiom, but instead of this 
accom plishment it is a burning issue, 
and forever the question is being 
asked, “W hy antagonism  between 
country and city?”

There is no real antagonism , but 
rather a condition of mind tha t has 
been forced by certain classes of peo­
ple for selfish ends, and its elimina­
tion from the social and industrial 
life of the comm onwealth should be 
the aim of every patriotic citizen.

T o the commercial clubs of the 
state more than to any other o rgan­
ized body of men has the solution 
of this im portant question been com ­
mitted, because the commercial clubs 
stand for the highest and best devel­
opm ent of the whole state, not alone 
the farm, the village, the town, the 
city, but each of them and all of them.

I t  is incum bent upon the com m er­
cial clubs to labor w ithout ceasing 
tha t this developm ent may go for­
w ard w ithout hindrance or delay. W e 
can not work for more and we can 
not afford to work for less.

A rrangem ents should be made for 
the farm ers living in the comm unity 
to join the commercial club in the 
city or town nearest to them. The 
farm ers should belong to these com­
mercial clubs, and the clubs should 
be the schools of common in terest of 
the town and country. In them the 
whole people should learn to work 
together for the common welfare and 
in them  should be cultivated the 
spirit of helpfulness tha t only in the 
uplifting and upbuilding of all may 
the individual hope to reach the high­
est point of developm ent for himself.

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and 
Everything of Metal

BstablUkctf la 1S7J
Bast Equipped 

P lra  la ths Stats

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The W eatherly Co.
18 Pearl St. Qrand Rapids, Mick.

Old Fashioned Soapstones.
Down to twenty7 or th irty  years 

ago it was not difficult to buy soap­
stones in any7 hardware store. They 
were caried in the carts of the old- 
time tin peddlers. Old-fashioned 
people retained a fondness for them. 
But to-day one is lucky if he finds 
a soapstone for sale in the fourth or 
fifth of the stores visited in a city 
like Springfield. Even hardware 
stores which still have a smell of 
antiquity prove disappointing, and as 
likely as not the proprietor will re ­
mark that he has not had one in 
stock for tw enty years. A recent 
shopping experience in this city re ­
sulted as follows:

F irst store visited—No soapstones. 
T ry  Sm ith’s. He used to sell them.

Second store — No soapstones. 
Look in at Jone’s. H e is sort of old- 
fashioned. You m ight find one there.

If you buy anything bearing the brand

“ OUR T R A V E L E R S”
R em em ber that it is  G U A R A N T E E D  by

Clark=Weaver Co.
Wholesale Hardware Grand Rapids, Michigan

Foster, Stevens & Co.
Wholesale Hardware

10 and 12 Monroe St. :: 31-33-35-37 Louis St.

Grand Rapids, Mich.
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Selling Safety Razors.

In alm ost every hardw are store 
you will find a stock of safety razors, 
which are generally left to sell them ­
selves, very little effort being made 
to push them. Most of the safety 
razors are extensively advertised, 
and the average dealer argues tha t if 
a man w ants to buy one he will call 
for it. This is true in a large num ­
ber of instances, but not always. For 
instance, if a man has been using an 
old style razor for a num ber of years, 
and the advantages of the safety are 
pointed out to him, it will be a very 
easy m atter to get him to take one 
out on trial, and when a razor once 
leaves the store it is generally sold.

Some dealers hesitate about urging 
their custom ers to take a razor out 
on trial, fearing tha t it m ight be 
brought back, but the percentage of 
re turns is very small, and no hard­
ware store should lose an opportun­
ity to  get business by hesitating to 
send an article out on approval. Pick 
out any safety razor advertisem ent 
in the magazines and you will find 
tha t the “On T ria l” is the strongest 
feature. W hen the average man once 
uses a safety he generally continues 
its use.

The Vacuum Cleaner.
The vacuum cleaner is a com para­

tively new item in the hardw are store 
but it will be a very im portant piece 
of stock before we realize it, and to 
the m erchant who is an extrem ely 
careful buyer, fearing to  venture any 
g reat am ount of money on m er­
chandise which may to  him be ex­
perim ental, it m ight be suggested 
tha t one be purchased for renting  
purposes. I t  is not often we meet 
with merchandise th a t will pay its 
own admission into the store and 
then furnish for us profitable, en ter­
taining and educational amusement. 
If your custom ers are not already 
inform ed as to vacuum cleaners, they 
soon will be, for an advertising cam­
paign of immense proportions has 
been started  by the m anufacturer on 
this line. The m erchants take ad­
vantage of it. S tart in by being the 
landlord of the vacuum cleaner and 
the w ord “ren ts” will soon ring like 
music in your ears. One step at a 
time is enough and the future will 
tell you plainly enough w hat to  do 
with vacuum cleaners, w hether to 
continue to rent them  or to sell them 
outright.

Centennial of the Water Closet.
In  1810 the w ater closet came into 

general use in Germany, and the Ger­
mans are this year celebrating “the 
centennial of the w ater closet.” T h ir­
ty-five years before tha t date—that 
is, in 1775—the first B ritish patent 
ever g ranted  for a w ater closet was 
issued to A lexander Cummings, a 
w atchm aker; while tw enty-three 
years after—or in 1833—the first 
American paten t was taken out. Like 
all innovations, it came into general 
use but slowly, and it was not until 
1852 tha t its value was sufficiently 
recognized. In  tha t year a municipal 
ordinance for the city of London 
w ent into effect th a t brought the 
m odern system  of sewers into being, 
and w ith it the general introduction 
of w ater closets. W ho at first could

have realized the im portance of these 
few quarts of w ater in a reservoir as 
solving the problem of perm itting 
sanitary existence in large cities? To­
day the w ater closet may be regard ­
ed as the stam p of civilization; not 
until a w ater closet system is in­
stalled, can any populous community 
now rank as civilized and up-to-date.

Hiring Out Sprayers.
1 have been struck by the number 

of machines for spraying purposes 
which are now on the m arket. Some 
of these are m oderately inexpensive, 
but the m ost effective patterns are 
ra ther costly to buy, so tha t their 
acquisition is beyond the means of 
the average small holder or ownei 
of a cottage garden. I suggest, there­
fore, tha t ironm ongers in urban sub­
urbs and rural districts should a r­
range to  lend these appliances on 
hire. Thousands of am ateur gardeners 
would be glad to have the use, for a 
shilling or so a day, of a spraying m a­
chine which would enable them to 
trea t fruit trees and bushes in a th o r­
oughly effective m anner and w ith a 
minimum of exertion and expendi­
ture of insecticide. An ordinary syr­
inge is of little use for this job, and 
few ow ners of small gardens feel ju s­
tified in spending several pounds for 
an apparatus for which they have 
only a few hours’ use in the year, 
w hereas if they could hire a sprayer 
when wanted a new source of revenue 
would be opened up to  the iron­
monger.—Ironm onger.

Bargain Offerings.
“W ait until after the first of Janu 

ary; goods will be cheap then.” This 
is a condition tha t has come to  be so 
universally looked for by shoppers 
that some m erchants and departm ent 
stores have taken advantage of it 
and the January  “clearing sales” in 
many cases are held w ith prices just 
as strong, if not a little stronger, 
than during the early fall months. 
R etailers will find the next m onth a 
good time for clearing up sales, but 
it is not wisdom to  advertise bar­
gains and reduced prices unless you 
really have such to  offer. S trict tru th  
in advertising is one of the demands 
of the day.

I t  is a fact tha t it does not take 
long for an establishm ent to get a 
bad repuation in this respect. The 
people “get on to  you” m ighty quick. 
Fool the people tw o o r three times, 
often once is enough and see them 
keep away from  you when you have 
genuine bargains to  offer. T he en­
tire character of a store and the class 
of people catered to  are often affected 
in ju s t this way.

Forget Your Troubles.
I t  is a bad habit tha t some men 

have of carrying their business troub­
les, trials and perplexities home with 
them , of living their day over again 
at the supper table, fre tting  after the 
meal and going to  bed still hugging 
the trivialities th a t have looked so 
big all day. As a general thing the 
women folks have w orries of their 
own and do not care about bearing 
a double burden, even although they 
are dutiful and w ant to  help. I t  is 
all well enough to  talk about a wom-
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an being a helpm eet—and m any ot i N o m atter 
them are a good deal more than si- [devised the 
lent, inactive partners—but that does j your employ 
not mean tha t a man should go home j the suggest!« 
loaded with business w orries and ere- for its ¡mpr. 
ated an atm osphere of gloom and de­
pression. About eight or ten hours a 
day is enough for any man to  w ran­
gle with the perplexities of trade, ann 
when quitting hour comes, it is time 
to forget them.

o o w n r f a n .
To send for a W w  A w  

ingoor lineai
f t m  «MSIB1  
SSfljPtTOlifc
u sc itM . T a m m .

Advent of the New Year.
Following the som ewhat elaborate 

window displays made during the 
Christm as holiday season, retailers 
of shoes will be called upon to  show 
their progressiveness as successful 
business m erchants by taking note of 
the advent of a new year by an ap­
propriate window trim that will re ­
cognize the passing of the old and the 
coming of the new year.

Dealers who in this m anner take 
cognizance of im portant events are 
always admired for their enterprise 
and are looked upon as successful 
merchants.

KMSggTinrs, ca.f<M_owi pw *

f
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YOUR FINGERS
A c s ii*  G as and S e e t r i e  Trascas 
and chefir e sorb itan e  efta r s e »  
P ü t itt an A m er ic a «  ü g f e é a y  
S y s te m  and be ndepeadentr. 
Savin®  i s  o p era tin g  exp e n s e  
will pay foe system .a WMre 
t im e  Nothing: m brilliant m 
th e s e  lig h ts  and nothing: s o  
ch ea p  s o  n s .

4 sierica» ñm  Ütcàfæe Cm.
MW Ciarli 3t. Ln , Mnl

Waiter Shank«ami ê  Cm. 
Wtcüfgaw State i p n  

Se. <t amt ftwMk. kW»

Your Waste In the Way
S o m e th in g  to  M ake E v ery  Pound o f  Vow r  W aote  P aper B ring Vow

Good D ollars

W aste Paper
Hides and 

Leather
Rags, Rubber

Increases the profit of the merchant from the day it is introduced. Two *2 
135 and $45 t. o. b. Grand Rapids. Send for illustrated catalogue.

Prtee

Handy Press Co. 251-263 So. Ionia St. Grand Rapids, Mick.

The
Handy

Press
For bailing ail 
kinds of waste

Metáis

Get the

“Sun Beam” Line of Goods
For Fall and Winter Trade

Horse Blankets, Plash Robes. Far Robes 
Far Overcoats, Far Lined Overcoats 

Oiled Clothing
Cravenette Rain Coats, Robber Rain Coats 

Tranks, Sait cases and Bags 
Gloves and Mittens

These goods will satisfy yoar customers and in­
crease your business. Ask for catalogue.

__ ' ~ I

Brown & Sehler Co. Grand Rapids, Mich.
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MAKING W AX FIGURES.

Trip Through Factory Where Dum­
mies Are Produced.

“Don’t those wax figures look nat­
ural though? They wear false braids, 
false teeth, rice powder, and rouge 
just as real women do. Goodness, 
but they are natural!” said a girl gaz­
ing into the big windows along State 
street in Chicago.

If this same girl had ever seen 
Madame Tussaud’s waxworks in L on­
don, where a wax baby, sleeping in a 
cradle, breathes by means of m achin­
ery concealed under its bib, or had 
seen the wax mice, wound up by 
clockwork, run over a loaf of bread 
down in the cham ber of horrors, she 
wouldn’t exclaim so over plain wax 
figures.

And if she only knew that half of 
the musicians in a certain band in 
Chicago are wax men, wound up to 
flourish musical instrum ents w ithout 
playing them, she would have some­
thing to talk about. But the wax fig­
ures of to-day are natural, there is no 
doubt about it. They are as natural 
as H aw thorne’s scarecrow that walk­
ed the streets of New England with 
a hitch and a jerk and a lurch.

One man claimed that his wax fig­
ures were so natural that their hair 
turned gray after he had sold them. 
“Often," said he, “custom ers bring 
back their wax heads, saying, ‘W hy. 
this figure’s hair is four shades lighter 
than it was when I bought it.’ You 
know they say that hair can not be 
killed. It grows several inches after a 
person’s death.”

The man changed the subject by 
pointing to a wax figure in a band 
box and saying, “My! but isn’t Venus 
a beauty?”

“ But I wish to see you make Venus 
from the model up,” said I.

“Oh, you’ll have to go to the fac­
tory for that. I ’ll call up Jake and 
tell him that you are coming. Jake 
is the highest priced designer and 
modeler in Chicago. He will show 
you through.”

“Jake,” the originator and design­
er of the hobble drapes, the Brinkley 
drape, and others, has a wonderful 
history. I intended asking him how 
he had worked himself up from a de­
serted newsboy to an artist. H is ef­
forts were in my mind when I step­
ped into the factory, where headless 
people and people with heads, stood 
around the walls.

“How do,” greeted Jake. “Yes, I ’ll 
show you the whole works,” said he.

“How do I get a model?” said Jake 
in response to my first question. “Oh, 
any of the girls in the factory will 
let us take a masque of her for a 
dollar or so. W e pick up girls a t the 
Art Institute, any place. Girls like 
to see the wax heads of themselves 
sold over the country to stand in a 
show window or on a counter. Come 
here, Eddie, mix some plaster. Put a 
little salt in to set it. H ere you are, 
Lizzie, we will show her how a mold 
is made.”

Jake rubbed lard over Lizzie’s face 
while Eddie mixed the plaster with 
his hands. Th en the model lay on

a plank, with a strip of cfieese cloth 
over her face, with pieces of tissue 
paper over her eyes, and with goose 
qills in her nostrils, and the plaster 
was poured on. In no time, Lizzie 
saw herself in plaster, w ith not a 
vein or wrinkle missing from her 
countenancfe.

“This makes a mold which can be 
used for about two months, then it 
wears out. It could just as well 
have been made of wax,” said the ar­
tist. “W e take the mold ' of hands, 
feet, arms, the same w a y ,” said he, 
opening one draw er after another, 
full of arm s and hands of different 
sizes and curves, and turning natural 
looking limbs of wax for one to see. 
"W e use these molds to make papier 
mache figures, which, when covered 
with a washable paint, can scarcely 
be told from wax ones.”

W e passed into a room so warm 
that it was almost suffocating. This 
was w here they worked in the wax, 
which had to be kept at the same 
tem perature for molding.

“Is it true tha t w ax can never be 
m atched?” I asked.

For reply the artist held up a wax 
figure with patches on its nose, over 
its eyes, under its chin, behind its 
ears. “W hen she is smoothed down, 
painted, and powdered, her face will 
not show a scar," he said. “Step this 
way and I will show you w hat I 
mean."

T stood at the side of a girl sculp­
tor, who was scraping long shavings 
of wax off the cheeks of a head ly­
ing in her lap. “W hat if she does not 
get the cheeks alike, will she have 
to mold the head all over?”

“Xp, we could fix it; but she has 
studied at the art school and seldom 
makes mistakes.”

A fter the face was scraped into the 
right proportions, the girl cut out the 
eyes, m outh and nostrils, following 
the lines of each closely. Then plac­
ing a set of false teeth, made by den­
tists in Germany, into the mouth, she 
picked up a long iron off the little 
gas stove on a table and ran it be­
hind the m outh to  m elt the wax to 
hold the teeth in the sides of the 
cheeks. The red wax of the gums 
seeped through the openings between 
the teeth, giving the figure the ap ­
pearance of bleeding. “T hat can be 
scraped off all right when it dries,” 
said the artist.

Then the girl put in the eyes, 
tw isting them this way and that. It 
was strange how the fraction of an 
inch of an eye’s m isplacement chang­
ed the beauty of the face, giving it 
the look of a brigand, a madonna, an 
idiot, or a scold. This time the w orker 
used a different iron to fasten in the 
eyes.

The wax head was then carried to 
the next table where another girl 
supplied it with hair. Running a hot 
w ater bottle over the bald pate a 
m om ent to soften the wax, and pick­
ing up a tool looking like a rake in 
one hand and a bunch of long hair 
in the other, she laid the hair on the 
wax and then scraped it with her 
rake. O ut of the big bunch of hair 

j only about tw.o, hairs stuck in the

wax. O ver these tw o hairs, though, 
she scraped again w ith a long dull 
knife. Then one couldn’t pull the 
hairs out of the wax head if he tried.

The rake used to put the hairs in 
is made from three needles, w ith the 
eyes clipped through the middle and 
the points of the needles then stuck 
in a square inch of wood for a han­
dle. Only one needle, w ith its eye 
clipped in the middle and then stuck 
in a piece of wood is used for put­
ting in the eyebrows of a wax figure. 
Each hair of the eyebrows and the 
lashes is put in one at a time. The 
hair w inkers are all of the coarsest 
hair, bought in Japan.

A fter the head was supplied with 
hair, it passed still to another artist, 
who provided the wax lady with 
paint and powder. Brushing a yellow­
ish oil, a m ixture of a French oil and 
a poppy oil, she dusted the face with 
quantities of fine pumice stone, which 
was rubbed off lightly before the 
w ater colors were applied to  the 
cheeks, chin, ears and lips. She pain t­
ed in the blue veins of the tem ples 
and th roat skilfully, following the 
rules of anatom y closely.

A fter a few more brushings and 
polishings, the wax lady was ready 
to be wrapped in three bolts of c o t­
ton cloth, one and one-half yards of 
cotton batting, and put in a box to 
be shipped to some departm ent store.

Besides all the wax and papier 
mache heads of beauties, negroes, In ­
dians, boys, and crying babies, there 
were all kinds of drapes and half 
drapes, corset and shirt w aist m od­
els, skirt models in wire, and so on; 
but I didn’t stop to see how they 
were made. I only told Jake tha t 
they were in teresting  and he thought 
so, too. - H arrie tt Ferrill.

Followed Instructions.
The m istress of the mathem atical 

class was m athem atizing for her 
m athem atical pupils, while her m athe­
matical pupils were inwardly m athe­
matizing mathematics.

"Now, suppose,” said the m istress, 
“ I had a pound of plum s—”

At which point it occurred to  her 
how much better she could illustrate 
her example to her youthful charges 
if she really had a pound of plums. 
So—

“M ary,” she said to  a girl of 8, 
“here’s six-pence. Go out and get me 
a pound of plums. And as I ’m going 
to give them  in the end to the girl 
who gets the sum righ t first, be sure 
before you buy them  you pinch one 
or two, ju st to  see tha t they are 
wholesome.”

A few m inutes and M ary had re ­
turned, approached the teacher’s 
desk as one w orthy of comm endation 
and plumped down a bag of plums— 
and the sixpence!

“There, mum,” she said. “I pinch­
ed one or two, as you told me, and 
when the man w asn’t looking I 
pinched the blessed lot.”

The man who succeeds while sh irk­
ing his task will not be the kind ot 
a success tha t you or I aim to  be.

The goods you sell a custom er are 
an im portant factor, but the way you 
trea t him is even more im portant.

Beauty a Material Asset.
T he New Y ork T ribune reports a 

decision of the U nited States Circuit 
Court in Colorado which is distinctly 
radical. I t  is, in effect, a judicial de­
cision tha t beauty is a m aterial asset 
of positive value, to  be guarded and 
protected like o ther kinds of p roper­
ty. In this case, a canyon, a w ate r­
fall, and a beautiful grove of flowers 
and trees created by the spray from 
the falls formed a landscape feature 
for a neighboring town. I t  was p ro ­
posed by a commercial company to 
use the stream  above the falls, and 
so destroy not only the falls, but 
the verdure, making w hat is now a 
striking and beautiful m iniature v a l­
ley a place of rocks and barreness. 
The town, which would have suffer­
ed by this destruction of one of its 
g reatest charm s brought suit to  p re­
vent this use of the stream , and has 
won the suit. I t  was argued that, 
while the com pany had the right un­
der the constitution of the state “to 
divert the unappropriated stream  to 
beneficial uses,” the w aters of this 
stream  were already appropriated to 
beneficial uses, and could, therefore, 
no longer be classed as “unappropri­
ated w aters.” T he court held tha t 
the use of the stream  in creating the 
falls and m aintaining the verdure was 
a beneficial use within the in tent of 
the constitution. “Public health ,’ 
the judge declared, “is a beneficial 
use. R est and recreation are benefi­
cial uses and for these purposes w ater 
is used to make beautiful lawns, 
shady avenues, attractive homes, and 
public parks w ith lakelets and 
stream s and artificial scenic beauty. 
Parks and playgrounds and grass are 
benefits and their uses beneficial, al­
though there is no profit derived from 
them. T he w orld delights in scenic 
beauty, but m ust scenic beauty dis­
appear because it has no appraised 
cash value?” T his decision will re­
inforce the effort to  preserve beauty 
throughout the country. The form al 
judgm ent of a court tha t beauty is 
useful may enlarge som ew hat the 
sphere of judicial decision, but is in 
accord with common sense, the prin­
ciple of conservatism , and the grow ­
ing feeling tha t in the in terp re ta­
tion of the law, breadth  of view, 
knowledge of life, and a touch of im­
agination are as essential as fam iliar­
ity w ith the statutes.—T he Outlook.

A Dismal Social Function.
Ralph Cameron, delegate in Con­

gress from  the te rrito ry  of Arizona, 
tells a story of the m ost lugubrious 
invitation ever sent through the 
mails. I t  was engraved on a white, 
gilt-edged card, and was signed by 
the sheriff of Tucson.

This is the way it read:
“The pleasure of your company is 

requested at the hanging of George 
Smiley, a m urderer. H is soul will 
be swung into etern ity  on T hursday 
evening. A brand-new  hemp rope 
will be used, and everything will be 
done to  make the cerem ony as cheer­
ful as possible.”

I t  is ju s t as foolish for a clerk to 
work in a store where th ings are 
managed on a haphazard basis as it 
is to  manage a store tha t way.
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An Ad Without a Head
Is Like

A Man Without a Head
Neither would make much noise, and with advertising that is a prime essential. Ycu wouldn’t hire a headless 
salesman, nor do you want a headless ad. Progressive merchants realize more ard mere each year that ad­
vertising is a science, and many employ their regular advertising experts with the view of producing ads 
that will arrest the attention as quickly as the DANGER sign at a railroad crossing. To do this yon m in t  
have an attractive heading. We are specialists in the preparation of attractive headings for advertisements— 
we are showing one below that will be suitable for your annual Pre-Inventory Sale. It will put year ad 
in a class by itself. We are trying to help you with our Cut Service Department and during the coming 
year will offer Suggestive Cuts and Style Cuts of various kinds. Note that we give a discount of 25 per 
cent, to subscribers of the Michigan Tradesman.

D
¡¡¡f P p l
*  f t

* * w Æ

■ Ü

r\ »S3
%

I 1
;*r,; \ ¡¡t- à

tè..

Price for This Special Cut
No. 100—One four column cut $2.00 
No. 200—One six column cut 3.00

Less 25 per cent, discount to subscribers of the 
Michigan Tradesman

CUT THIS OUT AND SEND IT IN TO-DAY

Tradesman Company,
Grand Rapids, Mich.

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

N o ............- “Pre-Inventory Sale"
with the understanding that I am the only merchant in my town that is to receive th is  cur.

Send by.....................................................express.

Address...........................................................................Street................... ................................

Town.........................................................................  State..............

Tradesman Company •  • Grand Rapids, Mich
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Shipping Orders Promptly Helps To 
Win Trade.

“ I had an evidence the other day of 
the value of doing things prom ptly,” 
said a young traveler, “which 1 am 
not likely to forget. I called upon a 
custom er who had hitherto  been d is­
inclined to favor me w ith business 
and 1 got a small order from him. I 
at once sent it off to the house, not 
waiting until evening, and the m er­
chant got the goods next day. W hen 
1 called in afterw ards the m erchant 
was so pleased at the prom pt ship­
m ent tha t I got a much bigger o r­
der, and I am now well in w ith him.
I consider this prom pt sending off of 
orders m ost essential to a traveler s 
success, and he should spare no pains 
or trouble to mail his orders by the 
quickest way.”

There is a world of tru th  in this.
A m erchant does not order goods 

for prom pt shipment unless he w ants 
them , and badly, too. Every day is 
im portant to him, and if he sees that 
the traveler and the house are c o ­
operating together to give him 
speed}' dispatch, he is going to give 
that traveler all the orders he can. It 
is to his in terest to do so; especially 
as in the present time dealers are not 
running on over-heavy stocks, p refer­
ring to buy more from hand-to-mouth 
than used to be the case.

Very few travelers, unless there 
are special reasons otherwise, fail to 
send off their orders every night, but 
many do not take advantage of the 
quickest connection. O ften the trav ­
eler, if he makes enquiries, can find 
that by catching the mail at a cer­
tain time during the day he can get 
his order into the house much quick­
er than if he waited until the eve­
ning. A man m ust be very hard 
pressed who can not get off an o r­
der or tw o while doing his calls.

By taking trouble and making e n ­
quiries as to mailing service, and the 
best place to make connections, much 
saving of time is made, and the house 
is given a reputation for quick dis­
patch that is a great asset to its rep­
resentative. To a really progres­
sive and wide-awake m erchant this 
prom pt delivery is more im portant 
than the question of cut prices, and 
a traveler can often offset the plea 
that his price is higher than tha t of a 
competitive house pointing to its rep­
utation for prom pt shipment.—Cana­
dian Grocer.

Never Knock Competitors.
Does it pay to “knock” your com­

petitor? This is no new question; it 
is as old as competition. I t has been 
p retty  thoroughly threshed over in 
all lines of trade, and there is no need

of rehearsing the discussion at this 
time. The backward abysm of trade 
failure is p retty  well strewn with 
wrecks of enterprises, from large to 
small, which were operated at some 
time or other on this principle of get­
ting business by “knocking” the oth 
er fellow. There may be exceptions 
to the rule that such a practice does 
not pay: doubtless there are. But 
they are neither so numerous, nor 

I sufficiently striking as to nullify the 
rule. H onesty is the best policy in 
the end, and it is hardly honest to a t­
tem pt to blacken the character of a 
com petitor or his products for the 
sake of taking away his trade.

It is the very rarity  of exceptions 
to this rule in m odern business prac­
tice tha t makes conspicuous the few 
that do exist. The m ost notorious 
example to-day, perhaps, is a con­
cern which is spending immense 
sums of money in advertising as food 
poisoners those of its com petitors 
who use a different process in m anu­
facturing products. This advertising 
campaign is carried on according to 
the best modern ideas of advertising 
to get results, and to that extent is 
admirable. But the results which the 
company will get from its money will 
not be w hat it expects. Slander never 
yet trium phed and it will not win in 
this instance any more than will a 
similar but milder campaign of 
“knocking” which is being pursued by 
a certain m eat packing concern right 
in our own trade.

Both of them will be losers in the 
end, and their losses are likely to be 
in proportion to the degree of their 
“knocking.” Such tactics may appear 
to their users as good salesmanship 
Are they?

Know Your Line.
You w ant to increase your sales, 

of course. W e all do. W ell, let us 
{see. W hat do you sell? Cream sep­
arators, celluloid goods, leather nov­
elties, sugar, coffee, cereals, or hats?

I t  makes no difference. Principle is 
the same. Sell, sell more, increase 
sales. T hat usually means new cus­
tom ers. W e will allow you to sell 
the old ones as much as you can and 
stock them well. Do you know all 
about your goods? Do you know 
where the raw  m aterial comes from, 
how it is grow n or made, how it is 
planted, mined or gathered? W hat it 
costs to  get the duties on its im port, 
laws connected with raising it, m in­
ing it? W hat machinery is used to 
refine or tem per and how it is done? 
Do they analyze your goods? W hat 
does it show them to contain? How 
much? W hat romance is connected 
w ith vour goods? Can you tell some

touching stories of incidents in the 
raising, mining, or cultivating of the 
raw  material?

Perhaps in the m anufacture or de­
livery there is lurking sentim ent that, 
properly used, will tug  the heart 
strings with a jerk  tha t lands the or 
der.

Know your goods. Be acquainted 
with the raw material, the manufac­
ture, m ethods used in transport, etc.

Get at the sentim ent, the romance 
of the goods—some incident in the 
life of the goods. Dig it up and use 
it. I f  the custom er knew the hard ­
ship and sentim ent connected with 
the goods before you finally laid 
them  before him his sym pathy and 
in terest would often make the sale. 
Forget the polish once in a while. 
Paint for him the picture of the fo r­
est in bloom and then the ring of the 
ax, the log jam, the rafts of logs on 
the river, the giant buzz-saw, the 
wonderful machinery, the board go­
ing iit at one end and finally the 
notch you strike: your sample. 
Know your goods and their story 
and then tell it. You will sell more 
goods.

Science of Selling Goods.
I t is a salesm an’s business to 

change minds, to overcome preju­
dices, to break down bad customs, 
often stubbornness, and let the light 
of reason into dark places, w rites 
Hugh Chalm ers in Collier’s. W hat is 
more to  be desired than the ability 
to influence the minds of men and to 
change them for the m utual good of 
the buyer and seller? Em erson said: 
“H e is great who can alter my state 
of mind.” H e may have been th ink­
ing of salesmen when he said it.

And is not life in general p retty  
much a m atter of making other peo­
ple feet as you do about som ething? 
About yourself prim arily? H ow great 
and prosperous we should all be if 
only we could bring the w orld to 
feel about us as we feel about our­
selves!

Salesmanship is a science, and it is 
also an art. There is a certain fund 
of knowledge relating to  the profes­
sion of salesmanship, and a certain 
lot of principles by which the sales­
man, consciously or unconsciously, 
works, which am ount to  a science. 
Between the science of salesmanship 
and the art of selling there is much 
the same difference as between study­
ing law in a university and practic­
ing it in a court.

Something W rong Somewhere. 
Jesse Lynch W illiam s says that 

since the publication of his novel, 
“The M arried Life of the Frederic 
Carrolls,” this dialogue between him­
self and ladies whom he chances to 
m eet is so common as to be m onot­
onous:

“And w hat is your new book about, 
Mr. W illiam s?”

“I t  aims to  tell the tru th  about 
m arriage.”

“O, dear!—I ’m so tired of unpleas­
ant books!”

“But this one is not unpleasant.” 
“W ell, then, how can it be true?”

Cheerfulness is one of the m ost 
contagious of habits and it is certain­
ly one of the m ost profitable.

Whiskers to Bum.
Two men were discussing the high 

cost of living. Suddenly one of them 
turned to the o ther w ith the rem ark: 
“I could run my furnace tw o-thirds 
of the w inter w ith your w hiskers.” 
Now, the o ther was sm ooth shaven, 
and a t first he missed the point of the 
rem ark. But when he had adm itted 
six visits a week to  the barber shop 
a g reat light fell upon him. F o r the 
first time he realized w hat the luxury 
of a shave at the hands of a barber 
was costing him—actually 2 l/ i  per 
cent, of his yearly income!

T he case is not an exaggeration. 
You can m ultiply it alm ost indefinite­
ly. Any good barber shop in the 
U nited S tates can point to a num ber 
of patrons who pay it a daily visit. 
A barber in a shop not catering to 
the m ost expensive trade told me tha t 
he had several custom ers who averag­
ed $1 a week. This is $52 a year to 
keep the face sm ooth, 5 per cent, in­
terest on $1,000.

The Breslin
Absolutely Fireproof

Broadway, Corner of 29th Street

Most convenient hotel to all Subways 
and Depots. Rooms $1.50 per day and 
upwards with use of baths. Rooms 
$2.50 per day and upwards with private 
bath. Best Restaurant in New York 
City with Club Breakfast and the world 
famous

“ CAFE ELYSEE”

NEW YORK
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THE CHRISTMAS AFTERMATH.
W e have just passed through an 

overflow of good feeling, a surfeit of 
pleasure. Hom es through which lit­
tle sunshine passes have been b righ t­
ened by our kindly touches; good 
wishes and friendly greetings have 
been interchanged; substantial tokens 
have perhaps emphasized this, and 
now—w hat?

The best looks, words, and deeds 
m elt into nothingness if with the 
passing of the year they, too, pass 
from sight. Perm anency is the 
foundation stone of the whole C hrist­
mas spirit. “The same yesterday, 
to-day and forever” is intertw ined so 
closely with the holly and m istletoe 
tha t only by the utm ost rudeness can 
it be detached. The spirit of good 
cheer which only lasts for the day 
or week lacks the m erit of being 
genuine.

W here the true Christm as spirit 
prevails there is an afterm ath filled 
with love for humanity. There is the 
eye which notes the heavy burden of 
another and is quick to respond by 
relieving weary shoulders of a part 
of the load. There is the cheering 
word which means so much in a time 
of despondency. There is the loving 
deed which is ju s t as dear six weeks 
or six m onths after Christm as as 
during the Yule-tide season.

The Christm as spirit does not mean 
giving gifts beyond the limit of the 
purse,.but it does mean rejoicing with 
those who rejoice and weeping with 
those who weep; entering into the 
happiness of our friends and those 
around us; striving to help those in 
adverse circum stances. Christm as 
cheer should last throughout the 
year, leaving a silvery trail through 
the weeks. We miss the true m ean­
ing of the term  in lim iting it to  a 
certain season. I t is designed for all 
seasons, as surely as for all places.

Sooner or later, there comes a time OUR GREAT FIRE LOSSES.
when you m ust draw the line between! Ten years ago we were losing in
crude and unfinshed work, and tha t J ĵj£s country about $200,000,0©*) an- j
^hich is done with care and pre- „  , - , .. . , nually by fire, and now we are iosma
lsion. Show your patrons tha t you _

, , - , * .. , , • ., fully 25 per cent, m o r  ** —take pride in presenting stock in the! .
est possible form. B utter pu t up 

n neat prints, eggs tha t are unso iled ,!1 
and m eat tha t is clean and neatly cut 
have a g reater cash value than where | 
conditions quite the reverse occur.
You have a right to  pay more for 
them  and to demand more. Let your 
words and actions show that you ap- j 
preciate the finished product, and it 
will eventually come to  you.

FINISHED WORK.
Said a butcher recently, “I am both 

ered by the unfinished w ork so fre 
quently b rought to  my door. Some 
farm ers know how to  kill and dress 
a hog properly. Many m ore do not 
F or instance, just yesterday I had 
one brought in tha t had only about 
half the bristles removed. To refuse 
to take it would have been to invite 
the loss of a good customer. An 
yet I just would not have it in m 
shop in tha t shape. All tha t I could 
do was to take a sharp knife am 
shave off the bristles.”

Sometimes the w ork may be com 
pleted w ith only the adding of a littb 
ex tra  work. Again, as in the instance 
cited, the fact tha t a thing is not 
properly done on the start means 
handicap in future. N ot even th 
skilled w orkm an could do the work 
so well after the animal heat was 
gone. The opportune time had bee 
allowed to  slip by, leaving only dam 
aged stock, when w ith a little extra 
w ork it m ight have been first-class.

Y et the man who allows such m a­
terial to rem ain on exhibition must 
surely suffer. And in this age of 
brisk com petition, there is still more 
loss in placing it upon the larger 
m arket than the local one. The de-

EVADING DUTY.

tha t our property  values have in-1 
creased in a g reater ra tio  than the j 
osses, but it is also a fact tha t in the j 
last decade we have constructed a 
be tter class of buildings and provid­
ed be tte r protection against fire. | 
Still our fire w aste is excessive and; 
a disgrace to  the whole coun try .! 
W hile the individual loss is covered 
by insurance, the burned property  it­
self can not be replaced, and its value 
represents ju s t so much waste of the

The city of Chicago rtseS?
rarely so fortunate as not
some $5,1500,000 of p roper
year. On; the Continent of
the annasil loss by fire is a
cents per capita* wEiiic in tii<
States the annual waste is ab«

cos­
taci!
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The wife of a well known Ameri- national wealth. _ _ ^
can w as recently detained by the cus- W hile the construction of steel j just two v 
tom house officials on landing from frame and fire-proof buildings has! eqQa[ the 
Europe with the charge tha t she had undoubtedly reduced the loss by fire
ailed to  make m ention of some to some extent in proportion to  the

$20,000 w orth of jewels in her pos- total value of p roperty  in the coun­
session when landing. The defense try, the loss still rem ains high, owing

*223.000.000
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tha t she exchanged jewels on to the vast num ber of buildings that 
which duty had already been paid fare not fireproof. Properly construct- 
and did not understand that a second ed modern buildings seldom burn, 
fee was necessary. but it is a mistake to suppose tha t all

are fireproof. as such
rag the case. W hile

to be some loss*, no
the character of the
how good the protec-

same principle of having paid duty there is bound 
once for all. But public opinion is at m atter what 
east as scrutinizing as Uncle Sam ’s 1 buildings an< 
jfficials, and at once enquires into the tion from fire, the enorm ous f 
m atter. actually occurring in the coi

Com petition was never more active compared with o ther countries

,000.000 a year 
0cfrfeed cotnpet

choice

n the advertising world than 
now. The fact tha t an article

just
was

cate clearly that something 
allv w rong with our const

i>i

The city of Berlin, which 
s large as Chicago, is c 
ver an annual fire loss of

Are

advertised last week, or last month, j buildings o r p ro tec ts  
or last year, is no reason why it 
should not be advertised right now.
In fact, the medium which proved 
profitable then will prove doubly so “  

ain. F or its readers have learned 
to know you, and to look for your 
continued presence. If you fail them, 
they will at first wonder if you are 
sick or have gone out of the busi­
ness; but eventua 'ly another takes 
your place, one who, perchance, talks
a little better, and you are forgotten._ . .... |This notion of being so soon tor-
gotten does not appeal to you with
pleasure. You may incline to  feel
hurt or indignant at w hat you deem j
unjust treatm ent, yet you can not
force trade to come to your notion.
Your only resource is to bring your
methods to the trade.

To attem pt an evasion of the rules!
of publicity and the attendant duties,
is but to prepare for yourself a place
in oblivion. The man wrho forgets to
advertise may be assured tha t the
world will soon forget him.

is about 
>ncerned 
$170.000

W hat has 
v as said to  
a w art on tl 
ro lla r hnrfoi

the m 
thm

Somebody whose name we have 
not taken the trouble to  find out is 
endeavoring to  gain notoriety  by an­
nouncing his intention of plunging 
over the falls of  ̂ N iagara in a safety 
lifeboat. If he will w ait awhile he 
may be able to slide over on an 
icicle.

Two young Englishm en have been 
sentenced to  four years in prison for 
taking pictures of fortifications in 
Germany. Leave your cam era at 
home and avoid trouble when you go 
to Germany.

Census figures show tha t Keokuk 
has ceased to  grow. I t  is too  bad. 

tails m ust be carefully looked after Keokuk is too picturesque a name to 
jf good prices are f.q> he received, be perm itted to slip into disuse.

You
In Earnest

about wanting to lay your business 
propositions before the retail mer­
chants of Michigan, Ohio and Indiana? 
If you really are, here is your oppor­
tunity. The

devotes all its time and efforts to cater­
ing to the wants of that class. It 
doesn’t go everywhere, because there 
are not merchants at every crossroads.
It has a bona fide paid circulation—has 
just what it claims, and claims just 
what it has. It is a good advertising 
medium for the general advertiser. 
Sample and rates on request.

Grand Rapids, Michigan
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Michigan Board of Pharmacy. 
President—Wm. A. Dohany, Detroit. 
Secretary—Ed. J. Rodgers, Port Huron. 
Treasurer—John J. Campbell, Pigeon. 
Other Members—Will E. Collins, Owos- 

so: John D. Muir, Grand Rapids.
Next Meeting1—Grand Rapias, Nov. 15, 

16 and 17.
Michigan Retail Druggists’ Association. 

President—C. A. Bugbee, Traverse City. 
First Vice-President—Fred Brundage, 

Muskegon.
Second Vice-President—C. H. Jongejan, 

Grand- Rapids.
Secretary—H. R. McDonald, Traverse 

City.
Treasurer—Henry Riechel, Grand Rap- 

Ids.
Executive Committee—W. C. Kirch- 

gessner, Grand Rapids; R. A. Abbott, 
Muskegon: D. D. Alton, Fremont; S. T. 
Collins, Hart; Geo. L. Davis, Hamilton.

Michigan State Pharmaceutical Associa­
tion.

President—E. E. Calkins. Ann Arbor. 
First Vice-President—F. C. Cahow, 

Reading.
Second Vice-President—W. A. Hyslop. 

Bovne City.
Secretary—M. H. Goodale. Battle Creek. 
Treasurer—Willis Lelsenring, Pontiac. 
Next Meeting—Battle Creek.

Grand Rapids Drug Club. 
President—Wm. C. Kircngessner . 
Vice-President—O. A. Fanckboner. 
Secretary—Wm. H. Tibbs.
Treasurer—Rolland Clark.
Executive Committee—Wm. Quigley,

Chairman; Henry Riechel, Theron Forbes.

From an Old Dispensatory.
H ere are a few formulae from 

Bates' D ispensatory, published in 
1694, that may interest the present 
generation of druggists:

Oleum Bufonum—Oil of Toads— 
Live Toads, No. iv. Boil them in 
Oil-Olive lb. ij., for one hour, or till 
they break; then strain and keep it 
for use. It is good against Pustules of 
the Lips, and Cancers of the 
Breast; it is also prevalent against 
the Dropsie, and provokes Urine, be 
ing anointed on the Reins.

U nguentunt A ntipyreticum — An 
O intm ent against Burnings—Bate.] 
R Fresh Goose-dung, Oil-Olive, A. j 
dr.jv., U nguentum  de Althoea, Oil of 
Roses, A. dr.j., Snow-water, dr.viij., 
boil with a gentle Fire, S. A., strain 
and add Camphire, oz.j., mix them. It 
is very excellent against Burnings,

X X IX . Pul vis Ictericus—A Pouder 
against the Yellow Jaundice—Goose- 
dung gathered in the Springtime, 
drved in the Sun and finely pouder- 
ed, dr.ij., the best Saffron, oz.j., white 
Sugar-candv, dr.ij., mix and make a 
Pouder. Dose: oz.ij. twice a day in 
Rhenish W ine for six days together. 
O r thus: Roots of Tumerick, white 
T artar, M ars prepared, a dr.ss. E arth ­
worms, choice Rhubarb, a oz.ij., mix 
and make a Pouder. Dose: oz.j. in a 
little Glass of W hite-wine. I have 
seen excellent Effects of the first 
Composition, and have heard the la t­
ter commended, but never tryed it 
myself. An acquaintance of mine, a 
Learned Physician, usually makes 
both the Compositions into one, and

assures me tha t he never yet found 
it once to fail.

Oleum V iperarum —Oil of Vipers— 
Large, fat, live Vipers No. 3 , Spanish 
W ine, dr.ij., Oil of Hypericon, dr.viij. 
Put them into a Vessel with a narrow 
Mouth, boil in B. M. to  the Consump­
tion of the Humidity, and then press 
forth the Oil. It cleanses the Skin, 
heals the Im petigo, &c., takes away 
Gouty Tophs, cures the Leprosie. It 
is indeed a good thing to cleanse the 
Skin, but it m ust be long used, ex 
cept it be fortified with some of the 
Volatile Salt of Toads. And that it 
m ight the more effectually answer 
the Intention, w hilt this Oil is used 
outwardly, the Volatile Salt of Vipers 
ought to be taken daily inwardly, 
whereby the malign Acid, which is 
the cause of those D istem pers will 
be effectually mortifyed.

Cataplasma Synanchicum—A Poul­
tice. for a Q uinsey—W hite D og’s- 
turd, dr.j., Pulp of the Conserve of 
Red Roses, dr. ij.. Syrup of Me­
conium, q. s., mix and make a Poul­
tice. I t is to be applied under the 
Chin from E ar to Ear, after the 
Blood-letting.

Unguentum  Sympatheticum — The 
Sympathetic O intm ent—Oil of Roses, 
fine Bole, A. dr.j., Linseed-Oil oz.ij., 
M an’s Grease, Moss of a M an’s 
Skull, kill'd bv a violent D eath, in 
Pouder, A. dr.ij., Mummy, M an’s 
Blood, A. dr.ss., mix and make an 
O intm ent. S. A. By this O intm ent all 
W ounds are healed: anointing the 
Instrum ent by which the W ound was 
made, once a day, every day, if the 
W ound be great, otherwise, if the 
W ound be small, once every second 
or third day may suffice. The weap­
on is to be kept w rapt up in a clean 
Linnen Cloth, and in a place not too 
hot, lest the Patient suffers thereby.

Upholding Our Honor.
The tendency to visit the sins of a 

few members of a calling upon the 
whole profession is unfortunately 
quite general. D ruggists seem to suf­
fer from this type of injustice more 
frequently than any other class of 
men. Two recent instances are cases 
in point:

In South Dakota, at the last elec­
tion, there was a hot contest over the 
county-option liquor issue. The 
“Home Rule League," desiring to 
have county option approved at the 
polls, and using every means to as­
sist in the propaganda, caused a re­
port to be spread broadcast through­
out the State that the druggists, be­
ing liquor sellers, were to be found 
in opposition to county option. Al­
legations were made which were vi­
ciously unjust to the pharm acists of

the State, and which we are glad to 
see they resented.

Down in New Orleans, on the o th ­
er hand, the cocaine evil seems to 
have broken out afresh. T he police 
have begun a strong campaign of 
prosecution. The new spapers have 
taken the m atter up, and am ong other 
things have asserted tha t cocaine is 
b ing indiscrim inately sold by the 
druggists of the city. Im m ediately 
the local pharm aceutical association 
held a special meeting, passed reso­
lutions indignantly denying the alle­
gation of the newspapers, insisting 
that the druggists them selves had re ­
peatedly gone on record as condem n­
ing the sale of cocaine and other 
habit-form ing drugs, reaffirming the 
previous attitude of the city and 
State druggists on the question, as­
suring the strong support of the as­
sociation to the local authorities in 
the enforcem ent of the law, and call­
ing on the newspapers to refrain 
from the publication of general 
charges and instead to prin t openly 
the names of all druggists found to 
be guilty.

The druggists of New O rleans did 
the wise thing. The druggists of 
N orth D akota practically took the 
same position in an announcem ent 
which was sent generally over the 
State and which was given wide pub­
licity. The only way to head off 
these slanderous attacks and to as­
sure the newspapers and the public 
that pharm acists will tolerate no 
crime within their own ranks is to 
take the initiative in m atters of this 
kind and to assist the officers of the 
law in the exposure and prosecution 
of all offenders.—The Bulletin of 
Pharmacy.

Purpose of the Signature.
The signature or directions for the 

patient's guidance in the use of the 
medicine is an im portant part of a 
complete prescription. By complete, 
is m eant a prescription which con­
tains, not only the entire list of parts 
necessary in the construction of the 
prescription, but one in which every 
part is complete in itself. A physi­
cian may write "use as directed" and 
it will pass as the signature, but it 
is of no value w hatever to the p a­
tient. Of course the patient has but 
to use the medicine "as directed," but 
the mere act of w riting these words 
on the prescription and having them 
copied on the label by the pharm a­
cist does not assist the patient in re­
mem bering the directions given by 
the physician. If the “use as direct­
ed” is entirely om itted from the la ­
bel the patient is just as well off, 
therefore, the practice, only too com­
mon, am ong physicians, of w riting 
“use as directed” is useless. The sig­
nature should always be as explicit 
as possible. This is particularly nec­
essary when the medicine is of a 
potent character. I t may also prove 
of vital value when the medicine o r­
dered is a very commonplace remedy. 
N ot long ago a physician w rote a 
prescription for laxol, which is a 
mild medicine for internal use. The. 
pharm acist dispensed lysol, which is 
for external use only. The mistake of 
the drug clerk caused the loss of a 
human life. Such is the verdict, but

in reality the physician is the one to 
blame for he w rote on the prescrip­
tion the notation, “Use as directed." 
If he had given a complete signature 
the dispensing pharm acist would have 
at once recognized the fact tha t lysol 
was not intended, and the life would 
have been saved.

Very few medical colleges have a 
system atic course on prescription 
writing. The students are given a 
little advice, but no real training. 
A fter graduation, they pick up p re­
scription w riting the best they can, 
and it is no wonder tha t they over­
look many im portant features of the 
responsibility they assume when w rit­
ing a prescription. The physician 
who habitually w rites “use as direct­
ed” is guilty of criminal negligence, 
but the medical college from  which 
he graduated should share the re ­
sponsibility on account of the neglect 
of proper training.

The Advantages of Typewritten 
Labels.

Dr. J. D. H um phrey, of Huntsville, 
Ala., in a paper read before the State 
Association, comm ented on the value 
of a typew riter in the drug store. He 
said:

“W e used to have trouble when 
num bering our prescriptions and la­
bels with a pen. In some cases this 
was due to the figures being badly 
made, in others they were transposed; 
many times we had to search for a 
piescription to refill th a t in some way 
had been numbered wrong. A num ­
bering machine set to duplicate has 
completely corrected this evil. I do 
not believe tha t we have discovered 
one single error of this kind since we 
began the use of num bering m a­
chines, and we have been using them 
for over ten years. I t was doubtless 
the success of the num bering m a­
chine tha t made it an easy m atter for 
the typew riter agent to sell us a m a­
chine for w riting our labels.

“I consider this one of the g reatest 
additions made to our store in years. 
In about the same time as it would 
take to write with a pen we produce 
a label tha t is far neater and, best 
of all, one that will not be brought 
back by some custom er w ith the re ­
quest tha t we read it for him. O ur 
formula book was made on our type­
writer, using an ordinary loose-leaf 
price-book; it is legible, neat, and 
above all else up to date. E xtra 
leaves are kept handy, and it takes 
but a m om ent when we come across 
a form ula which we w ant to  save to 
make a copy of same and insert in 
the binder.”

Merchants, A tten tion
Ju st Opened 

Alfred Halzman Co.
W holesale N ovelties, P ost Cards 

BERT RICKER, Manager
A complete line of Christmas, New Year, 

Birthday, Comics, etc. Our stock is not rusty— 
it is new. Fancy Christmas Cards from $3.50 
per M. up. Write for samples or tell us to call 
on you any where in the state.

We are located opposite Union Station and 
fill mail orders promptly. Our prices will in­
terest tou—ask  for them.
Cltx. Phone 6238 42-44 South Ionia S treet
Bell Phone 3690 Qrand Rapids, Mich.
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LE DRUQ PRICE CURRENT

Erigeron ..............2 35® 2
Evechthitos ....... 1 0001
Gaultheria ........ 4 8005
Geranium ....... oz
Gossippil Sem gal 70®
Hedeoma ..............2 50® 2
Junipera .............  40 @1
i-avendula ........... 9008
Limons .................1 15(91
Mentha Piper . .  2 20®2 
Mentha Verld . ..3  40@3 
Morrhuae, gal. ..2 00® 2
Myrlcla ............... S 09©8
Olive ..................... 1 0003
Picis Llqulda . . . .  10O
Picls Liquids gal. O
Rlclna ................. 9401
Rosae oz.............  8 00@8
Rosmarini ........... 01
Sabina ................. 9001
Santal ................. 04
Sassafras ...........  9001
Sinapis, eas. oz.. @
Succinl ................  40®
Thyme ................  40®
Thyme, opt..........  ®1
Theobromaa .......  16®
Tiglil ................... 90®1

Potassium
Di-^aru ...............
Bichromate . . . . IB
Bromide ............... 300 35
Carb .................... 12® 16
Chlorate ....... po. 120 14
Cyanide ............... 300 40
Iodide ................. 2 2502 30
Potassa, Bitart pr 30® 32
Potass Nitras opt 7® 10
Potass Nitras . . . . 6® 8
Prusslate ............ 23® 26
Sulphate po . . . . 15® 18

Radix
Aconltum ........... 20© 25
Althae .................. 30® 85
Anchusa ............. 10® 12
Arum po ............. & 25
’alamtis .............. 20® 40

Gentiana po 15.. 12® 15
Glychrrhiza pv 15 16® 18
Hellebore. Alba 12® IS
Hydrastis, Canada @3 00 
Hvdrastis. Can. po ®2
Inula, po ...........  20® 35
Ipecac, po ..........2 25@2 85
iris plox .............  4"
lalapa, pr............. 70® 75
Maranta, 4is . . . .  ® 35
Podophyllum po 15® 18
Rhel ....................  7501 00
Rhel, cut ............1 0001 25
tviici, yv.................
Sanguinari, po 18 @ 15
Scillae, po 45 ---- 20® 25
Senega ................. 85® 90
Serpentaria ....... 50® 55
Smiiax, M ......... ® 25
Smilax, offl’s *1.. 48
Splgella ............... 1 45S 1 50
3ymplocarpus . . . ® 25
Valeriana Eng... (d 25
Valeriana, Ger. . 16® 20
Zingiber a ......... 12® 16
Zingiber J ......... 25® 28

Semen
Anlsum po 23 . . O 18
Apium (gravel's) 13 'il lo
Bird, Is ............... 4® 6
Cannabis Sativa 7® 8
Cardamon ........... 70® 90
Carui po 15 ....... 12® 16
Chenopodium ... . 25® 30
Coriandrum ....... 120 14
Cvdonium ........... 7501 00
Dipterix Odorate 3 5004 00
'toeniculum ........ r* 39
Foenugreek, po .. va 9
Llnl ................... 6® 8
Lini. grd. bbl. 544 6® 8
Lobelia ................. 75® 80
Pharlaris Cana’n 9® 10
Rapa .................... 5® 6
Sinapis Alba . . . . 8® 10
Sinapis Nigra .. 9® 10

Splrltua
Frumenti W. D. 2 0002 50
Frumenti ............. 1 2501 50
Juniperis Co. 1 7503 50
Juniperis Co O T 1 6502 00
Saccharum N E 1 90®2 10
Spt Vini Galli .. 1 7506 50
Vini Alba ........... 1 25 «>2 00
Vini Oporto . . . . 1 2502 00

Sponges 
Extra yellow sheeps’ 

wool carriage ®1 25
Florida sheeps’ wool

carriage .......  3 0003 50
Grass sheeps’ wool

carriage ...........  0 1  25
Hard, slate use.. 0 1  00
Nassau sheeps’ wool

carriage .........  3 5003 75
Velvet extra sheeps’ 

wool carriage 0 2  00
Yellow Reef, ror

■late use .......... 0 1  40
Syrups

Acacia ................. ® SO
Aurantl Cortex . .  0  50
Ferrl Iod ...........  0  10
Ipecac ................. ® M
Rhel Arnm . . . .  M 50
Smllax Offl’s . . .  50® 60
S&Tjpga. ...............  ® 50

SciHae ................. ® 50
Scillae Co.............. ® 50
Tolutan ...............  ® 50
Prunus vlrg ___ ® 50
Zingiber .............  ® 50

Tinctures
Aloes ....................  60
Aloes 4k Myrrh.. 60
Anconitum Nap’sF 50
An coni turn Nap’sR 60
Arnica .................  50
Asafoetlda .......... 50
Atrope Belladonna 60
Aurantl Cortex.. 50
Barosma ............. 50
Benzoin ...............  60
Benzoin Co...........  50
Oantharidee ........ 75
Capsicum ...........  50
Cardamon .......... 75
Cardamon Co. . . .  75
Cassia Acutlfol .. 50
Cassia Acutlfol Co 50
Castor ................. 1 00
Catechu ..................  60
Cinchona .........  60
Cinchona Co. . . .  60
Columbia ............. 60
Cubebae ............... 50
Digitalis .............  60
Ergot ................... 50
Ferrl Chloridum 35
Gentian ...............  50
Gentian Co............ 60
Gulaca ................. 50
Gulaca a mm on .. 60
Hyoscyamus ___ 50
Iodine ................... 76
Iodine, colorlees 76
Kino ..................... 50
Lobelia .................  50
Myrrh ..................  5#
Nux Vomica . . . .  I«»
Opll ..................... 1 50
Opll. camphorated 1 00 
Opll, deodorized 2 00
Quassia ...............  50
Rhatany ...............  60
Rhel ..................... 50
Sanguinaria .......  50
Serpentarla ........ 50
Stromonium ........ 60
Tolutan ...............  10
Valerian .............  50
Veratrum Veride 50
Zingiber ...............  60

Miscellaneous
Aether, Spts Nit 3f 30® 35
Aether, Spts Nit 4f 34® 38
vlumen, grd po 7 3® 4

Annatto ............... 40® 50
Antimonl, po ___ 4® 5
Antimoni et po T 400 50
Antlfebrin ...........  © 20
Antipyrin ...........  ® 25
Argent! Nltras oz 0  62
Arsenicum .......... 10® 12
Balm Gilead buds 60® 65
Bismuth S N . . . 2 2002 30 
Calcium Chlor, Is 0  9
Calcium Chlor, 44s ® 10
Calcium Chlor, 44s 0  12
Cantha rides, Rus. ® 90 
Capsid Fruc’s af ® 20 
Capsid Fruc's po ® 22
Cap'i Fruc’s B po 0  15
drmln® No. 40 ® 4 25
Carphyllus ...........  20® 25
Cassia ruclus . . .  hi 3„
Cataceum ........... 0  35
Centrarla ............. ® 10
Cera Alba .........  50 0  55
Cera Flava ........ 40© 42
Crocus ................. 45® 50
Chloroform ......... 34® 54
Chloral Hyd Crss 1 25 ©1 45 
Chibro m Squibbs 0  90
Chondrus ............  20© 25
Cinchonid’e Germ 38® 48 
Cinohonidine P-W 38® 48
Cocaine .............  3 0503 25
Corks list, less 70%
Creosotum .......... ® 45
Creta . . .  bbl. 75 © 2
Creta, prep...........  ® 5
Creta, precip. .. 9® 11
Creta, Rubra ___ ® 8
Cudbear ..............  © 24
Cupri Sulph ........ 3® 10
Dextrine .............  7® 10
Emery, all Nos... © 8
Emery, po .........  ® 6
Ergota ----po 65 60® 65
Ether Sulph . . . .  35® 40
Flake White ___ 12® 15
Galla ..................... © 30
Gambler ...............  3© 9
Gelatin. Cooper . 0  60
Gelatin, French 85® 60 
Glassware, fit boo 76%
Less than box 70%
Glue, brown ........ 11® 18
Glue, white ........ 15® 25
Glycerin» . . . . . .  29© SS
Grana Paradlsi © 25
Hiimulus .............  35® 60
Hydrarg Ammo’l @1 10 
Hydrarg C h..M t © 85
Hydra rg Ch Cor © 85
Hydra rg Ox Ru’m © 95 
Hydrarg Ungue’m 45© 50 
Hydrargyrum . . .  © 80
Ichthyobolla, Am. 90®1 00
Indtgo ............... 7501 00
Iodine, Resubi ..3  09®3 25
Iodoform ......... 3 90©4 00
Liquor Arsen et 

Hydrarg Iod. . .  © 25
Llq. Potass Arslnlt 10® 12

Lupulin ............  ®l 50
Lycopodium .......  600  70
Macis .................  65© 70
Magnesia, Sulph. 3® 5
Magnesia, Sulph. bhl Q \% 
Mannia S. F. ..  75© K
Menthol ............  3 50® 3 75
Morphia, SPccW 3 3503 60 
Morphia, SNTQ 3 3503 60 
Morphia, Mai. ..3 3503 60 
Moschus Canton 0  40 
Myristica, No. 1 250 40
Nux Vomica po 15 ® 1»
Os Sepia ................. SO© 15
Pepsin aaac, H 4k

P D Co.............. ©1 90
Pids Llq N N

gal. doz............. ®2 00
Picis Llq q t s __  ©1 00
Picis Llq pints .. a  60 
Pil Hydrarg po 80 &
Piper Alba po 35 © SO
Piper Nigra po 22 0  13
Pix Burgum . . . .  10® 12
Plumbi Acet __  12® 15
Pulvis Ip’cet Opll 1 3001 50 
Pyrenthrum, bxs. H 

4k P D Co. doz. ® 75 
Pyrenthrum, pv. 20© 25
Quasslae ............  8© 10
Qulna, N. T......... 17© 27
Quina, S. Ger__  17® 27
Qidna. S P *  W 17® 27

Rubfa Tlnctorum 12© 14
Saccharum La’s IS® 20

I Salad n ............... 4 5004 75
Sanguis Drac’s 400 50
Sapo, G ............... 0  15
Sapo, M .............  100 12

I Sapo, W  ...............  150 181
aeitilltz Mixture ZOiqi 22
Sinapis ................. © 18
Sinapis. opt.......... 0  30
Snuff. Maccaboy,

De Voes .........  0  541
Snuff, S’h DeVo’s 0  54

I Soda, Boras . . . .  544© 10 
Soda. Boras, po . .f t t©  10! 
Soda et Pot’s Tart 250 28
Soda, Carb .........  144® 2
Soda, Bt-Carb . . 3® 6
Soda, Ash ...........  344© 4 j
Soda, Sulphas © 2
Spts. Cologne . .  0 3  00
Spts. Ether Co. 50® 56 [
Spts. Myrcla __  @2 50
Spts. Vini Reet bbl 0  
Spts. Vi’i Rect 44 b ©
Spts. Vi’l R’t 10 gl ®
Spts. Vi’l R’t 5 gl © 
Strychnia. Crys’l 1 10®1 SO
Sulphur. Roll ___ 244® 5
Sulphur Subl. . . .  2*4 0  g
Tamarinds .........  8® 10
Terebenth Venice 400 501 
Thebrromae . . . . .  42© 47

Vanilla ...............9 90019 99
Zincl Sulph ___ 7© 19

Oils
! bbl gal
Lard, extra . . . . .  9001 09
Lard, No. 1 .......... 850 90
Linseed, pure raw 1 0901 15 
Linseed, boiled ..1  1901 16 
Neat's-foot, w str 55® 70
Turpentine, bbl. ..814» 
Turpentine, less . 87 
Whale, winter .. 70® T9

Paints bbL L.
Green, Paris ..........21® 29
Green, Peninsular 130 18
Lead, red .........  744© g
Lead, white ____744® •
Ochre, yei Ber 1% 2 
Ochre, yel Mars 1% 2 @4
Putty, conmer'l 244 244 
Putty, strict pr 244 2%03 
Red Venetian .. I*. 2 03
Shaker Prep'd 1 2591 35 
Vermillion, Eng. 750 go 
Vermillion Prime

American ____  13® 15
Whiting Gliders' 0  95
Whit'g Parts Am'r 01  25 
Whit’g Parts Eng.

cliff ............... ®1 40
Whiting, white 3’a ©

Varnishes
Extra Turp ....... 1 0001 79
No^JPn2 > f'o » ch lIO 0 1 2 e

1 9 1 0 — 1911

To our friends and customers we ex­
tend the compliments of the season

Peace
Happiness
Prosperity
Sincerely yours,

Hazeltine & Perkins 
Drug Co.

Grand Rapids, Mich.

LaBelle Moistener
and Letter Sealer

For Sealing Letters, Affixing Stamps and General Use

Simplest, cleanest and most convenient device of its 
kind on the market.

You can seal 2,000 letters an hour. Filled with water 
it will last several days and is always ready.

Price, 75* Postpaid to Your Address

TRADESMAN COMPANY GRAND RAPIDS, MICH.
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These quotations are carefully corrected weekly, within six hours of mailing 

and are intended to be correct at time of going to press. Prices, however, art 
liable to change at any time, and country merchants will have their orders filled a 
market prices at date of purchase.

A D V A N C E D D E C L IN E D

Index to Markets
By com m as

Col
A iAmmonia ....................... *

Axle Grease ................... *

Baked Beane ................. }
Bath Brick ................... *
Bluing ............................ J
Brooms ..........................  }
Brushes ........................  }
Butter Color ................. 1

Candles ..........................  J
Canned Goods ...........  1-*
Canned Meats .............  *
Carbon Oils ................... |
Catsup ............................ f
Cereals ............................ J
Cheese ............................ r
Chewing Gum ...............  *
Chicory ..........................  ?
Chocolate ......................  *
Clothes Lines .................
Cocoa .............................  "
Cocoanut ......................  ®
Cocoa Shells ................. ®
Coffee .............................
Contectlons ..................  “
Crackers ........................ *
Cream Tartar .............  “

D _
Dried Fruits ................. 6

A R C TIC  A M M O N IA
Dos.

12 o* ovals 2 dos. box.. 76 
AXLE GREASE 

Frazer's
lib. wood boxes, 4 do*. 8 OP 
lib tin boxes. 3 doz. 2 35 
3%Tb tin boxes. 2 doz. 4 25 
10Tb pails, per doz. . . 6 00
15Tb pails, per doz----7 20
J51b pail«, per doz .12 00 

BAKED BEANS
1Tb can. per doz...........  90
2Tb can, per doz......... 1 40
TTh. can. per doz...........1 80

B A T H  BRICK
English .......................... 95

B LU IN G
Sawyer's Pepper Box

Per Gross 
So. 3 3 doz. wood bxs 4 o* 
So. 5 3 d oz wood b xs 7 Oi 
Sawyer Crystal Khk 

Blue 4 0-

Cove, lib. 
Cove. 2Tb

Oysters
85 @

.1 65@1

•limns
Plums

.1 00@2 (0

BRO OM S
N o. 1 C arp et 4 SOW
N o. 2 C arp et 4 s e w
N o. 3 C arp et 3 s e w
N o. 4 C arp et 3 s e w

Farinaceous Goods
Feed ........................
Fish and Oysters ..
Fishing T a ck le----
Flavoring Extracts
Flour ......................
Fresh Meats .........

Gelatine ............... .........
Grain Bags ................... £
Grains ...........................  ■

Herbs .................
Hides and Pelts

Jelly

Licorice
M

Matches ........................  •
Meat Extracts .............  ®
Mince Meat ..................  ®
Molasses ........................  *
Mustard .......................... ®

N
Nuts

Pipes ...............
Pickles ...........
Playing Cards
Potash ...........
Provisions

P a r lo r  G e ^  -----
Common Whisk

.4 00

.'.2 5n 
.3  25 
4 50 

. . . .1  40

Peas
Marrowfat ........ 95@1 26
Early June ........ 95@1 25
Early June Sifted 1 15@1 80

Peaches
Pie ......................  90@1 25
No. 10 size can pie @3 00

Pineapple
Grated ...............  1 85@2 50
Sliced .................  95@2 40

Pumpkin
Flair ......................  85
Good .................... 90
Fancy ................. 1 00
Gallon ................. 2 50

Raspberries  
tandard . . . . . .

Salmon
Col’a River, tails .

ol'a River, flats .
Red Alaska 
Pink Alaska

Fancy Whisk ...............1 50
W a re h o u se

B R U S H E S
Scrub

.Solid Back, 8 In----
Solid Back. 11 In.
Pointed Ends .......

Stove
No.
No.
No.

No.
No.

4 50

. 75 

. 95 

. 86

. 90 .1 26 

.1 76
Shoe

.1  00 

.1 SO 
1 70 

.1 *
B i r T f l  COLOR

Dandelion, 25c s i z e ---- 2 00
CANDLES

Paraffine. 6s ..................  8
Paraffine. 12s .................8%
•V ie k in g  ................................ 20

C A N N E D  GOODS  
Apples

Standards 0
Gallon ............... 3 2CM®S 50

B la c k b e r r ie s
.................. 1 504? 1 90lb.

standard? @5 00

Rice .................
Salad Dressing
Saleratus -----
Sal Soda .........
Salt ...................
Salt Fish .......
Seeds ...............
Shoe Blacking
Snuff ...............
Soap .................
Soda .................
Spices ..............
Starch ............. -
Syrups .............

Tea ___
Tobacco 
Twine ..

Vinegar ...............
W

WIcking ...............
Wooden ware . . .  
Wrapping Paper

Teast Cake

11

M

86<®1 3' 
9.

7o@i r
7 5 «  1 2

« 50

gallons 
Beans

Baked
led K idney
ttrlng ..................
<Vax

BlueDerries
standard ...............

Gallon ....................
Sroo»\ I I CU l

tb. .-HUM, spiced 1 S
Clams

i .ittle Neck, Hb. 1 00« 1 2
lltle NecK. 2!b. « ’1 5

Clam Bouillon
Burnham's *4 pt.............2 25
Burnham’s pts..............  S 76
Burnham’s qta.................7 60

Cherries
Red Standards @1 4?
White ................  @1

Corn
Fair ......................  9001 00
Good ..................  1 Oiitt 1 1
Fancy ..................  14

French Pea« 
Monbadon (Natural)

per doz...................... 2 45
Gooseberries

No. 10 ............................ 6 00
Hominy

Standard ......................  85
Lobster

ŝ Tb.................................. 2 25
lib....................................
Picnic Tails .................. 2 75

Mackerel
Mustard, 1Tb...................1 80
Mustard. 2Tb.................. 2 80
Soused. l%Tb.................. 1 80
Soused. 2Tb......................2 75
Tomato, 1Tb....................1 50
Tometo 2Tb......................2 80

Mushrooms
Hotels ...................  @ 17

| Buttons. %s . . . .  w 14
Buttons, Is ........  O 83

Limburger .............. @17
Pineapple ........... 40 @60
Sap Sago ...............  @20
Swiss, domestic @13

CHEWING GUM 
American Flag Spruce 65 
Beeman’s Pepsin . . . . .  66
Adams’ Pepsin .............. 55
Best Pepsin ...................  46
Best Pepsin, 5 boxes 2 00
Black Jack ..................... 55
Largest Gum Made . .  55
Sen Sen ..........................  55
Sen Sen Breath P ert 1 00
Vucatan ..........................  55
Spearmint ....................... 55

CHICORY
Bulk ..............................  5
Red ..............   7
Eagle ............................  5
Franck’s ..................... 7
Schener’s ..................... 8

CHOCOLATE 
Walter Baker & Co.’s

German’s Sweet ............ 22
Premium .......................... 31
Caracas ............................  31

Walter M. Lowney Co.
Premium, %s .................  30
Premium, %s ...............  80

CIDER, SWEET 
“Morgan’s”

Regualr barrel 50 gals 7 50 
Trade barrel, 28 gala 4 60 
% Trade barrel, 14 gals 2 75

$
___2 25
__  2 4M

1 6001 75 
1 2001 30

Sardines
Domestic, %s ......... .3 75
Domestic, % Mus. . .3 50
Domestic, % Mus. © 7
French. %s .. .. 7 <a14
French, %s ......... 18 U23

Standard
Shrimps

90® 1 40
Succotash

86 
1 00 

25®  1 40

Boiled, per gal. 
Hard, per gal.

B a k er ’s
COCOA

3;
Y es e lan d 41
J o lo u ia l, %s .............. . .  31
Jo lon ia l. %s .............. 31
3] JDS ---- 41
rituyler . 41
iO w ney. Vfes  ................ 3t

D ow n ey, ................ . .  3t
u o w n ey , %s .............. .. . .  3t
L ow n ey , I s  ................ 4(
Van Houten, %s .........  li

. 2( 
4l

Fair ..
Good 
Fancy

Strawberries
standard................
Fancy ......................

T omatoes
Good ......................  »b @1 10

air ......................  So® 9(
Fancy ................  @1 t(
No. 10 ..................  @3 00

CARBON OILS 
Barrels

Perfection .........  @9%
D. S. Gasoline . .  @15
Gas Machine . . . .  @24
Deodor’d Nap’a .. @12%
Cylinder ...........  29 @34%
Engine ...............  16 @22
Black, winter . . .  8%@10

CEREALS 
Breakfast Foods 

Bear Fond Pettijohns 1 90 
Hreani of Wheat 36 2tb 4 50

i. 8
Post Toasties T No. 2

24 pkgs.....................2 80
Post Toasties T No. 3

36 pkgs.................... 2 80
Apetiao Biscuit, 24 pk 3 00 

18 pkgs...................
Jrt'iipe tNula, Z
Malta Vita. 36 lib. . . .
Mapl-Flake. 24 lib. . 
¡•illsbury's Vitos. 3 dz. 
Ralston Health Food 

36 21b 
Saxon Wheat Food, 24

pkgs.........................  3 00
Shred Wheat Biscuit,

36 pkgs......................3 60
Kellogg s i oasied Corn 

Flakes, 36 pkgs In cs. 2 80
vigor, 36 pkgs................. 2 7.
Volet Gream Flakes ..2  80 
Zest, 20 51b..................... 4 10

Rolled Oats
Rolled A vena. bbls. ..4 25 
Steel Cut, 100 lb. sks. 2 10
Monarch, bbl.................. 4 00
Monarch, 90 lb. sacks 1 80 
Quaker. IS Regular ..1 3S
Quaker, 20 Family ..4 00

Cracked Wheat
Bulk .......................... 3%
24 2tb. packages ..........2 50

C A T S U P
Columbia, 25 pts............ 4 It
Snider's pints ...............2 85
Snider’s % pints ......1 35

CHEESE
teme ................... @15%
Bloomingdale . . .  @17
Jersey ................. '"'IS
Warner ...............  @17
Riverside ...........  @17
Brick ................... @18
Leiden ................. 015

1 95
.2 8’ 
.2 7t 
4 2:

.7? 4 60

Van Houten, %s 
Van Houten, %s
Van Houten, is  ...........  72
Webb ............................ 32
Wilber, %s ....................  31
Wilbur, %s ................. 32

COCOANUT 
Dunham's per lb.

%s, 51b. case ...........  29
%s, 51b. case ...........  28
%s, 151b. case .........  27
%s, 15Tb. c a s e ...........  26
Is, 15Tb. c a s e .........  25
%s & %s, 15Tb. case 26%
Scalloped Gems ........ 10

COFFEE
Rio

Common ...............  10@13%
Fair .............................. 14%
Choice .........    16%
Fancy ..........................  20

Santos
Common ...............  12@13%
Fair ...............................  14%
Choice .........  ...............  16%
Fancy ............................ 19
Peaberry ........................

MaracaiboFair .............................. 16
Choice ..........................  19

Mexican
Choice ........   16%
Fancy ..........................  19

Guatemala
Choice ..........................  15

Java
African ........................  12
Fancy African ...........  17
O. G................................ 25
P. G................................ 31

Mocha
Arabian ......................  21

Package
New York Basis

Arbucivie ....................  20 2
i_ion .............................  19 2

McLaughlin’s XXXX 
McLaughlin’s XXXX  sold 

to retailers only. Mail all 
orders direct to W. F. 
McLaughlin & Co., Chica­
go.

Extract
Holland, % gro boxes 95
Felix, % gross ........... 1 15
Hummel’s  foil, % gro. 85 
Hummel’s tin, % gor. 1 43 

CRACKERS 
National Biscuit Company 

Brand 
Butter

N. B. C. Sq. bbl. 6% bx 6 
Seymour, Rd. bbl 6% bx 6 

Soda
N. B. C., boxes .......... 6
Select .............................. 9
Saratoga Flakes . . . .  13
Zephyrette ................... 13

Oyster
N. B. C. Rd. bbl 6% bx 6 
Gem, bbl, 6% boxes . .  6
Faust ............................  8

Sweet Goods
Animals ......................  10
Atl&ntics ................   12
Atlantic, Assorted . . .  12 
Arrowroot Biscuit . . .  16 
Avena Fruit Cake . . .  12
Brittle ..........................  11
Bumble Bee ...............  10
Cadets ............................  9
Cartwheels Assorted . .  9
Chocolate Drops ..........16
Choc. Honey Fingers 16

»
8
8

Circle Honey Cookies 12 
Currant Fruit Biscuits 12
Cracknels ..................... io
Cocoanut Brittle Cake 18 
Cocoanut Taffy Bar ..18
Cocoanut B a r .............  i®
Cocoanut Drops ........ iy
Cocoanut Macaroons ..18  
Cocoanut Hon. Fingers 18 
Cocoanut Hon Jumbles 12
Coffee Cake ...............  j,q
Coffee Cake, ic e d ........n
Crumpets ..................... j®
Dinner Biscuit ...........  25
Dixie Sugar Cookie . . .  9
Family Cookie ............. 9
Fig Cake Assorted ....1 2

ig Newtons ...............  12
iorabel C a k e .............  12%
luted cocoanut Bar lo
orsteu Creams ..........g
rosted Ginger Cookie 8 
rosted Honey Cake ..12 
ruit Lunch iced ....10

Ginger Gems ............... ....
Ginger Gems, Iced . . .  
Graham Crackers . . .
Ginger Snaps F amily 
Ginger Snaps N. B. c . 
Ginger snaps N. B. C.

Square ........................  g
Hippodrome Bar . . . .  12 
Honey Cake, N. B. C. la 
Honey F ingers As. Ice 13 
Honey j  umbles, iced 12
Honey Flake .............  12%
Household Cookies . . . .  g 
Household Cookies iced aimperial ........................  ®
j ersey Lunch .............  9
jubilee Mixed . . . . . .  10
Jcream Klips .............  25
naddie ............................  9
Lemon Gems .............  10
Lemon Biscuit Square g
Lemon W afer ................17
Lemona ..........................  y
Mary Ann ...................  9
Marshmallow Walnuts 17
Molasses Cakes .......... 8
Molasses Cakes, iced y 
Molasses Fruit Cookies

Iced ............................  11
Mottled Square .......... 10
oatmeal Crackers . . . .  g
Orange Gems .............  9
Penny Assorted .......... 9
Peanut Gems .............  9
Pretzels, Hand Md. . .  9 
Pretzelettes, Hand Md. 9 
Pretzeiettes, Mac. Md. 8
Raisin Cookies .......... 10
Raisin Gems ...............  it
Revere, Assorted . . . .  14 
Rittenhouse Fruit

Biscuit ....................... 10
Rube .............................. 9
Scalloped Gems .......... 10
Scotch Cookies .......... 10
Spiced Currant Cake ..10
Sugar Fingers ............ 12
s*uitana F’ruit Biscuit 16 
Spiced Ginger Cake . .  9 
Spiced Ginger Cake led 10
Sugar Cakes .............  9
Sugar Squares, large or

small ........................  9
Sunnyside Jumbles . .  10
S*uperba ......................  g
Sponge Lady Fingers 25
sugar Crimp .............  9
Vanilla Wafers .......... 17
Waverly ......................  10

In-er Seal Goods
per doz.

Albert Biscuit ...........  1 00
Animals ......................  1 00
Arrowroot Biscuit . . .  1 00 
Athena Lemon Cake 60
Baronet Biscuit ............1 00
Bremmer’s  Butter

Wafers .............
Cameo Biscuit . .
Cheese Sandwich 
Chocolate Wafers 
Cocoanut Dainties
F’aust Oyster .............  1 00
Fig Newton ...............  1 00
Five O’clock Tea . . . .  1 00
FYotana ......................  1 00
Ginger Snaps, N. B. C. 1 00 
Graham Crackers, Red

Label ........................  1 00
Lemon Snaps .............  60
Oatmeal Crackers . . . .1  00 
Old Time Sugar Cook. 1 00 
Oval Salt Biscuit . . . .  1 00
Oysterettes .................  50
Pretzelettes, Hd. Md. 1 00
Royal Toast ...............  1 00
Saitine Biscuit ...........  1 00
Saratoga Flakes ..........1 50
Social Tea Biscuit . . .  .1 00 
Soda Crackers N. B. C. 1 00 
Soda Crackers Select 1 00 
S. S. Butter Crackers 1 60
Uneeda Biscuit .......... 50
Uneeda Jinjer Wayfer 1 00 
Uneeda Lunch Biscuit 50
Vanilla Wafers .......... 1 00
Water Thin Biscuit . .  1 00 
Zu Zu Ginger Snaps . .  60
Zwieback ..................... 100
In Special Tin Packages.

Per doz.
Festino ........................  2 60
Nabisco, 25c ...............  2 50
Nabisco, 1 0 c .................1 00

Champagne Wafer . .  2 60 
Per tin In bulk

Sorbetto ....................... 1 00
Nabisco ...................... 1 75
Festino ........................  1 50
Bent’s Water Crackers 1 40

C R E A M  T A R T A R  
Barrels or drums . . . .  S3
Boxes ............................  24
Square cans .................  36
Fancy caddies .............  41

D R IED  FR U ITS  
Apples

^undrled .............  @
Evaporated ___ 10%@11%

Apricots
California .............  12@15

Citron
Corsican .................. @15

Currant*
Imp'd 1 Tb. pkg. @10 
Imported bulk .. @ 9%

Peel
Union American .. 13
Orange American .. 13

R ais ins
Connosiar Cluster . . . .3  25
Dessert Cluster .......... 4 00

n o se  M u s c a te ls  3 or. 
Loose Muscatels 3 0 . .  
Loose Muscatels 4 cr. 6% 
L. M. Seeded 1 lb. 7%@8

C a lifo rn ia  Prunes

1 00 
1 60 1 00 1 00 1 00

L. M. Seeded, bulk 
Sultanas, Bleached
100-125  

90-100  
80- 90 
70- 80 
60- 70 
50- 60 
30- 40

251b. 
25Tb. 
251b. 
25Tb. 
25 tb. 
25Tb. 
251b.

boxes. 
boxes, 
boxes. 
boxes, 
boxes.

. .  7% . 12 
@ 9% 
@ 8 
@ 8% 
@ 9 
@ 9%

boxes. .@10 
boxes.. @11 %

.1 50 

.3 50

.1 75

%c less in 60!b. cases
FARINACEOUS GOODS 

Beans
ric-d Lima ................... 6%

Med. Hand Picked .. .2  35
1-rown Holland ........... 2 85

Farina
5 1 Tb. packages 

Bulk, per 100 Tbs.
Hominy

Pearl, 100 lb. sack 
Maccaroni and Vermicelli 
>omestic, 10 lb. box ..  60

Imported, 25 lb. box ..2  50 
Pearl Barley

Chester ........................  3 00
Empire ........................  4 00

Peas
reen. Wisconsin, bu. 

Green, Scotch, bu. . . . .2  80 
plit, tb...........   e4

Sage
East India ....................  5
Derma n, sacks ...........  6
Jerman, broken pkg. .. 

Tapioca
•lake, 10 0Tb. sacks.. 6 
Fearl, 130 tb. sacks . .  4% 
'earl. 24 Tb. pkgs..........7%

FLAVORING EXTRACTS 
Foote & Jenks

Coleman Vanilla
No. 2 size ....................14 Oil
No. 4 size .................... 24 00
No. 3 size ...................36 00
No. 8 size ....................48 00

Coleman Terp. Lemon
No. 2 size ..................... 9 go
No. 4 s i z e ..................... 18 00
No. 3 size ................... 21 00
No. 8 size ................... 36 00

Jaxon Mexican Vanilla.
1 oz. oval .................. 15 00
2 oz. oval ....................28 20
4 oz. flat ................... .66 20
8 oz. flat ...................108 00

Jaxon Terp. Lemon.
1 oz. oval ....................10 20
2 oz. oval .................... I® 80
4 oz. flat .....................33 00
8 oz. flat .....................63 00

Co.Crescent Mfg.
Mapleine

2 oz. per doz................. 8 00
G R AIN  B A G S  

Amoskeag, 100 in bale 19 
Amoskeag, less than bl 19% 

G R AIN A N D  F L O U R  
WheatRed ................................ 91

White ............................  88
Winter Wheat Flour 

Local Brands
Patents ........................  5 40
Second Patents .......... 5 20
Straight ......................  4 80
Second Straight ........ 4 60
Clear ............................  4 00

Flour in barrels, 25c per 
barrel additional.

Lemon & Wheeler Co. 
Big Wonder %s doth 5 26 
Big Wonder %s doth 6 25 
Worden Grocer Co.’s Brand
Quaker, paper .......... 6 10
Quaker, doth .............  6 80

Wykea 4k Co.Eclipse ..............    4 |8
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3 60 
.3 80 
33 00

1 pmon & Wheeler Co. 
White Star, %s cloth 6 10 
White Star, %s cloth 6 00, 
White Star, %s cloth 5 901 

Worden Grocer Co. 
American Eagle Vs clh 6 10 
Grand Kapios Grain & | 

Milling Co. Brands.
Purity, Patent ..............5 20 j
Seal of Minnesota . . . .  5 80
Wizard Flour ..............4 80
Wizard Graham ............4 80
Wizard Gran. Meal . ..3  80 
Wizard Buckwheat ..6  00
Rye ................................ 4 50

opring Wheat Flour 
Roy Baker's Brand 

Golden Horn, fam ily..6 90
Golden Horn, bakers. .5 80
Wisconsin Rye ............4 4u
judson Grocer Co.’s Brand
Ceresota, V&s ................6 4*
Ceresota,  0 30
Ceresota, %s ................6 20
Demon & W heelers Brand
Wingold, Vs a ................ 6 76
Wingold, %a ................ 6 65
Wingold, %s ................ 6 55
Worden Grocer Co.'s Brand
Laurel, %s cloth ........ 6 20
Laurel, %s cloth . . . .6  lo 
Laurel, %&%* cloth 6 Ou
Laurel, %s cloth .......... 6 00
Voigt Milling Co.'s Brand
V oigt's Crescent ..........5 60
Voigt’s Flouroigt . . . .  5 60 
Voigt’s Hygienic

Graham .................  5 00 <
Voigt's Royal .............6  80

Wykes & Co.
Sleepy Bye, Vis cloth. .6 60 j 
Sleepy Bye, %s cloth ..6 40 i 
Sleepy Bye, Vis cloth ..6 30 
Sleepy Bye, Vis paper 6 30 
Sleepy Bye, Vis paper & 30 

Watson & Frost. Co.
Perfection Flour ..........5 60
Tip Top Flour ............5 20
Golden Sheaf Flour ..4  75 
Marshall's Best Flour 5 90 
Perfection Buckwheat 2 50 
Tip Top Buckwheat 2 40 
Badger Dairy Feed 24 00 
Alfalfa Horse Feed ..28 00
Kafir Corn ..................... 1 90
Hoyle Scratch Feed ..  1 65 

Meal
Bolted ..........................
Golden Granulated .
St. Car Feed screened 
No. 1 Corn and Oats 23 00
Corn, cracked .........  22 00
Corn Meal, coarse ..22 00 
Winter Wheat Bran 24 00
Middlings ................... 26 00
Buffalo Gluten Feed 33 00 

Danry Feeds 
Wykes & Co.

O P Linseed Meal . .35 00 
O P Laxo-Cake-Meal 33 00
Cottonseed Meal ........ 34 50
Gluten Feed ............ ..28 50
Brewers’ Grains ........ 28 00
Hammond Dairy Feed 24 00
Alfalfa Meal ................25 00

Oats
Michigan carlots . . . .  36 Vi
Less than carlots ........38

Corn
Carlots ...................... 55
Less than carlots . . . .  57 

Hay
Carlots .....................
Less than carlots .

MAPLE! NE
2 oz. bottles, per doz. 3 00 

MOLASSES 
New Orleans

Fancy Open Kettle .. 40
Choice ............................  35
Good ............................  22
Fair ................................ 20

Half barrels 2c extra 
MINCE MEAT

Per case ..................... 2 85
MUSTARD 

V4 lb. 6 R>. box .
OLIVES

Bulk, 1 gal. kegs 1 1001 20 
Bulk, 2 gal. kegs 95(g) 1 10 
Bulk, 5 gal. kegs 90 01  0j
Stuffed, 5 oz...................  90
Stuffed. 8 oz.....................1 35
Stuffed, 14 oz..................2 25
Pitted (not stuffed)

14 oz.............................2 25
Manzanilla, 8 oz.............  90
Lunch, 10 oz....................1 35
Lunch, 16 oz.....................2 25
Queen, Mammoth, 19

ox. ........................  3 75
Queen, Mammoth, 28

oz. ..........................  5 25
Olive Chow, 2 doz. cs,

per doz. ................... 2 25
Hardwood Tooth Picks 2 00
Ideal ..............................  86

PICKLES 
Medium 

PICKLES 
Medium

POTASH
Babbitt’s ..................... 4 00

P R O V IS IO N S  
Barreled P o rk

Clear Back ...............  23 00
Short Cut .................  21 00
Short Cut Clear ........ 21 00
Bean ..........................  23 00
Brisket. Clear ..............25 00
Pig .............................. 23 00
Clear Family ...........  26 00

D ry  S a lt Meats
S P Bellies .................. 16

Lard
Pure in tierces .........  12%
Compound L a r d .......... 9%

M »rkerel
Mess, 100 lbs.................. 16 50
Mess, 40 lbs.....................7 00
Mess, 10 lbs..................... 1 85
Mess, 8 lbs.......................1 50
No. 1. 100 lbs................ 15 50
No. 1. 40 lbs...................6 60
No. 1, 10 lbs.................... 1 70
No. 1, 8 lbs......................1 40

Whitefish
No. 1, No. 2 Fam.

201b. cans V4 dz. in 
101b. cans, Vi dz. in 
51b. cans, 2 dz. in cs.

2 Vi lb. cans, 2 dz. in cs. 1 t 
Pure Cane

Fair ................................ is
G ood ........................................Mt
Choice ......................   25

TEA
Japan

100
50

! io
Í 8

lbs. 
lbs. 
lbs. 
lbs. 
S H O E

9 75 
5 25 
1 12 
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BLACKING

80 lb. tubs 
60 lb. tubs . 
60 lb. tins . 
20 lb. pails 
10 lb. pails 
5 lb. pails 
8 lb. pails

.advance 
. .advance 
. .advance 
..advance 
. .advance 
. .advance 1 
. .advance 1

Handy Box. large 3 dz 2 50 
Handy Box. small . . . .1  25

16
17

18

Barrels, 1,200 count .7 50
Half bbls., 600 count 4 50
5 gallon kegs ............. 2 25

Small
Barrels ........................ 9 00
Half barrels ............... 5 25
5 gallon kegs ........... .1 90

Gherkins
Barrels ...................... 11 00
Half barrels ............... .5 00
5 gallon kegs ........... 2 75

Sweet Small
Barrels ...................... 13 50
Half barrels ...............  7 60
5 gallon kegs . . . . . . . .  3 99

brooked Meals 
Hams, 12 lb. average.. 18Vi 
Hams, 14 lb. average. .18% 
Hams, 16 lb. average..18% 
Hams, 18 lb. average.. 18%
Skinned Hams ..............20
Ham, dried beef sets ..16Vi
California Hams ........ 11%
Picnic Boiled Hams ..15
Boiled Ham ................... 22
Berlin Ham, pressed ..11
Minced Ham ...............11
Bacon ............................ 21

SausagesBologna ........................  9
Liver ............................  5
Frankfort ................... 10Vi
Pork .............................. 11
Veal .............................. 11
Tongue ........................  11
Headcheese ................. 9

Beef
Boneless ......................14 00
Rump, new ................ 14 00

Pig’s Feet
Vi bbls...............................1 60
% bbls., 40 lbs................2 00
Vi bbls............................... 4 00
l bbl...................................9 00

T ripe
Kits. 15 lbs.....................  80
V4 bbls., 40 lbs.................1 60
Vi bbls., 80 lbs.............. 3 00

Casings
Hogs, per lb..................  32
Beef, rounds, set .......... 25
Beef, middles, set ___ 80
Sheep, per bundle . . . .  90

Uncolored Butterine
Solid dairy ........10 012
Country Rolls . . .  10%'a 16 Vs 

Canned Meats
Corned beef, 2 lb......... 3 40
Corned beef, 1 lb..........1 90
Roast beef, 2 lb..............3 40
Roast beef, 1 lb..............1 90
Potted Ham, Vis .......... 60
Potted Ham, Vis ........ 90
Deviled Ham, Vis . . . .  50 
Deviled Ham, Vis . . . .  90 
Potted tongue, Vis . . .  50 
Potted tongue, Vis . . . .  90 

RICE
Fancy .................  7 0  7V4
Japan .................  5%0 6Vi
Broken ...............  2%© 3 Vi

SALAD DRESSING 
Columbir. Vi pint . . . .2  25
Columbia, 1 pint ..........4 00
Durkee's, large, 1 doz. 4 50 
Durkee’s, small, 2 doz. 5 25 
Snider’s, large, 1 doz. 2 35 
Snider’s, small, 2 doz. 1 35 

SALERATUS 
Packed 60 lbs. in box. 

Arm and Hammer . . .  .3 «9
Deland’s ....................  3 00
Dwight’s Cow ............... 3 00
L. P....................................3 00
Standard ......................  1 80
Wyandotte. 100 %s ..3  00 

SAL SODA
Granulated, bbls........... 80
Granulated, 100 lbs. cs. 90
Lump, bbls.....................  80
Lump, 145 lb. kegs . .  95 

SALT
Common Grades

100 3 lb. sacks ............2 40
60 5 lb. sacks ..............2 25
28 10Vi R>. sacks ___ 2 10
56 lb. sacks ...............  32
28 lb. sacks ...............  17

56 lb. dairy In drill bags 40 
28 tb. dairy in drill bags 20 

Solar Rock
56 lb. sacks ................... 24

Common
Granulated, fine .......... 90
Medium, fine ...............  95

SALT FISH 
Cod

Large whole . . . .
Small whole ........
Strips or bricks 7 Vi
P ollock .................

Haliout
Strips ............................  15
Chunks ..........................  14

Holland Herring 
T. M. wh. hoop, bbls. 11 00 
Y. M. wh. hoops Vibbl. 5 75 
Y. M. wh. hoops, Kegs 75 
Y. M. wh. hoop Milchers

kegs ..................... 85
Queen, bbls.................  10 00
Queen, Vi bbls . . . . . .  5 25
Queen, kegs ...............  65

Trout
No. 1, 100 R>s. ............ 7 54
No. 1, 40 lbs..................t  IS
No. 1, 10 lbs. .............. M
No. 1, 3 lbs. ...........  IS

85
85

.27 

.35 
.. 43

00

Bixby's Royal Polish 
Miller's Crown Polish 

SNUFF
Scotch, in bladders .. 
Maccaboy. in jars . . . .  
French Rappie in jars 

SOAP
J. S. Kirk & Co. 

American Family . . . .  4 00 
Dusky Diamond, 50 8oz 2 80 
Dusky D’nd 100 6 oz 3 80
Jap Rose, 50 bars ........3 60
Savon Imperial ............3 no
White Russian ...........  3 60
Dome, oval bars ..........3 00
Satinet, oval ............... 2 70
Snow berry, 100 cakes 4 00 

Proctor & Gamble Co.
Lenox ..........................  3 50
Ivory. 6 oz....................... 4
Ivory, 10 oz..................... 6 75
Star ................................ 3 50

Lautz Bros. &■ Co.
Acme, 30 bars. 75 lbs. 4 00 
Acme, 25 bars. 75 lbs. 4 00 
Acme, 25 bars. 70 lbs. 3 80
Acme, 100 cakes ..........3 60 j
Big Master, 70 bars ..2  85 j
German Mottled ..........3 35 j
German Mottled. 5 bxs 3 30 
German Mottled. lObxs 3 251 
German Mottled, 25bxs 3 20 
Marseilles. 100 cakes . .6 00 
Marseilles, 100 ekes 5c 4 00 
Marseilles, 100 ck toil 4 00 
Marseilles, Vibx toilet 2 10 

A. B. Wrisley
Good Cheer ................... 4 00
Old Country ................. 3 40

Soap Powders 
Snow Boy, 24s family

size ........................  4
Snow Boy, 60 5c .......... 2 40
Snow Boy. 30 10c ___ 2 40
Gold Dust, 24 large .. 4 50 
Gold Dust, 100-5c . , . . . 4  00
Kirkoline, 24 41b............ 3 80
Pearline ......................  3 75

I Soapine ........................  4 10
| Babbitt's 1776 .............  3 75
| Roseine ......................  3 50

Armour's ..................... 3 70
| Wisdom ........................  3 80

Soap Compounds
Johnson’s Fine ............6 10
Johnson's XXX ............4 25

j Nine O’clock ................. 3 30
Rub-No-More ............... 3 85

Scouring
Enoch Morgan’s Sons. 

Sapolio, gross lots . . . .  9 00 
Sapolio, half gro. lots 4 50 
Sapolio. single boxes..2 2:
Sapolio, hand ................2 25
Scourine Manufacturing Co 
Scourine, 50 cakes . . . .  1 8ft 
Scourine. 100 cakes . .3 5'' 

SODA
Boxes .............................. 5 %
Kegs, English ............. 43

SPICES 
Whole Spices

Allspice, Jamaica ......13
Allspice large Garden 11
Cloves. Zanzibar ....  16
Cassia, Canton ...........  14
Cassia, 5c pkg, doz---- 25
Ginger, African .......... 9%
Ginger, Cochin ..............14%
Mace, Penang .............  70
Mixed, No. 1 ...............  16%

¡Mixed. No. 2 ...............  10
i Mixed, 5c pkgs, doz.. 45
Nutmegs, 75-80 ......25
Nutmegs, 105-110 ......20
Pepper, Black ...............14
Pepper, Whit* ............. 15
Pepper. Cayenne ........ 22

| Paprika. Hungarian ..
Pure Ground in Bulk 

Allspice, Jamaica . . . .  12
| Cloves. Zanzibar ...... 22
; Cassia, Canton ...........  12
! Ginger. African .........  12
Mace, Penang .............  75
Nutmegs, 75-80 .........  35
Pepper, Black .............  11%
Pepper, W h ite .............  18
H 1«

s. 1 45 -Splint, medium . . . . . .  t  «9
:s. 1 45 Splint, small . . . . . . . . . t  75

Willow, Clothes, large 8 25
vv,uow. dom es. sm&ii 6 2»|
Willow, Clothes, me m 7 25

Butter Plate»
Wire End or Ovals.
% tb., 250 in crate .........*»>
% lb., 250 in crate .........30
1 lb., 250 in c r a te ..............3o

medium ..24026 2 lb., 250 in crate ...........25
cFint« ..204*33 »j tb., 250 in c r a te ............40

. .36(5)40 f 5 tb., 250 in crate ..........50
- ..2 4 0 2 5 1 Churns

Regular, choice ....... 30032 Barrel, » gal., each .2 40
Regular, fancy ........ 36040 ( Barrel- 10 gal., each ..3 55
Basket-fired, medium . .30 Clothes Pins
Basket-fired, choice 35037 i Round Head.
Basket-fired, fancy .40043 t inch. 5 gross .............50
*T" 2603014% inch, 5 gross ...........55

10012; Cartons, 20 2% doz. 0X8. .40 
14015f Egg Crates and Fillers

l riuu.pt> Dumpty, 12 dz. 26 
251 No 1 complete .............  46

Sundried, 
Sundried, 
Sund ri ed

choice
fancy

*> "«VN« • V* * 11
03JÎ Sivilì,  cured No. 1 14
Cdlí^kUl.  cured No. 2 13%

Pelts
Old Wool ............ 0  39
i amuä ................... 500 75ä&öäTiMigs — . .  460 65

Tallow
No* 1 *.................  9  *N o* 2 . .................  9  *

Wool
Reguiar, medium

Nibs
Siftings .................
Fannings ......... .

Gunpowder 
Moyune. medium ..
Moyune. choice ..............32
Moyune, fancy .......... 40045
Pingsuey. medium . .25023
Pingsuey, choice ..............30
Pingsuey, fancy . . .  .400 45 j 

Young Hyson
Choice ......... .
Fancy ........................

Oolong
Formosa, fancy . . . .
Amoy, medium . . . .
Amoy, choice .............

English Breakfast
Medium .............................. 25
Choice ................................ 20

unwashed, hue

Jumbo, 32 lb. ., 
Extra H H ... 
Boston Cream 
Rig stick, 36 lb

0  2 
0  8

......... 1%— __16

.........12
case f

M ixed  G andy

. 2 c o m p i e t e ............ 2*
se No.2 tidersloset* 1 35 i 
*e, m ed iu m s. 12 sets 1 U 1 

faucets
Un m.

. . .  3 0 j 
.4005«

m.
a

32

rk lined 1« in...........  96
Mos Sticks

I Trojan spring .............  90
45060 Eclipse patent spring SS

25 No. 1 common .............  v*
4o 2 pai. »»rush bolder 9; 
2m cotton mop heads 1 4*
deal No. 7   85

_ Pailsj rancy ......... . . . . . . . . .4 0 0 4 »  2-hoop Standard . . . . . 2  00
,. , . ,.nd,a ___  3-hoop Standard ........ 2 35Ceylon, choice ..........30025 2-wire Cable .............2 10
Fancy - . . . . . . . . . . . . . . 4 5 0 5 0  Cedar all red brass ..1  25

TOBACCO 3-wire Cable ............... 2 30
I Fins Cut Paper Eureka .............. 2 25
f7‘ot ................................ 1 45 Fibre .......................... *70
ffiawnthl’ “ .............  l ì  TOOthpiCkS

J .oz'  J f? Softwood ..................... 2 75No Limit, 14 OZ. . . . . . .3 15: ß,nr.nat 1 EA
Ojibwa, 16 oz.................  40 ..........................  ft?*

jOjibwa, 5c pkg. ..........1 85 1Qfcai * * "  Traps'........
I * v........... , *1; Mouse, wood, 2 holes 22
I 9'v, e ,oz* "o  ™ Mouse, wood, 4 holes 45: Petoskey Chief, 14 oz. 3 70 Mouse, wood, 6 holes 76
Sterling Dark, 5c ........5 761 Mouse, tin, 5 holes . .  65

j öW66t Cu bäf oc •****,. D 60 . wood ****** âû
Sweet Cuba, 10c . . . . .1 1  10 Rat, spring 75

I Sweet Cuba, 16 oz. . . .  .4 20 20-in. Standard, No. 1 7  5«
¡Sweet Cuba, % lb.............2 10 18-in. Standard, No. 2 6 5«
I Sweet Burley, 5c ..........» 76: ig-in. Standard, No. 3 5 56
Sweet Mist, % gr.......... a <01 zu-in. Cable, No. 1 . . . . «  «0

¡Sweet Burley, 24 lb. cs 4 90, iis_in. cable, No. 2 ___ 7 00
Tiger, % gross ............6 00 16-in. Cable No. 3 . ...6  00

2?c V1}3 .................* ; No. 1 Fibre ..........16 25LncÌ6 L)&ni6lf 1 It)* * » « * 60 24o, if îp'î&fô
Uncle Daniel, 1 oz......... 5 22 * Fibre . . . . . . . . . . . I  25
, . .  P/hfl 1 WashboardsAm. Navy, 15 oz. . . . .  27IBronze Globe . . . . . . . . . 2  56
Drummond, Nat Leaf, ; Dewey ...........................  1 75

2 & 5 lb. . . . . . . . . . .  60 I Double Acme ................ 3 75
Drummond Nat. Leaf | Single Acme . . . . . . . . . . 3  15

Per doz. ...................  95 Double Peerless ............3 75
csttle  Ax ..............   37 ! Single Peerless ............3 35

j Bracer ..........................  37 Northern Queen ..........3 35
[Big Four ................   31 j Double Duplex . . . . . . . 3  60(Boot Jack ............... . 86
I Bullion, 16 oz. . . . . . .
[Climax Golden Twins . .  48
'Days Work .....................  38 ! l* m
[Derby ............................  28 \ 14 ini
5 Bros..............................  631 t« in.
Gilt Edge ......................  48
Gold Rope, 7 to lb...... 58
Gold Rope, 14 to lb
G. O. P.....................
Granger Twist .............  46
G. T. W............................  37

58 115 
32 t 17

• Pepper. Cayenne . . .  
Paprika, Hungarian 

S T A R C H  
Corn

Kingsford, 40 lt>s. . . .  
Muzzy, 20 1Tb. pkgs.
Muzzy, 40 1Tb. pkgs.

Gloss 
Kingsford

Sliver Gloss. 40 1Tb"»
Silver Gloss, 16 Stbs.
Silver Gloss 12 61bs 

Muzzy 
48 lib. packages . . . .  5
16 51b. packages ............4%
12 6R>. packages ..........•
601b. boxes ..................... 2%

8YRUP8
Com

Barrels ..........................  23
Half barrels .......................26

.32

5%
i

6%
8V4

jond Luck .....................2 75
46 Universal ..................... I  N

Window Cleaners
..............................1 65
. . . __. . . . . ___ — 1 85
............................. 2 20
Wood Bowie

13 in. Butter .................1 60
in. Butter .................2 35

17 in. Butter .................4 15
ta in. Butter .................6 10
Assorted. 13-15-17 . . . .3  00

Horse Shoe ................... 43 Assorted. 15-17-19 ___4 25
Honey Dip Twist ........ 45; WRAPPING PAPER
Jolly Tar ......................... 40 Common straw .....  2

lJ. T., 8 oz. ..................... 35; Fibre Manila, white . .  3
j Keystone Twist ............ 46 (Fibre Manila, colored . .4
[ Kismet ..............................  48 No. 1 Manila ................. 4
Nobby Spun Roll .......... 58 Cream Manila ............3
Parrot ............................... 28 Butcher’s Manila .........2%
Peachey ........................  40 Wax Butter, short e’nt 13
Picnic Twist ...................  45 i Wax Butter, full count 20

} Piper Heidsick .............  69 i Wax Butter, roils .19
I Redicut, 1% oz.............. 38 YEAST CAKE
I Red Lion ......................... 30 ] Magic. 3 doz..........    1 15
Sherry Cobbler, 10 oz. 26 Sunlight. 3 doz. ..... 1 do
Spear Head, 12 oz. ___ 44 Sunlight, 1% doz. . . . .  50
Spear Head, 14% oz. . .  44I least Foam. 3 doz. 1 15
Spear Head, 7 oz.......... 47 j Yeast Cream, 3 do* .1 06
Square Deal ...................  28 Yeast Foam, 1% doz.. 58

FRESH FiSH
Per lb 

16 
12

Trout .............    11%
Halibut ........................  1«
Herring ........................  7
Bluefish .....................  14%
Live Lobster .................29- •
Boiled Lobster ..............29
Cod ...............................  10
Haddock ......................  >
Pickerel ........................  12
Pike .............................  9
Perch .............................  8
Smoked. White ...........12%
Chinook Salmon .......  15
Mackerel .....................
Finnan Haddie .............
Roe Shad ......................
Shad Roe. each ...........
Speckled Bass ............. 8%

HIDES AND PELTS 
Hides

Green No. 1 ...................11
1«
12

Star ....................................  43
Standard Navy .............. 37
Ten Penny ...  28; Whitefish, Jumb
Town Talk 14 oz...........  30: Whitefish, No. 1
Yankee Giri .................  32

TWINE
Cotton, 3 ply .............  25
Cotton, 4 ply .............  25
Jute, 2 ply ..................... 14
Hemp, 6 ply ................. 12
Flax, medium N .......... 24
Wool. 1 Tb. balls .........  8

VINEGAR
Highland apple cider 18 
Oakland apple cider ..16
State ¿veal ...................  13
40 grain pure white ..10 

Barrels free.
WiCKING

No. 0 per gross ............30
No. 1 per gross .40
No. 2 per gross .50
No. 3 per gross .76

WOODENWARE 
Baskets

Bushels ....................... 1 09 Green No. 2
Bushels, wide band 1 I f  Cured No. 1
Market . . . . . . . . . . . . . . .  4« Cured No. 2 ............. ...12
Splint, large .............. I N  Calfskin, green. No. 1 12

•*»*****,,*
Kindergarten............... 10
French Gream . . . . . . .  9
Star ............   11
Hand Made Cream . .1 6  
Premie Cream mixed. 14 
Paris Cream Ron Rons 16

Fancy—In Pails 
Gypsy^Hearts . . . . . . . .  14
H udge Squares . . . . . .  13
Peanut squares ............6
Sugared Peanuts ----- 12
starlight K is se s ..........11
san Dias Goodies . . . .  13
Rozengcs, plain .......... 16
nozenges, printed . . . .  12
CMi&piOQ Ciiucoifttif; **¿2
Eclipse Chocolates . .  14 
Eureka Chocolates . . .  15 
(quintette Chocolates 14 
unampion Gum Drops 9
Moss D ro p s................  10
nemon Sours . . . . ___   16
imperials ............   16
icai. Cream Opera . . . .  12
itai. Cream Ron Bona 12 
Golden Wathes . . . . . . .1 2
Red Rose Gum Drops 16 
Auto Bubbles . . . . . . .  12

Fancy—in 5Tb. Boxes
Old. Fashioned Molas­

ses Kisses loib. ox. 1 26 
Orange Jellies — . . . .  50
Lemon Sours . . . . . . . .  60
old P ashioned Hore—

hound drops -------  SO
Peppermint Drops . .  66

: Champion Choc. Drps 65 
H. M. Choc. Drops I lo 
H. M. Choc. L t  and 

Dark No. 12 . . . .  1 19 
j Bitter Sweets, as td 1 25 
Brilliant Gums, Crys. 60 
A. A. Licorice Drops 96 

' Lozenges, printed . . . .  65
Lozenges, plain .......... 60
Imperials ............   69
Mottoes ..............   65
Cream Bar . . . ---------   69
G. M. Peanut Bar . .  69 

| Hand Made Crms 89090
| Cream Wafers .......... 65
String R o c k ..............   69

1 Wintergreen Berries 69 
; Old Time Assorted 2 75 
j Buster Brown Good 3 59 
Up-to-date Asstm t  3 75 
Ten Strike No. 1 . . . .6  59 

! Ten Strike No. 2 . . .  .6 09 
I Ten Strike, Summer

assortment __. . .  6 75
I Scientific Ass't ---- 13 90

Pop Com
| Cracker Jack .......... 3 25
' Giggles, 5c pkg. cs. 3 59 
| Pop Corn Bails 200s 1 35
; Azulikit 100s ........... 3 25
| Oh My 100s ............. 3 50

Cough Drops
| Putnam Menthol . .  1 09
< Smith Bros.................1 25

NUTS—Whole 
Almonds, Tarragona 16
Almonds, Drake .......... 15
Almonds, California

soft shell ...........
Brazils .................  12013
Filberts .................  12013
Cal. No. 1 .................
Walnuts, soft shell 15016 

| Walnuts, Marbot . . .  15 
Table nuts, fancy 15 -2 014

j Pecans, Med. ........7 13
Pecans .ex. large . . .  14 
Pecans, Jumbos . . . .  16 
Hickory Nuts, per bu.

Ohio, new ________
Cocoanuts ............... ..
Chestnuts, New York

State, per bu. ..........
Shelled

Spanish Peanuts 0  9
Pecan Halves . . . .  055
Walnut H a lv e s___36038
Filbert Meats ----  027
Alicante Almonds 042  
Jordan Almonds . .  047

Peanuts
Fancy H P Suns 0  7:

Roasted .........  @ 7 -
i Choice, H. P. Jum­

bo ......................  @ 8
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Special Price Current
A X L E  G R E A S E

Mica, tin boxes ..75 9 00'
Paragon ...............  55 6 00 (

B A K IN G  P O W D E R  j 
Royal

10c size 901 
%Ib. cans 1 35 1
6oz. cans 1 90 i
%Tb. cans 2 50 j
%!b. cans 3 75 j
lib. cans 4 801
¿lb. cans 13 00 
5tb. cans 21 50

YO U R  
OW N  

P R IV A T E  
B R A N D

Wabash Baking Powder
Co Wabash, Ind.

80 OS. Un cans ......... .2 76
82 OS. tin cans ......... 1 60
19 OS. tin cans ......... 85
16 OS. tin cans ......... 75
14 OS. tin cans ......... €5
10 OS. Un cans ........ 66
8 OS. Un cans ......... 45
4 ox. Un cans ......... 85

82 oz. tin milk pail 8 00
16 OS. tin bucket . . . . 90
11 oz glass tumbler .. 85
6 OS. glass tumbler 76

16 oz. pint mason jar 85
CIG ARS

Johnson Cigar Co.’s Brand

8. C. W., 1,000 lots ........81
El Portana ........................ 33
Evening Press ................. 32
Exemplar .......................... 32
Worden Grocer Co. Brand

Ben Hur
Perfection ..........................35
Perfection Extras ......... 36
Londres ..............................35
Londres Grand ............... 35
Standard ............................ 35
Puritanos .......................... 35
Panatellas, Finas ..........35
Panatellas, Bock ..........35
Jockey Club .......................35

C O C O A N U T
Baker's Brasil Shredded

19 5c pkgs., per case .. 2 60 
irto pkgs.. per case 2 60 

13 10c and S3 5c pkgs..
per case ...............  2 60
C L O T H E S  LIN E S  

Sisal
60ft. 3 thread, 
72fL 3 thread, 
90ft. 3 thread, 
60ft. 6 thread, 
72ft. 6 thread,

extra.. 1 00 
extra.. 1 40 
extra. .1 70 
extra..1 29 
extra..

60ft.
72ft.
90ft.
120ft.

Jute
......................  75
....................  90
....................  1 05
....................  1 50

50ft.
60ft.
70ft.

Cotton Victor...................... 1 10
.............................  1 35
.............................  1 60

Cotton Windsor
50ft.................................
60ft. .............................
70ft..................................
80ft.................................

1 30
1 44 
1 10
2 00

60ft
40ft.
60ft.

Cotton Braided
........................... 1 35
...............................  95

...............................  1 65
Galvanized Wire 

No. 20, each 100ft. long 1 90 
No. 19, each 100ft. long 2 10

COFFEE
Roasted

Dwlnell-Wright Co.’s B’ds.

White House, lib .................
White House, 21b.................
Excelsior, Blend, lib ............
Excelsior, Blend, 21b............
Tip Top, Blend, lib .............
Royal Blend ..........................
Royal High Grade .............
Superior Blend ...................
Boston Combination ..........

Distributed by Judson 
Grocer Co., Grand Rapids; 
Lee & Cady, Detroit; Sy­
mons Bros. & Co., Sagi­
naw; Brown, Davis Sc 
Warner, Jackson: Gods- 
mark, Durand & Co., Bat­
tle Creek; Flelbach Co., 
Toledo.

FISHIN G  T A C K L E
% to 1 in.............................. 6
1*  to 2 In............................7
lf t  to 2 in............................9
1% to 2 in.......................... 11
2 in........................................15
3 In........................................ 20

Cotton Lines
No. 1, 10 feet ................... 5
No. 2, 15 feet ................... 7
No. 3, 15 feet ..................  9
No. 4, 15 feet ...................101
No. 5, 15 feet .................. 11
No. 6, 15 feet .................. 12
No. 7, 15 f e e t .....................IS
No. 8, 15 feet .................. 18
No. 9, 15 feet ...................20

Linen Lines
Small ................................. 20
Medium .............................  26
Large .................................  34

Poles
Bamboo, 14 ft., per doz. 55 
Bamboo, 16 ft., per doz. 60 
Bumboo, 18 ft., per doz. 80

G E L A T I N E
’ox’s. 1 doz. Large ..1  80 

Cox’s, 1 doz. Small ..1  00 
Knox’s Sparkling, doz. 1 25 
Knox's Sparkling, gr. 14 00
Nelson's ........................  1 60
Knox’s A ddu’d. doz. ..1  26
Oxford .......................... Tk
pit-mouth Bock .......... 1 16

S A F E S

Full line of fire and bur­
glar proof safes kept In 
stock by the Tradesman 

! Company. Thirty-five sizes 
! and styles on hand at all 
times—twice aa many safes 
as are carried by any other 
house in the State. If you 

! :• re unable to visit Grand 
Knpids and inspect the 

■ line personally, write for 
I quotations.

SO A P
Beaver Soap Co.’s Brand

,SjD A  P.
100 cakes, large size..fi 50
50 cakes, large s ize ..3 25

100 cakes, small size. .3 85
50 cakes, small s ize ..l  95

Tradesman Co.’s Brand

Black Hawk, one box 2 50 
Black Hawk, five bxs 2 40 
Black Hawk, ten bxs 2 25 

T A B L E  S A U C E S
Halford, large ............ 3 75
Halford, small ............ 2 25

Tradcsn.an

Coupon

Books

Made by

Tradesman Company
Grand Rapida, Mich.

1911 Motor Cars
f lg a  I f l  o  n  rf Runabouts and Tour- 
U d M a i l U  ing Cars, 30 and 40 

H . P .—4 cylinders—$1,000 to 
$i,6oo.

Franklin
Closed Cars, Trucks, 18 to 48 
H . P .—4 and 6 cylinders— 
$1,950 to $4,500.

Pierce Arrow f ”n„arb?u„'i
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. Q rand  R apids, M ich.

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.

T radesm an  Com pany
Grand Rapids

Lowest
Our catalogue is “the 
world’s lowest market” 
because we are the 
largest buyers of general 
merchandise in America.

And because our com­
paratively inexpensive 
method of s e l l i n g ,  
through a catalogue, re­
duces costs.

We sell to merchants 
only.

Ask for current cata­
logue.

Butler Brothers
New York

Chicago St. Louis 

Minneapolis
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\ Jvertiscments inserted under this head for two cents a word the first insertion and one cent a word for ea_h 

subsequent continuous insertion. No charge less than 25 cents. Cash must accompany ai! orders

BU8INK8S CHANCES.
For Rent—The only vacant store-room 

on Main street in the city of Fort Scott; 
occupied by one tenant for 20 years; mod­
ern; big room; cheap rent; excellent lo­
cation. Ralph Richards, Fort Scott, Kan­
sa s_______________________________ 102

Oregon Land For Sale—16,000 acres 
finest colonization or platting proposition 
in the West. Box 598, Portland, Oregon.
____________________________________95

For Sale—Grocery with confectionery 
and ice cream. Best location in Trav-
erse City. C. Van Riper.__________lol_

For sale or trade for improved farm 
stock general merchandise and fixtures, 
inventorying $5,000. No old stock what­
ever. Business last year over $18,000 and 
getting better each month. Elevator, on 
commission basis and post office in con­
nection. Practically no competition. 
State what you have in first letter as 
this will soon be picked up. Address No. 
100. care Michigan Tradesman.____ 100

l o  Merchants Everywhere
Get in line for a rousing Jan. or Feb. special 

Sale. Our wonderfully effective methods win 
crowd your store with satisned customers. 
Our legitimate personally conducted sales 
leave no bad after effect, anu turn your sur­
plus goods into ready cash. Write us today.

COMSTOCK-GRIblER SALES CO.
907 Ubio Building loieuu, Ohio

For Sale—Drug stock and fixtures and 
nearly new soda fountain, with full 
equipment. Good location in first-class 
town of 4,500. Best fountain trade in 
city. Invoice about $3,000. Better in­
vestigate. Address No. 98, care Trades­
man. 98

For Sale—Hotel. The furniture, fixtures 
and lease of the Albion house; the only 
hotel in this county seat town of l,60u ;  
have other business and will sell cheap 
for cash or will give easy terms witn 
part cash. E. L. Adair, Albion, Ind.

99
For Sale—Lunch room, good location 

in manufacturing city of 15,000 popula­
tion. Owner has other business views. 
Price $500. Address Gem juunch Room, 
Kewanee, 111. 97

For Sale—New stock ladies' and gents 
shoes, about $1,200. Will sell at a bar­
gain. Call and see stock. Jacob Sum­
mers, Chester, Eaton Co., Mich. 96

For Sale—Factory fully equipped for 
manufacturing bent felloes, hawns and 
planing mill work. Owner wishes to re­
tire. James Madison, New Palestine, 
Ind.________________________________94_

For Sale—Ice cream and bakery. Splen­
did location for a practical man. Ad-
dress Box Q, Wolverine, Mich.______93

I pay cash for stocks or part stocks 
of merchandise. Must be cheap. H. 
Kaufer, Milwaukee, Wis.____________92

For Sale—A good business property in 
live town. Large factory just starting. 
Population increasing rapidly. Values 
rising. Several business opportunities 
open. Box 247, Watervliet, Mich. __91 _

For Sale—Nice clean grocery stock in 
good live town in Western Michigan. 
Fine oppotrunity for good man. Address 
No. 89, care Tradesman.____________89

Bring Something to Pass
C«Mr. Merchantl Turn over your “left overs.' 
Build up your business. Don’t sacrifice the 
cream of your stock in a special sale. Use the 
plan that brings all the prospective buyers in 
face to face competition and gets results. I 
personally conduct my sales and guarantee 
my work. Write me. JOHN C. GIBBS, Auc- 
loneer, Mt. Onion, la.

For Sale—$125 Moneyweight Computing 
scale. Brand new. Will sacrifice 40% for 
quick sale. Address G, care Tradesman.
_________________________________ 88

To Settle An Estate—General mer­
chandise stock, store and fixtures; in 
good live railroad town in good farming 
community in South Dakota; no competi­
tion; requires about $5,000 to handle. 
Square Deal Land Co., Farmingdale. 8. D.

87
M E R C H A N T S  A T T E N T I O N  — Clean 

out your winter merchandise with a rous­
ing January or February Special Sale. 
Oldest sale conductor in the business. 
Personally conduct all of my own sales. 
W. N. Harper, Port Huron, Mich. 86 

For Sale — Hardwood manufacturing 
property, Northern New Hampshire. 
Bobbin, birch, novelty, saw mills, two 
railroads, thirty acres land. Address B. 
N. Hanson, Gorham, N. H. 82

For Sale—By Jan. lsu, only variety 
store in growing town 3,000 people. $3,000 
cash required. Reason for selling, other 
business. Address No. 72, care Trades­
man. 72

We are overstocked in clothing. Would 
like to exchange with one who is over­
stocked with shoes, floor cases or safe. 
Address No. 68, care Tradesman. 68 

For Sale—Well paying restaurant busi­
ness in county seat town of 3,500 in­
habitants in Southern Michigan. Will 
stand closest investigation. Reason for 
selling, poor health. For particulars as 
to location, terms, etc., address Inde-
pendent, Standish, Mich,____________ 83

For Sale—Profitable furniture and un­
dertaking business in a good town; pays 
over 50 per cent, a year net. W. H.
Hazard & Co., Salamanca, N. Y.____ 81_

Saw mill, twenty thousand capacity, 
Upson, Wis., for sale cheap. Enquire of 
N. Emerson, 802 Metropolitan Life Bldg., 
Minneapolis, Minn. 80

For Sale—Two boilers, 14x54. with 4 
in. flues complete with hollow blast grates. 
First-class condition. Also carriage and 
track friction, nigger, etc., almost given 
away. W. R. Jones, Muskegon, Mich.
___________________________________ 73_

For Sale—Residence, store building and 
stock of general merchandise. Good lo­
cation on two railorads and in center of 
dairy country, tributary to a new Van 
Camp condensery. Ill health, reason for 
selling. Enquire of C. L. Robertson, 
Adrian, Michigan, or Ryal P. Riggs, Sand 
Creek, Mich. 67

500 Trades—Farms, merhandise, etc. 
Direct from owners. What have you? 
Graham Brothers, Eldorado, Kansas.
_________________________________ 65_

Wanted—Stock general merchandise, 
clothing or shoes. All correspondence con­
fidential. Q. G. Price, Macomb, 111. 64 

For Sale—$1,500 stock groceries and 
hardware in Central Michigan farming 
country, produce business connected, do­
ing good business, sell at invoice. Ad- 
dress No. 63, care Tradesman. 63

IMPORTANT
I can positively close out or reduce your 

stock of merchandise at a profit. 1 can posi­
tively prove by those who have used my meth­
ods that a failure is entirely out of the ques­
tion. I positively have the best, the cheapest 
and most satisfactory sales plan of any sales­
man in the business. LET ME PROVE iT.

G. B. JOHNS, Aactioacer sad Sate Specialist 
1341 Warren Ave. West Detroit, Mich

Buy a farm in Central Minnesota) 
prices will surprise you, good soil, water, 
markets .roads, schools, churches, neigh­
bors ana not least, “Always a good title.” 
Write C. D. Baker, Fergus Falls, Minne- 
sota, for lists of 100 farms.________ 69

If you want a half interest in a good 
live hardware business that will pay ail 
expenses, including proprietors’ salaries 
and double your money in two years, 
address Bargain, care Tradesman. 45

For Sale—Old-established shoe stock, 
finest location in Michigan’s "best town 
of 30,000. Valuable lease and absolutely 
clean stock. Will invoice about $12,000 
easily, reduced to $8,000. This is a cash 
proposition that will stand the most 
careful investigation. Owner obliged to 
make change of climate. Address No. 
37, care Michigan Tradesman. 37

Cash for your business or real estate. 
I bring buyer and seller together. No 
matter where located if you want to buy, 
sell or exchange any kind of business or 
property anywhere at any price, address 
Frank P. Cleveland, Real Estate Expert, 
1261 Adams Express Building, Chicago, 
Illinois. 9$4

F'or Sale—Half interest in an estab­
lished shoe store in best citv in the 
Northwest. Monthly payroll over $1,000,- 
000. Party purchasing to take the en­
tire management of business. About 
$6,500 required. Address No. 975, care 
Tradesman.______________  975

For Sale—Stock of general merchandise 
in one of the best towns in Michigan, in­
voices $8000. Can reduce stock to suit 
purchaser. Reason for selling; poor 
health and my son leaving. One com­
petitor. Address Box H, care Trades­man. | | 4

Safes Opened—W . L. Slocum, safe ex 
pert and locksmith. 62 Ottawa street. 
Grand Rapids. Mich. 104

For Sale—Well established drug stock 
in thrifty town tributary to rich farming 
community. Stock and fixtures inven­
tory $1,400. Will sell for $1,200. No 
dead stock. Terms cash or its equiva­
lent. Address No. 777, care Michigan 
Tradesman. 777

For Sale—One 300 account McCaskey 
register cheap. Address A. B., a m  
Michigan Tradesman. _________  648

HELP WANTED.
Active partner wanted to rebuild plant 

with 16 years established wholesale trade 
in hardwood trim and mouldings in New 
York city; business 1909 was $75,000.00. 
Power, yards, warerooms, sheds, etc., in­
tact. $20,000.00 in stock and real estate. 
Located in good healthy town in moun­
tains of West Virginia; good schools, fine 
water and well located for supply of 
hardwoods. Average net earnings for 12 
successive years, 20 per cent, on invest­
ment; opportunities better now than ever 
for large trade. Frank N. Mann, Alder- 
son, W. Va. 79

Salesman with established trade to car­
ry first-class line of brooms on com­
mission. Central Broom Co., Jefferson

Local Representative Wanted—Splendid 
income assured right man to act as our 
representative after learning our business 
thoroughly by mail. Former experience 
unnecessary. All we require is honesty, 
ability, ambition and willingness to learn 
lucrative business. No solicitng or trav- 
elng. This is an exceptional opportunity 
for man in your section to get into big 
paying business without capital and be­
come independent for life. Write at once 
for full particulars. Address E. R. Mar- 
den. Pres. The National Co-Operative 
Real Estate Company. Suite 371, Marden 
Bldg., Washington. D. C. 3

Wanted—Clerk for general store. Must 
be sober and industrious and have some 
previous experience. References required. 
Address Store, care Tradesman. 242

Want ads. continued on next page.

Here Is a 
Pointer

Yoar advertisement, 
if placed on this page, 
would be seen and read 
by eight thousand of 
the most progressive 
merchants in Michigan, 
Ohio and Indiana. We 
have testimonial let­
ters from thousands of 
p e o p l e  who n a v e  
bought, sold or ex­
changed properties as 
the direct result of ad­
vertising in this paper.
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THE BARBER’S ENEMY.
Sooner or later the safety razor 

comes to every man who shaves. I t 
may not always stay, but it comes. I t 
tollows the cigar cases and the fount­
ain pen as a standard Christm as of­
fering for “him,” and in its turn  it 
is often one of the m ost acceptable 
presents tha t can be thought of. 
But while we take the safety razor 
for w hat it is w orth we little realize 
how portentous has been its influ­
ence upon the ancient and honorable 
profession tha t is now languishing 
because the “safety ’ has cut into 
business. The barbers are thorough­
ly alarmed at the prospect of men 
universally shaving themselves and 
with them  it is no joke.

W here the safe}’ razor hurts w orst 
—or one of the places at least—is 
tha t it is used as an instrum ent to 
reduce the cost of living among a 
great many men, while the living it­
self of the barbers is corresponding­
ly decreased. N ot long ago there 
was an international barbers’ conven­
tion, at which the chief topic of dis­
cussion was the safety razor. T hat 
it is a real and alarming menace to 
the barbering vocation is thus shown 
W e may scoff at this little trade trag ­
edy, but it is really serious. I t  il­
lustrates how’ modern invention 
sometimes brings misfortune to some 
the while it helps the many. No one 
who has had experience will deny 
tha t the man who shaves himself not 
only saves money but also saves time 
and com fort and feels cleaner and 
more contented than the unfortunate 
who has to drop his business at some 
hour of the day and waste time w ait 
ing for his barber to slop distasteful 
soap into his mouth and nostrils and 
scrape him with a questionable razor.

The barbers will have to accept the 
inevitable. The safety razor has 
come to stay. I t  is not at all likely 
tha t the time will come soon when 
men can do w’ithout barbers to  cut 
their hair. Of course, scientists tell 
us that some day we shall all be bald. 
But until then there m ust be bar­
bers. I t  will be melancholy to see 
this historic and once noble profession 
gradually shorn of its dignity and 
profit. Once the village barber was 
the surgeon, the shaver, the hair cut­
ter and the oracle. He was a man 
among men and figured in song and 
story. Alas! times change and all 
things change w’ith them, including 
razors and barbers.

the new spaper he owns and controls, 
the Grand Rapids H erald, has been 
earnestly advocating the so-called lo ­
cal parcels post, and has tried to line 
up the o ther Michigan m em bers for 
it. The local parcels post is a mere 
subterfuge. I t is an entering wedge, 
a start tow’ard the general parcels 
post, and the general parcels post 
would be the deadliest blow that 
could be aimed ai the local m er­
chants. Does his new spaper correcPy 
represent Senator Sm ith’s view s’ Tf 
Senator Smith is for the Chicago mail 
order houses and against the m er­
chants of his home State the latter 
certainly have the right to  know it, 
and the sooner they know it the 
better. The subject is entirely too 
im portant to be dallied w ith or left 
to chance.

Local and State associations of 
business men all over the country are 
taking up this parcels post question 
and are preparing to fight legislation 
which they know will be inimical to 
their interests. This movem ent is not 
confined to retailers. M anufacturers 
and jobbers are taking it up for they 
know the downfall of the local m er­
chant will be to curtail their field. 
The traveling salesmen are lining up 
for they know with the passing of 
the local m erchant their occupations 
will be gone. Retailers, m anufactur­
ers and jobbers, individually and as 
organizations, have a right to know 
who is for and who is against them 
This is no time for silence. Those who 
are asking questions w ant direct and 
explicit answers.

keepers, etc., in business houses and 
offices all over the country expect to 
work eight and a half or nine hours 
every day and do it w ithout com plain­
ing, but when a governm ent clerk is 
asked to w ork m ore than seven hours 
there is a wail and a weep going up 
all over W ashington. If the govern­
m ent clerks do not like their hours 
and their pay all they have to do is 
to resign and there are thousands of 
patriots, male and female, all over the 
country who will go to the capital 
city on the next train  to  take their 
places. This idea tha t anybody can 
get more pay and do less w ork when 
in governm ent employ than any 
where else is a pernicious one in this 
country. The people will applaud the 
President and his advisers for adding 
the half hour, and they would not 
have been unpopular had they made 
it a full hour.

MISSION OF PHONOGRAPH 
W hile other inventions of Edison 

may appeal more forcibly to those 
commercially inclined, it is doubtful 
if there is another which the inventor 
himself would place before the phono 
graph. And when we consider the 
possibilities of this marvel as well as 
w hat it has already done, it is little 
wonder tha t his ?im is to  have it in 
every home.

But a few days ago a novel use 
of it was made, and at the request 
of a K entucky woman her favorite 
numbers were rendered at her funeral 
services, thereby dispensing with the 
local choir. And why is this not only 
proper but fitting? There is the as

surance of first-class music, and that 
w ithout troubling any one.

I t  is a deplorable fact tha t in too 
many instances the phonograph in a 
neighborhood soon resolves itself in­
to a “funnygraph,” and is in time 
ast aside. I t  is equally true th a t if 

first-class one is kept in order and 
the records selected with proper care 
it is one of the m ost powerful ways 
of elevating the musical taste in 

family or a neighborhood.
Some one has aptly said tha t if we 

epend upon our own taste in mak- 
ng the selections, this taste will nev- 
r improve. I t is safe to  say that 

a m ajority  of those who fancy that 
they do not admire the classics—yes, 
even pride them selves on the fact, 
will soon learn to enjoy them  if add­
ed to the collection of records. Pop­
ular taste runs in a rut. If you con­
fine yourself to “coon songs” you 
will care for no others, and the 
phonograph soon becomes an old 
tory. But if you climb higher w ith 

every selection, the taste  for the 
truly beautiful in the art is awakened. 
The phonograph is an educator as 
well as an entertainer. I t  perpetu­
ates the old songs, and familiarizes 
us w ith the new. If we exclude the 
best, the loss is ours.

A W isconsin boy w rote to  Santa 
Claus as follows: “I would like a air 
rifle a pair of Indingloves a m outh 
orgun a Christmas tree and some can­
dy and nuts tha t is all a game of 
checkers for.” I t ’s a little  vague, but 
we hope Santa will be able to  fill the 
order.

NO TIME FOR SILENCE.
W here does Senator W illiam Alden 

Smith stand in the m atter of parcel 
post? Two weeks ago the Tradesm an 
tendered him the use of its column 
to explain his position. I t is to b 
regretted  tha t he has not availed h im ­
self of the privilege because the ques­
tion is of such trem endous im port­
ance to the mercantile interests of 
Michigan tha t silence or side step­
ping on Senator Smith’s part will 
not be accepted in good grace by 
those whose welfare is menaced by 
the encroachm ents of the mail order 
houses.

The reason Senator Smith more 
than the o ther mem bers of the M ich­
igan delegation should explain is that

HALF AN HOUR MORE.
There is weeping and wailing and 

gnashing of teeth in W ashington 
Great grief m ars the countenance of 
thousands of people, for a heavy sor­
row has fallen upon them  and the 
order of the Amalgam ated Sons of 
Rest has received a serious blow. 
From  the time he is elected to  office 
until the time when the people retire 
him, telling him to “go way back and 
sit down,” every m em ber of Con­
gress and the Senate is besieged to 
secure employment in some clerkship 
for several men and women of his 
district. U nless he can land quite a 
bunch of them every term  it is hard 
for him to be re-elected. A fter all the 
strife and struggle endured for the 
m ost part by somebody else to  get a 
clerkship at W ashington, they at once 
set about seeing how few hours they 
can w ork and how little they can do 
and still stay on tha t dear public pay 
roll, enjoying the balmy atm osphere 
of the Sunny South and the sight 
of great statesm en daily.

T he cause and the occasion of the 
gloom and the pall th a t have fallen 
on W ashington is tha t last week the 
P resident and the cabinet decided 
tha t all the clerks should w’ork half 
an hour more a day. There has been 
talk for a year or tw o tha t some such 
rule as that would be enforced and 
the clerks kicked holes in the toes of 
their shoes. T hey say tha t from 
a. m. to 5 p. m., with an hour for 
lunch, is altogether too long for any 
body to  work. T hey have the strict 
est, rankest eight-hour unionist beat 
en. Clerks, stenographers, book

Simple 
Account File

A quick and easy method 
of keeping your accounts. 
Especially handy for keep­
ing account of goods let out 
on approval, and for petty 
accounts with which one 
does not like to encumber 
the regular ledger. By using 
this file or ledger for charg­
ing accounts, it will save 
one-half the time and cost 
of keeping a set of books.

Charge goods, when purchased, directly on file, then your customer s 
bill is always 
ready for him, 
and c a n  b e  
found quickly, 
on account of 
the special in­
dex. This saves 
you l o o k i n g  
o v e r  several 
leaves of a day 
b o o k  if not
posted, when a customer comes in to pay an account and you are busy 
waitibg on a prospective buyer. W rite for quotations.

TRADESMAN COMPANY, Grand Rapids



They Do Say==
that “seeing is believing.” If 
you’ll come over to Boston 
and watch the loading of cars 
on our side track for a couple 
of days, you’ll be mighty 
certain that “ W H I T E 
HOUSE” IS really “goin 
some”—and then “ s o m e  
MORE.” In the meantime” 
take it on our “say-so,” and 
put it where it’ll do some 
good.

Dwinell=Wright Co.
Boston—Chicago

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

Lanutacturi

Bctrait Office—1814 Cflamber «# Commerce HMg. 
ßrami »aphis Office - 25* Site&fe« St. Ci«. »tame »MS

t ie r e s  T h e  P r o o f

K e llo ^ s  “Square Deal”Policy Protects Both
Price Protected- 
Trade Profits 
Assured

No “Free Deals” 
to induce _ 
Price-Cutting

No “Quantity 
Price” to favor 
big buyer*

1

Nothing to 
encourage over­
buying goods

J

No Coupon 
or Premium 
Schemes

Best advertised 
and most popular 
American Cereal

GROCER «•» CONSUMER
♦ no  sq uare  deal  policy

Some ago I assisted in adjusting a fee loss for a grocer. Among the stdf set aside for adjustment of lam ms— af 
was a lot of breakfast food supposed to be damaged by smoke. ! opened several packages and found them nor damaged 
by smoke—but decidedly stale, and refused to make any allowance whatever on these We also band a lot of packages 
containing a biscuit—popular and well known. Upon examination I found these dedefeJy rancid and unfit for food. 1 
learned later that all these goods had been bought in large quantities m order to gd the price; aid. *  is often be ease, 
the quantity could not be disposed of while fresh and saleable Age does not improve anything edible There »  a fens* 
even to ageing Limburger and Rochefotd cheese—where loud smeil giv« some class in the nostril of the epicure, but l hane 
yet to find the first cereal or package foods, or foods sold m any form, that improve by age and the sooner mamdaeane» 
of food-stuffs change their system of quantity pnce and follow the “Square Deal policy of a Battle Creek ceseal be b^ter 
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 “Kellogg ■> Toasted: Cam 
Flakes," (and three other brands*).and others, not one of them crisp and fresh hot Kefin«4 Taamad Cam 
Flakes. Why? Kellogg’s was the only cereal there not bought in qnantwy. Single case purchases « a  i 
on the shelf fresh, crisp, wholesome and appetizing. From every standpoint considering quality; cap®at nr 
warehouse room, the square deal policy is the best and only policy for the Grocer.

*  Names furnished on application.

#  REPRINT FROM “UP-TO-DATE"
EcBfed by J. W . Rittenhome, official organizer of the Retag 
Merchant's Association of Pennsylvania, is, accord»« torts 
official tide “Published in the Interest of the Retail Mer­
chants of Pennsylvania for the purpose of Promoting Or­
ganization and Maintaining in Pennsylvania the largest 
Body of Organized Merchants in the United States.‘ffW /rm rr« A ? v C r

t o a s t e d

.n£ rr PAYS EVERYONE TO STICK TO
9

\J & h r
! TO A ST»

i

Gandi never 
Allowed la 
Gran stale

Sold only js 
the gemmae 
ICeb«r pad

Price the sa  
everywhere 
taeveryhe*

Pays am bom 
profit to the 
grat a r

Bar iced by the 
Kellogg name 
asad repmtatami



A R G O
© Starch©

npHE grocer really 
doesn’t w a n t  

to sell bulk starch.
He realizes the trouble 

and loss in handling it— 
scooping and weighing and 
putting it in a paper bag, 
to say nothing of the little 
broken pieces which settle

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

But what is there to take its place?

Argo—the perfect starch for all laundry uses—hot or cold starching—in the big clean package 
to be sold for a nickel. That’s the answer. ,

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

CORN PRODUCTS REFINING COMPANY
NEW YORK

We Employ No Salesmen 
We Have Only One Price
Yes, we lose some sales by having only one price on 

our safes, but that is our way of doing business and it wins 
oftener than it loses, simply because it embodies a correct 
business principle.

IN the first place our prices are lower because we practically have 
no selling expense and in the second and last place, we count one 
man’s money as good as another’s for anything we have to dis­
pose of.

If You Want a Good Safe—
and want to pay just what it is worth and no more

—Ask Us for Prices

__ |  "lTV __  •  J  i*  Tradesman BuildingCjrand Kaplds ¡Sate Co. Grand Rapids, Mich.


