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« Speak the Good Wor

It isn’t the thinking how grateful we are
For the kindness of friends come to bless
Our sorrow or loss
'Neath the weight of the cross;
It is telling our gratefulness

It isn’t the love that they have in their hearts
And neglect or forget to reveal,

That brightens the lives

Of husbands and wives;
It is telling the love that they feel.

It isn’t the thinking of good to mankind
That comes as a cooling drink

To the famishing ones

Of Earth’s daughters and sons;
It is telling the good that we think.

It isn’t the music, asleep in the strings
Of the lute, that entrances the ear.
And brings to the breast
The spirit of rest;
It is only the music we hear.

It isn’t the lilies we hide from the world
Nor the roses we keep as our own,

That are strewn at our feet

By the angels we meet
On our way to the Great White Throne.

It isn’t the silence of hope unexpressed
I hat heartens and strengthens the weak
To triumph through strife
For the great things of life;
It’s the words of good cheer tnat we speak.

William J. Lampton.
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L Our Brands of Vinegar

Have Been Continuously on the Market
BA® For Over Forty Years

Is this not conclusive evidence of the consumers stamp-
ing their approval on our brands of QUALITY?

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 White Pickling
“OAKLAND” Brand Cider and White Pickling
“STATE SEAL” Brand Sugar Vinegar

Qur Brands of Vinegar are profit winners. Ask your jobbers.

Oakland Vinegar & Pickle Co.  Saginaw, Mich.

The U. S. Courts Have Decreed

that the AMERICAN ACCOUNT REGISTER AND SYSTEM is fully
protected by patents which amply cover every essential point in the manufac-
ture of account registers, and in addition give AMERICAN users the benefit
of exclusive features not found in any other register or system.
These decisions have been mnst sweeping in their effect. They effectual-
,ly establish our claim to the most com-
plete and most up-to-date system and
balk all attempts of competitors to in-
timidate merchants who prefer our sys-
tem because of its exclusive, money-mak-
ing features. Every attack against us
has failed utterly. The complaints of
frightened competitors have been found
to have no basis in law.

OUR GUARANTEE OF PROTECTION
IS BACKED BY THE COURTS

Every American Account Register and
System is sold unaer an aDsolute guaran-
tee against attack from disgruntled, dis-
appointed makers of registers who have
failed utterly to establish the faintest
basis of a claim againstour letters patent.
Here are the vrords of the United States
court in a case recently decided in the Western district of Pennsylvania:
“There is no infringement. The Bill should be dismissed. Let a
decree be drawn.”
This decision was in a case under this competitor’s main patent.
Other cases brought have been dismissed at this competitor’s cost or
witli drawm before they came to trial.

THE WHOLE TRUTH IN THE CASE

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

THE AMERICAN CASE & REGISTER CO.

Detroit Office, 147 Jefferson Avenue, J. A. Plank, (J. A.
Dee Moines Office, 421 Locust Street, Weir Bros., G. A. SALEM, OHlO

A Reliable Name

And the Yeast
Is the Same

Fleischmann’s

Our New
Gold-Finish, Glass-End Scale

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

o 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 meeting with success beyond our
expectations.

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

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

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

Local district sales offices in all large cities.

Moneyweight Scale Co.
58 State Street, Masonic Temple
Chicago

Grand Rapids Office, 74 So. lonia St.

The
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SPECIAL FEATURES.

Knights of the Grip.

3. New York Market.

4. News of the Business World.
5. Grocery and Produce Market.
6. Shanty Town.

8- Editorial.

10. Province_ of Trade Papers.
12. Butter, Egdgs and Provisions.
14. Playgrounds.

18. The New Congressman.

19. When is a Thief?
20. Accounts Due You.
22. Dry_ Goods.

24. Behind the Counter.
26. Woman’s World.
28. Find the Opening Wedge.
30. A New_ Year Present.
31. What Did You Make in 1910?
32. Shoes.
34. Selling by Photograph.
. The Year’s Business.
36. Stoves and Hardware.
38. Just Plain Business.
39. Do Something Different.
40. The Commercial Traveler.
42. Drugs.
43. Drug
44. Grocer
47. Specia

Price Current.
Price Current.
Price Current.

Trade Conditions.

R. G. Dunn & Company’s annual
review of trade discusses conditions
in the different branches of business
and in regard to dry goods and wool-
ens and boots and shoes says:

Dry Goods and Woolens—Pros-
pects in the cotton, woolen and dry
goods markets at the opening of 1910
were very bright, but conditions
arose as the year progressed that
tended to restrict demand and to
create so much uncertainty that the
volume of business became greatly
contracted. In cotton goods the
most important depressing factor was
the abnormally high price of the raw
material and the difficulty experienc-
ed by manufacturers in obtaining
prices commensurate with the en
hanced cost of production. This lead
to a curtailment by producers that
continued to a greater or less ex-
tent from about June to the close
of the year, although in October the
situation became somewhat improved.
This curtailment resulted in placing
the market in a more satisfactory po-
sition, inasmuch as surplus stocks
have been reduced to minimum pro
portions. The prices'of goods were
lowest from April to June, but the
advance that commenced early in the
fall carried values to a higher level,
and prospects for the new year now
appear more favorable. The export
trade was marked by a notable in
crease in shipments of cotton good
to the Philippines, for nine months
amounting to over 41,000,000 yard
as against 17,000,000 yards for th
largest previous full year, but as a
whole exports were smaller than ii
1909.

In contrast to cottons the woolen
and worsted trades suffered from de
dining prices of the raw material
for although the year opened with
wool prices high, quotations later on
fell off, from 10 per cent, on some va
rieties to 20 per cent, on others, am
rhis restficted trade because of the
uncertainty on the part of consumers
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as to the future course of values.
The damage was also affected by
strikes and by a change in style
which decreased the requirements of
cloth for dresses by about 25 per
cent. This necessitated curtailment
of production, which at times was
very extensive. With the advent of
really cold weather, however, an ex-
tremely active demand for overcoat
ings and other heavy goods began
that lasted until the close of the year.
All through the year the clothing
trade bought very closely and mainly
for immediate requirements only, and
the volume of business was decidedly
below that of 1909. During the last
half of the year there was a remark
able revival in the demand for silks,
and at present practically all the silk
mills are very actively employed.
Boots and Shoes. Both in volume
of transactions and in prices the shoe
trade was generally unsatisfactory
during 1910. Business fell oft mater
ially from the closing months of 1909
and the demand during the first few
months of 1910, was slow and failed
to recover any degree of activity
throughout the entire year. Buying
was constantly confined to immediate
requirements, the declining prices of
hides and leather making operators
conservative. While the year closed
with business still very quiet there has
been some improvement over the pro-
nounced dulness that prevailed dur-
ing the summer months, and condi-
tions at present are healthy, there

The Pork Situation.

Some weeks ago immediately fol-j
lowing the elections and the astound"|
ing expressions of sentiment, so-cal-]j
led, by the voters of several states, i
prices for staple provisions, especially
took a sudden tumble, principally.!
however, in the colums of the daily!
papers, and the yellower the papers
the greater the slump in prices, until}
the great army of "downtrod,” to'
quote the form of expression of our!
old friend Devery, in New York, were!
living at a small percentage of their
incomes and putting money
bank at a rate heretofore undreamed!
of.

As a matter of fact there has been!
no change at least, no permanent
change, and the market for provis-j
ions to-day, instead of being lower, isj
.steadily "advancing and each week
sees prices quoted on a higher plane,j
First calling attention to the fact!
that prices along in February and!
March, last year, were about the high-!
Jest ever known, at least, they were
|at a level considered abnormal, wel
now make the prediction that Feb-
ruary and March, 1911. will see prices
as high or higher than they were at
a corresponding time a year ago, and
we suggest that our readers post this
prediction in some conspicuous place!
and be governed by ;t or not, as they
please, but if the prediction comes
[true, they- cannot blame us for not!
having aquainted them with the sit-
uation.

Since, we may say, early in the fall|
|the receipts of hogs throughout the

having been no overproduction and jcountry have been gradually lessening

jobbers and retailers carrying only
sufficient stocks to meet their actual
requirements.

The Boosters of Emmet.

Harbor Springs—The annual ban-
quet, and the election of officers of
the Harbor Springs and
County Improvement  Association
was held at the Opera House, Thurs-
day evening. The dinner was served
by the ladies of Harbor Springs
Grange and the music was by Gard-
ner’s Orchestra. About one hundred
of the live wires of this place
and adjacent country occupied seats
at the table and thoroughly enjoyed
every minute of the three hours pro
gram.

After the election of officers short
talks were made by a number of the
prominent business men, the princi-
pal topic, being the discrimination of
the Grand Rapids and Indiana Rail-
road against Harbor Springs, and a
move will be made soon for better
transportation for Harbor Springs.

The enthusiasm shown at this ban-
quet, by the boosters of Harbor
Springs, indicates continued prosper-
ity for the place, and united effort in
securing additional industries.

|and this is not entirely due to the de-
lay in the arrival of trains from Chi-;
cago. Some people more optimistic |

jthan others were inclined to discount

[very early in November the apparent!
and inevitable shortage in the supplyj
| of hogs, and they insisted that Dec-1

Emmet jember would see a large "throw,” as!

they call it, of hogs, hut December |
has come and gone, and instead of
there being any increase in receipts
the receipts have fallen off. The total |
lreceipt of hogs throughout thej
country last week was ten thousand j
less than for the corresponding week
a year ago. Here is the statisticalj
situation in a very few figures, but
it is too obvious to be doubted or
discounted.

The reason for this shortage :n
receipts is because hogs were not
raised, and the reason why tney were
not raised is because the farmers of
the west have been getting such good
prices for their corn that there was
no inducement to feed it. In other
words, .they would not take the
chance of feeding it. Thy have sold
it at a good, round price per bushel
instead. Farming is no longer a de-
sultory and haphazard occupation in
the west; on the other hand, it is a

in the! swine :

and he

that

if
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KNIGHTS OF THE GRIP.

Michigan Order Meets in Lapeer in
Annual Convention.

The twenty-second annual conven-
tion of the Michigan Knights of the
Grip was held at Lapeer Tuesday and
Wednesday, Dec. 27 and 28. 1lhe at-
tendance was not as large as at some
of the former meetings, hut there was

no lack of enthusiasm and good
Frank L. Day, Director.
cheer. The Lapeer brotners and tnen

ladies were royal in their entertain-
ment, giving tne visiting members
the most cordial welcome and seeing
to their happiness and comfort in
every detail, 1he banquet at the Gra-
i.aiu Louse was a splendid success
and most enjoyable, and the pro-
giaiiinie oi music and speaking that
. u.v.cu u.e menu was ot the highest
order. Toastmaster Sculley made
happy introductions and some of the
boys "countered" hard, but it was all
in fun, and everybody enjoyed the
hits. “Father” Dunigan paid tribute
to “Our Boys,” and "Father” Wittliff
spoke of preparing for the last trip
and presenting a clean order book,
and both endeared themselves to the
hearts of the members by their kind-
liness. President C. H. Phillips open-
ed the banquet with a humorous wel-
coming address. E. O. Wood, of
Flint, gave a masterful talk on "Mod-
ern Business.” The toast of W. S.

Abbott, of Detroit, on The Ladies,
was credited as one of the “finest
ever.” John D. Martin, of Grand

Rapids, in his response, “Smiles,” had
some things to put over on the other
speaker and brought out many
"smiles.” Governor Fred M. Warner
was unable to attend and his place
was filled by C. L. Glasgow, Chair-
man of the Railway Commission.
Lou J. Burch, of Detroit, and John
D. Martin, of Grand Rapids, working
together on the floor of the conven-
tion. offered suggestions, the out-
growth of which will be proposed
amendments to the constitution of
the next convention. One is to change
the time of being an active travel-
ing man to six months, in place of
one year, before being eligible to
membership in the order. Another is
to provide a sick benefit in addition
to the death benefit of $500 already in
vogue, it being the intention to make
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it optional with a member whether
to carry the $500 death benefit, the
sick benefit, or both. Mr. Martin, in
his talk to the convention, explained
that many traveling men were look-
ing for protection while still living
as well as providing for the dear
ones left behind. The members re-
ceived the proposition with applause
and when it is presented at the next
convention all outlined and endorsed
by the Board of Directors it will, no
doubt, be readily accepted. A com-
mittee of five was appointed to take
the matter under investigation and
consideration and report to the Board
of Directors at the Tune meeting. The
Committee consists of John D. Mar-
tin, of Grand Rapids, Chairman, Lou
T. Burch, of Detroit, W. J. Devereaux,

Charles H. Phillips,

of Port Huron, Mark S. Brown, of
Saginaw, and F. M. Van Tuyl, of Bay
City.

The following officers were elected:

President—Joe C. Wittliff, De-
troit.

Vice-Presidents:

First District—J. L. McCauley, De-
troit.

Second
Jackson.

Third District—G. C. Steele,
tle Creek.

Fourth District—F. M. Whitbeck,
Benton Harbor.

Fifth District—A. A. Week, Grand
Rapids.

Sixth District—Alvin Davis, Flint.

Seventh District—B. E. Goss, La-
peer.

Eighth District—M. V. Foley, Sag-
inaw.

District—W. B. Burris,

Bat-

Ninth District—W. D. Barnard,
Manistee.
Tenth District—R. S. Richards,
Bay City.

Eleventh District—Fred C. Richter,
Traverse City.

Twelfth District—W. G. Tapert,
Sault Ste. Marie.

Secretary—F. M. Ackerman, Lan-
sing.
Treasurer—Lou J. Burch, Detroit.

Directors—F. L. Day, Jackson; C.
H. Phillips, Lapeer; I. T. Hurd,
Davidson; hold-over Directors—H. P.
Goppelt, Saginaw; John D. Martin.
Grand Rapids; W. J. Devereaux, Pori
Huron.

The next convention will be held in
Detroit.

Before the adjournment the follow-

Retiring President.

ing resolutions were adopted on the
illness of E. A. Stowe:
Resolved—That the convention of
the Michigan Knights of the Grip, in
convention assembled in the K. of P.
hall, Lapeer, Michigan, miss very
much the presence of one of our
oldest and best friends, Brother E.
A. Stowe, of Grand Rapids, Michigan,
who is now and has been for several
weeks confined to his home by sick-
ness. It is an earnest prayer that
our dear friend be spared and speed-
ily restored to health and his fam
ily. We request that a copy of this
resolution be spread on the minutes
of the meeting, a copy sent to the
Tradesman for publication and one
sent to the family of Mr. Stowe.
John D. Martin,
Joe C. Wittliff,
Lou J. Burch.

January 4, 1911

The convention was presided over
by President C. H. Phillips, and was
opened with prayer by Rev. S. G.
Livingston. Mayor Tucker gave the
visitors a cordial welcome to Lapeer
and President Phillips gracefully re-
sponded, and then business was taken

up. The following committees were
appointed:

Procedure—M. V. Foley, Mosher,
Sculley.

Credentials—Hoffman, Van Tyle,
McCauley.

President’s Address—Burch, Goss,
Martin.

Mortuary—Mosher, Empey, Chas.
Hurd.
In his annual address President

Phillips said the absence of young
blood was a menace to the welfare
of the order. “The average age of
our members is about 45 years,” he
said. “As far as our present member-
ship is concerned that average is
bound to increase yearly, and unless
checked means that inside of a few
years the cost of carrying on insur-
ance will be unbearable. To avoid
this we must have each year a strong
infusion of young blood, and | feel
that this can only be gained by elect
ing a full quota of young, enthusiastic
officers, who will attract a younger
class of men to our membership.”

The report of Secretary Ackerman
showed the total membership to be
1,342, with 57 new members during
the year, 18 deaths, 21 lapses and one
resigned, a net gain of 17; there are
also 66 honorary members. Of the
members who died all but four were
past 50 years.

The report of Treasurer Lou J.

Burch showed:
Receipts.
General fund .....ccovveiiiiiinns $2,088.18
Death benefit fund 9,610.90
Employment and relief 738.52
Promotion fund ... 61.00
Miss Dyer fund ... 132.05
John D. Martin, Director.
Disbursements.
General fund ..., $1,365.14
Death benefit fund ............. 8,945.20
Employment and relief ... 24.00
Promotion fund ... 1.00
Miss Dyer fund ... 132.05
Balance on Hand.

General fund ..o, $ 723.04

Death benefit 665.70
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Employment and relief ... 714.52
Promotion ... 60.00
$2,163.26

Letters of regret were received

from Wm. G. Tapert, Sault Ste. Ma-
rie; Lloyd “Max” Mills, Portland,
Oregon; A. A. Howard, Coldwater;

Wm. Conover, Marshall.
The Committee on Mortuary re-
ported the following as having laid

down their grips:

H. E. Watkins, Sturgis.

M. H. N. Raymond, Grand Rapids.

L. M. Cary, Grand Rapids.

Henry A. Bartlett, Flint.

F. 'W. Thompson, Hillsdale.
» R. B. Hyman, Grand Rapids.

Martin Small, Jonesville.

Jas. McCann, Detroit.

R. M. Surgand, Middletown.

A. E. Siek, Chicago.

M. E. Haram, Flint.

A. H. Bolter, Lansing.

F. W. Goodspeed, Grand Rapids.

A. L. Dore, Chicago.

Fred L. Montney, Saginaw.

Patrick Walsh, Detroit.

J. A. Duncan, Pontiac.

N. B. Carpenter, Grand Rapids.

Appropriate resolutions were adopt-
ed and ordered spread on the rolls.

The election of officers, discussion
of the proposed amendment to the
constitution and plans for promoting
the welfare of the order occupied the
remainder of the session.

If you hear a good suggestion or
read some article that you think is
good, put it in use. Do not wait un-
til it is forgotten.
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NEW YORK MARKET.

Special Features of the Grocery and
Produce Trade.
Special Correspondence.

New York, Dec. 31—The week has,
as usual at the end of the year, been
one of quietude. Stocktaking is in
progress and all hands are taking a
long breath before beginning 1911.
There will be about the usual number
of changes in the jobbing trade here,
and a general feeling seems to pre-
vail that the new year will show de-
cided improvement over 1910, al-
though some of the largest concerns
have been doing about all the busi-

ness they could physically take
care of.

Spot coffee is having a holiday,
and it is thought matters will lack-

animation until it is known just what
will be done with the coffee now held
in storage under the valorization law.
Sales made have been at full figures,
and at the close Rio No. 7 is quoted
in an invoice way at 13J2C In store
and afloat there are 2,895,459 bags of
Brazilian coffee, against 4,386,672
bags at the same time last year. Milds
move in a hand-to-mouth manner,
good Cucuta being quoted at 1454c.
Teas are well sustained as to price.
The demand has been fairly satisfac-
tory and dealers look for a good
Jam-ary out-turn. Stocks are moder
ate. The subsidence of the coffee ex-
citement it is thought will promote
a better trade in the tea market.
Refined sugar is very quiet. New
business is practically nil and with-
drawals under previous contracts

Absolutely Pure
The only baking powder
madefrom Royal Grape

Cream of Tartar

NoAlum NoLino Phosphate

have been very limited.
are 4.80c less 1 per cent.

Quotations

3

no surprise. Creamery specials, 30c:
jextras, 28j4@29c; held specials, 29c:

Rice shows little change, but the jextras» 2S@28j4c, imitation creamery,
trade is confident that with the turn j22@23c, factory, 22i'a2243C

of the year there will be a brighten j

Cheese is fairly active, with :u 1l

ing of business and a revival all along jcream quoted at H”ic, but the quality

the line.
4?24@5/4c.

Spices are firm, although sales in-
dividually are usualy of small lots to
keep up assortments. No change is
noted in quotations.

Molasses is In comparatively light
supply and the demand is moderate.
Prices are well sustained for grocery
grades.
125@32c. There is little doing in svr

K
ups and no changes have been made

in rates
n

Canned goods have been in goon
regyest all a}ong the line and this is
certainly an interesting statement to
make at the end of the vear. when
the usual report is or xtreme quiet-
ude. There has been quite an active
demand for corn and there would be
a good business if the views of buy
ers and sellers w-ere more in bar
mony. Nothing of a really desirable
grade can he bought for less than
80c, and not a few holder- ask 83c.
Tomatoes are well held and the ien-
eral
b. Some packers quote future-
70c f. 0. b., but little, if any. business
has been noted. String beans are
firm and the same may be said or
about the whole remaining hue

Butter has taken a tumble of about

1c and a further drop will occasion

Good to prime centrifugal. iRewanna,

medium being quoted at 16*7? c~t-class dry

Prime to choice domestic. Jnust be fancy to fetch this.

| Eggs are steady. Best Western, 38
@40e; selected extras, :. <;) and
from this down to 30(2)32e: refrigera-
tor stock, 2:Va2Sc.

[ * X *
iBusiness News From the Hoosier
Mishawaka Ezra
has leased the premises

occupied by t e ,a,

[Ior Plian- -ear' ed .
El. f]. snd wifi coftfiuct a

cla: jon s am ‘e neiL
furnishings establishment on the
lines ot a modern departme.it -tor-
Huntington—btock is >eug
iscribed for a co-operam.e grocery
. p gn ,, e Jd Jle

the movement.
50ath Bend — The St. Joseph

I‘Ctountv %avings Bank and t-lr-1e

JToseph County [oan and Tru-t Com

1A opened ' their handsome new

auarters jn r yy Studebaker

tuiiiiuHIg  \*itn rcCceptiL'n

irriena> Ami trd
Tndianapofr- The

-r N

| rowder-Coope"

L., nnrehased the

Baltimpre quotation i- 80c f. )y 3toc” ,y Rinkiev Turner & Brewder

at Iwholesale -hoe dealer- The e« rowd-
|er.roooer sho* Comoanv now con-
|, - . ,ho™- fobbing
[‘ N
i mm”*
\ou
Itug ror

ALL grocers should

carry a Full Stock of

Royal Baking Powder.

It always gives the

greatest satisfaction to

customers, and In the

end vyields the larger

profit to the grocer.



Movements of Merchants.

Grand Haven—S. S.  Smith will
move his crockery store to Belding.

Plainwell—John Poboda succeeds
Bay & Tetzlaff in the meat business.

Lansing—W illiam M. Carr, pioneer
business man, died of paralysis last
Friday.

Ithaca—Vernon Eyer has bought
the drug store of Daniel Alienburg
at North Star.

Plainwell—Bay & Tetzlaff, have
sold their meat market business to
John Poboda.

Clare—R. E. Green, recently of St.

Tolins, has opened a crockery and
bazaar store here.

Marquette—The capital stock of
the Nevada Land Co. has been in-

creased from $100,000 to $200,000.

Bellevue—A. P. Holmes and R. E.
Davison, of Allegan, have purchased
the hardware stock of H. M. Weed.

Augusta—Gavin Pitchie & Sons, of
Battle Creek, have purchased the
bankrupt stock of the Flour & Ce
real Co.

Benton Harbor—August Peters, of
the Peters Music Store, has opened
a branch at Dowagiac, with W. E.
Rextrew in charge.

Manistee—Peterson & Quinn have
formed a copartnership to furnish ice
for Manistee and vicinity. Ice houses
are now being built.

Wellston — The Wellston Trading
Co. has been incorporated to con-
duct a general store, with a paid in
capital stock of $2,000.

Grand Haven—Star M. Long has

bought the interest of his partner.
G. B. Brooks, in the Gildner Hotel
and has taken possession.
Ludington—E. L. Brillhart has
built a large greenhouse and will
grow lettuce this winter and in the
spring will put in flowers.
Elba—John Wailliams, of Lapeer,

who bought the general store of S.
C. Lockwood, will continue the busi-
ness with the help of his son.

Big Rapids—A. V. Young has pur-
chased the C. H. Knapp’s bankrupt
stock of shoes, together with the
fixtures, bidding it in at $2,425.

MICHIGAN

retail dry
authorized
$4,000.

Pontiac—L. McNeil, of Elkton, has
purchased the Thompson grocery and
will add a meat department, doing
lousiness under the firm name of L.
McNeil & Co.

Corunna—Cecil  McLaughlin has
sold his store at Vernon to Burney
& Wilkins, of Detroit, and will come
here to take a position in the State
Savings Bank.

Ann Arbor—L. C. Pray has pur-
chased the interest of his partner,
Charles Miller, in the grocery busi-
ness, the latter retiring because of
being County Clerk.

Coldwater—The Roucher & Moore
Auto Co. has engaged in business
with an authorized capital stock of
$2,000, of which $1,000 has been sub-
scribed and paid in in cash.

Sherman—D. W. Connine & Son
will open a private bank at Wexford
about May 1 and work has already
begun on the two-story concrete
building for them to occupy.

Grand Haven—John J. Boer has
given his son, Henry J., a quarter
interest in his furniture stock as a
Christmas present. The firm will be
known as John J. Boer & Son.

Muskegon—C. A. Carlson, of Cad-
illac, and W. S. Wilson, of this city,
have formed a partnership, to be
known as Wilson & Carlson, to con-
duct a general plumbing business.

Elmira—A. W. Stein will move to
Fenton March 1, having purchased
a new home. He will appoint a man-
ager for the store here and will take
jpersonal charge of the Fenton store

Frankfort—L. E. Vorce has with-
drawn from the Vorce-Frederick
Sayles Company, groceries and meat
owing to ill health. The business will
he continued by the Frederick-Sayle:
Company.

Delta—Freeman Lazell has pur
chased the general stock of merchan
dise owned by his father, the late
Zack Lazell, and will continue the
business at the same location under
his own name.

Battle Creek—W. H. Brown has] st Louis—The Masonic fraternity

sold his grocery business to Billing
ton & Frye and will give his atten-
tion to his creamery business.
Escanaba—Ewert Bros., commis-
sion dealers of Chicago, will estab
lish a branch here with L. J. Ewert
in charge to handle farm products.
Mt. Pleasant—F. W. Carr, engaged
in business here for forty years and
widely known to the trade, died last
week of heart disease, aged 62 years.
Fenton—The Rolland Dry Goods
Co. has engaged in the wholesale and

is about to adopt plans for build
ing a temple and expect to inves
from $7,000 to $10,000 in the build
ing. The plans are in the hands of
F. H. Bernard.

Smith Creek—F. P. Wilson, dealer
in groceries and meats, has merged
his business into a stock company
under the style of the F. P. Wilson
& Sons Co., with an authorized paid
in capital stock of $7,500.

St. Joseph—A new company has
been incorporated under the style of
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the Sieber Oil Co., with an authorized
capital stock of $8,000, which has
been subscribed and paid in in cash,
to sell oil and kindred products.
Hart—C. N. Harris & Co. have
removed their stock of confectionery
and cigars from Shelby to this place
and will consolidate it with the F. N.
Harris & Co. stock, the personnel of
both firms being practically the same.
Manton — The Meyer Hardware-
Company, the oldest hardware com-
pany here, dating back to 1887, has
been closed by creditors and J. H.
Murray, of Cadillac, is in charge. The
failure is attributed to a large amount
of outstanding accounts.
Charlevoix—W inter fishing has be-
gun in earnest. Dealers here had at
St. James alone over twelve tons of
fish of all kinds awaiting shipment
on the first day of the open season,
to say nothing of large catches com
ing with local fishermen.
Muskegon—The Muskegon Con-
struction & Engineering Co. has been
incorporated to engage in the general
contracting, construction and engi
neering business, with an authorized
capital stock of $3,000, which has
been subscribed and $1,500 paid in.
Bay City—Herman Meisel, for five
years in charge of the tea depart-
ment for Gustin, Cook & Buckley,
has gone into the jobbing business,
carrying tea, coffee and spices. With
him will be his son, Frank, the firm
ime being Herman Meisel & Son.
Ludington—The new Mason Coun-
ty Booster Club has elected officers.

President, E. L. Cole; Vice-Presi
dents, Smith Hawley, C. G. Wing;
Secretary, H. C. Hutton; Treasurer.

C. A. Rinehart. The Club has about
fty members, with every township
in the county represented.
Cadillac—The well known cloth
ing house of the L. J. Law Co. is
now the property of W. G. Walters.
After the death of the founder of
this business, L. J. Law, the store
was in charge of the Michigan Trus
Co. and in November was sold to
R. E. Shear and W. G. Walters. Mr
Walters now takes over Mr. Shear’s
interest.

Manufacturing Matters.

Lansing—The capital stock of the
A. Simon Iron Co. has been decreased
from $35,000 to $10,000.

Detroit—The capital stock of the
C. R. Wilson Body Co. has been in-
creased from $250,000 to $750,000.

Chelsea—The Grant & Wood Man-
ufacturing Co., maker of automatic

screw machines, has increased its
capital stock from $1,000,000 to
$1,250,000.

lonia—A. J. Ashdown, Secretary

and Treasurer of the Ypsilanti Reed
Furniture Company, has sold his in-
terest and will go to Detroit to en-
gage in the real estate business.

Detroit—The Carlen & Clark Manu-
facturing Co. has been organized to
manufacture and sell twine holders.
The new company has an authorized
capital stock of $1,000, $500 being
paid in in cash.

Detroit—The Simplex Differential
Clutch Co. has engaged in business
to manufacture and sell automobile
parts, with an authorized capitaliza-
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tion of $25,000, all
paid in in property.

Cadillac—The  Cadillac  Electric
Manufacturing Co. has been incorpor-
ated with an authorized capital stock
of $20,000, of which $10,000 has been
subscribed and paid in in cash, to
manufacture electrical machinery.

Holland—The Holland Sugar Com
pany has just closed its season, it
has been a prosperous one and con-
siderably more beets were sliced and
many more pounds of sugar manufac-
tured than during the season of 1900.

Menominee—The Automatic Weld-
ing Co. has engaged in business to
manufacture tubes and machines for
making tubes. The company has an
authorized capital stock of $25,000,
all of which has been subscribed and
$10,000 paid in.

Detroit—The Fell-Lemen Trim-
ming Co. has merged its business
into a stock company under the same
style with an authorized capital stock
of $20,000, of which $12,100 has been
subscribed, $100 being paid in in cash
and $12,000 in property.

Jackson—The Battery-Ball Manu-
facturing Co. has engaged in business
with an authorized capital stock of
$25,000, of which $22,500 has been
subscribed, $200 being paid in in cash
and $22,300 in property, to manufac-
ture an electrical device.

Detroit—The Bauer Metal Body
Co. has been organized with an au-
thorized capital stock of $55,000 com-
mon and $75,000 preferred, of which
$130,000 has been subscribed, $70,000
being paid in in cash and $60,000 in
property, to manufacture auto bodies.

Detroit—The Marsh Trussed Pneu-
matic Tube Co. has been incorporat-
ed with an authorized capital stock
of $30,000, of which $28,000 has been
subscribed, $3,000 being paid in in
cash and $25,000 in property. The
business office is located at 39 Chene
St.

Detroit—A new company has been
organized under the style of the Steel
Bar Flanging Co. to manufacture, use
and sell structural steel shapes, with
an authorized capital stock of $25,000,
of which $13,000 has been subscribed,
$400 being paid in in cash and $12,600
in property.

Detroit—A new company has been
organized under the style of the
Spring Equalizer Co. to manufacture
devices for equalizing the strain in
springs used in automobiles. The
company has an authorized capital
stock of $5,000, which has been sub -
scribed and $1,500 paid in in cash.

Detroit—The Southern Wood prod-
ucts Co. has been incorporated with
an authorized capital stock of $100,-
000 common and $50,000 preferred, of
which $100,000 has been subscribed,
$50 being paid in in cash and $99,950
in property. Operations will be car-
ried on at Vinegar Bend, Alabama.

Jackson—The corporation known
as the Holton-Weatherwax Company,
Ltd., has divided its business inter-
ests, Harry and Fred Holton taking
the foundry and machine shop, the
water power and the property south
of Liberty street, Andrew Weather-
wax, senior and junior, taking the
mill supply business and the proper-
ty north of Liberty street.

subscribed and



January 4, 1911

The Grocery Market.

Sugar—The market is unchanged
since last week, and from present in-
dications there will not be any
change for a few days at least, but
it is hard to tell just what will hap-
pen, as the advances of the past two
weeks were not looked for by many.
The refiners are having some difficul-
ty in getting supplies, as there is a
shortage in raw stocks and will be
until the arrival of new crop goods
about the middle of the month. The
demand this week has been light, as
some of the grocers are busy taking
inventory and let their stock run as
low as possible.

Tea—There is a strong advance in
Ceylons and Indias. Liptons have ad-

vanced their whole line 2c per
pound. The general market is
strong.

Coffee™—There is no change in the
market. Prices are as firm as ever
and well maintained on all grades.
The holders of stocks are not inclined
to press sales and the demand has
only been of a fair size during the
past month. It is thought that the
demand will be much larger after the
first of January. Reports from Brazil
are to the effect that the market there
is just as firm as ever. The demand
from the retail trade is for a better
grade of coffee than was wanted
some time ago, which is caused by
the cheap grades going so high that
the retailers prefer to try and sell a
better grade of coffee, as the cus-
tomers will be better satisfied.

Canned Fruits—Stocks of nearly all
kinds of fruits are said to be of small
proportions, both in the East and
California, and but very little re-
mains in the hands of the packers.
Prices are unchanged for the week
and the demand is of about the usual
size for the time of year. It is
thought that as soon as the spring
demand opens that prices will ad-
vance somewhat.

Canned Vegetables—According to
reports many of the packers of corn
have sold the most of their 1911 pack
and are not anxious for any more or-
ders at present, this showing the po-
sition of the market, as many of the
wholesalers seem anxious for stock.
The spot supply is still very good
and prices are unchanged during the
past week. The Eastern market
holds firm on tomatoes after the ad-
vance of a few cents per dozen a

eek. ago and the holders seem to
have the situation in better control
than some time ago. The demand is
only fair from the retail trade. The
shortage of cheap peas is being felt
more keenly all the time as stocks are
gradually cleaned up.
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Dried Fruits—The Coast situation
is thus reported by one of the largest
San Francisco firms: “The dried fruit
situation is rapidly getting to a
point where most of the sales must
be confined to peaches and raisins,
and even these two are in a strong-
er position than they have been for
many years at a corresponding date.
Europe has been such a steady buy-
er of prunes since the season opened
that it is believed that the amount
shipped will far exceed any previous
year. It is a conservative estimate
that there is not more than 3,500 tons
left in the hands of the packers on
the Coast. Apricots, nectarines and
pitted plums can not he obtained in
large quantities, while apples have
advanced to a point that almost puts
them in the luxury class with less
than one-half of the amount in Cali-
fornia necessary to supply the re-
quirements of the Coast demand for
the next six months. Present prices
on the Coast are 4c higher on apri-
cots, Ic higher on peaches, 3c higher
on apples, 3c higher on prunes and
about 2c higher on nectarines than
opening prices. Present prices on
prunes, apricots and peaches are
high mark for the season to date,
with every indication of a continued
advance. It is not unreasonable to
expect peaches to record an equal
advance with apples and prunes.”

Rice—Prices have grown a little
firmer on Japan rice and the demand
is reported by some wholesalers
as being very good during the holi-
day season. It is stated that mills in
the South are turning down offers
that were considered good, as they
can not replace the stock at the same
prices as paid some time ago.

Olives and Olive Oil—There is
nothing new to report about the olive
or olive oil market. Prices are firmly
held on both lines and the demand
continues good for the season of the
year, but prices are said to be very
small both in New York and Spain.

Provisions—Despite light receipts
of hogs in Chicago and at all other
packing centers during the last week,
provision prices have shown net loss-
es. Packers were willing to supply
product on the swells and take their
chances of being able to supply them-
selves with hogs later on such a
basis. They have had one season
when hogs were scarce and product
high, and they are not anxious for a
repetition. They are willing to con-
cede the theory that hogs are scarce
—in fact, the movement to market
gives every evidence of it—but they
know of a certainty that buyers of
high priced product are scarcer. It
required a very short supply of hogs

last year to meet all requirements of ] Oranges — California 3
the provision trade and leave a little |and 28Ss, $2.50@2.75: Flo
over. The packing at leading centers jto 216s, $2.25@2.50.

from Nov. 1 to Jan. 1 is now about Pineapples—$4 per case.
440,000 hogs short of that of last Pop Corn—90c per bu
year. The trade hopes for a larger aji@3j4c per ib for she!
run during the remaining two months Potatoes—The market i:
of the winter packing season. Pork 25@3Cc at outside buying
closed at a decline last week of 12*4 Poultry—Local dealers j

@25c, lard 1754@35c and ribs at 1254 hens; 1lc for springs; 7
@15c. roosters; 13c for ducks; 11
Last week's range of prices of the and 18c for turkeys.
principal articles on the Chicago Radishes—40c per doz.
Board of Trade were: Sweet Potatoes—Kiln-dt
High Low 1910 150 per hamper.
Dec. ...$ 9354 s .nti * <92545]
May 9784s 95Ms 97s Ve.teran Travelers Meet.
July - -9454 «02%4 .9354s;] Some time ago a number of the oh
Corn- time traveling men of Detroit met
Dec. 48s 46 4654 One evening and talked over what a
May 495 w74 48545 nice thing it would be to meet one«
July 4954 48154 4934 @ year and have a reunion. Jn~
Oats- with whom the idea started it is har<
Dec. 3154 31 3154 _to tell,_but among the prir_ne mover
May .. - .34H 3354 34 E g:ttltngJ th\j:vml:)attersbgo(;ng'}_| wgls E
. Hart, J. W. Dean, bre . Clar
JuIl°york- 3454 33 3354 "Billy” Baier. J. L McCauley. A. G
Jan. . 19.80 19.20 19.65 McEachron and John B. Kelly
May 1910 183754  18.8254 Ma_ny others worked and assisted ti
Lard- trying to reach as many of the trav
Jan. 108254  10.30 1045 eling men as possible who had bee*
May 104254 10.00 10.20 on the road fifteen years or mor
Ribs- land to in\;]ite them_ to e;ttegd azgan*
lquet on the evening o ec. ;
,J\:Q;/ ’ 1%‘3254 18(253 lgzggj |the Griswold House, Detroit. Abou
' 1100 responded to the call and a goo
The Produce Market. ltime they had. good eating, goo
The local markets are very quiet SP€aking am
this week getting rid of the last ofj the
the holiday stock. On account of the j&lecte
decreased demand for cranberries Hart
they are not able to maintain their j
previous price. Eggs have dropped j .
3c the last week. This is attributed |DIT€ctors,
to the warm spell, and the price isjsom? fror .
expected to rise again with this cold j eJectec! and i
weather. Grape fruit and onions are commerci tl Tra As5
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the only other products that have .
varied. The former are lower andjSlngmg 0
the latter show an advance over last |

week.

Apples — Northern Spys, $1.50@ | The Drug Market.
175 per bu.: Baldwins, $1.35@1.50; I Opium. Morphine and (
Greenings, $1.25: Blacktwigs, $5.50 A (e firm but unchanged.
per bbl.

Oil Peppermint—Is slight!
Oil Wormseed—Has adva
Goldenseal Root—Is high

Bananas*-Prices range from $1.50
@2.50, according to size.
Beans — $1.75 per bu. for hand-

. Mercuri Are all lower
picked. . Balsam Canada—Has
Beets—50c per bit. Pricklv Ash Bark—Is low
Butter — Local handlers quote ivcs. 13 higiber.
creamery at 31c for tubs and for Shi
prints; dairy, 23c for No. 1; packing vanced.
stock, 17c. Jalop Root-
Cabbage—50c per doz.
Carrots—50c per bu. Battle k—The Ga
Celery—20c for home grown. 0., who sesal«
Cocoanuts—60c per doz. or $4.25 er of bread. cake, sweel tats and
per sack. confectionery of all kirn ilso hak-
Cranberries — Cape Cod Howe’s, mg powder, yeast, efc.. merged
$9.50@10 per bbl. its business into a sto<
Cucumbers—$1.50@2 per doz. under the saine style wit 1 author-
Eggs—Local dealers are paying ized capital stock of $50,fl00,
27c¢ f. 0. b. shipping point. $36,000 has b
Grapes—Malagas, $6@6.50 per keg. in in property.
Grape Fruit—$3.75 for all _sizes. tter for the nager to
erHaonr:jeylzClecorpedrarllf. for white clov- ie store in morning
Lemons—California», $3.50@4 per mhout a good  exci

lerks.
box.

Lettuce—15¢c per Ib. for leaf.
Onions—Spanish, $1.60 per crate;
home grown, 85c per bu

Detroit—The Hup

250.000 to $500.000
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SHANTY TOWN.

An .Interesting .Section .of .Old
Grand Rapids.
Wrritten for the Tradesman.

Forty-one years ago that part of
the city of Grand Rapids lying be-
tween Division street and the river,
Market street and Wealthy avenue,

was known as “Shanty Town. The
territory was low and swampy and
subject to frequent inundation by the
overflowing of the banks of the river.
It was occupied by poor people, most
ly Irish. The houses were small and
shabbily constructed: the business
houses were few and small, a black-
smith shop or two, a few saloons and
groceries representing the trade in-
terests of the section. \\ hen the
annual spring freshets occurred the
ground embraced in the district dis-
appeared from view and communica-
tion with the houses, which clung to
their post supports or stone founda-
tions desperately, and the main land
was kept open with row boats. The
passing of boats between Market
street and Wealthy avenue, over Ai-
niv, Calder and Prairie streets, carry-
ing supplies for the water imprisoned
householders was not an uncommon
sight. The most distinguished citizen
of early Grand Rapids, Louis Campau,
lived in a fairly good house located
on the corner of Cherry and Calder
streets, about one block south and
the same distance west of the Lnion
Station. The political activities of the
district were in the hands of the Irish.
“Pat” and John Grady, Tom King,
the Martins, the McGurrins, "Pat"
Brittain, the Berrys and the Sar-
gents, all Democrats. Land was cheap
and this fact attracted the Holland-
ers. A few years later, when John
Steketee took upon himself the politi-
cal management o7 the ward, after
having become accustomed to the
new political coat he had put on upon
abandoning his residence in Grand
Rapids township, and routed the
Irish from the ward offices. Other
prominent residents of the district
were Charles B. Deane, \\ illiam
Riordan, Captain Coffinbury and Den-
nis W. Bryan. Mr. Deane resided
on Ferry street, (afterward vacated
and occupied by the Grand Rapids
it Indiana Railroad) at its intersec-
tion with Justice (now  Ottawa)
street. When the railroad corpora-
tion obtained from the city the right
to occupy Ferry street, Deane ob-
jected strenuously to the proceeding.
Later the railroad raised the grade
of the street, leaving the Deane prop
erty far below the embankment,
when he engaged an attorney and
spent much of his hard earned sav-
ings while working at his trade fts
a wagon maker in prosecuting a suit
in court for damages alleged to have
been sustained through the construe
tion of the railroad. William Rior-
dan owned a little shop and worked
at his trade, boot and shoemaking.
It was located on Monroe street, on
the site of the present Norton store.
He was elected a member of the
common council several terms. He
lived at the corner of Island and
Spring streets—the spot where Cork
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Knott & Co. will have a new building.
His associate was John Clancy, who
commenced his business career in
Grand Rapids as a grocer and saloon
keeper. He acquired great wealth
and when he died his will provided
the money that was used in the erec-
tion of St. John’s Orphan Asylum.
Dennis W. Bryan, fresh from the
mines of the Far West, moved into
the district and invested in the high
lands lying west of Ellsworth avenue.
Having ample means he proceeded
to develop the property and in appre-
ciation of his services to the com-
munity, and to encourage the demo-
cratic principles he professed, the
people dropped Clancy and elected
Bryan an alderman. Clancy did not
approve of this proceeding and
promptly joined the - Republican
party. Bryan bought the Xevius
building and erected one adjoining it
on Monroe street, which, until the
sale of the property to W. S. Gunn,
were known as the Bryan blocks.
The Dutch erected a little church on
the corner of Prairie (now lonia) and
Islands streets, now occupied by the
Lemon & Wheeler company’s store,
and worshipped in it several years,
when they moved into the church
they have since occupied, located on
Commerce street, near Oakes. Be-
fore the Dutch people vacated the
property it was sold to W. S. Gunn,
and was used for giving vaudeville
performances until its destruction by
fire in 1875. On the ground now
covered by the new Hazeltine & Per-
kins company’s new building a man
named Clement operated a small soap
factory and on the land where the
Coliseum stands there stood a small
tannery. With the advent of the
Grand Rapids & Indiana and Grand
River valley railroad (now Michigan
Central) the district began to im-
prove. The construction of the rail-
road tracks necessitated the raising of
the street grades and the lots of
private owners and gradually the
overflows of the river ceased. C. C.
Comstock purchased a part of the
swamp lying between Wealthy ave-
nue and Goodrich streets, west of
Spring, and established a lumber yard
and warehouse. He purchased a
number of freight cars, which were
shunted on to sidings connecting his
warehouse with the main lines of
railroad and loaded the same with
the various products of his various
factories to be transported to all
parts of the United States. Tt is said
Mr. Comstock was the first owner of
freight cars used in a private busi-
ness. Their operation failed to yield
a profit however, as the cost of haul-
ing the cars back to Grand Rapids
empty was as great as drawing the
same out loaded with goods.
“Shanty Town,” now the wholesale
district of the city, owes its growth
and prosperity to the railroad corpor-
ations. A vast swamp was converted
into a great commercial center
through their enterprise and liberal-
ity. Arthur S. White.

Have you a mailing list? If not, the
sooner you get one and use it the
sooner your profits as well as the
business will increase.

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

President Black, of the Flint Board
of Commerce, has named his com-
mittees for the year and the matter
of securing a permanent salaried sec-
retary to direct boosting operations
for the year is now being considered

Joseph P. Tracy, of Chicago, an
expert along promotion lines, has
been engaged as Secretary of the

Saginaw Merchants and Manufactur
ers’ Association at a salary of $5,000
per year. Saginaw added some fif-
teen new concerns to its industrial
population during the past year and

expects to do better than this in
1911.

The Commercial Club of Kalama-
zoo is investigating three industrial

concerns that are said to be desirous
of locating there.

The annual banquet of the Lowell
Board of Trade will be held Jan.
24. This year the ladies will attend.

Big Rapids is discussing ways and
means for securing an automobile
manufacturing plant now located in
Chicago. The company is now em-
ploying 100 hands and wants to leave
Chicago chiefly on account of labor
troubles.

Sturgis has secured two new in-
dustries during the past year and
about 100 new residences have been
erected.

Kalkaska’s Board of Trade is now
fully organized, with James Greacen
as President and Irving M. Clark as
Secretary.

The Transportation Bureau of the
Commercial Club, Kalamazoo, which
was formed a month ago, now in-
cludes in its membership twelve of
the large shippers of the city. The
Bureau is under the supervision of
Secretary J. D. Clement, of the Club.

The Boyne City Board of Trade
is taking up the good roads question
and the Supervisors of Charlevoix
county have been petitioned to sub-
mit a county roads bonding propo-
sition to the people at the next elec-
tion.

The Manistee Board of Trade has
approved the plan of awarding to the
Manistee Iron Works $20,000 in city
bonds to aid in the enlargement of
this industry. The company agrees
to build a big addition to its plant
and employ 200 additional hands.
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The proposition will now be submit-
ted to the Common Council.
Almond Griffen.

A Breakfast Lyric.

The turkey is toothsome, the oyster is
good,
The salmon is truly delicious;
The lobster and crab are as
when cooked .
As alive thely are ugly and vicious,
A cutlet of Tamb and a dish of green

charming

eas
Are pfit for an epicure’s dinner.
And bluefish, when baked, with a sauce
of mushrooms, .
Is always a sure enough winner.

The terrapin tempts
your coin, oo

So dainty and rich is its flavor;
A saint on a fast day would fall for a

you to squander

00se,
wm? onion to heighten its savor,
And even a Fletchente, simple in taste.
His praise of fried chicken must utter,
But give me a plateful of griddle cakes

brown, i X
When smothered in sirup and butter!
—Miinna Irving in Leslie's.

This is a good time of year to hold
coffee demonstrations, especially in
the small town, as the farm trade
comes to town oftener than at other
times during the year.

Are you using a table to display
the odds and ends of your stock on?
If not, do it at once, as it is a win-
ner and you will have a much cleaner
stock of goods.

Are there many things that you
would like to do if you had the time?
Svstem saves time.

*JO si
Your >

Customers

ask your advice on
matters of food pro-
ducts. You want to
be posted, don’t you ?
Then study the “fol-
lowing. It’s in-
structive.

V

Minute Gelatine (Flavored)\

is made from the highest quality of
gelatine-other kinds may use a cheap-
er gelatine as colors and flavors can
conceal its inferiority. In it the most
expensive vegetable'colors are used-
others may be colored with cheap
vegetable “or coal-tar_colors. True
fruit flavors are used. They cost more
but they are better. -Artificial, ether-
eal flavors are found in others. They
are cheaper and easjer to get. ilinute
Gelatine(Flavored! is made to sell on
quality —ot by advertising or low
prices only. on’t take it that all
other flavored gelatines have all the
bad points mentioned. Most of them
have some. None of them have all
the good points of Minute Gelatine
(Flavored). Decide for yourself. Let
us send you a packa‘ge ree and try it
beside any other flavored gelatine
Wu may select. That’s fair isn’t it?

Vhen writing for the package please
give us your jobber’s name.

MINUTE TAPIOCA CO.,
**e W. Main St., Orange, Mass.

W orden Cirocer Ddmpany

The Prompt Shippers

Grand Rapids, Mich.
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What Are the Opportunities For the
Women in Pharmacy?

Among other occupations and pro-
fessions, that of pharmacy has, in a
measure, opened its doors to women,
particularly in this country. They are
admitted to membership in the phar-
maceutical associations and enjoy all
the privileges attendant on member-
ship. In England women pharma
cists were not admitted to member-
ship in the British Pharmaceutical
Association, according to a recent
journal, until about 1880 (although by
the same authority they were not ad-
mitted to the American Pharmaceu-
tical Association until about 1886),
and the English Chemical Society is
only now taking steps to render
women eligible for membership.

In Switzerland women are allow-
ed to practice pharmacy, but in Ger
many they are barred from the pro-
fession. In Cuba Governor Magoon
has been requested to debar women
from government employment on the
ground that it has a tendency to low-
er the status of women.
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ble example of a successful woman
chemist and bacteriologist is Dr.
Mary E. Pennington. She has her
own food laboratory in Philadelphia,
but is employed by the Department
of Agriculture under Dr. Wiley, and
has for the past four years been in-
vestigating cold storage conditions of
food.

In Texas, while it is difficult to get
a position without experience, when
women are employed they are liked
as well and sometimes better than
men.

In California it is said to be com-
paratively easy to get practical ex
perience and that women pharmacists
are never out of work for any great
length of time.

Some of the women pharmacists
who were interviewed seemed to
think that men pharmacists make a
mistake in assuming that they are
not willing to do all kinds of work
which they are physically able to do.
Of course, it is impossible for a
woman to do lifting of heavy boxes;
this is man’s work, but the girl who

Women are repeated” urged to en- Igoes into a store where she must or
ter pharmaev as being a profession |is allowed to do all of the apprentice

and business for which they are well
fitted in many wavs.
ter the colleges on equal terms with
men students, they are well treat-
ed when there, but after graduation,
what? Ts it easy to obtain a situation
in a retail store, both before and aft
er graduation? Ts the employment ol
women as clerks encouraged by phar-
macists? Does a woman have a
chance to put up prescriptions and
thus use her professional knowledge,
or is she employed simply as a
saleswoman as is the girl in the de-
partment store? How can she obtain
her practical experience? It was to
find an answer to these questions that
I made an effort to interview by let-

ter both men and women pharma-
cists.
Very often, when a young man

takes up pharmacy he does it be-
cause he must do something for a
living and pharmacy looks about as
good to him as anything else. When a
girl decides to study pharmacy she
generally does so because a pharma-
cist is what she wants to be. Phar-
macy is to some women a stepping-
stone to the study of medicine, where
there is a peculiar place for them.
Women’s medical colleges have been
established, and a walk along the
streets of our cities will prove, by
the number of women doctors’ signs
that they are taking advantage of
their opportunities. Pharmacy may
also lead to the profession of chem
istry, and a pharmaceutical chemist
has a very wide field. It is strange
that more women do not take up this
work.

A prominent educator along the
lines of bacteriology and pharmacog
nosy was asked about the probability
of success for women in these branch-
es of work, and replied that he has
had women in both classes, and a
larger percentage of them have
shown an aptitude for the work than
men, and that the opportunities are
probably just as good for the women
as for the men in this work. A nota-

work that she is physically able to

They may en- do is going to be the better pharma

cist. 1 have had girls tell me that
they wanted to do everything possi-
ble so as to become acquainted with
all the details of the business. One
stated that she was once employed in
a store owned by a woman, and at
one time they were left without a
man clerk. This store did a consid-
erable shipping business, and all the
women pitched in and nailed boxes
and did everything else the man was
accustomed to doing, and she said
they enjoyed every minute of it. Evi-
dently the time-honored joke about a
woman not being able to drive a nail
did not apply here.

I think a successful woman phar-
macist of Texas struck the keynote
of the matter when she said: “It is
rather hard to get work sometimes,
for men do not seem to know what
experienced, competent women can
do. We find in our own store that
it is the one who knows the business
that our customers want, not only in
prescription work but in all other
kinds of work in the store, and the
men are often ‘passed up' for the
women clerks. We think stores are
just as incomplete conducted by men
alone as those run by women only."

The hospitals have played a large
part in the development of women in
pharmacy, and | believe the day o?
the woman pharmacist will be hasten-
ed by the encouragement given by
these institutions. Of course this en-
couragement is not disinterested, but
it will serve. As to the work, | do
not believe a woman could have a
better position nor one more suited
to her abilities than this. The hours
are short and she is in a great meas-
ure independent and her own "boss,”
which is a desideratum. She has also
ample time for research work, if she
is so inclined.

As to the wages paid women
clerks, I think it is true, but not
more so than in the majority of oth-
er occupations, that women are not

to

paid as well as men. Shorter hours
and lighter work are factors in a
woman’s earning capacity, although
some pharmacists have stated that
they would pay a competent woman
as much as a man. In some cases, how-
ever, the reverse is true. Whether
they had employed one or not, all
agreed that as a prescription clerk a
woman would be very satisfactory,
and those who had tried them were
unanimous in their commendation,
some even waxing enthusiastic. One
man said: “Behind the prescription
counter she was most careful and ex-
tremely accurate. Altogether [ have
always considered her one of the best
clerks ever in my employ. | hope that
you will be able to give the woman
clerk a boost.”

Another employer writes of his
woman prescription clerk that he has
room for more of the same kind if
they can be found.

Another gives as his experience:
can truthfully assert that in the
twenty years spent in my own phar-
imacy | never felt so comfortable and
well satisfied with any other of the
|brood of clerks that had come and
Igone. She became efficient at the
prescription counter: that department
had never been cleaner and more in-
viting in appearance, and apologies
for the condition of things when a

“

physician invaded that section wer-
not required. Women customers ask-
ed for her: in a few instances only

men objected, but they were so rare
as to cut no figure. Children were
always delighted to have her wait on
them. She took great delight in trim-
ming windows and fixing up show-
cases and in keeping things in that
shape in which a good housekeeper

delights. To-day this woman is in
possession of her own neat little
pharmacy in a small but growing
community, it is comfortably stock-

ed and out of debt. Any 'mere man
who should attempt to open up in
that community would soon discover
that all the trade worth while was
preempted by The Woman in Phar
macy.””

Another: ‘f would prefer a woman
at the prescription case, first, because
she is more likely to have her mind
on her work—then she is neater on
the average; besides, her hands are
steady in the morning and her head
more likely to be clear. My experi-
ence, extending over more than forty-
five years, has given me ample reason
for this conclusion.” Several other
pharmacists expressed practically the
same opinion.

The majority seem to think that
she would have a moralizing instead
of a demoralizing effect on the men
clerks. As one man put it: "If she
is the proper person she will have a
tendency to put the men on their
good behavior: otherwise she is an
impossibility in the store and use-
less.”

A prominent western proprietor
says: “My experience with a woman
in the pharmacy was that it gave
the place a distinctive dignity, an at-
mosphere of something that an old
bachelor like myself cannot exactly
define.”

V

| think the women pharmacis
who have arrived are overfookir
one opportunity of advancing the
cause, and that is the attendance
and active participation in the annu
meetings of the State and Marion
Associations. They are far behir
their sisters in other professions
this respect, especially of the medic
profession. The women of San Fra
cisco and the Pacific coast have
Pharmaceutical Association
own. This is all right as
goes, but all women conne
pharmacy should affiliate r
with the associations, boti
and State, where they will
contact with the leaders in
and keep in touch with wha

done in the pharmaceutii
outside of their own place
ness. There are some i

women on the membership
how often is the name of
seen on the programme of
he read at any or the meei

In conciusion, there doe:
be among the rank and file
gists a prerjudice against th
ment of women clerks. The
they are in favor of them, h
ally the mmajority of them
They sav thev think women

store would be all right
other druggist, who has
better locality, etc. ft is

more progressive, more et
macist, who is not afr
against established custom
willing to give women a
obtain a foothold, so %h
prove her fitness or unntn
profession, and it is almo
true that the women so
that the \vomer!; wh
—ha-ve flemr>nsirated t
equaf chance*with men

of rjmg-store work.

the woman is empio
wanting, she; should hi

as a man wonlcf he.

| believe that as the wo tan pr<
herself valuable and the
realizes her value as a bus
the prejudice now existing
ally wear away. There is
for a limited number of w<
of the right kind, but the indiscrimi-
nate encouragement of any consider
able number of young women to go
into pharmacy at the present firm-
and so produce an over-upply is un-
wise. Let them be few but good.
Only those should be encouraged to
contintre that show an aptittide for
the wrvrk so that they will be suc-
cessful and satisfac:tory ami thu- pav m
the way fe>r the larger numb.er to
come diter them in the future. Pro
fesSors in calleges of pharmacy hav-
this priwer to weed out to a great
extent.

There is no place in pharmacy for
the frivolous, trifling, and uneducated
girl, but if the earnest and serious
women pharmacists of to-day quiet! ¢
and efficiently demonstrate, as they
are doing, their fitness and capability,
they will be accomplishing more for
the cause of women in pharmacy than
by anything else they can do.

Mrs. Chas. FT. LaWali
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PANAMA CANAL TOLLS.

Now that the time when the Pana-
ma Canal will be opened to commerce
is within measurable distance, the
matter of the tolls to be charged
shipping passing through the canal is
claiming some attention in European
shipping circles, as well as in this
country. Some people are advocat-
ing that no tolls be charged and that
the United States government bear
the whole cost of the fixed charges,
as well as the cost of operation. It
is difficult, however, to imagine that
the American people, after spending
the immense sums that the comple-
tion of the canal is certain to cost,
would be willing to bear in addition
the whole cost of maintenance for
the convenience mainly of the com-
merce of other nations.

The canal is expected to cost not
less than $400,000,000, and it is esti-
mated that the fixed charges for in-
terest and maintenance will amount
to $1'5000,000 annually. There s
naturally no hope that the earnings
of the canal during the first few
years will amount to anything like
the annual charges and cost of main-
tenance. Still the people of the
United States, with whose money the
canal is being built, have a right to
expect that all commerce that en-
joys its benefits should pay a fair
proportion of the cost of operation.

The Suez Canal, which aside from
the trans-continental railroads will
he the principal competitor of the
Panama Canal, charges a toll of $1.40
per ton. Whether that be the toll
fixed for our canal or not, it is clear
that during the first few years the
returns can not possibly pay the cost
of maintenance, much less the total
fixed charges. The Suez Canal was
thirty years old before the tonnage
passing through it reached 10,000,000
tons in a single year.

For a long time after the canal i
opened to commerce the vast bulk of
the tonnage using it will be foreign;
in fact, aside from our warships the
American tonnage passing through
the canal will be for some years at
least insignificant. There is no sound
reason why this country should make
the passage of the canal free to for-
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cost of maintenance, plus the fixed
charges, on our people, when our own
shipping will provide but a very small
portion of the total tonnage benefited.

The bearing of the initial cost of
the canal, as well as the deficit in the
cost of maintenance, plus the fixed
charges, compared with the tolls re-
ceived, is a sufficient gift to the
world’s commerce without assuming
in adition in perpetuity the cost of
running the canal. By all means we
must exact a reasonable toll and exact
it impartially of the shipping nations.

FOUR-YEAR TERMS.

The question of four-year terms
for most of the officials now elected
bi-ennially seems to be the sub-
ject of increasing consideration by
thoughtful people in various states. It
may be taken for granted, or at least
successfully  contended that the
growing conviction among those who
pay the election bills—the taxpayers
and business interests affected by the
bi-ennial off-year disturbance and the
presidential quadrennium  proceeds
from a belief that the standard of
effieiencv and integrity among pub-
lic officials is constantly rising and
has now reached a point despite con-
spicuous exceptions, where the peo-
ple may safely make their choice for
four years instead of two.

It has not been so very long since
many public officials, especially in
cities, were elected annually, pos-
sibly on the theorv that mistakes
made could be rectified more easily
in one year than if the official was
elected for a longer period. Few
would advocate to-day a return to the
annual election system, and it is but
logical that the same argument
should prove forceful in the matter
of another doubling of the tenure of
office. There is no good reason, giv-
en a capable list of candidates, why
thev should not be universally elect-
ed for four years, instead of for hall
that period. One can not argue very
far on the subject without insisting
that efficient candidates are a con-
dition precedent to all elections.
Many of the states now elect their
governors for four years, and the ten-
dency is constantly in this direction.

Business interests would certainly
welcome a change which would re-
move the bi-ennial congressional dis-
turbance from business conditions,
most people, if they stopped to think
of the matter at all, would probably
agree that by exercising a little more
care in selection all officers now elect
ed for two years ought to be elected
for twice that number, thus concern
trating into one year in four the tur-
moil and upheaval incident to elec
tions national in extent and signifi
cance. The progress made in this di
rection is certainly encouraging for
further advances of the same kind.

A good advertiser invariably has :
ood business because his advertisini
is nothing more or less than th
printed news covering his store s ac
tivities.

W hatever else we fail to be thank-
ful for. for goodness' sake, let’s not
forget to be thankful we are not like

eign shipping and saddle the wholel|the other fellow.

CHOKE THE WEEDS.

A duel between boys as the result
of reading cheap novels is one of the
news items in the recent papers. With
the best of reading matter in abun-
dance and almost as cheap as the
poorest, it is passing strange that ju-
venile taste should be so perverted.

The farmer once fought Canada
thistle and kindred weeds by pulling
them out. He has now found that it
is much better to choke them out.
Accordingly he tills the soil thor-
oughly and plants good seed in
abundance. The result is that the
weeds have no room to grow. They
are literally crowded out, and the
survival of the fittest solves the weed
problem.

The question of reading may be
solved in nearly the same way. |
there is a sufficiency of good, whole
some reading the normal system will
no more call for the dross than will
the physical nature be satisfied with
chalk when the body is properly
nourished.

The law of prohibition is not nec
essary if there is an abundance of
the proper material. If the boy
craves  sensational stories, the
goody-goody Sunday school ones
will not prove an acceptable substi
tute: but there are plenty of whole
some, stirring tales which may b
safely entrusted to him.

Read with him if need be for
time a good story of adventure; sup
plement it with some of your own
personal experiences or those of ac-
quaintances. Note the points which
interest him and base future selec-
tions upon these. If you have not
the time to devote to a criticism of
juvenile literature, or feel inadequate,
there are a number of periodicals

mhich may be safely trusted to do the
fork, as well as an infinite number
if books. They are much cheaper
than bad habits. A well filled case ot
carefully selected books will shut out
trashy reading.

“LET US HAVE PEACE.”

Andrew Carnegie’s latest gift to
humanity of over $11,000,000, with a
iew to establishing a plan which
hall abolish war among the nations,
marks a new epoch in the history of
civilization. Just how the funds will
be applied is not vet clear even in
the minds of those most directly as-
sociated with the new commission,
ret the results to be accomplished are
so clearly defined that the way' lead-

g to them will be duly shown.

It has been the wish of our great
rnen from Washington down that war
be averted. They fought not from
choice but from necessity. As a na-
tion among nations we are progres-
sive. Moral and legal arguments are
growing more and more to supersede
pugilistic encounters. If individual
differences can be settled in a more
humane manner, if civic disagree-
ments can be adjusted without butch-
ery, why not employ civilized meth
ods between nations?

Mr. Carnegie computes that 70 per
cent, of the taxes collected in this
country are spent on war or pensions
connected with it. This expense
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transferred to the educational funds
would endow our schools and col-
leges with a liberality never thought
f by a Rockefeller. It would build
libraries in every hamlet. It would
place the worthy pauper on a seif
supporting basis. It would build good
roads. It would—but why consider
farther?

“But,” says Mr. Carnegie, “we must
look above the mere money cost of
war to effect its abandonment as
ong as the yearly increase of the
national wealth of the nations is so
enormous that means will always be
forthcoming for war.” The moral
principle is the all-powerful one, and
may the peace foundation hasten the
millennium!

IMPROVED SHINING HOUR.

The eight-hour day movement has
just received a severe setback as the
result of an experiment tried by the
New York Telephone Company,
which recently reduced the working
hours of its 7,000 “hello girls” from
nine to eight. Within a very short
time 200 of the girls had become
brides, and the company, in self-de-
fense, has been compelled to restore
the nine-hour day. Probably the val-
ue of time has never been more strik-
ingly illustrated and the incident
forcefully verifies the old adage that
one “never knows what an hour will
bring forth.”

The telephone is an indispensable
part of the modern business system
and until a girliess “central” has been
invented the young women who pre-
side at the conversation table will
probably have to pay the penalty of
the manner in which their New York
sisters improved the shining hour
which the unsuspecting company pre-
sented to them. The disquieting spec-
ulation suggests itself, however, as to
what would happen if the working
hours were reduced from nine to
seven. Would the increased demand
for orange blossoms enhance the val-
ue of California fruit lands, or would
a reaction set in and the flood of
brides be stemmed before the supply
of bridegrooms was exhausted?

There is wisdom in joining a reta:l
merchants’ association, but do not
think that it can run without the as-
sistance of you or your dues. Pay
dues promptly, as they are going for
a good cause.

If certain seasons of the year per-
sist in being dull with you, see if you
can not put extra pressure on sales
f articles that are seasonable atthat
time.

To have customers satisfied so they
will come again sell them what they
want rather than what suits your own
taste, but see that it pays a profit.

Do you always try- to make the ac-
quaintance of all newcomers to you»-
town? It may get you more cus-
tomers if you do.

Goods are judged nearly as much
by the manner in which they are
shoven up as by their quality.

Most of us prefer describing th;
way to heaven to walking in it.
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TAGGING HUSBANDS.

A tale of cruelty whose ingenuity
makes it all the more diabolical
comes from New Jersey. The worn
en of the Mosquito State have pre-
pared a bill to be submitted to the
next Legislature providing that all
married men shall wear thumb rings,
in order that the world may know
their exact social status. Strange as
it may seem, this proposition does
not come from the maids or widows
who have been flimflammed by flir-
tatious benedicts, hut from the wives
themselves. According to present
plans, the bill will be introduced in
the Legislature, if there are any bach-
elors in the body to father it, and
it is said the husbands will have to
pass it to keep peace in the family.

It will not be pleasant for the mar-
ried men to wear rings on their
thumbs, of course, but that is better
than some of the savage tribes of the
earth prescribe for personal adorn-
ment. The husbands may congratu-
late themselves that the law does not
provide for nose rings or even ear
rings.

The thumb has for many centuries
been the token, the sign manual as
it were, of submission and of authori
ty. Long before Siman said thumbs
up and long before the Roman au-
diences saved or doomed the gladia-
tors by the elevation or depression
of the thumb, this member has been
of sinister significance and of para
mount importance in the family cir
cle. To be *“under the thumb” is
proverbially to be in a state of sub-
jection, and now for husbands to be
hourly and everlastingly reminded by

statute of this condition would be
tough, to say the ieast.
A loophole for the sunshine of

hope is left the New Jersey married
men, however, in the chance that the
law may be declared unconstitution
al, on the ground that it is cruel and
unusual punishment, that it does not
fit the crime and that no man can
be compelled to incriminate, expose
or humiliate himself.

TOO MUCH GRIT.

In an emergency case a call was
made upon the nearest physician in
stead of sending for the regular, one.
‘Better employ your own doctor,”
was the speedy response of the M.
D. over the phone. It is needless
to say that the regular man was sum-
moned without parley.. It is also
scarcely necessary to add that sorm*
of the curt doctor’s firm friends were

shocked and displeased with his
method.

What if he were in the right re-
garding personal troubles! He was

called upon to relieve suffering. To
refuse to do this seemed a violation
of his trust. With humanity suffer-
ing it scarce seems just for old feuds
to be threshed over. How much
better to pick up the medicine case
and do the best possible, even al-
though the case comes through acci-
dent rather than choice. Make the
best of it, as your patron is doing. It
may make friends for you in the end;
and the reverse course will only
multiply your enemies.
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The medicine man is not the only
one who may be asked to swallow
his pride and serve those who come
to him only when more agreeable
sources fail. What is the difference!
The wisest way is to treat such cus-
tomers as though nothing had hap
pened. Be civil; be just. A violation
at either point is sure to reflect un-
favorably. You may feel that Brown
comes just because he has had a dis-
agreement with the other store; that
Mrs. Briggs will surely find fault with
your weight in sugar. Treat them
both as though you had no thought
of dissatisfaction. You may not se-
cure peace from the warring custom-
er, but you will not have stirred up
enmity in another source. Grit is a
first rate article to carry; but there
is such a thing as having too much

of it. When others call upon you
take them at their word and let the
real motive, if adverse, come out
through their own acts and not

through yours.

WHAT IS IN THE EYE?

Did you ever try to look a wild
beast in the eye? Even the lion, bold
and majestic in its bearing, evades
your effort, and even if you chance
to get within its range of vision the
focal point is suddenly extended so
that the animal is not looking at but
past you. With only evil thoughts
regarding you, it can not look you in
the eye.

There is much in the human eye—
more than we are apt to realize, yet
to the student of human nature this
is the key to the soul. Tf a witti-
cism is perpetrated in your presence
you instinctively look into the eye
of the speaker to divine his purpose.
If there is an expression of disap-
probation his eye tells better than
words the extent of the dissatisfac-
tion. Tf there is only silence the lan-
guage of the eye is still powerful.

It is a poor rule which does not
work both ways, and the language of
your own eye may be just as intelli-
gible to your patron as is that of his
to you. Is yours an eye beaming with
good will and the desire to give every
possible favor? Are you striving to
give honest measure, good goods, full
value? Are you trying to make bar-
gains which will result in mutual ad-
vantage? Can you look your cus-
tomer squarely in the eye and say
that you would do so and so if you
were in his place?

Are you not only sincere but alert
to duty? Do you see what is really
essential to the welfare of your pa-
tron? Tf there is a flaw in the goods
are you in a position to detect it?
Are your eyes open at all hours? Are
they full of enthusiasm or fixed in a
vacant stare? It is the eye which
beams with intelligence that com-
mands attention; the one which can
look into another without flinching
that inspires confidence; the one
which has in it the touch of sympa-
thy that impresses us as being of the
highest type. Truly, the eye speaks
with more eloquence than the mouth
and with more frankness.

When a sin suits us it usually be-
comes insignificant.

|every one which you

GOOD ENOUGH.
Compare the average local paper

But satisfaction, the re:
progressive. Macdonald

with the trade organ on any line you jone ought to be satisfied w

choose. The one is tame and com-
monplace; the other bright and orig-
inal.  You have seen the picture of
the same shoe in the country paper
for years—perhaps with the Cuban
heel added as an afterthought: but it
is just a plain black shoe, with noth-
ing to indicate that there is anything
of interest to be said on the sub-
ject save that Brown has the best
and the cheapest shoe in the city.
But turn to the trade paper and the

whole thing is changed. There are
artistic combinations, bright and
pithy sayings, arguments by the

score, but all in a nutshell, and you
realize as never before that the prosy
affairs passed off as advertising by
the local merchant are as far from
the real article as Neptune is from
the sun.

The would-be artist studies the
work of the masters. If the adver-
tiser who is satisfied with his good-
|enough work would but resort to a
little of this sort of educational exer-
cise he would soon realize his lack.

He should remember that “If it re-
quired no brains, no nerve, no ener-
gy, no work, there would be no glory
in achievement.” If he has no enthu-
siasm on the subject which should be
of vital Importance to him the case
is well nigh hopeless, “ideas go
booming through the world louder
than cannon." But if his ears are so
muffled that he is stone deaf they

will not make the slightest impres-
sion.

The man who goes 01 the
way, thinking that the

yesterday are good em
day and to-morrow wi
Ithat the back number-
|ing ranks pile up more
do the old styles In hi-
magazines. He who igi
Ideas will be just as ab<
she in the hoop skirt of

SATISFACTION.

We may not believe in New Year
resolutions, but to every thoughtin
person comes the inclination to look
both backward and torward. W hat
have we done? What can we do.'
What were the mistakes: what the
chances for improvement." Without
the retrospective glance experience
availeth not. Without the one in ad-
vance there is lack of aspiration.

Satisfaction is in one sense a price
less gem; in another it is quite the
reverse. Some one has asekd if we
ever knew any one with whom we
would exchange places. While the
question seems foolish In the extreme
on first thought, is there any othei
person whom we should rather v
than ourselves?

We may think, too. of how many
things there are for which we ar*
thankful—and these number many
more than those which we lack. 1
you doubt this just see how many
things which you desire could be
willingly taken in exchange for thos*
now possessed. You will at one«
bring to mind ten with which yov
can not bring yourself to pat
really w

jperfect.” With this fact
the conditions which pre
become incentives to beti
the end of the year. “Er
life,” says Raskin, “leave
of it interwoven forever i
;of the world.” The fabric
are weaving may be fair
Icapable of improvement.

lin our character may be 1
iThe warp may be of finei
jtrous material. The s
Imay be spun more evenly

jwith a steadier hand. T
tion of well doing shou
jskill, the power and tin
Iplace the mark still high

THE RULING PASSION.
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PROVINCE OF TRADE PAPER.

Its Aim Is To Help, Encourage and
Stimulate Its Constituency.
Wrritten for the Tradesman.

Until comparatively recent days the
province and tremendous importance
of the trade paper had not dawned
upon the world. The rapid growth
and development of trade periodicals
silently, to be sure, as substantial
growth usually is—hardly attracted
the attention of men outside of those
industries and commercial enterpris-
es which the trade paper directly or
indirectly affected. Ihere were those
who made the not infrequent error
of condemning a good thing before
they heard.

But in spite of the ignorance o!
those who never had occasion to in-
form themselves upon the real scope
and mission of the trade paper, and
in spite of the cynicism of those who
spoke out of the fulness of their mis-
apprehension, the trade periodical has
gone right on developing its distinc-
tive field and gradually proving itself
to be an indispensable factor in the
commercial machinery of this mod-
ern era. Apropos of this point,
Frank Markward says in Advertising
and Selling, “Its position is a col-
lateral unit in the link that demands
co-operation between manufacturer,
retailer and consumer to secure not
alone the best but the speediest re-
sults.”

The trade periodical’s purpose in a
word is—service. It wants to say
tries continually to say—and suc-
ceeds in saying—just the things that
are best adapted to help, to encour
age and to stimulate its constituency.

It is prodigiously and intensely in
earnest. Above all it is practical. Of
every contribution which comes to
the editor's desk—and, believe me,
they are many during the course of
a twelve-month—he says: "Where is
the kernel of the message in this
contribution? Is there anything new
in this article? Anything that has
not been discussed recently in our
columns? Has the author a clear-cut
and incisive word? Is the manner oi
it such as to grip the attention of
the busy retailer?"

There are many contributions that
do not come up to these require-
ments. They must be returned to
the writers. In themselves they may
be clever. Insofar as literary excel-
lencies go they may be tip-top; but
they have, perhaps, been written
mainly from an editorial point of
view by somebody who does not
know modern business life by his
own experience, and they wont do.
The retailer is a busy man. More-
over, he is a needy man. He is ac-
tively in the market for selling helps.
Therefore he must be given in his
trade periodical the things—and only

the things—that will actually help
him in his business. If he has any
leisure and inclinations for literary

pursuits he doubtless has good books

in his home, or can get access to
them in the libraries of his own
town. Therefore, the trade paper

steadfastly resists all temptations to
become a "literary” medium. It is
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confessedly a business man's paper.
From start to finish it means busi-
ness.

Therefore it must be filled with the
right sort of matter. Correspondents,
writers of feature articles and regu-
lar contributors to its columns must
keep this service-feature in mind
when they sit down to prepare their
copy for the trade periodical. No pad
ding, if you please, Mr. Contributor.
Make every sentence count. Do not
beat out your idea until it is as thin
as gold leaf. Manner counts for some-
thing, to be sure. The diction should
be good and the sentences perspicu-
ous. But, above all, there must be
solid meat in the thing said. Vve are
plain, practical business men, and we
are very businesslike: therefore un-
less you have something important
to say do not say it

Sometimes it is a difficult matter
for the editor to get in touch with
the people who can supply precisely
the sort of thing demanded by the
trade paper. Only the other day an
editor friend of mine, speaking about
a certain kind of practical matter
which he wanted to buy for his read
ers, said: “To tell you the truth, 1
do not know where | can get it
There ought to be—and doubtless
are—men in the trade who could sup-
ply what T want; but | have not been
able to locate them thus far." He
wanted a certain class of highly
technical matter for a trade paper
which goes to retail dealers in one
of our trades. He has very practical
ideas of what a trade paper should be.

I have said the real mission of the
trade periodical is to serve. It hon-
estly and persistently tries to make
itself literally indispensable to its
readers. It seeks to do this through
its educational effectiveness. It is par
excellence a medium of enlighten-
ment. It is on the outlook for the
newest, the best and the most practi-
cal thing—in order that it may dis-
pense this thing to those who read
its columns.

Consequently it has wide-awake
correspondents all over the country
who are literally on the qui \ive for
the new and the helpful. These men
are experienced business men. They
know modern merchandising, and
they are themselves specialists in
some phase of commercial life; and
th*y know at least one business down
to its minutest details. They keep
in touch with the onw®rd trend of
business affairs. They are out in the
great swirling currents where things
are moving on irresistibly.

They are wise to the slightest de
partures in current styles and modes.
They know the accredited thing, and,
best of all, they are in a position to
get some live tips as to what the
accredited thing of to-morrow is go-
ing to be. They keep in touch with
manufacturers, traveling salesmen,
stockmen, foremen, buyers, depart-
ment managers, sales managers, ad

vertising managers, window trim
mers, jobbers, intelligent and ambi
tious clerks — with anybody and
everybody; in short, who knows

what’s what in this day
commercial activities.

of tense

Out of their own experience they
write. From what they see and hear
they write. They are, in one sense,
trained newspaper men who have lim
ited ethemselves to one class of re-
porting; namely, reporting on busi-
ness affairs. They have made them-
selves competent through long pe-
riods of intense effort. You can de-
pend upon it. They have a sense of
real “news” features. Turn them
loose in any city for two hours and
if there is any merchant in that town
who is doing anything out of the or
dinary they will find him. Yes, and
write him up, too. The point of the
write-up will not be to tickle his
ears (I mean the merchant’s ears),
but to inform Mr. Shopkeeper way
off yonder in the smaller town.

We hear much of co-operation
nowadays between manufacturer and
retailer. Many merchants who are
now in the prime of life can remem
ber when these things—brotherli-
ness, co-operation, get-togetherness—
were not much thought of. Every
fellow was looking after himself, and
if the devil got the tail-ender nobod}
stopped either to lend a helping hand
or to lament.

Things are different now. Did you,
Mr. Retailer, ever stop to consider
why they are different? Not acci-
dental. Hardly. Somebody has beer
at work bringing about these more
pleasant and profitable relations be-
tween the various men who are
making, jobbing and retailing com-
modities. Who? The men who make
your trade papers for you. From the
very beginning of the trade paper
these men of the trade press saw
that the best results could accrue to
everybody only when amicable rela-
tions were established between, manu-
facturers and distributors.  They,
therefore, undertook to establish such
relations. Look around jrou and see
what they have done. It has not
been all-fun-and-no-work to get this
result accomplished. Peacemakers are
supposed to be blessed—and doubt-
less will be, ultimately—but they oft-
en have a hard time of it for a while
Such has been the experience of the
men who have given impetus and
direction to the trade press of this
country. They have had to reprimand
both manufacturers and retailers.
They have had to call a spade
a spade. Trucklers? Time-servers'™
Charlatans? Never. The trade paper
has done its duty both by the manu-
facturer and the retailer. And that
duty, reduced to its simplest expres-
sion, is to make the manufacturer and
the retailer see that they must work
together. They are seeing it and they
are working together.

There have been discouragements
enough. Difficulties have confronted
the trade paper from two sources,
from manufacturers who were short-
sighted and prone to grab the pres-
ent “good” rather than bide their
time for the sake of the larger bene-
fit; and from retailers who thought
they could get on without any help,
by jingoes! from the trade press or
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any other old source! The power of
the trade paper depends upon its
constituency—the number of its sub-
scribers and the intelligence of the
subscribers. In order to gain power
it must first gain subscribers. Then
it must secure the confidence of these
people who take the paper. Between
the editorial office and the subscriber,
far and near, there must be a relation
of good will. That has been a hard
pull. It has often been difficult for
the trade paper to make the sub-
scriber understand that it honestly
and persistently sought to give every
subscriber several times over tne
worth of his subscription in specific,
highly specialized, and stimulating
service. But dealers are seeing that
now.

And then it was hard to make the
manufacturer understand that the
trade paper was a serious and digni-
fied proposition rather than a con-
venient medium for “inane and cloy-
ing” puffs. The manufacturer (and
his salesmen) seemed to have a hank-
ering for gratuitous write-ups. In
other words, collateral advertising
furnished (like salvation) without
money and without price. If he
missed his periodic puff, he got peev-
ed. But happily that sort of thing
is rapidly passing. It has passed from
these columns long ago. In some
places traces of it may still be found.
But it is utterly beyond the scope
of the trade paper’s province; for the
trade publication is meant to be a
real servant both to the manufactur-
er and the retailer. Its highest am-
bition is to bring about co-operation
and brotherliness—to the end that all
parties concerned may derive the
largest measure of benefit for his dis-
tinctive service. This is the province
of the trade paper. This has made
it what it is. And along this line
the trade paper is going to continue
to fight it out to the most glorious
and prosperous consummation.

—~Chas. L. Philips.

The Pepper Plant.

The most common and widely used
of all spices is pepper. It is a native
of the East Indies, but is now culti-
vated in various parts of the tropical
belt of America. The plant is a climb-
er and has a smooth stem, sometimes
12 feet long. The fruit is about the
size of a pea, and when ripe is a
bright red color. In cultivation the
plant is supported by poles. In some
localities small trees are used instead
oi poles, for the best pepper is grown
in a certain degree of shade.

The plant is propagated by cut-
tings, comes into bearing three or
four years after it is set and yields
two crops annually for about twelve
years. When a few of the berries
turn from green to red all of them
are gathered, because if they were
allowed to ripen any longer they
would be less pungent.

To fit them for the market they
are dried, separated by rubbing with
the hands and cleaned by winnow-
ng.

Pepper was known to the ancients.
In the middle ages it was one of the
most costliest of spices—a pound of
it being a royal present.
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The Lowest Price on Quaker Oats
In 30 Years

$2 75 per case until January 15th

Families everywhere are interested in our unusual
advertising campaign—they are ready to buy.

We make this special advertising price solely to reach
this new trade quickly through you.

Never has there been such an opportunity lor the
grocer to increase his business.

A display of Quaker Oats in your store—
A suggestion from you—
A word from your order clerk—
and you have made a new customer for Quaker Oats.

Order sufficient stock at the $2.75 price
to carry you through January, and co-operate with us.

This Is your campaign

The Quaker Oats Company
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| BUTTER,EGOS

TO IMPROVE WESTERN EGGS.

Carlot Shippers Prepare Legislativei

Bill For Enactment.

What carlot egg shippers in
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braska, Kansas, Missouri and Okla-
homa were represented. In these
states there has been a growing dis-
position on the part of the carlot

the |dealers during the past few years to

West and also health officials of sev-|eliminate bad eggs from trade chan-

eral Western States confidently be-
lieve is the most advanced step ever
taken in the West in the effort to im-
prove the quality of YWestern eggs
was consummated at a meeting held
at Kansas City recently, when a pro-
posed law regulating the candling of
and trading in eggs was unanimous-
ly indorsed. The bill as drawn up
will be submitted by the legislative
committees of the various state or-
ganizations to each state legislature
and vigorous efforts will be made to
secure the early enactment of this
bill.  In substance the proposed law
prohibits anyone dealing in eggs from
selling decayed, decomposed or spot
eggs and also provides that all eggs
handled must be candled in order
that the buyer or seller may know
that the eggs do not contain poor
stock. At this meeting lowa, Ne-

nels and the formulation of this bill
lis the outcome of this agitation.
IMost of the carlot dealers them-
selves are in favor of buying on a
loss off basis in order to eliminate
Ipoor eggs from trade channels, but
there is always sufficient competition
from dealers who through various
causes continue to buy on a case
count basis to render the enforce-
ment of the loss off basis impractica-
ble without the assistance of the pure

alth Tfficials and in or

may do their best work

legislative  ction is declared to be
necessary, The Till as indorsed is
as follows:

“An act for the protection of pub-
lic health by regulating the sale of
eggs for food purposes: providing
penalties for the violation thereof, and
providing for the enforcement thereof.

“Be it enacted by the Legislature
of the State of Kansas:

“Section 1. It shall be unlawful foi
any person, firm, or corporation to
buy, sell, barter or trade or deliver or
to offer to buy, sell, barter or trade or
deliver, any eggs for food purposes
between the of and the
thirty-first day of December of each
year without first candling said eggs
or causing the same to be candled;
and any person, firm or corporation
who shall buy, sell, barter or trade
or deliver or offer to buy, sell, bar-
ter or trade or deliver, any eggs with-
out first candling the same or caus-
ing the same to be candled and with-
out first removing all decayed, de-
composed and spot eggs from those
candled shall be guilty of a misde
meaner and punished as hereinafter
provided.

“Sec. 22 The word candle’ as
used herein shall be construed to
mean the examination of eggs by

means of natural or artificial light in
such a manner as to disclose to the
person examining the same whether
the eggs so examined are decayed,
decomposed or spot eggs.

“Sec. 3. That the State Board ot
Health is authorized and directed to
make and publish uniform rules and
regulations not in conflict with the
laws of this state for carrying out
the provisions of this act. Any per-
son who shall violate any of the
rules and regulations so made and
published in the official state paper
shall be deemed guilty of a misde-
meanor and on conviction shall be
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punished by a fine tf not less than
.............. dollars or more than
dollars.

“Sec. 4. That a case of eggs shall
contain thirty dozen and it shall not
be considered as a violation of this
act for any person, firm or corpora-
tion to buy, sell or offer to buy or
sell any case of eggs for food pur-
poses that does not contain more
than 2k per cent, of decayed, decom-
posed or spot eggs. .

“Sec. 5. Any person, firm or cor-
poration convicted of violating any
provision of this act shall be punish-
ed by a fine in the sum of not less

than ..., dollars nor more than
dollars.

“Sec. 6. This act shall take effect

and be in force cram and after its

publication in the statute book.”

The most important result expect-
ed to follow the enactment of this bill
into a law is that in order to avoid
the penalties provided the farmer,
particularly, and also the country
merchant, will find it expedient to
market their eggs more frequently,
which, of course, will mean that the
eggs will reach their destination un-
der such conditions much more quick-
ly than under present circumstances
when there is no necessity of market-
ing eggs promptly, and at certain sea-
sons speculative factors tend to en-
courage holding eggs. Indifference
on the part of farmers and country
merchants is also largely responsible
for the present slow movement of
eggs to market, but such a law, egg
|dealers assert, would largely elimin-
ate this difference.

Broken Eggs Cut Your Profits

Now, when eggs are high, is the time to stop

all breakage by using

Star Egg Carriers and Trays
FOR SAFE EGG DELIVERY

They pay you an extra profit of ic on every dozen eggs
delivered, because they Stop all breakage, stop miscount,

save time and satisfy customers.
paper bags or boxes.
let “No Broken Eggs.”

Ask your jobber.
See about having your

ment on every Star Egg Tray.

PATENTED

Cheaper to use than
Write for our book-

advertise-

STAR EGG CARRIERS are licensed under U. S. Patent No. 722,512. to

be used only with trays supplied by 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 U. S patent statutes.

Star Egg Carrier & Tray Mfg. Co.

Made in One and Two Dozen Sizes

500 JAY ST.. ROCHESTER. N. Y.
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Exit the Milking Machine.

The patent milking machine, ex-
tensively exploited three years ago
by the Kansas State Agricultural Col-
lege, has been laid on the shelf. It
reposes in a storeroom in the dairy
department, where it probably will
remain undisturbed for many days to
come, says the Kansas City Star.

The milking machine was interest-
ing, but the “trying out” given it by
the dairy experts at the college dem-
onstrated that it was not suited to
the uses of the small dairy farmer.
The cost of operation, the difficulty
of keeping it free of germs and
the questionable thoroughness with
which it did its work, led to the re-
tirement of the machine at the Kan-
sas institution.

“The tests at the college showed
that the patent milker might be used
effectively in larger dairies, where
competent farm laborers could not
be found,” said O. E. Reed, a pro-
fessor of dairying at the college. ‘But
for small dairies, where not more
than twenty or thirty cows were
milked, the machine hardly could be
made to pay for itself. | believe the
same decision followed tests made by
colleges in Nebraska, Waisconsin,
Missouri and other states. It was
evident, too, that it would be a con-
stant care to keep clean the rubber
tubing with which the milker was
equipped.”

The milking machine originally
was the invention of two Scotchmen.
In this country some improvements
were added and it appeared that one
of the drudgeries of the farm was to
be overcome. Thousands of farmers
saw the machine in operation and
conjured up visions of reclining in
luxurious ease while the patent milk-
er “pailed” the cows.

The milker was made to do its
work by means of a vacuum suction,
created by pumping the air from rub-
ber tubes tipped with cups that ad
hered to the udder of the cow. The
power for operating the air pump
could be applied by any means the
operator chose—a gasoline engine or
a treadmill driven by a farm animal.
The treadmill source of power ap-
pealed to the farmers because it pro-
vided a means of giving the vain and
indolent herd bull wholesome exer-
cise.

Canadian Cheese and Butter.

Consul Paul Lang, of Sherbrooke,
Canada, writes that figures for the
dairying season of 1910 show that
while there has been a small increase
in the Canadian exports of cheese as
compared with last season there has
been a marked shrinkage in the ex-
ports of butter: in fact, the season’s
butter exports have been the small-
est on record. The large increase in
the home consumption and the fact
that much cream was shipped to the
United States during the season are
the main factors accounting for this
decrease. However, the season has
been a fairly profitable one, the ag-
gregate value of all dairy exports
being about $17,000,000.

The shipments of cheese from the
port of Montreal for the season
amounted to 1,892,235 boxes, as
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against 1,872,315 boxes for last sea-
son. There were also shipped from
Quebec 17,990 boxes, as compared
with 13,960 boxes last season, making

a total of 1,910,325 boxes, as against August, beginning at the end of July'
land continuing until the first of Sep-
The total exports of butter amount- tember, and shipments are made, or-j

1,386,275 last season.

ed to 27,884 packages, as against
39,443 packages last season. The re-
ma.kable shrinkage in butter exports
may be judged from the fact that in
1905 the exports amounted to 573,-
449 packages.

The total exports of milk and
cream from Canada to the L nited
States during the five months ended
August 31, 1910, were valued at $718,-
159, as compared with $1,805 in the
corresponding period of 1909.

Pay According To Quality.

Dalmatia and, to a much less extent,
upon the Levant, in both of which
regions the sage grows wild.
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For Dealers in

HIDES AND PELTS

The crop is gathered in July andi1Crohoa 4k Rodea Co., Ltd., Tanners

dinarily, through the month of Sep-
tember. If the weather is warm and
dry, the first shipments can be made
somewhat earlier, but this is unusual.
The most active movement occurs to-
ward the end of September, and no
part of the current year’s crop was
shipped before that time.

The crops of 1909 and 1910 were of
good quality, the difference between
them being exceedingly small. Sage
;leaves can be purchased throughout
the entire year in Dalmatia.

It requires fourteen to twenty-one

It is becoming more and more ap- idays to cure the leaves sufficiently for

parent that to grade the «ream and IShipment, according to the

pay for it according to iis quality 'S
a svstem well worth trying at every
creamery, in fact, that is the system
which, when adopted, is going to im-
prove the quality of the raw material
delivered at the creameries more than
anything else. Preaching and sug-
gesting and writing and holding
meetings no duobt does some good,
but it is only when the pocket book
it touched that anything really hap-
pens. The principle of paying for
cream according to quality is so ever-
lastingly just and fair that it s
bound to work out right in practice.

Butter is sold more and more on
its merits and there is not the slight-
est doubt that any creamery that
raises the quality of its product a
notch or two will be paid for it. Only
be sure to raise the quality before
asking anybody to raise the price.
The centralizers are beginning to
realize that they, too, need to raise
the quality of their cream, but they
will have considerably more of a task
doing so than will the local cream-
eries that take up the system of pay-
ing for the cream by grade, hence
their willingness to co-operate with
the latter when an opportunity pre-
sented itself at the National Conven-
tion in Chicago. Happily, this fine
dream did not last long: happily, al-
so, the grading and paying according
to grade system is far better adapta-
ble to the local creamery system
than to the centralized system. This
the local creameries should remem-
ber: they can not afford to leave un-
used this opportunity to take a long
step forward towards better quality
of the butter and leave the centraliz-
ers way behind. It will pay.—Dairy
Record.

Preparing Sage Leaves.

Consul-General Robert P. Skinner
writes from Hamburg, Germany, that
until within the last ten years almost
the entire export business in dried
sage leaves was carried on at Ham-
burg, but more recently it has been
transferred to Trieste, and from this
port the principal American markets,
Chicago and Milwaukee, are supplied.
The chief American consumption is
in the Northern cities.

While the sage plant grows very
generally in Southern Europe, the ex-
port market depends chiefly upon

weather.
It happens at times that dealers who
have made early contracts ship from
the crop of the previous

the crop is not ready: but

this is not done by first-clas

The best proof of courage is
ing your own ills with cheer.

A. T. Pearson Produce Co.

14-16 Ottawa St., Grand Rapids, Mich.
The place to market your
Poultry. Butter, Eggs, Veal

|7 s. Market St., Grand tapid», Mid*.

Sbtp us yoaﬁ H, i, to.0g osante luco E6&es
riee» aatistactorr

Feeds

None Better

WYKES & CO.

ORINO RAPIOS

wanted

Eggs, Dairy Rutter, \ eal ami Poultry
at our new store

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

Roy Baker

General Safes Agent
Michigan, Indiana and Ohio

Sparks Waxed Paper Bread Wrappers
ind Weave s Perfection
Pare Evaporated Egg

Win. Alden Smith Building
Grand Rapids Michigan

Established 1876

MAIL US SAMPLE

With Quantity and Pnce of Any Beans \

Moseley Bros.
Both Phones 1217

toe».

Flave

Wholesale Deaiers and Shippers oi Beans, Seeds s»d Rata-
Officeand Warehouse Second Ave. and Railroast.

Grand Rapids, Mich.

The Vinkemulder Company

Jobbers and Shippers o Everything in

FRUITS AND PRODUCE

Grand Rapids, Mich.

iW. C. Rea

REA & WJTZIG

A. Witzig

PRODUCE COMMISSION

104-106 West Market St.,

Buffalo, >. V

“Buffalo Means Business”

We want your shipments of poultry, both
at high prices for choice fowls, chickens, dt

highest prices.

e and dressed,
cs and turkeys

Consignments of fresh eggs and dairy bntte
REFERENCES—Marine National Bank. Commerc

Papers and Hundreds of Shippers.

EstgbHslled

Clover Seed and Beans

If any to

ter write

ALFRED J. BROWN SEED GO., GRAMD RAPIDS, **CH
OTTAWA APIO LOUIS STRICT*



PLAYGROUNDS.

Influence of Trees, Fields, Streams in
Shaping Life and Character.*

I feel, Mr. Chairman, in discussing
the topic which is on the programme
opposite my name that | am taking
some liberties in injecting into a se-
verely practical programme a bit of
sentiment. The only excuse for it is
that the most real thing in the world
after all is sentiment, and when we
sum up what there is in the world, it
consists of labor, recreation and af-
fection. All work and no play makes
Jack a dull boy. AIl play and no
work makes Jack a real shirk. Love
is the greatest thing in the world. It
is very easy for me to eliminate the
work proposition because that s
what you have all been talking about
in the most severe terms from the
beginning of this convention, and you
will continue to do so until the end.

I would like to talk about love as jtimes as many children
the ruling sentiment of the world and near that border to-day. There is ab-

the danger that menaces the Ameri-
can home, which is the unit of our
civilization, when love grows cold or
is buried by commercialism. But that
is another subject. So | hope you
will bear with me for a little while
as | chat with you about play.

Mv first experience with things in
this world was living in a log house
iust a few steps from the Menominee
River, by a rambling path through the
woods. That was my playground for
ten years. | knew the names of the
trees; T knew the peculiar things that
grew in certain localities and under
certain trees. | knew where the wild
egg plum was: | knew where the best
thorn apples grew: | knew where to
dig for angle worms; | knew the
curves in the stream where the fish-
ing was. and | knew the extreme
pleasure of sitting on the bank of the
river and dangling my feet in the wa-
ler. 1 was not much of a philoso-
pher—a child is rarely that—but |
was an observer, as all children are
observers, and because this is so they
are entitled to the best that we can
give them in the way of places to see
things and enjoy them.

T have forgotten most of the
things that happened in the school
room during tfhose five years—the
last of the ten; | remember one
teacher in particular above all the
others, and she was the one who took
us to the woods. | do not remember
very much of what she taught in the
school room, but | do remember
many things she taught me outside
of the school in that playground
along the river.

We came to Michigan when 1 was
10 years old, and a little way from
my home was Plaster Creek, a small
stream perhaps twenty miles long.
That stream was my playground dur-
ing the next six or eight years and
with my companions, who had simi-
lar tastes, we traversed that creek
bottom. We knew’ the individuality
of a great many trees, the location
particularly of the sycamore that
had been eaten out by decay and
provided a safe retreat for us on

*Address by Hon. Chas. W. Garfield at the

meeting of the State Horticultural Society,
Benton Harbor. Dec. 7.1910-
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every occasion when it rained. We
knew the deep hole which was after-
ward turned into a swimming place
in summer and skating rink in win-
ter; we knew the kinds of fish that
made their home in that creek. We
even had a boat and paddled up the
stream for miles and enjoyed each
summer the beauties of that most de-
lightful natural playground,

j The Menominee River watershed
for miles and miles was covered with
a beautiful growth of timber in those
early days, with all the delightful ac-
companiments of the woods; the
banks of this river are now as bare
as yoUr hand. The farms run close
down to the border of the stream,
there is no waste land. The farmers
QQuld not afford to leave a single tree
alOng the border of the river, and
the playground that was my delight
js no more. This playground should
have been preserved for one hundred
who live

solutelv nothing that will take its
place in the child’s heart,

-j-he seCond stream. Plaster Creek,
that gave me this joy in abundance

ma  beautiful days in the year
has almost nothing now in the way
of tree growth from its source to its
confluence with Grand River, and in-
stead of being the beautiful even-
flowing stream through the year, as
in my childhood, it is now’ a most
fitful affair, full to the brim and run-
ning over at times, yet most of the
year it is only a trickling rill that a
boy can easily vault over without
wetting his feet. When | was a boy
we could traverse it with our home-
made boat: now only chips and toy
boats can be floated except at rare
occasions. The playground is gone.
Where there was one child then to
enjoy that playground there are now
eight thousand children who ought
to have a playground like this, but a
near sighted utilitarianism has snatch-
ed it away. We have stolen their right-
ful heritage from them, and when you
are discussing so splendidly’ to-day’ the
methods of getting a living in horti-
culture and securing a competence
for old age, T would have you think
for a moment at what a sacrifice some
of us are acquiring what we call bet-
terments through our labor while we
are forgetful eof the children’s play-
rounds and the children’s rights in
play.

I went to the Agricultural College
afterward and there was a play-
ground at the college. Tn those day’s
we didn't know very much about that
kind of play’ which is now so impor-
tant—baseball games, football games,
and those things—but our play was
in Number Seven, a beautiful piece
of native woodland along the Cedar
River. There is where we derived, as
college studen ts. the keenest enjoy-
ment. Number Seven, that beautiful
riverside forest, was sacrificed some
years after in the interest of having
a more symmetrical farm on two
sides of the lane. But it was a sac-
rifice with no commensurate benefits
and it would be the envy of every
student who attends the school now
if he could know the beautiful times

we boys had in that grand piece of
woodland. Then, following my school
days in the country and before my
college course, I was a country
school teacher. My first school was
ten miles from home, and | particu-
larly recall the peculiar individuality
given those school premises by the
playground. This attribute ought to
give individuality to every school in
the Nation. We have been spending
millions of dollars in devices to place
our scholars inside under the most
unsanitary’ conditions and have been
forgetful of that outside playground
in which they can get the equal-
ly important physical development
which should be the accompaniment
of that brain power for which we ar-
range a system of education.

Mv first school had as its distin-
guishing characteristic a playground
which was eighty acres of virgin
timber across the road from the
school building. | did not know very’
much about teaching things inside of
the schoolhouse. | was only’ 17 years
old and most of my pupils were as
old as I, but I did, from my educa
fion in former playgrounds, know
something of the woods; of the beau
ty and variety and grandeur of the
woods: of the education that the
woods can give to any child, and
from that time until this | have rareb
passed a year when some one o0
those scholars has not said to me
“What splendid times we used K
have in those woods.” They have for
gotten much of the arithmetic, the al-
gebra, the grammar and the rhetoric
but recall with vividness the details
of the playground. Through that ed
ucalion which | was able to give
them in connection with woods life 1
furnished those thirty boys and girls
something that stay’s with them and
will stay with them clear to the end.

and will be helpful in appreciating
that, as our friend from Ohio so
well said, “This is God’s world.” It

seems to me from my own experience
as a student and as a school teacher
that we must not be forgetful of this
kind of recreation and educational en-
vironment in connection with the de-
velopment of our boy’s and girls,
which should give them some definite
knowledge of the attractive features
of this world outside of the school
room and teach them to appreciate
the evolution of a balanced character
in connection with the preparation

January 4, 1911

Hart Brand Canned Hoock

Packed by
W. R Roach &Co., Hart, Mich.

Michigan People Want Michigan Producta

The Diamond

Hatch Company
PRICE LIST

BIRD’S-EYE.
Safety Heads. Protected Tips.

size —Sboxes in package, 20 packages i |ncase per

case 20 gr. lots
Lesser quantities

BLACK DIAHOND.
size—5boxesin package, 20 packages in case per
case 20gr. lots
Lesser quantities

BULL’S-EYE.

size— 10 boxes in package, 36 packages (360 boxes)
in 2j€ gr. case, per case 20gr. lot $2-3
Lesser quantities

SWIFT & COURTNEY.

5size—Black and white heads, double dip, 12 boxes
in package, 12 packages (144 boxes) in 5 gross
case, per case 20gr. lots $3-75
Lesser quantities

BARBER’S RED DIAMOND.

2size-In slide box, 1 doz boxes in package, 144

boxes in 2 gr. case, per case in20 gr. lots.. $ 1.6#
Lesser quantities

BLACK AND WHITE.

2 size—1doz boxes in package, 12 packages in 2gr
case, per case in 20gr. lots
Lesser quantities

THE GROCER’S riATCH.

2size—Orocers 6 gr. Sboxes in package, 54 pack-
ages in 6gross case, percase in 20 gr. lots. $50#
Lesser quantities

535#

$i-T#

.......................................... 525
drottrs 41-6 gr. 3 box package, 100 packages in

41-6 gr. case, per case in 20gr. l10tS........... $3-5¢
Lesser quantities $3-65

ANCHOR PARLOR HATCHES.

2size—In slide box, 1doz in package, 144 boxes in
two gross case in 20 gr. lots $1-4#
Lesser quantities

BEST AND CHEAPEST
PARLOR MATCHES.

2size__In slide box, 1doz. inpackage, 144 boxes in
2gr. case, in 20gr. lots.

Lesser QUANtitieS. i e 1.7#
3 size—In slide box, 1doz. in packag 44 boxes in
3gr. case, in 20gr. 10tS s eereeeees $2
LeSSEr QUANTItIeS..orieoriierrissnries reeeres $2-55

SEARCH-LIGHT PARLOR HATCH.

5size—In slide box, xdoz in package, 12 packages
in5gr case, in 20 gr. lots ... $4-25
Lesser quantities $4-5¢#

UNCLE SAM.

2size— Parlor Matches, handsome box and package;
red, white and blue heads, 3 boxes in flat pack-
ages, 100 packages(300 boxes)in 4 1-6 gr. case,
per case in 20 gr. 10tS e $3*35
Lesser quantities

SAFETY HATCHES.

Light only on box.

Red Top Safety—o size—1 doz. boxes in package
60 packages (720 boxes) in 5gr. case, per case
in 20 gr. Tots $2.5%

Lesser quantities $2-75

Aluminum Safety, Aluminum Size—1 doz.
boxes in package, 60 packages)720 boxes) in
5gr, case, percase in 20 gr. lots

lister quantities




for usefulness and happiness in this
life.

A little later, a short distance south
of my own home, in which | have
lived most of my life, three miles
away and six miles from the city, was
a little plot of pine upon eighty acres
of wood land. It was the last rem-
nant of a splendid pine forest which
stood upon the southern border of

Gtand Rapids whem } was a child.
and because there were only a few

of these trees and all the pine woods
exhausted, and because of the nobil

ity or these individual specimens of
the white pine, it became a favorite
place, a playground for a large num-
ber of people in our city, and the
Allen woods were known to almost
every citizen of Grand Rapids. On
a’l the holidays and on Sundays when
the weather was good and the peo-
ple could get out they took the op-
portunity to go to these pine woods
and sit beneath the wide-spreading
branches, admire the great clean
boles, listen to the soughing of the
winds through the evergreen tops
and study with ecstasy the natural
concomitants of this virgin timber.

Mr. Allen owned it, and because of
the rapid growth of the city and the
high price of lumber he said he was
sorely tempted to cut off these trees.
When | found this was true | went
to him and said, "Mr. Allen, do you
intend to cut off these pine trees?"
His reply was, “Surely | have been
greatly tempted to do so.” Then |
said to him, “Will you not resist the
temptation?" After considering the
matter he replied with emphasis, i
will resist and those pine trees shall
never be cut while T live because |
appreciate the value of that little
piece of land to the whole community
of Grand Rapids. | will not commit
vandalism for a money considera
tion.” Mr. Allen died and in less than
two year
beautiful piece of pine woods be-
cause $10,000 was too great a tempta-
tion, and the whole eighty acres were
swept away as far as their value
to the city of Grand Rapids for a
recreation ground was concerned.

Now, mv friends, | want to ask
you, was that $10,000 a drop in the
bucket as compared with the real
value of that land to our city? Sup
pose that little piece of land had beep
allowed to stand there until those
trees should fall in decay? What a
heritage it would have been to ou
city. Was it not a playground worth
considering in connection with the
growth of our city and the develop-
ment of the best type of citizenship?
But we neglected the opportunity.
Most cities are neglecting such op-
portunities; most people are thought-
less of their responsibility in con-
nection with saving the play places
in the world for the children and for
the grown-ups also.

There is a beautiful book which
some of you have read and enjoyed,
and if you have not read it, you
should. Tt is written by Henry Van
Dyke and is entitled, “Little Rivers,"”
in which he speaks of the marvels of
the sea as affecting the 'sensibilities
of mankind; the wonderful impres-

the heirs eliminated that {ican citizens.

sions that the great mountains make
upon the human mind, and then, in
an eloquent manner, he exploits the
fact that there is nothing after all
quite so satisfactory to the human
heart as the delights that accompany
the lines of a little river. So it seems
to me, in the interests of those who
shall come after us, we should pre-
serve the natural beauties of the lit-

tle rivers here and there for the ben-
I e tt ler

efit of all the people for all time. You
who love to take a hunting trip and

put your gun upon your shoulder and
traverse our North country know that

the greatest assets in that Northern
region are the beautiful streams and
their environments. Can we afford to
sweep this playground out of exist
ence, so that the people will lose the
splendid enjoyment that so many
of them are now getting?

When you talk about utilitarianism,
that you can not afford to keep the
timber on the land because it is worth
so many dollars for wheat and corn,
or for orchard and vineyard planting,
| say to myself and to you, that as

great as is this estimated value, you j

can not compute in money how much
greater would be the value of much
of this land in genuine satisfaction

the human soul if preserved in all
its svlvan beauty for the recreation
of the congested population which
will surely need it in the centuries to
come. So it seems to me we should
broaden our angle of vision and com-
prehend in it something beyond the
mere acquirement of a living. Scenic
pleasures, it seems to me, are of great
importance to the human race, and
it is a satisfaction to all of us who
are interested in things of this char-
acter to know that the National Gov-
ernment is saving here and there over
our country reservations to remain
forever in the interests of the plav
of the people, the recreation of Amer-
All hail to the govern-
ment that recognizes this important
factor connected with American life.

Perhaps you will remember that at
ne time it was a question whether
certain parts of these reservations
ought not to he utilized for what was
termed more practical purposes than
recreation. There was a temptation
to reduce the beauty, utilize the wa-
ter power and thus diminish the de-
lightful scenic features. T am glad
that Yellowstone Park is as bhig ns
it is. It is going to be a permanent

playground for all the people, and
the marvelous Yosemite Valley is
also safe. We are clad that these

splendid trees, the oldest living things
in the world, are going to be saved
for all the people instead of being
converted into lumber that will sim-
ply line the pockets of a few. Tt
seems to me that therein is a recog-
nition of the unparalleled value of the
great natural features of our country
and the preservation of them in spite
of the selfish encroachments of indi-
viduals and corporations who only
see power in a waterfall to run ma-
chinery and lumber, laths and shin-
gles in the great trees. Just as | am
thinking and talking to you about the
grand values of that wonderful peo-
ple’s playground, the Yosemite, mi
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eye catches the smile on the face ot

my Scotch friend from the Michigan

Agricultural College and | am re-i

minded of an incident connected with j

this marvel of nature. There is in|

connection with it a volume in which

all the visitors are supposed to write

their names and put down below any

jword of appreciation that occurs to

[them, and in that book are some people foi

wonderful pieces of poetry and prose that we t

expressing the exalted condition or

the human mind while viewing the

stupendous illustration of  Gotfs

handiwork. After writing his name

one will say. “The most glorious

thing in the world: over there is

God.” Another will say, “Nothing can

compare with this m|ghty illustration ‘Switzer
ritti power af the Crea-Inative f

tor.” and so «n. \ Scotehman once j

visited this regioo and. as You Know. ¢ tpej

a Scotchman can not believe there gy jss 1

is anything qilite as good as his own agnmire,

native land, *nd so after signing his |peantie

name, this particular Scotchman I And

wrote just ahove it, “Ratiier remark j. mom

able—a good deal like

_not quite so condens

The saving of Niag:

s grandeur and be;
jplaced plainly bef )

people in connect! >N Wwitl

ation of the water

purposes. While we can recognize |
the importance of the conservation or 1
power in the great streams of thisj
country, it has seemed to the broader
men and women of this country tha*
we could afford to conserve this wa-j
ter in its grand demonstration of
power for the hearts of the Ameri-
can people rather than their pocket
books.

The White Mountains—the lum-
berman has tried his level best
through the securing of right- in that
marvelous piece oi scenic beauty to
raze to the ground and thus destroy
the distinctive characteristics which
make them really the most valuable
thing New Hampshire owns. All hail
again to this spirit which has been
sufficiently dominant in state affairs
in that commonwealth which asserted |
itself and sand, “We will save the 1
best for all the people and we will
not turn this beautiful region into a
barren waste in the interest of a few
men who seek riches.” The conserva-1
tion, it seems to me, that we must
jtalk more about is the conservation
Jof the natural playground of At e
world, and the conservation that w
should consider in our own State of
Michigan is the saving of the beauti-
ful features in our North country that
are treasures of inestimable value to
so many people. Tf we must take
the more sordid view and measure
values by material income, we will
then preserve the natural beauty of
our Northern landscapes because of
*he large revenue that accrues to the
state from the people who do value
the forests and the waters and spend
their money freely in the enjoyment
of these great natural playgrounds.
So if we are not willing to save it
for any other purpose, do so on
utilitarian ground«

What about that great playground
the world, Switzerland? People
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of all in connection with my every-
day work and thought—the things
connected with the city playground.

There is no question but what in re-
cent years there has been sweeping
over our country a mighty wave in-

terest in this playground question.
We think of it now in connection
with congested population. We also

think of it in connection with every
home, because we recognize in our
minds and hearts, in the development
of the highest type of American citi-
zenship, the value of play. There is
a philosophy in play. There is a
philosophy behind football and base-
ball which really explains the rela-
tionship of those games to the de-
velopment of a well-rounded fighting
character. We know this world is
a fighting ground against all the va-
rious forms of evil and we want to
develop at least the masculine ele
ment sufficiently to take care of the
elements of destruction that are go-
ing on in our midst.

The evolution of the playground
movement has been rapid within the
last ten years. It will be more rapid

in the next ten. twenty or thirty
years, especially as the centers of
population become more congested

and there is seen the crying demand
for an outlet for the exuberance of
spirits which is the accompaniment
of childhood growth. Tt is emphasized
when these congested centers begin
to grate upon the nerves of the peo-
ple who are responsible for child life
and its environments. Those who are
interested in the moral development
of boys and girls in the cities and
who regard it as vital that these boys
and girls shall grow up to the best
kind of citizens, recognize that they
have been wrong: they have been
wicked: they have been senseless in
connection with the removal of ad
open spaces where the children had
a chance to play and covering them
with wood and brick and stone until
the children have no place to go for
recreation except in the streets: then
the policemen, in the interest’ of
preserving life, drive them from this
last resort. . T think it is only a ques-
tion of a few years at most when at
any expense we shall have play-
grounds established in the congested
neighborhoods of every city so that
the children will have a chance to
play.

Bear with me in a simple illustra-
tion from my own city, which T will
briefly relate as an incident showing
our great and immediate need: There
is a little region on the west side of
our river in Grand Rapids that furn-
ishes the largest number of delin-
quents in our Juvenile Court. One
day the Judge was faced by twenty-
three boys for committing vandalism
in connection with the right of way
of the Grand Rapids & Indiana Rail-
road. The Judge was astonished to
see that bunch of boys. For the
most part they were very decent
looking chaps. As soon as he took
in the situation he dismissed the offi-
cer, then he closed the door and
said, “Boys, we are all alone here
now. and | want you to tell me what
is the matter. What are you twenty-
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three boys here before me for? You
have certainly committed the crime
with which you are charged—there is
no question about that for | have the
evidence. | know the facts and |
know your names. Now, why did you
do it? Come, be frank now and tell
me the honest truth about the mat-
ter.” Then one after another of those
boys stepped forward and began to
talk. “Judge, you see we haint got
no place to play. If we go to play in
one place, then the cop drives us off,
and finally we got out and went
where we were bein’ watched in our
play, because it’s fun to take some
chances—fun to see the cops run aft-

er ues and we get away and hide
from him. And then you know,
Judge, when we scooted away we

found a box car and we got into it
and when we were in that box car
we saw something that interested us
and we just looked into it and it was
something we liked and, Judge, we
took it; that’s all there is of it.”

“Boys, if we will furnish you a
playground will you try to be decent
and clean up and be good?” And they
were all read}- to make the promise.
“Well," said the Judge, “we will see
what we can do,” and without saying
more he dismissed t he boys and ask-
ed them upon their honor to come
back on a certain day and hour. In
the meantime the Judge scurried
around to see if there was not some
place which could be secured as a
playground for these youngsters, and
he found it. Then when the boys
came back to see him at the ap-
pointed time he was ready for them
and said, “Boys, | have you fitted out
for a playground now.” The boys
were all interested, yes, deeply inter-
ested. Then the Judge gave them a
good fatherly talk and said. | am
not going to commit you to jail: 1 am
not going to send you to the work
house, but | am going to let you go
back and try it over again, believing
that when you have a good place for
a playground, where you will not be
molested, you will do the right and
square thing.”

Well, that playground was secured
and it has been used to the very best
advantage. These boys, the very
ones who were up before the Judge,
are among those who use it, and a
better lot of boys it would be hard to
find: and in months since that time
there has not been a single boy
brought into the court from that lo-
cality.

Is not that playground worth some-
thing in the maintenance of law and
order? Has it not a large value in the
making of good citizens? Surely we
must reckon with it in the develop-
ment of human character since we
recognize it as one of .the chief ele-
ments in the reduction of crime.

We have accomplished a great deal
in the way of playgrounds in some
cities in this United States, and it is
because we have interested the wom-
en in connection with their club life
to investigate along these lines, and
when they- become imbued with the
real benefits to accrue from play-
grounds they are not slow to take
hold of the matter and act. Some-

thing good and great is coming out
of the study which the w'ornen are
carrying on, because they are moth-
ers of the boys, and | welcome with
a great deal of joy the results of this
investigation, the results of the meth-
ods that shall be developed in the
interest of child life for the reduction
of crime. And | welcome also the
men and women who wil give their
own lives to the development of this
thought in American growth. Con
servation of forest is good; conserva-
tion of water is all right; but the
conservation of human minds and
hearts is far greater. We are reach-
ing the viewpoint which establishes
in our purposes the fact that the
greatest of all problems in conserva-
tion is the proper salvation of the
child.

We talk in connection with play of
duty of happiness; that is, the respon
sibility, the obligation we have to
ourselves and to give to others the
happiness that every human being
should have as a legacy. If we pur-
sue this line of thought and endeavor
to weave it into our activities we shall
above all other things demonstrate
not the duty of happiness but the
happiness of duty.

“Straight is the line of duty,
Curved is the line of beauty,
Follow the one and thou shalt see
The second ever following thee.”

Origin of Orange.

The orange, which we ali know so
well, is of the same family of fruits
as the citron, the lemon and the lime.

The original home of the orange
seems to have been India, and thence,
about the fourteenth century, to Eu-
rope. Perhaps it was first introduced
into Southern Italy and passed on to
Spain and Portugal and parts of
France, where the climate suits it.

An orange tree covered with fruit
is a very beautiful sight, and when
it is in bloom it is most fragrant.

Orange trees grow to a great age.
They often bear abundant fruit at
from 50 to SO years of age; indeed,
there are some trees whose age is
reckoned by centuries and which still
yield a golden crop.

Trees bear from ten to 1.000 orang-
es. When the fruit is meant to be
exported to cold climates it is gather-
ed long before it is ripe. Each orange
is wrapped in paper or in the husk
of the maize, and then they are pack-
ed in boxes.

Hundreds cf thousands of boxes,
each containing about 400 oranges,
come to Great Britain from the
Azores, Sicily, Portugal and Spain.
North America is supplied from Ja-
maica and the Bahamas, but it will
soon depend on Florida, where the
climate exactly suits and where there
are extensive orange groves. The cul-
tivation of this fruit is now increas-
ing also in Australia.

There are about eight}' different
kinds of orange. The mandarin orang-
es of China are small in size, but
very fragrant and sweet; so are the

Tangerines, which are somewhat
similar. The Maltese, or blood
orange, is grown in Southern Italy

and has its name from the deep red
color of its pulp.
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Did You Ever?

Did you ever own an auto?
Then g,ou know the sweet delight,
Of speeding down the avenue
W ith friends on a late fall night;
W hile many envy you this pleasure,
That of owning such a dandy car,
Perhaps say mean things about you
Or wished your sport to mar.

For a swift twenty miles you were raving,
O’er the beauty of the "universe,

When “crackety-bang” a tire explodes,
And you mumble a bitter curse.

Then you dig down in your outfit,
Feel longingly- for a shoe,

It was'nt there (you were well aware)
And you wondéer what next to do.

The friends now eagerly assist you,
In the search for what you’ve not,

And offer (too) many suggestions,
Which you term, just Tommy-Rot.

You also 'know that no inner ftubes,
rNestle ’heath the cushions soft,

Yet you dilg and pull the things about
W hile “blankety” words float aloft.

You dgive up after an hour or two.
And walk three miles or more,

W hile a cold wind fans your heated frame
And the rain begins 1o pour.

There to find a telephone “on the Hum"
So you another tramp must take.

To order a rig to bring you home,
Or a machinist, repairs to make.

(*)

And when you come back in the darknes«
ASO cold, ‘and weary and wet,
Expecting your friends to console you.
But “thafts what you didn't get.”
4h N°! That wouldn't be nature,
“Try it out if you think | deceive”
" *jat you got would fill an airship,
ith " the hottest it could receive.

Then the auto curtains would not fit.
Tho' turned it every way;
The wind shield stuck and just your lur'.
rou smashed the glass that "day
Then you waited siléntly boiling,
While blankets around you drew.
And justly, in that framé of mind,
To make that dark night blue.
-Did P/our friends said things %uixotic,
Full of biblical phrases ™I know”
With gestures somewhat amazing
Over which you’ve no wish to crow.
But could you have visited the climate
1 hey mentioned so oft and well,
lour “companions (sure) would
furnished
The credentials, |

ATxrls jnst three o'clock in the morning,
W the machinist, with repairs

have

know full well.

en
came,
You had spent the night in the auto.
The sport of the wind and rain.
Then I%/eosuS started for home in the dark-

m Bull of eagerness for liome-like cheer,
W hen fcurse the maker of autos)
You lost control of the steering gear.

Well lou, were too full for utterance,
Jhe machinist a half mile away,
W'3-s ploughing_his way back homeward,
Whue you tried his course to stay.
You tooted the horn like Blitzen.
xou hollowed and yelled and swore,
But he calmly and SWIft|%/_ continued,
To increase” his speed still more.

I lien there was nothin
But to make repairs %
A ™ 27>y side-stepped _into a _mud hole.
With an ojl lamp from off the hood
You wallowed in the sticky clay,
Perhaps (?) repeated a hymn you knew
You looked and silently wondered
“W hat ‘the dickens’ you could do.”

mou felt all over the greasy parts,
-/-od wiped your hands on your clothes.
Whllestme rain and wind grew wilder

left for you,
if you could9)

your party were nearly froze.
When a hazy gleam in dancing stream
Discovered the source of trouble

A™ J'ou danced about “in dv’rout”
Whileuyour party CYOSE|§I drlndu u\(lidfe.u

You retplaceu a bolt and thanked your

stars,
That fate this time, dealt kindly,

Turned on the spark and cranked
while the engine kicked %ou blindly
xou jumped away and rubbed your ‘arm,
And wondered, ‘'mentally guessing,

W hat new devil, now, was there at’work.
Jo make your life distressing.

You tested the battery and the coil.
And the spark plugs, one by one,
Xou carg;_ked, and cranked and crank.-d

awav

Ever wohdering “what could be done”
When a new thought crept to your sleenv

rain,
Drizzled slowly in. tho’ clearly,

The gasoline tank must be surely dry
Your neglect was costing dearly.

You ambled off to a farm house near,
10 awake the "wondering farmer

\Y ho. f(%ave you_a quart of so of juice
With best wishes from the uonor

Now. this was most kind in him,
Something unusual in a granger,

To lend a Hand to the auto man
In trouble, and a total stranger.

Well, you straggled in, at broad cay light

Bedrag_?eld, soaked and weary,

Your tﬁ(‘:ke was pleased (?) to see you
And her welcome was quite cheery (?)

And as_you recall that night of pain
A smile o’erspreads your features;

Tho’ you mae/ have your troubles now.
4our troubles have been your teachers
Portland, Michigan, Nov. 1, 1910.

Elon A. Richards,
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“Here’sWhat You Have Done Today”

The storekeeper who can say this to his clerks at the end of the day
has solved his biggest business problem. He is getting his clerks to
shoulder their share of responsibility for the success of his business

1-J G can say this to his clerks and get a
* * great deal of valuable information be-
sides about his business with a National Cash
Register.

Our new National Cash Register gives each
clerk his own adding wheels showing how
much business he does in the day. From
these wheels and from the printed record fur
nished by the register the storekeeper can
quickly tell each clerk how much business he
has done in the day. He can enter the record
in a book for prizes or promotion. He can
give a prize for the largest amount of goods
sold and another prize for the largest number
of customers waited on. One is as important

as the other.

Business fleips
I nmmrmm’i R'scnrife

The National Cash Register Way is the Modern Way of Building Business

Bright Clerks Welcome
This System

Clerks want to get ahead— to
earn more money.

If each one sees that you have
a way of comparing his record
with other clerks and relieving
him of the responsibility for
other people’s mistakes, you get
his best work.

He soon develops real sales-
manship in disposing of goods
that the customer cannot see to
ask for.

He soon sees that politeness
and attention to every customer,
big or small, rich or poor, helps
his record and makes him more
valuable. With this register
each clerk stands on his own
record.

Meanwhile your trade grows—
all of your customers get better
service— your profits increase.

Business Building Without
Expense

If you have four clerks and
were able to increase each
clerk’s sales only $i a day for
the whole vyear, that would
mean increased business of over
$1,200 a year. Isn’t a plan that
will do that worth inves igating?

The National Cash Register is
the only business system that
gives this result in a practical
way.

More than 917,000 Nationals
have been sold. We could not
sell this great number unless
they saved money and increased
trade.

The National Cash Register Co., Dayton, Ohio. D.M.T.
Send me full information about National Cash Registers. This does not commit

me to buy

Name Business

Address No. of Clerks-------------------—--

What You Get With
This National

Separate adding wheels for each clerk

up to nine clerks—each clerk has practi-

cally his own cash register.

Total of all money taken in.

Total of all “Charge” Sales.

Total of all money “ Paid on Account”
by customers.

Total amount of money paid out.

A printed record of each sale on aroil
of paper inside the register.

A printed check with each record—or
the register can be built to print on a
sales slip.

Separate cash drawer for each clerk,
up to nine clerks.

With single cash drawer the register
can be used with cashier.

Can be operated with electricity.

Built to stand on floor or counter.

Does anything that any other register
can do.

Prices run from $290 to $765, accord-
ing to size.

SK US to send full informa-
. tion about this National
Cash Register built to suit

3our business. Investigate. You

cannot begin to protect your
profits any too soon.

The National Cash Register Company, Dayton, Ohio

Salesrooms:

16 N, Division St., Grand Rapids; 79 Woodward Ave., Detroit
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THE NEW CONGRESSMAN.

First Winter in Washington Uncom-
fortable and Lonesome.

Not so many years ago a cartoonist
depicted four long graduated lines of
congressmen wending their way from
as many points of the compass to-
ward the Capitol at Washington. And
ever as they wended they decreased
in size, until those entering the ma-
jestic portals were as mere black
specks of humanity compared with
the ones just leaving home.

Of course, it was very funny and
added much to said cartoonist's rep-
utation for humor. And taken in a
social sense it was merely an exag-
geration of the truth, for Washington
has a most extraordinary way of
swallowing alike the petty legislator
and eminent statesman and making
them feel lonely and new and uncom-
fortable.

But the representative in Congress
assembled is a most important factor
in the industrial life of the capital
city—a god-send to the boarding
house keeper and a veritable boon to
the agent for furnished houses by the
season.

What renters of rooms in houses
near the Capitol would do withou
him is a mystery, and very many of
the numerous recently constructed
apartments which rear their flat top
heads all over town would be sadly
in need of profitable tenants were the

congressmen to remain away. Not
that the local populace engaged in
housing Uncle Yarn's honorables

make it a practice fleece them, but
the memory of days when their sal-
aries weie munificent compared to
economic conditions dies hard and,
besides, a congressman is here for so
brief a space as to come under the
heading of transient and be charged
as such.

“Going to Congress” sounds awful-
ly big in the provinces, and the sal-
ary is still called princely there with-

out any rising inflection of mirth.
Country politicians, who have lived
with ease on less than half the

amount given them by a fond govern-
ment to sign M. C. after their names
and attend to a whole lot of other
important legislative matters, think
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the new member invariably seeks
quarters as near the Capitol as pos-
sible. He wants to be on the job
early and late. After breakfast the
mere time for which would deter-
mine for the close observer how long
the partaker had been in Congress—
he often strolls over the House for
a look around.

There is a certain pompous strut
and proprietary air that none but
men who have served in other con-
spicuous public positions previously
ever seem able to dodge. He has
won and he is glad, and he feels that
everybody here is his friend. In his
native town he goes with everybody
worth while, so why not here in
Washington? This for the country
member, no matter from which .point
he started.

That anybody should look down on
an occupant of a seat in the House
of Representatives is beyond com-
prehension.

Gradually he begins to learn of
“days at home” for the wives of
members. He thinks it might be im-
proper for him to go when his wife
is not here, but loneliness overcomes
conservatism and he goes, has a fair-
ly enjoyable afternoon, goes again
and gets into the habit.

His clothes are not just what the
other men seem to be wearing. A
frock coat and a silk hat appear in-
dispensable. He writes to mother
that he had thought his wardrobe
complete, but these accessories are a
necessary part of his congressional
dignity. Somehow' the money does
not save itself here as it does on the

farm. He almost wishes his wife had
come along. Very many of them on
going home for Christmas return

with the family. They do not like
the cramped rooms he has been oc-
cupying. Maybe there is a young
daughter and she has higher ideas.
Everything desirable is taken by this
time, and the only expedient is to
rent a furnished flat or house at
whatever the agent thinks he can get.
Then the “season” is off with a bang.

On the day of the first public re-
ception at the White House he and
his ilk are early in line. To see the
President is an honor. But it is

they can “put up at the best hotelsidoubtful if anybody can find a sec-

and take life easy” when they get to
Washington. But this same town
with the open-faced avenues and
splendid public buildings, which seem
to extend so gracious a welcome to
the man who has won, is popularly
admitted to be the most expensive
for its size within these United
States. Unless the raw recruits, who
will next March, in larger numbers
than for many sessions, usurp the
desks and committees of experienced
veterans in the art of running the
Nation, are provided with surplus
funds they will discover that they
can get whatever they desire—if they
pay for it.
Tolerantly Amusing

He has ways all his own, this new
member, very tolerantly amusing to
the old inhabitant who has stayed
right here and seen so many “take
the course,” as witty Senator Rayner
once described it. Impressed by the
magnificent distances of Washington,

ond term representative among this
motley array. The recently elected
think it a religious duty to come out
every time a card is brought to him
by a pert-faced page. And maybe
grafters and would-be lobbyists don’t
know this!
The Next Congress.

The next Congress, which uproots
traditions and puts in a Democratic
majority, is going to bring them
flocking, and the new member will
see them all until his head buzzes
and his desk looks like a snowstorm
with reminders and requests and
promises. He can’t find time to do
his regular work because of this in-
cessant demand on his time. Besides,
there is a certain pride in realizing
that even men way up in public af-
fairs of his state h?"e to wait humbly
until he elects to come to them, card
in hand.

It is a boyish sort of pride and
amuses everybody, but is sneered at

by nobody, for the member is bland-
ly unconscious of his rawness.

He likes to take friends to dine in
the Senate restaurant and to frank
letters at the postoffice while people
look on, and to be alluded to in tones
audible all over the chamber and gal-
leries as “the gentleman from So and
So0.” He has maybe had a hard fight
and he has won and he is glad. And
some of the foundations for the best
and wdsest measures femanate from
his sort. It is only that he acts so
differently later on.

Take a representative to whom the
winter in Washington has become a
professional habit, and the only in-
ducement that would make him try a
tour on the monster automobiles
would be a delegation from home.
His wife has learned to select a day
that does not conflict with the judi-
ciary or the Cabinet, and he can say
“there’s the great What-Do-You-
Call-Him” without letting a trace of
earlier awe creep into his voice. And,
in passing, the Unger the M. C.
stays in office the farther he lives
from the Capitol. W ithout exception
the newcomers who have not been of
the old regime at home start on Cap
itol Hill and end at Chevy Chase.
Nor does this apply merely to plebe-
ian sons of the soil.—Washington
Star.
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Doughnuts and Cider.

Last night | single-handed fought a gang
of murderers that came,
To get my money or my life,
nearly "did the” same.

| str_ug?Ied with them on a cliff and over
it toppled two, .

| hit another one a biff that dazed him.
but I wasn’t through;

As fast as one was overpowered another
villian forced the fight

Because four doughnuts | devoured and
used a cider wash last night.

and very

The horse that | was riding ran
with me at furious pace,

He tossed me up against a tree, | plowed
a furrow with my face!

A farmer’s bull was grazing near,
he took up the batile then

And landed me upon my ear upon the
farmer’s cattle pen. o

An aeroplane _came whizzing by. |
grabbed at it with all my might

Because four doughnuts that you buy

With cider | washed down last night.

away

and

A strang and angry beast then came, a
eerature with a horrid grunt,

The way he use dme was a shame; he
%alloped up and down my front;

He had the roughest kind ‘of feet that

_ever | have gazed upon.

His breath was hardly fresh and sweet,
of nostrils he had "only one;

But that belched fire and brimstone, too;
his tusks were long and sharp and

white.
It’s awful what doughnuts will do when
mixed with cider late at night!
—Edgar A. Guest.

Do not fight the catalogue houses
or any other competitors with abuse.
Fight them with live competitive
methods and you will win out.

If a customer is disposed to argue,
instead of looking for arguments,
look for points upon which you can
agree.

Klingman’s Sample Furniture Co.

The Largest Exclusive Retailers of
Furniture in America

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

inferiors elsewhere.

Don’t hesitate to write us.

You will get just as

fair treatment as though you were here personally.

Corner lonia, Fountain and Division Sts.

Opposite Morton House

Grand Rapids, Mich.

We Manufacture

Public Seating

Exclusively

O hllt*C

VUUIvIIV o building to

IIES We furnish churches of all denominations
harmonize with

designing and

the general architectural

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

modest seatin

Schon

uvlilU Vo
for the merits of our school furniture.

of a chapel.

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

materials used and moderate prices, win.

I Oiloro H alle
LASUGW H ullo

quirements and how to meet them

We specialize _Lodge Hall and Assembly seating.
Our long experience has given us a knowledge of re-

Many styles in stock and built to order,

including the more inexpensive portable chairs, veneer assembly chairs, and

luxurious upholstered opera chairs.

Write Dept. Y.

American Seating Company

215 Wabash Ave.

GRAND RAPIDS NEW YORK

CHICAGO, ILL.

BOSTON PHILADELPHIA
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WHEN IS A THIEF?

Loophole in the Law Which Seems
Extraordinary But is Not.

Some people are born lucky. Will
Clark, of Texas, is an example.

Mr. Clark was walking along a
street in San Antonio one night, when
his attention was attracted by the
very careless manner in which Blum
& Co. displayed some of their wares.
Outside of their front door in a vesti-
bule (almost on the sidewalk, in-
deed) was a glass showcase, and in
the showcase was a wax figure of a
woman dressed in a handsome gown
and cloak. Easiest thing in the
world to get them out of that show-
case! It was putting an unnecessary
temptation before people to expose
them in that way.

W hether Mr. Clark needed a cloak
and gown as a domestic peace offer-
ing, or whether he merely thought
that it would be a valuable lesson in
locks to Blum & Co., does not appear;
but it does appear that he undertook
to remove the cloak and the gown.
The showcase was locked; but Mr.
Clark was a man of ingenuity, and he

managed to break the lock without
attracting undesirable attention. He
got into the showcase which was

roomy enough to accomodate both
him and the wax lady, and he took
off her beautiful cloak and rolled it
into a bundle easy to carry. Next he
proceeded to unfasten the gown and
slip it down to the floor—quite the
customary way when ladies are not
made of wax. However, in this case
this method was not immediately suc-
cessful, because the wax lady’s feet
were fastened to the floor and the
gown could not be removed in that
manner. At first sight he would seem
here to have made a mistake; but
wait till you reach the end of the
story.

Before he could get a diagram of
the situation into his mind and figure
out that this particular kind of a
lady could be effectively disrobed only
by lifting the gowr over the head, a
policeman interfered, and carried Mr.
Clark off to jail. He was brought to
trial on a charge of burglary, was
convicted, and sentenced to three
years' confinement in the penitentiary.
Just here is where Mr. Clark’s luck
would appear at first sight to have
deserted him; but wait until you reach
the end of the storv.

Mr. Clark appealed his case to the
Court of Criminal Appeals of Texas,
and that court, after due consideration
decided that a showcase could not be
regarded as a house, even if it were
big enough to afford room for a tete-
a-tete, and breakmg into it could
not, theiefore, be burglary. Mr.
Clark’s guardian angel had guided him
to the showcase, rather than to the
show window proper. The judge-
ment of the lower 'sourt was reversed,
and the cause remanded, “for the
utter lack of sufficient evidence.”

Then, feeling that Mr. Clark had
done something that ought to be
recognized in some way, they tried
to get him on a charge of theft. Again
judgment was rendered against him
in the low’r court, although Mr. Clark
ingeniously tried to wriggle out of
it on the plea of former conviction.
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Convicted of theH he remembered
the success of his former appeal, and

saw no reason why he should not
txy it again. He did, and his faith
was justified.

The Court of Criminal Appeals

found, upon considering the facts of
the case, that Mr. Clark had indisput-
ably taken unlawful possession of the
wax lady’s cloak, which was valued at
$40; but they could not see that he
was in actual possession of the gown
(valued at $85) at *he time when the
policeman interrupted him. It was
still held by her firm-set -feet.
admitted that the psychology of the
situation indicated that he probably

intended to take possession of thei

gown when he had solved the en-
gineering problems connected with its |
removal; but the law could not punish
a man for his guilty intentions, and
the saving fact of the situation (for
Mr. Clark) was that the lady had ef-
fectively disputed possession of the
gown up to the time of the police
raid. The taking of the cloak alone
would be a misdemeanor; but, with-
out the gown to increase the value
involved, the misdemeanor would not
be a felony. Judgment of the lower
court was again reversed.

Now that you have reached the end
of the story, don't you admit that Will
Claik was an unusually lucky man to
be able to secure so much unusual
experience of showecases, buttonholes
and courts at so small a cost?

Will B. Wilder.

Leave Drink Alone.

Last week | met a baking powder
salesman in the same town | made.
| had met this man before and held
a good opinion of him. About I
o’clock p. m. I met him first and no-
ticed that his face was highly color-
ed and it did not take me long to
locate the reason. When asked how
business was he told me he had sold
fifteen barrels that day. About a half
hour later I met him farther on and
his face was beginning to assume the
hue of a boiled lobster.

W ithout questioning him he volun-
teered the information that he had
sold thirty barrels of baking powder
so far that day. In the evening f
met him again at the hotel and by
that time he surely had the finishing
touches on him. He was about to wire
his firm to either double his salary
or accept his resignation, but fortu-
nately he fell asleep writing the tele-
gram.

The next morning at breakfast the
poor fellow complained that this was
the rottenest town on the map, that
he had not taken a single order all
the previous day. When asked where
he sold the thirty barrels he told me
of the day before he said, “Heisse
luft,” and by that he confessed him-
self unreliable, untruthful, the very
essential qualities so necessary to a
salesman’s success.

An every day story, but it proves
my contention—that a man in his
cups is unreliable, and the buyer nat-
urally presumes that an unreliable
man is very apt to represent an un-
reliable house, and that an unreliable
house is sure to sell unreliable goods,
and that is just what he wants to

They |
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steer clear of. This is a very busy Although it is better to wear out
world and the buyer won’t take the !than to rust out, there is no sense m
trouble to find out whether the sales- wearm$S yoursex out ¢ er

ilnecessities require. sake as god

care or your body as you would >t
machinery

man got his snoot tall for medicinal

purposes or otherwise. He simplyj
passes judgment upon the evidence mmm

presented to him. Take it from me,j Any man can be polite and rheer-
boys, | have been on both sides of the ful when he comes down in the mom-
fence and know what | am talking ing feeling like a fighting cock, but
about. This is no second hand ex- it takes some character to be cheer-
perience | am relating to you. 1 have }ml at 10 o’clock Saturday night

had mine, katzenjammer and ail the
other trimmings that go with it.

Do not throw away your waste jed by it. When you want to reach
paper. Bale it up and sell it. Yon will jextremes, -boose a medium that roes
be surprised how fast it accumulates, only to those extreme classes.

We Want Your
Business

Our new plant is com-
pieted and we need or-
dears. A case & complete
outfit at prices so Jom wcm

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

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

Branch Factory- Y JiTfowtif, Or**

—_——— -

Michigan.

Latfte Vftx

Offices aod showroom* *mr own snowmelt T3 BVwtfwa?

The Largest Manufacturers of Store Fixtures m the World

Druggists’ Wall Fixtures

Are Our Specialty

We sell a complete line of sectional frirggists sfieLving.
prescription cases, patent medicine cases, tincture cases, and
other equipment for drug stores. The illustration shows ome
of our most popular prescription partitions

Our new druggists’ catalog illustrates our compiste Line
of this class of work. We furnish complete plans and estt-
mates free.

Our prices will interest you.

Write for further information.

Wilmarth Show Case Co.
936 Jefferson Ave. Grand Rapids. Mieli.

Downtown show room in Grand Rapids at 58 S fonia it
Detroit show room— 40 Broadwav
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ACCOUNTS DUE YOU.

Keep After the Slow Payers and Get
Your Money.
Written for the Tradesman

Along about January 1 1911, or
February 1 vwhich really ought to be
considered the beginning of the
merchant’s store year), you will be
getting tip an annual statement to
see where you are “at." Alter you
have gotten through with such items
as merchandise, cash on hand, store
furniture, fixtures, etc., you will come
to an item reading something like
this: "Accounts due and payable."”

When you come to that item you
will stop and think. Having thought
some, you will scratch your head and
think some more. After that you will
think again. In fact, this is one of
the most thought-provoking items
that the merchant has anything to do
with.

Ml of these aecoumts (that wou
Wimill very joyfully convert into
“Qish on bam1”) represent merellian-
M'so that you have bolight and paid
for Merehandisc that represents not
airme the origfinal cost price, but the
fifit cost plus the neci:ssary expense
of operating \mour ston\ In addition
to this there is your total net prollt
on all the nuerchandisi represented
by these outsstanding accounts.

llow many of these bills will be
paid? You may think you know ap-
pnoximately how many are good and
wllat percentage are “dead ones;” but
VOu do not. The chairces are dollars
to doughnuts that you will never col-
lect 90 per cent, of the total amount
—and maybe not that. Again, the
chances are that you now think you
will ultimately get more of it than
you will actually succeed in getting.

So this is a pretty good time to go
over this question of extending cred-
it. It is an old subject; but it is one
of those which have a perennial
freshness—just because they are vi-
tal.

If there is anywhere a merchant
who does business on a strictly cash
basis, now is the time of the year
when he ought to shake hands with
himself, and take himself out some-
where and treat himself to a sumptu-
ous dinner, then go and buy himself
a new hat. What a tremendous
amount of self-complacency he ought
right now to be carrying around—
when so many merchants everywhere
are scratching their heads over the
problem of past due accounts!

Most merchants are right in on the
ground floor of this accounts—due-us
proposition: for nearly all of them
grant credits. They can not very well
help it. Very nearly all business
nowadays is done on that basis.

Now, with reference to these ac-
counts, what are you going to do
about them? Going after them, are
you? Well, that is right. | never

did have much patience with the mer- Isell.

chant who is too timid to assert his
rights in a sound that rings certain.
You ought to have your money. You
have given good merchandise for it.
That merchandise cost money—your
money. You have had to pay operat-
ing expenses. You have delivered the
goods, and the goods proved satis-
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factory. Present your bill. Keep on
presenting it. If the bills are ignor-

ed, write a personal letter—first a
polite and courteous letter. If that is
ignored, put on the rousements just
a wee bit; just suggest that the first
communication may have been over-
looked. Give him credit for being on
the square until you are absolutely
forced to conclude that he is other-
wise. If he ignores the second com-
munication, make the next one per-
Iceptibly warmer in tone. After that
make it a point to see him personally;
Ibut keep after him—either in person,
by a communication of some sort or
by proxy.

Of course every man who does not
pay his bills should not be looked up-
on as a dishonest man. Life is a
complex proposition, and there are
|many things that may arise to pre-
vent one's meeting his obligations.
You are probably conceding this but
inwardly commenting somehow like
this: "Well, in th;it event, wiby does
he not come and frankly tell me his
situation ? | am mo heartless, driving,
covetous Frankensstein. All | want to
Ibe assured of now is to know that he
|[recognizes the obiigation in a serious
|way and that be honestly purposes
lin his heart to pay it as soon as lie
jcan. 1 will give him time.” Well,
now listen: There are a whole lot of
people that will see you Idinkety-
blank before they will come to yoi
with a hard-luck story. They have
mad a solar-plexus blow fromi an un
expected quarter: and it has com-
pletelv put them to the bad. But thej
are not going to tell you that. If you
Iget your money you will have to wait
until they recoup. They are not go-
ing to come in and ask for a little
forbearance on your part. They are
saying to themselves: “If he wants to
think of me as a ‘dead beat,” he will
have to think on for all | care.”

No: not every blessed man that
does not pay is a dishonest man.
Maybe he is a creature of unpropi-
rious circumstances.

Say, did you ever stop to think
that you, Mr. Merchant, may be, in
a measure, responsible for a sizable
percentage of the losses that will ul-
timately accrue to the business from
outstanding accounts that will nevei
be converted into “cash on hand?” 1
Ilhave known merchants to encourage
extravagance and over-buying on the
part of their customers. Insofar from
checking their too generous buying
proclivities, they actually begged
them to purchase more.

It does not pay to take long chanc-
es when it comes to extending credit.
| There is where the damage is done.
|Ir you had given one-half the time
and study to the matter of credit-
lextension that you now give to col-
lecting bad accounts you would not
have so many bad accounts to wor-
|ry over; but you were so eager to
Ah! there’s the rub. So you did
not look up your customers so thor-
oughly as you should.

Or you were inveigled into grant-
ing an unlimited credit by the good-
ness of your heart. Your judgment
said one thing and your heart said
another—and you could not say no.
Now you wish you had.

That is the reason, | say, mer-
chants are themselves very largely to
blame for the accumulation of bad
accounts.

A very shrewd business man,
speaking on the ever-fruitful theme
of how to sell goods on credit and get
one’s money, makes this excellent
suggestion: “l would agree with the
customer upon the largest amount he
should owe at any one time and the
day upon which he was to pey. 1
would not allow the account to lapse.
If a wage earner or a salaried man can
not pay his bills on the first pay day
he certainly can not pay double the
amount on the second pay day, and if
you allow him to increase his account
you will eventually lose.”

Now that is good logic.
not overthrow that
is solid masonry.

Why is not the practice of shut
ting off further supplies until the
past due account is straightened up
universally adopted? For several
reasons—most of which, perhaps, are
specious:

1. We are afraid of queering him.
thus losing his trade. The answer to
that alleged reason is, We won’t
queer him if he is at all normal and
we are as tactful and gentlemanly as
we ought to be.

2. We are convinced that he is in
a tight place and we want to do by
him as we would like to have the
other fellow do by us, etc. Analyze
this alleged reason. It is a compound
one of much credulity, social sympa-
thy and a large amount of bad busi-
ness. Perhaps our dead-easiness is a
prolific source of his undoing. Be-
cause he has found he can work us—
perhaps by some fabricated hard-luck
yarn—he will work both us and oth-
ers to a fare-you-well in the future.
Is that a legitimate application of
your Golden Rule principle? Not nec
essarilv. If you have investigated his
story and found that he is giving you
the straight goods, well and good:
but suppose he is working you for an
easy mark: must you be worked
(without a protest on your part)? 1
don’t so understand the golden rule.

You can
argument. It

Inventory

Qutfits

As a quick, easy and
accurate method of tak-
ing stock the value of a
loose sheet inventory
system will readily be
recognized, by the dis-
tribution of inventory
sheets properly number-
ed to the various depart-
ments the entire force
may be employed on the
inventory and all depart-
ments checked up sim-
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And moreever remember this: the
fellow who is actually up against the
ragged edge of things is often an ex-
tremely sensitive fellow; and he isn’t
gonig to tell you if he can help it.

In one sense granting credit is
like giving alms. The fellow that
asks you for a quarter isn’t worth

blowing into Kingdom Come, ninety-
nine times out of a thousand. He’s
a dead-beat—in all human probability

Grand Rapids Electrotype Co.
1 Lyon St., Qrand Rapids, Mich.
Makers of Highest Grade Electrotypes by
all modern methods. Thousands of satisfied

customers is our best advertisement.
Also a complete line of Printing Machinery,
Type and Printers’ Supplies.

DERKECTTON
)

For $1.90
1 will ship

plete— IroniMj“"Bc%’;’Ll
and Clothes Hack. No
better selling articles

rA-tv
*

IROIVINGBOARD

Sales Books SPECIAL OFFER FOR $4.00
We will_send F\)/o,n complete, with Original BUI and Du-
plicate Copy, Printed, Perforated and Numbered, 5,000
Original _Bills. 5,000 Dnplicate Copies, 150 Sheets ol
Carbon Paper, 2 Patent Leather Covers. We do this to
have yon give them a trial. _We know if once you use
our dnplicate system, yon will always use it, as'it pays
(or Itself in forgotten charges. For descriptive circular,
samples and special pricea on large quantities, address
The Oeder-Thomsen Co., 1942 Webster Ave., Chicago.

QRAND RAPIDS
INSURANCE AGENCY

THE McBAIN AGENCY
Qrand Rapids, Mich.

FIRE

The Leading Agency

rnipr your delayed
InflUuL FREIGHT Easily
and Quickly. We can tell you
low BARLOW BROS,,

Qrand Rapids, Mich

ultaneously. The pricing extending, checking, etc . may be begun as soon as the first

sheet Is returned.

When sheets are completed they may be classified according to departments, com-
modities or arranged in any way desired and filed for reference in a post binder.

By the use of carbons a duplicate may be made—a protection against errors or loss
of originals. We supply sheets, binders and carbon paper.

Everything for the Office

TISCH-HINE CO.

5-7 Pearl Street

Qrand Rapids, Mich.
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—and just working you for the price
of one whiskey and two beers.

If you want to do a little real alms-
giving, you have to go and hunt for
a legitimate object. And sometimes
they’ll positively conceal their want.

So the people who demand more
time; buy more goods, and keep on
demanding time—giving you hard-luck
yarns galore—these are the ones you
will have to look out for.

It isn’t a question whether or noi
you shall grant credit in this modern
era of merchandising. That question
has been answered for you by the
majority. You've got to grant credit
to some extent even though you do
what you call a cash business.

The question s, How grant
credit on a sane basis, so as to show
a decent net profit at the end of the
year? That’s the burning topic of
the hour.

For one thing you'd better figure on
losing ten or fifteen per cent, through
bad accouts. Figure on that at the
beginning of the year, and mark your
asking price for your goods up to a
point where you can lose fifteen per
cent, of your accounts through non-
pay, and still show a net earning of
from ten to seventeen per cent, on the
volume of business done.

And in the meantime keep after the
slow payers. Eli Elkins.

Banks and Investments.

Investment banking is becoming
every day a more important business.
Bankers even in the smaller towns
are being called upon more and more
to advise their customers about in
vestments. This cannot be otherwise
in agrowing country where there is a
constantly increasing amount of cap-
ital seeking profitable employment.
The bank depositor naturally goes
0 his banker for information regard-
ing investments: for he is supposed to
be informed on bonds, stocks and
mortgages and is usually willing to
help his customer make a wise choice
There are limits to his services in
this way. For instance, he doesn't
care to act as a purchasing agent and
pass on the merits of a horse, as was
recently asked of a Minneapolis
banker by an up-the-country farmer,
but he will do his best to dodge the
“cats and dogs” of securities offer-
ed, where the only profit in sight is the
rake-off of the promoter. Wideawake
bankers in the smaller towns are
alive o the opportunities in this line
of business and are helping their
customers make profitable invest-
ments, and incidentally add to their
own surplus account. This field is
already here, though worked as vet
only by a few, but it must be an ever-
expanding business for the bankers
who get busy and serve their custom-
ersvas they might, in the capacity of
confidential advisers on investing.
—The Commercial West.

The merchant who at this season
is sitting by the stove waiting for
customers to come in and buy is
neither very busy nor very happy.
The retailer who finds pleasure in
his work is the man who reaches the
store early in the morning, knowing
that he has planned to do something
new for that day.
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Slogans Help To Make the Store's
Reputation.

The tendency which has been so
marked in recent years to eliminate
personal names from store titles—a
tendency which, no doubt, has been
greatly encouraged by the incorpora-
tions which have been effected—has
also brought about the adoption of
store mottoes, which in many cases
appear on the stationery of a con-
ern and occasionally form a part of
the name-plate used in the store’s ad-
ertising.

Frequently, too, when the motto
consists of but three or four words
it is presented on the signs bearing
he store name, whether these signs
appear over the door, against the
supporting piers which border the
sides of the entrance or upon the
plate glass of the show windows.

It is maintained by some concerns,
and apparently with good reason,
that there is a distinct advantage in
the selection of a good store motto
and in giving wide publicity to that
motto in connection with the store
name. A well-selected motto can be
used with good effect as a business
slogan and, under certain circum-
stances, it contributes quite material-
ly to the creation of a reputation for
fair treatment, reliable merchandise,
ood service and other trade-pulling
policies. Thus a good store motto,
consistently lived up to for a term of
years, may become one of the assets
of the business.

We present a number of mottoes
which have been tried and proved
successful. In regard to these the
following foreword will be found
worthy of attention.

A few of the mottoes, like the first
two, in a general way, suggest lead-
ership. Unless that leadership is a
reality, however, the motto is worse
than useless.

Certain of the mottoes, like Nos.
7, 8 and 13, suggest leadership in
value giving, each presenting a
thought which is distinctly alluring
to the large majority of women shop-
pers.

Nos. 16 and 17 emphasise style su-
premacy and therefore apply partic-
ularly to concerns dealing largely in
garments, millinery and other ready-
to-wear goods.

Mottoes like those numbered 19, 20
and 21 emphasize the quality idea,
and apply best to stores which cater
to the “best class” of trade and to
such as endeavor to attain and main-
tain a certain “tone” in their business.

For a concern which aims to build
up a substantial business founded on
a reputation for dependability few, if
any, better mottoes could be select-
ed than Nos. 22, 23 and 25.

Of the mottoes above referred to,
each suggests only one point of su-
premacy or of leadership. There are
two or three longer mottoes, how-
ever, at the end of the list, each of
which suggests two or more points
of supremacy. Few concerns, how-
ever, would care to adopt a motto
calling for more than one printed |
line.

List of Store Mottoes.

1. The Store Ahead.

2. We Take the Lead.

The Busy Store.

The Popular Store.
Everything to Wear.
Everything for Everybody.
Best Value Store.

The Best for Less.
Blank Has It for Less
Under-Selling Store.

3.
4.
5.
6.
7-
8.
9.

10.
11.
fs Never Questioned.

12. It Pays to Pay Cash.

13. Blanktown’s Lowest Prices—
\ Iways.

14. Money’s Worth or Money
Back.

15, We Arm to Reduce the Cost
of Lbnng.

16. Where Fashion Reigns Su-
preme

17. The Latest and Best Always, i

IS. Always Something New.

19. The Store of Quality.

20. Qna'ity Corner.

21. Merchandise of Quality.

22 The Ifeliable Store.

Reliability — the Cornerstone |
of Our Business.

24  Our Word Is Our Bond.

Get

Our Under-Selling Supremacy 1

n
25. The Store That Satisfies.
26. Certain Satisfaction.
We Goarantee Satisfaction.
Square Dealing.
-\fwaits Good.
30.
\Y
tion.
rf fi. n.aesnt We WiUu Mali
Good.
of Va Pr Wrthrmt Pr
formancc.
bfc.
\f*v Wirhr»rrt
Ottr __Complet
Our Go

Onr Prices__die Lowest,
Our MeVif—a Smtare Deal.

Do not forget the collections, wit«

fits are

irv. will f

year, as a rale* muf nt jfetr
you lose

in sellirg the goods, as yoi
y is war

is.

the

“Sun Beam™ Line of Goods
For Fall and Winter Trade

Horse Blankets, Plush Robes.

Fur 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 your customers 3rd in-

crease your business. Ask

Brown & Sefiler Co.

Your Waste

Something to Make Every Pound

for catalogue.

Grand Rapids. Mich.

In the Way

of Voor Waste Paper Bring V

Good Dollars

The
Handy
Press

For bailing all
kinds of waste
W aste Paper

Hides and
Leather

Rags, Rubber
Metals

Increases the profit of the merchant from the day it is introduced. Two,;

335and $45f. 0. a. Grand Rapidst

Handy Press Co.

251-263 So. lonia St.

Send for fBosssased catalogue.

Grand Rapids, Midi.
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DRYGOODS,
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?

FANCY GOODS”™ NOTIONS

After Christmas Reminders.

Seasonable lines to which retailers
will  find it advisable to direct
their attention immediately follow-
ing Christmas are summer toys to
be purchased on import order for de-
livery two or three months later and
valentines for February, also sou-
venirs and novelties for Lincoln’s anrl
W ashington's birthdays, to be pur-
chased from wholesalers stocks.

By purchasing the spring and sum-
mer toys on import order, the re-
tailer is not only enabled to effect a
price saving, but will also secure
at least a few items that would be
unobtainable from stock later on. An-
other feature of toys of this nature
is that they are, in the main, staple.

On the three lines of merchandise
mentioned for February selling, the
retailer could not expect any great
amount of profit, nor should he stock
more than limited quantities. Yet it
is imperative that a showing be made

for the purpose of stamping the
store as keeping abreast with the
times.

Valentines of the better grades

can be so marked as to afford aheavy jpewest ribbons to be used in millin

margin of profit, and if the goods are
purchased with due caution the ques-

tion of left-overs will be a matter
of secondary consideration.
For Lincoln’s and Washington’s

birthdays only a limited assortment
of specifically appropriate articles
need be purchased, and, with these,
novelties of a kindred nature already
in stock can be included to increase
the effectiveness of the display.

In medium and large cities card
parties, receptions and festival gather-
ings of one kind or another are held
on each of the three days mentioned,
and souvenirs, prizes and appropriate
table decoration pieces are employed.
For such occasions customers, in-
stead of taking single pieces, almost
invariably buy from a half dozen to
a dozen or more of an item or as-
sorted items.

The White Goods Sale.

A Minneapolis dry goods merchant
says that for the January white goods
sale he occupies just double the usual
floor space. “It is rather a slack time
for millinery.” he says, “and as that
department is our nearest neighbor
we encroach a good deal on their
territory for this one month. Then
in addition to doubling the space on
this floor we have booths and tables
for leaders on the main floor.

“Very early in the proceedings
every bit of glass is polished until it
shines, every shelf and fixture abso-
lutely freed from dust and every
drawer emptied of its contents and
straightened. Perfect cleanliness is

.the first requisite. Then | have palms,
ferns and green vines arranged as an
leffective background to the dazzling
(white of the goods displayed, and a
little pink in ribbons and flowers to
brighten it here and there. | do not
believe in sparing either time or ex-
pense in preparing for a white goods
Isale, for we get it all back.

‘T arrange my display as conven-
{iently as possible for the customers,
jhaving plenty of space between the
|[tables, and as far as possible having
goods of one price on a single table.
IWhere this is not possible, all the
jgoods are plainly marked.

“After the first day of the sale |
select some one article as a leader,

jat a special price, and feature a new

one each day in the advertisements
land department displays. Then to
ward the last week of the sale | havi
a special table of soiled muslins on
which T put all the odds and ends, ad
vertise them at greatly reduced pric
les and get rid of them before com
pleting the stocktaking.”

New Ribbons Used.

Grosgrain and ottoman th

are
cry. A good effect is produced with
a new weave having a narrow rib
woven in two tones. Bright colors arc
used with a high sheen for the out-
side of ribbons which have a very
dark or black background. While rib-
bon appears on many of the newest
hats it is no longer in the immense
Ibows favored earlier in the season. A
new arrangement giving a chic ap-
pearance to a small Tyrolean shape
simulated a wing, the effect being
produced by long and short backward
Ipointing loops. A wide crush band of
Iribbon about the crown finished by a
closely shirred rosette forms an ef-
fective trimming arrangement for a
small felt shape.

Entire turbans of fur are seen
with greater frequency since the ap-
pearance of cold weather. Sable, er-
mine, mink and chinchilla are used in
the more expensive millinery, while
in the moderate and popular-priced
models prominence is given to seal
or its imitation, marten and caracul.

The man who succeeds does so be-
cause of the way be does the regu-
lar daily duties rather than because
of his ability in the exceptional case,
which seldom occurs.

Many think that it is trust in Provi
dence that enables them to remain
calm in the face of the disasters
others.

The man who doubts himself
like the chap who rowed all
with his boat tied to a stake.

is
night
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The Man of Cheer.

I don't know how he is on the creeds,
I never heard him say; i .

But he’s got a smile that fits his face,
And he wears it every day.

If you have any business with a
concern go to the highest man you
can get at. Assume that you and
your business are important enough
to merit attention from the head of

If things go wrong, he doesn’t complain—
the house.

Just tries to_see the joke.
He’s always finding litile ways
Of helping other folk.

He sees the good in every one,
Their faults he never mentions;
He has a lot of confidence
In people’s good intentions.

We are manufacturers of
Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

iTon soon forﬁet what ails you
When you happen ’‘round "this man;
He can cure a case of hy

0—
Quicker than P

the doctor can.

No matter if the sky is gray,
AYdou hget IhISdetl)nt of view.
nd the clouds begin to scatter
And the sun corg]es breaking through Corli KnOtt & CO-; I—td

20, 22, 24, 26 N. Division St.
Crawl Rapids, Mich.

You'll know him if you meet him,
And you’ll find it 'worth your while
To cultivate the friendship of
The man behind the smile. .
—Progress Magazine.

99 out of 100

Buyers will agree that the line of Wash
Goods we are showing for the year 1911
is the mosf handsome and complete line
on the market.

Ask our man to show

you the big sellers, such as:

Seminole Madras Tavora Suiting
Splendor Voile

Carolina Tussa Batiste Percales
Dimity Cheviots Madras Poplin
Mirror Silk Tissue Bleviot
Princess Foulard
Tussah Silk Galatea Ripplette

And Many Others

Grand Rapids Dry Goods Co.

Wholesale only
Grand Rapids, Michigan

We offer Printed Flannelettes to close at the fol-
lowing prices which are very low. Mail your order at

once while the assortment is good:

Creponette

BV ATMUIE i 7
Melton Vellon. 9 Roxboro.....cceevvninnne
Moleskin ..... 9 Bundles, short lengths 614
Veloset ... 10 Foule..... 7
Fleecedown 10 Downette 6
Raye Crepe ... 84 Polonia... 7
Arnold Superfine... 614 Eden 9
Henley Serge 6 Heavy Pemberton Pink only.. 17

P. Steketee & Sons

Wholesale Dry Goods Grand Rapids, Mich.
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Practical Advice To Clothing Store
Window Trimmers.
The trimming of clothing and

furnishing goods windows is consid-
ered to be the most difficult line
the profession.

in
Yet, when a man of
taste gets into a window to be trim-
med with men’s wear, many beautiful
and business-getting effects can be
obtained. Without taste there can be
no execution of this work to a mark
ed degree. Where only native taste
prevails the beauty will be crude, oft-
en fantastic. My idea, and | feel very
confident that the majority of the
window artists will agree with me, is
to display the merchandise, whatever
kind it may be, in the window at the

same time it is inserted in the local
papers. By doing this, one will as-
sist the other by working in har-

mony and producing a window effect
that is strong and attractive. Strong
because supplementary to the printed
product, and attractive because the
printed matter has prepared the read-
er’s mind for it.

To blend the two into one effect
may require considerable study, yet
it will be bringing the practical out
of the theory, the ideal into possible
form. Never crowd your window's.
This is the most injurious failing that
so many w'indow trimmers have.
When you make your next display
try this idea: Supposing brown suits

are the rage; get your very best
brown suits and let every one be
brown. Put them in your window,

and if you should desire to put a few
hats and gloves in, which are con-
sidered necessary to carry out the ef-

fect, let them be brown also. Then
in your next window display gray
outfits, and so on.

Specialize your windows and watch
the color effects. Let your window
cards be the same color as youi
suits or as near the same color as
possible. In your brown window use
brown cards with w'hite lettering
never put the price card on my suits
unless during a special reduction
sale. Instead, | use cards that are
about 242x3X3 inches, and name each
suit with some English name that
think sounds good. For example
I might have five suits in a window
something like this: First, Carrolton
second, Winton; third, Calvert
fourth, Waverley; fifth, Prince Hen
rv Of course the names are a mat
ter of taste.

I pursue this course in preference to
marking the price in large figures a
| often see in many windows. | ha\

tried both ways and the first one ce:

tainly appears to be the smarter of
the two. In my locality | find some
of the classier trade just a little fin
icky about selecting a suit from wii

dows that are priced in bold figure

Of course some argument can arise
here regarding the above idea.

Build your displays up. Do not let
them look as if you had put a lev
on top of them. Let the displays be
up high enough to catch the vision
Make them bold and arrange them
so they will command attention. N
tice | use the word “commam
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have made displays that command
and | have seen others that did so.

| change my temporary back-
grounds every time | change my dis-
plays. The cost of doing this is very
small, providing you have ideas of
your own and are mechanic enough
to execute them.

Never have a fancy background. |
mean by that, one that will detract
from the merchandise that you are
displaying.

There is no limit to the amount of
good a window decorator can do his
employer. Think what you are doing,
originate ideas of your own and
above all do not be backward about
exhibiting. These ideas sometimes
are just the thing that will do the
work. | remember, several years age
when the coat-shirts first came into
vogue, | had originated an idea of
my own in displaying them. | felt as

I did not have the nerve to ar-
range it as | had previously intend-

I pondered over it and | finally
decided to use it. Well, when my
indow went up | had a display that
sold more coat-shirts than we had

.old in the previous thirty days. So
now if you have an idea, uncover it.

et it out. If it should not be the
ind the public appreciates you will
be nothing out. You still have other

[eas to be executed.

Watch the little things, about your

mindow. See that there is not a pin
or a small piece of paper on the floor.
Keep the fixtures clean and keep the

indow as well lighted and the lights
or lamps as nearly concealed as
ossible. One of my great helps in
the men’s line is an abundant sup-
ply of silk plush to drape around the
pedestals. You will be surprised at
the nice, rich effects this will give. If
possible, have it some color that

on’t fight, but one that will harmon-
ize nicely with its surroundings.

I am a great believer in unit dis-
plays. Whatever you select for the
unit of your trim, you should take
care to preserve the individuality of
your displays throughout. If that is
not done the trim, as a whole, will
have the appearance of designless art
There should be no crowding of the
units, for that is sure to destroy their
ndividuality and if their individual
ty can not be maintained the effects
of grouping are destroyed.

I believe in changing my windows
n this way: Suppose in window No.
1 | have clothing this week. Next
week | will put furnishings in win-
dow No. 1 Suppose | have hats in
No. 2 this week. Next week I will
put in a neckwear display, and so on,
and so on, until every one of my
windows have an entirely different
line in them every week.

The public is really more observ-
ing than many window artists give
them credit for. The following are
a few things a window trimmer
should avoid:

Do not put underwear, gloves, muf-
flers, garters, sweaters, rain coats, or
hats in a window with shirts.

Do not put collars, gloves, hand-
kerchiefs, suspenders, mufflers, belts,

Well, that is exactly what | mean. T!Stocks, sticks, umbrellas, raincoats,

28

hats or jewelry in an underwear win- j
Jow
Do not put cravats, shirts, collars,
half hose, undershirts, suspenders,
mufflers, garters, belts, stocks or simplified.
sweaters in a rain coat window. advertisements ot the store shows a
. .desire to know. The clerk who will
Bo not put cravats, shirts, collar?, .
. not should be advised fo accept a po-
half hose, suspenders, pajamas, gar- .. -
o sition with the competitor across the
ters, belts, sweaters, or jewelry in a
hat window. Sufts and overcoats may'SF"®®"
be combined with any line of haber-J
d;lshle(;ybln orlle Wmdf]w’ altr:mugh carell Mr. Silas Pikweed steps into the
S oud Ae ta ert1' to have t em corr_fr; .long corridor of the Upthere build-
spond. As, ouling —accessories wi JIng. He gazes at the row or elevator

ou_::]ngf C|°Ithe|5'thf°rmf| aCCessories gates, squinting with some amaze-
with formal clothes, etc. He glances

ment at their iron bars.
I have heard window trimmers re- apnrehensively at the elevator starter,
mark many times that there was not who, with star on breast and brass
much in the art of decorating for a pyyttons on his uniform, is an impos-
men’s wear shop. Right here | beg ing sight.
leave to differ. If the line of work

. . . “ls—is there a felle
is executed as it should be there is . -

i jof James Raddon in—
much to it.

Of course, in those stores whe,
no advertising is done or where th**
3ame advertisement is run through
out the entire year, things are macn

Tender Hearted.

the nai

J. C. Waters, Gallipolis, Ohio. asks. .
“Yes—1,435" answei

The Clerk and the Advertisement. duickly.
When a good advertisement has How long has he

been prepared the thing to be accom- here,

plished is not actually done until the Since last May. Want |
merchandise advertised is displayed ~ “NO, N0; guess not.”
and the attention of the selling force | And Silas almost tipt<
directed to what has been said to the the street, where h
customer through the advertisementjand murmurs to hi

1to what is exnected of those wh “Poor Jim!
have charge of each department. If numher of the stree
there is to be a sEiecial sale on petti- find him, but I bet his
coats the clerk > clerks who have Knrrv about it 1 ai
charge of that department should 0 let Jim see me w

know exactly what the plans of the
special demand in the way of service
and lispiays and what information to
give customers in the instances where
special informatic>n is expected.

It may be somewhat of a revela
tion to the merchant to know that
very few of .his clerks read his ad-
vertisements. Clerks, as a usual thing, J
are not concerned sufficiently in theJ
activities of the store where they | \jost new s
work to investigate what the store paw only 1
intends to do the next day or week. fihought of th
If the clerk is posted continuously Inothing more
there is a relation built up between evojve new an

grac e this way. 11j
an’ tell his folks f
place. —Judge.

5
.coir

uld

buy.

the advertising plans for each day s
business and the one who is to sell
the things advertised.

Some time ago the writer visited
an exclusive dry goods store where
the purpose of the advertisement, the
display and the duty of the clerk
were carried to a science. There was

an advertised sale on several lines of
merchandise, each line advertised be-j

ing displayed on individual tables
through the center of the store. Just
over each table, pasted on a large
cardboard, that part of the advertise-
ment which concerned the line dis-
played on that particular table ap-
peared. The customer who had read
the advertisement once at home could
read it again in the store, prices and

all. The clerks could hardly avoid
|[reading it, as it was always before
their eyes. This kind of a system

avoids errors, misunderstandings and
gets results. It often occurs that a
customer will ask about a sale on a
certain line advertised in last nights
paper and the clerk wiJ return a rar
away look which shows that the sale
advertised has never been heard of
before.

| store
i

H. A. Seinsheimer & Co.

CINCINNATI
Manufacturers of
“The Frat”
YOUNG MEN’S CLOTHES

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

Made is Chicago fry

BECKER, MAYER & CO.

The Man Who Knows
Wears “ Miller-Made” Clothes

And merchants "who know” sell them. Will
send swatches and models or a man win be
fsent to any merchant, anywhere any time.
I No obligations.

Miller, Watt & Company

Fine Clothes for We? Chicago
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Courtesy, Loyalty and Hard Work
Essential To Success.

By making good, or how to hold a
position, | mean how to increase
your employer’s satisfaction, by
steadily developing higher ability and
greater responsibility.

There are valuable hints to be gain-
ed by studying the careers of men
who have succeeded. T believe the
essentials to business success are
promptness, courtesy, loyalty and hard
work. Promptness is the keynote ir
this age of hustle. Opportunity waits
for no man, and the one who is al-
ways behind is playing a losing
game. Business hours should be rig-
idly observed. Tardiness of five
ten minutes in the morning, trivial, as
it may seem of itself, is a pretty sure
indication of the degree of prompt-
ness you will show in more impor-
ant matters.

Next comes courtesy. It is an in-
vestment which pays large dividends.
In this nerve-racking, endless rush of
affairs there is nothing which leaves
a stronger impression than a pleasant
word or a kind act. Business cour-
tesy is largely a matter of habit, and
one of the habits we can afford to
cultivate. In the army and navy loy-
alty is an essential for success, and
it is no less so in the business world.
Enthusiasm and loyalty go hand in
hand. The man of the hour is the
faithful man, the man who makes hi:
employers’ interests his own am
whose lovaltv never wavers.

Next comes hard work, and there
is no substitute. Do not be afraid
to do $2 worth of work where it is
required, even although your present
remuneration is onlv  half that
amount. The words “hard work”
come nearer holding the key to suc-
cess than do volumes of advice.

Another point |I would make: Do
not stay in a position after you have
outgrown it and which offers no
chance for advancement.

Hundreds of men are making this
mistake by becoming fossilized and
letting their abilities am experience
o o wast? when they might be
earning large salaries.

Certainly there is no excuse for
this, especially since the coming of
employment experts, who make a
business of marketing ability. While
giving your employer the best of
promptness, courtesy, loyalty and
hard work, you should in justice to
yourself keep on the lookout for bet-
ter opportunities.

We hear in these days a good deal
of the phrase, “Making good,” and
pretty nearly all of us in our line of
effort, no matter what that line mav
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be, are endeavoring to live up to it,
if we amount to anything.

The reason for the common use
of the phrase, | suppose, is because
|it tells tersely a basic truth. A man
desires to make good if he is wise,
because in his way he advances him-
self; and has the satisfaction in his
inner consciousness of well-doing.
There are few successful people, men
lor women, in business life to-day who
do not appreciate the necessity for
making good.”—C. F. H.

Looking After Store Expenses.

A large share of the failures in the
grocery business have been due to
Ineglect to properly look after store
expenses. The cost of retailing is all
important, and the grocer who does
not know exactly what it costs him
to sell a dollar’s worth of goods can
not know whether he is making mon-
ey or not.

When a new delivery wagon is
purchased, an extra clerk employed,
every additional fixed charge means
increased cost of selling a dollar’s
worth of goods in that particular
store, and if the proprietor does not
take it into account he is neglecting
a very important matter. It is abso-
lutely necessary to scrutinize the ex-
penditures incident to the conduct of
any kind of business. It sometimes
>means the difference between profit
and loss.

If a store has one clerk too many
he should be discharged and an un-

necessary item of expense is thus
eliminated. In a well managed gro-
eery it is not difficult to tell when

there are too many clerks, because
|*n such a store all clerks should be
busy practically all the time. There
’s virtually no spare time in the well
conducted grocery. Having the right
men in the right places—no hangers
on—or ornamental figures—goes ;
long ways toward making the busi
ness successful.

It is woeful evidence of poor man
agement to carry men on the pavrol
who are not needed and who do not
actively contribute to the daily prog
ress which -the business should b<
making. Even although a salary i
small, it is too large if it is unneces
sary. Efficiency is one of the princi
pal objects to be sought in conduct
mg a successful business. Incompe
tence or insufficient help is not econ
omy but an expense.—Grocers’ Cri
terion.

You Must Work.
Remember, my son, you have to
work. Whether you handle a picl
or a pen, a wTieelbarrow or a set o
books, dig ditches or edit a paper
ring an auction bell or write funnv

things, you must work. If you look
around you will see the men who are
the most able to live the rest of their
days without work are the men who
work the hardest. Do not be afraid of
killing yourself with overwork. It is
beyond your power to do that on the
sunny side of 30. They die some-
times, but it is because they quit
work at 6 p. m. and do not get home
until 2 a. m. It is the interval that
kills, my son. The work gives you
an appetite for your meals; it lends
olidity to your slumbers; it gives
ou a perfect and grateful apprecia-
tion of a holiday. There are young
men who do not work, but the world
s not proud of them. It does not
now their names even; it simply
speaks of them as *“old So-and-So’s
joys.” Nobody likes them; the great,
busy world does not know that they
re there. So find out what vyou
want to be and do, and take off your
>at and make a dust in the world.
The busier you are the less harm you
will be apt to get into, the sweeter
rill be your sleep, the brighter and
happier your holidays and the better
satisfied the world will be with you.
Bob Burdette.

Think It Over, James.

Confidence once lost is seldom re-
gained. If brains could be bought for
$20 a week | know a few men who
would have starved to death long,
ong ago.

Before | forget it, James, let me
inform you that the firm can, on a
pinch, worry along without you. Per-
petual motion and the man that the
firm can not get along without have
never yet been discovered.

When | hear a man telling that he
knows more about the business than
the boss does | feel like asking why
he is not the boss, then.

I heard a man growling the other
day because he had not had a raise of
salary in four years. On the sly 1
looked into his case and found that
he had not earned one in all that
time.

Brown told me of a fellow who
ot a raise in salary for telling a
foolish young woman, who called
him on the ’phone during business
hours, that he didnt have time to talk
to her.—Beach’s Magazine of Busi-
ness.

It Is Your Business To Know.

“What is your best price on a bar-
rel of split peas?” asked the big lunch
man.

“Nine dollars,” said the clerk.

“How many pounds are there in
a barrel?” asked the big lunch man.

“l don’t know,” said the clerk.

In the first place, he should not
have said “l don’t know,” but should
have gone and found out, and in the
second place he should have know'
that a barrel of split peas weighs 210
pounds net.

I would like to make a suggestion
Back of your sales book have ablank
slip and on that write down the
things that come up daily that you
“don’t know”—and before j'ou leave
the store that evening find out. The
boss, the manager or the floor man
can tell you. If you have he bashful
habit write to me. This split pea

January 4, 1911

affair came under my personal notice
in a certain store and it is merely an
illustration of what may happen in a
hundred other cases.

Boys, take my advice and know. If
you want to get up “know.” If you
want to be able some day to tell the
other fellow, “know”—and know to-
day. E. W. Sweeney.

Thoroughness.

Thoroughness is not only com-
mendable, but most essential, to per-
manent success. The human mind at
its best is a limited faculty and by its
very essence is designed to compre-
hend fully and thoroughly only one
thing at a time. Hence the advisabil-
ity and desirability of specialization.

A man vain enough to attempt a
complete knowledge and mastery of
many different subjects, foreign to
his profession or business, is general-
ly superficially informed in all, and
superficial knowledge is often harm-
ful to the possessor, because it is
opposed to thoroughness.

Therefore, let us choose one busi-
ness, or trade, or profession, in ac-
cord with our aptitude and our men -
tal endowments. Whether that sub-
ject be salesmanship, or some other,
let us put into it all the energy and
will that is ours. Let us study it,
analyze it, and bring to bear upon
it all our efforts.

The resultant of these concentrat-
ed efforts and of this fixity of pur-
pose will be genuine success.—Rob-
ert Francis Nattan.

The Clerk’s Inducement.

Shirts with detached cuffs, which
were popular and in good form a few
years ago, are seldom seen now,
some haberdashers not handling them
at all. The other day a certain de-
partment store in Milwaukee adver-
tised a special shirt-drive, and among
the first visitors to reach the store
was Mr. H., a genteleman of a
omewhat old-fashioned proclivity.
Looking carefully over the piles of
garments stacked up on the coun-
ter, he was disappointed to see that
they all had cuffs attached. He went
up to one of the clerks and said,
“Say, young follow, aint you got
shirts without cuffs.hitched to them?
If you have. I’ll take half a dozen.”
“I'm afraid we can’t accommodate
you,” replied the enterprising clerk,
“but I'll tell you what we’ll do; if
you will take a half dozen of the
shirts we’re selling, we’ll throw in
a pair of scissors.”

In many grocery stores tea is han-

dled too carelessly, and too little
thought is given to the importance
of the tea department. Tea is one

of the best profit-getters of the gro-
cery store, and a tea reputation is
one of the best advertisements a store
can have. If you please a woman on
tea you are sure to please her on
other goods. In order to get this
reputation you must give good value
for the money asked.

The past year has been a pros-
perous one with the average mer-
chant, but that should make you all
the keener for improved business-
getting methods for next year.
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New Year Reforms From Two Points
of View.
Written for the Tradesman.

She was a fair sight, this sister, as
she sat before the grate on New
Year's Eve, and her brother viewed
her with frank and open admiration.

“Now, Jack,” she began in earnest,
pleading tones, “before you go up
to Helen’s this evening | want you
to promise me just one thing, or
three things rather. It is an old-fash-
ioned way to do, but | want to per-
suade you to turn over a new leaf
this year; it will mean so much to
you and so much to Helen in all the
years that are to come. Let me write
three sentences on the leaf, and then
you turn it. The first will be this, 1
will not drink.” I know. Jack, yon
have been doing ever so much bet-
ter than you did two or three years
ago—here her voice quivered with
emotion—and if you could live all
your life and take only a glass now
and then, as you have done the last
six months, it would not ever make
the least bit of difference; but you
know how lots of the fellows go
down after a few years, and you
know how Uncle Jack and | ncle
Carlton went. You realize that plain
‘booze’ runs in our family, although
father always has kept clear of it. So,
Jack, can't you, wont you, make up
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going to spoil Now,
won’t you?”

“Sis, you do have a fetching way
with you, even when it comes to han
dling disagreeable  subjects. You
ought to be a jury lawyer. You would
bring every man over to your side
before ever you would stop. Since
you have gotten so distressed about
Imy fallen condition, | do not mind
Itelling you that | have decided to
cut out the drink entirely. Helen and
I have settled that. | have reall
thought some of giving up the pipe:
can not sav. Maybe Helen and | will
talk that over to-night. | have got
to save my money. | have a little nest
egg in the bank already that | have
not told you about, and | am study
ing every way to add to it. T almost
always walk home to save the nickel
car fare.”

“Why, Jack. dear, you almost have
the new leaf turned already and | am
so glad.” Here she kissed him warm-
ly. “Tam ever so proud of you.”

A pause followed.

“Sis, how about your new leaf?”

“My new leaf? I—I had not
Ithought of any—T do not quite under
stand what you mean, Jack,” s
gasped. “Won’t you please expla’n a
little?”

“it is rather hard to explain, Si
Did it never occur to you that one
of the many ways in which a woman

Jack,

vour mind once and for all to cut it jhas a man at a disadvantage is that

She

out entirely?' looked

wistfully.

at  him

|the outside, known and

this vices and failings are worn on
read of ai

“And then, Jack, that pipe. | know jmen, so to speak, while a woman

it is not the worst thing
world, and all the other

in the

|failings—no one dreams she has any

fellow’s | except her own family and a few of

smoke—or almost all of them—but itjher intimate women friends

does grieve me so to see you be-i

coming so tied to it, and | know

“When you come at me about my
shortcomings you hit the bull s-ey

Helen hates it as much as | do. You jevery time. ‘Don't drink, don't smoke,

say, ‘Helen is not one of the reform-
ing kind:” but you might give it up
to please her, even if she does not ask
it. So let me write, ‘I will not
smoke,” as the second inscription on
the new leaf?"

The girl warmed to her task.
“Now’, one thing more, Jack: You are
spending too much. You know father
can not do anything for you finan-

Jsave your money,” you plead. My
faults are tangible, palpable, even
gross, you may say. You can get at
them. Now, Sis, your faults are not
so. Indeed. | have to beg your par-
don for even hinting that you have
anv faults. Truly, you do not look
it. There you sit and look a very’ an-
gel of impeccability, and when you
talk with me about my sins T am

cially—you will have to be self-mad- jhalf ready to believe that you haver

and no mistake. So you ought not to
wait another day but start a savings
account at once and put by every
cent you can. | know Helen would
be only too glad to get along with
fewer flow’ers and concerts and thea-
ters if she knew you were laying
by for a start. So let me write as the
third inscription oh the new leaf, T
will save my money." Now, Jack,
dear, won’t you? You are such a fine
fellow but for these three little
things, and | am so afraid they are

Int any at all. Still, Sis, there arc
| some things T want to tell you: you
can call it brutal brotherly franknes;
or whatever you like, but here goes

“Now, | haven't your shortcoming
all simmered down into three sen
Itences. | haven’t them in nice con
densed form as you have mine: but
still | think 1 can give you some
food for thought.

“One thing, Sis, you are lazy. Now
lazy is not a nice word, but it ex-
presses the idea. Whatever | do or

do not do, | pay my way. | do not
graft on dad. Sis, you do. You might
be banging away on a typewriter and
earning your clothes and pin money;
or you could tramp around and give
music lessons and pick up a dollar
now and then; but you won’t do
such things so long as you can work
father, although you know as well as
I do that he is not able to take care

of you.
“And, Sis, you are not kind to
mother. Now you lift your pretty

eyebrows; but, Sis, you are not. |
know when she has a headache that
you fuss around and ‘Poor Mammal’
her in great shape, and she thinks
you are a model of affection and de-
votion; but you know that you let
her wash and iron and scrub and
work away in the kitchen day in and
day out and you scarcely turn ovet
your finger to help her. Great de-
votion, is it not?

“And, Sis, what seems to me wors
of all, you are not square in matters
of the heart. How many men have
you allowed to trail around after you
spending their money for expensive
entertainment for your benefit, when
their intentions were serious, and ai
you were figuring on wis a good
time?

“Do you say you have quit all that
and settled down to Ned? Well, may-
be you have. You always did favor
Ned, and | must say you show some
sense, for he is a nice clean fellow,
even if he is poor as a church mouse:
but how long has it been since that
young Judkins, who is heavy on
funds and light on brains, was send-

American Beauties here? About
three weeks, | think. Do you say,
Ned can not afford American Beau-
ties?' Well, that is all right, provid-
ed you do not let Judkins send any
more.

‘What are you doing to fit your-
self to be the wife of a poor strug-
gling young man like Ned? You can
rot cook and you won’t learn how.
You do not know’ anything about
sewing. You preach to me about
frugality. That is all right: | need it;
but who ever knew you realiy to save

lime? | have sometimes traced out
economies that you were bragging
about, and Tve always found that you
were buying a lower priced coat to
have the money for a willow plume,
or scrimping on bonbons so you
could buy more sundaes. Always
omething like that—you never real-
ly save anything.

“Then another thing. When Helen
takes me, she know’s she’s getting
just a plain sinner. But Ned thinks
if he can make sure of you that he’ll
have an angel, or a seraph, or some-
thing of that order. Now you know
and | know, Sis, that you’re human,
and have a rather nasty temper, and
a way of making others uncomfort-
able when things don’t go to suit
you. Now’ it seems to me that you
ought either to cut out some of these
things, or else gently put Ned on to
the fact that you’re not quite what
he thinks you are.

“Now, Sis, | must be going. It real-
ly has been most painful to me to
speak thus plainly regarding your
failings, but you see | can’t feel it’s
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quite fair for me to undertake the
sturdy course you .so kindly have
marked out for me, and leave you en-
tirely in the lurch in the way of moral
improvement. Hadn’t you better turn
over a new’ leaf too, Sis?”  Quillo.

Evidence

Is what the man from Mis-
souri wanted when he said
“SHOW ME.”

He was just like the grocer
who buys flour—only the gro-
cer must protect himself as
well as his customers and it is
up to his trade to call for a
certain brand before he will
stock it.

“Purity Patent”
Flour

Is sold under this guarantee:
If in any one case “Purity
Patent” does not give satis-
faction in all cases you can
return it and we will refund
your money and buy your
customer a supply of favorite
flour. However, a single sack
proves our claim about

“Purity Patent”

Made by
Grand Rapids Grain & Milling Co
194 Canal St., Grand Rapids, Mich.«

Are You a
Troubled Man?

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

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

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

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

.VOIGT MILLING CO.
GRAND RAPIDS. MICH.
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Jobbers Fight Parcels Post.

The American League of Associa-
tions has been formed by the big job-
bers in all parts of the country, rep-
resenting practically all lines to fight
the parcels post legislation. The Pres-
ident of the Association is Edward
B. Butler, of Butler Bros; the Vice-
President is George H. Partridge, of
Wyman, Partridge & Co., Minneapo-
lis, and D. R. Forgan, President of
the National City Bank of Chicago,
is Treasurer. F. E. French, of the
John V. Farwell Company, is the
Chairman of the Advisory Board, and
in an interview he expresses his
views as to what would be the effect
of parcels post, as follows:

.“It would create an enormous de-
ficit in the National treasury for the
Government to undertake to carry
merchandise for a flat rate of postage,
charging no more for three thousand
miles than for one mile. It would
be impossible to avoid such a deficit
unless the Government should as-
sume an absolute monopoly of the
transportation of all merchandise that
could be sent by parcels post, which
is impracticable and impossible under
the conditions existing in this coun-
try.

“It would revolutionize the com-
mercial system in"the United States.
The country merchants, carrying
large stocks of goods from which
customers can personally select their
purchases, and the jobbers in all
lines of trade—who, in turn, supply
the country merchants — would be
eliminated from that commercial
field. The commercial traveler would
also be cut out. His place would be
filled by costly catalogues and lavish
advertising by mail order concerns.
No saving would result to the ulti-
mate consumer, who is now the cus-
tomer of the county merchant.

“The evils caused by the conges-
tion of population in great cities
would be aggravated, because hun-
dreds of millions of dollars of trade
now done by country merchants in
the country towns, villages and small
cities, in all parts of the United
States, would be transferred to the
large cities where the mail order
concerns are located. The loss of that
trade would deplete the population
and destroy the prosperity of innu-
merable country towns and villages,
which are now commercial, social and
educational centers.

“The proposed local rural parcels
post,” continues Mr. French, “would
create the same evil results. In every
country town catalogue agents of
mail order concerns would establish
themselves and make their profit by
commissions on orders secured for
mail order houses, which would be
shipped by freight or express to the
town where the rural route initiated
and be distributed from there by lo-
cal parcels post. The country mer
chant would lose the trade and his
business would be destroyed by this
competition. He could not meet it
because he could not afford either
to print a catalogue or carry th
enormous stock necessary to meet
the aggressive inroads that would be
made into his trade-field by the lo
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cal agent of the big catalogue con-
cerns in the large cities.

“The plea that the rural parcels
post would not injure the country
merchant is misleading and decep-
tive. The advocates of the scheme
are those who want to deprive the
country merchant of his trade.

“A local rural parcels post would
not enlarge the postal revenues. All
additional receipts would be absorb-
ed by the increased cost of equip-
ment and service. The delivery of
the mails would also be seriously de-
layed.”

Lotteries in Dominican Republic.

Lotteries are operated in all im-
portant towns and cities in the
Dominican Republic, writes United

States Consul Philip E. Holland, of
Puerto Plata. In many of the larger
cities there are from two to five,
practically all of which are under mu-
nicipal supervision.

The state laws require that 70 per
cent, of the total receipts from the
sale of tickets be distributed in pre-
minums; 5 per cent, is turned over to
the local city counsel to be used for
the construction of streets and roads.
After the actual operating expenses
are paid the balance is distributed in
different proportions to the public
hospitals, schools, fire departments
and charities.

The revenue from the various lot-
teries serve in lieu of a municipal
property tax, and comes into the
treasury rather as a voluntary con-
tribution than as a forced collection.
Many of the lotteries are operated
by benevolent societies. The local
Masonic lodges direct drawings in
Puerto Plata and Santiago. The
amount allowed for operating ex
penses is used by these societies for
charitable purposes.

Before lottery tickets

from one

province can be offered for sale in
another, the local comptroller must
place his official seal thereon, for

hich he receives a commission of 5

per cent, of the face value of the
tickets. Lotteries pay a stamp tax of
5 per cent, and $90 license annually
for each agency.

When application is made for a
lottery charter the full and complete
operating and distributing plans must
le submitted to the Secretary of In-
terior and Police. If the plans are ap-
proved a charter and an order to the
city council for a license are issued.
The different operators make month-
ly financial Statements to the Secre-
tary of Finance, and the books are
occasionally inspected by the Treas-
ury Department.

The drawings are bi-weekly, public,
and take place Sunday mornings in
the quarters of the police department,
and are usually attended with festivi-

ties. As almost everybody is inter-
ested in the results large crowds
gather and the local bands furnish
music.

There are about 400 prizes, ranging
in values from $2 minimum to the
$700 capital prize. From 3,500 to
4,000 tickets are issued, all of which
are usually sold. Tickets are 60 cents
apiece, and are divided into ten frac-
tional parts and sold for 6 cents each.

One lottery is now
Santo Domingo
drawings, for the benefit of the San
Antonio Hospital of San Pedro de
Macoris. This lottery issues 8,000

conducted in |

trouble, but you cant blame the av-

city, with monthly Jerage traveling salesman, for about

two-thirds of the trade he calls on
when asked if there is anything they
need, will say no, without first look-

tickets of $1.50 each, and pays outhn&to see ~ they do not really want

$8,400 in premiums, ranging from $5
minimum to $4,000 capital prize.
LR
Look and Learn.

Do you ever decline to look at a
ine of goods which a salesman
wishes to show you before you know'
what he has to offer? If you do, you
are overlooking many articles which
if stocked would increase your profits
as well as sales, and then there is al-1
ways a chance for anyone to
more about the goods he is selling.

Time is valuable to any grocer, but
not so valuable that he should not
look at different lines of goods which
hecarries. Of course there are ex-lI
ceptions.  When the
exactly what a salesman has to offer
and if he is not in the market for any j
such goods, then it would be a wastel
of time for both the grocer and sales- |
man.

If you say no, mean it. But in case |

will say:

learn Inot- have them as your friends.

some goods and often before the
salesman leaves the store the grocer
“Why, | forgot, I do want
so and so.” Now can you blame this
salesman for hanging around after
you say there is nothing you want?
Use the traveling men politely,
whether you need goods or not, and
you may get many valuable ideas
from them It makes no difference
whether you buy goods of them or
They
know as well as the grocer that he
can t buy of everyone. But by having
them as friends you can get many
business ideas. The average grocery
salesman is in many stores and some-

grocerknows | times many different towns during the

day, while the average grocer seldom
sees the inside of any store hut his
own for months at a time. One
grocer may have a fine way of mak-
ing a window display of different ar-
tides, while another h<

you do not want to look at a line of 1IN arrangement of

goods, tell the salesman so in a po

lite way. Do not think that because |
you do not need anything you mustj
get a scowl on and try to pretend you
are busy when you are not. You
should be master of your own store
and if you do not want goods, have
mind or will power enough to say so,
without any hesitating. Once you
say no and mean it. you will have no

& w

J®

ask your salesm:
tmn”~in~regardjt

We Want Buckwheat

|If you have any buckwheat grain so Mil
eithérin bag lotsor carlo«*» write or wtra
us We are always ia the market and can
pay you the top price at ail times.

WATSON A FROST CO.
(Iraod gapidb, W rt-
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Why does nearly every man who offers you
flour guarantee it equal to CERESOTA?

Because CERESOTA
Why don’'t they guarantee
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it better than

Because as good as the best is good enough.

Why don’'t they get CERESOTA price if
their flour is just as good?

Because consumers will not pay it.
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proving it.
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FIND THE OPENING WEDGE.

Problem of Getting More Customers.
What Others Have Done.

Many business establishments drift
along in narrow channels for the
want of an entering wedge that would
make an opening in the barriers that
confine them. Sometimes this wedge
may be in their possession and still
they are unable to use it—they, may
grasp its possibilities.

The problem of getting more cus-
tomers is the problem of finding and
utilizing the entering wedge. The new
house that starts out with no leverage
on the markets about it is not likely
to become an imporant factor in its
field—the chances are against its
gaining a firm foothold. The stone
wall of competition is hard to pierce,
and man}' a merchant is merely but
ting his head against it trying to find
an entering wedge that would soon
make an opening.

Study the successful house. You
will find that it uses wedges on the
wall. It starts out with some defi
nite plan and hammers away until
it gets through. Even the house that
handles staples may do this. It is
being done every day.

The following stories—which might
be duplicated in any city—show
how a number of merchants made
use of an entering wedge. Their ex-
periences may suggest helpful ideas
to others.

"More customers or bankruptcy!"
declared Robert Cooper. “We can

r.ot get around the issue. John. I'm
going out after them.”
Six months before Cooper Broth-

ers had opened a drug store, but they
had nearly exhausted their capital:
the expenses overshadowed receipts.

John looked at him disconsolately.
“We can not drum up trade with an
ax.”

"Yes, we can!” insisted Robert.
"That is just what | am going to do.
| intend to put in the next week so-
liciting customers in person. It may
not be an orthodox retail method, but
what is to hinder? Wholesale house-
go out after customers: why not re-
tail? And what is the use of sending
out any more handbills? Last night !
picked up a bunch of a dozen circu-
lars in the vestibule of my flat, where
some dishonest distributor had tossed
them. Eleven-twelfths waste! How
much better have our results been
where we paid postage? No, sir!
This neighborhood is swamped with
commonplace advertising. Let’s get
up something striking.”

It was decided that Robert Cooper
was to distribute in person five hun-
dred half-pound boxes of candy, each
worth twenty cents at retail. Artistic
announcements were printed and one
was pasted on the top of each box. A
light delivery wagon and driver were
engaged, and the young druggist
started out. At each house or flat
he asked to see the housewife or
head of the family. Then he made a
little speech, something like the fol-
lowing:

"I am Robert Cooper, of Cooper
Brothers’ drug store. We want to
make you a present of this box of
candy and we want to remind you
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that we have a first-class drug store.
| hope you will take a good look at
me, for I want everybody in the
neighborhood to know me. It is a
good idea to know the man who puts
up your prescriptions. Then come in
and meet my brother John. You will
get a square deal, safe treatment and
reasonable prices.”

It was awkward at first, but Bob
stuck to it and was soon able to make
a good impression. The box of can-
dy took off the chill and frequently
opened the way for more general
conversation. Acquaintances were be-
gun in this way that endured for
years—some of them intimately.

By canvassing during the dull
hours, the young merchant distrib-
uted the five hundred boxes within a
week. It was advertising that count-
ed—there was no waste. The follow-
ing week the firm’s business picked
up materially. The Cooper Brothers
met many of the people Robert had
solicited, and the relationship be
tween firm and customers became de-
lightfully personal.

The campaign was kept up at in-
tervals until the entire tributary dis-
trict had been canvassed. By this
time “Bob” was known personally to
the majority of the residents. The
store was on a paying basis within
a few months and its trade steadily
increased until it dominated the drug
business of that neighborhood.

There is no law which limits retail
canvassing to the grocer and butcher.
If you can not get enough customers
any other way, go out after them
yourself.

A new savings bank secured hun

dreds of accounts through the idea
of a professional press agent wh.i
wrote for the bank a dozen littlt

stories with savings as the moral of
each. These stories were all trage-
dies. Each was printed by itself on
an artistic folder and mailed to an
employe of some industrial or mer-
cantile house. The lists were obtain-
ed through the co-operation of of-
ficials.

There was a regular system of fol-
low-up, the stories being sent in suc-
cession. One of these little tragedies
will illustrate:

“Jim Isham was a good fellow,
drew' a good salary, had a good time
and thought the world a good place.
After a time he married; then sick-
ness and other extra expenses hit the
household hard, and finally Jim lost
his job and was idle for months. The
loan sharks tangled him up and after
a while his borrowing capacity was
exhausted, even Wwith his personal
friends.

“Then came the decree of the doc-
tor that his w'fe ought to live in a
milder climate. ‘Sooner or later,” sain
the physician, ‘she’ll have to do it:
better make it sooner.’

“However, the change was beyond
the realms of the possible, with no
cash, and loan sharks hounding every
step.

“Then one day came a telegram
from an acquaintence who had gone
to Los Angeles:

“‘l can get you position here at
$25 to start; must come at once.’

“It was a bitter night for Jim.
Where were his old-time cronies on
whom he had lavished his earnings?
Next day he telegraphed back:

““Would like to go but impossi-
ble.’

“Poverty is inexorable. Half the
tragedies of the world come from the
lack of a little capital. A savings ac-
count—a few hundred dollars—may
mean fortune to you some day. Who
knows that it may not mean life or
death?”

Here was a clever point of contact
in advertising—a point that gripped
men and made them think. The stor-
ies were fanciful, yet they were trui-
to human experience. This is what
advertisers should seek—true points
of contact. These tragic talks proved
an effective entering wedge for the
savings bank.

Young McFarlane had run a gro-
cery store three years in one of the
Mid-Western States. Then he went
East to marry. Business was not
good: he really needed every dollar
in his store, but the wedding had been
set.

On the way back with his bride the

FOOTE & JENKS’ COLENAN’S

Terpeneless

January 4, 1911

burden of his talk was more custom-
ers. He had worked hard, he said,
and tried to be square, but the peo-
ple did not take to his store as they
should have done.

The bride insisted she would help
him. The new home could wait and
she would devote herself to the stort.

And it was a woman’s perception
that added a hundred per cent, to the
business within a year. Many little
changes were made that appealed to
the discerning housewife.

She had neat covers made for the
sauer kraut barrels, pickle kegs and
various receptacles which the average
grocer leaves open to accumulate

dust, dirt and microbes. The con-
tents of each were attractively lab-
eled.

She had glass-faced boxes made for
figs, dates and similar goods, which
were handled only with special uten-
sils, and these were kept scrupulously
clean.

A special scale was used for sticky
substances and this likewise was
cleansed punctiliously.

Cheese and butter and other simi-
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lar articles were handled with oiled
paper and never with the fingers.

Conspicuous signs were put up:
“Please do not set kerosene cans on
the counters.”

Great care was taken to keep clean
all goods that could not be washed.

Vegetables and other goods, dis-
played inside or outside, were place !
out of the reach of dogs.

Thus, from a slovenly and com-
monplace grocery, this store soon
came to occupy a place by itself in
the town. It won the cream of the
trade from its competitors, who, as
very often happens, were slow to see
the entering wedge.

For three years this business had
held within itself, dormant, the possi-
bility of becoming the leading gro
eery in its city. A few touches of the
magic wand of analysis brought all
the customers it could handle.

There was nothing radically new—
merely strict provisions for using ab-
solute cleanliness in everything the
store handled.

A young man started a small candy
store. One item of his trade was
brick ice cream, but adjacent drug
stores held the bulk of the trade.

The young merchant thought out a
way to tempt the market with his
own product by making a specialty
of ice cream molded in fancy shapes
He put in hand appliances and went
out after orders for weddings, parties
and other special occasions.

It took time to introduce his inno
vation, but finally the idea took hold.
He had to increase his equipment and
within a year built a factory. Then
he sold his candy store, engaging ex-
clusively in the wholesale ice cream
business, continuing to push his spe-
cialty. He now has a large profitable
business and his teams cover a wide
territory.

It was an idea that built this in-
dustry. The man could have drifted
on indefinitely with his little candy
store, but he was not satisfied with
such a limited field. He analyzed his
trade and found the wedge that could
be effectively used on his particular
business.

If you are carrying a number of
lines, none of which are especially
profitable, focus on some one thing
and develop it. You may discover,
like the ice cream man, that a lot of
new customers are waiting for your
enterprise. Then drop the othei
lines and push the winner.

Wilson, against the advice of his
friends, opened a restaurant in a lo-
cality that was overcrowded to be-
gin with. His friends warned him
that with his limited capital he would
stand no chance.

Wilson, however, had ideas of hi?
own. He secured small quarters and
spent two-thirds of his capital on dec-
orations and on the front exterior.
His designs were original and unique.
The show window border, outside and
inside, was oak, varnished and pol-
ished. Panels of the same wood
reached from the bottom of the glass
to the sidewalk. A massive oak door
was put in, with extra-heavy brass
hardware. Inside, oak panels and

MICHIGAN

mirrors added to the attractiveness
and gave individuality to the place.
This little restaurant, from the
day of its opening, assumed a dis-
tinction not possessed in the neigh-
borhood. The natural oak exterior
was striking and irresistibly attrac
live. Even the more pretentious
restaurants appeared commonplace
beside it. There was nothing in par-
ticular to distinguish one from an-
other, but here was a place that had
an atmosphere all its own. It stood
apart, and seemed to belong to a
sphere quite different from the busi-
ness establishments about it. From
the beginning it drew all the trade rt
could handle, while the other res-
taurants in the same block struggled
along in a most precarious way.

A drug store located in a city sub-
urb in a prosperous neighborhood
near the railway station had long
been a losing proposition.

One day the junior partner of the.
firm, seeing failure before him, ap-
pealed to the senior member. “We
have got to do something to win the
trade that is going by the door every
day,” he said. “People do not know
we are here. Good location doesn't
mean everything. We have got to
brighten up the store so that people
will want to come in.”

His partner, at first hesitating,
realized the facts that had been set
forth and agreed, and the two got
busy. The two show windows which
looked pretty old and musty were
completely changed and bright new
displays put in. On the sidewalk great
signs were
new bargains and advertising "de-
licious” ice cream and soda water.
Cigars to please all commuters were
advertised in the windows.

Trade quickly picked up. The firm
had found the entering wedge to a
wider business.

whitewashed, suggesting®terested in you than you
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It is easy to stay among the com
monplace business, but the original
man will always find an entering
wedge that will enable him to go
forth and possess a Promised Land
of wider possibilities.

I%iﬁ%[]d Rraeefiefd.

Uses of Adversity.

Many persons who have never suf-
fered any serious affliction can not
understand just what is meant by the
Istatement, often heard, that troubles,
afflictions and bereavements are oft-
en blessings in disguise—that they
are necessary for the development of
our character, that the gold is re-
[fined through passing through the

[fire. Most persons who have been
through any serious affliction, how-
ever, can understand.

Trouble, affliction.  bereavement.

Imean education. There is no teacher
like affliction. Suffer, and you learn—
learn lessons which yon could learn
in no other way. You learn to place
a truer value on things and on peo-
ple; you learn better what is wor+1
while in this world.

I One of the enriching experience;
of affliction is the realization of nnvc
imany kind and sympathetic heart-
are beating all around you in you»
daily fife. When all goes weH we
do not realize this—we do not tttrth

much about it. Get into trouble ot
suffer a bereavement and you will
| surprised to find how kind every-

1tbody is, now deeply and sincere!}
they sympathize with you in you:
jtrouble, how much more they are in
realized
Sometimes we hear it said that a mar
Ihas friends so long as all goes well
but that when he gets into trouw-
jall but a faithful few will desert him
|1t is not true; it is when he gets inf
trouble that they will rally Four
him—many who he did not think too!
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The Trade can Trust any promise made
In the name of SAPOLIO; and, therefore,
there need be no hesitation about stocking

It 1s boldly advertised, and
will both sell and satisfy.
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A NEW YEAR PRESENT.

Odd Gift James Amadon Presented
to Himself.
Written for the Tradesman.

Dennison was about ready to notify
his creditors to come in and quarrel
over what he had left in stock. Trade
had been bad, and those who had
asked favors of him in the way of
credit didn’t even speak to him on
the streets any more. A few credit-
ors were pushing for their money,
and so Dennison was about ready to
give up the battle.

When Amadon entered his store
that night there were no customers
in sight, the floor was disorderly,
littered with scraps of wrapping
paper and twine, and the lights were
turned down. One clerk stood out
by the door, and Dennison sat on a
counter at the back of the gingham
section.

"What’s the matter,” Amadon
asked, striding back to the dejected
merchant, "lights gone back on you?"

“Oh no," Dennison responded, with
a sigh, “there’s nothing doing, and 1
thought 1°d save a little in gas bills."

“You're a foolish man,” Amadon
said in his hearty way. “When trade
is dull you should try to make your
store look doubly attractive. Let
people once get the notion that a
place of business is on its last legs,
and they’ll walk a mile to spend their
money at some other place.”

Amadon looked about critically,
frowning as he turned back to Denni-
son, still sitting dejectedly on the
counter.

Where are your clerks?” he asked.
“This is holiday week, and you ought
to have a full force.”

“l let them out,” Dennison said.
“There isn’t really enough for one
clerk, to say nothing of the seven 1
had drawing pay. | could do all
the business alone.”

“Yes,” said Amadon, "and the six
you dismissed are probably going
about the city telling what a frost
the store is. | have no doubt they
are telling that your stock is old and
your prices too high. You’ve made a
mistake, Dennison, and you must be-
gin to correct it—and you must begin
right now.”

“Look here, Mr. Amadon,” said
Dennison, “you’re a good fellow, and
a good business man. | owe you bor-
rowed money, and you’re on a note
at the bank that won't be paid at ma-
turity unless something in the way of
a miracle takes place. But for all
your kindness to me, I’'m not going
to permit you to come in here and
give orders about the conduct of my
business. As long as it runs. Ill run
it.”

“That’s the idea," laughed Amadon.
"That’s exactly the idea. You have
have already made a beginning.”

“Made a beginning? How have |
made a beginnning? I'm afraid T
have offended you, but | want you to
know that T am not down yet."

“Better yet,” laughed Amadon.
you want to know where
have made a beginning?” he con-
tinued. “Well, Il tell you. By get-
ting up a little spunk! That’s it. By

“Do
you
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getting up a little spunk! If 1 could
get you right down mad, perhaps |
could induce you to save this business.
You've lolled about here so long, not
taking interest and not doing your
best, and not keeping your affairs to
yourself, that it may be a hard job to
keep you out of the poor house, but
it could be done if one could get you
mad enough.”

Dennison jumped off the counter
with a bang, his hands clenched, his
eyes flashing.

“You get out of here!” he shouted.
“I've troubles enough of my own
without being insulted by you. Get
out of here, or I’ll throw you out.”

“Instead of getting out, Amadon
dropped into a chair and laughed.

“Sit down, Dennison!" he said,
when he had had his laugh out. "I'm
doing better than | thought | could.
There’s hope for you yet. If | went
out of your store and left you to pur
sue your own way, there’d lie a failure
reported in the morning. |'m not
going to have anything of the sort.
Understand?”

Dennison sat down, panting with
excitement, glaring at his friend.

“1'd like to knock you over!" he
said. “The idea of your coming in
here to insult me at a time like this.”’

“Twenty years ago,” Amadon said,
nursing one knee with both hands,
“l had a store over in Chicago. |
was poor and ignorant—just about
the fix you’re in to-night. T thought
everybody in the city knew just how
| was fixed. When | got a note ex-
tended at the bank | thought every
friend | met on the street and every
customer who came to the store
knew all about it.

Day after day | was on the verge
of failure, and | thought every per-
son in the big town knew it. 1 think
T must have gone sneakinng through
the streets, like a man just about to
serve a term for robbery. T must
have shown failure in my face, and
I am certain that my clerks knew all
about my prospects—or lack of pros
pects—for they became insubordinat’
and whispered behind my back to
customers.

“Well, one New Year eve | took
myself off into my little private den
and sat myself down before mysel
and addressed myself about like this

“*‘Amadon, you're a fool, and a quit
ter, and an incompetent. You think
you are the only merchant in the city
who has debts that he couldnt pay if
called upon to-morrow to do so. You
think you’re the only dry goods man
in Chicago who can’t look ahead to
straight line of prosperity in the new
year. You think every man you know
is as frank with his friends and pat
rons as you are. You think the peo
pie you are doing business with know
all about your affairs.

““What you need, Amadon, i
New Year’s present. I’ll give you one
It will consist of one pound of keep
your mouth shut about your privat
affairs and one pound of push. You"
mix these ingredients and get a new
start to-morrow. There’s many
man who is with his wife at a swell
function to-night who has borrowed
money for a carriage home. There is

many a man in Chicago right now
ho is keeping his business going just
by pretending to make money. You
don’t know', Amadon, that the world
full of four-flushers, and that a man
ho means to be on the level must
four-flush a little, too.’

“l was sitting alone in a cold little
den when | was giving myself this
third degree conversation |I'm telling
ou about. | was not as well dressed
s | ought to have been, and | lived
t a cheap little boarding house. |
didn’t know then that the people one
knows are inclined to accept a fellow
at his own estimate of'himself. It is
the four-flusher who generally gets
to the front first. Then, when they
have been tried in actual action and
found wanting they drop back, and
the really good men—the men who
have ability back of the four-flush—
et their chance.

“So | decided to take my own pre
cription and go ahead just as it

had all the money there was in all
the banks back of me. | resolved
to have confidence in myself, and to
go ahead with the firm determina-
tion to make everybody believe 1
was rapidly acquiring a fortune. Look
ere, Denison, a cur dog can get just
s hungry as a blooded dog, and just
as cold, and just as sick for a kind
word and corner by the fire, but
ou let one sneak into a store or a
home and he’ll be fired out quick be-
cause he is a cur.

But you let a blooded dog stray
into a place of business or a home
and people will feed him, and pet him,
and try to find his owner. Why?
Why don’t they do the same by the
cur? Because there is no value in
the cur—no future possibilities.  No
rich man will ever come along and
hand out fifty dollars for caring for
a cur. Now, that is just the way
it is w'ith a business man. If a mer-
chant weakens and takes the kicks
of outrageous fortune, and goes
about like a sneak, people will quit
him cold. But if the same man shows
that he is a thoroughbred they will
flock to his aid if he is in trouble.
Why? Why do they treat the
thoroughbred better than they do the
cur business man? Because there
is value in the thoroughbred. There

no knowing when the people who
help him will get the reward. There
s no knowing when he may be the
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toad in the puddle—and not only a
large toad but a grateful toad, look-
ing for those who helped when he
needed help in order that he may re-
ward them.

“Human nature is selfish. The
Down-and-Out Club has alarge mem-
bership, and half of those who be-
long are better business men—save in
one regard—than the men who are
tunning the commerce of the city
That one thing is that they have not
the grit to stand up and fight. They
have not the pluck to go up against
a game that looks like a losing one
and fight it through. They have not
their friends educated to the fact
that they are winners because God
made them so, and therefore will be
in the beauty row of commerce in
the near future. |If you thought a
man was sure to become a merchant
prince, would you not help him? If
you knew that a man was a cur who
would die in the poor house, what-
ever might be done for him, would
you not kick him out of your path?
Yet, speaking from the point of edu-
cation and humanity, the cur may be
the better man of the two.

“Well, after that little lecture |
gave myself | arranged for rooms—
not a room, but rooms—at a swell
hotel, and went to the best tailor i
knew to order my clothes. | made
little improvements about the store
which convinced the clerks that | was
in easy circumstances, and made a
sensation by my advertising. Won
out? You know whether | did or not!
Now, you get up in the morning and
run this business just as you said
you meant to when | made you mad:
run it yourself, for your own benefit.
Make folks think you have a pondfu!
of money and they will bring you

more. Make up your mind that peo-
ple do not know what is in your
mind. If the minds of all business

men were known there would be
a more disastrous showing than your
own could make. Make yourself a
New Year’s gift of the sort T gave
myself and you will win.”

Tt is not yet time to tell whether
Dennison will win or not, but he is
trying. Anyhow, Amadon’s story is
worth printing. Tt may help others
besides Dennison. Alfred B. Tozer.

The employe who thinks that the
boss has a cinch because he is work-
ing for himself and can do as he
pleases, does not know that the
boss is working for the public, the
most fickle of all masters.

Nobody ever yet accumulated any
new ideas with his nose right on the
grindstone. Do not stick so close to
your job that you do not know any-
thing else.

When you are selling goods to a
man talk to him in terms of his own
business. Make contrasts and com-
parisons that he will understand.

It is no use talking brotherhood
when you are only courting men to
have them boost your ecclesiastical
burdens.

Faith is manifest not in resignation
to fate but in fidelity to ideals.
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WHAT DID YOU MAKE IN 19107

Simple Question That Many Mer-
chants Can Not Answer.
Written for the Tradesman.
Do you know just how much to the
good you are on the business of 1910?

There are lots of merchants who
really can not answer that simple
question. Their statement of the

year's business maybe shows a fig-
ure representing the net profits on
merchandise sold during the year; but
how does the stock invoice? What
has become of this money that you
are supposed to have made during the
year? Have you it? Do you know
where it went?

Suppose you have $30,000 invested
in your stock, storeroom, furniture,
fixtures, etc. Suppose you did a $40,-
000 business during the year 1910. If
you sold your goods at 25 per cent,
gross profit (which | presume is

about an average marking price),
your gross profits on merchandise
sold amounted to $10,000. Suppose

it cost you $6,000 to do business dur-
ing the year. That leaves you $4,000
net profits, does it not? No, it does
not. Right there is where you have
another think coming. How about
that $30,000 you have invested in the
business? Is not that money earning
anything? “Certainly,"” you =ay; "I
could not have that $4,000 profit if it
had not been for this $30,000 capital."
All right, then, give the money credit.

By investing your $30,000 in some
reasonably sane and safe enterprise
it would have earned you, say, 6 per
cent.; that is $1,800. What you ac
tually earned, then, by your own in
dustry and business knowiedge was
$4,000, less $1,300, or $3,200. Have
you kept your living expenses with-
in the latter figure and taken out of
the business during the year as much
as $1,800 and put it in some good,
safe investment?

“No,” you say. To my question.
Why not? there may be a number of
answers. One merchant says, "While
my books show a $40,000 business
for the year—and | certainly have
sold merchandise to that amount—1
have not all the money yet. There is
an item of accounts due me to the
extent of $1,500;—most of it good,
however.” (This is added by way of
an after-thought.)

How good is it? What would you
discount that $1,300 item for? Hon
cst now. no hedging! You say, “For
$1,200. | think I will get even more
than that, but since you are asking
for a cash proposition, f believe T
would be willing to take »1,200
Y-e-s, | guess so. Thank you kindly,
but | believe, since you sold the mer-
chandise, | will let you bone for the
money.

Then off with $300 from the total
net “profits” of the business. That
cuts your original $4,000 item down
to $3,700. Subtract the $1,800 to per
cent, interest on $30,000, which yon
could have gotten without work)
from $3,700 and you have left $1,000
That is all you have actually made
thus far. “Oh!” you exclaim, '!
made more than that!” No you have
not. Thus far in the game (meas-

ure my words); t

you have made i

Of the $1,500 <

counts due you.

least $390 will never be collected. > *j
we have aleady counted that out 1

. y" -
Advice To Others.

plus
$700. If you succeed during the net-
few months in collecting that $12f
that will
$1,900.

figure, or have your living expens«
gone appreciably beyond it
do not take out of the business eac
year an amount equal to 6 per ceil
on the money invested
ness you are not earning a living c
your unaided personal
interest »which you ought to be -a
ing) is coming to your rescue. It
a pretty
proposition for

can not ctmat that $1.200 until we
tually get it.
with money you have not collectei

Yon can not buy thn1*-|«riw--grin- wnat->r von or- ;

So all you have made thn- far-
mean by your own personal effon
your business experience—

bring your
Have you

item up i
lived within th;

If yc

in the bus

efforts—yoi

little mathematic
each one of us

nice

Long Distance Bell Telephone
Service is—

An Economy in Business
A Blessing in Social Life

The Telephone is Quicker Than a Lette
And More Satisfactory. Trv it T<jdax

Bell Lines Reach

CITIES AND

50,000 TOWNS

Everv BELL TELEPHONE is a

.stance Stanar

53 DIVIDENDS

IN AN INVESTMENT THE MOST
ESSENTIAL, ELEMENT
OF SAFETY. ) ) o

Speculative :eatures. a*a nse in value, however iestraoie ire sec-
ondary. A combination at the two is. rare and one char omy the shrewd
est can see, and take advantage of. Theofficersatthe CTYEZENS TEJL-
EPHONE CO. believe that its stock possesses the first element seyand
quscion. There are no bonds, liens or mortgages in its property, no in-
debtedness except current obligations, and the ratio if assets to iehts is
more than twelve to one. A suspension or fividends tor me year arauid
practically pay every dollar of debts, »an any ither public corporation
say so much? . . § i

Every year, every quarterly period of its fifteen years’ existence las
been of steady uninterrupted progress. The business s NOT AFFECT-
ED BY PANICS OR HARD TIMES. Dispensing with the reiepooae
isalmost the last thing thought of, and its discontinuance is rarely uttered
as a matter of economy. The failure >a well established, well manage-.t
telephone compay is yet to be recorded. THE CITIZENS 5J DIVI-
DENDS have been paid with as UNFAILING RUGULARS11 asthe
intereston GOVERNMENT BONDS.

While the tremendous development of the telephone business the
past fifteen years has necessitated the issue of ,arge amounts it securities
as the time approaches when the demand tor such service slackens, the ne-
cessity tor the sale of stock will also decrease and stop. While past ex-
perience warrants nothing :n the shape of a prophecy, the Citizens :om-
pany believes that such a period is not tar off. The territory -e-ed ay it
is fairly covered, there are few towns in it not now cared sir its arger ex-
changes have been rebuilt, its toil line system well developed. There is
nothing in sight that calls for such large expen.-mures.of money as ns the
past, it appears evident that the rime is not far distant when the sale r
stock can be curtailed, if not entirety ceased.

If these deductions are correct and are nstined by the future then
the Citizens’ stock possesses the second element -r having a speculative
feature as well asthe MORE IMPORTANT ONE OF SAFETY  Full
information and particulars can be obtained from the secretary at the com-
pany’s office, Louis street and Grand River

IMPORTANT. THE
IS THE UNDERLYING PRINCWILE
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Settling Shoe Complaints.

A customer upon entering our
store, says a prominent St. Louis
shoe man, is met by one of our sales-
men, to whom she proceeds to tell
her troubles. He refers her to the
man in charge of the department, she
again tells him the same, and he, up-
on examining the shoes in question—
if in his judgment the complaint is
justifiable—immediately gives her a
new pair without any further argu-
ment. If in his mind thé customer
has not had sufficient wear, he will
charge her at the rate of $1 a month
for the wear she has given them, and
in this case we stand the loss, and
many cases are easily settled by giv-
ing a slight reduction on a new pair

Now and then | get soaked good
and hard but stand the loss and smile,
and at the end of each year | find
that we have had an even break.

Then occasionally we get hold of a
customer who is an extra hard one
and who does not see anything but
a new pair, and rather than have any
loud talking or argument in the store
we proceed to settle this complaint
by doing almost anything she wishes,
and letting her out of the store smil-
ing. We stand the loss, and you will
find at the end of the season you
have not lost much, and the customer
may have placed a confidence in us

that will make her stick to us and tomers that cannot be bought.

send us many of her friends, adver
tising us and our methods of doing
business.

We had a man come in our store
the other day with a pair of shoes,
and the sloes of the shoes were burn-
ed into a crisp. We told him they
were burned but he claimed not and
claimed that he was never near a
fire. We told him that "right was
right and wrong was wrong, and his
case was so very wrong that no leath
er could be worked into a shoe that
was burned to a crisp, and that all
we could do for him was to sole and
heel them at our regular price, $1.25."
He would not stand for this, so | im-
mediately wrapped his shoes up,

handed them to him and said, "If we jtory.

had to lose every customer we had
by giving them one cent off on such
raw and unjust kicks, we would lose
them all.”

A customer often gets fitted too
small and finds this out after wear-
ing them a few times. In these cas-
es—I always take them back, taking
particular pains to fit them properly.
The soiled ones are cleaned up and
set aside until sale time, put in their
respective lines and sold along with
the lines at the sale price without any
trouble, but at all times have a 15
cent p. m. on all clean-ups and we
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have no trouble rid of

them.

We do not guarantee shoes for any
length of time, we simply say, these
shoes are guaranteed to give you
good wear and absolute satisfaction,
and if anything should happen to
them, to let us know- and we will
take care of you. Of course this does
not apply to velvets, satins or pat
ents; these we positively do not
guarantee to last an}- time. There are
a great many things to talk about on
these lines, but life is too short to
stand up and scrap all day, and it
does not pay.

In the smaller cities, where women
know each other, they soon find a
store out and boost them or give
them a black eye. A customer came
in the other day and said very blunt-
ly, ‘T want my money returned on
this pair of shoes. | saw' something
in another w'indow that suits me bet-
ter.” So quickly we gave her her
money that she was surprised. She
left our store and in about one hour
returned and took the same pair that
'she had selected. If wWE had argued
Iwith her and tried to turn her down
and finally had refunded the money
[to her—do you think she would have
come back? No.

There are other places to buy shoes
besides ours and | believe refunding
Imoney places a confidence in our cus-
This
kick question is a long one. 1 could
|talk all day on this subject, but 1
just go along every day trying to do
|what is right by everybody.

in getting

|Leaving in the Lasting Tacks a Men-
ace To Business.

The one possibly innocent, yet
truly criminal, negligence of a great
many shoe manufacturers of to-day
is not paying strict enough attention
Ito the “lasting tack” danger. Every
retailer in the country has suffered
from injury done to customers
Ithrough the fact that lasting tacks
are not withdrawn from the shoes by
the manufacturer previous to his
sending the footw'ear out of his fac-
Every dealer in the land ought
to protest against this evil. Every
Imanufacturer ought to issue severe
and rigid rules to eliminate this evil
which menaces the public who come
|to purchase shoes.

There is scarcely a day passes that
retailers are not confronted with the
annoyance of finding small and large
tacks jutting out of the innersole ana
forming a positive danger to sales-
people who put their hands into
shoes and cut and puncture their fin-
gers. Then, again, shoes are often
tried on without first examining the
innersole, and where the .tack has
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Bear Brand Orders
Coming Every Day

The only thing that concerns us at
this time is the fear that some of our
Bear Brand friends are under estimat-
ing their Wales Goodyear Rubber re-
quirements for this season.

Your rubber order goes out the
same day it comes in, rain or shine,
the dealer who wants quick action will
get it here, but the trade gets away
from the store that runs short on sizes,
because the rubber customer cannot
and will not wait while you are getting
your goods in. Keep your stock filled
up on the selling sizes— go through
the rubber stock and make out and

mail your order today.

Herold-Bertsch Shoe Co.

Grand Rapids, Mich.
Distributors of Wales Goodyear Rubbers

Maker* of the Famous

“Bertsch” and “H B Hard Pan” Shoes

The
W atson
Shoe

Is a Shoe of
Distinction and
Merit

It is made and sold at the lowest possible prices to meet
all demands. Every shoe in this line is a winner, made of
solid, high grade leathers, guaranteed to give satisfaction in
wear and fit.

We carry a large stock on the floor in Chicago at all times,
thus insuring prompt shipments on immediate orders.

Send us a trial order. Catalogue sent upon request.

Watson=Plummer Shoe Company

Factories
Dixon, 1L

Offices and Sales Rooms
Market and Monroe Sts.

_ . Chicago
Michigan Representatives

Willard H. James, Sam D. Davenport
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caught the stocking and pricked the
skin of the foot, it becomes a serious
problem how to get the foot out of
the shoe without doing greater harm.
Cases have been known where it re-
quired a knife to cut down from the
vamp to the toe in order to release
the foot without drawing blood from
the skin. These are certainly facts—
the truth of which any retailer will
testify to.

This evil is not confined to one
class of manufacturers, but is gen-
eral. Tn medium or high-grade shoes
there is yet to be found a case where
the evil does not exist.

There is no excuse for the manu-
facturer shipping shoes with the
sharp lasting tacks left in the inner-
sole as a menace to customers and
salespeople. Every tack should be
drawn out previous to the placing on
of the bottom. Haste in production
makes employes careless. If no other
safeguard can be employed, the man-
ufacturer should add another worker
in the packing department whose
sole duty should be the examination
of the insides of the shoe. The same
care used in the inspection of the
outer shoe should be used in the in-
ner.

Before placing cartons on the
shelves retailers should have their
clerks examine the innersole of even?
shoe. This should not be superficial,
but should be a careful examination,
and the clerk should run his hand up
into the box to make the search
thorough.

Every shoe that is found contain
ing lasting tacks should be reported
by letter or sent back to the manu-
facturer. A reject teaches a lesson
every time. It may be a simple mat-
ter to cut off the tack, but let the
manufacturer know about it. A few
experiences of this kind and the man-
ufacturers will see the wisdom of be-
ing more careful.

A Hopeful Tendency.

The vagaries of feminine buying of
footwear have been so numerous
that shoe dealers are inclined to
throw up their hands and to adopt
an attitude of being ready for any-
thing, no matter how absurd.

The adoption of the pump some
four or five years ago, as an all-day
shoe, was a surprise. The pump
was originally designed for both men
and women as an evening shoe; but
women calmly proceeded to put them
on after breakfast and wore them all
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the former dropped off sharply and
calf and Russia came to the front.

This manifestation no doubt has]J
been common all over the country. 1
Black Russia and dull calfskin are j
eminently sane and seasonable mate- j
rials for winter footwear and they
have been selling heavily within the
past few weeks.

Undoubtedly velvet will be called
for strongly again in the spring, or
upon the arrival of any extended pe-1
riod of fine, clear weather, and there j
is every reason to believe that thisj

material will be much in demand
everywhere during the spring and
summer, in low cuts. But there is

reason to feel encouraged over the
possibility that the assertion of com-
mon sense on the part of women cus-
tomers will help the dealer in selling
velvet shoes understanding”.

Can You Hold Your Trade?

What kind of a hold have you on
your trade? Did you ever ask your-
self this question? Did you ever stop
to think whether you could hold your |
trade if an enterprising competitor!
really started out after it? TheseJ
are questions that you ought to ask

yourself. The right answer means
independence—independence of your
competitors, independence of mail j

order houses and the power to dis-
regard the prices asked by the mer-
chants in your town and the pro-
fits made by them.

There is a firm in an Illinois town
not many miles from St. Louis that
gives this answer: “If ‘Shears & Saw-
buck’ have a better hold on our trade j
than we have they are welcome to
it.” Independent? You bet they j
are independent? And -imply be-
cause they are real merchant-. \Vhat j
they say about mail-order houses can |
ibe applied as well to their other
Icompetitors.

These men are absolutly it
jent of aH outside factors
they can hold their trade
hold it because they are enterpris-
ing: because they take advantage of
every opportunity to better them-
selves—something that half the mer-
chants of this country do not do.

Now, Mr. Retailer, what kind or
a hold have you on your trade? Can
you compete with the mail orderj
lhouses? if you have the right kind
of a hold on your customers you
can: if you have not you can't. It
you haven't it i- time to analyze your

*pencl-
oecau-e

day long and thus established an en- jbusiness methods: it is time to find

tirely new use for them. The tenden-
cy to wear pumps together with
gauze hosiery in winter has been not-
ed. This peculiar combination of
costume is usually accompanied by
heavy furs piled about the shoulders.

On the whole, these eccentricities
probably arc more the exception than
the rule, for there is now often dis-
cernible a strong underlying current
of common sense after all. An ex-
ample of this is to be found in the
sharp falling off of sales of velvet
boots noted in New York and other
large cities immediately after the
heavy general snowfall early in De-
cember. The velvet boots and pumps
were neglected and calfskin and black
Russia boots had the call. Sales of

out what i- wrong and it is time that
you get a hold on your trade,

To those who are not confident of |
their ability to keep their customers j
year in and year out, this advice isl
given: Give your business a thorough i
overhauling and don't overlook a
scrutiny of your qualification- as a
business man at the same time. If
you are prone to let the Lord runj
your business without a little as-
sistance from yourself, remember that
if you take hold and help yourselfj
you will increase you profits.
all events weed out the unprofitable
methods and start the New Year
firmly determined to have such a hold
on your trade that no one can take
it away from you.

* co.r

Atjt

Our “H. B. hard Pan

and

“Bertsch” Shoe Lines

Will Be Bigger and Better
Than Ever This Year

Now is the time to clean out these old
unsatisfactory shoes that are so trouble-
H B Hard
They have

some and stock up on our
‘ Bertsch’
made good and will meet every demand

of your trade

Pan’ and

lines.

A card will bring our sales-
man or we will send samples 0On request.

They Wear Like Iron

Herold-Bertsch Shoe Co.
Grand Rapids, Mich.

The Story of
The Profits

Its the shoes you have left at

&RAJ*D RAPIDJ
SHOF

the dose of your business year that
tell you that. It’s the shelf warmers
And
Rikalogs

and other R. K. L. shoes that have.

that have not paid dividends.

its Easago, Hard Pans.

Why?

Because the stock yea now have
of them on hand represents but a
small proportion ot the quantity of
them you have bought durirg the

year.

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids. Mich.
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SELLING BY PHOTOGRAPH.
Plan Has Been Considered at Times
by Shoe Manufactuerrs.

At various time in past years there
has been brought forward for discus-
sion the idea of selling shoes by pho-
tograph.  While this plan is one
which has points in its favor, owing
to the money saving ideas which it
embodies, yet on the other hand it
marks a radical departure from ac-
cepted methods and for that reason
has not been seriously considered, so
far as is known, by shoe manufactur-

ing concerns here or elsewhere.

It has long been the desire of the
men who make shoes and the men who
sell them to reduce as much as pos-
sible the traveling men’s expenses
when on the road. Looming large
in this outgo is the item of excess
baggage. Constant friction exists be-
tween the salesman, his house, the
railroads and other transportation
companies regarding this matter.
Many are the subterfuges resorted to
by travelers for the purpose of get-
ting the better of the railroads.

In Brockton, Mass., where practic-
ally the entire product consists of
men’s shoes in which a large amount
of heavy stock is use<i. the excess
baggage charges amount in tle ag-
gregate to large sums each year.
Many of the salesmen. in fact most
of those who represent Brockton
houses, carry twe trui ks Qil their
trips and pay but many d<>llars every
week in payment for excess baggage
charges above the regulation 150
pounds for each man. How great,
therefore, would be the saving if the
salesman, instead of taking out 200
or 300 pounds of shoe samples each
season, could limit his baggage to
150 pounds or less.

Photography would surely come to
his aid in this regard, for 50 paper
representations of shoe styles could
be carried in a hand grip all over the
country. The idea of showing shoes
by photograph is one which has been
discussed more or less for many
years past. Although several points
arc recommended in favor of it. nev
erthcless there are many serious ob-
jections to be overcome. Every trav-
eling man who sells shoes by sample
realizes the importance of showing
the shoe to the wholesaler or retailer
in the manner in which the latter has
always been accustomed to seeing it

W ith the shoe in hand, the dealer
can note carefully its various features:
the height of toe and heel, the “feel”
of the stock and many other charac-
teristics with which he desires to be-
come familiar before ordering. With
photographs, this would be impossi-
ble, and from the dealer’s point of
view he could obtain only the most
superficial idea regarding the styles
and materials of the line.

Tt is, therefore, not likely that an
entire line of shoes could be suc-
cessfully marketed in this way. A
compromise, however, might be af-
fected by showing the novelties in
actual shoes and the more staple
styles by photographs. This would
give the dealer the opportunity which
le desires to see the latest styles as
they actually appear in the finished
shoe. The lasts and patterns with
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which he is familiar from the season
or the years previous could be suf-
ficiently realized from the photo-
graphic representation.

The foregoing is of interest to shoe
manufacturers as well as to the sales-
men and merchants. It is brought
forward at this time not as a new
idea but as one which has its good
points and might be successfully
worked out in a more or less modi-
fied form.

Turned Shoes For the Street.

One of the points for a retail deal-
er to guard against is a persistent ten-
dency of selling too many turned
shoes for street wear. The customer
should be informed, if she does not
know already, that the turned shoe is
the lightest and most delicate of all
shoes in construction, and that it can
not stand the hard wear that may be
given either a welt or a McKay sew-
ed shoe. Furthermore, it is not easy
to repair.

If a customer wunderstands these
things then she has no ground foi
dissatisfaction. But if she does not
then the dealer who sells them is lia-
ble to have trouble. There are plenty
of well-to-do women who do not
consider wear as of prime importance
in buying their shoes. They want
style, grace and comfort, and when a
shoe gets out af repair or out of
shape or begins to show any mark ot
use it is throw’ll aside permanently.
Such customers buy turned shoes
Knowingly and are aware of their
qualities.

Nothing is likely to excel the turn-
ed shoe for lightness and flexibility,
since the method of making, whereby
the sole is stitched directly to the up-
per. interposes no thick or cumber-
some material. Sole leather of good
quality is used. In fact, the sole would
have to be not only strong, but thin
and light, or the shoe could not be
turned in the process of manufacture
without straining it and getting it
out of shape. They have their place,
and have a high value: but not every
woman can wear a turned shoe on
the street, and not every one will be
satisfied with the amount of service
received when thus worn.

Mammoth Ivory.

Siberia furnishes a large quantity
of ivory to the markets of the world,
but the production of it belongs to
another age and to a species of ani-

mal that dees not now exist. The
ivory is cut from the tusks of mas-
todons whose skeletons are found
frozen in masses of ice or buried in
the mud of Siberian rivers and
swamps. The Northern portion of
he country abounds in extenshe
bogs which are called wurnians. In

these are found the tusks of the mas-
todon, from which it is inferred that
these animals lost their lives by ven-
turing upon a surface that would not
bear their weight.

Even to wild animals these urmans
are forbidden ground. The nimble
reindeer can sometimes cross them
safely in the summertime, but most
other large animals attempting to do
so would be engulfed.

In the Museum of Tobolsk are nu-
merous specimens of mammoth, and

throughout this region they are by
no means rare. When an ice-pack
breaks down a river bank, or the
summer thaw penetrates more deeply
than usual into the ground, some of
these antediluvian monsters are very
likely to be exposed.

In many cases their remains are so
fresh and well preserved, with their
dark, shaggy hair and under-wool of
reddish brown, their tufted ears and
long curved tusks, that all the abori-
gines, and even some of the Russian
settlers, persist in the belief that they
are specimens of animals which still
live, burrowing underground like
moles, and die the instant they are
admitted to the light.

The farther the traveler goes north-
ward, it is said, the more abundant
do these remains become. They are
washed up with the tides upon the
\rctic shores, and some extensive
islands off the coast contain great
quantities of fossil ivory and bones.

Tusks which have been long or re-
peatedly exposed to the air are brittle
and unserviceable, but those which
have remained buried in the ice retain
the qualities of recent ivory and are
a valuable article of merchandise.
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There is a great market for these
mammoth tusks at Yakutsk, on the
Lena, whence they find their way to
the workshops of European Russia
and to the ivory-carvers of Canton.

Be sure your plan is right before
you start it, then carry it out to a
finish. The novelty will wear off and
things will drag. Then is the time to
show’ the stuff you aret made of.
Hang on. Do not be a quitter.

One of the greatest assets a mer-
chant can have is the respect of his
clerks, so they will work for his in-
terest as well when he is away as
they do when he is at the store.

To secure the best work from your
clerks you must show your apprecia-
tion of their work and let them know
that you are interested in their wel-
fare as well as your own.

IT PAYS
TO
HANDLE

WORK SHOES

MOHGAINTHECMANY

146-148 Jefferson Ave.

DETROIT

Selling Agents BOSTON RUBBER SHOE CO.

Leather Tops

and

Red Cross

Combination
Top Rubbers

There

is no better footwear

made for cold weather and deep

SNOwWSs

Men's 1T inch Leather Top Rubbers, per pair net
Men’s 14 inch Leather Top Rubbers, per pairnet....
Men’s it inch Leather Top Rubbers, per pairnet

Men's 8 inch Leather Top Rubbers, per pairnet...
Boys’ 7 inch Leather Top Rubbers, per pair net... .
Youths’ 7iinch Leather Top Rubbers, per pairnet
Men’s Red Cross Combination Leather and Waterproof Canvas Top Rubbers,

per pair net
Boys—Same as above..
Youths'—Same as above

The rubbers on these goods are made especially for us by
the Glove Rubber Co. and their name is a sufficient guarantee

of quality.

Send us your order today.

HIRTH-KRAUSE CO.

Jobbers of Glove Rubbers

Makers of Rouge Rex Shoes

Grand Rapids, Mich.
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THE YEAR’S BUSINESS.

Bradstreet's Review of the Past and
Forecast for the Future.

Nineteen hundred and ten was, on
the whole, a disturbed and rather a
disappointing period in American
trade, finanace and industry. It was
a year of agitation, of attempts to
work out politico-economic problems,
of declines in quotations of securities,
of inflation and, later, of unsettle-
ment and finally of weakness in many
commodity prices, of industrial un-
rest and curtailment, of repression in
consumptive demand, of numerous
strikes, of political overturn ap-
proaching the proportions of a land-
slide. and of changes in long estab-
lished channels of domestic and for-
eign trade. Waithal, and in spite of
many drawbacks, but probably be-
cause of tiie momentum acquired in
the previous year of tremendous ac-
tivity, of upbuilding and of recupera-
tion, it was a period of immense ag-
ricultural effort, crowned with nota-
ble success, in some instances, as re-
gards quantity, and of record outputs
in many lines of manufacture. It wit-
nessed the floating of large new is-
sues of securities, while at the same
time it saw a volume of financial li-
quidation which in other years might
have caused convulsion. It witness
ed a vast expansion of banking trans
actions, record totals of loans and
deposits and close to record banl
clearings, and yet fewer failures than
in either of the two preceding years
although the volume of failure dam
age was above the normal, being ex-
ceeded only in years of vital stress.

In assigning causes for the dis-
turbed conditions wihch pervaded the
body politic and economic through
rut the year, first place will proba
blv have to be accorded to prevailing
high levels of all prices, whether of
securities or of commodities. Ths
first invited attack because of ex
travagant manipulation before th<
year began, while the height to whicr
commodity prices rose in the open
ing months of the year constituted :
burden which gave rise to bitter agi
tation and resulted ultimately in far
reaching effects, primarily upon con
sumption, thence upon output and fin
ally upon profits. In the latter re
spect there will probably be little di:
sent from the statement that an in
mense business was done at a small
in some instances disappearing, mar
gin. Of this the generally concede
small net results reported obtained
by business men and by manufactur
ers and the lessened net earnings an
nounced by the railways are strik
ing examples.

Declining prices of securities, high
prices of food, meat boycotts, dc
rnands for higher wages by railway
and industrial employes, talk of cor
poration prosecutions, this in turn
unsettling confidence and preventing
the floating of new security issues fo
improvements, all made the earlier
months of the year a veritable “win
ter of discontent.” Excessively larg
expenditures for food naturally les
sened margins of earnings availabl
for purchases of other pecesities and
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increased the pressure upon
officials to embark upon prosecutions
to which the term trust-baiting be-
came applied. Spring brought some
relief in the matter of lowered pric-
es, but weather and crop uncertain-
es and manufacturing curtailment,
forced by high raw material costs,
caused conservatism in business." Con-
tinued governmental activity against
certain corporations and threats of
njunction suits against the railways,
hich were seeking to recoup them-
selves for increased costs of optna-
tion, due to granting of higher wages,
by increasing rates, found the stock
market vulnerable, while low crop
conditions at the turn of the year
favored bearish movements and in
duced liquidation. W ith larger agri-
cultural yields more certain of attain-
ment in the iate summer and early
autumn, a more cheerful outlook pre-
ailed, but the political overturn in
the fall, with the prospects of a re-
opening of the tariff question, made
for slightly less optimistic views. Re-
pression and conservatism and small
and frequent, rather than large or
onfident, buying kept trade and in-
dustry within rather narrow chan-
nels, considering the country’s vastly
enlarged producing capacity, and ap-
parently good holiday trade did not
disguise the fact that the advent of
an early winter had reduced outdoor
activities and lessened demand, while
industrial idleness was greater than
for some years past.

Financial measures of the vyear's
turnover showed only a slight shrink-
age. Thus, clearings fell only 1.3 per
cent, below the record of 1909. This
oss was, however, mainly at New
York, where the decrease was 6 per
cent., while the rest of the country
showed a gain of £ per cent. Expla-
nation of the loss at New York is
partly furnishable by the decreases
of 23 per cent, in stock transactions
and 52 per cent, in bond sales as com-
pared with 1909. Still, it might be
noted that clearings as a whole were
nearly 2 per cent, larger than the 1905
total and nearly double those of a
decade ago. Failure returns were ir-
regular. These were 1.3 per cent, few-
er than in 1909 and 16 per cent, less
than in 1908, although 13 per cent,
more than in 1907. Liabilities, owing
to the occurrence of some large sus-
pensions, were 25 per cent. larger
than in 1909, but 40 per cent, less
than in 1908, and less than half those
of 1907, the record year of failure
damage.

High prices of most products, and
especially foods and raw materials,
have been a sort of endless-chain
burden to labor, to manufacture and
to trade generally, which free buying
of some generally esteemed non-es-
sentials has not entirely concealed.
Perhaps the best evidence that Amer-
ican markets were out of line with
the rest of the world was the reduc-
tion of our export trade in food prod
ucts, which one time constituted our
strength in foreign trade. Coinci-
dently, imports broke all records, this
giving rise to the remark that

public United States was a good place tof

sell in but not so favorable a country
to buy in. In this contingency it has
undoubtedly been fortunate that our
|export trade in manufactured prod-
ucts and in raw cotton has more than
made up for declines in breadstuff-;
and provisions.

It will hardly be confidently claim-
ed that home demand for food prod-
ucts is sufficient to take up the sur-
plus productions of the country in a
year such as this just closing, and in
view of foreign competition, bred of
large crops in the rest of the world’s
surplus-producing countries, Ameri-
can participation in this trade is
hardly possible at present price lev-
els. The situation of affairs would
seem, indeed, to point to liquidation
being necessary in costs of produc-
tion, and past liquidations in the stock
market may perhaps find a counter-
part in natural products, which seem
to have advanced more largely than
manufactured goods, having possi-
bly been affected hv the speculative
spirit so much in evidence in seeurt-
ties markets in 1909, and which, per-
haps, found its mainspring in the ex-
cessive supply of cheap money in that
year. If any such movement toward
cheaper costs continues it is hard to
see how labor can avoid contributing
thereto. In this connection a test may
perhaps be made of the theory ad-
vanced by many, that the increased
supply of gold in the world has made
for a permanently higher range of all
prices. Pending an approximately
final settlement of the tariff question,
for which one offered solution is the
permanent commission plan, some-
thing like repression of the country's
obviously large productive capacities
to fit the comparatively narrow chan-

Is of small and frequent buying for
actual needs, rather than large and
confident anticipation  of  future
wants, would seem in keeping with
the conservatism manifest in so many
iines.

A period of peaceful progress, and
of genuine co-operation in the restor-
ation of normal conditions of expan-
sion in the country’s activities, would
seem necessary if the general com-
munity is to reap the benefits of the
prosperity always present in a coun-
try possessing the magnificent advan
tages of this one, but which, like all
comparatively new countries, experi-
ences growing pains that to some
unsettled minds pass for serious ills
of the body itself. Quiet conservatism
and level-headed treatment of th
problems apparently pressing for so-
lution are to be enjoined if the coun-
try is to reap the full benefits of the
readjustments already in evidence and
those to be met with, and, it is to
be hoped, satisfactorily made in 191i

The Fish Trade.

Before very long Lent will be here
and the sale of fish can be largely
increased. While perhaps the insti-
tution of Lent is not so closely ob-
served in this country as it is in some
foreign nations, there is still a con-
siderably close following of the Len-
ten customs among certain classes

the Jthe population.

Every deal
[advantage. | 'SJWE
it in advance "7 2
riety of supp
classes of )
j~nowt5 not afj pec

kind9 of fish, while in *om
there will be many who
more liberally of one th
if they are able to procure
want. The situation com
then, that you shall be w
for the season and shall,
possible, cater to the wrde
[taste of those whc

All sort;
should be
thus avai' Iside
_dealer who is ready with
Inaturally secure the largest
business.

A good displav of fish I;
winter will have the best
aginable. Bavers will be
the season when it arrive
will be in position to sati
quirements of your trade.
the sale is larger than it is
but usually this is due to
tion. Buyers are all aroun
they are ready to buy. A
of what you have will ns
powerful influence in deter
action of the purchaser
goods of some sort.

Lent might be made mi
ble in certain directions
now and dealers who will
environment and attempt
lpossible to satisfy their tr
ithe ones who will secure
business at these special

Mica Axle Grease

Reduces friction to a minimum.
It saves wear and tear of wagon
and harness. It saves horse en-
ergy. Itincreases horse power.
Putupin r and j Ib. tin boxes,
ro, 15 and 25 Ib. buckets and
kegs, half barrels and barrels.

Hand Separator Oil

Is free from gum and is anti-
nist and anti-corrosive. Put up
in 14rr and 5 gallon cans.

STANDARD (XL CO.
Brand Rapids, Xich.

1911 Motor Cars

Oakland ing Cars, 30 and

H. P. 4 cylinders—It.000
$1,600.
Franklin Runabouts, Torn

Cars, Taxica
Closed Cars. Trucks, 18
H. P.—4 and 6 cylinders—
?i,950 to “%-5RRr

Pierce Arrow

Cars, Town Cars.

H .—six cylinders
tO 87,260.

We always have a few good bargains
in second hand cars

Runabouts,
Tauring
36-48-66 H
nlv—$3.850

ADAMS & HART
47-49 [4, Division St. Grand Rapids, Mid*.
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Hardware Merchants and the Sale of paint sales year after year to the

Paint.

Retail hardware merchants who

fact that paint is displacing the use oi
wall paper in many cases and is be-

handle paints are successful in pro-1ing used to cover floors instead of

portion to the amount of energy and
push that they put into this line. A
well assorted stock, intelligent ad-
vertising both by personal solicita-
tion and newspaper publicity, a know-
ledge of and faith in the goods car-
ried, and prompt deliveries, are some
of the requisites necessary to make
the paint department pay.

An lllinois hardware firm writes
that while they added paint to their
stock only last year, they have found
it a very profitable business. A good
supply of free samples for dis-
tribution is always kept in the front
part of the store, which is regarded as
having brought business.

The most effective method, how-
ever. has been found in sending the
names of prospective buyers to the
manufacturer and have them write
these prospects concernig their paints
and referring them to the concern
as their agent.

A personal acquaintence with every
paint contractor in the town has re-
sulted in a very satisfactory busi-
ness by simply keeping after them
until they agree to try the paint hand-
led by the firm.

An Tdaho merchant handles a full
line of paint and advertises and push-
es it in the same way as he does his

Icarpets; also to the general tenden-
cy of house owners to brighten up
their property. It is claimed by this
concern that no class of merchants
are in better position to handle this
line and to get the business upon a
profitable basis than liardwaremen.
The views of a Minnesota house are
diametrically opposite those referred
to, as will be seen from the following
remarks: “While we have never
kept a separate account of our paint
business, we are satisfied that there
is no money in it, except as it may
draw other trade. The new finishes
|that are being brought out cause an
increased investment constantly. Mix-
ed paints are sold on too close a

margin for the capital invested
Painters can buy from a class of
Imanufacturers at wholesale price

There are a few specialties sold at a
restricted price that pay a profit. But

Ithey comprise a small part of the
paint trade. The only relief to be
had, to our mind, is twofold: i

stricted prices and a getting together
of the manufacturers, with a view of

confining trade in legitimate chan
nels.”
The paint creed of a successful

hhouse in Texas is briefly as follows:
Make a leader of staples at close
margins and push fancy goods at a

Do not buy in too large quantities

other lines. He handles what he con-
siders the best paint, getting $2.501Pro
per gallon, and guaranteeing every
gallon sold.

An Indiana hardware company at-
tributes its success with paints, of
which it sells “lots,” to two things:
First, because first-class paint is han-
died by it, and second, the same
make of paint is handled that has
been sold from the store for over
twenty-two years. The latter fact
gives a strong talking point.

A firm in Ohio considers the paint
business a profitable line to handle
in connection with hardware, if the
line is a good one and confined to the
paints made by one manufacturer,
The line should he as complete as
the size of the town justifies. It is
believed that little attenion should he
given to getting the business of the
average painter, as collections will in-
variably be slow from this class of
customers, but the firm conducts this
branch of its business on the theory
that it pays to keep the best line in
town and finds that persons who are
accustomed to dealing elsewhere
drop in for articles not obtainable
at their regular trading places and
pay cash for their purchases. This

firm attributes the increase in

Watch your stock closely.

Keep what the trade requires.

A Pennsylvania hardware firm
which gives particular attention to
the paint end of its business, writes in
terestingly as follows: “We find our
paint business profitable all the year
round, and especially so in the outdoor
painting season." Possibly our meth-
od of handling it is somewhat differ-
ent from that adopted by some oth-
ers. We carry a well known and
widely advertised line of ready pre-
ipared paint, the factory being in
quick shipping distance. No attempt
is made to stock the company’s full
line of paints, nor does the company
|think that such a course could he
followed with profit except where the
paint trade is very heavy. Our de-
|sire is to keep well stocked on the
inside paints, varnishes, fillers, etc.
Inside work is often done on the spur
of the moment, and if we find the
stock does not include just what the
customer is looking for, he or she
jwill almost invariably go elsewhere
before waiting for us to order it
With outside work, however, the op-

itsjposite holds good. Most people will

come in to pick their colors a week
or so in advance of the time they
intend to use the paint. Then the
sale is made from the color card and
ordered from the factory. Linseed
oil is kept in stock and always enough
lead for any fair sized job. A good
line of brushes and colors in oil is
carried to attract the professional
painter. Their trade is valuable, for
they help to sell paint. To repeat, we
find a full line of inside paints, varn-

hes, etc., a small line of outside
paints, with good facilities for order-
ing, with lead, oil and turpentine for
those who prefer it, to be a win-
ning combination.”

Paper Minnows for Bait.

A new industry at Holland is the
manufacture of paper minnows for
bait by the Holland Rod and Bait
Company. The minnow is made of
waterproof parchment paper, has
enough flexibility when in the water
to closely simulate the action of a live
minnow, and is very bouyant. It will
ride over snags and weeds, it is said,
without becoming entangled, as the
hook is concealed inside.

In some respects it is like a trout
fly, being very light and hiding a hook
beneath its bright colors. The paper
offers but the slightest resistance and
the fish makes a close and quick con-
nection with the hook,much the same
as in striking a fly.

A dozen of the minows may be car-
ried in the vest pocket and the same
bait used several times. The bait is
not destroyed when struck, although
the more bites the sooner it is used
up. The action of the water alone
does not affect the bait injuriously,
and, it is asserted, it may be used re-
peatedly until torn by a fish.

Tt may be used on any ordinary
hook and leader, or without snell, by
simply winding the fine wire of the
minnow around the leader. The min-
now is made in four different colors,
to resemble the natural food of larger
fish, and from 3 to 6 inches in length.
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Trade Conditions.

There are but very few changes in
the price of hardware to record. The
generally low prices of so many goods
do not permit much further shrinkage
so long as material and labor stay at
their present level. In connection
with the question as to the probable
course of things in 1911, there is per-
haps a disposition to underestimate
the importance of the closely related
facts that consumption on a great
scale is going on steadily, and that
the country generally is enjoying a
splendid prosperity based in part, but
not entirely on the magnificent crops
which have rewarded the labors of
the farmers, and will in due course
stimulate all departments of industry
and commercial activity.—Iron Age.

The only lonely people are those
who can find no one to help.

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and
Everything of Metal

SNAP YOUR FINGERS

At the Gas and Electric Trusts
and their exorbjtant c_harg_es.
Putin an American Lighfing
System and be independent.
Saving in operating expense
will pay for system in short
time. Nothing so brilliant as
these lights and nothing so
cheap to run.

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

Walter Shankland & Co.
Michigan State Agents

66 N. Ottawa St. Grand Rapids, Mich.

A Cood Investment

peanutl Oasters
and CCRN POPPERS.
firat Vaidy, $350to$860.«
EASY TERMS.
Catalog Free.
KINGERY MG 00,,106-108 E Rearl &.,Ardrretlio

Foster, Stevens & Co.

Wholesale

10 and 12 Monroe St

Hardware

31-33*35-37 Louis St.

Grand Rapids, Mich.

If you buy anything bearing the brand

“OUR TRAVELERS”

Remember that it is GUARANTEED by

Clark=Weaver Co.

Wholesale Hardware

Grand Rapids, Michigan
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The Woman Trade.

It is a delusion to think that wom-
en are not interested in elementary
mechanics just as it is an exploded
idea that a woman can not drive a
nail straight. She can and does—fre-
quently it is she who does the little
odd jobs around the house. The wife
of a mechanic will, it is true, usually
leave these duties to the man, but
among the very large clerk class it
will be found that the better half as
often as not wields a hammer and
saw with very good effect.

But, for reasons for which the
dealer is very largely responsible,
women as a general thing, shrink

from going into the hardware store.
In a city she has no tremors about
entering the large department store—
that has an atmosphere which is not
repellant to her—it is her department
just as much as it is a man’s.

But in the smaller places she avoids
the hardware store almost as much
as she does the saloon, although, it
is to be assumed, for different rea-
sons. What is the consequence? Just
this—jewelers and grocers and drug-
gists can stock and sell lines that
properly belong to the hardwareman.

Tt is a remarkable fact that when
other dealers add an outside line to
their stock, in nine cases out of ten
it is one of the hardwareman’s lines
that they take. You do not find the
furniture store adding a drug line,
nor the grocer taking something
away from the jeweler—no indeed—
but you do find all four taking goods
away from the hardwareman, and
you do not find that very important
merchant adding anybody’s else line
to his own.

The most progressive among
hardware merchants are very much
alive to this unwholesome state of af-
fairs and are doing what they can
to get women’s trade and so hold the
sale of goods that other merchants
are taking away from them.

How are they doing it?

Tn the first place by telling their
clerks that when a woman does ven-
ture into the store they should not
treat her as a strange animal who
has wandered in from some menag
erie—but that they must treat her as
though she were a welcome and usu
al sight in a hardware store—to be
polite to her—not to be openly amus
ed if she asks for “one of those flat
things” when she means a screwdriv
er—to listen attentively and patient
ly when she gives a long description
of her needs. A woman remembers
these things and tells her friends
about them—and that means trade
well worth having and increasing.

Politeness—not greasy effusiveness,
but manly, straightforward cour-
tesy—is a priceless quality behind the
counter for women’s trade and for
men’s, too, although the latter may
pretend they do not care a continen-
tal for it.

In this matter of catering to wom-
en’s trade some hardware dealers
have even gone the length of em-
ploying female help. It is extremely
doubtful whether, in the hardware
store of average size, this is wise,
either as to economy or efficiency.

It must be borne in mind, too, that
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women prefer to be waited upon by
men wherever possible, just as fe-
male clerks would very much rather
sell to men than to members of their
own sex. Therefore, it will probably
be found best to keep only men who

can go from selling a package of
tacks or a dozen curtain rings to a
woman to selling sheet metal to a

man.

But even if the clerks are compe-
tent to handle women's trade, they
may have none of that valuable cus-
tom to attend to. Women must be
educated to coming into the hard-
ware store—to feel that it is as much
theirs as is the hardware section in a

;city department store or the grocery

shop anywhere else.

This can only be done by advertis
ng, backed up by the goods and the
service.

Women like a complete description
and prices. That is what the cata-
logue houses are giving them.

Catalogue houses may be as evil
as they are said to be, but nobody
will deny that the best of them know
how to get business—therefore, the
local dealer will not waste time if
he adopts such of their methods as
are suited to his own trade.

Rules For the New Year.

If you intend to swear off doing
certain things, or promise yourself
that you will do some necessary"
things, be careful. Do not be rash.

There are a lot of things that most
of us really ought to do. We ought
to draft a set of business rules, how-
ever, instead of resolutions, and we
should not only keep these rules our-
selves, but make our clerks keep
them.

First. We should make it a rule
to weigh, count, measure and gauge
everything we buy.

Second. We should make claims
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for every shortage or overcharge and
make it the day we discover them
and discover them as soon as we re-
ceive the goods.

Third. We should be just as fair
and square in our dealings with our
customers and jobbers as we expect
them to be with us and we should not
cheat them in any way, any more
than we would allow ourselves to be
cheated.

Fourth. We should join an asso-
ciation- it mem! mil
work to make that association a re-
sult-producing organization.

Fifth. We ought to make it a
business rule to keep our accounts
straight all the time. We ought to fig-
ure up our expenses and know what
per cent, of our gross profits is rep-
‘resented in “cost of doing bustne
IWe should also make it a bush
rule not to allow too many deadb
to get on our books,

* Sixth. We should make it a
to help our fellow merchants
cause we never know \

Ineed some assistance. Thi
done through the associate

Seventh—We should m
jrule to b mjurteou?
and see that
with polite at

In short, v sh<
that we know' will result it
our business grow and we §
out all the useless expen
this is to he done depends
on each one of us. Our lot
tions must govern our actior
should investigate those loc
tions and see how they a
| business.

This is a duty that we owe
selves, to our families and to
tomers. | know there are loti
who, if you would cut out
your useless expenses, cor
goods cheaper and still make

mg.

foods

can bhe c
Retailer.

Margin of Excellence.
The thing that give- a m;
its uniqueness and it- imporl

life. A man to
helpful

he
must have

infiuen
some dv.

P.Viabff&iett w 1%7)

Best Eaolpped
Firm iw tfc* state

Steam and Water fleatii»*

Iron Pips

Fittings and Brass Goods
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Electrical and Gas Fixtures

Galvanized Iron Work

The Weatherly Co.
I* Peart St..

A Royal System in Your Coffee Department

Means a larger and more profitable business for you than any other
method you could adopt to increase your trade.
We can refer you to thousands of Grocers and Coffee Dealers through-
out the country who are using our ROYAL machines and
they will be glad to give you their experience.

We can put NO. 1
you in the Cof- ROYAL
fee business Coffee
right. We can Roaster

furnish several
different sizes
and styles of
machines and
are in position
to give you full
advice in buy-
ing green cof-
fee, roasting
and blending it

Srmtd Rapids, MeS.

to suit the trade in any part of the country. We can also lav oura plan of aggres-
sive advertising for you to use in conjunction with your coffee department.

We have several experts along the above lines, connected with us. who de-
vote their time to these features and their services are at the command, grans,
of all users of ROYAL systems. Write us for full information and our arest

catalogue which tells the whole story,
it now while itis fresh in your mind.

it costs you nothing to investigate.

Do

We also manufacture Electric Heat Choppers and Meat Slicing Machines.

The A. J. Deer Co.

124c¢ West St.. Horndi. V
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JUST PLAIN BUSINESS.

Why Merchants are Satisfied With
Local Option.
W ritten for the Tradesman.

“l notice,” said the man who had
stock in the brewery, "that several
people are getting a good living pick-
ing up empty whiskey bottles and sel-
ling them to dealers.”

"Who told you that?” said the
grocer.
"Why, | saw it in a newspaper.”

“How much do they get for those
pint and half pint bottles?” asked the
merchant.

"Two cents, 1think," was the reply.

"A good living, eh?" grinned the
other. “Fifty for a dollar, and a
hundred for two dollars! | saw that
article, also, and observed the state-
ment in it that half a dozen men were
making from fifty to one hundred
dollars a week in this town picking up
whiskey bottles. Now% how many
bottles would they have to pick up
to get that sum?"

"Bottles are pretty thick,” respond-
ed the man who had stock in the
brewery.

"If half a dozen men made one
hundred dollars a week each picking
up bottles,” said the grocer, "they
would have to collect thirty thousand
bottles a week. Now, that looks
reasonable, doesn't it?"

"There's a good many bottles
thrown out,” insisted the man who
had stock in the brewery.

"But thirty thousand!” laughed the
grocer. "Why, thirty thousand whis-
key bottles would pave a block of
street from curb to curb. Do you
think there are that many picked up?
No, this is just another one of the
cheap lies printed in the newspapers
which have been bought up by the
whiskey and beer trust. It is so cheap
that it injures the cause it is supposed
to help. The whiskey men ought to
line a new press agent.”

"l guess you don't know how much
whiskey and beer is drank in local
option counties,” said the man who
was mourning because he wasn't get-
ting any dividends from his local
brewery stock. “Why, there’s just as
much sold as there is in wet counties.”

"That is another cheap falsehood,”
said the grocer, who was a bigger
man than the brewer man. “If it
were true, the big breweries in Chi-
cago, Detroit and St. Louis, to say
nothing of Milwaukee, would be
quietly putting money into anti-sa-
loon funds in order to shut out local

breweries and their competition.
This whiskey argument is all too
cheap."

"l hope you're not getting to be
a prohibition crank?” said the brewer
man.

"1 should say not,” replied the
grocer. “If you come up to my
house you’ll find something good in
the cellar for special occasions,
though | dont serve it to the little
ones. No, sirl I'm anything but a
prohibitionist! This local option
matter with me is just plain business.
I'm trying to fight the money away
from the saloons, just as I'm trying
to get the people of this cty to bring
their money to me instead of taking
it to my competitors. Understand?”
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"But you are not in the same line
of business as the saloon man. There
can be no competition between you.”

“Oh, you think there can’t be any
competition between a man who sells
provisions and a man who sells whis-
key and beer? Let me show you.
This town had forty saloons before
the county went dry. These saloons
must have taken in one hundred and
twenty-five dollars a week, on an av-
erage, each one, | mean. That means
five thousand dollars a week. This
money was spent by working men,
principally. The rich ones who drink
whiskey and beer don’t drink drugged
slops over the bar. They get the
pure goods and drink at home. More
than half of this money was taken
right out of the provision business.
My share of it would be over $100 a
week. This is just business with me.”

"l think you're figuring wrong,”
said the brewery man.

It was Saturday forenoon, and the*
grocer walked down to the heap of
goods lying on the floor, ready for
delivery.

"Look here,” he said. This lot
goes to a man down on Blank street.
The amount of the bill is four dollars.
In the days before local option he
swept out saloons and spent his
change for cheap whiskey. His wife
earned what little they had to eat—
doing washings for the neighbors.
She did mine. Now her husband has
a good job and they spend about
five dollars a week here.

"And here is another case. He
lives down on Shutter street. He
was a drunkard and his wife earned
what she could and the county did
the rest. Now he spends six dollars
a week here. There are dozens of
cases just like these two. | am below
the limit when | say that local option
is worth a hundred dollars a week in
trade to me, and probably to each
of my competitors.”

"But the saloon men spent money
here, didn’t they? Money you don’t
get now?”

"I have not heard of any saloon
man going hungry,” was the reply.
“l guess the saloon men and the bar
keepers are all eating regularly. The
difference with them is they cant
get their living as easily now as they
used to when they were doing busi-
ness with drunken men. And they
are not sending three or four thous-
and dollars out of town every week
for beer and whiskey.”

"You're a crank, all right!”

"Am 1? Then every business man
who is plugging for trade is a crank.
I don't want the earth, but | want to
sell all the provisions | can, and there
are hundreds of families in this town
who are buying liberally now who
would not be buying if the county
should go wet again. I’'m going to
keep the trade of those families if |
can.”

"So you're not willing to give any-
one else a chance?” growled the man
who was missing his brewery divi-
dends.

“Not to get my trade away from
me,” laughed the grocer.

"It looks to me as if you wanted
state wide prohibition,” snarled the
other.

“Oh, | don’t care how much stuff

the people of other towns drink,” was
the reply. | wouldn’t vote for state
wide prohibition. I don’t like the
class of men who get into the saloon
business, and | dont like the way
the saloons are run, but | don’t want
to see the state go prohibition. 1
want to see officers elected who will
enforce the laws against saloons, and
see the number of saloons limited to
about one for every two thousand
population. Then the men who get

liquor liscenses can make money, and.

won’t have to stand in with fakirs and
sell goods made in the basement.”

“You don’t want any one else to
make a living,” complained the brew-
ery man.

“l want every man to be an aid to
the community,” was the reply. "I
want the saloons we have, if we ever
have any more here, to be just as
decent places of business as the
groceries and meat markets. | want
the pure food and drug laws enforced
in the saloons, and the laws against
drunkness enforced there, also.

"It is the whiskey men who are
making these counties local option.
If the grocers should sell rotten
goods, and cheat their customers in
every possible way, and make their
stores resorts for bums and lewd
women they would be driven out of
business, and it wouldn’t be because
the people believed it wrong to eat
food either. Some other system of
furnishing provisions would be in
force until grocers got sense enough
to obey the laws of their state as well
as the laws of decency.

"If the grocers created a slum dis-
trict where they were thickest the
people of the city wouldn't tolerate
them. If every grocery had a gang
of cheap stiffs hanging about its
door, there would be a revolt against
the business. It is the saloon the

people are knocking out, and not
spirituous, malt, brewed, fermented
and vinous liquors. It is a cinch

that half the people who will vote
local option this spring will take a
chance. It isn’t the liquor they hate,
but the dirty, indecent, robber sa-
loon.”

"Every trade has its own features,”
replied the brewer.

"That is very true,” was the reply,
“but there must be no indecent feat-
ures. The breweries and wholesale
whisky men got so they would put
any low-browed loafer into business,
and so the saloons grew to be just
what they were when they were
knocked out of so many counties in
Michigan. The good men went with
the bad. There were half a dozen
saloons in this town which were all
right. If there had been no worse
ones local option would not have
carried here.

“The whisky crowd got so they
tried to control the city elections, an
half the public officers became plug-
gers for the saloons. | don’t under-
stand how it can be so, but it is a
fact that nearly all the criminal of-
ficials are in favor of the wet gang.
If the police had arrested drunks as
closely under the old laws as they do
now there would have been a hun-
dred arrests every day. But now
they rake the streets to find a man
whose breath smells of beer, and
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hunt all night to find a man giving
a friend a nip out of a bottle. And
all the time there are clubs with regu-
lar bar keepers running in this town,
and they know it.

“This shows that we must get a
different class of men in office, as
well as a different class of men in
the saloon business. But I'm talking
only what you’ll hear on the streets
every day, so you’ll not care to hear
any more of it. Just set me down as
on the dry side for purely business
reasons.” Alfred B. Tozer.

Leaving By the Back Door.
"Uncle Sam is kept so busy wel-
coming new citizens at his front
door that he seems to be overlook-
ing the wholesale departure of na-
tive sons over the back yard fence,”
said Herman H. Boardman, of St

Louis, who is at the New Willard.
“The Philippines during the past
ten years have lured away at least
ten thousand Americans, and fully a

third of them have settled down in
the archipelago and will end their
days there. Probably five times as

many have moved over the border
into Mexico, for in the City of Mex-
ico alone there is a permanent colo-
ny of six thousand Americans. Thou-
sands have settled in other Latin-
American states. Finally, emigration
from the United States to the north-
western provinces of Canada is in-
creasing every year.

“No *doubt it will astonish most-
Americans to learn that almost one
hundred thousand of their country-
men crossed the Canadin border in
1909,” continued Mr. Boardman, “not
to look at the scenery but to make
new homes under the Union Jack.
These pilgrims curried their all with
them and bought land. According to
the Canadian immigration returns,
they were citizens of the most de-
sirable type, for every one had ambi-
tion in him and a thirst for hard
work, and each had in his inside
pocket an average bank roll of $1,000.
That is to say, these emigrants with-
drew in one year ninety million dol-
lars from the wealth of the United
States and invested it in Canadian
farms. So far, Americans have
bought nearly two and three-quarters
million acres of land across the bor-
der and have added more than one-
half million acres to the annual
acreage of the Canadian wheat crop.

“And the end is hot yet, for each
succeeding month sees an increase in
the emigration. Some of the states
along the northern border—particu-
larly Washington and the Dakotas—
are already feeling the loss of farm-
ers. The whole of the Canadian
Northwest is becoming an American
colony. Unluckily, their wealth ‘but-
ters no parsnips’ for Uncle Sam. His
tariff wall keeps out the products of
their farms, and they gradually break
their old ties. Many of them, 1
might say the great majority, indeed,
take part in Canadian politics. It
is not inconceivable that before many
years an American born Canadian
will be bossing the Parliament at Ot-
tawa. And what then?”—Washing-
ton Herald.
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DO SOMETHING DIFFERENT.

Originality Is Within Reach of All
Who Will Work For It.
W ritten for the Tradesman.
“Qriginality is not plentiful. Per-
haps the most original man in these
times is the one who can adapt the
ideas of some one else to his own
situation in a new way." This quo
tation was taken from a recent issut
of the Michigan Tradesman.

Every reader of the Tradesman
ought to take this little bunch of
words and make good use of them.
Every merchant can be original if he
will take an interest in being so, that
is to say, he can find thoughts that
will fit his case in everything he
does and not use the same thoughts
of other men.

Let us try to do something differ

ent and something better than we
have done heretofore; do it in the
new way, by and through new

thoughts which are being born by our
own actions.

Every time we act we are creat-
ing new forces. Take any man’s
thoughts and begin to use them and
you will find your experience differ
ent from his. We mean that no two
men can possibly do the same thing
m the same way, but both may suc-
ceed. When you have seen or heard
of successful men and think that you
would be pleased to be able to suc-
ceed in the same way, fry to accom-
plish the same deed, but do not be
disappointed if your work is not just
like that which you have seen ac
complished by the other party. If
your work were just like that of your
teacher you would be an imitator—a
sort of a mocking-bird instead of an
original individual.

Our natural characteristics art
unique, uncopied and unmatched by
any other human being, but that does
not prevent others from getting an
idea—which is valuable—from our
words or actions. We live and move
and have our being by and through
the power of suggestion. | may sug-
gest something to you that will
awaken thoughts in your mind that
will do you a world of good. But 1
can not furnish you all of the
thoughts necessary. You will have to
originate—attract them yourself.

The brain is a piece of very fine
mechanism. If we think we can not
be original and allow our brain to be
fed with no other thoughts than
those that we merely pick up hen
and there we are not trying very
hard to be governed by new thoughts

The thought world lives by inter-
changeable principles which divide
themselves into characters, types
qualities, habits, tempers, greatines
fulness and unlimited power if w
know how to manage it. There is n
reason why acroamatism should not
be acquired by every mind. This wil
never be accomplished, however, by
one who is afraid of work. The orig
inal individual is the fellow who nev
er sleeps—as it were—his mind i
active all the time and his work i
done promptly. He never puts things
off until to-morrow.

The mind that has developed it
acroatic activities is one that can
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foresee many things and can do many
things that can not be done by those |
who do not like to work.

There is a reason for everything
and there is no reason why every
merchant should not be successfulI
and original. ’

Too many of us are half-learned
uid illiterate, uninformed and uncul-
tivated—too many of us are thou
sands of years behind the age.

Our brains are uninvestigated, un-
explored; we are caught tripping
along through life without any pro-
tection.

The original thinker has learned
how to listen, how to listen to his
own spontaneous thoughts. When he ;
wants to know anything he goes off j
by himself and has a talk with his
“Father within.”

Our unconsciousness, our ignor-
ance and inexperience of what we
really and truly are—is the blindness
that is leading us through life. Too I
many of us are in a sealed package j

and are carried around by Adam’s
Express Company. j
If just one-half of the

would be as original as the fashion
builders there would not be so many
fashion plates.

There is little hope of over-esti-
mating the amount of original
thought one is capable of receiving.
It all depends upon the amount of
mental energy one uses. We can not
receive original thought  Tithoutl
thinking and acting—we all know
his—then why do we refuse to think
and work? Too many are depending |
upon the few. We are paying others
to do our thinking.

The original mind is always on the
lookout for setbacks; it knows what
t is “up against.” Original thoughts
lave had a mighty hard time getting
expression through the mind of man.
Many good men have been killed on
account of original thoughts. When
a man is willing to give up his life—
f need be—for an original idea his
mind is overworked. Take a good
look at what Edison has done, tie
is not dead, but he has come through
more than most of us would feet like
undertaking. If you are willing to
work hard and, if need be, give up
soul and body for a successful life
and business you will be an original
merchant with successful environ-
ments. Edward Miller. Jr.

How Do You Keep Your Books?

At a recent meeting of the Port-
land (Oregon) Association of Credit
Men, L. B. Smith, Secretary of the
organization, gave an interesting and
practical talk on the subject of “The

Retail Merchant’s Books as Viewed
from the Credit Man’s Desk." Mr.
Smith called attention to the fact

that much of the energy of the As |
sociation had been exerted, and just-
ly, too, in blotting out and punish-
ing fraud, but he also called atten-
tion to the fact that by far the great-
est percentage of failures are due toj
incompetency, and the records show
that while the subject of the retail-
ers’ books has been mentioned occa-
sionally, nothing had ever been sys-
tematically and thoroughly tried to
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Content To Smoke.

He traveled in a Pullman car
And sat in front and smoked all day;
He burned up many a good cigar.
Though a lady fair went all the way.

She had a captivating smile.

And she was _traveling alone;,

He- seat was just across the aisle
From where his overcoat was thrown.

He neither looked at her nor spoke.

Put took a novel from his grip
And_sat _in front, content to smoke;

His wife was with him on the _trip.

—Judge.
Indiana Traveling Men Will Oppose
Hotel Bar-rooms.

The Little Red Button will be
much in evidence about the Indiana
Legislature the coming session. The
Little Red Button is the badge of the
Adult P.ible class of the National Sun-
day School Association, to which 90
per cent, of the Indiana traveling men
belong. Another religious organiza-
tion of the traveling men is the Gid-
eons, and these two organizations
have a membership in Indiana of
more than 16,000 “men of the road.”

The traveling men will not take
part in the local option contest. They
will not fight for or against the pro-
posed amendments. It is not likely
that thejr will use their influence for
any liquor legislation except that
they will ask that no saloons be per-
mitted in connection with the hotels
where they stop. There are two pro-
posals oil the liqguor question on
which the traveling men will come
before the Legislature. They feel that
there should be no connection be-
tween the hotel lobby and the bar-
room, and they insist that the whiskx
business is no part of the hotel busi-
ness and that there is just as much
reason for having a saloon attached
to a department store or a hard-
ware store, or any other kind of a
commercial business, as there is for
having one connected with a hotel.

Every traveling man knows that
not 5 per cent, of the receipts of th
bar in a hotel come from the travel-
ing men, and a very small part of it
from the guests of the house. In In-
dianapolis the large hotels get bar-
room money from the hotel guests
because the majority of those guests
are politicians and officeseekers who
come here for a day or two. But the
traveling men at the Claypool, the
Grand, the Denison, or the English,
contribute a very small part of the
bar returns. The hotel bar-room de-
pends on local trade.

The office and lobbv of the hotel
are used as a pathway to the bar by
the impeccable citizen who has not
the courage to be seen going into a
saloon, and the hotel bar is the most
notorious of Sunday 'i btors. The
position of the traveling min is that
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the hotel is his home and he does not
wish to be annoyed by a lot of drunk-
en rounders who hang around the
lobby or prowl through the halls. The
traveling man who is a rounder and
a bummer is not on the road any
more. These are some of the reasons
the traveling men will ask that a
clause be inserted in whatever liquor
law is enacted separating the hotel
and the saloon business.

That a hotel may be operated suc-
cessfully without a saloon attached is
proved by Al Busick, of the Commer-
cial Hotel, at Tipton. He has all the
business he can possibly do, sets a
first class meal and has clean, com-
fortable beds, and he would not sell
a drop of liquor under any consider
ation. Charley Micheals, of the Tee-
garden House, at Laporte, is another
example, and the New Ross Hotel
at Plymouth is another. There are
dozens of successful hotels in Indi-
ana that have no bars. Every trav-
eling man will concede that the little

frame hotel at Rerne sets the best
meal in Indiana, barring none, and
has all the business it can do, and

there is no possible chance"to get a
drink of intoxicating liquor there.

The traveling men know that a sa-

loon is not needed to make a suc-
cessful hotel, no matter what the
|hotel men say about it. The trav-

eling men are not trying to keep
the landlords whose hotels they sup-
port out of the whisky business, but
they are demanding that the whisky
business be conducted separately
from the hotels. In this they have the
backing of every firm, not in the li-
quor business or any of its side lines
that has men on the road.

The traveling men, too, will ask
that the State Board of Health re
ceive more money in order that the
Board may make a better and more
Jthorough inspection of the kitchens
and sanitary conditions of the hotels
in Indiana. Furthermore, the travel-
| men will demand better protec
tion for life and limb in the hotels o
the State. They will demand that the
elevators be made safer and that
better system of fire escapes be
adopted, and the Committee, repre
senting 18,000 traveling men, that is
meeting here to-day is going over
bills that are to be introduced alom
the lines outlined in this article.

There is not a hotel in Indiana
Jthat could live a week if the commer
cial trade were taken away from it
and not 5 per cent, of the commer
cial men patronize a hotel bar-room
or any other kind of a bar-room for
that matter. A saloon in a hotel, in

while he is away from his own home]the opinion of most traveling men, is

a nuisance that they are anxious to
have abolished. If the Hotel Keepers’
Association put back the kind of bar-
rooms that were operated in many
places before the county option law
was passed, such hotels will lose the
traveling men’s trade if some one will
start a barless hotel in the same lo-
cality.

All the traveling men are asking is
a decent home when they are on the
road, and they feel that they can not
have that kind of a home if there is
a bar-room attached to the place
where they have to eat and sleep.
They are asking that the health au-
thorities protect them from inferior
anned goods and rusty bacon fried
n cottonseed oil, and that the State
see to it that they have a chance for
their lives in case of fire.

W. H. Blodgett.

Selling Talk.
| have observed that many sales-
men after presenting the several
claims regarding the quality, utility

and economy of their line seem lost
a sale is not completed and drift

into small talk—getting away from
the subject apparently in trying to
ivoid repetition of what they have

said before.

This is a mistake, for so long as
fou can sustain the prospective cus-
tomer’s interest, even although you
an not close the sale, continue to
go over the ground.

Keep talking the economy, the
utility and the quality of the prod
act. Clothe yopr talk in different
words—approach your claims from
different angles, but stick to the sell-
ing talk.

Do not drift to small talk or get
away from the truth. Keep hammer-
ing at what you know are the logi-
cal reasons for the customer to war-
ant his buying your line.

Repetition is as good here as any-
where else. It is good in advertis-
ng—it is good in education. When
ou want to make an impression that
s permanent it is necessary to repeat
in different ways the same thought.

Now, this does not mean being a
pest. It is as bad to talk too long
as it is to stop prematurely.

Some salesmen act as though the
introduction and the regular sales
talk, if successfully concluded, dem-
onstrate their ability and blame the
customer if he still hesitates.

The mere fact that an interview is
obtained and the sales claims made
means nothing if a sale is not con-
cluded or the opportunity for a fu-
ture sale assured. The right kind of
selling talk should accumulate force
as you go along, repeating the differ-
ent points and re-affirming or elabor-
ating upon, with different forms and
illustrations, the claims that you
know are in favor of what you arc
endeavoring to sell.

Avoid small talk—if you are sell-
ing goods—it is live selling talk that
will close the sale over the counter
or on the road.

If you are short of selling talk—
get busy—every good article in aline
has an unlimited selling talk behind
it and you can weave in enough per-
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sonal appeal to satisfy the type of
occasional customer who likes to talk
about “outside topics.”

Study and know each article from
its history to its actual use. Most
salesmen are weak when it comes to
their sales talk after the first “rally”—
you should have every claim and ob-
jection clearly in your mind in fou:
or five combinations of words.

Geo. H. Eberhard.

The Traveling Man.

The hotel 'bus from the midnight train
Brought only one passenger through the

rain;

'Twas adtraveling man, tired, weary and
sad.

He had toiled all day and

Not a_single order was on hj

The disgust he felt was in his look;

With a careless hand he scribbled his

name
On a page of the book unknown to fame.

biz was bad.
his book,

The drowsy clerk the signature scanned.
Then a letter placed in the drummer’s

See h(l)_wh ~e starts, while a smile of de-
ight .
Plays over his face at the welcome sight.

Thus clouds of despair that ever appear
To a traveling man sometimes in the

ear
Are o¥te_n dispelled by such simple means
As a friendly letter, "Thow queer it seems.

So m){_ dear little swreetheart, my own
ittle chum,
If you know where I’ll be when Sunday
es

comes,
Write to me there if your time will

permit.
Draw at sight and | will remit.

My thanks.
—Troy Chief.
We need more of both head and

heart in our business. There is little
danger of getting too much of the
combination. The trouble comes in
not enough or with an unequal mix-
ture.

The more times you ask people to
buy from you the more likely they
will be to buy. The secret of suc-
cessful advertising is repetition.

A bargain which is a bargain for
only one party of the transaction,
while involving loss for the other, is
a poor bargain.

Hotel Cody

Grand Rapids, Mich.
A. B. GARDNER, Mgr.

Many improvements have been made
In this popular hotel. Hot and oold
water have been put in all the rooms.

Twenty new rooms have been added,
many with private bath.

The  lobby has been enlarged and
beautified, and the dining room moved
to the ground floor.

The rates remain the same—12.00,
*2.50and $3.00. American plan.

All meals 50c.

Like the Little Red
School House in the
poem

Hotel Livingston
Grand Rapids, Mich.

is “ half way up the hill.”
No more convenient loca-

tion. Just high enough
to catch the freshest,
purest air.
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TRAVELED PERILOUS TRAILS.

Oldest of Indiana Salesmen Recalls
Early Days on the Road.

What it meant to be a traveling
salesman in Indiana fifty years or
more ago, when there were no means
of rapid communication, and when
sample cases were four-horse stock
wagons that were on the road forty-
five days at a time, fair weather and
foul, is told by W. J. Woods, age 81,
who has been transferred from the
city hospital to the county infirmary
destitute in pocket, but with a mind
brimming with stores of the drum-
mer’s,” says the Indianapolis News.

Woods is one of the most philoso-
phical old men who ever went under
the county’s care. Grateful for treat-
ment at the city hospital, he is thank-
ful also for the shelter now offered.
For if his memory is not at fault he
had worse times and more strenuous
living in the years before the Civil
War, when he was a notion jobber’s
salesman on a four-hundred-mile
wagon run out of Indianapolis to set-
tlements on both sides of the Wa-
bash and in Ilinois.

In 18)6 Mr. Woods, then 26 years
old, entered the employ of the J. H.
Crossland wholesale house. He was
one of four wagon salesmen. The
salesmen were drivers, hostlers and
book-keepers as well, except in very
inclement weather, when a driver was
provided. The equipment—the sample
tase—weighed 2,220 pounds, and the
stock of notions, dry goods, and the
like, brought the total up to 6,500
pounds, which the team had to drag
through roads often hub deep ane
over in mud.

Woods’ stock generally was valued
at $3,000 to $4,000. Cash payments
on delivery were rare, and credit was
extended to the merchants in the
settlements for thirty, sixty, ninety
and even 130 days. So on each trip
the “peddlers” made collections for
goods previously delivered, and con
sequently returned to Indianapolis
with wallets containing from $3,000 to
$5,000.

In 1856, shortly after Woods went

on the road, the weather was ex-
tremely bad. It was early in th
spring. Thaws had made the road
impassable, and freighters were re

ported stalled all along the old Na
tional road. On account of the long
periods of credit the jobbing houses
sometimes were deeply embarrassed
in their efforts to make payments ir.
the East. The firm Mr. Woods work-
ed for found itself in a tight place,
financially. Bills were overdue, and
although about $20,000 was outstand-
ing on the wagon routes, the weather
had been so unfavorable that collec-
tions could not be made. But it be-
came a matter of necessity.

Woods was the first to go out, he
having the most at stake. He rode
horseback out the National road,
then over the pike to Danville. He
found it impossible to go on, even
in the saddle, as the roadbed would
not bear the combined weight of
rider and horse.

At Danville, Woods put on a pair
of legging boots, transferred papers

and revolver from saddle
pack and started out on foot.

Through all that rough, blustery
weather and over four hundred miles
of territory he tramped, collecting
money. He made from ten to fifteen
or twenty miles a day, according to
the conditions of the paths. In one
day he had to climb forty fences,
even the foot trails being impassable,
which made walking on unbroken
ground necessary.

Among the places he went through
were Ladoga, Crawfordsville, Rock
ville, several points in Illinois, then
back on the Wabash to Lafayette,
Wabash, Peru and Logansport, and
finally, by a circuitous route, to In-
dianapolis.

It was lonesome traveling, but at

bags to

Prairie, in the earliest part of the
trip, he chanced to meet a mud-be-
draggled and well ribbed yellow dog.
He whistled and the animal came up
and ate crackers and cheese. The
crumbs formed the covenant, and
thenceforth that yellow dog went as
mascot to the traveling salesman.

Woods did not have a prosaic ex-
istence in those days. The State po-
lice system was not perfect and ped-
dlers’ wagons, but especially the mon-

ey bags, offered choice prey to
bandits.
At sundown, late in the fall of

1857, Woods drew up at the tavern
known as Ewing’s store, now almost
a forgotten point in Howard county
Cross-State traveling was heavy, and
the place was full. The landlord was

sorry, but he said Mr. Woods had j
better go on to Burlington. Barling- |
ton was ten miles distant. It wass
night, and the road extended, tor aj
large part of the distance, through a

swamp, being corduroyed and plank- j
ed nearly its entire length. So Mr.

Woods whistled to his leaders, and

was off in the darkness. He had fits

cash bag, containing $700 or *800.

close by his side, and his revolver

was handy.

About three miles in the swamp he
dimly discerned a man step into the
road behind the wagon. Woods perk-
ed up the team. A rod or so rarther
another black form slipped in, ahead
of the horses. Then Woods knew he
was in for it. The man in front
istepped near. The off leader was a

wild animal, and rear
gePs approach. Disregard!

man’s command to halt, and braving jed that, in case of
the peril of a leveled gun. Mr- Woods jitfie beneficiary at t

lammed the wheel horses
ers, frightened by the
their part.
ran down the first bandit.

Then both highwaymen began fir
ing. Bullets pierced the canvas hood
of the wagon and whirred over the
reins, but Woods did not stop until
the swamp and the road agents were
far to the rear.

The days of the wagon peddtei
were also the days when there wer;
few bridges, and the Wabash Rrvei
was forded many times. In the -am<
year of the attempted hoidup Mr
IWoods started to ford the Ttppeca

1 er,

The lead- jber’s death, the As
did the money to the
In their lunge tHey nearly ladjustment of the

J. Cl Holmes w

isidents were
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IDRIGIMEDRUGGISTS SUNDES

Michigan Board of Pharmacy.
President—Wm. A
Secretary—Ed. J. R
Treasurér—John J..
Other Members—Will E.

Collins, Owos-

so: John D. Muir, Grand Rapids.
Next Meetingt—Grand Rapids, 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.

C_tSecretary—H. R. McDonald, Traverse
i

reasurer—Henry Riechel, Grand Rap-
Committee—W. C. Kirch-
essner. Grand Rapids; R. A. Abbott,
uskegon: D. D. Alton. Fremont; S. T.
Collins; Hart; Geo. L. Davis, Hamilton.

State Pharmaceutical Associa-

ids. .
Executive

Michigan
ion.

President—E. E. Calkins. Ann Arbor.

First Vice-President—F. C. Cahow,
Reading. i .

Second Vice-President—W. A. Hyslop.
Boyne City.

ecretary—M. H. Goodale. Battle Creek.

Treasuréer—W illis Leisenring, Pontiac.

Next Meeting—Battle Creek:

. Grand Rapids Drug Club.
President—Wm. C. Kirchgessner .
Vice-President—O. A. Fanckboner.
Secretary—Wm. H. Tibbs.
Treasurer—Rolland Clark.

Executive Committee—Wm.
Chairman; Henry Riechel. Theron

Photography in Pharmacy.

The pharmacist not
with secrets of photography will be
especially fascinat m! with the sim-
ple method of shadow or contact
photography. This branch of photog-
raphy can be applied in many useful
ways, by teacher, student and practi-
tioner: extensive experience and
knowledge of photography are not
required for its practical execution.
Close observation of directions or a
single hour of rational instruction
will suffice to transform the intelli-
gent laymen to a successful photog-
rapher. Expensive apparatus, a cam-
era and a dark-roora are not needed.
the time iisually ¢ msumed \\ith prep-
orations <f the m gative plate, saved:
and the ibsorbmg; attention, essen-
tial to a careful photograplier, does
not apph in the same <trict sens’
to this hranch of photography.

1he teacher of natural history will
be aided during demonstrations by
photographs showing the outline.
structure and image of plants, flow-
ers, leaves and filH-rs of plants; hut-
terflies, insects. parts of insects,
wmgs, construction of tissue, etc., in
its full detail. The student is thus
aided in his studies and comprehen-
sion, his herbariums and collection,
pertaining to the special branches of
his studies, beautified and benefited
by additional illustrations, attached to
the specimens.

The preparation of various labels,
signs, posters for decorative purpos-
es and advertisements, copies of orig-
inal prescriptions and manuscripts,
will be of value to the practical phar-
macist. Following are the appliances
reonired:

Cost of 4x5 Size.
Printing frame, suitable size ....$0.25
Glassplate to fit frame (free from
defects)
Photographic paper (printing out

paper, folio, albuma, etc.).......... 20
Combined toning and fixing so-

lution, S oz. bottle

The object selected for duplication
is placed on the clean glassplate,
photopaper with sensitized side down,
placed on top, and secured tightly
with the frame covet.

Care should he taken not to dis-
|place the paper or object while print-
ling is going on, to avoid double and.
Iblurred impression. The frame is ex-
|posed to full view of strong light,
Ipreferably sunlight, and left in posi-
"tion until necessary density and dark-
eness are obtained. The time consum-
ed by the printing varies from five

uigley jto fifty minutes and longer and de-
oﬂnesfjpends on density of the object or

and on the strength of the light used
|to oxidize the silver paper. The print-

acquainted jing should he a shade or two dark-

er than the finished copy, as
Ithe toning hath reduces its density.
Upon completion of the printing
process the paper is removed from
the frame, washed in two to three
changes of water to dissolve the free
silver on its surface and subjected
jto the action of the toning bath. The

toning, under normal conditions, re-

quires from five to ten minutes. As
Isoon as the desired color is obtain*

changes of water and placed in a fix-
ing bath to assure permanency, then
washed in ten to twelve changes of
water to remove all traces of the fix-
mg solution. 1he combined toning
and fixing hath is used according to
directions found always on original
bottles.

These formulas will serve well for
ordinary grades of photo paper:

Toning Bath.

Solution 1.
Gold chloride .....cccooeueee gm 100
Distilled water .......ccccee.e. c. ¢. 150.00
Fl. sol.

Solution 11.
Potassium acetate ............ gms. 30.0

Distilled water

Mix.

To Tone,
Solution | io(j
Solution 1. 40
W ater ..1,000.0
Sodium bicarbonate sufficient quai

tity to render bath slightly alkalim
Bath should tone in five to ten mir
utes. In case of slow action, ad
gold solution: quick action, add w;
ter.
Fixing Bath.

Sodium hyposulphite ...gms. 60.0

Wwater ..o, c. ¢. 1,000.00
M. fl. sol.

To be used eight to ten minutes to
assure permanency. -

Labels are printed from a cliche
(negative) made on  transparent
(glassine), or thin paper. India ink

is best for the purpose. Manuscripts
and prescriptions should be placed in
frame with written characters down
and secured smoothly. Heavy paper
and pale inks will fail to print plain-
ly. Pencil marks are reproduced
faintly. The whole process, with its
simplicity and ease of manipulation
will never disappoint whenever used
with proper care and in the extent
of its limits.

Drug Sundries.

One of the most noticeable fea-
tures of this year has been the idea
of usefulness in all drug sundries.
Not only have the productions been
more artistically perfect than ever,
but there have also been more of
them.

One of the novelties of unusual in-
terest which was recently placed up-
on the market is a popular-priced
leatherette velvet-lined case contain-
ing a set of manicure instruments of
good serviceable quality. Another
manicure case which has sold ex-

tremely well is made expressly for
the use of travelers as it may be
folded into a very small space. A

particularly handsome set is made of
dull blue and gray, suede, lined with
heavy moire silk and fitted with ail
the required instruments. It is made
on the order of the familiar “house-
wife,” which may be folded and tied
with a cord.

A large line of suction mirrors arc
on the market, but these may hardly
be classed as novelties. The high
price of these mirrors has been the
cause of their not becoming more
popular. They are of either plain
or French beveled glass, with or
without leather cases and can he se-
cured in a number of sizes. They are
simple in construction, the only new
feature being that they are connected
with one another.

There is no section which is grow-
ing more rapidly in the department
store than the toilet goods part. A
bargain table in a busy aisle with r
good selection of toilet goods at-
tracts the attention of many and the
results are most satisfactory.

More than the usual amount of in
terest has been paid to emergency
medicine cases during this holiday
season. Unusually liberal orders were
placed for these goods; in fact, there
seems every likelihood that the sea-
son, when finished, will have proved
to he the most successful one in the
history of the trade. In order to do
a really successful business in this
line a fairly representative line of all
the latest novelties should he dis-
played. It is a fact that the more
faith a buyer has in novelty lines and
the larger the stock the bigger the
business which may be secured.

From the present outlook the com
ing year will be one of great pros-
perity for the manufacturer and re-
tailer of toilet goods, and judging
from orders already received it would
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appear to be wisdom on the part of
buyers to place at least a portion of
their orders early.

Country Soda W aters.

The resorters, especially the girls
who spend their summers near some
small town, never cease wondering
at the quality and quantity of the
sodas and sundaes that the town
store puts up. In the city they are
accustomed to what are supposed to
be the highest achievements in the
science of soft drink-making, and
then to come over to a little one-man
burg and find that the cooling liquids
are not only larger and better, but
also cheaper, is enough to make them
wonder.

Perhaps the summer resort store
works on the theory that people are
used to good things in the city and
to be really pleased must have good
drinks in the country. He puts his
efforts to the task of making sodas
and sundaes that will equal those
served in the city and succeeds bet-
ter than his expectations.

In a majority of summer resort ice
cream parlors in  Michigan, Illinois
and W isconsin the fixed assessment
on “ordinary” sodas and sundaes, in-
cluding crushed fruit flavoring, is 5
cents: this is half the city confec-
tioner’s usual price.

The town store depends largely on
his summer soft drink trade to tide
over the long, dully country winter.
This summer liquid trade must be de-
signed to suit not only the summer
visitors, but the towm people as well.
A steady diet of 10-cent drinks, while
it might not bother the resorters,
would never go with the townspeople.

It is true that the country store
has an advantage over his city rival
in the matter of supplies. Fresh
cream from a farm a few miles out is
cheaper: home-grown peaches and
other fruits from an orchard a half
mile away are lower; ice costs only a
trifle; rents are 100 per cent, lower
than those of the city.

And the trade that such an estab-
lishment does through the months of
May to October! It is not an unusual
thing to see four clerks in one small
store working from 8 o’clock in the
morning to midnight serving thirsts
that seem to be insatiable. Holidays
see the number doubled and some-
times as many as 2000 drinks are
sold in a country drug store in a sin-
gle busy day.—Chicago Tribune.

Always use a good quality of pa-
per. Should a package break between
your store and the home of one of
your best customers it may also
break the tie that binds that custom-
er to your store.

Merchants, Attention

Just Opened
Alfred Halzman Co.
W holesale Novelties, Post Cards
BERT RICKER. Manager

A complete line of Christmas, New Year
Birthday, Comics, etc. Our stock isnot rusty—
it isnew. FanQ%/ Christmas Cards from $3.50
per M. up. Write for samples or tell us to call
onyou any where in the state. ]

. ere located opposite Union Station and
nil mail orders prom tr|1¥' Our prices will in-
terest you—ask for them.

CM*. Phone 6238 42-44 South lonia Street
Bell Phone 3690 Brand Rapids, Mich.
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GROCERY PRICE CURRENT

These quotations are carefully corrected weekly, within six hours of mailing
and are intended to be correct at time of going to press. Prices, however, art
liable to change at any time, and country merchants will have their orders filled at

market prices at date of purchase.

ADVANCED

Index to Merket*

By MMBM ARCTIC AMMONIA/
0sS.
12 os. ovals 2 doz. box..76

AXLE GREASE
Y Frazer’s
1 lib. wood boxes, 4 dos. 3
lib. tin boxes. 3 doz. 2 8
3%Ib. tin boxes. 2 doz. 4 25
.6 00
7
2

Ammonia
Axle Grease

Baked Beans j 10ib. pails, per doz.
Bath Brick L 151b. palls, per doz....7 20
Bluing .. | 25th. pails, per doz...12 00
Brooms * BAKED BEANS
E[Jutﬁgrescoior ‘{ 1Tb. can. per doz.. 2
21b. can. per doz. 140
3tb. can. per doz 180
Candles J BATH BRICK
Canned Goods ENQIISh  ovvverernserrnnnes
Canned Meats ¢
Carbon Oils * BLUING
Catsu £ Sawyer's Pepper Box
Cereals Per Gross
Cheese ... fN¢. 3. 3 doz. wood bxs 4 O
Chewing Gum » No. 5. 3 doz. wood bxs 7 0(
Chicory ... J Sawyer Crystal Bag
glhot%o%iti, Blue .
othes Lines
BROOMS
8%%%%@{" ‘ c 1 Carpet 4 sew .4 on
Cocoa Shells « 2 Carpet 4 sew .3 75
ff No. 3 Carpet 3 sew ..3 50
(C:%n?gctio'ﬁ's" . IF\)lo | 4 CGarpet 3 sew .3 25
"rackers .. arlor em

ommon W hisk

Cream Tartar

ancy W hisk 150
W arehouse
Dried Fruits BRUSHES
Scrub
. Solid Back, 8 in 76
Farinaceous Goods Solid Back. 11 in. 95
Pointed Knds 86
Fishing Tackle Stove
Flavorlng Extracts No.
Elo No.
Frosh Rieats No.
Shoe
No.
Gelatine No.
Grain Bags No.
Grains oo ® No.
BUTTER COLOR
Herbs Dandelion, 25c size --—--
S T R CANDLES
Hides and Pelts paraffine, fis 10
Paraffine. 12s 10
Jelly Wicking
cannedlgoods
Apples
LiCOrice i 4Tb Standards ?O
M
Matches ... I 1b. ... 50® 1 90
Meat Extracts Standards gallons @5 00
Mince Meat Beans
Molasses .. . 85@L 3
Mustard ... Red Kidney gggl 9L:J|_
tring ..o
N y St Be12
Blueberries 10 pkgs
Standard i
Gallon .. ft BO Apetlsao kBglscun
Clams
Little Neck. lib. 1 00@1 25
Little Neck. 2Th. il 50
Clam Bouillon
Burnham's % pt. .2
Burnham's pts.. .3
Burnham’s qtS....... ...7
Cherries
Red Standards .. %
White .
Saleratus
Sal Soda Fair 11(:{?(
-------- Good
Saltd Fish . Fancy 145
u French Peas
gﬂojefBlackmg Monbadon (Natural)
Soap . per doz...
Soda Gooseberries
Spices No. 10
Starch
Syrups
Tea --—-
Tobacco
Twine -
Mackerel
Mustard. 1Tb...
Vinegar Mustard. 2Tb
Soused, IVith..
Soused. 2Th...
WickIng v o Tomato. 1Th.
Woodenware ... Tomato 2Th..
Wrapping Paper 10 Mushrooms
Hotels ... @ 17
Buttons. Vis .... @ 14
Tatst Oaks 1« Buttons, is @ 23

CHEWING GUM
American Flag Spruce
Beeman’s Pepsrn .

Largest Gum Made 2
Sen Sen Breath Per’f 1 2

W alter Baker & Co.’s
German’s Sfweet 2

W aiter M, Lowney 'Co .

CIDER SWEET
Regualr barrq 50 geils 7

% Trade barrel,
Bmlegi per gal

Early June Sifted 1 15@1

No. 10 size can pie

N

Dunham sper Ib.
29

Vis & Vis, 151b. case
Scalloped Gems

CARBON OILS

Deodor’d Nap a

Breakfast Foods

Food Pettijohns 1 90

Cream of Wheat 36 2Tb 4 %0 O
i

Post Toasties T No

ge .
New York Basis
20

lin’s XXXX_ sold
Pills bury s Vitos.

Ra3|63tor1bHealth Food MeLaughIln & Co.,

Hummels f0|l
Flakes 36 pkgs in cs.

pkgs.
V0|gt treang Flakes
1

2455 teel Cut,

................................ 6 00 Monarch, 90 rb.
i Saratoga Flakes

Cracked Wheat

Snider's Vi pints

Arrowroot Biscuit
Avena Fruit Cake

jCartwheels Assorted
Chocolate Drops
Honey Fingers

Circle Honey Cookies 12
Currant Fruit Biscuits 12
Cracknels .. 16
Cocoanut Brittle Cake 12
Cocoanut Taffy Bar ..12
Cocoanut Bar
Cocoanut Drops .
Cocoanut Macaroons .12
Cocoanut Hon. Flngers 12
Cocoanut Hon Jumbles 12
Coffee Cake
Coffee Cake, iced..
Crumpets
Dinner Biscuit ...
Dixie Sugar Cookie ...
Family Cookie ..o 9
Fig Cake Assorted ....12
Fig Newtons ..
Florabel C ake.

Fluted Cocoanut Bar 10
Forsted Creams ... 8

Frosted Ginger Cookie 8
Frosted Honey Cake ..12
Fruit Lunch lIced ....10
Ginger Gems ...
Ginger Gems, Iced

9
Graham Crackers ... 8
8

Ginger Snaps Family

Ginger Snaps N. B. C. 7\

Ginger S*naps N. B. C.

SQUAre v . 8

Hippodrome Bar .... 12
Honey Cake, N. B. C. 12
Honey Fingers As. Ice 12
Honey Jumbles, Iced 12

Honey Flake ... 12%
Household Cookies .... 8
Household Cookies |ced 9
imperial

ersey Lunch 9
ubilee Mixed 10
Kream Klips . 25
Laddie ... .9
Lemon Gems 10

Lemon Biscuit Square 8
Lemon W afer 1
Lemona
Mary Ann
Marshmallow Walnuts 17
Molasses Cakes 8
Molasses Caaes, | a
Molasses Fruit Cookies

Qatmeal Cracker
Orange Gems
Penny Assorted
Peanut Gems
Pretzels, Hand
Pretzeiettes, Hand Md.
Pretzelettes, Mac. Md.
Raisin Cookies
Raisin Gems ...
Revere, Assorted ....
Rittenhouse Fruit
Biscuit
Rube ...
Scalloped Gems
Scotch Cookies . .
Spiced Currant Cake ..10
Sugar Fingers ... 12
S'uitana Fruit Biscuit 16
Spiced Ginger Cake ..
Spiced Ginger Cake led 10
Sugar Cakes ...
Sugar Squares, large or
small s 9
Sunny5|de Jumbles .. 10
S*upérba ... 8
Sponge Lady Fingers 25
Sﬂgagr] Crrmy g 9
Vanilla Wafers 17
VVaverly .
in-er Seal Goods

i i per doz
Albert Biscuit . . 100
Animals .
Arrowroot Biscuit ... 1 00

Athena Lemon Cake
Baronet Biscuit ...
Bremmer’s Butter
W afers ...
Cameo Biscuit
Cheese Sandwich
Chocolate W afers
Cocoanut Dainties
Faust Oyster
Fig Newton ...
Five O’clock Tea
Frotana ...
Gln%er Snaps, N. B. C.
Graham Crackers, Red
Label .
Lemon Snaps ..
Oatmeal Crackers ...
Old Time Sugar_Cook.
Oval S‘alt Biscuit
Oysterettes ...
Pretzelettes, Hd. Md.

HHFFHHH PRl B pRRRRRR PR

Royal Toast 00
Saltine Biscuit 00
Saratoga Flakes 60
Social Tea Biscuit ... o]
Soda Crackers N. B. C. 1 00
Soda Crackers Select 00
S. S. Butter Crackers 150

Uneeda Biseuit- :
Uneeda Jinjer Wayfer 1
Uneeda tunch Biscuit
Vanilla_ W afers ...

W ater Thin Biscuit .. 1 00
Zu Zu Ginger Snaps e

Zwieback

In Special Tin Packages.
Perdoz.

Festino ...
Nabisco. 25c
Nabisco, 10c

60
00
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Champagne Wafer .. 250
Per tin In bulk
. 100

Sorbetto
Nabisco
Festino |

Bent's Water Crackers 1 40

CREAM TARTAR
Barrels or drums .... 33
Boxes ..
Square cans
Fancy caddies

DRIED FRUITS
Apples

Sundried
Evaporated 10%@11%
. . Apricots
California ... 12@15
i Citron
corsican ... @15
Currants
p'd 1 Ib. F
Imported bu k @ %
Lemon Amerrcan 13
Orange American 13
Raisins
Connosiar_ Cluster ....3 26
Dessert Cluster ... 4 00

J.oose Muscatels 3 cr.
Loose Muscatels 3 Cr ..
Loose Muscatels 4 cr. 6%
L. M. Seeded 1 Ib. 7%@8

L MCaSIifo(;néa PrlIJknes
. M. Seeded, bu . 0%
Sultanas, Bleached . ZOO
i Bl o
- . boxes
80- 90 251b. boxes.. 98%
70- 80 25Ib. boxes.. 9il2
60- 70 251b. boxes..@10
60- 60 251b. boxes..@10%
3 5Ib  poxes.@12
Mc less In 50R>. cases
FARINACEOUS GOODS
i . Beans
Dried Lima ..o 6%
Med. Hand Picked .2
Brown Holland ... 2 85
Farina

25 1 Ib. packages
Bulk, per 100 Ibs..

Hominy
Pearl, 100 Ib. sack __ 1 75
Maccaroni and Vermicelli
Domestic, 10 Ib. box .. 60
Imported. 25 Ib. box ..2 50

Pearl Barley

Chester i 3 00
Empire i 4 Of

Peas

Green, Wisconsin, bu.
Green Scotch, bu..
Split

East India

German, sacks .

German, broken pkg.
Tapioca

Flake, 10 01b. sacks.. 6

Pearl, 130 Ib. sacks .. 4%

Pearl, 24 Ib. pkgsS...... 7%

FLAVORING EXTRACTS
Foote & Jenks

Coleman Vanilla
No. 2 size
No. 4 size
No. 3 size
No. 8 size

Coleman Terp. Lemon
No. 2 size
No. 4 size.
No. 3 size
_No. 8 size

Jaxon Mexican Vanrlla.
o0z. oval

1

2 oz. oval
4 oz. flat
8 oz. flat

Jaxon Terp. Lemon.
1 oz. oval .. .10
2 oz. oval
4 oz. flat
8 oz. flat

Crescent Mfg. Co.
Mapleine
2 0z. per dozZ... 3 00

GRAIN BAGS
Amoskeag, 100 in bale 19
Amoskeag, less than bl 19%

GRAIN AND FLOUR
W heat

) 91
W hite [o[s]
Winter W heat Flour
Local Brands
Patents . 40
Second Patents 520
Straight ... 4 80
Second Straight 4 60

ese cescecocns 0

.. 40
Flour In barrels, 26c per
barrel additional.

Lemon & Wheeler Co.
Big Wonder %s cloth 4 50
Big Wonder Vis cloth 4 50
Worden Grocer Co.’s Brand

uaker, paper 47

uaker, cloth

Wykes 4k Co.
Eclipse i 4 15
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G g 9 10
o
i i . Splint, medium ..o » *e
1pTnoTi & W heeler Co. __ POTASH M ieterti . i W fn 10
W hite Star, %s cloth 550 Babbitt’s ... 4 00 Mess, 157 50 Ilgjé) cans '2 4z in o ?/\?lllllgbv s(r:nlgltheé. ]arge2872£'35
White Star, %s cloth 5 40 PROVISIONS Mess, - 1004 otbcans. 4% i
White Star, %s cloth 5 30 Barreled Pork RA/IESS' 18 care)s”,re Cane vViUow, Mloinel,j
e ot CP5 35 Short CUt v No. 15 50 JP&ir
American Eagle, % cl 5 35 Short Cut Ciear No. "6 Good A4 Wire torni *r
Grand ~Rarpids Grain & Bean oo, No. 1 70 Choice .25 # Itk , in crac
b r'\t/llllllggatecnot Brands.g - Brlsket Clear No. 1 40 JTEA \b in erat
urity, e A Pig apan
Seal °§ Mlmnesot 5‘80 C|gear Family . No. 1, No. 2 Fam. Sundried, m*diutn .24028 -
Wizard graham o E 8, RrySalt Meats I 1pS - 18§ b4 gondried, 26544015 .
S P Bellies .. : " ;
Wizard Gran. ...3 80 #
Wizard Buckwheat 800 tielr_caerg 1% b 1 9122 4?35 Egggllar ] ?gﬁ#fé Barrel, s Sani(-),'meach
Rye * 5 egular, fancy ... j » gal., sac:
y Spring W heat Flour SCOOprO?l?I?S Lare?dv HangH%Ex B|I5:?%K3|Nd§ 2 Basket-fired, “medium . .30 Rothes Pins
Goldzr?yH%arléerfsan?urlands 40 60 Ib. tubs . advance V g nb§5 ayal Folish | 8B Bas'ﬁetplreg frolce 23437
y Ib. tins . ‘advance X yS oya olis i B»sket-flre ancy te o
Id bak 50 ) ] ibs .. #39 4% inch. 5 gross
(\?\}’.Sceonns.':']"’QyE aKers i%g 20 Ib. palls ..agvance J Miller's C?KJVGF?;OI'Sh 85 Siftings 10012 Jartons, 2U 2% dox bxs..9"
""""""" ..advance %
wdaon Groger Co’s Branu lg IE ?3?1""55 -.advance 1 Scotch, in bladders ... 37 FannmgsGun owoer 14#15IBUI$nggtCrsbe:] e}nd 1E”:ir»zu
83?3?83 Yos % 8 Ibl pails advance 1 l'\:/lr%%ecahbo%adglgalr: jars™ 43 Sfoyune, megium 18'No T Yompiete..

[ Smoked Meats Moyune, choice No. Z o#fiaplfeg # .. u
Egr%egﬁtak V/vsheelers Brand Hams, 12 Ib. average. 15 5.3 SK?&P& Co Mozune fancy A40#45 Jase No Zp rUterslaeetx 1 35
Wingold, % s ngmg %g Illk; g\\;g::gg(ee 15 i{American Family 4 00 Emgsuey n;ednum .25IJI28 aae, mediums. 13 set* 1 1»!
Wingold, %s o 18 ib g i |Dusky Diamond. 30 80z 2 mgsuey, choice Faucets
VVingold, S . i, ska:rrlnnsed Hamsaverage %0 Dusky D'nd 100 6 oz 3 80 Plngsuey fanc|_)|/ .*)—945:Corll( Iln*%u 4 in T#1
Worden Grocer €o.%s Bran --------------- Young yson cori! iin > in »>
IaurelI %s cllotR 6 ou gglrrfordnrllaedeaer%fssets 16% lsavon Imperial (F3h0|ce 3;)0 ,Cork lined. s|n.l.(. .......... m
aurel, %s clot .5 90 Laliornia Hams ... W hite Russian 2 g0 Fancy vtos Sticks
Laurel, 9%&%s cioth 580 Picnic Boiled Hams .. 1o O 5 = 1E2208 0 o Oolong jan spring
Laurel, %s cloth - 80 Boiled Ham .o, Dome, -3 00 - ipse patent spring
Voigt Milling Co’s Bland Berlin Ham, préssed it 3afinet, o 557 00 Z%S’y?sameﬁa.m 1 e patent sprin
Vosts et g MG Rl TR s Cantl e AGY okt el

""" Lenox
Vm%trsa I;[ynglenlc . oolBologna 9 lvory. 6 OZ. Medium ™ ............. i
Voigt’s Royal .6 80 Liver ... 5 ivory. 10 oz 150 fanc 40#45 J-hoop Staﬁglalrsd * 69
Wykes & Co. Frankfori 10% Star itz Bros & y india 3-hoop Standard % 3S
Steepy v e clon-g % Lot o gomepars’ T 4o Corion cholce .. 700 fouite Cabde e
- Acme, 25 bars. 4 0 fancy edar ;1a re n
Sleepy Eye, %a cloth..6 30 Tongue . I Néme. 25 bars. ro ms 3 80* Sr-wir© Cable
Slecpy Eve. Vis paper © 30 Headcheese % acme, 100 cakes ... 3 66
Watson s Frost o, Boneless B s e T 8 % iawaia
_iP_erfe_Ic_tlonFllzlour 3268 Rump, ns\% " ferman Mottled, 5 bxs 3 30 Hiawatha),
chderPshet  E1sii 2 95 % bbls 1 %y Jor-Tt-. Mottled. 1Obxs 3 25 -No Limit,
Marshall’s Best Flour 59 % %m? 2 qc lerman Mott*led 25bxs g Sg goblelt t ad
Perfection Buckwheat 2 50 % bb 4 00 Marseilles. 170 caxe . Blipwa: Lis
Tip Top Buckwheat 240 1 bbl. . * 00 Marseilles. 100 ekes 5c 4 00 OJibwa, Trap»
Badger Dairy Feed 24 00 . iMarseilles. 100 ek toil 400 Ojibwa, wood, '3 holes
Alfalfa Horse Feed ..28 oo Kits, 80 Marsellles B%bxr st0|let 2 10 E’gi wood». 4 notes
Kafir COMM ..o, 90 % bbls., 160 : s i
Hoyle Scratch Feed 6 % bbls. 8 Ibs. 30071 Ggod ggumry 3 iste [lo Da sod »
I asings  Old Country ... (
Bolted Uaa 360 HOGs, per Tho.i. 82 Soap’ Powders _Sweet guga, 1 To pring
Golden &raniiaied ™. 3 go Beeh rounds “sei g Snow gov, s Tamily o ) otweet Guba. 16 07" DSJ Standard, No.
St. Car Feed screened 23 00 gﬁggp mg‘g?'ﬁfunﬁ?g 00 Snow Boy. 2 40 Sweet Cuba’ % Th. .2 10 Standard, No. 3 * 56
No. 1 Corn and Oats 23 Ov jSnow Boy, 30 10c 2 40 Sweet Burley. 5¢ Standard No 3545
Corn. cracked 2 0o Uncolored Butterine 5
o e e 55 oo Solid dairy ... # Gold Dust, 14 large .4 50 Sweet Mist, A)fr ..8 00
Winter Wheat Bran 24 6. country Rolls .. .10%# 16% ‘GOIi ﬁ#eSt 2&091_15; v g %)[%2? l"‘&uglj’lregész a 6 08
Middlings ... 26 00 Comedcgggfdz'\"ﬁ?t? 3 40 1Pearline ' 375 Tiger, 5¢ tins "M A
Buffalo "Gluten Feed 33 00 Corned beef, 1 tb. A n C Soapine ... 4 10 'Uncle Daniel, 1 Th. ... o» &
Danry Feeds Roast beef, 2 tb. ... .3 401Babbitt's 17 ggg Uncle DanleFI’,Il oX So. .83
Wykes & Co. Roast beef, 1 Th. .1 90 IRoseine ug Jsaatifcoarda .
O P Linseed Meal ..35 0> Potted Ham, %s . Armour’s 3 70¥Am. Navy, 15 0X ... * **foroyi .3 s
O P Laxo-Cake-Meal 33 O otted Ham, %s 3 30 'Drummond, Nat Leaf, i kBw
Cottonseed Meal .3 Deviled Ham, %s Soap Compounds 2&5 00 ...
Gluten Feed ... . Deviled Ham, %s 90 Johnson's F -5 10jpr mmoiid Nat. Leaf
Brewers’ Grains .....28 Potted tongue, 9%s 50 Johnson’s XXX 4 251  per doz. 35.
H?fmlrpond Dlalry Feed 24 0( Potted tongue %s 90 glnbe NO'C,l/EIJCk --------- —g %ngBame AX §«7I >alM ?é gg
Alfalfa Meal .......... 25 00 RICE ub-No-More ---— . jBracer o :

Oats Fancy Scouring #Big Four 31i 3w
Michigan carlots 36\ Japan Enoch Morgans Sons, Bool Jack . 88
Less ?han carlots 38 Broken 3apolio, gross lots -me9 00:Bullion, 18 oz. . 46 reraai. ... 3 «

Come DAL UREsartvy © Sspoliol half gro. lots”4 0% Climax cojden fiins 43y iciai

olumblr % pint -—— i i X il . 1
garlots oo 59 Columbia. 1 pﬁn Sapolio. hand ... 5 s5iberby .. 281

Ha murk*-*-s. large, Scourine Manufacturlng CoH Bros.. 6811# IB. oo, a

Carlots y 16 Durkcc's. small. Scourine. 50 cakes .180|Qilt Edge 48 f 30nke*
Carlots o 1 m'nider’s. large. Scourine. 100 cakes 3 SOFﬂ%OlIg Rope, 7 to 'I;tk)) gg A
‘liidr-r’s. small. SODA old Rope 14 to » kh. tk*U«f
MAPLEINE T-1
SALERATUS Boxes »%Jg. O. P. 32
2 oz. bolal(%i,Ag%rEsdoz. 8 00 y I"ai- krg H) Itis. in bog(. Kegs En%“Sh 4" (GBrange\t;v Twist gij ia in. tgutter P 3
rm an ammer --—- tt «aaeorted, ca-la-I| --..3 7
Fancy Ouew Ofleans 4 iMaud’s 3 00 Whole “Spices Horse Sh Tahesmeonet £t WS il
Cho'c)e p 35 DW|ghts c 3 00 Allspice, Jamaica ... 13 Honey Dip T 45 WRAPPING PAPER
Good 3 LoP oL 300 Allspice large Garden 11 Jolly "Tar 4t Common straw ..... %
Fair %0 %anda&rd . 1 80 gloves éantubar 16 '|y 8 oz i?t Fibre Manila, “mhite %
andotte, assia anton .. Ke stone Tw
Haif Barieis 3¢ exira y AL SODA Cassia, 5¢ pkg. do o PRismet 48 No. 1 Manila x
MINCE MEAT Granulated, bbls. .... 80 Ginger, African : LJ obby Spun Roil 58 Cream Manila ... #
Per caseMU.é.:l._.A.ﬁb ...... 85 Granulated, 100 Ibs. es. 90 ?/lmgerpcochln -14% i arrﬁ ..................... ﬁgi I\B/\;Jtch‘gr'tst Manrilat ..... i
Lump, bbls....n 80 ace, Penang . Vi jBeache ax Butter, short e’n
% Ib. 6Ib. bOX . jit Lum';)), 145 Tb. kegs 95 Mixed. No. 1 .18% i Picnic WISt oo 45 Wax Butter, full count

OLIVES Mlxed No. 2 iPiper Heidsick 89' Wax Butter, rolls W
%ldlllli zggfgl kkeeg;slglé)éll %8 Common Grades I\’\l/lul>t<§1d g5C pkgs. ]EeglcEt 1% o0z. — gg Magic YEAdSoI CAKE
Sl 0,0 20T 8 0 8 ki Seprer il 10,80 S, Conleg 00 cumlane S oy

. sacks Spear” Head. 12 ox . Sunlig t % dox.
Stuffed, 8 oz .135 56 Th sacks Pepper, W hite f 9 44i Least Foam. 3_dox .-1 -5
Sibied. 5% 1R BT - ibher. Cayenne % |Sbear Head, b o HIGERLEoAn, S0 1
Pitted (not stu 25 W srs3w Paprika. Hungarian . 1Square Deal 2Si Yeast Foam. 1% dox. 58
- ~2 25 56 Ib. dairy in drill bags 40  Pure Ground in Buik = jsgyy T 7% FRESH  ri&H _
Manzanilla, 8 . 28 th. dairy in drill bags 20 Allspice._Jamaica - 1" Standard N 2 Per 3i
Lunch, 10 oz. 135 Solar Rock Cloves. Zanzibar .tt gTear? %Tenny BVY o 28 Whitedsn. Jumbo
(Ijldggﬂ 1\1/|6an°1mom i ~2 25 56 Th. sacés ...................... 84 g?rfalear CAafnrtlggn .1212 [Town Talk 1470727 20 AThiteflah, No. I m
' ommon . irl i, 3 trout
Quegrf' Mammoth, 28 3 ?\Bﬂradnulatedf: fine gg Mt?fr%egsen%%gaom ?356 Tonkes G%—r\IN lt-irgllijbt'm 10
ox. ’ 5 05 MEGUM B2 miey Pepper. Black ... 119 SSHon. 3 ply Herring ... i 18%
Olive Chow, 2 doz. cs, Cod Pepper. W hite... 18 jjute, 3 W Live Lobster 38 -
per doz. ..o 2a Large whole 0 7 Pepper. Cayenne 16 H é’y Boiled Lobster 20
TOOTH PICKS Small whole ... 0 6% Paprika, Huné;arian .45 i Far;] medlum N’ 3 10
Hardwood Tooth Picks 2 00 Strips ot bricks ™" 796 410% STARCH L b Bails " ﬁaddéé’l{ ------------------ !
eal ... OlIOCK ..o
PiCKLES Kingsford. 40 Ibs......... K, i hland® NEGAR ¢ 18 »
Barrels ll\g(?odiltj:g]unt 7 75 CS:thripsk %2 Mﬂig ig Ill'lk')b gtgi 50/ ?(Iand apgf)e cider .18
v L . unks ) ked,
Half bbls., 600 count 4 50 Holland "Hei man Gloss 154})“9 Seal ... ite™ B 2hinook Shimon
5 gallon keg ............... 225 Y. M. wh. hoop, bbls 12 00 . Kingsford. pdrain pure white . Mackerel  w...--
mall y! M. wh. hoop, %bbl. 6 25 Silver Gloss,” 40 libs WiCKiNG Finnan Haddia
Barrels ... 900 Y. M. wh. hoops, Kegs 75 Silver Gloss, 16 STbs. INo. 0 per gross Roe Shad ...
Half barrels 525 y. M. wh. hoop Milchera  Silver Gloss. 1* STbs. NS lpperggross
5 gallon keﬂ ................... 1 90 kegs 85 . Muzxy 5, INo. _2 per qross .50 Speckled Bass ... *9
erkins 8ueen bbls.. 48 lib. packages goas 75 DES ANO PELTS
Barrels H 00 Queen. % bbis Lﬁ 5Th. packages 4% -~ wWoCDENWAR Hides
Half barrels” .6 00 Queen kegs 65 ilb. * saliceti Gremi NO. oo, M
5 oallon_keg® 275 o, L 100 S 7M »om Sy : g Sreen No.* 1
Barrels 1* 50 No. 1,40 Tbs. 1y Bushels, wide band tt Cldrr%d Ngj* """""""""""" 13
Half barrels I\é%ol\nlxm. IEL, twnm:s. SVD Ba{fretl)s r-1. L S M Calfskin, green, Me 1 sB
I gallon kegs a a. a arre
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red Mo 114

casesl
uxtbo, 33 HX - Tip
Mixed Lance

. Drops jM

i£1 Boxes.

iV *é

| jEioca~

«roga -- 48

;e. Brps 45

Drops 1 io

1S, and

jaengv 45

azeage 48

48

Mottoes 45

Cresuji Bar 48

Hand Made Crtos 40#30

Creaan W afers

ock «8
_ egreen Berries 48
jui in.me Assorted: 2 75

BlistermBrawn Good 2 50
date “spGzI'C %

Xen Stirtke No. 1 ...,8 58
fen S:nke No. 2 ... .8 tt
Ten akrtj
aMRirta
Sciencilk Asst __ 18 00
op Com
Cracker iack ...... 3 35
Gt»tes., >e pkg. cat 3 58
JOp> Con . E;]alls 200s 1 35
»
2 38
Tough Drops
-Whole
ragona
i2#ia
Filberts- 1201*
Cai. So.
Wate-iita B 1§
W ainata
t S
Pecans,
Pecans 18
Peeanx IS
Ohio, w
«Chestnuts. New
State, per bo.
Shotted
Spanish Peanuts 0 .
Pecan Halves #55
Walnut Halves . .16#38
Peanuts
Turn-
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NOW Let 5, 10 and 25c
Goods Work for You

They feel poor, don’t want to be tempted, are sick and tired of

spending money, are sated with fancy goods and high priced goods
in general.

Yet you’ve got goods to sell-ots of 'em—and the next thirty
days must see most of them cleaned up.

One thing sure, you must do something “different.” You’ll not
get the crowds by pressing the same old goods in the same old way.
And without crowds you will not sell the goods you want to sell.

Let 5 10 and 25 cent goods do the work for you. Such goods
suggest saving not spending.

Put 5, 10 and 25 cent goods to the fore. Have a bargain counter
just inside the door. Put home goods in the window. Take aloss on a
few sensational leaders. Price-ticket everything.

If you are in dead earnest you can use 5 10 and 25 cent goods
to throng the store with customers.

Then it is merely a matter of salesmanship to see that they buy,
not 5, 10 and 25 cent goods alone, but all the goods you want to sell.

Our January catalogue No. F. F. 850 lists over 12,000 items to
retail at 5and 10 cents, over 3,500 to retail at 25 cents, and an almost
endless number of attractive 25 cent combinations.

You need this catalogue. Send for it today.

BUTLER BROTH ERS

Exclusive Wholesalers of General Merchandise
New York Chicago St. Louis Minneapolis

Sample Houses: Baltimore, Cincinnati, Dallas, Kansas City, Milwaukee, Omaha
San Francisco, Seattle

January 4, 1911
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Business-Wants Department*

AXLE GREASE W . 'Advertisements inserted under this head 3 a wore
ot i osiBeaveT sogp co.'9 BrandUfie first insertion and one cent a word f >seauen
120ft... 150 i A i
Cotton Victor continuous insertion. No charge less
50ft. 110
60ft. 18 H
s 18, mustaccompany ail orders.
Cotton Windsor 130
20ft. 1 BUSINESS CHANCEA
70fL. 180
80ft 20
Cotton Braided 100 cakes, large size..6 50
50ft ... 35 50 cakes, large size..3 25
BAKING POWDER .. 95 100 cakes, small size..3 851
Royal ... 165 50 cakes, small size..195]j
10c size 90 N 2é;zallvarr:izei)dofV\{ire ® :petitor.
0. , each 100ft. long 1 Tradesman Co.’s Brand !man.
g‘”b- cans %gg No. 19, each 100ft. long 2 10
0z. cans COFFEE
%tb. cans 2 50 Roasted
%Ilb. cans 8 75 Dwinell-Wright Co.’s B’ds. . .
lib. cans 4 80 Bring Something to Pass
Mr. Merchant! Turn over your leftover» ’
3lb. cans 13 00 Build op your business. Don't sacrifice the
51b. cans 21 50 cream ofgo_ursto‘ck in * special sale. Use the
;f)lan that brings ail the prospective buyera in
YOUR IBlack Hawk, one box 2 50 face to Iflace co&npettition alnd getds results.t [
i ersona conduct my sales and guarantee
OWN :S::Et ::‘xt {Lvne g;((; ggg Fr)py wor .y_Write.meA XOHN C—GIBgBS, Aao
PRIVATE ' tioneer, fit. Union, la-
TABLE SAUCES
BRAND Halford, large
Halford, small
town lots. Why MERC ATTENTION
meet in trade wl
her% int oult_ll'P/
. . conducted, will <
White House: Bt o Addretd Owher:
. . ress ner,
Excelsior, Blend, lib. Milwaukee,WWis.
Excelsior, Blend, 21b.
Wabash  Baking Powder Elp 'Il'o i Bdlend, lib. Use For Sale—Only
oya en
(S0 N 1 KR B e
o uperior end ..
% oz. tin cans  18o5ton’ Combination For Sal av Standard
0z. tin cans Distributed by  Judson ) Jo Merchants Lverywhere
16 oz. tin cans Grocer Co., Grand Rapids; lgauge and many other of various
%?) 8%. {:R ggﬂg Lee A Cady, Detroit; Sy,l laouthem Iron ‘A Equipment Co
8 o5 tincans mons Bros,” it Co., Sagi- llanta, Ga. —
oz tin eans V\E/i\e,avr;nerBr Jarg:'ksor?'aVISGodéA For Sale or Trado—A new at
32 oz. tin milk pail 1 - 3 .
16 oz. tin bucket . mark, Durand_ & Co., Bat- Mortgage plus goods into ready cash. J
11 oz glass tumbler tle Creek; Flelbach Co,, COMSTOCK-CkbiEk
l% 0s. g_lafs tumbler TOIeg?SHING TACKLE id fit 497 who BwiMMWg mho, IMsHo
0z. pint mason jar T d
CIGARS Fadesn.an
Johnson Cigar Co.’s Brand il
d. C. W., 1,000 lots
EI Portang .
venin res .
. . G stack: groceries and
Exemp?ar Linen Line Coupon ntral Mich?gan farming:
Worden Grocer Co. Brand
ﬁﬂmg[l Ne]
edium »
Ben Hur 341
Perfection 35 Large |
Perfection 36 Poles IMPORTANT LN
Londres 35 Bamboo, 14 ft. per doz. 55 iti rioee
Londres G 3% Bamboo. 16 ?" per 302' 88 st(l)cckagf %)eszlrtc“rqglnydiggog? é;)uptrofit | can 9@**
Standard gg Jamboo. 1» ft., per dos. iuvely prove by those who have ised my meth-
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The Big Store’s Produce Show.

Traverse City—The Produce Show-
held in the big Store at Traverse
City during the week of Dec. 12-17
proved successful even beyond ex-
pectations. The occasion for assembl*
ing in the middle of the winter season!
produce raised in the'Grand Traverse
Region was the meeting of the State
Grange here the same week and it was
deemed expedient to use such displajrs
to inform our visitors better than w-as kept open evening all the week.
might be done in any other way, the  Besides the exhibits and the attract-
possibilities of the soil and climate jive displays of goods and the season-
hereabout. The event also proved! able decoration of the entire store
to be most attractive advertising by the entertainment for the people con-
bringing to the store people who had) sisted of band concerts afternoons
been trading elsewhere, getting them |and evenings and a number of the
better acquainted with the establish- manufacturers and jobbers froir
ment. its policy and the stocks of whom the store buys goods had rep-
merchandise carried in the several resentatives here to demonstrate pro-
departments. ducts. while others sent cards and

Despite the fact that the “fair" was literature as well as samples to be
held in winter and that onty one' distributed, making the event as near
month of notice was given the entry like the district fairs held in the fall
books, which were kept in the same as possible, and the expressions of
careful manner that should character- opinion heard since indicate that all
ize a regular exposition, show that efforts were appreciated.

“show" was through the daily and
weekly papers and premium lists
were mailed to the company’s regu-
lar mailing list, the advertising being
also an invitation to attend the expo-
sition. There w-as an attendance of
probably 15,000 people during the
week, Wednesday being the largest
day when 4,000 came in the afternoon
and 2,000 more in the evening—this
being the holiday season the store

Produce Exhibit at the Big Store during State Grange meeting.

nearly 1,000 items or articles that had
been produced in the city and vicinity
were brought in. These were divided
into convenient classes and arranged
in the aisles throughout the store,
but if the tables on which they were
shown were placed together in line
(the alfalfa, grains, grass seeds, corn,
vegetables, dairy products, fruits, can-
ned goods, jellies, pickles, fancy work,
etc.) the distance covered would be
equal to about two city blocks. For
these nearly $200 in cash was paid in
premiums by the Hannah & Lay
Mercantile Co.

The perliminary advertising for the

From an advertising standpoint’the
produce show was certainly a splen
did thing for the country at large
while the benefits to the store, direct
and indirect, are considered ample for
the expense thereof.

Just as long as you never call upon
a clerk to do work that you would
not do yourself, you will not be im
posing upon him.

It is a wise salesman who knows
when to talk and what to say and
it is a wiser one who knows when to
keep still.

MICHIGAN TRADESMAN

With Those Who Sell.

Petoskey—Harry Shurtz, of Grand
Rapids, has accepted a responsible
position with the Northern Hardware
Company.

Marquette — R. A. Wailliams has
gone to Traverse City, where he will
represent Straub Bros. & Amiotte,
candy manufacturers. For the past
year Mr. Williams has traveled for
C. J. Markham, of Houghton.

Port Huron—Patrick Ryan, who
has been traveling for the American
Tobacco Co. for some time, has been
made State Manager and will have
charge of the sale of Hassan cigar-
ettes.

Produce Exhibit at the Big Store

Charlotte — Charles Hyman, for
many years with the Peoples’ Outfit-
ting Company, will move to Chicago
to take the management of one of the
Albert Hoefield haberdashery stores.

Cassopolis — George D. Hilton,
pharmacist at the C. A. Bishop &
Co. drug store, has gone to Indianap-
olis to accept a position as traveling
salesman for the Lilly Drug Co. He

will have Northern Michigan and
W isconsin as his territory.
Kalamazoo—Marshall Mackey, of

South Haven, has been engaged to
manage the cutlery department in
the Edwards & Chamberlin Hard-
ware Co.’s store.

Butter, Eggs, Poultry, Beans and Po-
tatoes at Buffalo.

Buffalo, Jan. 4—Creamery, 27@30c;
dairy, fresh, 18@23c; roll, fresh, 20@
25¢c; poor, all kinds, 16@18c.

Eggs—Strictly fresh candled, 32@
33c; cold storage candled, 24@25c.

Live Poultry — Fowls, 13@15c;

January 4, 1911

chickens, 13@15c; old cocks, 10@llc:
geese, 14@15c; ducks, 17@18c; tur-
keys, 20@22c.

Dressed Poultry — Chickens, 14@
17c; fowls, 14@16c; old cocks, 10@
11c; ducks, 18@20c; geese, 14@15c;
turkeys, 20@25c.

Beans—Pea, $2.15; medium, $2.15;
w-hite kidney, $2.75; red kidney, $2.75;
marrow, $2.40@2.50.

Potatoes—45@50c per bu.

Rea & Witzig.

The saint who says he can not sin
may be an earnest man, but it is wis-
est to trust some other man with the
funds of the church.

during State Grange meeting.

BUBINESS CHANCES.

For Sale—Small stock bazaar goods in bustl-
ing Northern town. Box 31 Buckley Mlilgh.

For Sale—Stock of dry goods, shoes and

roceries, including ixtures, in ale,
ichigan. Stock ~ $6,000. Good trade
cash ‘system. Address Box 205 Yale
Mich. 116
HELP WANTED.
W anted—First-class sausage maker,
married. Reference required” Address
No. 106, care Tradesman. 106
W anted—Clerk for book, stationery
and wall paper store. Mus.t be sober,

industrious and have some previous ex-
erience. Reference required. Address
ock Box 37, lonia, Mich. 113
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, Va. 79

Salesman with established trade to car-
ry first-class line of brooms on com-
mission. Central Broom Co., Jefferson
City, Mo. 4%

Wanted—Clerk for general store. Must
be sober and industrious and have some
previous experience. References required.
Address Store, care Tradesman. 42
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You Can Be Freed
Of Your
Bookkeeping

Burdens

You can learn more about your business in five

minutes with

The McCaskey Gravity Account Register System

First and Still the Best

Than you can in a whole day from day books, journals and ledgers.

If it saves time, labor and money for the Sixty thousand merchants who use :t it will
do the same for you. Ask any user or write

The McCaskey Register Co., Alliance. Ohio

Agencies in all Principal Cities Manufacturers of Duplicating and Tn plieaini* Safes Soak ancuas

Here's The Proof
Kelloggs “Square Deal Policy Protects Both
prs provt GROCER CONSUMER ——

Assured Acan
u
*NO SQUARE DEAL POLICY

Some time ago | assisted in adjusting a fire loss fora grocer  Among tie stuff ct «rie to

was a lot of breakfast food supposed to be damaged by smoke. | opened several packages
No “Free Deal»” by smoke—but decidedly stale, and refused to make any allowance whatever in these ~ *
to induce containing a biscuit—popular and well known.  Upon esammation 1femid these ientfcdfc
Price-Cutting learned later that all these goods had been bought at large quantities m order to get *feea

the quantity could not be disposed of while fresh and saleable.  Age does aot mpicwe mytl

even to ageing Limburger and Rochefoid cheese—wfiere kcd smell gives »me class mthe a i rte -fTucuie. ~ H
yet to find the first cereal or package foods, or foods sold in any form, that mom«- v jge. be mmm Tnirfart ) .
No “Quantity of foodstuffs change their system of quantity price and follow the Square Deal policy it a Gerii defissi e<f 3 g?ﬁ |r;ar1;emae
Price” to favor for themselves, the repetition of their product, and the better for the grocer; | justwant to de Eai mtenm GtrCe ILmﬁ"lug fnchage
big buyers put out as damaged by smoke, none of which had the least trace of smeht, yvese iGafog)
Flakes,” (and three other brands*),and others, not oue el *hem cnsp sid ifosa™Jar *GJinf
Flakes Why? Kelloggs was the only cereal there aot bought » quantity. Smgje *  wrelnm amt
. on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, constémag »ate?. zicsak Pan the
glnoct(m’;g tg over- 3 warehouse room, the square deal policy is the best md only pokey for the Comm
buying ggoods *Names furnished on application.
¢REPRINT FROM "UP-TO-DATE*
Edited by J. W. Rittenhouse. official sr*nutrafAeltlul
Merchant’s Association of Penrerytvanma. m, rn.eim.tma tod .
No Coupon official tide Published is the htewit o#«Be Retad flap*«
or Premium chants of Penneyharad fee the parpdte of PrewsthegOF- ecarmthe
Schemes ilion and litmiuil 1L as Paamfeam *e hargert p
g( of Organized Merchants m the Lasted 3tates
PAYS B ERYONE TO STICK TO eched by A
Best advertised Kdbgg W);met
and most popular

American Cereal
+  * e,



Open Letter to the Merchants
of Michigan

TRAVELING over the State our representatives occasionally find a busy merchant who has established
himself in business through close application and economical figuring; who has equipped his store with many
conveniences but has entirely overlooked one item of vital importance, the lack of which may put him back ten
years, namely, a fire-proof safe.

We do not know whether you have a safe or not, but we want to talk to all those Michigan merchants who
have none or may need a larger one.

A fire-proof safe protects against the loss of money by ordinary burglars and sneak thieves, but this is not
its greatest value.

With most merchants the value of their accounts for goods sold on credit greatly exceeds the cash in hand
If you have no safe, just stop and think for a moment. How many of these accounts could you collect in full if
your books were destroyed by fire? How man}7notes which you hold would ever be paid if the notes themselves
were destroyed? How7many times the cost of a safe would you lose? Where would you be, financially, if you lost
these accounts? Only a very wealthy man can afford to take this chance and he won’t. Ask the most successful
merchants in your town, or any other town, if they have fire-proof safes.

Perhaps you say you carry your accounts home every night. Suppose your house should burn some night
and you barely escape with your life. The loss of your accounts would be added to the loss of your home. Insur-
ance may partly cover your home, but you can’t buy fire insurance on your accounts any way in the world except
by buying a fire-proof safe.

Perhaps you keep your books near the door or window and hope to get them out safely by breaking the glass
after the midnight alarm has finally awakened you. Many have tried this, but few7 have succeeded. The fire does
not wait while you jump into your cloihes and run four blocks down town. It reaches out after you as well as your
property.

Suppose you are successful in saving your accounts. Have you saved your inventory of stock on hand and
your record of sales and purchases since the inventory was taken? If not, how are you going to show your insur-
ance companies how much stock you had? The insurance contract requires that you furnish them a full statement
of the sound value of your stock and the loss thereon, under oath. Can you do this after a fire?

If you were an insurance adjuster, would you pay your company’s money out on a guess-so statement? A
knowledge of human nature makes the insurance man guess that the other man would guess in his own favor. The
insurance adjuster must pay, but he cuts off a large percentage for the uncertainty. And remember that, should
you swell your statement to offset this apparent injustice, you are making a sworn statement and can be compelled
to answeér all questions about your stock under oath.

If you have kept and preserved the records of your business in a fire-proof safe, the adjustment of jour
insurance is an easy matter.

How much credit do you think a merchant is entitled to from the wholesale houses if he does not protect his
creditors by protecting his own ability to pay?

We carry a large stock of safes here in Grand Rapids, which we would be glad to show you. We also ship
direct from the factory with difference in freight allowed.

If a merchant has other uses for his ready money just now, we will furnish a safe for part cash and take
smill notes, payable monthly, with 6% per annum interest for the balance. If he has a safe and requires a larger
one, we will take the old safe in part payment.

The above may not just fit your case, but if you have no safe, you don’t need to have us tell you that you
ought to have one. You know it but have probably been waiting for a more convenient time.

If you have no safe tell us about the size you need and do it right now. We will take great pleasure in
mailing you illustrations and prices of several styles and sizes.

Kindly let us hear from vou.

Grand Rapids Safe Co



