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^JOLD ? Of course, its  cold! Bitter, frigid, freezing, if you like. Bat there’s always a sunny 
side to the road—a cheerful warmth in this wealth of Winter sunshine!

Do we not first know the value of the golden rays when we have learned to need them most.'
And so it is with all of this, our little span of life. Always the happiness is there, if we but 

seek to find it. But for him who chooses that side of the roadway upon which no sunlight faB* 
it shall be a cold and dreary day. So it has been ordained.

Oh, travelers in the sunlight! You have learned the greatest lesson of them afl. May fete 
ever keep your footsteps in the paths of cheeriness, and guide you cm ward in the sunlit highways 
that lead to her happiest havens!—The Optimist.

G UESSING
First I asked her if she loved me,

And she shyly hung her head.
And her cheeks took on a mantle 

Of a luscious rosy red.
Then she dropped her eyes a trifle,

’Neath her lashes darkly hid.
And she murmured in a whisper 

That she really guessed she did !

Then I asked her would she wed me.
And her blushes came once more;

And the sigh that then she uttered 
Thrilled me to the very core.

I repeated then the question,
And her answer it was good;

For the whisper that came tripping
Showed she surely guessed she would.

But, alas! she wed another
Ere the winter season went,

And 1 sought an explanation
What her ways flirtation meant.

And again there came the blushes,
And the same old thrill of pain.

As she gave the same old whisper
That she guessed she’d guessed again.

H arper's Weekly.

SOUL MUSIC
There's soothing melody and sweet 

In Vesper winds that gently blow:
But he who scans their metric feet 

A  spirit-melody must know.

The murmuring brook hath tuneful tongue. 
There’s music, too. in mountain streams;

But he w ho hears the streamlet's song 
Hath heard its cadence in his dreams.

The lullaby of peace and rest
Is softly crooned by summer rain:

But he whom thus the clouds have blest 
Hath listened to diviner strain.

There’s harmony in the circling spheres 
Which round the sun unceasing roll;

This paean grand alone he hears 
Who hath true harmony of soul.

Old Ocean's anthem, deep, sublime.
Resounds in every surging sea:

Who listens hears on shores of Time 
The beatings of Eternity!

Lovick F. Winter.



Our Brands of Vinegar
Have Been Continuously on the Market 

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

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

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

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

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

Oakland Vinegar & Pickle Co. Saginaw, Mich.

A Reliable Name
And the Yeast 
Is the Same

F le isch m a n n ’s
IF

You can save the salary of a bookkeeper, collection clerk, “ Loads of Tim e,”  
eliminate all mistakes and disputes WITH ONE W'RITING, in the American 
Account Register System, wouldn't you investigate its merits?

IF
In addition it prevents any article from leaving your store without being 
charged, keeps each account posted right up to the last purchase and ready 
for immediate settlement?

IF
Each year It saves you from losing hundreds of dollars, wouldn’t it pay you 
to write us today and let us give you full particulars? Address

T h e Am erican Case & R egister Co.
Salem, Ohio

Detroit Office, 147 Jefferson Ave., J. A. Plank, G. A. 
Des Moines Office, 421 Locust Street, Weir Bros., G. A.

What Is the Good
Of good printing? You can probably 
answer that in a minute when you com
pare good printing with poor. You know 
the satisfaction of sending out printed 
matter that is neat, ship-shape and up- 
to-date in appearance. You know how it 
impresses you when you receive it from 
some one else. It has the same effect on 
your customers. Let us show you what 
we can do by a judicious admixture of 
brains and type. Let us help you.with 
your printing.

Tradesman Company
Grand Rapids

Snow Boy keeps movi ng out - Profi ts keep còmi ng i n
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A CH O ICE PRODUCT.
W e notice an advertisem ent in one 

of the local papers, given w ith the 
display which bespeaks confidence on 
the part of the advertiser tha t he has 
a choice and acceptable bit of news 
for his custom ers, which tells this in 
substance:

"B eginning this week, particular
buyers will be able to  buy “------”
eggs. These eggs are the first ever 
offered in -------- - absolutely guaran
teed in eevry particular. Each dozen 
carton contains a card show ing the 
date laid. Every egg is absolutely 
sterile. Every dozen weighs 25 ounc
es or over. Never an egg throw n 
away because unfit to  eat. Never an 
egg tasting  strong or m usty from 
pickling. Never an egg w ith lost 
nutrim ent, due to cold storage. But 
a delicious fresh food, produced from  
healthy fowls fed w ith pure foods.”

W hat is there unusual about the 
production of these choice goods? 
N othing which is not w ithin the 
reach of every enterprising farmer. 
The date on which they were laid is 
easily obtained, and very little trou 
ble to record after one gets the 
habit. Sterile eggs keep longer, and 
the breeder can ju s t as well be able 
to  guarantee them  in this condition 
by having one or tw o pens if the main 
flock have free range. Some scale of 
w eight is only in justice to  those who 
grow  the larger breeds of fowls, the 
eggs being of g reater size, though 
not produced quite so abundantly as 
those of the little  Leghorn. Fresh 
eggs m anufactured from  pure food 
should give the producer be tter profit 
as well as better standing.

Prove to the producer tha t it pays 
him to have a trade m ark of his own; 
to be able to  guarantee his eggs as 
fresh, the date being his own safe
guard. The choice package has a 
legitim ate place in trade, and it is

surely coming to  its own. Those first 
to take advantage of its profits will 
gain the highest reward.

T H E  M A N Y SID ES.
The m ost valuable diam ond is of 

little real w orth until cut. In  the 
hands of the skilled lapidary, m any 
facets are developed and polished, 
each reflecting from a different angle. 
And thus is the real glistening powet 
of the stone brought to light.

A school boy came home one ni gh t 
resolved th a t he would have an ex
ceptionally good history lesson. The 
subject was the fall of Quebec. He 
was not satisfied by the m ere sub
ject m atter of his text-book, but col
lected o ther histories, together w ith 
biographies of the com m anding gen
erals. The result was more than 
profitable. H e was enabled to  look 
at the subject from all sides. The 
battle was real, and the results per
m anently impressed.

Every business house has its many 
facets which need polishing; its many 
sides which should be studied in de
tail, and as a whole. T he successful 
proprietor is the one who studies all 
features connected with his business. 
W ith him the subject is not a mere 
m atter of buying and selling goods; 
of transferring  coins out of one 
pocket and into another. He looks at 
the many sides of every problem.

The man who is thoroughly famil
iar with the stock in hand is the one I 
who makes the best salesman. He 
should never be satisfied until he 
knows not only where a th ing comes 
from and how it was made, but w hat 
it is capable of doing. W e can be 
continually rubbing up a facet here, 
one polishing one on the o ther side, 
and thus making the establishm ent as 
a whole shine with a be tter light. The 
campaign of trade can not be studied 
successfully from a single vantage 
ground. T he general plan m ust be 
thoroughly understood. The victory 
of Quebec would never have been 
gained, had W olfe’s arm y kept to  the 
easy route. And the school boy 
would never have understood the en
tire situation so fully had he re 
stricted his study to  a single volume

“ U N C LE JO E ” COM ES BACK.
One of the m ost picturesque per

sonages in public life a t the present 
time is the Hon. Joseph Cannon, 
speaker of the House of R epresenta
tives. In  M arch last Mr. Cannon, 
who had for years exerted the pow er 
of a czar over the House of R epre
sentatives, met his W aterloo, when 
the pow er to  appoint the comm ittee 
on rules, as well as m em bership on 
that im portant comm ittee, was taken 
from him, and on an appeal from the 
decision of the chair on the ques
tion of “highest privilege,” the speak
er was defeated by a large m ajority. 
M ost o ther men would have lost their

nerve and bowed tam ely to  the storm, 
but not so your Uncle Joe. H e con
tinues to  preside with the same old 
nonchalance, and when a day o r  tw o 
ago he made identically the same 
ruling as b rought about his defeat in 
March last, he has overwhelmingly 
sustained, m ost of the D em ocrats 
voting w ith the regular Republicans 
and against the insurgents.

Desp ite the faults of the system  
which has created such personages as 
Speaker Cannon, American citizens 
can not but adm ire the sturdy inde
pendence and rugged courage of the 

I old Illinois statesm an. Uncle Joe is 
no carpet knight, hut, on the contrary, 
is about as tough a bit of old hickory 
as it is possible to  imagine. H e gives 

i and takes hard blows and at the same 
time lives up to  the best traditions or 
the old-time sturdy Americanism, 
which prescribes outspoken independ
ence, combined with kindliness and 
good humor.

W hile Uncle Joe will disappear 
from the speaker’s chair in the next 
congress, and will be succeeded by a 
Democrat, he will continue to be a 
mem ber of the House of R epresenta
tives, and m ost Americans will hope 
that he may he spared a  long time 
yet to enliven the proceedings by his 
picturesque but forcible speeches.

T H E  P E N N Y  LUNCH.
Some benevolent partie? in Pitts

burg, realizing the tru th  of an edu
cato r’s deductions, tha t the poor work 
done in the public schools is largely 
the result of deficient rood, have 
placed upon themselves the task of 
furnishing good school lunches for a 
penny. The day on which the scheme 
was first put into operation the pat
ronage was all th a t could be desired, 
and the results m ost gratifying. 
T eachers and business men joined at 
the dinner, the la tte r often paying in; 
great bills, and then leaving so hur
riedly tha t change could not be made 
for them.

The bill of fare consisted of hot j 
m eat sandwiches, cocoa, bananas andj 
ginger cakes, each item being furnish
ed for a penny, o r the four fo r three j 
cents. Thus a good substantial meal! 
can be obtained for a mere trifle. I t  
is needless to  say th a t the articles! 
are all of prime quality.

Many m others do no t have the  I
time to  prepare suit;able lunches for
the children; ma•ny can no t afford
them ; and many are ign<Dratit of the
relati ve food val ues and do not ex
pend their momey t:o the best ad
vanta ge. O thers shu n a pi3(ze which
has attached to  it the shaclow of char-
ity. The general pal:ronatge given in
the present instance bespeaks for an! 
elimination of the last drawback, and j 
while some children may not have the! 
necessary penny, doubtless this diffi
culty will be surm ounted in some

is worst oc various 
with dits and. other 
toys will be needed. 
willisM child wi£I ssl

he hatt-scarred  children w

PU R E FABRICS.

rérng  M s a j

jrrasttf. M

nd must, to  a  certain ex ten t

insure it will he warmly v e k o s ie ti
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N EW  YO R K  M AR KET.

Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, Jan. 16—Spot coffee 

took a turn for the worse on Satur
day, owing to the reaction in the op
tion m arket, and buyers are acting in 
a m ost conservative manner. Sellers 
are hv no means showing any anxiety 
to sell as buyers seem to want only 
the sm allest possible lots, and the de
velopm ents of this week will be 
awaited with considerable interest. 
A t the close Rio No. 7 was quoted at 
13->^(fil3%c in an invoice way. In 
store and afloat there are 2,S61,970 
bags, against 4,193,443 bags at the 
same time last year. Mild grades are 
quiet and firm.

Teas are quiet but firm, and these 
few words seem to cover the situa
tion as well as a page of them. H old
ers all seem to be confident as to  the 
future and the statistical position 
would seem to  favor sellers.

Sugar is ra ther dull and no surprise 
will be occasioned if a cut -comes. At 
the present rate—4.80c less 1 per 
cent.—granulated is %c lower than a 
year ago, but business is not appar
ently showing any more activity on 
this account.

There is simply an every-day mid 
w inter demand for rice, which is not 
saying anything encouraging. Prices 
are well held, stocks apparently be
ing sufficient for some time to come. 
Prime to choice domestic, 47^®5kSc.

In spices pepper is the article of 
m ost interest. Grinders have shown 
rather more in terest in the general 
line and while trade is not very ac 
tive there is som ething doing all the 
time.

Top grades of m olasses are well 
sustained. The demand is as good as 
at any previous time and holders are 
apparently well satisfied with the o u t
look. Good to prime open-kettle, 25@ 
32c. Syrups are quiet with supplies 
moderate. Fancy, 25@27c.

Every day seems to add strength  to 
the canned tom ato m arket and, in 
fact, the whole line of canned goods 
is in be tter shape than for a long 
time. Sellers refuse 821/ 2C for buyers’ 
label, and even at 85c the supply is 
certainly not over-abundant. Buyers 
and sellers are not able to  agree and 
all the time the situation seems to 
look more favorable for the seller. 
Futures are said to  be quoted around 
70@72^2C, but not enough quotation? 
have been made to  say tha t the m ar
ket is established. Sellers look upon 
the situation with equanimity. Stocks 
of spot corn are light, but there seems 
to  be enough to m eet the every-day 
demands. Peas are in good demand 
and stocks are unusually low. O ther 
goods are about unchanged.

The bu tter m arket is “upsot” and 
the “ultim ate consum er” is probably 
rejoicing at the plight in which big 
holders seem to  find themselves. The 
offerings are a good deal larger than 
the demand can take care of, and 
cream ery specials can not be quoted 
at above 28c; extras, 26c: firsts, 23(q) 
24J4c; held stock, 24@25@26k£c; imi
tation cream ery, 2 1@22c; factory. 20 
@20J4c.

Top grades of cheese are still well 
sustained, but there is a g reater effort 
to move the inferior graces and the 
m arket is ra ther “wobbly.” Full 
cream, 15j2@17c.

The supply of eggs, owing to the 
open winter, has been largely increas
ed and quotations are lower. Best 
W estern, 31@33c; selected, 30 
32c: extra firsts, 29c.

Business News F rcm  the H oosier 
State.

Evansville—John Closter, m ajori
ty stockholder in the firm of Karn, 
Closter & Co., has taken steps to 
have a receiver appointed and the 
business wound up. The firm whole
sales coffee and is said to be sol
vent, but the stockholders do not 
agree.

Ft. W ayne—G. E. Bursley & Co. 
wholesale grocers, have purchased a 
site and if a perm it to build a sid
ing can be secured will erect a m od
ern building as a home for their 
business.

Bluffton—Geo. and J. A. Morris, 
of Portland, are here looking for a 
location for a 5 and 10 cent store.

W olcottville—W. W . Zimmerman 
has purchased a half in terest in the 
W. H. Buoy harness shop. The new' 
firm will be known by the name of 
Buoy & Zimmerman.

P ierceton—John F. Sailor, proprie 
to r of a hardw are store here, has 
made a voluntary assignm ent for the 
benefit of his creditors.

D ecatur—Em erson Beavers, of the 
firm of Cress & Beavers, has pur 
chased a one-third in terest in the 
furniture and undertaking business of 
M eyer & Scherer. The new firm will 
be knowrn as Meyers, Scherer it 
Beavers.

Richmond—Fred Lahrm an has sold 
his interest in the shoe store at 71S 
Main street to  Teeple Bros., who 
will continue the business.

La Grange — Jacob Reyher, of 
Kendallville, has retired from the j 
firm of R eyher & Co. and has been 
succeeded by Clyde H. Reyher, son 
of H enry E. Reyher, the senior 
member.

Ft. W ayne—A wholesale paper and 
stationery business will be opened on 
E ast Main street by J. M. Smick 
& Co.

T erre  H aute—Julius Lederer has 
bought the in terest of his partner, 
Adolph Strauss, in the firm of 
S trauss-Lederer, dry goods and de
partm ent store, and will continue the 
business.

A good window display is not nec
essarily made up with great elabor
ateness, cost, etc., as some m erchant? 
seem to think. Neatness, a little ex 
tra  care and precision are the first 
step in trim m ing a window. I t  doe? 
not have to be gaudy, as a plain, 
effective window, showing fore 
thought and care, seasonable goods 
being displayed, always a ttracts a t
tention and gives good returns.

The more goods a grocer can sell 
the m ore he widens his avenue of 
sales. Every new line represents so 
much added profit. The hustlers are 
ever try ing  to pile up larger sales.

What Other Michigan Cities Are Do
ing.

Written for the Tradesman.
D etro it has booked upw ards of 

fifty im portant conventions for this 
year, one of the m ost im portant be
ing the annual m eeting of the 
Knights of Columbus of N orth 
America. *

The M anufacturers’ Industrial E x 
position, which was recently held in 
P o rt H uron under the auspices of 
the Young M en’s Business A ssocia
tion, has proved far more success
ful than its prom oters had anticipat
ed. There were 10,000 visitors d u r
ing the week. The Exposition will 
be made an annual affair.

H eadquarters of the N ortheastern 
Michigan Developm ent Bureau will 
rem ain in Bay City for another year 
at least, with T. F. M arston as Sec
retary. There are seventeen coun
ties included in the organization.

The Board of Commerce of F lint 
is starting  an active campaign to 
boost the mem bership and to arouse 
greater in terest in the work.

Pontiac is pleased w ith the recent 
m erging of four of the F landers 
group of factories in tha t city with 
a concern of Chelsea, believing tha t 
the business of these factories is 
now placed on a strong financial bas
is and tha t industrial activity is as
sured.

The Bay City Board of Commerce 
has been fully organized now and 
incorporation papers taken out 
F rank J. Buckley is Chairman of the 
new Board of D irectors. T he object 
is the prom otion of the general in
terests of Bay City and N ortheast
ern Michigan.

The Grand Trunk, M ichigan Cen
tral and Ann A rbor railroads have 
been given th irty  days in which to 
get together and decide on how the 
Ann A rbor may use the new union 
depot tha t is to be erected in Owos- 
so on a rental basis. If  the decision 
is not reached in tha t time the State 
Railroad Commission assures Owos- 
so tha t a new depot will be ordered 
built, the cost to be apportioned 
am ong the three roads.

Jackson has added an electric au
tom obile concern to  its industrial 
population.

J. P. Tracy, the new Secretary of 
the Saginaw Board of T rade, is tak
ing hold of the w ork in a mannei 
that gives prom ise of great success. 
H is recom m endations at the initial 
m eeting of the Board of D irectors 
include better railroad service for 
the city, both steam and electric, al
so the introduction into the local 
schools of a study of Saginaw, its 
past, present and future, a tex t book 
being prepared for this purpose, 
supplemented with lectures and lan
tern  slides.

The Kalamazoo Board of Educa
tion has inaugurated a noonday lunch 
experim ent at the Central high 
school, which is proving very suc
cessful. The system in use is to 
have students living more than ten 
blocks away from the schools write 
on slips of paper in the m orning 
w hat is desired for luncheon. These 
slips are turned in to the head of

the m anual train ing departm ent, who 
is in charge of the  cooking classes. 
All food is sold at cost.

An apple show will be held at 
Ludington Jan. 20 and 21, under the 
auspices of the Mason County P rog
ress Association.

The Kalamazoo County Fruit 
G rowers’ Association m et Saturday 
and endorsed the plan of establish
ing a central m arket in Kalamazoo.

A lm ond Griffen.

Hatching Chickens.
The laying season is here and 

hatching time will find m any of us 
unprepared. Many of us are w orry
ing about the kind of incubator to 
buy, and m any others are selling 
their old incubators because of a ma
chine they heard or read about that 
hatches more and better chicks w ith
out care or attention than the ir’s did. 
Remember, there is no “best” in
cubator; no machine with all the good 
points and none of the weak points; 
none are perfect, m ost of them are 
good, some are better, and you can 
make no m istake in choosing one that 
is doing good w ork in your comm un
ity. And do not discard the old m a
chine tha t has done fairly good work, 
and is still in good condition, to buy 
one tha t “hatches every egg ;” the 
chances are you will do no better 
with it. W ithin the past week one 
woman told me she was discouraged 
because of her poor luck the past 
season, as she only averaged one 
hundred and twenty-five chicks from 
two hundred eggs. Some of her hens 
failed to hatch a chicken, but tha t 
was no discouragem ent; think of av
eraging nearly ten chicks from fifteen 
eggs.

A nother woman declared it was no 
use to try  again after hatching th irty- 
nine chicks from one hundred eggs.

An incubator will not feed or regu
late itself as the hen does, and we 
m ust not expect so good results until 
we have had some experience, and 
we should no t blame the incubator 
because of poor eggs, a poor location 
causing uneven tem perature, or our 
own carelessness.

Give the old machine a thorough 
overhauling, or order the new one 
at once, so you will no t be delayed 
at the last m inute; and though it may 
seem like joking we should like to 
warn against hatching too many 
chicks. M ost of us are not prepared 
for large hatches, usually providing 
only one brooder for each incubator, 
and our chicks are overcrow ded; in 
consequence m ost of them  die and we 
pass along the saying “ Incubator 
chicks are never strong.” Do not 
hatch too early or too late in the 
season and do not hatch more chicks 
than you can care for; and don’t let 
the bugaboo, altitude, w orry  you; you 
may need to air the eggs a little 
longer or apply more m oisture than 
the rules direct; otherwise run your 
incubators as you would at a lower 
altitude.—W . E. Vaplon, Colorado 
A gricultural College, F o rt Collins.

Prosperity , says the “Irish G ro
cer,” never w ears dingy clothes. 
W ith paint at its p resent price and 
easy to  put on you can not afford to 
have a rusty  store front.
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P L A N S FO R  CO N VEN TIO N .

P o rt H uron  G rocers W ill Give L ots 
of E ntertainm ent.

T he local com m ittees of the Port 
H uron G rocers’ A ssociation have 
been w orking over-tim e arranging a 
splendid program m e for the en te r

ta in m e n t of the delegates and visitors 
a t the convention on Feb. 7, 8 and 9 
T hey will give a sm oker and lunch
eon at the E lks’ Temple on Tuesday 
evening and on W ednesday evening 
will give a grand ball. The great 
attraction  will be the C ountry Store, 
for which the w holesalers and m anu
facturers are m aking applications 
for space and contributions. This 
year the convention itself will not 
be broken into by any visiting trips 
during session hours, as all en terta in 
m ents will take place during the re
cesses.

The following firms have sent 
goods for the Country Store:

Borden Condensed Milk Co.
Scudder Syrup Co.
T he J. B. Ford  Co.
Continental Bag Co.
T he F rank  T ea and Spice Co.
D yers Packing Co.
Calum et Baking Co.
American Chiclet Co.
Rueckheim Bros. & Eckstein.
D etroit Soap Co.
J. S. K irk & Co.
Diamond Crystal Salt Co.
K ellogg T oasted  Corn Flake Co.
T he C om o Mills Co.
O akland V inegar & Pickle Co.
W m. W rigley, Jr., & Co.

Shredded W heat Co.
Lautz Bros. & Co.
A last & McGuire.
Church & Dwight Co.
Rum ford Company.
Ohio M atch Co.
Superior R egister Co., Canister, 

New York.
Postum  Cereal Co.
H em m etter Cigar Co.
T he Superior R egister Co. has 

donated one of their $150 registers. 
T he H em m etter Cigar Co. is so b e 
hind on orders they could not send 
any of the ir products, but they m ail
ed a check of $25 to  start the 
Country Store w ith change to  com 
mence business.

>ut you wot 
r  a single bo 
> the acfoiet

T he Inventors.
H istory  is filled with the recital of 

the deeds of the w arriors and s ta tes
men, but com paratively small space is 
given to  the men who have really 
made the present civilization and 
commercial enterprise possible.

T he w ork of w arriors has been to 
destroy; the business of statesm en 
m ostly to talk. N either has been a 
thousandth part the benefit to  hu
m anity as com pared w ith the man 
who first discovered a way to  apply 
the pow er of steam to m achinery or 
of the man w ho invented the te le 
graph or the telephone.

T he w orld has made more advance
m ent during the past hundred year- 
on account of the w ork of g reat in
ventors than it had made during all 
the previous centuries on account of 
the w ork of g reat w arriors or great 
statesm en.

Go into any public 
will find long shelv 
books on N apoleon; 
have to hunt in vain f 
devoted exclusively 
m ents of A rkwright, o r Fulton, or 
Howe, or Morse, o r Edison, o r  Me 
Cormick. And yet the work of Na
poleon was alm ost entirely  destruc 
five. H is w ars loaded Europe with 
debts tha t they have not yet been 
able to  pay, and. worse than that 
they drenched tha t continent with 

| the best blood of each of the lead in s' 
nations. The effect of the loss of live, 
during the Napoleonic wars is felt 
in Europe even to  this day. The 
world would have been better off u 

[N apoleon had never lived. He never 
did a th ing to make life easier, to lift 
the burdens from the backs of the 
toilers of France or of the countries 
he despoiled.

But suppose the great inventors 
l had never lived. There would, in that 
case, be no such thing as a railroad 
or steam boat or ocean liner; no such 

¡th ing as a telegraph o r telephone: no 
such thing as an electric light o r a 

¡dynam o o r a modern factory: no such 
(th ing as a reaper or m ower The 
work of the world would stiff be don - 

| by hand with the m ost primitive to» : 
and the products hauled to m arket in 

! the m ost primitive vehicles. The 
(earth  would be stirred with a wooden 
(stick and the crop reaped with a 
sickle or a scythe. No house would 
be lighted by electricity o r heated 
with a furnace. No city would b< 

i lighted even with so crude i devre

good ! 
as mu 
Caesat

Burke, 
the mi

M r,A

Get the Butter-Color Gold
There are steady profits for you grocers in Dandelion Brand Butter Color—profits

that run into gold.

So don’t selt inferior “coal tar” butter color. Sell the old reliable, pure vegetable

Dandelion Brand Butter Color
Dandelion Brand Butter Color is a staple. Always have it in stock. It never 

turns sour or rancid. Neither does it afFect the odor, taste or keeping qualities of 
butter that it colors.

SEND YOUR ORDER NOW

We guarantee that Dandelion Brand Butter Color is purely vegetable, and that the use of 
same for coloring butter is permitted under all food laws—State and National.

Wells & Richardson Co., Burlington, Vermont
Manufacturers of Dandelion Brand Butter Color
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Movements of Merchants.
M uskegon—L. E. Sawyer is closing 

out his art store,
Reed City—W. T. Riggs will open 

a bazaar Feb. 1st.
Greenville—L. J. Green will open 

a bakery January 23.
H olland—John Ven Der Poel is 

closing out his stock of clothing.
Mancelona—A. W. Canada & Son 

have opened a grocery store here.
Durand—O. C. Perrin  & Co. have 

engaged in the hardw are business 
here.

Sherm an—W m. Bradford has pur
chased the M cG regor m arket at 
Manton.

Mason—C. O. Page has sold his ci
gar and tobacco stock to Stacey B. 
Steadman.

Three Rivers—W. E. Allen’s g ro 
cery stock was destroyed by fire D e
cember 16.

Saranac—Ruriff & Herm an, dry 
goods and groceries, have dissolved 
partnership.

Sturgis—Rehm & Swinehart will 
open a clothing and gents’ furnishings 
store Feb. 1st.

T raverse City—M. M orrell ha- 
purchased the stock of groceries of 
II. E. Trum ball.

Rochester—T uttle & Nichols, fur
niture dealers, have added a stock of 
rugs and draperies.

Frem ont—Fowler & Fow ler have 
leased a new store building and -will 
double their stock.

Lowell — Andrew Kauffman has 
bought a grocery store in Grand Rap
ids, of B. E. Scott.

Keeler—H. H. Hilliard, druggist 
and grocer, has filed a petition in 
voluntary bankruptcy.

Caledonia—R. Kelley, of Grand 
Rapids, will open a bazaar and gro
cery store January  20.

Ithaca — W . H. Davis succeeds 
Frank E. Durfee in the ownership 
of the Old Perrin ton Bank.

M anistee — The National Grocer 
Co. will discontinue their branch 
store in this city on M arch 1st.

Eaton Rapids—Ira  M cA rthur J r  , 
will put in a stock of tobaccos in 
connection w ith his news stand.

Cadillac—Jonas Carlson has leased 
a store in the E lks’ Temple and will 
put in a stock of musical goods.

F lint—A rticles of incorporation 
have been filed of the Rolland Dry 
Goods Co. I t  is capitalized at $4,000.

Lake City—E. M. Allen began the 
new year as traveling salesman for j 
Straub Bros. & Amiotte, of Traverse 
City.

Alma—W. I. Amsbury has purchas
ed the grocery stock of W. F. Chedis- 
ter, the la tte r having taken posses
sion.

Bay City—The Grocers and Butch
ers’ A ssociation has increased its 
m em bership 20 per cent, the last 
year.

Lacota—The drug stock of Simp
son Bros., bankrupts, has been plac
ed in the hands of Judge Briggs, re
ceiver.

Kalamazoo—I. A. Mills and J. 
Charles Ross have bought an interest 
in the Edw ards & Chamberlain H ard
ware Co.

Pigeon—The H uron County Beet
Growlers’ Association has been organ-
ized here, with W. 
President.

W. H arder as

Jonesville — G. R. Mason has
bought the grocery stock of L. R.
W ithington and was given immediate 
possession.

Lake view—Merle Gee has purchas
ed the Leroy Stebbins stock of furni
ture and will merge same with his 
present stock.

Grand Ledge—Burton Gates has 
sold his stock of groceries and meats 
to Thom as W est, immediate posses
sion being given.

Mancelona — A board of trade 
was organized here Jan. 14, w ith L. L. 
W illoughby as President and C. C. 
Davis as Secretary'.

H astings—Mrs. W. E. M erritt will 
continué the dry goods business con
ducted by her husband, whose death 
occurred last week.

Petoskey—John L. A. G alster and 
Owen McM ahon have purchased the 
cigar stock of John Fochtm an and 
have taken possession.

Potterville — George Scofield has 
sold his hardw are stock to  Frank 
Burkhead of H anover, immediate 
possession being given.

Owosso—Charles C. C rugher has 
purchased an in terest in the grocery- 
stock of D etw iler & Son. The firm 
name will not be changed.

C harlotte—A new com pany has 
been formed under the firm name of 
Cole & Rudesdell. They will put 
in a stock of implements.

Pontiac—The partnership of W hit
field & Young, grocers, has been dis
solved. The business will be con
tinued by H. O. W hitfield.

Adrian—Jam es H. Howell & Co. 
will open a new store Feb. 1 and 
have bought a stock of ladies’ cloth
ing, furnishings and millinery.

Tow er—Maurice M yers has sold 
his stock of dry goods, boots and 
shoes to his brother, Samuel, imme
diate possession being given.

M uskegon—The clothing stock of 
R obert Blakely will be sold to  satisfy' 
a m ortgage of $4,000, held by the 
Clapp Clothing Co., of Grand Rapids

Sault Ste. Marie—The stock of gro-

ceries of L. S. O ’Neill has been sold 
to  Ed. S. Taylor, of Pickford, who 
will ship it  there and add to his stock.

O tsego—Thom as S. T ait has sold 
his in terest in the grocery stock of 
T ait & W ood to  his partner, J. B. 
W ood, who will continue the busi
ness.

Coopersville — Ellis Lillie has 
bought an in terest in the general 
store of his father, Charles P. Lillie, 
the firm name to be Charles P. Lillie 
& Son.

Battle Creek—Roy Cone has pur
chased the in terest of his partner in 
the m eat businss of D orm an & 
Cone and will continue the business 
under his own name.

H olton—The H olton Brick Co. is 
planning to  double its capacity the 
coming year. The company has 
eighty acres of clay and last year 
made 3,000,000 bricks.

Hancock—The firm of Mahfuz & 
Siayman, bazaars, has been dissolved. 
Mr. Mahfuz will assume charge of 
the South Range store and Mr. Slay- 
man of the store here.

Jackson—W illiam M. Palm er has 
bought the W righ t Calkins’ block and 
has leased same to his son, William 
M. Palm er, Jr., who will put in a 
stock of shoes Feb. 1st.

Pew am o—George W . Young has 
bought an in terest in the grain and 
seed business of his father and the 
business will be continued under the 
firm name of G. S. Y oung & Son.

Kalamazoo—Frank  C. Andrews, of 
the Andrews & Simonds paint store, 
has disappeared. Mr. Simonds has 
asked for a dissolvem ent of the pa rt
nership. Stephen G. E arl has been 
appointeed receiver.

E ast Jordan — The E ast Jordan 
Produce, Fuel and Ice Co. has been 
incorporated with an authorized capi
tal stock of $3,000, of which $1,500 
has been subscribed, $978 being paid 
in in cash and $522 in property.

Ironw ood—Frank Joseph, salesman 
for the Bernstein & Cohen Co., was 
taken sick at a hotel here a few days 
ago. I t  became necessary to remove 
him to his home in Chicago, but .he 
died a few hours after reaching there.

Owosso— C. A. Connor has resign
ed his position as salesman for the 
San Tolm o Cigar Co., of D etroit, to 
take effect M arch 1. H e will then as
sume charge of the C. A. Connor Ice 
Cream & Cream ery Co., Inc., of this 
city.

Escanaba—T he Escanaba Produce 
Co. has m erged its business into a 
stock com pany under the same style, 
with an authorized capital stock of 
$40,000, of which $25,600 has been 
subscribed, $15,400 being paid in in 
cash and $10,200 in property.

Litchfield—O. B. Ingraham  & Co. 
have engaged in business to  carry on 
a general retail hardw are business, 
w ith an authorized capital stock of 
$5,000, of which $4,500 has been sub
scribed, $154.78 being paid in in 
cash and $4,345.22 in property.

D etroit—Ray J. Swope, tailor, has 
m erged his business into a stock 
company under the style of Ray J. 
Swope & Co., w ith an authorized 
capital stock of $5,000, all of which 
has been subscribed, $3,000 being

paid in in cash and $2,000 in p rop
erty.

D etro it — Adolph Finsterw ald, 
dealer in clothing, has merged his 
business into a stock company un
der the style of the Finsterw ald 
C lothing Co., w ith an authorized cap
ital stock of $150,000, of which $92,- 
500 has been subscribed and paid in 
in property.

D etroit — B atchelder & W asm und, 
dealers in stone and marble, have 
m erged their business into a stock 
company under the style of the 
Batchelder-W asm und Co., with an 
authorized capital stock of $30,000, of 
which $23,000 has been subscribed 
and paid in in cash.

Kalam azoo — W . M. H outcam p, 
dealer in paints and wall paper, has 
m erged his business into a stock 
com pany under the style of the W. 
M. H outcam p Co., with an authoriz
ed capital stock of $10,000, of which 
$6,150 has been subscribed, $200 be
ing paid in in cash and $4,800 in 
property.

Fenton—Charles Scott has divided 
the stocks in his departm ent store, 
selling the dry goods and ladies’ 
furnishings to  Charles Rolland; the 
boots and shoes to F. J. Hoffm an; 
the groceries to Cox & O sm un; the 
clothing to  John Page and W. G. 
W olverton. The new firm will open 
for business January  20.

M anufacturing M atters.
Big Rapids—T he A tlas M anufac

turing  Co. is moving to Eaton 
Rapids.

Jackson—T he Y oung Remedy Co. 
has changed its name to the Dr. G. 
C. Y oung Co.

Kalamazoo—T he capital stock of 
the S tandard Paper Co. has been in
creased from  $180,000 to $300,000.

Saginaw — A. F. B artle tt & Co., 
m achinists, have decreased their cap
ital stock from $200,000 to  $125,000.

Saginaw—The capital stock of the 
Strable M anufacturing Co., manufac
tu re r of hardw ood flooring, has been 
increased from  $50,000 to $100,000.

D etroit—T he Commerce M otor 
Car Co. has been incorporated with 
an authorized capitalization of $10,- 
000, of which $7,000 has been sub
scribed and $5,000 paid in in cash.

Cheboygan — The Cheboygan Pea 
Canning Co. has leased its p lant to 
Pressing & O rr, of Norwalk, Ohio. 
Extensive im provem ents will be 
made in the property  and new ma
chinery will be added.

D etroit—T he F our Cycle Reversi
ble Engine Co. has engaged in busi
ness w ith an authorized capital stock 
of $100,000, of which $50,000 has been 
subscribed, $70 being paid in in cash 
and $35,000 in property.

Carson City—The Collapsible Steel 
Form  Co. has increased its capital 
stock from  $30,000 to $150,000 and 
changed its name to  the Concrete 
Form  & Engine Co. The principal 
office is now located at D etroit.

Jackson—A new com pany has 
been incorporated under the style of 
the S tandard E lectric Car Co., with 
an authorized capital stock of $100,- 
000, of which $50,000 has been sub
scribed and $10,000 paid in in cash.
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T he G rocery M arket.
Sugar—The expected drop in p ric

es has come, due to  the appearance 
in the m arket of the Cuban supply. 
The local quotations are 5.10 foi 
E astern  and 5.04 for Michigan.

Tea—The offerings on all grades 
are distinctly high. Buying at the 
present time is light on account of 
all stocks being com paratively full, 
but should the m ovem ent become 
more noticeable prices are expected 
to go higher. Ceylons especially have 
shown an advance since last Septem 
ber of fully 3c per pound. Congous 
show about the same advance in low 
grades. The shortage of teas now in 
this country is estim ated at 10,000,000 
pounds or more. T he Japanese tea 
in terests are planning an energetic 
campaign to increase the sale of 
their product in the U nited States by 
an expenditure of $80,000 per year 
for ten years; tow ard tha t am ount the 
governm ent is expected to g ran t a 
subsidy of $50,000 per year. They are 
also looking to  Russia as a field for 
future consum ption of Japan tea.

Coffee—The m arket has show - 
very little change in price during the 
week-, but all grades are firm at pres 
ent prices, which are low er than they 
are in New Y ork or in comparison 
with Brazil. A short time ago the 
Brazil valorization in terests announc
ed tha t they would sell 1,200,000 bags 
of Santos some time in April. This 
is said to be nearly twice w hat they 
expected to  sell some time ago. But 
it is very difficult at this time to tell 
w hether this will have any effect on 
the m arket or not. T he price of 
A riosa coffee was advanced another 
cent and a quarter Jan. 10. This 
makes the price of Ariosa $21.72 per 
hundred pounds.

Canned F ru it—The demand was 
heavy during 1910 and it is expected 
tha t 1911 will make a new record. 
F ruits of all varieties are in small 
supply in the canners’ hands and 
stocks in the w holesalers’ hands ar" 
thought to be some sm aller than they 
were a year ago. Prices are firm 
on the whole line, but especially so 
on peaches and apples. I t would be 
hard to tell just w hat gallon apples 
will do when the demand increases, 
as is usually the case as soon as the 
supply of fresh apples is not so plen
tiful. Prices have been on the ad
vance ever since opening prices were 
made.

Canned V egetables — The tom ato 
m arket is a shade higher than last 
week’s quotations, and with the de
m and as heavy as last year it is ex
pected tha t they will go still h igher 
before long. Stocks of tom atoes in 
canners’ hands are said to  be small, 
and the average w holesaler has no

May $ 1.02*6 $ 1.0056 $ 1 01
surplus. The demand has been very July  . . -97H .96 .96
good for the second week in Janu Sept. . .96 .9456 .94
ary. The short supply of peas is be Corn
ing felt by m any during the last tw o M ay . . .50 % -49*6 49
weeks and it is alm ost impossible to July . , -51*6 .50*6 ,50
get supplies of some grades. There Sept. . -5256 .5156 .51
has not been much change in the O ats—
m arket on corn during the past two May . . -35J6 .3456 14
or three weeks; the demand from the July  .. .3556 ■34)6 34
retailer is just fair. Sept . .34 J4 .3356s

Dried F ruits—There is nothing to Pork
report on dried fruit except that pric- Jan. . . 20.4256 20.00 20.00
es are firm and advancing. Prunes are M ay . . 19.35 19.9756 19.97
still a notch higher than a short time Lard
ago on the coast and a prom inent Jan. . . 10.72 H 10.45 10 45
w holesaler says tha t it would be al- M ay . . 10.40 1005 10.05
m ost impossible for anyone to get a Ribs—
car from  anyw here at this time. Jan. , , 10.87J6 10.6756 10.70
Peaches are firmer on the coast and M ay . . 10.2256 10 00 10.02
also in the E astern  m arket than a 
short time ago. Raisins and currants 
are not in as good demand as a short 
time ago, which is always the case 
the first of the year.

Spices — Business is seasonably 
good and prices hold very steady 
No quotable change has occurred 
during the week under review, prices 
on the spot rem aining the same as 
a week ago. Peppers are very strong 
and a firm m arket prevails on cloves 
and cinnamon.

Rice—The m arkets in the South arc 
reported as very firm and prices were 
advanced 25c per sack on rough— 
both Japans and H onduras. T he mills 
are also turning down bids at list 
and are asking nearly a quarter of a 
cent higher, according to the reports 
the first of the week. The local m ar
ket is also a little firmer than a week 
ago and the demand is on the in
crease.

Syrup and M olasses—There is an 
increase in the consum ing den and 
and prices of syrup are very :ow. 
Prices are steady on nearly the whole 
line. G rocery grades of m olasses a re  
firmly held and the crop was repo rt
ed as being much below last year’s 
yield. The demand for maple syrup 
and sugar is at its best and prices are 
unchanged during the week.

Provisions — A lthough m arketings 
of hogs have given no indication of 
substantial increase, the provision 
trade is steadily reaching the con 
elusion tha t present levels are h igh
er than can be indefinitely m aintain
ed. L ast year’s experience of lim it
ed supplies, extrem ely high prices and 

I dim inishing provision consum ption 
i and trade—at home and abroad—is 
not to  the liking of either large or 
small packers. H og prices will be 
governed m ore directly by the de
m and for the product than was the 
cast last year. T here was a shortage 
last week of 65,000 hogs at W estern 
packing centers, as compared to the

packing operations a t the same points I The Produce Market,
a year ago, and since Nov. 1 the W ith the exception of the dairy 
shortage is 520,000 hogs. N everthe , products the local m arket is very 
less, the demand for product has j dull this week. B atter has dropped 2c 
been so limited tha t the trade has not I and eggs have fallen 3c. This is 
been much affected. Pork prices ds partly  a ttributed  to  the  scare stories 
d ined  22j6@30c last week, lard lo s t ' th a t have come from Chicago lately  
29@2756c and ribs were unchanged to I of an overstock of storage and a drs- 
12ej6c lower. L ast week’s range of position to  dump the holdings upon 
prices of the principal articles on the the m arket. T he open w inter has been
Chicago Board of T rade were:

High Low 1911
W heat—

bringing m fresh supplies and th is 
fu rther dem oralizes the storage. Sug
ar and lem ons have also dropped in 
price. T he break in sugar has been 

I expected since the first of the month.
I T he recent dem and for lem ons aas 
I been small. W estern  apples are  com
ing  into the local m arket and as they 

I are the only fancy apples handled by 
the local dealers a t present, a large 
sale of them is expected. Scarcely 

I any Michigan apples are offered.
Apples — N orthern Spys, f  1.560* 

1.75 per bu.; Baldwins, tl.35^1 .50 :
I Greenings, $1.25; BTacktwigs, $5 50 
i per bb l.; W estern apples, $2.25013 per 
box.

Bananas— Prices range from $1.50 
'¿£2.50, according to  size.

Beans—$2 per bu. for hand-picked; 
$2.7503 fo r red kidney.

G rocers D iscuss T rading Stamps.
The Grand Rapids Retail Grocers' 

Association made the trading stamp 
problem the o rder of business at their 
last regular meeting, and it was uni
versally decided tha t trading stamps 
are an evil that should be eliminated 
from the retail business. No definite 
action was taken at the meetina 
every man present undoubtedly re
turned to  his place of business the 
next m orning with a renewed deter
mination to oppose the practice of 
giving som ething for nothing.

T he following delegates were chos
en to attend the annual m eeting or 
the State Retail G rocers’ Association 
to  be held at P o rt H uron on Feb. 7, 
8 and 9:

Delegates— Glen E. DeNise, Geo. 
Roup, F. W . Fuller, Wm. Drueke, 
Geo. IT. Shaw, Geo. H annah, E. R. 
May, F. T. M errill, John V ander 
veen, C. Smallheer, M artin Decker. T. 
Van Jussen, A. W. Inderw ig, R. An 
dre, Chas. K ing, A. T. Smith, John 
Barkley, W m. Andre, F. E. Miner, 
John W itters.

A lternates — N orm an O ’Dell, C. 
H aan, A. De Boer, C. J. Appel, \ \  al
te r Plum b, J. Van Derwiden, C. Mull 
holland, Geo. Holliway, C. J. Seven.

T he delegates were instructed to 
favor a State law against all girt 
schemes.

BcCtS—;50c per f>u.
B utter — Local handlers quote
eamery a t 28c 1For lulls anrf for
-ints; 20c fo r No.. 1; packing stock.

Cabhag**—60c per  doz.
Carrots-—50c per bu.
C elery--20c for home frow n.
Cocoamats—60c per doz. or $4 23

per sack. 
Cranfverr 

It I
e~ I Cacum i* fffy%9 1 .5 0 * 9 2  

d c sk fs  
f. o. b. shipping point.

Grapes— M alagas, $6*06.50 per k
Grape F ruit—$3.75 for all sizes
H oney—18c per fh. for white c!< 

er and 14c for dark.
Lemons — Californias, $3 2503  

per box.
Lettuce—15c per lb. fo r leaf.
Onions— Spanish. $1 60 per era 

home grown, 85c per bu.
O ranges — California Navels, < 

and 288s, $2.5002.75; F lorida-. 1: 
to 216s, $2.2502.50.

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

3560356c per lb. for shelled.
Potatoes—The m arket isi steady 

25030c, a t outside buying points
Poultry—Local dealers pay 12c 

hens: 12c for springs; 9c for « 
roosters; 13c for ducks; 11c for ge< 
and 19c for turkeys.

Radishes— 40c per doz.
Sweet Potatoes— Kiln-dried, $1 

per hamper.
Veal—D ealers pay 6011c.Am erican B reeders’ Association.

T he seventh annual m eeting of the 
American B reeders ' Association will 
m eet at Columbus, Ohio, Feb. 1-3 as 
guest of the N ational Corn E xposi
tion. The first day will be devoted 
to  com m ittee reports and addresses, 
the second to  eugenics and plant 
breeding and the last day to  animal 
breeding. Features of the m eeting
will be illustrated talks by experts The M oneyweight Scale Co. 
and specialists from  W ashington and opened a branch office at 74 S. Ioni;

K nights of Grip D irectors.
A t the office of F. M. A ckerm at 

Secretary of the Michigan K nights nt 
the Grip, Lansing, will be held Sat
urday a double Board of D irectors’ 
meeting, when the old Board will re 
tire and the new one begin its ac
tive year.

from  several of the agricultural col
leges.

street, w ith F rank De Kofsky, dis 
sales m anager, in charge.
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O PEN T H E  SCHOOL HOUSE.

Tendency Is Strong to Make Larger 
Use of Public Property.

The school plant of America is val
ued at $1,000,000,000. I t  lies idle 61 
per cent, of the available time when 
it is used only for day school pur
poses. Assum ing tha t the full use of 
this property is w orth to the com
munity 5 per cent upon the invest
ment, its em ploym ent for day instruc
tion only would involve an annual 
waste in the U nited S tates of $30,- 
500,000.

As was said recently, “m ost of us 
no more appreciate what it means to 
have these possessions than the peo
ple of Europe, before 1492, appreciat
ed w hat it m eant to have the earth. 
There was a whole hemisphere of in
calculable wealth and opportunity 
about which they knew nothing. And 
in the school plant there is a whole 
hemisphere of value unrealized, un
discovered by those who think of it 
as simply a building for the educa
tion of children, with the added use 
of an occasional evening school.“

The school building should be the 
capital of the neighborhood, the focal 
point of educational, recreational, po
litical and social life. Its  im portance 
as a place for the developm ent of in 
telligent public spirit through the 
free discussion of public questions is 
fundam ental, for “those who are op
ening our school houses for the 
largest public service are simply car
rying on the traditions of freedom.” 
The primitive gatherings of free men 
in ancient Greece and Rome and Pal
estine, the folk m oot of N orthern 
Europe, the New England town 
m eetings which often took place in 
the little red school houses, are the 
precursors of the larger use of the 
school house which, instead of being 
a novelty, is “the tw entieth century 
revival and expression of the demo
cratic spirit which has been vital at 
intervals for more than two thousand 
years.”

Back in the eighties it was custom 
ary to turn the school house over to 
the jan ito r at 4 o’clock for sweeping. 
An hour later he locked the doors 
and the building was not used by any
body during the rest of the day. 
W hen he got through on Friday 
afternoon the school prem ises were 
closed until the following Monday 
morning. On Saturday and Sunday 
the school grounds were shunned as 
forbidden territory . D uring the long 
summer m onths no one entered them 
except possibly the workmen who 
went there to make repairs. The 
whole school property was used from 
9 to 4 during 180 days out of the year 
—about 39 per cent, of the total us
able period. But within a couple of 
decades a vast movement has been 
started for a wider use of the school 
plant, and many communities are 
now receiving much larger dividends 
upon their school investments.

Many activities are now carried on 
in school houses after day hours. 
Evening and vacation schools play
grounds in schoolyards during July 
and A ugust; evening recreation and 
social centers during the w inter 
m onths; free lectures, en terta in
ments, indoor sports, folk dances,

civic and educational m eetings in 
school assem bly-room s and gym nasi
ums—these are the chief ways in 
which the taxpayers are now getting  
more service from  school property.

Evening schools are now m aintain
ed in over a third of the cities having 
more than eight thousand inhabitants. 
In 1908-9 the enrollm ent in the night 
classes increased nearly 6 per cent, 

¡over tha t of the previous year—ten
fold the per cent, of increase in the 
day school enrollm ent during the 
same period. The grow th of after
school activities is more noticeable, 
however, in the cities of 30,000 and 
over. Practically all of these support 
night schools, tw o-thirds of them  
have school house lectures and en
tertainm ents; one-half have sum mer 
playgrounds, and one-third hold vaca
tion schools. In New York, Chicago, 
Rochester, N ewark and Milwaukee 
the school boards them selves are 
m aintaining recreation or social cen
ters during the w inter evenings, while 
in a dozen other places similar work 
is being carried on by playground as
sociations and other voluntary organ
izations.

In Rochester, w here every other 
school house has become a neighbor
hood social center, an extensive use of 
class room s is being made by m en’s 
civic clubs for nonpartisan discus
sions of political questions. “The 
school houses are the places for polit
ical meetings,” said a county com
mitteeman in a R ochester social cen
ter. “ I do not mean tha t they should 
be opened to any one political party, 
but to all. W hy should I be com 
pelled to go into a barroom  to ad
dress a political m eeting, where the 
bartender is using me to advertise his 
beer? W hy should I be compelled 
to go into smoke-filled room s to talk 
on political issues, when we have 
buildings like this, where those things 
can be taken up?” How easily the 
ordinary public school plant becomes 
the focussing point for the social 
activities of the neighborhood is il
lustrated by the R ochester Public 
School “No 9.” Besides being a day, 
evening and vacation school, and 
serving as a public club house for 
men, women, boys and girls, the 
building is used as a m oving picture 
theatre, a lecture hall, a gymnasium, 
a bathhouse, a dance hall, a library 
and a playground house. A free dental 
clinic is to be established in it, and 
it has already become a public health 
office. Its  yard is used as a play
ground, an athletic field and a school 
garden; with a little m ore ground for 
a park, the whole plant would come 
close to a realization of the ideal so
cial center. Is there any o ther A m er
ican institution tha t so naturally  a t
tracts to itself all the varied in terests 
of the community?

The movem ent for the wider use' 
has reached national proportions. 
The U niversity of W isconsin has en
gaged Edward J. W ard, the man who 
organized and for three years ran the 
Rochester social centers, to assist the 
cities and tow ns of W isconsin to s ta rt 
similar social work. The commis
sioner of education will add an ex
pert on school extension to the staff 
of the N ational Bureau when Con
gress gives him the increased appro

priation which he has asked for and 
the Cabinet has O. K .’d it. The 1911 
year book of the N ational Society for 
Study of Education will be devoted 
to the topic: “The City School as a 
Community Center.” T he wom en’s 
clubs in m any places are agitating 
the subject of w inter evening play 
centers as the natural com plem ent to 
the sum m er playgrounds. In  Lexing-! 
ton, Ky., the W om en’s Civic Club 
filled whole pages of the local new s
papers w ith inform ation about the 
social benefits obtainable through the 
w ider use as an argum ent for a new 
model school building in an energetic 
campaign to  raise the needed funds 
which was brought to  a successful 
term ination. Clarence A. Perry.

Freezing the Earth.
In 1883 Poetsch sank the first shaft 

by the freezing method. The process 
is fairly well known. I t  consists 
briefly in boring a num ber of holes 
w ithin a large circle around the fu
ture shaft, sinking pipes, and connect
ing them on the surface in a collec
tive ring. The low est pipe has a bot
tom and the pipes are about three 
feet apart, and s<*t in a circle from 
ten to fourteen feet g reater in diam
eter than the final shaft. The rest 
of the process is tha t of any refriger
ating  plant. A salt or magnesium 
chlorate solution is cooled to 15 de
grees or 20 degrees and is circulated 
in the pipes under pressure by means 
of com pressors and pumps. In  this 
way the latent heat of the earth  
around the proposed shaft is drawn 
away and a solid mass of frozen ma
terial is obtained, after which the 
shaft sinking may be begun.

In recent years the freezing system 
has made wonderful strides, and sink
ing of shafts of 1,100 and 1,300 feet in 
sand bottom  is nothing unusual. The 
fear tha t freezing beyond a depth of 
650 feet would have to  be made by 
the section system, owing to  the 
deviation of pipes from  the perpen
dicular when reaching greater depths 
has been eliminated. Two instru
m ents are now in use tha t give the 
deviation in fractions of an inch.

The principles of the Eriungen- 
hagen and the G ebhardt plumb line 
apparatus are the same. Both have 
balanced pendulums, which are guid
ed in the one case by an electric cur
ren t and in the o ther case by clock
work, and both of which m ark points 
on a strip of paper passing them me
chanically. By w atching the posi
tion of these points the changes from 
the perpendicular can be determined. 
E lectro-m agnets at the sides of the 
instrum ents, and a clock-work in the 
o ther case, prevent the pendulums 
from running out of position. W hen 
a marked change of the pipe position 
is noted auxiliary holes have to  be 
bored and new pipes sunk.

A notew orthy case of freezing was 
tha t of shafts 1 and 2 in the Baldur 
mines at Trier. The shafts had been 
sunk to a level of 445 feet when a 
new stratum  of sand and w ater was 
encountered. The shaft was not to 
be any narrow er, being tw enty  feet 
in diam eter, and the depth had to  be 
extended to 560 feet. The bore holes 
could not be deepened to the desired 
depth on account of the low tem pera

ture of the upper 445 feet. The upper 
part of the shaft, having been ex
cavated to 383 feet, was now widened 
to  a diam eter of tw enty-three feet 
and to a depth of 435 feet under the 
protection of the frozen earth. A t 
the 435-foot level a cast iron plate 
tw enty-three feet in diam eter, with 
tw enty-six holes cast into it, each of 
them slanting tow ard the outer part 
of the circle, was lowered. Joining 
these holes, tw enty-three flanged 
sockets ten feet long having the same 
slant were flanged to  the plate, and 
the entire new set of flanges concreted 
alm ost to  the top, leading to  the su r
face of the shaft. The slant outw ard 
caused extension of the freezing pipe 
circle, which retu rned  to  the perpen
dicular through gravitational forces.— 
Mining W orld.

The Franking Privilege.
If Congress accepts the advice that 

is offered by Postm aster General 
H itchcock, it will abolish the frank
ing privilege. T he postm aster gen
eral would substitute for the present 
unlimited righ t of a congressm an to 
send w hat he pleases through the 
mails the issue of special stam ps 
which are to be used only on corre
spondence relating to public m atters. 
“Madame,” said old John Robertson, 
of V irginia, to  his wife when she 
handed over to him a private le tter 
to be franked, “do vou think I am a 
thief?” This pattern  of antique v ir
tue took notice of why the franking 
privilege was conferred. T his has 
been lost to view for many years 
The righ t to free access to  the mails 
is openly employed for private pu r
poses. On the pretense of c irculat
ing parts of the Congressional Rec
ord, political com m ittees have es
caped paym ent of postage bills. Every 
year tons and tor>= of campaign lit
erature go out from  W ashington with 
a congressm an’s name stam ped on 
the package by some clerk. M em
bers, as a m atter «f course, lend the 
use of their names. Tt is a g raft tha t 
contributes in no small degree to  the 
postal deficit, for the governm ent 
pays the railroads for the transport 
of this free freight.

But although the m atter is thus 
plain, it is a safe guess th a t much 
prodding will be necessary to  induce 
Congress to  attack *he abuse. I t  is a 
great saving to the political com m it
tees, and political com m ittees are 
finding it increasingly difficult to 
raise m oney for campaign purposes. 
Seldom is anyone found who is con
vinced or converted by the circulation 
of parts of the Congressional Record, 
but it is a tradition  th a t the educa
tion literature should go out. A con
gressm an likes to  present to  the 
country evidence tha t he has w restled 
with great them es.—New York 
Globe.

W an t of thought often loses to a 
store a new custom er. V ery im por
tan t it is to  find out exactly the kind 
of tea she has been using, the char 
acter of coffee she likes, the grade of 
bu tter she has been buying. You 
may guess at it, but tha t will not do.

If  the man behind the counter is 
dressed like a chore boy he will like
ly be taken for one.
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White Oak the King of Native Hard 
Woods—Conserve the Supply.

W hite oak is a synonym  of 
strength , durability and adaptability; 
likewise indicative of a good country, 
where w hite oak abounds, as to cli
mate and soil.

I t  naturally  follows th a t a comm un
ity rising up in a white oak region is 
characterized by prosperity  and prog
ress in m aterial things. W itness the 
states of Ohio and Indiana, of K en
tucky and Tennessee in these par
ticulars, and the progress tha t is be
ing made all down the Ohio and 
Mississippi river valleys in develop
m ent of once dorm ant resources, the 
grow th of their cities and the deter
mination tow ard powerful comm on
wealths.

From  the earliest history of this 
country white oak and w hite pine 
were the two woods on which the 
settlers relied for building and wood
w orking m aterial. This observation 
applies the more particularly to  the 
New England, the public states and 
to Canada. In V irginia and the Car- 
olinas, oak and Southern pine were 
the running m ates am ong the woods. 
In Connecticut and Rhode Island 
white oak, in colonial days, was much 
used for the fram ew ork of dwellings 
and other buildings, and examples of 
the endurance of oak fram es can now 
be found in tha t country, after hav
ing been in place 250 to 300 years. No 
doubt the like is true of Pennsylvania 
or any o ther of the original colonial 
states wherein white oak abounded. 
In Maine, along the m aritim e border, 
there were large grow ths of white 
oak, which were extensively used in 
shipbuilding when the old northeast 
comm onwealth was distinguished for 
turning out ships tha t were “all oak.” 
In fact, the appreciation and the use 
of oak in all structural lines were in
heritances from old England, where 
the best of oak tim ber originally cov
ered the land and was highly prized 
for its adaptabilities. I t was natural 
tha t the first settler from the m other 
country  should feel a t home amid the 
oak forests of the new land, and tha t 
he should naturally  fall into the habit 
of using oak w herever streng th  and 
lasting quality were requisite.

No wood has a w ider range of 
adaptability than white oak. The 
grow th of the wood runs well to 
clean long body, especially when the 
tim ber has stood unm olested in the 
deep woods from its sprouting from 
the soil until m aturity . H ard  as it 
is, it has a free, stra igh t grain, and 
can easily be split and rived—a sure 
indication of untram m eled and luxu
rious grow th. This quality renders it 
em inently adapted to  w orking by 
hand or machinery, as well as assures 
it extrem e strength  with com plem ent 
endurance when it is properly m anu
factured and seasoned.

There is nothing in the shape of 
utilitarian wood m aterial in which 
white oak can not be employed. If 
strentgh and wear are requisites, 
white oak fills the bill; if beauty of 
finish is the aim, w hite oak never 
fails to respond to the tools and the 
skill of the artisan. If one happens 
to be casting about for a m aterial of

absolute integrity , to  be applied to  
any particular use, his thought is of 
white oak. Considerations of any 
other kind of wood are m erely in the 
way of looking for substitutes. This 
is not m eant as deprecating the good 
qualities of several o thers of the 
hardw oods; it m erely reflects the 
state of the average mind when 
thought turns to a reliable and always 
adaptable wood m aterial for any pur
pose w hatever.

As a m atter well understood, white 
oak has no successful rival among 
the hardwoods, and never will have 
while wood grow s and w ater runs.

This view of the situation in re
spect to w hite oak suggests an im 
portan t train  of thought. If  white 
oak is of such supreme value am ong 
the woods why should there be such 
an apparent rush to exhaust the sup
ply as soon as possible, even at the 
sacrifice of stum page and lum ber 
values? Philosophically and academ
ically speaking, this query seems like 
a knockdown question, yet it is not. 
The reply is simply to be evolved 
from the nature of things. The pres
ent generation w ants the money tha t 
is in the tim ber and w ants it as 
quickly as possible. The people ex
tan t take little or no thought of the 
generations tha t are to follow. The 
slaughter will go on until there shall 
be some kind of financial or public 
control that will be able to graduate 
the cutting  to an economical dem and; 
and at tha t the supply would not last 
forever. But it is a pity tha t the 
magnificent oak forests of this coun
try  m ust be sacrificed in an uneco
nomical struggle to get the money 
value out of them as soon as possible. 
There never again, so far as can be 
forecasted, can be a repetition of such 
grow ths as abounded on the rich oak 
lands of the Ohio river valley, and 
tha t still abound down the M issis
sippi basin to  near the Gulf.

Take a retrospective view of white 
oak slaughter in Ohio, Indiana, 
Southern M ichigan and Southern Illi
nois, by way of em phasis on the situ
ation farther south at the present 
time. In  the states named north  of 
the Ohio river stood the m ost m ag
nificent original grow th of oak tim ber 
on the American continent, which 
largely ran to w hite oak. This tim ber 
covered a stretch  of agricultural land 
tha t also was unrivaled, unless ex
ception be made of some portions of 
the prairie states. This great expanse 
of oak territo ry  lay directly athw art 
the march of settlem ent from the 
populous E ast to the w estern in ter
ior. The forests had to give way be
fore the demand for farm s and 
hom es to feed and house the new 
comers. Before any economic, theo
retical forecasters were aware, the 
g reater share of the magnificent 
hardw ood heritage of the four states 
named was leveled and destroyed by 
fire in the process of clearing farms. 
True, a large am ount of standing 
tim ber was reserved in large bodies 
or scatteringly  on farms, and for 
m any years, running from about 1870 
to  1890, the sawmill output of the 
four states comprised the bulk of the 
hardw ood lum ber supply of the coun
try  and for export, although produc- 

' tion of the states south of the Ohio,

and south Cairo in the Mississippi val
ley, continued to  increase, especially 
after 1880. But the output of oak,! 
with white oak the main feature, in 
the four states between the Ohio riv-j 
er and the lakes was a marvel of 
copiousness and excellence. Some is 
left in these states yet, but it is a 
scattering  and dim inishing quantity.! 
If even but one-half of the original 
grow th had been preserved until nowj 
it would have been w orth from one-! 
half to  tw o-thirds more than the 
original grow th sold for. But the first; 
inhabitants had no experience reflect-; 
ed back from the past to  give them  
direction in the economy of their 
tim ber resources. The present oak 
ow ners south of the Ohio river can 
not say as much. T hey well know! 
that oak tim ber, and especially that; 
of the white variety, is to  have a 
value that will increase in ra tio  with 
the dim inishing supply.

N othing can take the place of white; 
oak in architecture and mechanics.; 
There can be substitutes, like steel 
and cement, but there can be nothing 
that will fill the bill like w hite oak. 
The contem plation of this fact should I 
be sufficient to  induce any holder of j 
white oak tim ber to  do all he can to  
be economical in its use, to get all! 
possible value out of it, and he should j 
be uncom prom ising in his insistance 
that there shall be no recession in | 
in either stum page or lum ber values j 
under any conditions of demand. If | 
ever there w ere a good reason forj 
conservation it is in the m anage
m ent and utilization of commercial! 
oak tim ber, and especially of white! 
oak. Any other view of the m atter! 
seems like the most abject fatuity.— 
American Lumberman.

Live Fish on L ong Voyage.
A thousand tiny 1-year-old “finger 

lings” of the black bass family have; 
set a new record of fish travel that; 
is second only to the legend of th e ! 
quaint salmon hatched on the A t- ! 
lantic Coast finding their way around; 
to  the Pacific, the home te rrito ry  off 
their species.

The young bass, however, made | 
their tour after a modern fashion, by! 
train and boat, all the way from the 
governm ent hatchery in N orthville, 
Mich., to  Sao Paulo, in Brazil, where! 
they w ere sent to stock an artificial j 
lake belonging to  an electric power! 
and light company owned and op er
ated  by A mericans.

T he yearling fishes w ere shipped 
from New York on the steam ship 
Verdi Oct. 20, and word has ju s t been 
received of their arrival, with a loss 
of only 126, o r about 12 per cent, 
on the sea voyage of tw enty-three 
days. T his is a rem arkable showing, 
in the opinion of fish experts, and it 
is a record in the m atter of shipping 
live fish, both in the m atter of dis
tance traveled and obstacles of cli
matic changes contended with.

T he company gives all credit for 
the success of the undertaking to C. 
W . M organ, of the New Y ork A quar
ium, who made the arrangem ents for 
the care of the shipm ent on the voy
age. The cost of the trip  from this 
port was $800.

A representative of the company 
and tw o ship's stev ards were in con
stant attendance on the fish, and the 
tem perature of the w ater in which 
they were transported  was taken ev
ery half hour dur >ng the day and 
night from the time they left New 
York until they were placed m their 
new home. D uring the trip  these 
readings of the therm om eter, togeth 
er with the tem perature of the air, 
were put down in a log to  be sent 
to the U nited States Fish Commis
sion as a record. From  the time of 
leaving their native Michigan w ater-, 
in zero w eather, the bass encountered 
a variation of more than 80 degrees 
in tem perature. On arriving in New
York the fish were cared for at th
Aqua rium and had severa I days ii
whirli to  recover ft■om th e 50-hou
railro ad trip, during which the wate
in tlleir cans was kept aerated b;
baili rig-

Un der Mr. M orga n’s dtr<ection, 10
gallo n milk cans fill'“d with sea wate
were prepared for them on shipboard. 
An air pump, operated by an electric 
m otor, was installed to furnish oxy
gen in the water, and specially con
structed covers were fitted to  the 
cans, which could be filled with ice 
to regulate the tem perature. Two 
tons of ice were used during the 
voyage.

Throughout the trip  the tem pera
ture of the w ater was never allowed 
to fall below 59 or rise above 61 de
grees, while at tim^s the atm ospheric 
tem perature ranged from 85 to  86 de
grees during the day. D uring the 
first tw o days 123 died, but after that 
only three m ore were lost.

W O B D E N p i H O C E R  O o M P A N V

The Prompt Shippers

Grand Rapide, Mich.



8 M I C H I G A N  T R A D E S M A N J a n u a r y  18, 1911

DEVOTED TO THE BEST INTERESTS 
OF BUSINESS MEN.
Published Weekly by

TR AD ESM AN  COM PANY
Corner Ionia and Louis Streets, 

Grand Rapids, Mich.
Subscription Price.

Two dollars per year, payable in ad
vance.

Five dollars for three years, payable 
In advance.

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

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

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

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

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

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

January  18, 1911

IM PEND ING P A R T Y  CHANGES.
This great republic is just now un

dergoing, as it has done several times 
before, a political revolution that is 
confusing old party lines and ripping 
up old party  platform s to a shocking 
degree. The D em ocrat of fifty years 
ago would be astounded at w hat is 
called Democracy to-day, while the 
Republican Insurgents are making 
havoc with the party  doctrines as 
they stood at the beginning of the 
same half-century assigned to ortho
dox Democracy.

These observations are suggested 
by the basic doctrines set forth by 
governors of several states, who were 
inducted into office w ithin a few days 
past.

For instance, Governor Eugene N. 
Foss, Democrat, elected by the peo
ple of M assachusetts, in his inaugural 
address declared for direct nom ina
tions, for intiative and referendum, 
for em ployers’ liability in cases of 
workmen killed or disabled, the re 
moval of unfair injunction restric
tions for compensation above a living 
wage, for control of corporations with 
the prohibition of holding companies, 
for a public utilities commission and 
the aboliton of other boards, for pop
ular nomination of U nited States 
senators, for a Federal income tax 
and for prohibiting the use of money 
at elections.

Standing politically on alm ost the 
same ground w ith the Democratic 
governor of M assachusetts is our own 
Republican governor, Chase S. O s
born. He proclaimed in his message 
to the legislature his advocacy of the 
initiative, referendum and recall; for 
income tax for corporations, for plac
ing express companies under the con
trol of the State Railroads Commis
sion, for a passenger rate of 2l/ 3 cents 
a mile in the Upper Peninsula.

\ \  e seek in vain for any mention 
of the initiative and referendum  in 
the platform s of the Democratic and 
Republican Parties in 1909, but they 
are found in the published creeds of 
the People's Party  in the convention 
at S.t Louis in 1908, in the platform  
of the Independence Party at Chicago 
in 1908 and of the Socialist Party  at 
Chicago in 1908.

I t may not be generally known that

the “initiative” is a restriction  upon 
the legislature, requiring it to  confine 
its work to the enactm ent of m eas
ures that are proposed by the people, 
while the “referendum ” is another re 
striction comm anding tha t every law 
so enacted shall be referred to the 
people for ratification or recall. This 
is the rankest sort of radicalism  and 
is advocated by D em ocrats and Re
publicans. D irect nom ination and 
election of all public officers and pop
ular election of U nited States sen
ators are in much the same line, and 
would require changes in the Con
stitution of the U nited States, as the 
President and V ice-President of the 
United States are now nom inated in 
national party conventions and are 
elected by the electoral college and 
not by the people w ith direct votes.

Government control of railroads and 
other public utilities was advocated by- 
Mr. Bryan and the doctrine was seized 
and adopted by President Roosevelt.

It is not necessary to m ention in 
detail other doctrines now held in 
common by both parties, but the facts 
show that both of the famous old na
tional parties are breaking up into 
radical and conservative factions, the 
conservatives holding to m ost of the 
old established doctrines of the two 
parties, while the radical elements, 
which are rapidly growing, are be
coming so mixed up with extrem e 
demands and wild theories which 
form the basis of the o ther organi
zations that it is not difficult to be
lieve tha t there will be general re 
arrangem ents of party  lines.

That was the case with the old Fed
eralists, who were transform ed into 
W higs and subsequently into W ar 
Republicans on one side, and the 
original Republicans, who became 
Democrats under Jefferson, and are 
now giving up their cherished s ta tes’ 
rights and w ant all power centralized 
in the National Government, which 
is to be the creature of the people, 
on the other.

\ \  hether there will be a sufficient 
conservative elem ent to leaven and 
tem per the rush tow ards radicalism 
rem ains to be seen. In the meantime 
the old party- names of D em ocrats 
and Republicans survive.

R AISIN G  T H E  M AINE.
The work of raising the old battle

ship Maine, which has rem ained im
bedded in the mud of H anava harbor 
since the war with Spain—that is to 
say, since the memorable night in 
February, 1S98, when the ship was 
blown up and so large a portion of 
her crew perished, is progressing fav
orably. W orkm en and divers have 
been busy for some time building a 
cofferdam around the wreck, and 
when that part of the work is finished 
the serious task of actually- rem oving 
the hulk will follow.

I t is reported tha t w-hile at work on 
the sunken vessel divers have recov
ered human bones and considerable 
coal lying outside the old ship, which 
some people have assumed indicates 
that the explosion which destroyed 
the Maine was internal and not ex
ternal, as has been heretofore be
lieved. Such finds are insufficient 
evidence upon w-hich to base any such 
theory, and before the verdict of the

board of enquiry which investigated 
the wreck can be discredited o r set 
aside a complete inspection of the 
raised hulk wrill have to  be made.

The discoveries will, however, in
crease the in terest in the inspection 
of the old ship which her raising will 
permit. There have always been a 
few persons who doubted the theory 
of the external explosion by means of 
a mine set off by the Spaniards, hold
ing that the disaster was due to  the 
explosion of the ship’s forw ard m aga
zine. The raising of the ship should 
set at rest all such doubts and de
termine for all time ju s t w hat caused 
the disaster. If  it can be shown that 
the explosion was not due to treach
ery there will be reason for general 
satisfaction tha t a stain on in terna
tional honor has been rem oved, but 
it will not need any rew riting  of his
tory as to general results.

T H E  DANG ERO US M ATCH.
This is the day of volum inous leg

islation. W ith a N ational Congress 
and nearly half a hundred State Leg
islatures, not to  m ention municipal 
councils, grinding out laws by the 
bushel, we have become a muchly 
governed people, w ith the natural re 
sult tha t half the laws soon become 
dead le tters and the balance are not 
enforced as they should be. Occa
sionally, however, some bright legis
la tor hits upon a good thing. The 
bill introduced by R epresentative 
Mann, of Illinois, in Congress to p ro
hibit the shipm ent from  one state in
to another of phosphorous m atches 
is a measure of this charatcer, as it 
aims at the elimination of an article 
that is a prolific source of fires and 
the cause of much destruction of 
property. I t  is not possible for Con
gress to prohibit the m anufacture of 
such m atches, nor their distribution 
within state lines as the power of the 
Federal Governm ent is limited to the 
regulation of in tersta te  traffic, but 
it is argued tha t if a national law is 
adopted m any of the states will soon 
follow suit.

There is no doubt tha t the popping 
match—that is, the one tha t will light 
when rubbed against anything or 
when trodden upon or gnawed by a 
mouse—is a dangerous article. Many 
a disastrous fire has been started  by 
such an agency and m any a woman 
or child has suffered injury because 
clothing has caught fire from  such an 
act. I t should not be imagined tha t 
this ^attempt to suppress the phos
phorous m atch is a trivial m atter. 
The insurance companies, if asked, 
will probably be able to  present quite 
an im posing record of losses from 
fires caused by the careless handling 
of matches, and fire m arshals and 
o thers engaged in fighting fires will 
probably be able to confirm such 
testim ony.

There is no actual need for the 
dangerous m atch when the safety 
match, the article tha t lights only 
when scratched on its own box, can 
be m anufactured as cheaply and han
dled as conveniently. T he m atch 
companies would probably suffer no 
inconvenience if the demand for the 
old style of m atches should stop, as 
they would as readily m anufacture 
the kind tha t the public would have

to buy. On shipboard and in many 
business establishm ents the phos
phorous m atch is not allowed and 
only some form of safety m atch is 
tolerated.

The U nited States suffers from an 
enorm ous fire w aste annually, the 
loss in this country being m any times 
greater than in any other. T ha t the 
dangerous little popping m atches 
have a g reat deal to do w ith this 
excessive w aste is likely enough, and 
its elim ination would in all probabil
ity cut down the num ber of fires. 
R epresentative M ann’s bill, therefore, 
has m erit in it.

L O N G E V IT Y  O F L IE S.
There is an old saying to  the ef

fect tha t falsehood travels a league 
while tru th  is pu tting  on its boots. 
The difficulty, if not impossibility, of 
overtaking and correcting a lie be
fore it has done its malevolent work 
is well known. In  these days of reck
less and sensational journalism  the 
launching of harm ful un tru ths is an 
everyday practice. M any a w orthy 
cause has been lost through cunning 
and persistent maligning, and many a 
bad cause has won through cunning 
and persistent boosting. These are 
the days of the yellow journal and 
the m uckraking magazine, and the 
am ount of harm  they do w ith their 
m isrepresentations of men and condi
tions is incalculable.

But the present day has no m onop
oly of the malicious or reckless lie in 
print. W hile it is now at its zenith, 
the wilful lie was not unknown in 
form er years of American journalism . 
\ \  illard A. Smith gives a striking 
instance:

“Some years ago,” says Mr. Smith, 
“a couple of cub reporters in Chicago 
surreptitiously entered the private 
car of W . H. V anderbilt one m orning 
as it was entering  Chicago and de
manded an interview. This was re
fused and they were ordered brusque
ly from the car. They ‘faked’ the 
notorious ‘Public be dam ned’ inter- 
view, which while absolutely false, as 
published, was widely circulated and 
has been used by editors, public 
speakers, politicians, political econ
om ists and others for, now, over a 
quarter a century. P robably there 
are not a hundred people in the U n it
ed S tates who know the real facts in 
the case; and this perennial lie has 
formed public sentim ent and gone in
to history as a fact.”

W hether or not Mr. V anderbilt 
ever sought to correct the false sta te
m ent is not known. Probably he did 
not; but in any event it is quite cer
tain tha t he did not succeed. As Mr. 
Smith says, this “perennial lie has 
formed public sentim ent.” I t  has 
been quoted thousands of tim es by 
demagogues to  im press the masses 
that men of capital are selfish and 
heartless and to incite popular p reju
dice against large corporations. All 
such reported  expression from  cap
tains of industry and transportation  
are eagerly seized upon by the dem a
gogues, and they care not a w hit 
w hether they are perpetuating a tru th  
or a falsehood.

Many who talk about life as a tru st 
would have a hard time accounting 
for the interest.
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GIVING  CRED IT.

W hen the publishing house with 
which M ark Twain was connected 
failed it left a debt of many thou
sands which the hum orist, although 
not legally bound to pay, considered 
himself m orally so. H e bravely went 
to work to cancel the obligation. 
Sooner than he had dared to hope 
the result was accomplished. A fter 
hearing himself lauded for his loyal
ty he replied:

“No one has said a word about 
those creditors. There were ninety 
six creditors in all, and not by a fin
ger’s w eight did ninety-five out of 
the ninety-six add to the burden of 
th a t time. They treated  me well; 
they treated  me handsomely. I never 
knw I owed them  anything; not a 
sign came from them .”

I t  is needless to  say ,tha t this m an
ner of procedure dendered his work 
infinitely easier; the results m ate
rialized in the minimum space of 
time. His creditors saw that he was 
honest and they were content to 
wait. Cross looks and cutting words 
would have incapacitated him for the 
struggle. Possibly they realized this, 
but it is better to infer tha t the gen
erosity  in their hearts ra ther than 
pure m ercenary policy prom pted the 
courteous treatm ent so fully appre
ciated.

There are many instances in which 
a little help, an inclination tow ard 
leniency, saves an overthrow ; and 
the fall having been made, a kindly 
hand will help the struggling man 
to rise again when the reverse trea t
m ent but crushes.h im  into the dust. 
W hen there is a disposition to be 
honest, be cautious about crowding. 
You do not know just how hard you 
may be pinching. W hen he is doing 
his best it is not only a humane but 
a good business policy to give him 
a chance to work w ithout being con
tinually harrassed by your w ry faces 
or troublesom e threats. No one can 
do their best when worried. If you 
have enough faith in a man to give 
him credit, do credit to yourself by 
observing the Golden Rule.

IM P E R T IN E N T  IN T E R E S T .
I t  has come to  pass tha t a public 

person seems to  have no private af
fairs. There is no boundary at which 
he can say, T his is my own m atter. 
Thus far shalt thou come and no 
farther. The new spapers can not 
even chronicle the death of a sena
to r w ithout bringing into the lime
light the love affairs of his sorrow 
ing daughter. Is it not time that 
grief came to be respected? T hat the 
personal relations of a family ceased 
to  become public p roperty  ju st be 
cause the father happens to be a 
public man?

W e look back with pleasure at th t 
attitude of Mrs. Cleveland during 
her reign in the W hite House. Re
porters found her only a sweet faced, 
womanly w om an; and when she was 
once pressed into talking to one of 
the number, he received this frank 
statem ent: “You would not wish me 
to  talk  for publication when my 
husband wishes otherw ise?”

There are certain phases in the life 
of a public man which the people

have a right to know about. H is a t
titude regarding leading questions 
the reform s for which he is spon
sor; these and many more features 
in his life and opinions are of direct 
and legitim ate interest to the people 
whom he represents; but if his 
daughter chooses to m arry a count, 
tha t does not concern us in the least. 
It is strictly a family affair, and es
pecially during bereavem ent it seems 
unjust to revive old chapters, it may 
be only to  pervert them.

I t  is said that Sympathy is the 
m other of Gossip; but the child, like 
many o ther children, has come to 
need a restraining hand. There are 
so many things to be learned in this 
world tha t we really should not 
have time to be im pertinent regard 
ing o ther people’s affairs. If  our own 
are rightly  managed it will keep us 
busy. In terest prom pted by a will
ingness to  help may be praise
w orthy: tha t prom pted by no higher 
motive than curiosity should be 
curbed.

T H E  GRAB SA L E .
A lthough by no means novel, this 

method of cleaning the storehouse 
still finds favor in many places, es
pecially in the rural districts, where 
the form s of am usem ent are less va
ried than in cities. The juvenile ele
m ent finds it attractive, and the more 
incongruous the combination the 
grea ter zest is given to the game.

A few days ago two school girls 
cast their lots in such a sale during 
the noon hour. The first “grabbed" 
a necktie; and the second trial re 
w arded her with a yard of cheviot 
shirting. H er companion made ex 
ceedingly m erry over the m atter, fo r
getful of the fact that “she m ight get 
som ething still worse. She shied 
clear of all packages which looked 
as though they contained dishes, not 
w anting anything of that sort. Even 
the small bundles which “she just 
knew contained a bare tte” were p ass
ed by, as each m em ber of the family 
was supplied. H ere was a parcel of 
goodly size, evidently containing 
cloth, perhaps a p re tty  rem nant; at 
least it could be used for some pur
pose. Bravely she invested her 10 
cents; but the shouts when the crest
fallen maid opened a package con
taining a pair of cotton trousers for 
a 5-year-old can be better imagined 
than described.

Philosophically she gathered up 
her purchase, with the one consola
tion tha t they would fit her little 
cousin whom she especially liked. 
Y et by the end of the day she was 
heard to exclaim, “ I don’t care; the 
m erry laughter which my “g rab” 
drew forth  so brightened the atm os
phere th a t our hard exam ination this 
afternoon passed off nicely. Is not 
tha t w orth  10 cents to m e?”

So through life. W e may “grab ’’ 
and find tha t we have made a m is
take, yet the ludicrous side appeals, 
and we are w inners in the end. Pure 
fun has its mission, even although 
over it is throw n the thin gauze of 
commercialism.

He who has many strings in his 
hands is sure to get his feet mixed up 
w ith some of them.

The Changing Constitution.
Many Americans instinctively re

gard the Federal C onstitution as a 
fixed and completed document, to be 
changed only by form al amendment. 
In the last campaign there were nu
merous appeals to stand by the Con
stitution as the changeless law of 
the land. C om m entators are fond of 
contrasting  its unchanging character 
with the relatively fluid unw ritten 
Constitution of the U nited Kingdom.

Yet stable as it is, the Federal 
C onstitution happily is much more 
of a living organism  than many of 
its students suppose. I t is constant
ly in a state of evolution, since, aft 
er all, even a fundam ental law has 
to be adm inistered by human beings 
who are bound to use it as best 
they can to  fit the needs of the 
time.

-Under the Constitution the P resi
dential electors m ight select anybody 
they pleased for chief executive. But 
imagine w hat would happen if they 
should try  to  exercise tha t p reroga
tive. The C onstitution comm its the 
election of U nited S tates senators to 
state legislatures. Yet a senator is 
representing the State of Oregon 
who was chosen by a direct vote of 
the people. The people voted for a 
D em ocrat to represent them in the 
Senate. The legislature which car
ried out their comm ands was Repub
lican, and, left to its own devices 
under the C onstitution, would have 
elected a Republican. The choice of 
Senator Chamberlain was contrary 
to the spirit of the Constitution. But 
the real C onstitution is made from 
year to  year by the men who act 
under it.

All revenue bills must originate in 
the House, under the C onstitution: 
but the Senate virtually originated 
the present tariff law. U nder the in 
fluence of the false reasoning of 
M ontesquieu the fram ers < f the Con
stitution tried to separate as far as 
possible the legislative from the ex
ecutive branch of the Government. 
Congress was to make the laws, the 
President was to execute them.

In practice, however, the officers 
of the Governm ent found tha t no 
such separation would work. So the 
party  system  was devised to bridge 
the gap, and to provide a common 
w orking program m e for Congress 
and the President. Now the P resi
dent has become a party  leader, in
stead of an ornam ental presiding of- 
cer such as was contem plated at the 
outset.

T o Congress was intrusted the 
making of the N ational budget. But 
in the last century Congress has be
gun to see th a t the job is too much 
for it. So many local in terests are 
at work tha t a congressional budget 
is certain to  be w asteful and ex
travagant. So it has asked the 
P resident to  prepare a budget in 
which the expenditures shall be 
kept w ithin the estim ated revenues. 
I t has not yet reached the point 
where it will accept such a budget 
w ithout serious change; but it is 
moving in tha t direction. The P res
ident has learned tha t he can streng th 
en his control of the budget by le t

ting  it be known tha t a veto awaits 
a measure tha t runs away from 
the departm ental estim ates. So the 
chances are tha t w ithout constitu
tional am endm ent an executive bud
get eventually will be constituted 
contrary  to  all the notions of the 
C onstitution’s framers.

The C onstitution expects Congress 
to provide for public buildings; but 
the President is urging, and eventual
ly will obtain, the establishing of a 
commission of experts to pass on the 
question of public buildings. The 
Constitution refrained from designat
ing the authority  tha t was to de
clare laws unconstitutional. W ash 
ington assumed that the authority  
lay with the President and vetoed 
several bills on the ground that they 
were unconstitutional. John Jay re
signed from the Supreme Court be
cause he said he could see no fu
ture for the Federal judiciary. Yet 
w ithout the direct sanction of the 
Constitution it is now certain that 
the authority  to pass on the consti
tutionality of laws rests with the 
Supreme Court, and Jay ’s prediction 
have all been dashed.

The C onstitution provided a won
derful framework for governm ent 
But it has proved lasting chiefly be
cause the men working under it 
have been able to  modify it to  meet 
new conditions. T hat process of 
modification is in progress constan t
ly, even while gentlemen with an 
tiquated minds are proclaim ing their 
joy in the changeless character o* 
the fundam ental law.

If you are to become a prominen» 
m erchant you m ust be a teacher 
There never was a great merchan* 
who did not have patience and th 
ability to  teach others. In the hi: 
tory of this country its teachers hav-. 
risen to the highest positions of hon
or and emolument. A long list of 
our g reatest men in their early years 
were teachers. The training of a 
teacher is invaluable. The habit of 
clearly and definitely conveying our 
thoughts to others can be learned in 
no better way than in teaching. To 
convey our thoughts clearly to o ther- 
in all walks of life is essential in the 
attainm ent of success.

W ise m erchants everywhere are 
now clearing up the odds and end- 
and broken stocks in preparation for 
spring trade. This is the only way 
to  avoid stock accum ulations that b e
come less and less valuable as time 
speeds on. Y et there are some w h o  
can not see it just tha t way.

T o reorganize and im prove a busi
ness, either large or small, takes in
finite patience. You, yourself, are 
made stronger day by day by the ex
ercise of your will power and by con
trolling yourself in the face of petty 
disappointm ents.

In order to concentrate we m ust 
first eliminate. The hard task is for 
us to get rid of those habits or those 
associates who consume our energies 
and who give no adequate return for 
the tim e and energy they take from 
us.
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C LIM BIN G  T H E  T R E E .

Look To Your Safety Before Turn
ing Anything Loose.

Written for the Tradesman.
In village stores all over the State

custo mers are discus sing the initia-
five, referend um and recall, specific
taxatiion, loca 1 option and dozens ot
other things lbrought to the front In
the (lovernor 's messaige. The othei
night a grou]5 in a small town in a
local option county :switched into a
busih esslike discussic>n of the sa-
loon question

“W hen we get the brewery to go-
ing again,” s;aid a local stockholder,

we’lll have work fc)r twenty men
who are idle now. T hat will help
some.”

"And when the empty buildings are 
leased for saloons,” said another, the 
owner of several vacant rookeries, 
"the tow n will begin to look like 
som ething.”

"Can’t these tw enty men get work 
at som ething else, if the brewery re
mains closed?” asked a man who 
worked in the mill.

"W ell, there will be just that 
many more men employed in the 
tow n,” said the stockholder.

"And will the looks of the town 
help us to get a living?” the mill 
man asked of the brewery man.

"Sure,” was the reply. “A lively 
town always draws trade. I know 
people who stay away from here 
now because the saloons are closed."

"There is no doubt that a saloon 
town is a lively place to live and do 
business in,” said the man who ran 
the ice house. “ I've let a lot of peo
ple out since this law w ent into ef
fect—tins local option law, I mean.”

‘‘W e’ll vote the county wet again 
next spring,” said another. "W e’re 
going to have a bully old town here 
je t .  I guess the people have had 
enough of this dry business,” he add 
ed, with a glance at the school 
teacher.

"W hat’s your notion about it, 
teacher?" asked the grocer in whose 
store the session was being held.

"Yes, give us a little Solomon on 
the subject,” said the lum ber dealer.

“I ’ll tell you a story,” said the 
teacher, "if you’ll pay attention to 
it. No going to sleep, now!”

"All right," said the grocer. “Go 
ahead.”

“A long time ago,” began the 
teacher, “when men possessed g reat
er powers over the forces of Nature 
than they do at the present time, 
three families started out to cross a 
great forest.”

“No babes in the wood, now!” 
laughed the hardware man.

“Each family consisted of the hus
band and wife and four children. 
The lather of the first family was a 
very brilliant man. He had been al
derman in his town and expected to 
be sent to Congress from the new 
district he was em igrating to .”

“ Did he get there?” asked the town 
constable.

“Just wait,” said the teacher. “The 
father of the second family was al
so a very sm art man. He was a doc 
tor, and expected great advancement

in the land for which he was headed.” 
“Appendicitis doctor?” asked the 

stockholder, with a wink at the mill 
man.

“ Never you mind w hat kind of n 
doctor he was,” replied the teach
er. "1 said he was a good doctor, and 
that is sufficient. The father of the 
third family was a stupid man, as 
the others all said. He had never 
been in the Council or in college, 
and the only thing he was noted for 
w as.the  great affection he exhibited 
toward his family. He was traveling 
in the hope that he could do bettet 
by the children in the new land.”

"I don’t see much story yet," said 
the hardware man.

“A fter traveling for days in the 
forest,’’ continued the teacher, "the 
little party came to a glade in which 
lay the dead body of w hat must 
have been a very large and powerful 
lion. The beast had evidently been 
dead for a long time, for most of the 
flesh had fallen from the bones, ex
posing the skeleton to the rays of 
the sun. The travelers gathered 
about the body and looked with awe 
at the once majestic figure.”

“T hat is a good time to look at 
a lion, when he is dead!" said the 
grocer.

“W ell, this one was dead enough, 
the teacher w ent on. "W hile they 
stood by the side of the carcass the 
undergrow th rustled and a stranger 
stepped into the opening in the for 
est. He stood looking at the dead 
lion for a second and then lifted up 
his voice as follows:

“ ‘W hat a shame that so magnifi
cent a beast, the king of the forest, 
should lie in death! I am skilled in 
the anatom y of animals and will un
dertake to restore the skeleton to its 
form er perfect condition.’

So he set to  work and put the 
bones which had fallen away from 
their fellows back into their original 
positions, and in a few hours the 
skeleton of the lion was as perfect 
as on the day of his death.

“ ‘T here,’ he said, ‘see what science 
can do! Now, if one of you could 
put the flesh back on the bones we 
would have a perfect lion again.’ 

“The doctor stepped forward with 
a superior air. ‘I can restore the 
flesh to its form er condition,’’ he 
said. ‘I am a doctor, and our 
schools teach that flesh is not de- 
structable. Yrou watch me and see 
if I don’t make a better lion than 
ever ran in these woods!’ ”

“He had his nerve with him !” 
said the grocer.

“D octors always have,” observed 
the hardw are man, w inking at the 
druggist.

“And so,” continued the teacher, 
“the doctor w ent to work on the car- 

j cass of the lion, building up flesh 
cells, and blood cells, and all the 
o ther things which are necessary to 
animal existence.”

“\ rou did not say this was to be a 
fairy story,” said the grocer.

“W ait and see w hether it is or 
not,” said the teacher. “So, in time, 
the doctor built up his lion, and 
there he stood, propped up against 
a tree, looking for all the world like

a live beast, but ju s t as dead as he 
was before.”

’“ T hat was ju s t righ t!’ said the 
mill man. ‘A dead lion can’t bite!’

“ ‘Now,’ said the stranger who had 
put the bones together, ‘if we could 
only put the breath of life into this 
beast we would be doing a good 
thing. A live lion, roam ing the for
est is a much more attractive ob 
ject than a dead lion standing up 
against a tree. If there is a really 
brilliant man here, let him try  to 
breathe the breath of life into this 
dead lion.’

“ ‘He also had his nerve!’ said the 
delivery boy. ‘Did he think the man 
who had been alderm an and expected 
to go to  Congress would fall for a 
dare like tha t?’

“He sure did,” replied the teach 
er, “and the brilliant man fell for it.

“ ‘I think I can bring this lion 
back to life by delivering an oration 
over it,’ he said. ‘W hen I show the 
powers of the universe how much 
better it is to have the forests peo
pled with live lions than dead ones, 
I think they will conspire to set the 
niachinery in this perfect body in 
motion again.’

“T hat will be a noble thing to 
do,’ said the man who had assem 
bled the bones of the lion. ‘Go ahead 
and do it.’

“ ‘If you can do tha t,’ said the doc
tor, who had grown the flesh on the 
bones, ‘you ought to be chosen pres
ident. Then you m ight be able to 
put a little life into some of the dead 
laws concerning trusts and transpor
tation corporations.’

“ ‘W hat do you think about it?’ 
asked the doctor of the stupid man, 
who at tha t m om ent was looking 
about for a tall tree.

“ ‘W hy,’ said the stupid man, ‘I do 
not think he can do it. I have never 
heard of such a thing.’

“ ‘You just watch me!’ said the doc
tor, and he set to work pumping the 
lungs of the lion so they would open 
to admit the breath of life the bril
liant man was about to breathe into 
them.

“ ‘Hold on, there!’ cried the stupid 
man. ‘D on’t bring him to life just 
yet.’

“ ‘W h at’s the m atter?’ asked the 
brilliant man. ‘D on’t you w ant to see 
this m ajestic beast lording it over the 
forest again, delighting the natives 
with his kingly roars and making 
things hum, as he did in o ther days? 
W hat’s the m atter with you, a n y 
way?’

“ ‘Of course I w ant to  see if you 
can do it,’ replied the stupid man, ‘but 
before you bring the beast back to 
life perm it me to get my wife and 
children up into a tall tree.’

“They laughed the stupid man to 
scorn, and reminded him that the cre
ators of the lion would have perfect 
control over him, th a t he would make 
things lively in the forest w ithout do
ing any harm.

“ ‘T h a t’s all right,’ said the timid 
man, ‘but you just wait until I get 
the kiddies and my wife into a tree. 
This thing of waking up a sleeping 
beast may be all right, but I don’t 
know w hether it is or not.’

“So, in deference to the wishes ot 
the stupid man, they all waited until 
he got his babies and his wife into 
the tallest tree he could find before 
they breathed the breath of life into 
the nostrils of the lion.

“And when the lion came to life 
he gave a great roar and, being hun
gry  from his long fast, fell to and 
devoured the brilliant man and his 
family, and the doctor and his fam i
ly, and the stranger who had assem 
bled his bones, and the timid man 
saw it all from his tree.

“Now, w-hen I hear you people 
talking about bringing these dead 
saloons back to life, ju s t to  make 
things lively and put money in the 
pockets of a lot of saloonkeepers 
and brewers, I feel like asking you 
tc wait until the people get their 
little children into the tall trees. The 
saloon lion will eat them up—it al
ways has, and always will. Let it 
sleep for the sake of the kiddies.”

“You do not need to say any
m ore,” said the grocer. “Me for a 
tall tree!” A lfred B. Tozer.

Invisible Ink.
Invisible or sym pathetic inks are 

fluids used for w riting purposes, the 
characters made with them  being in
visible,-but becoming visible upon the 
application of heat or of some su it
able reagent. W riting  made with 
those inks which become visible up
on the application of heat, again be
comes invisible upon cooling; on the 
contrary, w riting developed by cheni 
ical action rem ains perm anent. Here 
are three form ulas:

1.
Cobalt chloride . . . .  150 grains.
Glycerin ......................  y2 fluidrachm.
W ater ..........................  3 fluidounces.

Mix and dissolve the ingredients.
The characters traced with this ink- 

become blue on gently heating the 
paper.

2 .

Linseed oil .................. 25 minims.
W ater of ammonia . . . 1  fluidounce. 
W ater ...............................5 fluidounces.

To make the w riting or the draw- 
ing appear which has been made up
on paper with the ink, it is sufficient 
to dip it into water. On drying the 
traces disappear again, and reappear 
on each succeeding immersion. The 
m ixture m ust be agitated each time 
before the pen is dipped into it, as 
a little of the oil may separate and 
float on top, which would, of course, 
leave an oily stain upon the paper.

3.
W rite with tincture of iron ch lor

ide, diluted with 10 parts of water, 
and develop with a b lo tter moistened 
with a solution of tannin or decoc
tion of nutgalls or strong tea. This 
may be reversed by w riting with a 
decoction of nutgalls and developing 
with the b lo tter moistened with tinc
ture of iron. The characters when d e 
veloped are black. Instead of us
ing nutgalls to develop the iron, po
tassium , or ammonium, sulphocyanide 
solution may be employed. The w rit
ing will then appear red.

W hen the church acts like a circus 
the side shows always swallow the 
main tent.



January 25, 1911 M I C H I G A N  T R A D E S M A N 11

O F F IC IA L  C A LL.
To the Retail Grocers and Genera!

M erchants of Michigan:
Greeting—The T h irteen th  Annual 

Convention of this A ssociation will 
be held in P o rt H uron on February 
7-8-9, 1911, and your Association is 
not only cordially invited to be rep 
resented, but is urged to see tha t as 
large a number of delegates as pos
sible is appointed.

Never has more careful thought 
and preparation been made for an an 
nual m eeting of this kind than has 
been the case this year, and a p ro
gram m e is in course of preparation, 
well-balanced as regards both busi
ness and en tertainm ent features.

The com m ittees entrusted  with the 
details have borne in mind the fact 
tha t the business man who leaves his 
store for three Hays to attend the 
convention w ants to feel upon his re 
turn that he has received some practi
cal benefits. T he business program m e 
will include some instructive address
es on trade topics of timely interest, 
and ample provision will be made for 
the consideration of suggestions from 
the m em bership and for discussions 
of ways and m eans for im proving the 
conditions of the retail trade gener 
ally.

Each local association is entitled to 
one delegate for every dollar paid as 
per capita tax. Individual m em ber
ships may be taken out by retailers 
located in cities or places where there 
is no association, the dues for such 
mem bership being $1 per year, paya
ble at the time of application.

The inauguration recently of pre 
liminary plans for the form ation of a 
State wide inform ation credit bureau 
is one of the in teresting  develop
ments of the association work during 
the past year, and an effort will be 
made at this convention to expedite 
the form ation of a local credit rating 
bureau in those cities where none ex
ists at present.

O ther im portant business will come 
before the convention, and a large at 
tendance of delegates will be condu
cive to the best in terests of the Asso 
ciation. I t is im portant tha t the State 
Secretary be notified prom ptly of the 
names of the delegates from each as
sociation, as soon as same are ap
pointed.

Provision should *be made for the 
paym ent by each association of its 
per capita tax, either p rior to or at 
the convention.

M. L. DeBats, President,
Bay City.

J. T. Percival, Secretary,
P ort H uron.

Any old tow n is good enough for 
a man to live in who never contrib 
utes a dollar or an hour’s time to 
any public enterprise.

Tf your conscience w on't let you 
boost for the town you live in, for 
p ity’s sake move—or chloroform  
your conscience.

I t does not pay from any point of 
view to live in a com m unity which 
one can not boost consistently and 
persistently.

Playthings of Other Days.
On the subject of w hat the young 

ones of form er centuries had to 
amuse them selves with, Mrs. F. N e
ville Jackson w rites to Collier’s 
W eekly:

“ I t is delightful to know that Louis 
XIV. paid 6,000 fanes to  Henri de 
Gissey for an arm y of cardboard 
soldiers to give M onseigneur le D au
phin; by and by these toy battalions 
of infantry and squadrons of cavalry 
were joined by a large arm y of sil
ver soldiers, complete with horses, 
guns and machines of war. It was 
Merlin, one of the king’s silversmiths, 
who designed th ece toys, and a pa
thetic in terest attaches to them, in 
tha t the toy arm y was eventually 
melted down in order to pay for the 
arm y of flesh and blood tha t was 
fighting the K ing's wars.

T he history of the w orld is crystal- 
ized in the children’s toys; each great 
w ar leaves soldiers in the nursery 
cupboard dressed correctly  to a strap 
and button. This has always been 
so. As each successive age in the 
w orld’s history has gone by, the 
weapons of th a t age have passed to 
the hands of the boys as toys. There 
are in our great museums miniature 
crossbows, spears and shields—toy 
arm or as finely inlaid and engraved 
as any real accouterm ents is occa
sionally to be seen, and old prints 

j show the boys playing with such 
figures. Even the children of the 
French revolution had their toy guil
lotines—one of these is in the p o s
session of the author. The arm y of

Frederick the G reat was the first 
com plete lead arm y to  be placed on 
the m arket fo r purchase by the gen
eral public. I t  was Jean Georges 
H elpert who produced them ; he died 
in 1794 at N urem berg. T he arm y of 
Napoleon followed; then W ellington 
and his generals; then heroes of the 
Crimean and Peninsular w ars came; 
in turn to be replaced by the khaki 
of the South African and the little 
Jap  heroes. T he serious pursuits of 
adults form  the basis of nearly all 
play, for the im itative faculty is 
strongest in childhood. I t  is not 
surprising, therefore, to find toy char
iots and game birds am ong the play
things of ancient Greece and Rome, 
for we may be sure the little boys 
and girls fought toy  quail and play
ed at chariot races when they saw 
their fathers and big bro thers indulg
ing in such pursuits. I t  is for this 
reason tha t “playing church” is the 
favorite game in so m any families.

The chances are tha t if your par
ticular friends were more particular 
they would not be your particular 
friends.

A doctor m ay no t be sure of his 
diagnosis, but he takes the patient’s 
money merely as a guaranty of good 
faith.

It is said tha t two can play at any 
game, but as a m atter of fact one of 
them is merely thinking tha t he can.

If you are looking for a reward 
it is better to be a pacem aker than 
a peacemaker.

Here is a view of the New Warehouse at our Valley Mill now in course of construction. It is to be four stories and base
ment with foundation of re-inforced concrete built upon the solid rock.

This view shows third floor inside construction. Note the heavy timber, beautiful exterior brick and metal frame windows. 
This building is going up back of our Valley Mill at the east end of the Bridge street bridge and will have 40,000 square feet of 
floor space.

It is the best building of the kind that has ever been erected in this city. The picture gives only a faint idea of its size. It 
is to be equipped with a six ton electric elevator that will carry two large trucks of flour at one time. Watch us Grow!

VALLEY CITY MILLING COMPANY
G R A N D  RAPIDS, MICH.
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BUTTER, EGGS and PROVISIONS

Hens Lay Flavored Eggs.
Elaborating a scheme of a fellow 

tradesm an in Connecticut, who in 
duced his hens to lay by deceivin 
them as to the season of the yeai 
Charles S. Cooney, who conducts 
green house at Livingston, X. 1., has 
succeeded even beyond his hope. The 
Connecticut man screened one end 
of his small greenhouse as a hen 
yard. H is chickens, turned into this 
enclosure and looking through at the 
geraniums and other plants were 
fooled into a belief that summer 
was at hand and they began laying 
at top speed.

Mr. Cooney entered into the ex 
perim ent on a larger scale. Three 
weeks ago he fenced off with a large 
mesh wire screen a space about ?0x 
30 feet in the center of his plant, lie  
picked out eight of his finest L eg
horn hens and put them in the cor- 
îai. Mr. Cooney figured that if look
ing through a screen on one side of 
a henyard would make hens think 
sum m er had come, the prospect on 
four sides of a vard would make

them think several sum mers had ar- 
tived and thus stim ulate them to even 

1 greater egg-laying activity.
He theorized co rrec t^ . F irst he 

began to get eight eggs a day from 
the eight hens. Then the number 
began to increase, until about two 

j weeks ago, on the word of Mr.
! k ooney, who is a man of heretofore 
j unquestioned veracity, each hen be- 
| gan laying two eggs a day. At least, 
| that average was maintained. Several 
days later the average increased to 
two and one-eighth eggs a day. This 
rate has been maintained since. The 
pleased ow ner is in doubt w hether 
the extra egg is laid always by the 
same hen, or all of the colony take 
turns in laying it.

The strangest part of Mr. Coon
ey’s experiment, however, lies in 
the influence on the chickens of the 
proxim ity of the plants and flowers 
that surround them  on all sides. The 
eggs from the chickens used in the 
experim ent after the first few days 
of their confinement began to have 
a peculiar and especially dainty flav

or. The shells were more or less 
tinted. H e observed tha t when not 
engaged in scratching for food, and 
even on their nests, the birds would 
stand or lie in rap t adm iration of the 
flowers. Some would gaze for sev 
eral m inutes at a time at American 
Beauty roses, while others would 
find pleasure in viewing the carna
tions or violets. O thers were wont 
to cast their eyes on geranium s that 
flanked one side of the enclosure. 
The eggs, according to Mr. Cooney, 
seemed to take on distinctive flavors 
and distinctive tin ts of the flowers 
most admired by the birds.

The demand for geranium-flavored, 
rose-colored and other tinted eggs is 
likely to be such, Mr. Cooney hopes, 
tha t the price he may demand will 
be much higher than the present rate 
of 60 cents a dozen.—New York H e r
ald.

Texas Cabbage.
A dispatch from San A ntonio says 

tha t with over 10,000 acres in cab
bage in South and Southeast Texas 
ripening for the m arket, prices are ex
pected to decline m aterially before 
shipping starts. Never before was 
so much cabbage being grow n in 
Texas and never before was the 
quality so good, from all reports. 
The first carlot shipm ents began 
from South Texas last week. A car- 
w ent out of Cuero, another from 
Brownsville and still another from 

I Islitis in the Laredo district. I t is 
expected tha t the cool w eather which 
prevailed at the opening of the new 
year will retard  further shipping for

a while, but, with the retu rn  of 
w arm th and sunshine for which 
South Texas is famous, the m ove
m ent of cabbage will be heavy. Last 
year at the opening of the shipping 
season cabbage brought $30(r/40 per 
ton at shipping point, but owing t > 
the m arkets being pretty  well suu- 
plied with W isconsin cabbage no such 
prices are expected this year. It is 
understood here the first cabbage 
moved from South Texas was sold 
at $25 per ton, and one shipm ent was 
moved for $20. I t is hardly to be ex
pected tha t these figures will rule as 
the season advances. W ith so much 
cabbage in the fields to m eet an in
adequate demand it will not be su r
prising if Texas cabbage this year 
sells at a lower figure than ever be
fore. T hat a gradual low ering of 
prices is anticipated is evidenced by 
the rigid economy already being 
practiced by shippers in the purchas 
ing of crates. Some will cut out 
crates a ltogether and ship in bulk, 
leaving the crating to be done by the 
receiver.

Cheesemaking Methods For Small 
Holders.

Cheesemaking for small holders is 
the subject of the latest leaflet 
issued. T he prim ary standpoint is 
which the Board of A griculture has 
that the standard English cheeses, 
such as the Cheddar, the Cheshire, 
or the Derby, are too large for the 
small holder to make, as he does not 
usually have more than a small quan
tity  of milk daily, and only a por
tion of this will be available for

Conceded the Best Egg Carrier
By the Army of Dealers W ho Handle and Use

Star Egg Carriers and Trays
FOR SA FE EGG DELIVERY

The Star Egg Carrier itself, made of tough white wood 
strongly built, will last a lifetime, and is especially designed 
to protect eggs during vehicle delivery.

Star Egg Carriers and Trays also prevent miscounts, 
save time, and satisfy customers If you want to make 
money on eggs, write for our booklet “No Broken Eggs” and 
ask your jobber—he knows.

STA'R 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. Made in One and Two Dozen Sizes

Star Egg Carrier & Tray Mfg. Co. 5 0 0  JAY S T ., ROCHESTER, N. Y.
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dheesemaking. In addition, the uten
sils required for the larger cheeses 
are expensive, and the process of 
m anufacture is difficult, so that the 
small holder m ust confine himself 
to cheeses which can be made from 
small quantities of milk by the use 
of cheaper apparatus. Further, as it 
would not pay the small holder to 
employ skilled labor, the process 
m ust be simple, and such as any in
telligent person can understand. H av
ing regard to these requirem ents, 
the essential features of small hold
ing cheesem aking are discussed, and 
recipes are given for the making of 
tw o varieties of small pressed chees 
es, which are to be ripened, and two 
varieties of soft cheese to be sold 
fresh are described.

Tt is pointed out that, as with all 
m ethods of dairying, it is essential 
tha t the milk intended for cheese
making should be perfectly clean and 
in good condition. I t  is no use a t
tem pting to make good cheeses with 
dirty or carelessly handled milk, or 
milk kept under unsanitary condi
tions. Good flavor in cheese ensures 
a ready m arket a t rem unerative 
prices; poor flavor condemns it. A l
m ost any clean, airy and well-venti
lated building, having a good floor, 
is suitable for cheese-m aking pu r
poses, and if a cellar is available in 
which to ripen the pressed cheeses, 
so much the better. If a dairy has 
to be built, it should be of brick, 
w ith a cement floor falling to a chan
nel, which leads to a suitable gulley 
placed outside the dairy, and com
m unicating with a proper drain. If 
pressed and ripened cheeses are to 
be made, then a similar building, to 
be used as a curing room, should be 
erected in line with the dairy, but 
sunk about two feet in the ground, 
with a floor of cem ent and well ven 
tilated. The ripening room need not 
be drained. A series of shelves, on 
which to place the cheeses, should be 
put round the ripening room, and the 
walls of both room s should be lime 
washed at least twice each year. 
W hen not required for cheese the 
making room would do duty as a 
bu tte r dairy. A suitable size for the 
making room  is 10 feet by 8 feet, 
and for the ripening room 8 feet by 
S feet. The making room  should 
usually be kept at a tem perature of 
from 62 to 66 degrees Fahrenheit 
and the curing room from 58 to  62 
degrees Fahrenheit.

The utensils required are then 
dealt with. A table 6 feet long by 
2 /  feet wide, with raised sides and 
ends, and lined w ith tin sheeting, is 
necessary. The table should slope 
to one corner, and be provided with 
an outlet and pipe to allow of prop
er drainage of the whey for the 
cheeses into a pail below. One or 
two well-made oak tubs in which to 
coagulate the milk are required. 
They should be of a capacity of six 
gallons each, and be provided with 
close-fitting wooden lids. The maker 
will need a large knife w ith which 
to  cut the curd, and a m ilk-strainer, 
curd-ladle, skimm ing-dish and th e r
m om eter, as well as cheese-molds, 
boards, straw  mats, measures, cheese

draining rack, set of shelves on one 
side of the wall, m easuring glasses, 
pails and brushes. He would also 
require w eights up to tw enty-eight 
pounds w ith which to  press cheeses, 
and also a supply of rennet extract

W ith  such an equipm ent various 
types of small cheese can be made— 
four sorts being described in detail— 
and that, too, by the average small 
holder or mem bers of his family.

The demand for such small chees
es, the Board of A griculture points 
out, is perhaps ra ther local, but 
there is no reason why a regular 
trade in them  should not be creat 
ed in our cities and large towns. In 
developing a trade in small cheeses, 
description, size and quality require 
to be standardized. The cheeses 
should conform  to particular types, 
and be put on the m arket regularly, 
and in sufficient quantities. The m an
ufacture of soft, unripened cheeses 
should be confined chiefly to the 
Midland and Southern districts of 
England, for in the N orth  and in 
Scotland there is little or no demand 
for this class of cheese. I t  is im por
tan t tha t all soft and fancy cheeses 
be packed neatly, and put on the 
m arket before they are fully ripe, 
as, being perishable goods, they soon 
deteriorate and become unsaleable.

The Louisiana Sugar Crop.
W ith the close of the calendar 

year there came to an end the sugar 
season in Louisiana. Practically all 
the factories have now finished the 
campaign except one or two here and 
there, which have some weeks’ work- 
in January  grinding up the fag end 
of the crop, where the yield has been 
more plentiful than ordinary or where 
the am ount of purchased cane has 
been uncomm only large. The season 
has not equaled early expectations by 
any means, but it has nevertheless 
been far from a bad season, and the 
ultim ate out-turn will not fall very 
much short of the two preceding 
crops.

T hat the sugar crop of Louisiana 
has not reached the total that was 
hoped for is due to causes which, 
now that it is possible to review the 
past season from the beginning, will 
be well understood. A lthough last 
w inter was by no means severe, it is 
a well known fact tha t the seed cane 
laid down in the fall for spring 
planting did not stand the w inter 
well, and, as a result, much of the 
area put in spring plant came up to 
a poor stand. Even the fall plant 
cane did not turn out as well as had 
been expected.

Added to  im perfect seed m ust be 
included the extrem ely dry spring, 
which kept the crop back weeks be
yond its usual grow th. In a word, 
the crop experienced a poor start, 
and, although the acreage was large, 
the crop as it has turned out never 
recovered from its im perfect com 
m encem ent. Follow ing the dry 
spring came a sum m er of excessive 
rain, which, while it caused the cane 
to grow  freely, prevented the usual 
careful cultivation and necessitated a 
very late laying by. Still, a favora
ble late sum m er and early fall c rea t

ed the hope tha t these early d raw 
backs had been overcome, but the re
sult shows tha t these hopes were 
misleading and not w arranted by the 
crop’s earlier history. |

Had prices been entirely satisfac
tory the reduced yield compared with 
expectations would not have been 
such a very im portant m atter, but 
prices were not satisfactory. Fortu 
nately there was some compensation 
in the fact tha t the harvesting sea
son was ideal and the crop was taken 
off and m anufactured at a very mod- i 
erate cost owing to the favorable- 
w eather, which perm itted continuous 
field work, and the abundance of la
bor which prevented all interruptions.

Louisiana planters, despite the dis- ' 
appointm ents of the season, have 
been encouraged to prepare for a big 
crop next season. The planting of 
cane in much territo ry  form erly de
voted to cotton and the extension of 
old-established sugar plantations 
prom ise a heavier acreage for the 
Coming year than ever before. P lant 
ers are preparing to grow a 400,000 
ton crop, and it is to be hoped that 
w eather conditions will favor them 
sufficiently during the coming spring 
and sum mer to enable' them to 
fully realize their hopes.—New O r
leans Picayune.

If we were not so anxious to seem 
w hat we are not, we m ight become 
w hat we should be.

I 37 S . Market S t .,  Grand Rapids, Mich.
I Ship us your Hides to be made into Robes 

Prices Satisfactory

w c R, .  & WITZIG J AW,,I,‘
PRODUCE COMMISSION

104-106 W est Market St., Buffalo, N. Y.
“ B uffalo M eans B usiness"

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

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

Papers and Hundreds of Shippers.
E stablished 1*73

Clover Seed and Beans
If any to offer write us

A L F R E D  J. B R O W N  S E E D  C O . ,  G R A N D  R A P I D S ,  M I C H .
OTTAWA AND LOUIS STREETS

Established 1876

Send Samples of All Kinds of

BEANS
With Quantity and Price You Have to Offer

Moseley Bros. W holesale Dealers and Shippers of Beans. Seeds and Pota
toes. Office and W arehouse Second A ve. and Railroad.

Both Phones 1217 Grand Rapids, Mich.

The Vinkemulder Company
Jobbers and Shippers o Everything in

FRUITS AND PRODUCE
Grand Rapids, Mich.
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F A N C Y  GRO CERIES.

Goods Affording Retail Grocer Best 
Profit Often Minus.

Creating a fancy grocery depart
m ent, or ra ther to induce custom ers 
to  buy fancy groceries and thereby 
establish a trade of this nature is no 
easy task. But few good things 
come easy.

Fancy goods in the grocery line, 
as well as in o ther lines, pay the re
tailer a big profit. They give credit 
to a store and usually repeat after 
the first sale has been made.

In such a departm ent are included 
fancy oils, fancy sardines, m araschi
no cherries, caviar, artichokes, m ush
rooms, fancy cheeses, shelled nuts, 
im ported peas, etc. As a rule these 
goods are not given the im portance 
they deserve in the retail grocery 
store, neither does the retailer gen 
erally take pains to advise himself r e 
garding this class of goods. The 
wholesaler would be only too glad to 
have retailers become acquainted 
with this line of goods and they 
would also give some excellent ta lk 
ing points regarding the selling end 
which would be a great help in es
tablishing such a departm ent.

F irst of all in order to create a 
trade on this line of goods the re
tailer m ust put them in stock: sec
ond, he m ust talk them to his cus
tom ers, not once, twice or three 
times but continuously. By keeping 
it in the people’s mind, they will 
gradually come to think about the 
goods and finally will be buying them 
in preference to the poorer grades 
tha t are offered in the m arket. It 
should be always rem embered that 
people w ant quality goods, but often 
they do not like to pay the price and 
sometimes can not afford to, but they 
like quality goods nevertheless. A 
little encouragem ent goes a long 
ways, they are waiting to be persuad
ed that they can afford such goods.

1 he best method for a retail g ro
cer of m oderate size to pursue would 
be to put in one article at a time. For 
instance, put in a stock of about one 
dozen cans of canned mushrooms, ad
vertise the arrival of these goods, use 
them in the window display, put 
signs up around the store about them 
and instruct the order clerks to tell 
their custom ers about these goods. 
O rders w on't come fast, but a few' 
will dribble in, and when these peo
ple happen to find occasion to serve 
dinner with som ething exceptional on 
the bill of fare they will think of where 
they bought the mushrooms. It this 
one particular article does not happen 
to go well, do not give up hopes of 
carrying a line of fancy groceries, but 
try another article. It may take bet
ter.

By adding one article at a time the 
outlay of money w'ill not be so great 
and will also afford time to introduce 
each article.

A good way to advertise such 
goods would be by getting  up a menu 
for a week or m onth showing how 
to prepare meals and how to use 
these fancy goods in the meals.

The sm aller retailer may say re
garding the venture “tha t his trade

does not buy goods of this kind.” But 
he does not know. H is customer, not 
seeing them in his store and knowing 
tha t the m ajority  of grocers do not 
handle a line of these goods, goes to 
the larger store or departm ent store 
w'hen she w ants them ; for the de
partm ent store displays these goods 
where everyone can see them. The 
larger stores look to sell goods with 
the larger profits consequently they 
use every effort to sell fancy goods.

There was a time when the retail 
grocer did not handle flour to any 
extent, the trade being taken care of 
by the feed store. Even to-day we 
often run across a sign, “Flour and 
Feed.” The same may be said with 
reference to green goods. Some years 
ago people w ent to the green goods 
store for their vegetables, etc., but 
this is not the case to-day. W e now- 
go to the grocery store for our green 
goods as w'ell as flour.

It is a habit with people to buy 
certain goods at certain places. A 
w’otnan will go to certain stores to 
buy butter, cheese or one of the other 
many varieties of food, and she may 
feel tha t she has a very good reason 
for buying a certain food at a certain 
place, but nine times out of ten it is 
really' only a m atter of habit.

A man is the same. He wall go 
blocks out of his way to a certain 
store to buy a brand of cigars or to 
bacco that is sold by' m ost every store 
in town.

This is undoubtedly' the case with 
m any fancy groceries. People have 
gotten into the habit of buying these 
goods from the larger stores and if 
the question why they- do so were put 
to them, it would be hard for them 
to give a logical reason other than, 
“Oh, I do not know; I have been buy 
ing theip there for so long a time and 
do not like to change now'.”

Give them a reason for buying their 
fancy groceries from yrou at the start: 
get them to form the habit of doing 
so and it will be hard for some one 
else to take them away' from you.

The Collins Produce Co., of Mt. 
Vernon, 111., has inaugurated a novel 
reform on the collection of poultry 
and eggs. This concern holds that 
it is not right for shippers to pay 
a uniform rate for all grades of eggs 
and for all lines of poultry. The 
concern intends tha t a premium shall 
be paid for the finer grades of eggs 
and the best lines of poultry'. To en
courage grow ers they will pay' 1 cent 
per pound more for good, fat, healthy 
poultry, free from feed in coops or 
crates. They are also going to make 
a distinction between the various 
grades of eggs, giving what long 
held or practically storage eggs are 
worth, with another and better price 
for fresh gathered stock.

You can not expect your town to 
sell the farm ers of surrounding terri 
torv everything they need unless it 
is a good m arket for everything they 
produce.

The old cow has the milkman beat
en to a frazzle when it comes to giv
ing real milk,

Coconuts and Copra.
The wonderful increase in the 

w orld's trade in copra, of which the 
practical doubling of the im ports of 
the dried nut into the U nited States 
in the past tw o years is an example, 
is having a marked effect upon the 
shipping of the F a r E ast and upon 
O riental trade generally.

A pproxim ately one-third of the 
w'orld’s supply of copra is now be
ing produced in the Philippines, of 
which apparently one-fifth is going to 
the U nited States. The production 
of copra in the Philippines in 1906, 
1907, 1908, 1909, and 1910 (estim ated), 
is placed at the following fig
ures: 123,725,600 pounds, 112,654,500 
pounds, 179,355,500 pounds, 221,163,- 
200 pounds and 250,000,000 pounds, 
respectively.

A large part of this production 
goes to Germany, where it is used in 
m any ways in the production of oil 
from which various substitute edible 
fats are being m anufactured. The 
high prices obtained for butter, lard, 
cotton-seed oil, tallow  and fats gen
erally are said to explain the ex tra
ordinary demand for the dried nut.

The rise in the demand for the nut 
and in the prices obtained have 
made a m aterial difference in general 
conditions of prosperity  of several 
portions of the Philippines. The 
shipments to  Europe have led to in
creased shipping between the Is
lands and Europe and have greatly- 
stim ulated trade.

E ight years are required to bring 
the average coconut tree into bear
ing. They are usually planted sixty 
or seventy trees to the acre and are 
enclosed with rude fences, so that 
the cattle may graze on the grass be
tween the rows. Pest plagues are 
easily controlled as a rule; the m ost 
common is the borer beetle, which 
is exterm inated by inserting a wire 
into the hole. The profits of coco
nut culture are usually good. An acre 
can be brought into bearing for about 
$90. Ten acres should produce, if 
properly cared for, $1,500. There are 
cases known where one old and good
bearing tree has kept three natives 
in com fort and apparent contentm ent.

Friendship.
In youth our friends are many. 

Each child, thank God, is born into 
the world with one friend ready' 
made, complete and perfect: his own 
m other. F or the m other there mav 
be regrets and insights, doubts and 
hesitations,, but at any rate there is 
never a lack of understanding, for 
she, of all, knows the very stuff of 
which w'e are made—our strength  and 
our w-eakness, our endurance and our 
failures. This, at least, is one of the 
heartening facts of life — that the 
child need never forego some friend
ships. I t makes slight claims. I t asks 
only some one to share its activities 
and its in terests: its love of sliding 
and of skating, hay-raking and pad
dling. Provided another revel in the 
same things as we do, behold! Here 
for childhood is a friend ready made! 
And for a m om ent the solitude of 
the pilgrim ’s soul upon its long way 
is disguised.

Youth, too, form s ties lightly from 
out the very exuberance of its living. 
I t loves as readily as it breathes; it 
idealizes and finds it difficult to rec
ognize any bleak fact in human na
ture. If the friends seem for the m o 
m ent to fail, youth has an inexhausti
ble fund of hope tha t rem em bers this 
one as the only failure, or rem em 
bers that back of the failure lies all 
the m aterial of future success.

But manhood is more difficult. Love 
and trust, often betrayed, are not easy 
for one full grow n and far along the 
path of life. T hat friendship is best 
which is old, and which, like wine, 
has stood the test of time. F riend
ships born in obscurity and m isfor
tune are hardier and more lasting 
than those born in ease. Like human 
characters they grow  strong on the 
very obstacles that test them ; they 
are firmer, more strongly welded, as 
they overcome and still endure.— 
H arper’s W eekly.

Be a Boomer.
A boom er is a fellow that is in love 

with his concern and isn’t afraid to 
say so. A boy was asked the other 
day, “W hat is the biggest thing in 
the w orld?” and he prom ptly replied, 
“My Boss.” T hat kid was a boomer.

The idea isn’t to cry store from the 
housetops, but to be so filled with 
your work and so proud of your firm 
and so confident of its greatness tha t 
relatively it’s the biggest thing in the 
world. I respect a boomer. You 
won’t often find him weak-kneed or 
chicken-hearted nor w anting in red 
blood. W. E. Sweeney.

\ o u  can not increase your bank 
account any by telling how much 
business you are going to do next 
3'ear. ' I t  is w hat you actually do tha t 
counts.

Ran Brand canned Roods
Packed by

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

Michigan People Want Michigan Products

Tanglefoot
The Original Fly Paper

For 25 years the Standard 
in Q uility

All O thers Are Im itations
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W H IT E  M ATCH ES.

Bill Forbidding Making Them Is a 
Health Measure.

The Esch bill, now pending in 
Congress, prohibiting the use of 
w hite phosphorous in the manufac
ture of m atches, is a m atter of v i
tal im portance to the entire trade 
and does not affect m anufacturers 
alone. T he measure is aimed at a 
peculiarly loathsom e disease, viz.: 
phosporus necrosis, to which em
ployes in m atch factories using white 
phosphorous are more or less sub
ject.

All of the larger m anufacturers in 
the U nited S tates have endeavored 
to eradicate it by persistent care, pe
riodical dental exam inations, the in
stallation of ventilating system s and 
improved machinery, which lessens 
the am ount of hand work in dip 
ping and packing matches, but even 
with these precautions they have 
not succeeded in entirely elim inat
ing the disease am ong their em 
ployes. The disease attacks the jaw 
bone and, in its more violent form, 
results in decomposition and eating 
away of the jaw  bone in a m anner 
sim ilar to  syphilitic necrosis.

T he demand for the enactm ent of 
laws forbidding the use of white 
phosphorous in m atchm aking is 
made not so much «because of the 
extent of the disease am ong em
ployes of match factories as because 
of its loathsom e character. All E u
ropean countries, including Great 
Britain, have enacted laws prohibit
ing the use of white phosphorous 
in the m anufacture of m atches, as 
they have found tha t this was the 
only effective way of eradicating the 
disease. as regulatory measures, 
which were tried in a num ber of 
countries, did not prove effective. 
The action of European countries, 
together with the recom m endation 
of the President to Congress, coupled 
with the activity of the American 
Association for Labor Legislation, 
appears to render inevitable that 
state legislation of some character 
will be enacted in case Congress 
fails to pass the Esch bill o r a 
similar measure. State legislation 
would be most unsatisfactory from 
every viewpoint. Some states might 
prohibit, while o thers would merely 
attem pt to regulate the use of white 
phosphorus by m atch m anufacturers, 
and such prohibitory and regulatory 
m easures would, in all probability, 
differ as to term s and provisions 
W holesalers in a state that had p ro 
hibited the m anufacture of white 
phosphorus m atches would be com 
pelled to handle a non-poisonous 
match for their custom ers in that 
state, while free to sell white phos
phorus m atches in o ther states in 
w'hich no prohibitory laws had been 
passed. The result would be hope
less confusion in the trade.

State law's prohibiting the m anu
facture of white phosphorus m atch
es would- necessarily contain p rovi
sions affecting their sale, subject to 
penalties, fines or im prisonm ent, and 
would thus subject the entire trade, 
both  wholesale and retail, to an 

noyance and possibly loss. The Esch 
bill, on the o ther hand, affects m an
ufacturers only, since is prohibits 
the m anufacture qt w hite phosphorus 
m atches after July 1, 1913, and their 
sale, but by m anufacturers only, aft
er Jan. 1, 1914. I t  is therefore dis
tinctly to the advantage of all en 
gaged in the match business that the 
Esch bill be passed and the possi
bility of annoying and vexing leg is
lation be avoided.

The Diamond Match Co. owned a 
patent expiring in 1915 covering one 
of the substitutes for white phos- 
phorus and granted licenses there 
under to a num ber of its com peti
tors in consideration of each licensee 
paying a proportion of the cost of 
the patent, based on the proportion 
that his production of snatches bore 
to the total production, including 
tha t of the Diamond Match Co. In 
order to insure tha t other m anufac
turers may acquire the right to use 
the substitute on equally fair terms, 
the com pany has assigned its patent 
in tru st to Prof. E. R. A. Seligman, 
of Columbia University, New York, 
Jackson H . R alston and Charles P. 
Neill, Commission of Labor, W ash
ington, D. C., subject to the provi 
sion that the trustees shall gran t li
censes on such term s as in their dis 
cretion may be just to  any one ap 
plying therefor. This action was 
taken in order to  obviate the possi 
bility of any objection being raised 
to the passage of the bill on the 
ground that it would have tended to 
establish a monopoly.

T he general adoption by any one 
m anufacturer of substitutes for white 
phosphorus has not been com m ercial
ly possible up to the present time, 
as it would have involved an in 
creased cost of production which 
would have necessitated an advance 
of 6 or 7 per cent, in the price of 
m atches to the trade, and thus have 
proved to be a serioits handicap to 
the company undertaking the substi
tution when in com petition with the 
cheaper white phosphorus match.

1 will be glad if you will use such 
portions of this le tte r and of the 
le tte r to d istributors of m atches, e n 
closed herew ith, explaining the bill, 
as you m ay deem proper. Since the 
passage of the Esch bill is m anifest
ly to  the advantage of the match 
trade, you may feel justified in 
strongly  recom m ending tha t all deal
ers in m atches send telegram s and 
letters to the W ays and Means Com
m ittee, as well as to their m em bers 
of Congress, urging the enactm ent 
of the Esch bill..

T he Diamond Match Co. 
Edw ard S. A ttinius, President.

A Kentuckian of the old school 
says it is a w aste of good m aterial 
to convert corn and rye into break
fast foods.

The man on the rock pile soon real
izes tha t converting big ones into lit 
tie ones is not w hat it is cracked up 
to be.

A fool may give a wise man ad
vice, but if the la tte r ta k e s . it his 
wisdom is apt to go w rong

Come On, Girls.
The press dispatches from Philadel 

phia, the City of B rotherly  Love, 
contained recently an item which it 
behooves all our bachelors to read. 
It contains crum bs of com fort for all 
bashful swains and a solemn w arn
ing for tha t class of incorrigible male 
critters who persist in avoiding the 
responsibilities as well as the joys oi 
matrim ony.

A ccording to the story, a pretty  
Philadelphia girl became enamored 
of the sweet strains tha t emanated 
from the violoncello of one George 
Rodovoy, of the opera house in that 
city, T his was, of course, not so as
tonishing, as fiddlers have uncom 
monly taking ways of handling their 
instrum ents, but what is more to the 
point is that the young lady found 
means of letting  her tender senti
ments be known to their musical ob
ject, and when he asked her what 
sort of Christm as gift she would like 
she prom ptly informed him that no th 
ing short of himself would suffice. 
The fiddler at once capitulated, and 
who wouldn’t?

If the girls generally would im itate 
the example of the young miss from 
Philadelphia, because we m ust a s 
sume that she was both young and 
pretty, the m atrim onial license bu
reaus would soon do a rushing busi
ness and there would be no further 
reason for statesm en to gravely con
sider the propriety of imposing a 
special tax on bachelors. Many a 
man fails to “pop the question” sim 
ply because he is too bashful. There

is surely no im propriety in a p re tty  
girl helping him along and giving him 
plainly to understand the state of her 
feelings.

It is said tha t O scar H am m erstein, 
the im pressario, had som ething to  do 
with bringing the young people to 
gether. The inimitable O scar has 
been credited with many vagaries as 
well as trium phs in his time, but he 
is a shrewd business man always, and, 
w ithout doubt, he argued to  himself 
tha t the sooner he m arried off all the 
bachelor musicians of his orchestra 
the sooner would they devote their 
time strictly  to  business and avoid 
late suppers and the o ther dissipa 
tions of gay Bohemia.

State Pure Drug Laws.
T he N ational W holesale D rug

gists’ Association has published t 
new edition of the pam phlet contain 
ing a synopsis of the State pure food 
and drug laws enacted since the pass
age of the Federal act. The present 
book covers all of the new statu tes 
up to Septem ber, 1910, and it also in
cludes the narcotic laws of the differ
ent states, the M assachusetts wood 
alcohol law, the New York antisub- 
stitution law and certain o ther m eas
ures. These pam phlets are gotten 
out by the N. W. D. A. for the us • 
of its members, and we are not p re 
pared to say w hether they would be 
sent upon request to others. At am  
rate, the books are very valuable 
ones. They are issued from the of 
line of the Secretary, J. E. Toms, 81 
Fulton street, New Y ork Citv.
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Your 
¡ustomers 
ind the 
!ut of Our 
QUAKER”

on their packages of Coffee 
and Spices they will be 
certain they bought 
the Right Kinds.

W o r d e n  O r o c e r  C o m p a n y

Grand Rapids
The “Right Kind” Wholesalers
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C A LIFO R N IA  HO NEY.

Success of Western Crop Dependent 
on Rain.

T hat sixteen-ounce ja r of extracted 
honey on your shelf may appear as a 
luxury to your custom ers when com
pared to the well-known comb of 
honey, but that impression can easily 
he removed.

Aside from the fact that honey is 
no luxury hut a food, the form in 
which it is m ost economical to buy 
is something: that the grocer w ants to 
know. Luckily in this instance the 
m ost attractive form of package and 
state from a consum er's viewpoint is 
also the m ost convenient and profita
ble form for the grocer to buy.

T hat state is the extracted or, as 
it is still frequently called, the strain
ed honey. The economy of buying 
extracted honey is found in the fact 
tha t each pound of comb is made at 
the expense of several pounds of 
honey. In other words, where the 
bees m ust continually renew or re
build the cells in which to deposit 
the honey just that much effort is 
wasted tow ard depositing the honey 
itself.

California for many years ranked 
first in the country’s production of 
honey. D uring the past few years the 
State of Texas has made rapid stride? 
tow ards first place and to-day it is 
the claim of these states ‘that their 
honey production leads. However 
that may be, the sage honey coming 
from California is acknowledged to 
have little competition in point of 
superiority.

The sage honey of California is 
produced in the southern part of the 
state. This section of the country is 
very m ountainous and the valleys are 
supplied with stream s of w ater hav
ing their sources back in the canyon? 
of the mountains.

On the side of these mountains 
grow the sages. The canyons are se
lected by the bee men as a location 
for bee-hives. The apiarist builds 
himself a small house and locates two 
or three hundred colonies of bees be
side the mountain stream  and awaits 
the honey flow, which begins in May 
and lasts until July, or about sixty 
days. The flow of honey is depen
dent on the rains. A rainfall between 
January  1 and May 1 of about 15 
inches is necessary to  assure a crop.

In addition to the rainfall there are 
other things that have a direct and 
often disastrous effect upon the crop. 
A fog during May and June while 
the sages are bloom ing or a cold 
spring which does not allow the bees 
to  build up for the flow or get the 
proper strength  is liable to result 
in a failure for the bee keeper.

O ut of every three years’ crop the 
experienced apiarist allows one year 
of total failure, one year of a half crop 
and the o ther a good year, or about 
175 to 200 pounds of extracted honey 
to the hive.

These conditions have caused the 
business to be carried on alm ost en 
tirely by specialists who devote their 
entire time to the occupation and 
operate w hat is known as outyards.

This feature of specializing appeal

ed to me many years ago and to it 1 
attribute much of the success that 
has been mine as an apiarist.

I have five outyards situated in 
canyons as described above and have 
in all about 1,000 hives. I visit these 
outyards about once a week during 
the spring and attend to the work of 
caring for the hives and preventing 
the sw arm ing of the bees.

As in all other businesses there are 
some features instilled into it by un 
principled operators tha t hurt the en
tire industry. T his is dem onstrated 
by the practice of many in extracting 
w hat is known as green honey from 
the combs before it is ripened by the 
bees. The honey when gathered by 
the bees is very thin and when stored 
in the combs there is kept up a con 
stant circulation of air by the bees 
in the hives, which process evap
orates the w ater and the honey is 
then sealed by the bees.

This process of nature is responsi
ble for the fine flavor of well-ripened 
honey. W ell-ripened honey therefore 
is nothing more than honey tha t is 
left in the hives until it is entirely 
sealed, when the right time for ex
tracting  is at hand. The process that 
gives out the extracted honey, which 
is much superior to the so-called 
strained honey, is simple bu t effec
tive. The cappings on the comb and 
the seals placed on the cells by the 
bees are shaved off w ith a hot knife 
and the combs then placed in an ex
trac to r in which the combs are re 
volved at high speed. By this process 
the honey is throw n out of the combs. 
The honey is then strained and run 
into large tanks to  settle.

T he reason for there being so much 
green honey on the m arket is due to 
the fact tha t more labor is required 
to extract ripe honey than the green. 
T he running of m any outyards r e 
quires tha t the hives be tiered up or 
two or three extra sappers of nine 
frames each on the top of the hives 
to give the bees room  to store the 
honey. This insures the honey being 
sealed before being extracted as the 
empty sappers of combs are not plac
ed on top until the first sappers are 
full.

In  a good flow of honey the bees 
will fill their hives in a week and it 
would be impossible for the bee man 
to extract all his hives fast enough 
where he has but one sapper to hive, 
and if this is not done in time the bees 
will swarm. Thus swarm ing is easily 
remedied by placing these extra hive 
bodies on top and giving the bees 
plenty of room.

Sage honey has one of the best 
qualities known, as it will no t candy 
for a very long time. I have known 
it to  stay liquid 14 years and many 
cases I have held for several years 
before selling and it was not candied 
even then. A comparison of values 
from the standpoint of the consum er 
brings the extracted honey into the 
foreground as demanding his consid
eration over tha t sold in combs.

Much of the strained hopey on the 
m arket is obtained by mashing or 
melting the combs, containing bees’ 
pollen and honey. In exact contrast 
to this is the method described above

where by centrifugal force in the ex 
trac to r the honey is simply throw n 
out of the combs and the combs re
main uninjured and are returned to 
the hives to be refilled again and 
again. This will establish a basis 
for the statem ent I have made tha t 
extracted honey is sold at a less price 
than comb honey, because where the 
combs are there and ready for re
filling by the bees the w ork of the 
bees is all directed tow ards produc
tion of honey and not to the build
ing of the combs.

The gathering of green honey 
which is practiced by many apiarists 
is responsible for much of the green 
honey on the m arket. The practice 
is a short cut tha t is productive of 
unsatisfactory results and is induced 
by a desire for economizing on labor 
as the seals do no t have to be cut, 
the green honey being gathered be
fore the cells are sealed.

T here is a grow ing demand from 
consum ers for pure honey. The 
proper caring for it in the store has 
much to do wdth the increase in this 
demand and therefore a few words 
regarding its care in the store are in 
order. H oney should never be stored 
in the cellar. I t  should be kept in a 
warm, dry place. Honey is inclined 
to candy when kept for any length 
of time although this is not true 
with regard to sage honey as I have 
showm that after many years I have 
found it still in liquid state. Im m er
sion of the container in hot water, 
not ho tter than 160 degrees, will after 
a few m inutes tend to liquify the con
tents and restore it to its original 
consistency. R. M. Spencer.

Value of Bees.
Some calculations made by the 

Kansas A gricultural College makes 
every little bumble bee and every 
little  honey bee tha t a farm er can 
find and put into his field w orth just
n .

T herefore those farm ers who are 
raising alfalfa in K ansas and have 
heard about this valuation are giving 
strict orders tha t the bumble bee and 
the honey bee m ust not be killed by 
the hired man or the small boy, and 
that the destruction of a bumble bee 
nest by the hired man is punished by 
dismissal and by' the small boyr about 
the farm w ith a long session with dad 
m the woodshed.

The honey bee of course is a valu
able adjunct to any farm, because it 
oroduces much honey, and honey ha? 
a high m arket value, but no one 
ever thought tha t the bumble bee 
was w orth much except as a pest. 
Y et the A gricultural College authori
ties, after a long series of experi
m ents with the bumble bee and the 
honey bee and other bees and insects, 
have found tha t the value of these to 
the alfalfa grow er is really inestim 
able, but a value has been fixed just 
to make the farm ers take more notice.

It has been found tha t the honey 
bee and the bumble bee are the only 
insects tha t will pollenate alfalfa. 
Experim ents covering a long time 
have been made with o ther insects to 
see if these could or did any of the 
work. The alfalfa is grown under

cover and the bees and o ther insects 
put into different sections of the 
covered area. No other insect can 
read tha t section occupied by the 
honey bee or the different form s of 
butterflies or o ther insects. In this 
way it can be told with certainty 
ju st w hat each insect does to po llen 
ate alfalfa.

Alfalfa is a peculiar flower in many 
respects. I t  is a legume, but it is 
different from the o ther varieties 
usually found in this country, in tha t 
the pollen from the male flowers m ust 
be carried to  the females and de
posited in the flower, or there will be 
no seed in tha t head. The humble and 
honey bees in gathering the honey 
carry this pollen and as they are 
active little chaps they visit practical
ly every flower in a field in search of 
the honey, and every flower they visit 
is made fertile and produces alfalfa 
seed.

Now, alfalfa seed is w orth about 
$S a bushel on alm ost any central 
K ansas farm, so it can readily be 
seen how really valuable the bees 
are. W hole fields are som etimes left 
practically infertile because of a lack 
of bees in the neighborhood. The 
o ther insects do not carry pollen in 
any quantities. I t  has been calculat
ed tha t a bee will fertilize enough 
plants during the average season to 
produce fully one-eighth of a bushel 
of alfalfa seed. The rate is probably 
higher, as it is impossible to make an 
exact estimate.

Why Not Grow More Apples?
Good apples at retail cost about 

the same as good oranges, averag
ing the twelve m onths of the year. 
Y et there is not a state in the coun
try  which can not grow  apples, and 
there are but tw o states which grow 
oranges in any quantity. N early 
everybody likes apples, and every
body who likes them and can get 
them  eats them. Perhaps tha t is why 
they are so expensive. The fact re 
mains tha t in spite of the statem ent 
tha t good apples grow  in any part 
of the U nited S tates our apple crop 
is annually some 20,000,000 to 25,000,- 
000 barrels short. T hat is, we could 
easily consume that many more at 
normal prices.

If we should produce more than 
we w ant we can always sell the sur
plus to Europe, for E uropeans are 
fond of apples, too, and do not seem 
able or willing to raise enough for 
their own demands. Recently a 
freight steam er left Boston with 25,- 
000 barrels of Maine apples for E u
rope. A train  of 1,250 cars was need
ed to haul these apples to the wharf.

W h en a million fine looking apples 
are gathered under one roof for peo
ple to look at and adm ire and ex
claim over it, it does not seem possi
ble tha t the crop can be short.

The rapid developm ent of apple 
grow ing on the Pacific coast and in 
the N orthw est apparently  has been 
accompanied by a neglect of the busi
ness in o ther parts of the country.

But why not more apples? They 
are no more trouble than o ther fruit 
—less than nearly all o ther varieties. 
They keep well, are seasonable at any 
tim e; besides, they are good.



January 25, 1911 M I C H I G A N  T R A D E S M A N 17
The Michigan Potato.

T he prevailing im pression that the 
m arket has been glutted with pota
toes all the fall is incorrect. The W is
consin potatoes were alm ost a failure, 
and the Michigan demand should 
have been extra good, as the Colo* ¿do 
and E astern  potatoes are all high 
priced stock. In talking with the g ro
cers I found a general com plaint with 
the quality of the M ichigan stock, 
both last year and this, and tha t their 
custom ers did not like them ; said 
tha t they were green and soggy and 
would neither bake nor boil right. 
Some buyers even contended that 
owing to the poor quality many 
householders were buying less pota 
toes than usual. N early all agreed on 
one point, which was tha t the con
sum er m ust have a better po tato  from 
some source, even if bought from po
tato  states. I do not mean to state 
tha t Michigan potatoes have a ‘‘black 
eye” in the Chicago m arket, but it is 
true tha t the common com
plaints of low grade, and that the 
Rural potatoes especially were soggy 
and green, were hurting  the Michigan 
reputation and also reducing con
sumption, both of which would nat 
urally tend to  depress the price.

The time is ripe therefore for ‘a 
good potato ,” and unless the farm ers 
about here look the m atter squarely 
in the face they will shortly  find that 
their m arket is gone and tha t the 
high priced stock from Colorado, 
New Jersey and Maine will be sup 
plying m ost of the restaurants, hotels 
and private houses. This would be 
a serious calamity, and the whole 
subject m ust be looked at im m ediate
ly from  a rational standpoint.

Now, as a final and convincing test, 
in order to prove tha t the m arket 
w anted a better potato, I offered and 
sold several carloads of good baking 
stock at prices which were 18 and 
20 cents above the m arket rates for 
Round W hites, and found that they 
sold readily, and further tha t a little 
pushing would create a very large de
mand for potatoes like Long W hite, 
H ebron, R usset and similar grades. 
Could easily have sold 25 carloads at 
a high price provided I was sure of 
getting  the stock, but knowing that 
good potatoes were scarce, could not 
try  the experim ent farther.

Now a word about the seed: Sev
eral large buyers stated that the seed 
of the Rural potato  had run out and 
tha t the new seed of vigorous kinds 
from  M innesota or elsewhere should 
be obtained for next year’s planting, 
and by a p roper ro tation  of seed (if 
1 may use tha t expression) than used 
under the present m ethod—meaning, 
of course, tha t an occasional chang 
ing of seed and varieties would p re 
vent the stock from running out.

Of coursé, everyone knows that the 
Rural is a heavy bearer and can be 
planted late, but the effect of the 
p resent system has been so fatal for 
the past tw o years on the farm ers' 
pocket tha t it has been clearly proven 
tha t the heavy yieldcrs, even like 
Rural, will lose money for the grow er 
in the long run simply because it is 
not a good m arket potato. F or in
stance, a potato  which gives a fair

yield and is certain to bring the 
farm er at least 35 to 40 cents at home 
even in the worse seasons, is a much 
surer and safer crop than one which 
&yields only 20 or 22 cents, and often 
has to be throw n away or fed to  the 
stock before summer.

I t  is too bad tha t the farm er who 
plants early the Round W hite gets no 
more m oney for his pains, as the po
tato  buyer throw s the early well- 
ripened stock into the same bin with 
the green July-planted stock, and un
der the theory  tha t “a potato  is a 
po tato” pays the same for both. In 
short, it seems impossible at this 
time to reform  the m ethods of both 
farm er and potato  buyer as to the 
Rural potato.

But even as to this reform —if it 
could be secured—the hard fact re
mains tha t the Chicago grocers and 
commission men have become so sus
picious of the quality of the Round 
W hite they do not care to experi
m ent farther with their custom ers on 
Rurals. T he fact tha t they only 
bring now 40 to 43 cents in carloads 
on South W ater street, and this in 
the face of the poor W isconsin stock, 
shows conclusively how low our po
tato  is regarded by the average buy
er. I t  is poor com fort to be told that 
Michigan used to and can now when 
she desires lead the potato m arket in 
this country.

T he question of the hour is, Will 
Michigan come to the front again^ as 
a raiser of good potatoes? In  p resen t
ing these conclusions to the potato 
grow er I have tried only to bring out 
these simple facts im pressed on me 
by the men who buy and sell pota
toes at our large m arkets.

Edw ard Payson.

Where the Old Cans Go.
“The raw  m aterial of a num ber of 

large establishm ents in this country,” 
says an E astern  magazine, “consists 
of em pty fruit and vegetable cans, 
rescued from the dumps. The prin
cipal products of these m anufactories 
are window-sash weights, elevator 
w eights and ballast for boats. After 
delivery at the foundry the cans are 
piled into a large iron grating, under 
a sheet iron hood, which term inates 
in a sm okestack. They are sprinkled 
with crude oil and then set on fire. 
This process consum es the labels, 
loosens the dirt, and m elts the solder, 
which falls through the grating, and 
is collected, cast into ingots, and sold 
to be used again. Some of the cans, 
which have simply lapped and solder 
ed joints, m elt apart completely. 
They are sorted out, and the sheets 
straightened and bound into bundles, 
to be sold to trunk m akers for p ro 
tecting corners. They are also bought 
by button m anufacturers, who stamp 
from these the disks used in cloth 
covered buttons. The machine-made 
cans do not come apart, and they are 
loaded into large carts, taken on an 
elevator to the charging floor, and 
dumped into the cupola, which is fed 
alternately with cans and coke. The 
cans are so light that some of them 
are carried out a t the top of the stack 
by the force of the blast, and a large 
screen is arranged to prevent the 
pieces from falling on the roof.

“ Back to the Farm” and Lumber.
Steel has been regarded as an ac

curate and reliable trade barom eter. 
In view of the increase in the capaci
ty of the steel mills, which to-day is 
certainly large enough to take care 
of the era of railroad extension and 
to supply the current needs of other 
users of steel products, those who 
question the reliability of steel as an 
index to business should not be 
deemed capricious. In the future as 
in the past the entire capacity of the 
steel mills will be utilized as trunk 
line after trunk line awakens to the 
necessity and economy of douhL 
tracking in order to  handle its busi
ness w ith despatch and at the lowest 
possible cost.

The foregoing introduction may 
not appear apropos of a discussion of 
the m ovem ent “back to the farm ,” 
but it has a bearing upon the lumber 
trade which should not be overlook
ed. I t  is well at the beginning to 
disassociate the influence of the steel 
m arket upon lumber.

The m ovem ent “back to the farm ” 
began several years ago. I t is being 
accelerated by the enticingly beauti
ful pictures of farm profits painted by 
men who have land to  sell. Reliable 
concerns which have investigated the 
possibilities of lands in all sections 
in the U nited States in which they 
are now being offered are doing the 
country a commendable service in in
ducing people to settle upon produc
tive soil. But not all that glitters in 
the way of alleged profits from farm 
ing, fruit grow ing or stock raising as 
set forth  in the advertisem ents is 
pure gold.

Increased tillage of the soil is be
ing enicouraged by m any factors. 
Land and fruit shows are being held 
in nearly every large city in the 
U nited States. The county and state 
fairs are taking on a new significance. 
They tell the story of forty acres and 
freedom, but they do not tell of the 
story of hard work, the price of this 
freedom. Every periodical and every 
daily paper to-day carry their mes
sages of rew ards which nature is 
pleased to bestow upon those who 
seek them. Settlem ent is going on 
throughout the U nited States with 
exceeding rapidity and settlem ent in 
the country means a great use of lum
ber.

W hile the statistics are not at 
present available, it is probably safe 
to say that 90 per cent, of the farm 
buildings are made of lumber. The 
history of farm life in America shows 
tha t the tiller of the soil is content 
with a m odest dwelling and modest 
outbuildings at the start; that as the 
value of his land increases and the 
income grow s from year to  year bet
ter accom m odations for himself and 
his stock follow invariably. These, 
too, are usually built of wood. The 
modern farm house will have a con
crete or cement block foundation 
and in isolated instances a cement 
block house may be constructed. This 
is not a prospective but a present new 
demand for lum ber occasioned by the 
taking up and developm ent of new 
land throughout the U nited States.

O bstacles in all sections are being 
encountered and overcome. Stumps 
are being blown from the cutover 
lands of the N orth  and South, arid 
lands of the W est are yielding p ro f
its to the dry farm er, irrigation is 
playing its part in the W est and 
Southw est, along the Lower Missis
sippi R iver and its tributaries vast 
tracts are being drained, cleared and 
put under cultivation. Even the aban
doned farm s of the E ast are being 
rejuvenated. A gricultural colleges 
are turning out students who know 
how to handle soils to make them 
and keep them  productive.

Back of all this progress, this ex
perim enting and subjugation of lands 
heretofore unproductive, are the ever 
present and ever increasing require
m ents for shelter for the farm er and 
his family, his live stock, crops and 
the im plem ents he uses.—American 
Lumberm an.

Cure Coconut Disease.
President Gomez has approved a 

bill offering a prize of $30,000 to the 
individual, native or foreign, who dis 
covers the origin of the disease which 
attacks and kills the coconut trees ir 
the Island of Cuba, and the mean: 
necessary for its cure and preven 
tion. The prize is to be paid whei 
it is shown to the satisfaction of th 
Cuban governm ent that the discover 
has actually been made and that the 
cure is efficacious. The disease in 
question is a kind of “bud ro t,” which 
is said to have made its appearance 
in Cuba prior to 1871, and although 
repeated efforts have been made to 
put an end to its ravages, no effec 
tive means has as yet been found ex
cept the destruction of the plant af
fected.



18 M I C H I G A N  T R A D E S M A N January 18, 1911

\C W I N D O W a n d  IN T E R IO  
! i  ^ D E C O R A T IO N S

%

Love Tokens F o r the February W in- j 
dow.

W ith the month of February two 
special events come along which 
every trim m er should take advantage 
of, for the good of his employer and 
to further his own interests, namely: 
Valentine day and W ashington’s 
birthday. I t is an excellent plan to 
take advantage of these days and 
times to do a little policy advertis
ing. The direct and immediate busi 
ness to come from such efforts is not, 
as a rule, large, but they are prestige 
builders.

If your store carries valentines 
there is no question but w hat a su it
able window display should be go t
ten up for the occasion, but the ques
tion that is apt to be brought up in 
a strictly dry goods store or a store 
that does not handle valentines 
is w hether they should take advan
tage of the occasion or not.

By taking advantage of special oc 
casions in your advertising and w in
dow display you will acquire the fav
orable impression tha t your store is 
progressive and up-to-date. This is 
an asset that every store should 
strive to attain, and Valentine day 
gives the window man a chance to 
leave the beaten path and do some
thing new.

An appropriate color scheme for a 
valentine setting is red and white 
and the heart in many form s and 
sizes may be used.

By folding a piece of paper and 
drawing half a heart from the crease 
and cutting while still folded, a per
fect heart pattern  can be secured. By 
this simple method a novice can 
draw a very creditable heart. A fter 
you have succeeded in drawing 
good pattern, a num ber of hearts 
can be cut from the red cardboard 
at a time by placing several thick
nesses together, laying your pattern 
on the top sheet, following around 
the outside with pencil and cutting 
through all the layers with large 
scissors. H ere are a few catching 
card wordings for the month espe
cially suitable for the dry goods 
store:

F irst of the Season's Goods at Last 
of Season’s Prices.

Advance Fashion Ideas From 
A m erica’s Forem ost Designers.

Spring Styles E loquent W ith Fash
ion’s L atest Thought.

Spring Is Not F ar Off W ith These 
Spring Styles in Sight.

The L atest Out, the Newest In.
Spring in the Store A lthough Not 

By the Calendar.
D on’t W onder. You Know W e’re 

Always F irst to  Show New Things,

Advance Couriers of the New 
Spring Silks Now Arriving.

Spring H as Sprung and W e Have 
prung Some New Spring Ties T hat 

W ill Make You Spring W ith Joy.

The Cheery W indow.
It seems to  be a common notion 

am ong window trim m ers tha t in o r
der to make a window attractive it 
m ust be trim m ed to correspond ex 
actly with the season. D uring the 
winter, for instance, the first thought 
is to have the window represent a

in ter’s scene in order to sell w in
ter shoes. In spring or sum mer the 
setting m ight well be in keeping with 
the season, but frosted glass ice cas
tles and snow-covered ground are 
liable to repel ra ther than attract.

Give the window a cheery appear 
ance by providing decorations and 
trim m ings that call attention to the j 
approaching springtime. Green plants 
and blossoms produce a m agnetic ef 
feet. In the interior of the store 
palms of the grow ing prepared kind 
should be well distributed. Use apple 
and cherry blossoms with leaves, 
vases of cut flowers in show case, 
artistic festoons of fresh greenery 
and any other plants or flowers avail
able.

T ry  all the suggestions you can 
devise, and do not forget to impress 
on the public through your adver
tisem ents the fact tha t your store is 
the warm and cheery kind. The 
scheme is not half so expensive as 
m ight naturally be supposed. Roses, 
orchids and costly flowers are not 
necessary. Artificial plants and 
flowers and prepared palms and ferns 
can be secured at prices which are 
very reasonable when compared with 
the big returns they yield when plac
ed in the store for the enjoym ent of 
your custom ers. A cheery interior 
in the w intertim e perm eates the en
tire sales force, oils up the shoe m a
chinery and may be the means of 
thaw ing out the custom er who had 
not thought seriously of purchasing 
a pair of shoes at the time he en ter
ed the store.

in fancy, bright colored packages, the 
grocer who does not make a good 
window display has no good ex
cuse.

People like to see different kinds 
of foods, either new or old on the 
m arket, shown and exhibited in an 
interesting way.

You may easily create in terest by 
arranging a series of window dis
plays each featuring some kind of 
food.

One of the large chain grocery 
concerns in Cincinnati has about the 
m ost effective series of window trim s 
1 have ever run across.

T heir windows, no m atter where 
the store is located, or how small the 
windows are, are always tastily  and 
attractively trimmed.

One of their favorite windows is of 
dried fruits. All the kinds handled 
by them are so attractively arrang
ed and displayed in the window that 
you are tem pted to buy right there. 
A nother is their coffee window.

T his concern handles several 
brands of coffee—-some in packages 
and some in bulk, and their windows 
show these to excellent advantage.

B reakfast foods and cereals are al
so attractively displayed.

A lm ost any grocer has enough of 
different brands of these goods to

make a splendid trim —one that will 
a ttrac t and, best of all, sell.

Canned fruits and vegetables of 
different kinds make a tem pting e x 
hibit.

Y our bottled goods would make 
another.

You could go on down the line 
and you would find many different 
things w ith which to  fix up tha t front 
window so it would make sales. D on’t 
let your show window become a 
catch-all fo r odds and ends as some 
do, I am sorry to say.

Now, tu rn  over a new leaf—keep 
tha t show window right up to date. 
Do not w ait for the m anufacturer's 
agent to come along and put in a dis
play. Study them  out for yourself 
and besides, in a different part of 
this paper, good, easy trim s are sug
gested every week—trim s tha t every
one of you could make.

Your window should be suggestive 
of the goods you have within.

Show things tha t will make the 
people hungry.

Put color in your display and you 
will count the profits in your cash 
register.

Try it. Begin this very week and 
notice the difference.

W ill H. Myers.

W e Manufacture

Public Seating
E xclu sively

r h l i r r f l P Q  We furnish churches of all denominations, designing and 
W l l U l V l l C S  building to harmonize with the general architectural 
scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.

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

I  H f l f f P  We specialize Lodge Hall and Assembly seating.
I l c l l l o  O ur long experience has given us a knowledge of re

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

W rite Dept. Y.

American Seating Company
215 Wabash Ave. CH ICAG O , ILL.

GRAND RAPIDS NEW YORK BOSTON PHILADELPHIA

G rocery W indow  Advertising.
There is no more exuse for a g ro 

c e rs  failing to provide good window 
trim s than there would be for any 
o ther m erchant.

In  past years, before the era of 
package goods, there was more of 
an excuse than there is now.

In  the by-gone days the grocer 
handled alm ost everything in bulk 
and it was much harder to  get up an 
effective display.

To-day, however, w ith the store 
filled w ith all kinds of package goods

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.
D on’t hesitate to write us. You will get just as 
fair treatm ent as though you were here personally.

Corner Ionia, Fountain and Division Sts.
Opposite Morton House Grand Rapids, Mich.
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W orth  Looking Into.

P resen t day departm ent store re
tailing is by no means so simple a 
m atter as many who would like to 
“get into the gam e” seem to think 
it. N ot only is the com petition w ith
in the trade steadily grow ing keener 
and the need for constant w atchful
ness increasing, but, in addition, the 
retailer is confronted with schemes 
of all kinds, invented by “outsiders, 
which, although not intended to in
jure him, can not but make inroads 
into his profits.

Am ong the “outsiders” referred to 
is one form  of enterprise which, in 
view of the support it receives from 
the dry goods trade, ought to  be the 
last, one would think, to  take up, or 
lend itself to, any scheme that is 
likely in any m anner to conflict with 
or injure the dry goods or depart
m ent sto re’s interests.

Such a scheme is the selling of pa
per patterns. As is well known, a 
num ber of new spapers p rin t inform a
tion in regard to  w hat to wear, etc., 
and in conjunction with such a r t i
cles they publish a coupon which 
their readers may send in, accom 
panied by 10 cents, and obtain a p a t
tern.

Sales thus made by the new spa
pers are not in them selves an im por
tan t item to the retailer. I t is in the 
indirect influence on his comm unity 
tha t the practice is apt to be hu rt
ful to his interests, for custom ers 
who are induced to order paper pa t
terns by mail are apt to get the 
‘ m ail-order habit.” This is but one 
of the reasons why retailers who do 
not do a mail order business and do 
not wish their custom ers to purchase 
from retail mail order concerns 
should do their best to discourage 
this, as well as all o ther schemes 
which get people into the habit of 
“sending away” for their goods.

A nother m anner in which new spa
pers compete with m erchants in
volves the giving of premiums, such 
as tea-sets, dinner-sets, etc., in or 
der to  boost the circulation.

Such prem ium  plans not only hurt 
the retailer directly, but they keep 
up the “getting  som ething for no th
ing” spirit th a t lies at the bottom  of 
the trading stamp proposition and 
other gift enterprises which in many 
centers have proved so serious a 
cause of reduced profits and other 
evils.

W hat, then, ought the retailers af
fected to do?

F irs t of all, they should endeavor 
to satisfy them selves as to the ex
ten t to which such schemes are m ak
ing inroads into their business. If  
they find tha t the new spaper’s efforts 
are effectual and are taking trade 
away from  them , they should bring 
the m atter before their fellow re
tailers—before their local m erhan ts’ 
association, if one exists—and should 
emphasize the fact, already cited, 
tha t if custom ers get into the habit 
of sending away for paper patterns 
and other dry goods they will get 
in to  the habit of sending away for 
merchandise of an entirely different 
character.

As to the giving away of pre-

miums, the m erchants should re
m em ber tha t the new spaper’s charg
es for the big am ounts of advertis
ing space used by the stores arc bas
ed on circulation, and tha t the in 
crease of circulation obtained by 
prem ium -giving is not usually of a 
character tha t will benefit the m er
chant. They should realize, m ore
over, tha t while the circulation may 
be increased it does not necessarily 
follow tha t the num ber of readers 
will be greater.

In  many instances people will buy 
extra copies of the paper simply for 
the purpose of getting  the coupons 
out of them. T heir attention, too, 
instead of being directed to the ad
vertisem ents which the paper con
tains, is diverted therefrom , and aft
er the coupon has been cut from it 
the paper is im mediately thrown 
away.

M erchants, therefore, should im
press upon the publishers the fact 
tha t a new spaper enterprise is one 
thing and a merchandise enterprise is 
another, and that, since the new spa
pers derive such a large portion of 
their income from the m erchants, 
they are pursuing an unfair course 
when they compete with their own 
advertisers by the selling of patterns, 
the giving-away of m erchandise pre
miums, etc.

Take Stock.
Now tha t the holiday season is 

over and the rush of business has 
for a time subsided there is nothing 
that will occupy the time to better 
advantage than to take stock.

W hile we are fully aware there are 
a great m any men who realize the 
necessity of taking stock, yet, there 
are thousands who for one reason or 
another fail to know that this is one 
of the m ost im portant functions con
nected with the, retail business.

In  my experience of a quarter of 
a century as p roprietor we never fail 
to take stock. W hile I adm it tha t my 
reason in the first year or two for 
taking stock was to really know 
w hether the business would allow the 
salary paid myself, in every future 
year the fact was more and more im
pressed upon me that in o rder to 
learn the real state of the business 
it was absolutely necessary to take 
stock.

W hile at all times I kept a personal 
supervision over every transaction 
yet I was surprised myself at the 
am ount of m erchandise that would 
be carefully packed away or placed 
to one side because it did not sell 
readily or for some other cause un
known to myself.

In  taking stock everything is 
brought to the surface where it can 
be seen and a value placed upon it. 
I t very often proves to the m erchant 
his reason for not being able to dis
count his bills. N othing will eat up 
the profits of a business more than 
the accum ulated dead stock. In  a 
great m any instances a little effort, 
a little brushing up and the placing 
of it in a conspicuous place, not only 
brings the cost of the goods, but 
makes it a seller, produces a profit

and in very many instances creates a 
new demand for the goods.

In many other cases goods have 
been laid away in storage and be
cause they have not been seen other 
goods have been ordered and sold 
and the same thing repeated over and 
over again.

In  this day of scientific m erchan
dising, of close profits, of keen com
petition, nothing will add more to the 
welfare and betterm ent of a busi 
ness than taking stock.

A fter the goods have been invoic
ed it is well to turn to the accounts 
in the ledger and the bills payable.

W hat to the m erchant is more in
valuable than good credit? There is 
only one way to  retain  that credit, 
namely, prom pt pay, discounting 
bills.

I  realize tha t many will say that 
the shutting  down of factories and a 
num ber of their custom ers being out 
of em ploym ent makes it impossible 
to  carry out these ideas, but for the 
encouragem ent of the men in the re 
tail business I would say that in my 
experience we had strikes, dull times 
and panics, and yet through all the 
strikes, panics and dull times there 
never was an account held against 
our house that was more than ten 
days old.

of excellence, and have we our 
selves lived so tha t our influence in 
the comm unity has been the best that 
we at least could make it?

Again let me advise with all earn- 
I estness, take stock, first of your m er
chandise, second of your accounts, 
third of yourselves. Take stock.

John A. Green, Secretary.

“ Break Away.”
Break away from w hat? Anything! 

A nything you’re doing, when you see 
somebody else doing it—better, 
quicker, easier. Because you have 
folded a bag one way all your life 

I isn’t  any reason for your doing so 
I another minute when a big city fel
low comes along and shows you a 
trick. If  you've been selling flavor
ing extracts from  the shelf and a 
trained salesman gets beside you and 
tips the bottle, rem oves the cork and 

I puts it to  the the nose of the custo
m er—do likewise. If you don’t you’re 
not “breaking away.”

Be alive to new ways, new thoughts 
new m ethods. You can’t equip your
self fo r a bigger job if you stick. The 

I “old boss’s ideas” were right good 
I for his town and his time, but if 
you’re going to live in a bigger town 
and a busier time, prepare for it. 
And if you are going to stay right 
where you are—“break away” just the

If  the m erchant will adopt this 
policy it will make him a better col
lector, as in order to m eet his obli
gations, his credit limit to the con
sum er will have to be shortened and 
a prom pt settlem ent of accounts' e s
tablished.

Take stock and see if you have any 
accounts that have been overlooked.

If a m erchants’ cash will allow, 
and he wishes to do so, he can ex
tend credit to the consum er with his 
own money, but it is dangerous to 
the extent of everlasting failure to 
extend credit to  the consum er with 
the w holesalers’ goods.

L ast of all, it m ight be the best 
th ing  if we take stock of ourselves: 
have we been thoughtful of our 
business; have we paid stric t a tten 
tion to details, have we considered 
our trade as we should, or in other 
words have we done all we could to 
bring  our business up to a standard

same. Keep eyes and ears open for 
new and better things, even if you do 
business in the “10-mile woods.”

E. W . Sweeney.

A business man—be he m anufact
urer, jobber or retail m erchant—in 

I order to achieve the g reatest success 
m ust concentrate his efforts. He 
m ust become a specialist in his line. 
In order to excel others in his chosen 
field he m ust devote m ore time and 
thought to his work than his com
petitors are devoting to theirs.

I t  takes more than pious wishbone 
to make moral backbone.

Wilmarth Show Case Co.
Show  Cases 

And Store F ixtures
Grand Rapids Michigan

We Want Your 
Business

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

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

Grand Rapids S h ow  Case Co.
Coldbrook and Ottawa Sts. Grand Rapids, Michigan

Branch Factory: Lutke Mfg. Co., Portland, Ore.
Offices and show room s under o u r ow n m anagem ent: 724 Broadw ay. N ew  York 

City: 51 B edford  S t.. Boston; 1329-1331 W ash. A re . S t. Louts.

The Largest Manufacturers of Store Fixtures in the World
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A F T E R  IN T E R E S T  IN SA L E.

Merchant May Well Enquire if Goods 
Give Satisfacticn.

Should the m erchant’s in terest in 
the goods he sells end when he pass
es them over the counter and re
ceives the cash in paym ent? W ith 
many m erchants it does. N everthe
less, individual retailers, here and 
there, have found—particularly in the 
handling of new lines of goods—that 
it pays to follow up their sales with 
enquiries as to results.

“I \  will look as though I were anx
ious ' you protest.

If your tone is anxious, it will look 
that way; bi t if your tone is inter 
ested, it will not even rem otely su g 
gest anxiety. There is a m ighty dif
ference betw ixt anxiety and interest, 
as big a difference as betwixt failure 
and success» In terest is what spells 
the success of a host of m erchants.

H ere, for instance, Grocer Jam ie
son has just stocked a new line of 
jelly powders. He sells some. Later, 
one of the purchasers drops into the 
store. Says G rocer Jam ieson:

"H ow  did you like that Blanko 
Jelly Powder? Mrs. So-and-So tried it 
and thinks it is just line.”

In nine cases out of ten the pur
chaser echoes “Fine!" In  the tenth 
case dissatisfaction openly- expressed 
may give the grocer a chance to ex
plain away some trivial difficulty in 
the preparation of Blanko and con
vert the purchaser into a perm anent 
custom er for tha t particular product.

W ith the small retailer it is that 
such enquiries can be most effectively- 
made, and will prove m ost resultful. 
Incidentally, he m ust be a m erchant 
who studies closely the goods he han
dles. People like to buy from a deal
er who has actually tried the stuff he 
recommends and can speak with the 
voice of authority  regarding methods 
of preparation and use. One man, 
m eeting a difficulty", will stam m er and 
refer to  the label on the goods. An
o ther m erchant, who has studied the 
product and its record among his cus
tom ers, will be able, after a couple ot 
leading questions, to  reel off expert 
advice. The difference between these 
two m erchants is one of application 
of self-inform ation and of memory. 
The custom er has a little niche in 
his kindly" recollection for the man 
who tells him —and tells him truly— 
that a certain class of cold m eat can 
be cut to best advantage with a 
knife slightly warmed, or that such- 
and-such are the proportions in which 
coffee should be mixed, or that the 
reason the furniture polish did not 
show off well was because the wrong 
sort of rag was used in applying it.

Custom ers now and then resent 
any after enquiry- on the m erchant's 
part. These are exceptions. The 
average man likes to think that he 
is an object of in terest to other men, 
and tha t the m erchant values his 
good opinion. It elevates him in his 
own eyTes; and the self-satisfied man. 
rightly  led, is usually- an easy buyer. 
Tickle him with a compliment, not 
too obviously, and he w-ill respond 
with a shekel’s w orth of extra trade

every now and then before he gets 
over the tickling.

Then, as for the w-arpy fellows who 
do not like you to enquire—if you 
are wide awake, you will speedily get 
next to them and save the trouble of 
enquiring. If you are not wide 
awake, you would never think to e n 
quire, anyway.

I t  is not just for the sake of a trifle 
of extra business, though, that the 
m erchant should find out what his 
custom er thinks of the goods sold a 
couple of weeks before. Such enquir
ies elicit a lot of worth-while infer 
mation.

W hen a m erchant decides w hether 
or not to re-order, he is largely in
fluenced, and the extent of his order 
is usually" gauged by the rapidity with 
w'hich the original stock went down. 
This indication is fair but not infalli
ble. A showy" carton may sell the 
first lot of a certain product; but it is 
actual merit, proven by experience, 
which brings the custom ers back to 
help clean out a second shipment of 
the same goods. A few judicious en
quiries, casually made, will help the 
m erchant to ascertain w hether the 
new line has “caught on,” and to w"hat 
extent it will be advisable to  restock.

Every- m erchant has, tucked away 
somewhere in his soul, a heartfelt 
ho rro r of the man with the kick. His 
horror of the woman with the kick is, 
if possible, even more appalling. He 
may try  to hide it, but somewhere 
there always crops up this y"ellow 
streak. Yet, although it may go 
against the grain, the m erchant with 
an eye to business, welcomes the 
kicker.

The custom er w ith a grouch who 
hastens off to im part it to the m er
chant is not a patch on the custom er 
who keeps his grouch strictly to 
himself and elevates himself, body 
and spirit, upon a m arty r’s pedestal. 
Take it that a grouch actually exists. 
W hat the genuine, unadulterated, si
mon-pure seller of good goods should 
ask and does ask is tha t the grouch 
be tro tted  w ithout a m om ent’s delay- 
right into the open where he can 
look upon it, examine it, size it up 
and finally shoot it all to pieces with 
a few well directed volleys of advice, 
explanation or comfort.

So, Mr. M erchant, ju st bait your 
little line with a question now and 
then and fish in the stream  of cus 
tom ers for grouches concerning your 
goods. You will not land many for 
you handle the right sort of goods, 
but you will be sure to  land a few; 
and, once landed, you will be able to 
train those grouches so tha t they will 
eat right out of your hand and come 
back for more, and more, and more.

T his does not mean that you should 
bombard Mr. and Mrs. Custom er and 
all the little Custom ers with a cate
chism every time they heave in sight. 
N ot by- a jugful! But it does mean 
tha t a little in terest now and then is 
relished by the ordinary man; like
wise, by the ordinary woman; finally, 
by the ordinary kid; and the greatest 
relish of all these is that of the kid. 
So pitch into the conversation ever 
and anon an interrogation point about 
the stuff you sold the week before,

or the little repairing job you did, or 
the plum bing stunt you pulled off, or 
the fine tailored suit you  put on. 
Custom er and family will tro t home 
with the im pression tha t you are be
hind the counter not m erely to sell, 
but to take pride in your goods when 
sold, and that you w ant them to make 
an A l showing. Therein Custom er 
and family will, I take it, be h itting  
the nail on the head.

V ictor Lauriston.

Retail Price of Meat.
If we are to believe the half of 

w hat is printed in the daily press re
specting the price of m eat we will be 
forced to conclude tha t the retail 
butcher is making so much money he 
will soon need a conservator to take 
care of his w ealth for him. A ccord
ing to these daily new spaper reports 
m eats have been going down in price 
from the w holesaler at an alm ost 
ruinous pace, w-hile the retailer clings 
to the old prices, getting  richer day- 
by day at a very great rate.

This 10 cent beef the daily press 
talks about is not the kind of beef 
tha t high priced steaks are cut from 
by- the ret liler. Native beef of a good 
class is w orth about 11 cents, and 
when the retailer sells the best cuts 
at a m oderate profit, he has left on 
his hands a lot of stuff that w on’t 
bring cost. In considering first cost 
from the w holesaler the daily new s
paper w riter proceeds with his story 
of trem endous profits as if there w-ere 
no waste. In  fact, some of them w rite 
as though there was nothing to a 
hind quarter of beef but choice por
terhouse steaks and sirloins. The re
tailer, however, knows tha t when he 
comes to average up all the pieces 
retailed from a hind quarter of beef 
he has for his labor and risk a very- 
small percentage of profit. So small, 
in fact, that the average retail butch
er m ust figure very- close to make 
both ends meet.

The difficulty- is tha t w-hen beef, for 
example, drops off a cent a great 
howl goes up as though the retailer 
should be expected to cut the price of 
his m eat more than 1 cent. Then 
when the m arket swings back no th
ing is said about the retailer putting 
up the price.

Meat, like o ther commodities, has 
its ups and downs. W hen it goes 
down the cry is raised against the re 
tailer. W hen it goes back and again 
drops off another and louder cry is 
raised. In  the end it is made to ap
pear tha t the wholesale price of m eat 
has been steadily reduced w-hile the 
retail price has rem ained stationary.

The tru th  is tha t m eat prices have 
been going up a little for the past 
tw o years, and w hatever of falling off 
there has been during the fall and 
w inter m onths am ounts to practical
ly- nothing. I t is a long time since we 
could buy num ber one native hind 
quarters for 10 cents a pound. This 
m eat to-day is w orth  11 cents. The 
difference in the retail price is about 
the same.

Pork has had more violent fluctua
tions. On the whole it is higher than 
it was a year ago, both at wholesale 
and retail. R ecently the price has

eased off a little, but not enough to 
w-arrant any great reduction in the 
retail price.

M utton is low er ju st now than it 
has been for some time, but the gen
eral average of prices for 1910 is 
above tha t of 1909. Retail prices have 
p re tty  well kept in line with the 
wholesale m arket, all the talk to the 
contrary  notw ithstanding. Poultry, 
eggs and bu tte r have all been lower 
in D ecem ber than they- were early in 
the fall, but the drop is small and 
has been fairly m et by the retailer.

The trouble during the past year 
has been tha t the consum ption was so 
g reat th a t the supply was hardly 
equal to the demand.

T h a t is all there is to the whole
sale and retail m arket prices. There 
are no artificial means being used by 
butcher or retailer to keep up prices. 
M eats are high from natural causes. 
Those who m ust have m eat may be 
expected to pay a price for it, made 
not by butchers or retailers, but by- 
the rule of supply and demand.

D uring the year to come those who 
are m ost com petent to express an 
opinion are quite certain tha t the 
present high level of wholesale prices 
will be maintained, w-hich means that 
the retailer in order to make a living 
m ust maintain the retail price.

The various German states main
tain seventy schools in horse shoeing, 
with courses of from one to six 
m onths.

Grand Rapids Electrotype Co.
1 Lyon S t .,  Qrand Rapids, M ich. 

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.

iewectjon ¡22P  I
I  p.v^G' y0B coni‘
m  erfybA'' plete Ironing Board

f  r and Clothes Rack. No
better sell)ugarticles

IRONING80ARD

QRAND RAPIDS 
FIRE INSURANCE AGENCY

THE McBAIN AGENCY

Qrand Rapids, Mich. The Leading Agency

rnflnr y o u r  d e l a y e d

I n n U L  F R E IG H T  Easily 
a ad Quickly. W e can tell you 
how BARLOW B R 05.,

Qrand Rapids, Mich

S a les B ooks SPECIAL OFFER FOR $ 4 .0 0
We will send you complete, with Original Bill aad Du
plicate Copy, Priated, Perforated aad Numbered, 5,000 
Origiaal Bills, 5,000 Duplicate Copies. 150 Sheets ol 
Carboa Paper, 2 Patent Leather Covers. We do this to 
have yoa give them a trial. We kaow if oace you use 
our duplicate system, you will always use it, as it pays 
for itself ia forgottea charges. For descriptive circular, 
samples aad special prices oa large quantities, address 
The Oeder-Tbomses Co., 1942 Webster Ave., Chicago.
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Use of Pitch Pine.
Products of the yellow pine fo r

ests have been a constant and increas
ing source of w ealth to  the Southern 
States since the settlem ent of A m eri
ca. N orth Carolina was given the 
nickname of the “T ar H eel” state be
cause of its vast production of nav
al stores early in its history. The nav 
at stores industry has followed the 
longleaf belt south and w est into 
every state and section, with the pos
sible exception of Texas.

The m anufacture and sale of pitch 
pine lum ber began with the develop
ment of the A tlantic Coast S tates in 
colonial days. In a local way it be
came an industry of considerable im 
portance in the Carolina«, V irginia 
and Georgia early in the nineteenth 
century. There was local develop
m ent also along the Gulf Coast and 
in inland sections.

N ot until 1880, with its trem endous 
increase in demand for lumber, were 
attem pts made to introduce this wood 
in the N orth. As with all o ther pio
neer movem ents, those who stood 
sponsor for the new m aterial met 
w ith m any discouragem ents. In view 
of its present domination in the m ar
ket and its w idespread use for al
m ost every purpose for which wood 
is employed some of the early ob
jections urged against yellow pine 
now appear amusing. Tt was alleged 
that it would not last, that it would 
not hold nails; would not take paint 
and would or would not do a great 
many o ther things, none of which was 
exactly of a com plim entary character. 
Some of the objections urged against 
the wood were the result of ignor
ance of how to m anufacture and han
dle yellow pine stock. The lum ber of
fered in the N orthern m arkets us
ually was very superior and the w ork
manship, as a rule, som ewhat infe
rior. A fter a demand had been estab
lished in the Central and W estern 
States operators began to improve 
their m anufacturing facilities and pay 
more attention  to curing and grading 
their product.

Yellow pine as a flooring and ceil
ing m aterial first secured recognition 
and approval in the N orth, it being 
dem onstrated tha t in such use it was 
superior to white pine, save where 
exposed to the w eather. In course of 
time builders began to ask for y e l
low pine dimension, boards and sid
ing and it very naturally  and quietly 
came into its own as a great struc
tural wood, the increase in produc
tion and the more extensive use being 
coincident largely with the decrease 
in supplies of N orthern pine stock.

Fifteen to  tw enty years ago the 
U nited S tates G overnm ent and some 
of the states were offering virgin pine- 
at $1.25 an acre. This was on the 
basis of 12^2 cents stumpage. Yellow- 
pine tim ber today is w orth $3.50 a 
thousand feet, with a premium of as 
much as $1.50 a thousand for that 
which is exceptionally well located. 
From  the high price of $5 a thousand 
values scale down as low as $2 where 
the stand is scattered and the tim ber 
is difficult of access.

Production has increased steadily 
during the last tw enty years. The cut

in 1899 was 9,659,000,000 feet; the pro
duction in 1909 was 16,277,000,000 feet, 
an increase of 69 per cent. T his is 
the to tal production of all yellow 
pine, including longleaf, shortleaf and 
loblolly.

In  gathering statistics no attem pt 
has ever been made by the Federal 
Bureau of S tatistics to  distinguish be
tween the different varieties. The 
tim ber in some localities is a mixture 
and, after the lum ber is produced, to 
determ ine the species from which it 
was cut would be impossible, save 
by botanical examination.

There is an u tte r absence of under
grow th. The ground is covered with 
a thin carpet of grass. The eye 
travels down a vista of gray trunks 
with here and there a glimpse of sky 
or the outline of rich green foliage 
F o r beauty or for utility  no other 
forest is like these vast stretches of 
unbroken tim ber grow th. The ease 
with which logging can be conducted, 
the fact tha t operations can be ca rr i
ed on throughout the year, and the | 
abundance of the supply of yellow 
pine have stim ulated production per
haps in g reater degree than ultim ate 
ly will prove benficial to  the welfare 
of the country. The low price at 
which yellow- pine has been and is 
now being offered has enabled pro 
ducers to  find new m arkets for their 
products and to  establish this wood 
in the favor of builders in centers 
which previously secured their sup
plies from o ther sources

D uring the last ten years stumpage 
values have practically absorbed the 
difference in the mill price of lumber. 
The census report for 1899 showed an 
average mill price of $8.46 with 
stumpage $1. The report for 1904 
showed an average of $9.96; 1906, 
$15.02; 1907, $14.02, and 1908, $12.66, 
present stumpage prices being $3.50. 
Yellow pine m anufacturers made a 
fair profit on their operations in 1906 
and 1907.

W hile for m any purposes the dif
ferent varieties of yellow pine are 
used interchangeably, each has its 
own special field wherein it ranks 
superior to  the others. Longleaf pos
sesses great strength  and durability 
and usually is specified where tim ber 
capable of resisting great stress is 
required. Rift sawed longleaf pine 
flooring has been a specialty of many 
producers since planing mills were 

j first operated in the South. As a 
¡paving block longleaf takes prece
dence over o ther varieties. Being 
treated  after having been cut to 
length, it is possible to secure satis
factory penetration of the preserva
tive.

An illustration of the use of long
leaf pine which shows its value per
haps more clearly than can be dem on
strated  in any o ther way is the fact 
that today it is employed alm ost ex- 

jclusively fo r pole stock, displacing 
ash and oak for such purposes — 
American Lumberm an.

A large deposit of high grade tung
sten ore has been discovered in the 
north of Chili.

Steel dies now are engraved by 
electricity.

Will H e Come Back? I up in the air. Keep your shoes shin-
W hen a man comes into you store j m g and your linen clean, and shave 

and asks for a certain article, and you j  every morning. Go back to your
youthful habits of personal appear
ance. Growing old? O f course,
you’ll grow  old so long as you insist 
on it. A nd if you insist on it to  the 
limit ano ther “old-young” man will 
step into your job some of these days 
ju s t your age in years, b u t alt spick 
and span and chock full of youthful 
habits. A man applied to me las t 
week fo r a job whom f took to be not 
a day over 38. He had a  b righ t eye, a 
clear complexion and was neatTy 
dressed. I  afterw ard learned th a t he 
was in his 5 ts t year. T h a t man su g 
gested this paragraph

w .  EL SwgCTICY.

No man w ho is not careftrf im lit
tle thrnars can be exnecterf ro be care-

Y o u r W aste In the W ay
Something; to Make Every Round of Yoor W aste Paper Bring V w

Good Dollars

T h e  
Handy  

Press

For bailing all 
kinds of waste

W aste Paper

Hides and 
Leather

j Rags, Rubber 

Metals

In creases th e profit o f  th e  m erchant from  th e  d ay  i t  im marodUeert. sizes. ?-few
SIS and 9*6 f. o. b. 3 miT rtapids. Send {Or illu strated  m rstos n e-

Handy Press Co. St-M d So. fonia Sr. Grand San*dbt

Get the

“Sun Beam" Line of Goods
For Fall and W inter Trade

Horse Blankets. Plash Robes. F ir  Robes 
F ar Overcoats F ar U se d  Overcoats 

Oiled d o t in g
^^ravenecre

Tranks Sm f cases sad  Bags 
G lo v e s  and M itte n s

These groods will satisfy year eassoRers and aa-
. . -crease your business. As« :or catasccxe.

I ......... ...... ...... ..m.- = - -—
Brown & Settler Co. Grand ftapids. H ick.

: I..................  ..............  ................ —.....

let him go out with the bald state- j 
ment, “W e do not keep it," w hat so rtj 
of an impression does he get of your | 
store?

Does he ask himself, "W hy don’t 
they keep it?” And then, if he pro
ceeds to answ er it, do you suppose 
the reply will be especially favorable ! 
to  you?

W ill he w onder if your failure to  
have tha t article is due to w ant of j 
enterprise on your part?

W ill he w onder why you did no t j 
offer to  get it for him?

W ill he w onder why you did not I 
tell him your reasons for not having 
it in stock? Have you put a hook 
in him with which to again draw him 
to  your store when he w ants some
thing else?

Growing Old.
So you think yon are growing eld | 

| do you? Stop it and think back
wards. Spruce up. C arry your head j
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Materials, Weaves and Designs in 
Fall Dry Goods.

The fashions in dress fabrics for 
next fall and w inter will favor a 
wide variety of m aterials.

Owing to the recent liberal con
sumption of velvets, they will un
doubtedly occupy an im portant po
sition next autumn. In  Paris vel
vets are enjoying their third con
secutive year of success, and this 
should further help them to gain a 
stronghold in this country. To the 
movem ent of plain goods we look 
for the addition of fancies.

The orders for velvets already 
placed by American retailers and 
jobbers to be delivered next fall are 
in excess of those booked one je a r  
ago.

Velveteens share in the popularity 
of pile fabrics. M erchants doing 
business in W estern cities where the 
vogue for velvets and velveteens has 
not yet made itself fully felt are 
preparing to place orders in plain 
velveteens and corduroys.

F urther evidence of the strength 
of velveteens is found in the large 
orders for future deliveries booked 
in M anchester.

Silk seal plushes and im itations of 
expensive furs wall continue in favor.

Coincident with the vogue for vel
vet has come the introduction by 
producers of French novelty dress 
goods of im itation velvet. The m ate
rial has a raised surface, simulating 
an uncut velvet. I t is made of soft 
wool and is about the same weight 
as velvet.

As showing the general tendency 
toward a continuation of soft effects 
in dress it may be said tha t for late 
w inter wear prom inent French dress
m akers are taking up fulled m ate
rials and allied soft weaves in a 
semi-rough surface.

A daptations of zibelines. closely 
sheared and having a panne finish, 
together with zibelines showing the 
long, lustrous hairs lying flat on the 
surface, will be offered. As such ma
terials closely approxim ate the m ate
rials now favored by leading French 
dressmakers, they should meet with 
favor as novelties.

I t is to be expected that domestic 
m anufacturers will strive for a sim i
lar touch and finish in dress goods. 
This will result m an increased use 
of dress fabrics made out of soft 
botany yarns, of which unfinished 
w orsteds are an excellent example. 
Some m aterials will be made of 
wool.

Tn our opinon the principal change 
in dress goods for street w ear will 
be the introduction of two and three

color novelties in Scotch effects. 
This m eans slightly heavier m ate
rials.

W ithout doubt piece dyes, which 
have been the principal m aterials in 
use for a long time, while being re 
tained as staples, will make room 
for a representation of modest fan
cies in the form of mixtures.

The tendency tow ard short jack
ets and som ewhat narrow  stra igh t
hanging skirts perm its of the in tro 
duction of slightly heavier m aterials 
for street wear.

The adoption this w inter of short 
jackets and som ewhat narrow  skirts 
by the exclusives in New Y ork and 
Paris will, we think, result in such 
styles gaining a foothold next win
ter with the masses.

Somewhat heavier serges are cer
tain to have a large sale. P roduc
ers, distributors and consum ers alike 
naturally associate blue with a serge, 
and as the blue series will hold first 
place in colors we look for their 
general adoption.

A t all fashionable gatherings in 
Europe and America last year navy 
blue serges were well represented 
and they will again have a strong 
following.

A part from any new and radical 
departure from  present accepted 
styles in New York tha t may be in
troduced, it seems certain tha t the 
present soft effects will continue in 
favor w ith the m ajority  of American 
women.

French m anufacturers of dress 
goods are of the same belief. In  ad
dition to the soft m aterials m ention
ed in the foregoing, producers of fine 
French m aterials are giving free rep
resentation to  soft and supple sem i
sheer m aterials on the eolienne or
der.

In  this connection it is to be no t
ed tha t the m aterials which simulate 
a soft satin in draping qualities have 
a satin finish.

A good sale is expected of com 
paratively light w eight wool and 
silk and wool m aterials for cos
tumes. and veiled effects should con
tinue in favor for afternoon and eve
ning wear.

Taffetas, cashm eres and poplin 
weaves wall be safe staples. W ool 
satins, in fine qualities, can be con
sidered a semi-staple for house 
wear.

In addition to being a staple for 
general wear, broadcloths wall be 
employed in combination wdth other 
m aterials, such as satins and velvets.

Plaid-back m aterials are to have a 
vogue for jacket suits and outer 
garm ents.

S tripes will have the call. Very 
small checks will make a gain. Mix
tures are to be favored. Indistinct 
plaids, especially for combinations, 
will be an incident.

T aking their cue from the present 
vogue of satins, wool and worsted 
m aterials for house wear will be 
given a satin finish. M aterials hav
ing a sem i-rough or fulled finish will 
have a place for m orning wear, and 
serges in raised weaves will be gen
erally worn. W om en having a serge 
costume in their w ardrobe will 
doubtless take up a m aterial having 
a fulled finish.—D ry Goods Econo
mist.

There is one bad habit tha t m ost 
of us are addicted to. W e talk too 
much.

The language of flowers is on tap 
when a barefooted boy steps on a 
thistle.

A good m any who are saying 
“cheer up” ought to cash up.

Behind it is nearly half a cen
tury of knowledge, skill, and 
reputation that produce better 
stockings than you can get at 
anywhere near the price.

Their beautiful lustrous fast 
color and long-wearing quality 
are demanded by millions of peo- 

le every year. This causes the

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

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

Grand Rapids, M id i.

big Mills to operate on such an 
extensive scale that a small profit 
satisfies them and us, and you get 
the benefit of a popular price.

L adies’
M en’s, C hildren’s

Sold by
P. S tek etee  & Son s

Wholesale Dry Goods 
Grand Rapids, M ichigan

Our Line of

Shirts
Is Exceptionally 

Good This Spring
Soft W e are showing about 30 patterns with collars at- 

Dress tached for men’s wear at *4  .50, about 25 patterns 

Snir .S with collars attached at $8 50, $9, $ 12 , $ 13 .5 0 , $ 16  50, 

about 25 patterns with cuffs attached, no collars, at $4.50, 

$6, $g, $ 12 , also a good variety for boys’ wear at $2 .25, 

$3 50, $4 and $4 50 per dozen.

Work W e offer about 75 patterns for men’s wear at $4, 

Shirts $4.25, $4.50, also an assortment for boys’ wear at 

$2 .2 5, $ 3 .7 5  and $4 per dozen.

If Either house or road salesmen will be pleased

Interested to show the samples. Look them over before 

placing orders elsewhere.

Grand Rapids Dry Goods Co.
W holesale Only

Grand R apids, Mich.
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Tables Instead of Counters. are, w ithout being influenced in any MtRmcry F o r Spring.

A radical change in the fixture way to  hurry  their decision, much In millinery c rcles it  »  »nfwrrpat-
arrangem ent of the dry goods de
partm ent in John W anam aker's New 
York store was made about a year

less being im portuned to  buy.
It is clearly recognized tha t a 

large share o f  the substantial gain

fed tha t large *  
[ flower trim m ings 
I T he advance me

se w] 1 In. î«|no -h

wftile they can
ago. Sufficient time has elapsed in made in the sales of the departm ent. ; not be accepted t  com plete tale
which to dem onstrate the wisdom of especially of high priced goods, du r 1 of a  season’s rrdfSse ry. bear m any
the change and to show the good 
points—and also the bad points, if

ing the past year is due to  the chang
es made in the fixture arrangem ent

j mark s th a t can 
[ fions or w hat r

be fa Iren au índica-

such there be—in the w orkings of and selling facilities of the depart lo t the hats now jeing exhibited show
the new arrangem ent, which has been 
looked upon as little less than revo

ment. AH this has been accom
plished, too, with fewer ra ther than

1 floral trim m ings 
N o t only wifi

of? VÍtried character.

lutionary when compared with the more salespeople I in the usual actrenter ¡ fashronc W
old order of things. A nother im provem ent that always 1 miffiaers will si low Ttore oem nafi- -or the -va»

W ith the new arrangem ent the appeals to  the m anagem ent of a sfy than ever in úng new oosi-
usual counters are entirely dispens store or departm ent is that, with the I .\n?*“vrï<2T vther 1 the' upright ifn the >e.ï
ed with throughout the various sec new arrangem ent, when Only a few laiärr^fte a r r » ^ ! 5Tent which was m-
tions of the dress goods d epart custom ers are present, the d epart [tiwiticeff !a«r m mmer wfîî evidently hsaorter*
ment. Even the continuous center m ent has the appearance of being I SCCWIBC flMMflp p,ufar. rretv with
aisle tables, as they are ordinarily 
arranged, are missing.

busy. instead of a row of idle 
salesmen, leaning against the fbt

1 «iff rswrtnrf’ zpïï&f 4 
ic*»cka#fe.

wbñ fc ifoe

Shelf fixtures, containing the [fares at either side, these salesmen, 
greater part of the stock, but all with the few custom ers present, are 
built quite low, border both sides [m oving about the departm ent, and 
of the extra wide aisles—or, more this interchange of positrons at va- 
properly, display and selling areas— rious points gives the casual behold 
within the present wash goods de- er the impression tha t the depart 
partm ents, the other sections of th e jm e n t is busy, even although few cus- 
dress goods departm ent being fit-jtom ers  are actually present, 
ted with similar fixtures. Such a layout as that of the Wan-

\bou t 3 feet of the shelf fixtures, am aker dress goods departm ent 
and extending at right angles there- would not be possible in many stores 
to, are a series of tables, each 2^ x r, and for tw o reasons: 
feet. These are m ostly placed from First. Most dress goods depart 
3 to 4 feet apart. In the rem aining ments are located on the street door 
floor space between the outer ends Df the building and where such an 
of these tables are numerous o ther arrangem ent would not be advisable 
tables of various sizes and shapes. Second. Even on the upper floors 
but none of them over-large. Some of mo?t 3tore3 tbe 3pace between 
are circular, a few elliptical and the the rows of post3/ or , npportir^  coj. 
rem ainder square or rectangular. | UTn„ s, j3 no t ^  and the narrow 

Ample space is allowed for cus- aisles between the fixtures could 
tom ers to freely circulate between i t weH be converted into the table 
these tables. Upon them the me*''I arrangem ent which has been strbstx- 
chandise is freely shown, but not in {tfted fo r the cour,ters m tb(. W ana-\ 
a stocky manner. Nearly every ta- maker store
ble has one or more elevated drapes, It ig anifoubtedly true, however, 
which not only show the goods in a that there are 3tore3 that could sub- ! 
most tempting way, but the « te n -  9titute the taHe arrangement for 
sive exhibit thus made presents an their pre3ent COTint<,r  Tayout. met- | 
interesting and attractive display and dental|y adopting some of the Wan-

Rough

and t

e concr 
owed rh

gives the entire departm ent a busi
nesslike appearance.

A num ber of tables are set apart 
for featuring certain special ideas, 
such as some particular make of fab
rics, unique design, new colorings 
or other style ideas of the new sea
son’s production. Many of the tables 
bear a neat show-card, mounted on 
a frame, calling attention to the sa
lient points about the fabric shown 
therew ith; also, in some instances 
giving the price.

The salesmen are scattered about 
the departm ent and are free to show 
the goods and make sales in any 
section thereof.

W ith these exceptional facilities 
for examining the m erchandise, and 
with many of the questions which 
custom ers are likely to  ask about 
tbe goods answered by the show
cards, not a few visitors, particularly 
during rush times, practically wait 
upon themselves. I t  has repeatedly 
happened tha t sales have been made 
with little or no attention from 
salesmen.

Custom ers appear to  greatly  ap 
preciate the opportunity  of circulat
ing freely about the departm ent and 
examining the fabrics at their leis-

am aker ideas, to  the gi 
tage of their business.

;a t advan -îhad

Did the R ight Thing.
“I hope it will be a long time be

fore I have such another test applied 
to  my honesty,” a downtown m er
chant rem arked, as he returned from 
waiting on a customer, relates the St 
Paul Dispatch.

"W hat was the trouble?” asked his 
partner.

“These near-wool suits An old fel
low came in just now and asked me 
the price of one.

“ ‘Seven do lla rs/ I told him 
“ ‘Speak louder!’ he said, holding 

his hand behind his ear So I yelled,
‘Seven dollars!’

“ ‘Eleven dollars! T oo much* I will j tic light brews 
give you nine!” he replied. | especially use

H is partner looked at tbe speaker | of cotton goo 
in alarm. j color of the

“Y ou—-er—of course, you did the | The best E 
righ t thing?” i price second

“I guess you can depend on me I the highest gi 
to do the right thing," was the | mg used sob 
haughty retort. Then he paused, j ot the finest 
“You’d better get some dollar bills jcially suitable 
when you go to the bank,” he re- j m g this proc< 
marked. “I just gave an old fellow | trve American 
our last one for change.” tfy used for m

direct fia 
tCtîfffÎlCîÎ
wafefs.

Althon: 
g reatest 
the worf 
staple is

knov
rath«

J I M
n  1 I t ;A PC dJLS'3*

Eg yptian Cotton.

H. A. Seinstiei m et & Co.
dtaorw A Ti

**Tfce Frat”
VOL M i H F > S  C L O T H E S

The JSas* W&s* km*w s 
W ea rs  M »Her- Ha*fe ' C lu tk J

: Aofll aô refiaiSEs * # 5#  aiow v -«efl säest. V 
mgfud iwwuefies wo/Z n*yiî*‘* ar * nm& arJÜ 
m t  s »  a t t t r  s e n ü t i W É t  « j y  a s y  s n a

.WBer. W att Sk Gmmtpamy 
F ra e  .'IiiI V  j  iter S ien
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»ns, ana at 
with silk I T * 0
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CRED IT, C A U SES AND R E SU L T S

Every M erchant M ust Face the H ard 
Problem .

Written for the Tradesman.
One of the greatest problems 

which confronts the average business 
man is that of giving credit. So many 
of his custom ers ask him for time 
after trading out a large bill of goods 
that he really thinks it poor policy 
to refuse credit and run the risk of 
losing their trade. Hence he finds 
himself giving credit to this one and 
tha t until, before he is aware of the 
fact, his tills do not contain cash 
enoungh to  m eet current expenses, 
while his books show outstanding ac
counts to  the value of a third or 
more of his business.

T he credit system  is a hard one to 
manage and no mistake. The m er
chant knows that he has some cus
tom ers to whom he would extend 
credit to his last available dollar with 
the assurance tha t the money would 
be forthcom ing when prom ised—if 
the man is alive and able to pay. 
T hat is onee point on which many a 
m erchant has lost out, the inability 
of the debtor to pay when p rom 
ised.

A large portion of the failures in 
business come from  the failure of the 
m erchant to  get his money on debts 
owing him when it was promised. 
Many a man faces ruin with the pos
itive knowledge that failure could be 
turned into success if only he could 
collect the money rightfully belong
ing to him.

In spite of this knowledge there 
are few retail m erchants who do not 
give credit. T hey may have started 
out with a positive determ ination to 
get cash for every article that left 
their shelves, but sooner or la ter the 
occasion arose which looked to them 
like an exception from m ost cases 
and they find themselves trusting  out 
a bill of goods, possibly for only a 
short time, but they have broken 
their rule and in the future it is 
much easier to gran t credit than to 
deny it.

Aside from the hard and fast prin 
ciple tha t “business is business” and 
must never be perm itted to mix with 
our finer sentim ents, there are occa 
sions when it looks like doing an in 
justice to deny credit. Tn factory 
tow ns and. in fact, to a certain de
gree in all towns, there are many 
people who draw their salaries week 
ly, fortnightly, or m onthly from 
w hatever employment they are en 
gaged in. These people often find i 
hard to pay in advance. Many of 
these w orkers have several beside 
them selves to  support and find it im 
possible to  put any money in the 
bank against the coming of the pro 
verbial “rainy day.” They depend up 
on the weekly7 or m onthly earning 
for the weekly or monthly suppor 
They usually ask credit, especially a 
the grocery stores, for w hatever 
period they m ust w ait for their own 
pay7. I t is never less than a week an 
rarely7 longer than a month. At least 
such were their intentions at fir

until next pay day starts  them  on a 
credit basis. All goes well for a 
while. Then the w inter fuel m ust be 
bought, some m em ber of the family 
falls sick and perhaps dies. All this 
takes money and lots of it. Then 
they m ust live all the while these 
things are happening, and before the 
m erchant is aware he has gone far 
beyond the prom ised credit w ith lit
tle chance of getting  it at once and 
a family still on his hands expecting 
food.

Such a case seems hard to turn 
away at first—how much harder is it 
when it has reached the stage we 
have suggested? To close dealings 
then will be to lose the debt at its 
present amount. The family goes to 
another m erchant, and, seeing but 
one side of the question, feels itself 
aggrieved at m erchant No. 1 because 
he m ust protect himself.

Such a family may be intentionally 
honest, but under the circum stances 
pictured it is simply impossible to pay 
anything on the standing debt and 
difficult to pay cash for present and 
future necessities. There are so many7 
other places where they can no t get 
credit, the physician and others will 
not do business w ithout the cash. 
H ence they save their cash for these 
people and expect credit from the 
grocer and m eat man who have sup
plied them the necessities of life on 
credit since the beginning.

Sometimes such people transfer 
their trade to another m erchant when 
they “get in” to a certain am ount or 
are asked to make payment. The m er
chant who finds a custom er doing 
tha t m ight as well prepare for one 
thing or another—m ark off the ac 

cunt as loss or use the harshest le 
al means tha t can be invoked to ac 

complish the desired result. Such peo 
pie are alm ost invariably planning to 

void payment. A milder form of 
such acts is found when a person get 
credit for small am ounts at one stor 
and, if in the meantim e he is able to 
pay cash for a few small article 
orthw ith goes to  a rival store with 
ffs cash. He reserves the one store 

for credit trade when the cash run 
out and chooses the o ther when he i 
ible to pay7 the money down. Thes 
>eople are usually honest, and th  
only7 disagreeable thing about them i 
the fact that a rival gets their casl 
trade after the credit m erchant ha 
carried them through close time 
W hen I have the cash to  pay 1 can 

go where I please. No one has an 
claim on me or my patronage becaus 
I give dollar for dollar.” This is an 
actual speech the w riter once hear 
from such a person. He did not say 
who had a claim upon his credit trade 

Some m erchants get dragged into 
giving credit through allowing short 
time as a special favor to certain 
trustw orthy  friends. One of thes 
trading thoughtlessly, tells the clerl 
to charge his bill of goods; or some 
clerk tells of the fact to  an outside 
friend, and it gets noised about that 
the m erchant is giving credit to a 
few. Forthw ith  a certain set who 
wish to  know why7 “their money is 
not as good as any7 one’s” at once test

they do not need it. The m erchant 
finds himself betw een tw o fires. If  he 
refuses the custom er will leave him 
because he has given credit to others.
If he does not refuse the asked cred
it—ah, if he does not—he has let 
down another bar and the opening is 
soon large enough to admit the en
tire public. H e m ust trea t all alike 
or expect to lose custom ers. W hen he 
grants the credit he has opened an
other door for possible bankruptcy.

I t  is hard to lay down a fixed rule 
governing credit. T here are times 

hen the granting  of it for a short 
time seems the proper course to pur
sue. Y et when once begun it is hard 
to tell where the m atter will end. I t 

better, far better, if possible to 
keep clear of it entirely. I t  is really 
better to  run the risk of losing one or 
two w rong-m inded custom ers in the 
beginning than to lose the whole 
business later. I t  is easier and better 
to  explain clearly your position on 
the credit idea to the first ones who 

sk it and then lose them  if they can 
not see the subject in the right light. 
The refusal of credit, perhaps to men 
of undoubted business standing, will 
deter and frighten many of the small
er “would bes” and make it unneces
sary to so refuse more than a few.

T he gran ting  of credit to w orking 
people between pay days is another 
phase of the question which is hard 
to  decide. I t  is much better for all 
concerned if the workmen could get 

little s ta rt and pay cash. The giv
ing of a special prize or a certain 
am ount of staple goods of the cus
tom er’s own selection from  the store 
will som etimes help to form the hab
it of cash buying. The m erchant can 
afford to give this if he receives cash 
for everything sold to that person to 

certain amount.
G ranting credit to railroad em

ployes is a solved problem  in m ost 
places since m any roads will dis 
charge an employe whose wages are 
garnisheed. Knowing this the em
ploye pays w ithout giving any one the 
chance to  begin legal process. Mer 

hants frequently seek the trade of 
ailroad men and extend monthly

credit easy. Sometimes the m erchant 
sees the m anagers of the factories or 
shops operating in his tow n and 
comes to some understanding regard
ing granting  credit to certain em
ployes. This is a good thing for all 
parties, since it makes things safer 
for the m erchant, insures the getting  
of necessary articles when required 
by the custom ers w hether m oney is 
on hand or not, and keeps the fac
tory m anagem ent inform ed as to its 
m ost trustw orthy  employes.

W hen a m erchant is satisfied tha t 
a man does not intend to  pay his ac
count if it is possible to avoid it, he 
should begin to do w hat is possible 
to collect it. A system  of collection 
le tters to be filled out and mailed by 
the m erchant, but appearing to come 
from a collection agency in a d istant 
city, is a m ethod tha t has been quite 
successful recently. There are usually 
three le tters in a series to be mailed 
to  the debtor at certain intervals. The 
last is prepared to im itate a legal 
docum ent and to many who do not 
read closely or do not understand the 
scheme it is a sum mons to appear 
and pay the debt before suit coin 
mences. A fter this le tte r has been 
sent and no reply received the m er
chant has two courses open: Drop 
the account and cross it off the 
books, or try  legal measures. If col
lection appears impossible or very u n 
certain under the laws of his state, 
he had better drop the account. If 
the laws are such th a t it is highly 
possible a shrewd law yer may col
lect som ething, place the accounts 
with him on a commission basis.

Many a m erchant loses on the cred
it system first or last, simply because 
he is afraid of hurting  some one’s 
feelings. This should not be. If  the 
debtor cares no m ore for his reputa
tion than to  persist in try ing to 
“stave off” an honest debt, it should 
not be the m erchant’s feelings that 
suffer. N othing short of experience 
will dictate the proper course to take, 
and, as we said before, there can be 
no fixed “cut and dried rules” govern-

credit, since few of them  care to risk | ing the subject. The m erchant shouh
discharge through failure to  pay their 
debts.

Some factories and shops have 
adopted similar rules and w7hen this 
is the case their employes find getting

always be on the lookout to  grant 
favors of all kinds just as far as lie 
can and not allow his own in terests 
to suffer m aterially by so doing.

C. L. Chamberlin.

The m erchant seeing the apparent 
reasonableness of credit to tide them | the m atter by asking credit when
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Try Ragtime on Your Rooster.

Is there an old rooster perching in 
a tree just back of your sleeping 
room? Do you w ant to choke off 
tha t unearthly crowing just as you 
are getting  a beauty nap about 5 
o’clock in the m orning? W ell, hero 
is an idea tha t you can try  if you can 
make the proper arrangem ents with 
the jan ito r or some other early riser 
in the neighborhood. And the best 
part of it all is tha t it probably will 
not make your rooster owning neigh
bor mad at all and you can sleep 
peacefully until the proper rising 
time.

H ere is the scheme. It isn’t patent 
ed, so any one can use it. Get an or 
dinary $10 phonograph and some rag 
time music rolls or disks and then 
just before daylight every morning 
have the jan ito r or the other chap 
that you have made arrangem ents 
with take the phonograph out into 
the chicken house or under the tree 
where his lordship perches and turn 
the phonograph loose. It need not 
sound so loud as to waken any one, 
unless it is directly under one’s win 
dow.

The phonograph music apparently 
soothes the riotous surging of the 
rooster’s blood and he becomes calm 
and peaceful and does not attem pt to 
crow or even chatter to himself. A 
phonograph is often referred to as 
a nerve racking instrum ent of to r
ture, but when the phonograph sing
ragtim e melodies to a rooster it not 
only soothes him but it quiets his 
nerves.

J. W. F. Hughes, form erly com 
m ander of the Kansas National Guard 
is the man who introduced the phono
graph as a nerve remedy for chickens 
in Topeka. Gen. Hughes is president 
of the Topeka Poultry association 
and the association held its annual 
show there. At one end of the hall 
was a big phonograph and it was kepi 
going all of the time. The roosters 
did not crow and the hens did not 
cackle when the music was on. Every 
one seemed to be attending to  his 
own business and not making any 
noise about it either.

It is a considerable annoyance to 
go to a chicken show and as one 
walks along the pens and attem pts to 
discuss the fine points of the different 
birds to find that one has to yell as 
if talking to a deaf person in order 
to make your friend hear what you 
have to say. The phonograph play 
ing ragtim e airs does the stopping 
of the noise effectually.

Gen. Hughes was out in Vancouver, 
W ash., a few weeks ago and he visit
ed a chicken show. He noticed the 
quiet of the big room where more 
than 1,000 chickens were on exhibi
tion. He asked about it and the pho
nograph idea was explained to him 
He came back to Topeka and instai 
led a phonograph in the Topeka 
show.

“The phonograph playing ragtim e 
music seems to soothe the birds,’’ 
said Gen. Hughes. “I t  not only stops 
the incessant crowing and cackling 
but the music apparently calms the 
birds so that they are not nervous 
yvith the crowds that swarm about

the pens and the chickens make a 
better appearance and are not flighty 
and nervous when taken out to r ex
amination and judging for points. 
The music not only helps the visitors 
at the show but it seems to  help the 
chickens."

If the phonograph ha s such 31 
soothing effect on the chickens in a 
show it seems reasonable to  expect 
that the music of a phonograph 
would likely stop the awaking and 
crowing of the roosters in the early 
m orning hours.

Dairy and Food Commissioners.
The annual convention of the 

State and National Food and Dairy 
Commissioners held recently in New 
Orleans, discussed every phase of the 
food law, the m anufacture of food 
products, labeling and contents of the 
package, was thoroughly discussed.

The resolutions adopted are in ac
cord with those adopted by the 
National W holesale G rocers’ Asso
ciation and the National Retail Gro
cers’ Association. The unanimou- 
sentim ent is in favor of the national 
law and all food laws in the different 
states conform ing to  the national 
law.

The question of net weight and of 
weight branding was also one of the 
topics which came in for a goodly 
amount of consideration.

The more thoroughly these ques
tions are discussed and the better 
understanding there is between the 
food commissioner, m anufacturer and 
distributers of food products the b e t
ter it will be for all concerned.

The disposition of the re ta ile r ever 
since the national food law has been 
in effect is to  w ork in Conjunction: 
with the food com m issioner to  tin- 
extent that the re ta ile r  would at ail 
times welcome the food com m ission 
er into his establishm ent and the

[ comm issioner in return gave the re
tailer such information as would en 

j able him to return  at once any goods 
that did not comply with the law re
quirements.

The following are some of the res- 
jolutions adopted by the convention, 
[ in which the retailers of the Urrft- 
1 ed States can m ost heartily concur:

“First. Resolved, T hat we are jrar;- 
j tied at the progress already made t > 
| secure uniformity in food and 'ru g  
! legislation, and urge that this assoeia- 
| tion use its best efforts to bring about 
[com plete uniform ity in all food and 
j d rug laws.

' Second. Resolved, T hat it is the 
[judgm ent of this Association that 
leach state should enact suitable V g -  
* Iation to  secure santtarv inspection 
I or all places where rood or drugs ar 
[prepared or sold or manufactured

“T hird . Resolved, T hat this 
[ ciatron favors the enactm ent by Con- 
j gress and various states of -t .vetgfti

| any such law be so framed as to 
j make fair and reasonable atlowauc * 
[ fo r the inevitable variations r »eight 
| e r  measure due to -hrinkage. evapor- 
| ation or other natural causes an I the 
| unavoidable slight variation- afrend- 
j an t upon weighing o r  measuring -rt 
[dividual packages, and that the in
terests
tu rers

have continuous!

The Varieties hr Cheese.

IT WILL BE YOUR BEST CUSTOMERS;
or some slow dealer’s  
best ones, that call for

HAND SAPOLIO
Always supply it and you 
will keep their good will.

HAND SAPOLIO is a specie! toilet soap—superior to airy ether hi t—nth.ii ways—hlicitr 
enough for the baby's skin, and capable of removing any state.

Costs the dealer the same as regular SAPOI IO *m>v efiewld he §mta at Iff en.<» per cake
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T H E  A N N U A L IN V EN TO R Y.

Study the Figures and Profit By the 
Story They Tell.

All over the country jobbers and 
retail m erchants are taking their an
nual inventory. This is a long and 
tedious job. I t is not only tedious to 
count the goods, but afterw ards to 
price them and do the extending. I t 
is work that requires much care and 
attention.

In  large jobbing houses this work 
is usually done under the supervision 
of the head buyer. Stock books of un
iform size are distributed am ong the 
various departm ents. Each of these 
books is numbered. Every employe 
who receives one m ust receipt for it. 
All the departm ents enter stock sim- 
ultaneously. At the end of the day s 
work these books are all returned to 
the head buyer. They are carefully 
checked off. Then they are put in 
the safe for the night.

Before the goods are entered in 
these stock books they have all been 
counted by the stock clerks in the dif
ferent departm ents. On slips of paper 
are entered the size and the quantity 
of the goods. One employe w rites in 
the stock book while another calls 
from the slip of paper. A fterwards 
the goods are recounted and called 
back. W hen the clerk with the stock 
book calls out “righ t,” the slip of pa
per is destroyed. Some jobbers enter 
the goods in these stock books just 
as they come in the stock. O thers 
w rite up the stock books in advance, 
entering the goods according to their 
catalogue. Then it is only necessary 
to fill in quantities, goods short being 
indicated by the absence of quanti
ties.

W hen the inventory has been fin
ished, when the long columns of fig
ures have been added up with the 
help of an adding machine, when bad 
debts have been charged off, when set 
tleinents with salesmen and house 
employes have been made, when de
preciation on fixtures and samples 
has been entered, when all the loose 
ends are in, then the general figure- 
are gone over by the chief accountant 
and one day he comes to the Presi
dent and hands him a little slip of pa
per.

This one sheet of paper, in concise 
form, tells the story of the year’s 
operations. I t  indicates the final re 
sults of good judgm ent or bad judg
ment, of good m anagem ent or poor 
management, of careful economy or 
wasteful extravagance. On this sheet 
of paper are shown the final effects of 
many causes. This sheet will be the 
cause of congratulations and felicita
tions or it will be read with sorrow', 
shame and consternation.

ing year. If  they are weak men the 
record will lead to crying over spilled 
milk, and, perhaps, to mutual recrim 
inations between partners.

If the results are unusually satis
factory the m anagers of a large busi
ness should rem em ber tha t there are 
peculiar and grave dangers tha t a t
tend prosperity. I t m ust be rem em 
bered every year can not, in the na
ture of the case, be a prosperous one. 
In  good times a wise m anagem ent 
will prepare for hard times. They will 
set aside a surplus. They will not 
unduly increase salaries. They will 
not declare all their earnings in divi
dends. They wdll be careful not to 
allow a spirit of boastfulness to per- 

ade the establishm ent. In  other 
words, when good statem ents are 
made there is danger of exaggerated 
cases of enlarged craniums. Many 
men in the business will arrogate to 
them selves the lion’s share of the 
credit for the good showing. W hen a 
business is unusually successful the 
handling of the organization, and e s 
pecially of the head man, becomes a 
problem of the greatest delicacy. E x
ecutives of big corporations have told 
the w riter it is much easier to handle 
a business in bad times than in good 
years, when the various heads of de
partm ents are inflated by pros
perity.

which happens for the time being to 
be depressed on account of general 
conditions, it may be a simple m atter 
for him to understand the tem po
rary unsatisfactory results. But if 
his own business is not successful 
w'hile he sees o ther m erchants all 
around him in the same lines who are 
prospering, then he should give the 
situation his m ost thoughtful con
sideration.

I t seems to us this m erchant’s in
itial thought should be w hether he 
himself is suited for the particular 
line of business in which he is en
gaged. Some men, by nature and dis
position, are not fitted for certain 
kinds of w'ork. F or instance, a man 
who has devoted m any years of work 
in the open air, such as a farm er, se l
dom makes a successful retail m e r
chant. No m atter how hard this man 
might struggle, all his training and 
all his tendencies would be against 
the making of success in a business 
of infinite detail, composed of many 
mall transactions. Such a man 
;hould honestly think out this ques

tion for himself and if he concludes 
he is not suited to the hardw are 
business he should lay his plans to 
dispose of his business or get out of 
it at the m ost favorable opportunity.

particular line of business is over
done in the town where he is located. 
I t m ight be well for him to consider 
shipping his stock of goods to some 
other tow n where there was less 
com petition and where his chances of 
success would be better. The editor, 
as a traveling salesman, knew of a 
num ber of cases of good m erchants 
struggling along year after year, 
making only a bare living, in a cer
tain locality, where the business was 
much over-done. On the o ther hand, 
he has known of some such m er
chants to pull up stakes and move to 
other places — frequently from  a 
large town, where there were many 
hardw are stores, to a sm aller town 
where there was less com petition— 
where they built up a satisfactory 
and profitable trade.

W hen it is seen tha t the business 
has not been successful then there are 
o ther problems for the executive. It 
is a question how much it is wise to 
tell the leading men in the house. 
Many men will do splendid work 
when encouraged by success who b e 
come u tterly  demoralized in times of 
disaster. N aturally, the executive of a 
business m ust not show’ any weak
ness. If he deems it w’ise to admit 
all the facts he must do so with com
posure. He m ust not go to pieces 
himself unless he wishes to com plete
ly disorganize his forces.

If a m erchant concludes he is 
adapted to the business, then if he 
is not successful, his next considera
tion should be his location. Is his 
location in town a good one? How 
much business does he miss by rea
son of his location? O r may be his

A fter location the next point a m er
chant should frankly consider is 
w hether he has developed his busi
ness along the best lines and so as 
to embrace the g reatest possibilities. 
H e should think out w hether he had 
devoted his own time and effort to 
his business or w hether he had neg
lected it. W hether he had given suffi 
cient thought and attention to the 
training of his clerks. W hether he 
had sat in his store and waited for 
trade to  come in, adopting w hat 
m ight be called a “passive” business 
policy, or w'hether he had been active 
and energetic in going out after busi
ness; in other words, w hether he had 
been aggressive in his methods. U n
der this head would also come the

In alm ost every business—even in 
a large business—there are two or 
three men upon whom the burden of 
the business rests. It would be wrell 
for these men to get together and 
talk over the year’s unfavorable re 
turns and decide just w hat announce
m ents should be made. Some of the 
strongest friendships betw'een men 
have blossomed at such times. The 
nerve and stam ina of men are tried 
in business just as much as they are 
tried in war, and a strong man shows 
his strength not so much in periods 
of success as w'hen he is stemming 
the tide of a losing battle.

If the showing is a good one those 
interested in the business will feel en
couraged to move forward with re
newed energy and enthusiasm. If the 
showing is a disappointm ent then the 
heads of the house m ust nerve them 
selves to accept the record with the 
best grace possible. If they are strong 
men the}' will determ ine not to  be 
downcast, but to do their level best 
to make a better showing in the com-

If the returns of the business are 
| unsatisfactory, then it is the part of 
! wisdom to  closely analyze all the 
| figures of the year’s work. A good 
] business man will not be afraid to 
I face the cold and disagreeable facts 
He should study these facts long and 
carefully. He should be especially 
careful not to  fool himself. He 
should frankly acknowledge to him 
self those factors which have been 

. the cause of his lack of success.
If the m erchant is in a line of busi

ness tha t has been successful, but

FANCHON
FLOUR
Has a State Wide 

Reputation

JUDSON GROCER CO.
Are Distributers

Grand Rapids, Mich.
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question of leaving his store and 
driving out into the country, v is it
ing his customers, advertising, w rit
ing letters to his customers, looking 
after his show cases and show w in
dows, and using all legitim ate means 
to a ttrac t trade to his particular store.

Among other questions to be de
cided should be the “turn-over” of 
the business. How many times do 
you turn your stock? If you are 
carrying too much stock for the vol 
ume of your sales—why? Are you 
buying too much?—that is, buying in 
heavier quantities than necessary. 
Every m erchant should rigorously go 
through his stock with this question 
in his mind. F or example, if you 
find in stock one dozen expensive 
pearl-handle pocket knives of the 
same kind, and you discover your 
sales on this knife are only a fraction 
of a dozen per annum, the question 
arises—why did you buy one dozen? 
W hy did you not buy a smaller 
quantity, even if you had been com
pelled to pay a som ewhat higher 
price?

I t  is a m atter of common criticism 
by expert hardware men th a t es
pecially in the larger class of retail 
stores—say stores carrying a stock 
of $10,000.00 and upward—there is a 
constant disposition on the part of 
the buyer to tie up his capital and re
duce his “turn over” by purchasing 
more goods, in quantity, than he 
needs. In such stores there seems 
to be a desire on the part of the buyer 
to strain for a lower price by pur
chasing an excessive quantity.

H undreds of successful retail m er
chants bear witness to the fact that 
as they became financially more in
dependent by reason of their pros
perity  they grew less careful in buy
ing and as a result at the end of the 
year’s business they found their net 
profits were not as large as they were 
in the early and struggling days of 
their business careers. This, in many 
instances, is the cause of careless 
buying—purchasing goods in larger 
quantities less often, instead of buy
ing them frequently in small lots.

Therefore, we would first recom 
mend to the m erchant whose returns 
the past year have not been satisfac
tory tha t he courageously analyze 
the year’s business with a view of 
arriving at the true facts. W hen this 
has been done, the next thing is to 
lay his plans definitely and clearly 
for the future. D on’t cry over spilled 
milk, don’t beg for the moon, but 
lay your plans to do things tha t are 
within your reach. I t is a good idea 
to write out your plans even if you 
do not read them to anyone else. By 
seeing your plans on paper you will 
fix them  m ore clearly in your mind 
Then, when you have adopted what 
you consider the best policy for your 
business, the first six m onths, patient
ly and insistently, day by day, carry 
out that policy.

Successful men do not drift. Those 
who drift with the current frequently 
awaken from their day dreams to 
find them selves in the whirlpool. To 
do business pleasantly and easily is

dangerous. You are oftentim es do
ing your best work when things seem 
to be coming hardest. T hings are 
hard because you are opposing your 
mind to unfavorable conditions just 
as an athlete strains his muscles 
against his opponent. From this very 
effort you gain strength.

W hen crystalizing the details of 
your plans it is well to talk over m at
ters with your partners and em
ployes. Invite them to  a free and 
frank discussion. Carefully consider 
their ideas. Ask for their criticisms. 
If you desire to carry out a certain 
plan, suggest your plan a little at a 
time. L et the conclusion of the m eet
ing be that you have all united upon 
a certain policy. If your entire force 
unite upon this policy then you will 
have their co-operation. The strong
est influence is the hidden influence. 
The power from an electric plant 
may light a whole city, but you can 
not see the power. The more expert 
you become in the handling of men 
the less art will be in evidence.—The 
H ardware Reporter.

W hat W ould You Think?
W hat would you think of a man 

who started out to sell subscriptions 
for a magazine, with a handsome 
premium, and who walked up to 
your desk and began telling you what 
a miserable magazine one of his 
com petitors was getting out—what 
an unreliable publishing house theirs 
was, what untrue and unreliable in
formation was published in their 
magazine—and in general devoting 
his entire talk to  knocking this com
peting magazine, never saying a word 
about the m erits or the attractive 
ness of his own magazine or about 
what he was trying to sell or about 
the handsome premium he was giv
ing with his magazine?

W hat would you think of such a 
man. W hy, you would think he was 
crazy. You would say: “W hat are 
you try ing to do, sell me your mag
azine or keep me from taking the 
other fellow's? If you have anything 
interesting to show me and tell me 
about w hat you are try ing to sell, 
get busy, but do not talk about that 
o ther fellow’s proposition all the 
time. Let him talk about that.”

Yet every once in a while we see 
a m erchant who is so stung by suc
cessful competition that he gives vent 
to his feelings in an advertisem ent 
entirely devoted to knocking his com
petitor.

W hat would you think of the man
ager of a theatrical company who, 
instead of devoting his lithographs 
to exploiting his attraction and pic
turing thereon in the most glowing 
colors interesting scenes from the 
play, gave every bit of space to p ro 
claiming w hat a poor show they had 
at some vial theater and to  advis
ing the people not to spend their 
money at that cheap, miserable place?

Think these things over if you are 
ever tem pted to devote any of your 
advertising appropriation to knock
ing your competitor.

The more you think of money the 
more you miss true riches.

Polly of W orry.
One of the best ways of showing to 

your own mind the foolishness of 
w orrying over troubles—even though 
they are real troubles—and allowing 
it to dwell on them until that arch
enemy, fear, enters in, where it should 
have no place, is to view them, in 
imagination, from a distance.

The weary wayfarer, plodding on
ward through the valley, can see only 
a little way ahead of him on the dis
mal road: he can see nothing but the 
thorns and brambles and trials and 
troubles through which he is fighting 
his way, and sometimes he rails into 
the erro r of thinking that there is 
nothing else ahead of him. But could 
he ascend to the top of the hill he 
would see the fair road stretching 
out far beyond him and know that he 
will soon be past the slough through 
which he is laboring.

So the traveler on life's pathway, 
beset by trials and troubles, may gain 
sure hope and consolation by ascend
ing to a mental height and taking a 
far survey of the road ahead.

T used to have an old friend who 
kept himself from w orrying over 
trouble* ' he had them, too) by say
ing: “Ten years from now that will 
all be forgotten." And there s a lot 
of com fort in that thought. It makes 

Jit easier to bear the burden*: it puts 
new strength and new hope into the 

I troubled heart. Look back over your 
life, at some of the hard times you've 

I gone through, some of the things 
that at the time seemed alm ost too 
hard to  bear: how little there realty 

; seems to them now: how beautifully 
you got through them So the pres
ent troubles, w hatever they are. will 
look quite easy a year from now.

Learn to say: “ It'll all come out 
righ t”—because it nearly always does 
you know.—Twin < ity Commercial 
bulletin.

New To Him.
The hobble skirt was being dis

cussed at the Colony Club in Xew 
York, and Miss Elizabeth Marhurv. 
the famous dram atic agent, said, with 
a smile:

“You'd think the hobble skirt had 
penetrated everywhere, hut listen

“In Camden the o ther afternoon a 
I young girl in a brown hobble skirt 
hurried with short, quick steps to i 

I football game. H er skirt was tight 
i enough in all conscience, but a nar
row black band encircling it just be
low the knees drew it still tighter.

“As the young girl tripped out 
Mickle street a coal heaver. laving 
down his shovel, ran after her.

“ Say. miss,’ he said in a low. con
fidential tone, yer belt’s -'lipped 
down.' ”—W ashington Post.

In these days we hear tales of men 
who have met with pronounced suc
cess w ithout devoting much thought 
or attention to  their factory or to 
their shop. W hen such cases are 
analyzed it is usually found there are 
exceptional conditions. Mow, as in 
the past, the man who is making the 
greatest success in his line of work 
is the man who is giving tha t work 
all of his time and all of his best 
thought.

W e W an t B uckw heat
I f  too have any buckwheat grain so s k i  [ 

either in bag lots or carloads w rite or wire I 
us We are always a the market and ran I 
pay you th e top price a t all times.

WATSON 4fc FROST CO.
O r and R a p id s . .W ell.

i Evidence
Is what the man from His- 
sonri wanted when he s a ü  
«SH O W  H E .”

H e was just tike tile  grocer
who bays flour—anliF the gro-
cer must protect himself as
veil as his customers and it is
up to his trade to  c:all for a
certain brand before he will
sfoclc it-

“Purity Patent” 
Floor

i s  sold under this auaranree
If in u ty  ame case ‘ Purity
Patent”  does trot give «aris
faction in a il ca ses fon €sm
return it and v e  wt'S reftwtii
yoar money ami imy jam
customer a supply of favorirt

er, m single sacit

“ P arity  P a ten t”

Halt t*3F
Gaaedi (*0mm Se üHKety Ca*

Are Y ou a 
Troubled Man?

We waiit  to  get: m roach
with groe »re
trouble in 
customer«

:he?r four

Io  well we offer a propose-
tion that will sureiy be wei-
eome for »ts result rs nor on br
píeased customers, bar a big re- 
ductfoti oí che ffour stock as 
weil.

A sk as what v e  do rn cases 
of chis kind, and how v e  hawe 
won tibe aoorovai and patrón- 
age oí fmndreds of addítioiraí 
deafers recen tlv.

The more cieariy yon State 
your case, rhe more arcurareiy 
v e  can entinte our metrhod of 
procedure. W r  re as roday i'

voterr i m ü V) co.
m m jh> M » » » . m ea .
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W O M A N S iW O R L D

“ Men Must Work and Women Must 
Weep.”

Written for the Tradesman.
I t  is a time-worn saying that "Men 

m ust work and women m ust weep.” 
Now the la tte r clause, at least as ap
plied to the present day and genera
tion. is fallacious. As a woman prizes 
her influence, her success, her own 
well-being and her power over the 
well-being of others, she m ust not 
weep, or only on rare and extraordi
nary occasions.

T aking the poets for it, one might 
think otherwise. The poets, by the 
way, have fairly outdone themselves 
on this m atter of tears. The entire- 
space of this article and of several 
such articles could he taken up with 
quotations from w riters of the high
est rank treating  in rythm ic accents 
of this very subject.

Campbell, in “ Pleasures of Hope,” 
boldly declares tha t “Beauty’s tears 
are lovelier than her smile.” No men
tion of the broken, sobbing voice, 
the swollen eyes, the shiny, crimson 
nose, the general dem oralization of 
appearance that inevitably accom
pany indulgence in tears: the sta te
ment is made unqualifiedly that 
“ Beauty’s tears are lovelier than her 
smile.”

How did the poet know this? W as 
it by personal experience with a wife 
who was in the habit of puckering up 
her face and crying when things went 
wrong? M anifestly not. A man with 
a wife given even to mild attacks of 
the snivels never yet became enthu- 
siastic over Beauty’s tears.

L ater I learn that Campbell's , 
“home was a happy one; the society 
in which lie moved was of the most 
refined and intellectual character and 
he enjoyed the personal friendship of 
many of his distinguished contem 
poraries. Ample leisure was afforded 
him to carry into effect any of the 
cherished schemes of his literary  am 
bition.” Ah, well! U nder such felici
tous circum stances he could well af- | 
ford to sit back and speculate about j 
Beauty’s tears or upon any other 
high-flown theme which might de
light his poetic fancy.

Even the m ost cursory reading of 
history shows that tears played an 
im portant part with the ancients. 
Men as well as women indulged in 
them freely.

There is the story of that wily old 
Spartan General, Clearchus, who, 
finding himself in a foreign land, his 
men in mutiny because they had been 
tricked, called a m eeting of his sold
iers and standing before them  wept 
for a long time. W hether it was the 
tears that did it or the stream  of

persuasive eloquence tha t followed it 
is hard to say. Anyway, he got his 
men talked over and they w ent on 
with him. Can we imagine Grant or 
Sherman or Dewey in any such p e r
formance? But history furnishes any 
num ber of instances showing tha t up
on occasion the bravest men of old 
wept copiously.

T ruly times have changed. In those 
ancient days, when a man could weep 
without sacrificing his pride or dig
nity, when a free-for-all howl seems 
to have been the regular and usual 
thing whenever their antique emo
tions became a little stirred up— 
surely no one could deny to woman 
her right and privilege to weep with 
the best of them.

Now that times have changed ana 
custom demands that a man never 
shall give way to his feelings in pub
lic, and rarely as possible in private, 
does not good taste and fair play re 
quire some approach to the same de 
gree of self-control on the part of 
women ? Can a woman, just because 
she is a woman, honorably attem pt to 
work her husband or male relatives 
by her tears?

Sometimes she may gain her point 
by weeping, as did the wife who 
wanted a gold watch and took to 
crying and kept at it until her hus-

No one w ants a woman to be a 
stoical, wooden creature who would 
not weep under any provocation. No 
one w ants her to have always the 
same rigid self-control tha t is expect
ed of a man, A woman should hold 
her etrtotiohs so Well in hand that 
she will not weep profusely except 
for good and sufficient reasons. The 
wise woman cries so rarely that when 
she does cry those about her sit up 
and take notice.

I like the story of those two R o
m an m atrons, Volumnia and Veturia. 
One Was the wife and the other the 
m other of tha t arch traitor, Caius 
Marcius, who came against his native 
city of Rome with an arm y of Vol- 
scians, and had advanced to within 
the fifth milestone of the city, disre
garding all the entreaties of his coun
trym en that he would spare them 
Finally his wife and his m other went 
out to meet him, and by their tears 
he was moved and w ithdrew the in- 

ding army. Plainly tears were a 
last resort with these women. Had 
they been in the habit of weeping for 
trivial causes, they would not have 
been heeded at this extrem e m o
ment. The modern woman may well 
profit by the august example of these 
dames of olden times. Quillo.

Sugar-coated fancies may be very 
well in pink periodicals for pale per
sons, but w hat m ost prospective pur
chasers of your goods w ant to  know 
is the facts about them  and the rea
sons why they should buy.

The best New Y ear’s resolution: “t 
believe in my home town and its fu
ture and I pledge m yself to do every
thing within my power to make it a 
better tow n.”

band, in sheer desperation, bought her 
the watch. A woman who acts like 
this simply relegates herself to the 
position of a spoiled chil 1 and will 
soon come to find that her tears are 
no more to her husband than any o th 
er salt water.

Every household has its times of 
trouble, when there is sorrow w ith 
in or business or other difficulties 
w ithout, and when good cheer can be 
m aintained only by brave effort, bol
der adverse circum stances nothing s-> 
disheartens a man and unfits him 

I for his struggle with the outer world 
as a gloomy, red-eved, weeping wife

Great honor is due the woman who 
keeps a brave face when things look 

I blue. I knew one such who, whe: 
quite young, w ent with her husband 
to live on a farm that was away 
in the woods. Away from kindred 
and friends and with no near neigh
bors, she became desperately hom e
sick. Sometimes she would indulge 
in a good cry when her husband was 
away at work, but always kept a 
brave face when “John” was about 
home. Of such stuff are heroes made 
Of course they came out all right. 
People who practice that im portant 
maxim of the true philosophy of life, 
“Learn to  smile w ith an aching 
heart,” always come out right in the 
end.

A fourteen story skyscraper plan
ned for Milan will be the highest 
business building in Southern Eu
rope,

W hen a man says women do so and 
so he screens his wife,

Sawyer’s 60 Ÿeari 
the People'è 

I Bholci.

C R Y S T A L  

See that Top q Blue.
F o r  th e

L a u n d ry .

DOUBI E  
STRENGTH.

S o ld  in
Sifting T op  

B o m .
Sawyer's Cry»- 

tal Blue give« a 
beautiful tint and 
restores the color 
to linen, laces and 
goods that are 
worn and faded

It goes twice 
me ter  u  other 
Blues.

Sawyer Crystal Blue Co.
88 Breeid Street, \

B O S T O N  •  -  M A S S .

Who Pays for
Our Advertising?

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

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

LOWNEY’S COCOA
AND

PREMIUM C H O C O LA TE for BA K IN G
AH LOWNEY’S products are superfine, 
pay a trood profit and are easy to sell.

Putnam’s
Menthol Cough Drops

Packed 40 five cent packages in 
carton. Price $1.00.

Each  carton contains a certificate, 
ten of which entitle the dealer to

One Full Size Carton 
Free

when returned to us or your jobber 
properly endorsed.

PUTNAM FACTORY, National Candy Co. 
Makers

GRAND RAPIDS/MICH.
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The American’s Home.

“Hello, Central! Give me H eave.i'” 
T hat is w hat the young man said 
when he installed the new telephone 
in the study and w anted to test it. 
A t once they connected' him with his 
home, and he found the instrum ent 
w orking to his intense satisfaction. 
And he had been m arried several 
years, at that.

The general level of the American 
home is p re tty  high, if we may judge 
by external signs of com fort—the 
average quality of the houses, foods 
tha t come from  all over the world, 
good clothes, schools for children, 
with text-books furnished free in 
m any places, large and attractive 
parks fo r recreation, or, be tter still, 
open country, and luxuries like the 
telephone in alm ost all homes, 
w hether in city or country. And if 
we judge by the sentim ents of orators 
and w riters, especially the apostro
phes of the poets, we m ay be led to 
imagine tha t Eden is bloom ing and 
even booming here in our country, 
'.he lost Paradise regained.

We certainly have a righ t to  be 
som ewhat com plaisant over our 
homes when we read about the 
homes of antiquity. W hen Mrs. 
W iggs was asked if she did not feel 
her privations she gave a good long 
list of her blessings and asked in re 
ply: “Ain’t you proud you ain’t got 
a harelip?” W e may be proud we 
are not a part of an old Roman 
home, for instance. To use a H iber- 
nicism, it would not be a home at all. 
The Latins had a w ord for family 
and one for house, but none for that 
som ething which a family in a house 
constitutes, which we call home. The 
family, w ith or w ithout children, plus 
the house, form  som ething called’ 
home—a thing m ore easily spoken of 
than described. W ell, the Romans 
had no word for that, because they 
had no need for such a word. And 
w henever we catch anyone try ing to 
reestablish such a domestic anachron
ism and m onstrosity  in our land and 
time it is taken in hand either by the 
W hite Caps or the bluecoats or the 
petticoats themselves.

It takes at least two persons to 
make a home, and in the Roman 
house there was only one, the man. 
The woman was not a person, in her 
own right, under the law. She could 
not intervene in the governm ent of 
the family. If one of the children 
wanted to  get m arried, her consent 
was not necessary. If her husband 
wanted to put her to death or leave 
her for a handsom er woman, he had a 
right to do so, w ithout legal process 
or prejudice. Seneca speaks of his 
friend, Macaenas, as having married 
a thousand times. He was certainly 
living up to his privileges. And 
Cicero, the ideal o rator, repudiated 
his wife T erentia, in order to escape 
from  his creditors, by using the 
m oney he would get w ith his new 
wife, Publia, and he afterw ard re
pudiated her. A fter awhile they im
proved the laws a little, by having 
w hat they called free m arriages, 
som ewhat like the trial m arriages we 
have heard about.

I t  could not be a real home when 
the children had no righ ts which the

father and m other were bound to re-1 
spect. A defective or g-'rl baby was 
usually exposed or abandoned or 
killed. Sometimes, when the father 
was away, the m other .would be too 
tender-hearted to  kill the child and 
would abandon it. The abandoned 
children were usually left at Vela- 
brum, near the city, and those who 
were childless would som etimes 
watch for the castaways, pick out 
one and adopt it. The rest of them 
went to the w itches or the slave 
dealers or wild beasts or birds of 
prey. T hat same wise and noble 
Seneca said it was not anger but rea- 
son to  thus separate the useless from 
the sound. If we were hunting for a | 
home in Greece we would not fare 
any better, even where esthetic and 
intellectual culture was the very high-f 
st. T here was purity  am ong the 

I women of the early Germans until the 
Romans took them over, but even 
there the wives were . bought and | 
could be sold and beaten at pleasure. 
T hey w ere slaves, kneeling at their 
m asters’ feet, while they ate, and al
ways doing the drudgery work.

And we can easily study our way 
back to  the barbaric days when E ng
land was alm ost as innocent of 
homes. T he legal existence of the j 
tw o was m erged in one and the man 
was tha t one. He could elope with I 
another woman and not lose his righ t I 
over his wife’s property, though she j 
had no such liberty. One case is on I 
record where a father took his chil
dren away from  a blam eless wife and 
put them  in charge of his guilty part
ner. T he English got those fine 
am enities from their Scandinavian 1 
ancestors, but reason and religion 
gradually w rought a thorough revo
lution.

But we can find homeless millions 
righ t now, by taking a tou r into some 
very accessible Asiatic countries. In  
India the girls are m arried at 5 and 
6 years of age, and are hopeless o ld ! 
maids if they pass 12 w ithout m arry
ing. W hen they become widows they 
are turned out, and in China they be
come slaves to  the husband’s rela
tives. In Africa a man may be seen 
on his wife’s shoulder, being carried 1 
by her across a river or through the 
mud. One woman in China said she I 
was sure her husband had’ really 
adopted the Christian faith - because 
he had stopped beating her and he 
also allowed her to  eat at the same 
table with him. And when a China
man surrenders his divine righ t to 
beat his wife there is som ething! 
radically the m atter w ith th a t China
man. One Hindu said th a t all the 
priests could agree on one proposition 
—the sanctity  of the cow and the de
pravity of woman. W e are glad we 
can trace the recent upheaval in T u r
key to  some women of our country 
who had’ gone over there and estab- 
lished schools and taught a genera
tion of girls w hat life means and 
w hat home means. T hey say th a t a 
true American home planted in any! 
of those A siatic countries is an ob- 
jec t lesson th a t is a revolution in it
self.

T here is space left to speak of two 
facts about the American home. One 
is th a t it is safeguarded by ju s t and

2 9

generous laws. The reason for th is I Si 
is tha t the people them selves hold in i <ft 
their deepest consciousness and con- f j> 
victions the sentim ents th a t are es- i . 
sential in the home, and the legisla
tures and courts have given them 
what they were taught by the  home i”
to  give. Etrery child is guaranteed
protection against b n itaf treatment.
so is ever woman, so is every man.
if he shottld need su<ch protec:tion.
The state re serves the righ t to take
away any m em ber of 1:he family thus
m istreated

A nother Let is that the Arne:riean
home has he en the mo st pow erftrf i
stitution i:n generatin 'r tides of pa-
triotism  ané education and in €Oti-
serving th e treasures *>f religion I t
has felt t v need of sc hoofs, and , txn-
der urgen t h«f>me se n t» îenis, the tead-
ers have grme forth to found and
fashion educational agencies to assist 
the home in its nurture of the young. 
T he home, ra th e r than the state has 
been the nursery of patriotism , as 
m others have taught and fathers have 
showed their children how to  live for 
the land they love. And religion’s 
m ightiest work has Deen done in aid
ing the home in its sacred’ tasks.

And tw o very hopeful signs encour
age us. ( >ne is tha t the psychologist 
has invaded the home. He is study
ing the institution as a whole and in 
detail, especially m others and boys. 
T he great in ternational home con
gress, ju s t held in Brussels, helped. 
The children’s exhibit on home con
ditions, now being prepared by some 
men and women in Mew York, will 
help some. The o ther sign is that 
m ovem ents a r starting  in the home 
for self-inspection and self-rectifica
tion. I t  has got as far as the m other 
and we have m others’ clubs. Mext 
we m ust have fathers’ clubs fo r the 
study of the whole situation. W e 
have boys’ and’ girls’ clubs, but no 
sons’ and daughters’ clubs as yet. 
These will come next. «

W om an as a Shopper.
“If women bought only what 

set out to  buy there would be £< 
departm ent stores,” said the h 
m anager as he watched the ebb 
flow of the tide of shoppers in a s 
Mew York dry goods estahlishn 
H e summed up in a sentence the : 
of mind that has made the w 
many sided science of merchandi 
fo r the sex possible. In the profit 
encouragem ent of the feminine 
ing instinct lies the secret of the 
cessful conduct of a vast part of 
retail business in the U nited St 
because the average woman not 
shops for herself, but, by reaso 
her position in the household, si 
for the entire family, husband c 
included. The w inning trade ap 
must be to her. A. T. Stew art 
cognized th is m any years ago, foi

ne sell 
The

îm peratnent ei 
m sactron. A 

buy somethin 
lows ru s t w ha

land;
isy.

The Popular 
Flavor

Belter T an 
Uaple

te Lméb differ u
ML

"ME C3ESCEW
se a i nws t on s  ««9k

FOOTE A  JE N  ICS' COLEHAN’S -
T erp eirefess flight C law

L em on  a n d  Y'anilla
W rite  fo r  o a r  ‘ ‘P tsisotio«  O ffe r'1 shas com bat*  " T s e ts r y  s& ffgmtty” r - n r r n f  zMmt 

on g e ttin g  Calemmm'm E x tra c ts  from  yo u r iobtain® n m c e i >r ■— i wifa»; t im e t  so

FOOTE *  J E W S ,  Jacks« « , flffcfc.
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TW O IM PO R TAN T DECISIONS.

Supreme Court Rules on Carrier’s 
Liability.

The United States Supreme Court 
in W ashington by a recent decision 
affirms the constitutionality of the 
Carmack am endm ent to the Hepburn 
rate law, whereby the responsibility 
for loss of, or damage to, freight m 
transit is placed on the initial car 
rier.

The case in question was an ap 
peal, carried from the Circuit Court 
of Georgia by the A tlantic Coast 
Line Railroad, against a judgm ent 
given the Riverside Mills Co., hold
ing the initial carrier liable for dam 
ages to a shipm ent incurred upon a 
connecting line.

Iti the argum ent before the Su
preme Court some tw o m onths ago 
the D epartm ent of Justice took 
practical charge of the case and tiled 
an elaborate brief in support of the 
constitutionality  of the law.

The decision is unanimous and u p 
holds the G overnm ent’s contention 
at every point.

The Court holds that railroad com-
panies can be required to issue
through bills of lading fo r shipments
to all points where through rates and
routes are in effect, and the initial
or iss uing carrier can legally be
held 1iable for damages sustained on
any of the •onnecting lines. Offi-
cials i>f the D epartm ent of Justice
and of the In ter-state Commerce
Commission are said to be greatly
please d at th e outcome of this liti-
gation as it definitely settles this
much mooted question of initial car-
rie r’s liability The upholding of the
law i looked on as of the utm ost
im portance, as it greatl v simplifies
the c ollectioi of claims for goods
lost c>r dama ged.

The Supreme Court in another re
cent [ecision sounds whiit is believ-
ed to be the death knell of the trad-
ing stamp business, so far as the
I ) i stri ct of Columbia is concerned.

Thi s tradii g stamp question had
lain t lorniant in W ash ington for
many years until about two years
ago, when a prosecution was insti-
tuted by the Corporation Counsel 
under the D istrict’s gift enterprise 
law. The lower court at the first 
hearing sustained the validity of the 
business. On appeal by the D istrict 
to the Appellate Court this decision 
was reversed and the case, about six 
weeks ago, was finally brought b e 
fore the Supreme Court through an 
application for a w rit of habeas cor 
pus—the agent for the defendant 
companies in the meantime having 
been convicted and sentenced to three 
m onths' imprisonment.

The decision just rendered holds, 
in substance, that the only question 
before the Court in consideration of 
the habeas corpus proceedings was 
w hether or not the gift enterprise 
act in question was constitutional and 
w hether or not the inhibition therein 
contained was w ithin the pow er of 
the Federal Congress t > enact. Jus
tice Hughes, who read the decision, 
declared th a t both sections of the

gift enterprise law are constitutional, 
and tha t the operations of the trad 
ing stam p companies properly come 
under tha t law, and finally tha t the 
Police Court has jurisdiction in the 
case and can convict.

T he trading stamp companies must 
go out of business in the D istrict of 
Columbia as a result of this decision 
by the court of highest resort. The 
question has been finally and definite
ly settled and the elimination of this 
factor in the business of W ashing
ton will, undoubtedly, result in a 
great benefit to the m erchant and a 
corresponding benefit to the con
sumer. As a result of this decision it 
is believed tha t in o ther jurisdic
tions where the courts have perm it
ted the trading stam p companies to 
operate, statu tes similar to those in 
force in the D istrict of Columbia will 
be enacted, containing the prohibi
tions which are upheld by the Su
prem e Court.

Savings Banks Universal.
Postal savings banks now exist in 

m ost countries, including Russia, 
where they were established in 1880. 
They have been in operation in E n g 
land since 1861, w ith a success that 
is a ttested  by the increase in the 
num ber of depositors from 7,239,761 
in 1897 to 10,692,555 in 1907. There is 
due B ritish postal savings bank de
positors $787,500,385, or approxim ate 
ly three times the am ount on de
posit at trustee savings banks; al
though it is not much more than 
half the deposits of the savings banks 
of New York State.

Postal depositors here will receive 
in terest at the rate of 2 per cent., as 
against 2y2 in England. All deposits 
arc w ithdrawable on demand, with 
interest, and are exchangeable in 
sums of from $20 to $500 for United 
States, bonds of like denomination, 
draw ing in terest at 2}/2 per c nt. In 
cities possessing well-established sav
ings banks under state supervision, 
depositors will naturally  show a p ref
erence for these, as paying a higher 
rate. But in rural districts and com
m unities devoid of such facilities, 
postoffice banks should furnish an 
added incentive to save.—New York 
W orld.

Parcels Post.
A fter several long years of inces

sant w arfare against parcels post car
ried on by the retail in terests of the 
U nited States, and at a time when 
they had alm ost become discouraged 
through the knowledge of the fact 
tha t o ther and larger in terests would 
be fully as much affected but never 
seemed to have taken any part or 
thought as though they had cared 
w hether parcels post became a fact 
or not, there springs into existence a 
combination of large m ercantile 
houses who have just realized tha t 
there is some danger of a parcels 
post becoming a fact in the United 
States.

The retailers can take courage in 
the belief tha t with the assistance of 
these organizations which are known 
as the American League of Associa
tions a parcels post bill will not be 

j passed w ithout the prom oters of this

bill m eeting a foemaii w orthy of his 
steel.

If the Retail M erchants’ Associa
tion of the U nited States have failed 
in anything it is that we have not 
opend up a w arfare against the ex 
press companies.

W e have studiously protested 
against any parcels post legislation 
and have succeeded in creating a t r e 
mendous opposition to anj- legislation 
along these lines.

From  now on, however, we must 
link our forces with the American 
League of A ssociations and use 
every influence at our command to 
bring about an enquiry in regard to 
the express rates and the cost of do
ing business by the express com pan
ies. W e will not go to  the extent of 
saying tha t the express rates are too 
high, because we do not know this 
to  be a fact and we can only guess 
tha t such is the case; which is not a 
proper position for us to take. H ow 
ever, let us at once bring to bear all 
our influence on this question and to 
urge tha t the In ter-s ta te  Commerce 
Commission take up this m atter im
mediately and if it is shown that the 
rates are too high, revise them. If 
not w ithin their pow er so to do they 
should recommend to Congress at an 
early m om ent a bill which will give 
them the right to so regulate express 
lates.

I t  affords us much satisfaction to 
note the num ber of protests against 
parcels post tha t are continually be
ing received by m em bers of Congress 
from all sections of the U nited States.

These petitions will have effect and 
it would be well if each state secre
tary  would see to  it tha t these peti
tions be kept continually arriving in 
W ashington from some part of their 
state.

This session of Congress will last 
about ten weeks longer and during 
those ten weeks we should be con
stantly  on our guard, w atching every 
move tha t is being made by the p ro 
m oters of this system.

W hile we keep no lobby yet we are 
in constant comm unication with 
W ashington and are im mediately in
form ed when any bill is reported  out 
of com m ittee for final discussion and 
disposal by the m em bers of Congress.

John A. Green, Secretary.

M U N I C I P A L  B O N D S
To yield

From  4% to  5%%
E. B. C A D W ELL & COMPANY 

BANKERS
Penobscot B ldg, Detroit. M ich.

Kent State Bank
Main Office Fountain St.

Facing Monroe

Capital - • - $500,000
Surplus and Profits 225,000

Deposits
6 Million Dollars

HENRY IDEM A . . .  President
J. A. COVODE - - Vice President
J. A. S. VERDIER - - Cashier

3fc%
Paid on Certificates

You can transact your banking business 
with us easily by mail. Write us about 
it if interested.

Child, Hulswit & Company
BANKERS

Municipal and Corporation 
Bonds

City, County, Township, School 
and Irrigation Issues

Special Department 
Dealing in Bank Stocks and 

Industrial Securities of Western 
Michigan.

Long D istance Telephones: 
C itizens 4367 Bell Main 424 

Ground Floor Ottawa Street Entrance
Michigan Trust Building 

Grand Rapids

Grand Rapids 
National City 

Bank
Capital $1,000,000

Surplus and 
Undivided Profits 

$350,000

Solicits Your Business

Capital

$800,000

1 T M E —

r  O LD  ^
N A T I O N A L

L. B A N K
1 N 2 1  C A N A L  STREET J

Our Savings Certificates

Surplus

$500,000

Are better than Government Bonds, because they are just as safe and give you 
a larger interest return. 3)4 % if left one year.
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T H E  T R A V E L IN G  A U C T IO N EER

How Other Cities Deal With the 
Itinerant Merchant.

Periodically, New O rleans and o th 
er cities are beset by what is known 
as the “fake auctioneer," who, an itin 
eran t traveler, makes the circuit of 
the country, selling off everything 
from  fake jew elry to so-called con
demned arm y equipment. T hat they 
seriously im pair the business of legiti
mate dealers is as obvious as it is un
fortunate—so much so tha t in num er
ous* cities he finds such a sultry wel
come from  the police and license col
lector tha t he either gives it a wide 
berth or flits away between suns 
About the only advantage they pos
sess is t6 give a tem porary income 
to some vacant store property, and 
the public a chance to get a genuine 
bargain now and then. As a rule, 
however, the bargain is the other 
way, and the public is buncoed to a 
“fare-you-well.” The question of how 
to dispose of this gentry is a m ost in
teresting  one, and some weeks ago 
the Progressive Union wrfcte to a 
dozen or more cities of the U nited 
States asking how they handle the 
problem. T heir answ ers are various 
and illum inating, and for the benefit 
of ourselves and other comm unities 
are set forth  as follows:

From  Milwaukee, J. A. Fetterly , 
secretary Retail M erchants’ Division 
of the M erchants and M anufacturers' 
A ssociation, advises tha t his division 
has beecn successful in practically 
cleaning Milwaukee of this class of 
trader under city ordinance and state 
laws recently  enacted. T his class of 
auctioneer is known as the transient 
m erchant, and is required in Milwau
kee to  pay the sum of $20 a day. Be
fore this is obtainable, however, he 
m ust pay into the state treasury  the 
sum of $75. T he state law provides 
for a maximum sum of $25 a day to 
be charged by cities. The transient 
m erchant, w ithin the m eaning of this 
act, is designated as “one who en
gages in vending or selling m erchan
dise a t any place in the state tem po
rarily, and who does not intend to 
become, and does not become, a per
m anent m erchant of the place.’” This 
is go tten  around in many instances 
by the transien t m erchant engaging 
the services of a resident m erchant 
or auctioneer.

Secretary E. M. Clutch, of the K an
sas City Cham ber of Commerce, ad
vises tha t K ansas City is not much 
bothered by this kind of concern, 
though the only license is $150 a year 
for auctioneers.

Carl Dehoney, assistant secretary 
and m anager of Cincinnati Industrial 
Bureau, w rites tha t there is a state 
license of $25 a year in Ohio, and that 
a deposit of $5,000 m ust be made 
with the secretary of state to serve as 
a bond.

From  Indianapolis, W. E. Balch, 
m anager of the M erchants’ Associa
tion, w rites th a t the itinerant m er
chant m ust pay license of $25 a day 
to  the state, in addition to which $25 
a day m ust be paid to  the city. Mr. 
Balch says tha t they are considering 
seriously amending the state law and

making it more strict, but even as it 
is it has proved a valuable asset, in 
tha t it has cleaned out, alm ost en 
tirely, this class* of m erchant.

Secretary G. R. Babcock, of the 
Dallas Cham ber of Commerce, says: 
“ In regard to  the protection of re 
tail dealers against* the fly-by-night 
auction-houses, will say we are not 
tro u b led . here by tha t class of con 
cern. W e have laws covering auction 
houses and fire sales under this class 
which requires them to  pay a tax of 
$50 per month for the first month, 
with graded tax on the sliding scale 
for perm anent concerns.”

J. V. Beckman, m anager Retail 
M erchants’ Association, Louisville 
advises tha t when the itinerant mer 
chant reaches that city the association 
advises the authorities and a license 
ranging from $250 to $500 is exacted.

Secretary W . G. Cooper, of A tlanta 
Cham ber of Commerce, advises that 
A tlanta makes the itinerant merchan 
pay $200 per year, even if he stay 
only one week.

W allace G. Nye, comm issioner 
Commercial Club, Minneapolis, w rite- 
tha t to receive a license a man must 
be a resident, m ust give a bond of 
$5,000 and pay a fee of $2,000 a year 
This, he says, effectually prevents the 
outsider, or itinerant m erchant, from 
coming in and auctioning off good- 
brought with him.

In  Denver much the same condi 
tion exists, and the laws prevent mer 
chandise auctioneering of any kind. 
Mr. T horndike Deland, secretary of 
Cham ber of Commerce, writes tha t ir. 
Denver their Jew elers’ Comm ittee, by 
persistent demands, prevailed upon 
the city authorities to take this step

Secretary Adolph Boldt, of Hous 
ton Chamber of Commerce, advises 
tha t tha t city is not infested with the 
fly-by-night auction concern.

J. H . Johnston, m anager Ohlahoma 
City Cham ber of Commerce, advises 
tha t the auctioneer license is $50 a 
year, and his statem ent is unique in 
the fact tha t it says: "O ur greatest 
protection in the past has been that 
we have no t had a vacant building to 
be secured for love or money." This 
certainly is a m ost enviable condition 
The tax  is graded down to $25 for 
six m onths, and $7.50 per day for ten 
days and $5 per day for additional 
time.

Secretary and General M anager \ \  
F. Saunders, St. Louis Business 
M en’s League, says: "This is a diffi
cult m atter to  regulate, and I think 
the business concerns who are hurt 
should have the responsibility of 
w atching and pro testing  to  the license 

j com m issioner or o ther city official 
who issues licenses. W e minimize 
the num ber of these operators by 
w arning the license comm issioner, 
and now and then we have prevented 
the issuing of a license to  concerns 
intending to  open auction shops for 
the sale of jew elry, etc.” Mr. Saund 
ers makes a request for a comparison 
of notes on this m atter, as does Man
ager J. S. W arren , of Memphis Busi
ness M en’s Club. “ Memphis is sim
ilarly afflicted,” said Mr. W arren, 
“and our legitim ate m erchants are 
casting about in search of means with

| which to  com bat this grow ing evil. [
I but so far. I fear, w ithout success ] el 
I The license here is extrem ely low an4 it 
[is ra th e r an invitation for tem porary ft 
{visits from tem porary m erchants i j a 
j would be greatly  obliged it you worth! j e: 
[give me the benefit of any informa- 
[tion you derive from your investiga t . 
I tions with o ther cities "  | f-
| Chicago has, perhaps, the most ti 
[stringent regulation of all, as the It- oi 
{cense fee is $360, according to  our in- I 
¡form ation from William A. Gibson, i 
I executive secretary of the Chicago, S r, 
{Association of Commerce, w h o  ad- I 

[vises tha t no license will be issued for j ,y 
t any less time than a year o r for any j .• 
less fee than ?3GO ft will He seen by ; x  
the above tha t Chicago. Minneapolis. t 
A tlanta, Indianapolis and Milwaukee 
impose the highest license, and are, ! _ 
perhaps, the best protected of any.

The city of New Orleans is ¿n the i 
same deplorable situation as some I 

[o thers, in th a t there are no laws ap- ! H. 
[plying directly to  the so-called t r a n -} .* 
[sient m erchant. As a m atte r of fact.
| there is no city ordinance imposing i 
[license tax on auctioneers, o r those -> 
[w ho confine them selves strictly to the ai 
[auction business. U nder a state stat- 
ate  these la tte r are required to take 5 

[out an annual license from the audit ; 
o r of public accounts, authorizing'j - 

[them  to  do business. They m ust also [ j 
| furnish bond in the sum of JflbyWSO* and | 
[com ply with o ther regulations pr - 
[vided by said statute. W here an auc- j * 
tioneer, in addition to his business as j * 

j such, sells goods for his own account I * 
[he is liable for a license as a retaill®  
J dealer. The so-called transien t mer- I 
|chant or auctioneer would either have ¡j 
to comply with the sta te  law relative [I 

¡to auctioneers o r pay a license as a l l  
¡retail dealer. T he license fo r a retail jJ 
I dealer ranges from $5 a year to $3.500 i 
a year, according to  the am ount o f | |  

¡sales. T he $5 tax is imposed when j | 
the gross sales are $5,000 o r less, $10 j| 
is paid when the gross sales ar* 
$15.000 and more than $5,000. And fl 

W hen the gross sales are $15,000 o r [I 
more and less than $20,000 the license [j 
fee is $15. Such sales rarely exceed [I 
$20,000, and. therefore, the transient I 
m erchant would have to pay local [I 
license of only $15 as a general max- [ 
imum.—New O rleans Picyaune.

How To Keep Trade at Home.
J. Bowman, of Flora, III., gives [_ 

some of the methods he uses to hold . 
his trade, as follows: |r

1 . Join hands with the jobber. 1
2. W e handle one line of private I 

I brand of edge tools, cutlery, etc.
3. Goods well displayed in w alljl 

j and showcases.
4. A ttractive window displays 11 

, changed every th irty  days. All goods j 
m arked in plain figures— ‘make a si- ¡ 
lent salesm an.” O ur windows sell I i 
goods every day.

5. Personal advertising with p len -jl 
ty of enthusiasm. Get a mailing lis t;I

[of all rural routes in touch w ith your 
home city. W ork in harm ony with j  j 
your jobber. U tilize all advertising!, 
m atter offered by him. O riginate a ¡

I few ideas yourself. A dealer in on |
| the ground should know w hat takes j j 
[best- 'I

in

rder hotxses.

ns. which 0

Wm

rreixnon.

1911 Motor Cars!
Oakland

H. P  —j: cylinders—}i oco I
Sr,ooG .

Franklin
Closed Cars. Trucks, i,$ to v  I 
H . P .—4 and ô cylinders— I 
$£,950 to  $4.500

Pierce Arrow
Cars. Town Cars 56-48- 66 H 
H .—six cylinders only—§5,8=0 | 
to $7 ,200.

We always have a few good bargains [ 
in secondhand cars

A D A M S & HART
4 #  V. Mi isios Sr. Q rum tt <?apids JK cft [

Mica Axle Grease
Reduces friction to  a minimum.

and harness. It: saves horse cu
ergy. It tncreaises horse power.
Pur up in r and 3 Lb. tin, boxes.
ro, 15 and 25 lb. buckets and
kegs, half barrel:s and barrels.

Hand Separator Oil
Is free from gum and is anti- 
rust and ann-corro*ve. Put up 
in 1 and 5 gallon cans.

STANDARD OH CO.
fra n i tapMa. fk b .

^ ____ I



32 M I C H I G A N  T R A D E S M A N January 18, 1911

Building a Successful Shoe Business 
by M odern Methods.

Introduce in your advertisem ents 
some feature tha t will always rem ind 
the man of you, some style of com
position, a distinctive type, a special 
type, the store name,
constant feature that win mcuuiy i space

would ask it just one-half as earnest
ly, with half as many reasons why 
that article should he purchased as 
a book agent gives, you would be 
astonished w ith the results.

“W hy do the departm ent stores
in tact, any advertise all the time, using large
will identify space? Is it to keep their names

the advertisem ent. This will be of before the public? No. Every adver-
additional value—general publicity— tisem ent m ust pay7 for itself in sales, 
tha t in the end will bring in alm ost i t  is not always a ‘bargain’ sale either, 
as many, if not as many dollars as m erchant’s advertising space
the reading m atter part of the a \e* should be used freely to clear stock, 
tisem ent. and .keep it clear. The general pub-

\ \  hat to  Advertise. jjc js jusj as sm art as any sm art
“ Never advertise just to till my j m erchant and it is not a wise plan to

space.’ See that you offer goods that I delude vourself with the idea tha t vou
are seasonable and reasonable.

"M any m erchants have the mistak- j 
on idea that, in order to get results 
from new spaper advertising, it is 
necessary to offer goods at cut prices. 
You know any fool can give goods 
away' for nothing, but it takes a sales
man to sell a lot of goods at a good 
price. Advertise seasonable goods

can put your spring goods away until 
next spring, or. worse yet. keep them 
kicking around the store a year and 
have the public believe they are the 
latest thing. The public does wanl 
the latest thing and even the man or 
woman who is so busy farm ing or 
clerking or banking that he or sh 
really doesn’t know w hat the latest

and then tell about them so attract- | things are, does find out some way 
ively that you will make the buyer J which m erchant has the reputation of 
feel that they are a necessity—then keeping only the dow n-to-date stock 
the public will buy. State the price. I t is a m ighty bad thing for you to 
Even if your price is high, state it- have people saying. ‘Yes, Jones is
The public is willing to pay a fair nice fellow, but you see the same old
price for anything it wants, but it things in his store all the time.’ I
m ust know what that price is. say, get rid of the old stuff at any

“Describe the articles you rliter as price—just as soon as it begins to
interestingly as possible and try  to get passe, offer it in an advertisem ent
suggest uses for them .” and cut it a li ttle—-if it doesn’t sell

“There are three human character 
istics tha t you can play upon to ge 
results from advertising—personal
vanity7, curiosity and avarice; play7 to 
these

at tha t it is a sure sign you have kept 
t I it a good deal too long, and you had 

better take the axe to the price witl 
a vengeance. It is w orth less every

three gods of human destiny day you keep it and you had better
id your harvest will be rich. sell it before the sheriff does it for

“D on’t w orry about your com peti
tors and, above all, never m ention 
o r refer to them in any way in your 
advertising. Spend all your advertis
ing money advertising yourself. R e
m em ber every knock is a ‘boost’ when 
you try  to  knock your com petitor in 

our advertising.* I t is poor policy 
and bad business.

“ If your com petitor forgets h im 
self so far as to  knock you or to 
bring out a sale of goods similar to 
those you are offering at apparently 
less prices, don’t change your prices 
or the policy you have laid out. If 

ou really are blanketed, as will occur 
occasionally, put on another sale at 
once and advertise it next day w ith 
out a w ord of explanation or refer
ence. If the o ther fellow starts  an 
argum ent about it in his advertising 
space, chances are the people will 
come to your store to see if he is tell - 

g the tru th  and, seeing your sale, 
will try  and w'onder w hat the other 
fellow is talking about.

“Every employe in the store 
hould be forced to  read every adver

tisem ent and to be well posted on the 
items advertised, the prices at which 
they are offered and the location of

the stock in the store. I t is of no 
use to  advertise an item, have people 
coming in to enquire about it and 
have some w eary sales person queer 
it all by not know ing w hat you are 
advertising or w here to find it. It 
is absolutely necessary for every sales 
person to be posted on all goods men 
tioned in advertising because people 
will be sure to think you are adver
tising just to draw  them  in and then 
will not furnish the goods at the 
price (even though the price be regu
lar) if the sales person is ignorant.

“W ork your show window in fiar- 
m ony w ith your advertisem ents. 
D ress your window with advertised 
goods. A lady reads of your offer of 
skirtings this afternoon. Tom orrow  
she steps down street shopping. She 
forgets your offer for the m om ent 
though interested. Your display 
brings the story back again to her

/ a t ?
Leading Lady 

Fine Shoes 
For Women

S a tis fy  th e  T rade

MICHIGAN SHOE COMPANY
146-148 Jefferson Ave. D ETR O IT

Selling Agents BO STO N  RUBBER SHOE CO.

Esago
T h e  Shoe T hat N eeds N o  Breaking In

“Study your com m unity and keep j >ou- 
in close touch w ith the trend of the “State your location in every adver 
times. By so doing you will be able tisem ent. Even if you have been at 
to talk to the people in the language the same corner for many years, don’t 
they will understand. forget there is a new citizen born

“Be just as careful about your ad- every minute and his m oney is just 
vertising copy as you are about buy- as good as anybody’s money, 
ing goods. You wouldn’t lay in a 
stock of high storm  boots for Easter, 
neither would you advertise rubbers 
during a drought.

"But I hear some man say: ‘The 
shoes I sell are just as much in sea
son one time as another.’

"Again, in selling staple goods 
always bear in mind tha t m any a man 
will get along with the same old 
shoes, shabby though they be, until 
he perchance sees himself in all his 
shabbiness. Hold the m irror up to 
the people.

“ If you gentlemen who are doing 
an honest, legitim ate business, dollar- 
value for-everv-dollar, would ask the j them, and is going to buy them, you 
people to buy some particular thing j have made a sale. T hat mental pro- 
each day through the newspaper a n d ‘cess is going on every day here

“New people come to town every 
day and they buy goods. They may 
read your advertisem ent on the way 
in and wonder where you are. Even 
some from o ther tow ns may have 
overlooked you for years. D on’t let 
any get away.

“The retail m erchant can get re 
sults from his advertising space by 
advertising advertised goods.

“Remem ber this, a sale is never 
made over the counter—it is made in 
som ebody’s brain. Just the minute 
you have convinced a man tha t he 
needs your goods, and m ust have

And feels fine when the foot first goes into it. The soft 
and extra durable upper means foot comfort and service 
satisfaction from the first day on through the many months 
of wear until the finish. Made Blucher and Bal cut men’s 
and boys’, two colors, chocolate and black.

I

R indge, Kalmbach, L ogie & C o., Ltd. 
Grand Rapids, Mich.
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mind and helps to complete the sale.
It is well to have a supply of tags 
“As Advertised” in stock and attach 
them  to goods m entioned each day.
It helps to educate the public to look 
for goods you advertise.

“W om en read advertisem ents— 
every word— no m atter how many 
words you crowd in—provided you 
talk shop all the time, talk it interest* 
ingly and give prices. Therefore, 
when you w rite copy for women 
w rite it interestingly and write in de
tail. Illustrations appeal to women. 
So do bargains. Not long ago a man 
in R ochester discovered tha t his wife 
had nearly filled the guest chamber 
with packages purchased at bargain 
sales but never opened. The woman 
did not need any of the goods evi
dently, but simply purchased for the 
love of bargain hunting.

“ Men do not read so many adver
tisem ents as one m ight suppose—the 
women read them  for them. There 
is, of course, the man with no female 
to  buy for him. He can be reached 
through the new spaper but the adver
tisem ents should contain as few 
words as possible and should in ad
dition to the price give strong sug
gestions as to the increased personal 
appearance, com fort and enjoym ent 
to  be had or money to  be made. Man 
is a selfish animal. Reach him 
through his stomach, his pocket or 
his vanity.

“There is probably no line tha t can 
profit more quickly and more direct
ly by the use of new spaper space 
than the exclusive dealer in footwear. 
The dealer in ready-made footwear 
has as his possible custom ers a m a
jority  of the population from early 
childhood to  the last days of their life. 
The shoe m erchant should keep the 
fact in mind, however, that the buy
ing pow er of any individual is not 
measured by the purchase of a single 
pair of shoes, but by the num ber of 
pairs purchased in a year, times the 
years of the m an’s life, and he th e re 
fore can afford to spend more money 
to a ttrac t a custom er if he knows that 
he can deliver satisfactory value to 
him and retain his custom than al
m ost any other dealer in merchandise. 
A m an is m ore apt to be loyal to  his 
shoe dealer if satisfied than to almost 
any other m erchant, and the volume 
of each purchase is sufficiently great 
to make it possible to  spend money 
to get the first purchase. For that 
reason the shoe m erchant should be 
one of the m ost consistently regular 
advertisers in the daily newspaper.

“ I have left the m ost im portant 
thing in advertising to the very last 
because I w ant you to take away 
with you the strongest possible im 
pression of tha t one essential thing 
in advertising—absolute, unwavering 
plain-spoken honesty.

“ W ithout it all advertising will fail 
You can fool some of the peoph 
some of the time but not enough to 
pay. R ight here is where many an 
unskilled storekeeper has won out in 
his advertising over a be tter educat
ed rival, for he has been honest with 
the public; he has told the tru th  abou 
th e  goods he has to sell in his own 
clum sy way and the public has be

lieved him. Remem ber this, though— 
he told his story and he kept on tell
ing it until everybody had heard it.

"The greatest trio  of m erchandis
ers tha t ever came down the pike arm 
in arm are advertising, honesty and 
perserverance.” L. B. Elliot.

An Era of Unexpectedness.
The past few seasons in the shoe 

trade m ight be said to  have formed 
an era of successful accidents. By 
this term  we refer to such episodes 
as the unexpected success of freak 
styles in m en’s shoes and in a less de 
gree the tem porary vogue of unusu 
al new m aterials in women’s shoes.

Bronze kid, satin, etc., in w om en’s 
street shoes were experim ents that 
were entered upon doubtfully. These 
shos, however, were swiftly taken up 
by the public. The m aterials are not 
adapted to the making of shoes for 
street wear. This is self-evident, or 
at least it ought to be. W hen the 
public become satisfied of that fact 
they will drop such m aterials as 
quickly as they took them up.

The dealer has been sorely puzzled 
by the addition of these and other u n 
usual m aterials, and has been at a 
standstill to  know how to  gauge his 
future orders. Tt is evident from the 
present outlook that the coming year 
will see the same problem staring  
him in the face. It is a problem that 
is as old as the shoe trade. The ques
tion is how to maintain an array ot 
seasonable new things to offer the 
public w ithout thereby crow ding sta 
ple shoes into the background and 
crowding older novelties onto the 
bargain table.

W e believe there should be free 
and candid co-operation on the part 
of m anufacturers this season, in o r
der to help their custom ers decide 
just this question. In offering a 
shoe tha t is purely a novelty let its 
character be thoroughly understood. 
Do not load up a custom er with nov
elties beyond any reasonable estim ate 
of his pow er to  handle them in his 
community. On the part of the re
tail dealer there should be recogni
tion of the passing character of a 
novelty style, and recognition also 
of the fact that a novelty shoe always 
ought to bring a novelty price, in its 
first run of success, so as to be able 
to  clean up and come out whole in 
closing it out.

Every man thinks his own busi
ness is the hardest and has the most 
perplexities. W e believe any unpreju
diced observer would say tha t shoe 
m anufacturing and shoe retailing at 
this day are at least not am ong the 
easiest of trades. They do have diffi
culties, both numerous and serious. 
There is one consolation, neverthe
less, to any man who has a hard posi
tion to  fill: if it were not hard to  fill 
perhaps he would not have it at all; 
some cheaper man of lighter weight 
would be in it instead of himself.

W e sincerely tru st tha t the coming 
year will solve some of the difficul
ties before both branches of the 
trade, and we wish success to  both 
good shoem aking and honest shoe 

I selling.—Boot and Shoe Reporter.

Our Bertsch Shoe
During 1910

Replaced a Lot of High Priced Lines in 
Many a Store

Indications already point to a record 
breaking year daring 19 1 1 .

Dealers are recognizing them as the 
thoroughly honest shoe. They know that 
when a pair is sold it means a customer 
satisfied and that he will be back for an
other pair when next he needs footwear.

Our salesmen will show you the new 
lasts when they call or a card will bring 
samples.

They W ear Like Iron

Herold=Bertsch Shoe Co.
Grand R apids, M ich.

A R C T I C S
For the heavy snows and cold weather 

which we shall no doubt have during the 
next two months, warm footwear will be 
in great demand You should have a 
good stock of

W om en's, M isses' and C hildren’s

2-Buckle Arctics
We carry all sizes in both

Glove and Rhode Island Brands
and your orders will be promptly taken 
care of. If in need of any other warmer 
rubber , write us. We can supply you.

Hirth-Krause Company
Grand Rapids, M ich.
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T H E  SU R V EY O R ’S YAR N .

How the Stranger Saved Ike From a 
Thrashing.

Written for the Tradesman.
“Ah, Mr. T ripod, I am glad to see 

you. W here have you been keeping 
yourself for the past six m onths?” 

Havens, the grocer, drew a chair 
from under a table and told his friend 
of compass and square to sit down. 
“You do not seem to have your in
strum ents with you to-day; not here 
to  do any work, eh?”

“W ell, not this trip ,” returned the 
surveyor. “I am on my way home 
from attending the Civil E ngineers’ 
m eeting in the southern part of the 
State. I do not get there very often; 
had a good time this trip  and feel 
rested and ready for business.”

“ I don’t suppose you have much 
of that in the w inter tim e?”

“N ot as much as formerly, when 
the woods were full of lum ber jo b 
bers. I get some to do before the 
snow gets too deep, as it is now. 
Probably T shall not do much until 
spring opens.”

“You m eet a good m any queer 
ducks in your business I take it?” 

“T hat I do. A surveyor’s life leads 
him into strange places, queer com
pany" and som etimes into real danger 
T got into a nest of hard citizens 
once, some years ago, way up at the 
jum ping off place. Tt was cosm opoli
tan all right enough; men from every 
walk in life, from every state and 
from every civilized country on the 
globe.”

“I should like to hear some of your 
adventures. T rade is very poor to 
day; we are not likely to be disturb
ed. Y our train is late, so you have no 
excuse,” and the grocer settled him 
self in his chair, offering cigars.

“W hat, don’t smoke?” exclaimed 
the surprised merchant. “Beg yout 
pardon, I forgot. Of course T ought

me on nettles for a short time and set 
the goose pimples to rising, so to 
speak. I had got to a lum ber camp 
late in the evening, tired, wet and 
hungry. I never thought much about 
the units of tha t camp until, while 
eating, I caught the glow of a pair 
of keen, snake-like eyes fixed upon 
me. N aturally I shifted my position 
a little in order to avoid those scin 
d ilating  sparks of m alignant fire.

“ I t  was not long before the owner 
of the eyes had shifted, too, so that 
he was again boring me w ith his 
black orbs. I got up nervously and 
went outside. W hen I returned there 
at the man w ith the ugly counten 

ance, his eyes at once peering at me 
with a keen, curious stare tha t set 
my nerves tingling.

"The possessor of the wicked black 
eyes was a Kentuckian. I learned aft
erw ard that a K entuckian ran the 
camp, and tha t this man was his 
son. W hen time to retire came there 
were not enough bunks to  go around 
so I was asked to share the one oc
cupied by the man with the uncanny 
eyes. 1 would not show that I fear
ed the man by a refusal, so occupied 
the outside half of his bunk.

“The boss, father of my bunk 
mate, slept in an adjoining room 
Now, sometimes, when I am unusual
ly tired. T do not sleep well. I t  was 
so on the present occasion. I was 
overtaken about midnight by a very 
severe case of nightm are. I dreamed 
that I was having a fight w ith nr. 
bunkmate, who had assaulted me 
with intent to comm it murder.

“W ith a m ighty yell I sprang u p 
right and awoke. I had my hands 
clutched in the long hair of the K en
tuckian, half dragging him from the 
lied. Let up, let up, you thunderin’ 
fool!’ yelled my victim. A t this I 
heard a stir in the next room  from 
which proceeded a stentorian voice 
erving:

I should say you had,” agreed 
the grocer.

“ I stood back in the corner by the 
eady to repel the enemy. ‘L et me 

at the scam p!’ growled the big boss, 
as he came into the room, swinging 
his black-snake. ‘I ’ve stood about 
11 of this I am going to. A good 

th rashing will break you of such 
yellings in the night tim e.’

‘I yelled for the boss to  stand 
back, at the same time waving my 
staff. H e was not looking at me but 
tow ard his son, who sat now on the 
edge of the bunk, looking as flaber- 
gasted and silly as any man T ever 
saw. H is wild eye was as tame as 
a calf’s just then, and he seemed 
completely cowed.

“Keep off, keep off,” I warned 
the big Kentuckian. “I ’ll fight like 
a nailer if you dare touch—”

“ ‘W hat’s tha t?’ snorted the boss, 
half tu rn ing  to look at me. "I 
should think you’d be the last man 
to kick when this cussed yeller is 
going to get his deserts. My Ike 
has the habit of yellin’ out in the 
night, w akin’ everybody up. 1 have 
prom ised him a lickin’ for it and 
now you stick up for him !’

“I began to pro test and explain 
T o my surprise I soon learned that 
it was not me the old man was go 
ing to annihilate, but his son, whom 
he accused of breaking the cam p’s 
rest by yelling out in his sleep. By 
intuition I grasped the situa tion -- 
my bunkm ate was the one against 
whom all the groans, th reats and 
anathem as had been aim ed; he was

the villain the boss m eant to flog, 
innocent as a lamb although he 
was.”

“ I suppose you enlightened them 
as to the true situation. Mr. T ripod?” 
suggested the grocer, grinning.

“I fancy I am not quite a fool,” 
chuckled the surveyor. “ I pleaded 
for m ercy in behalf of Ike, and he 
was let off under suspended sen
tence, but as to my shouldering that 
yell, I should say not. I was care
ful not to have another spell of 
nightm are, however. Before I left 
camp I had everybody my friend. 
‘You did a good turn for my Ike,’ 
said the old boss the day I left. 1 
should have thrashed him good tha t 
night if you hadn’t lipped in. He'll 
get it yet some day if he breaks out 
in a fresh place.’ ” Old Timer.

to rem em ber tl at you swore off New " 'T h ro w  him out! T brow him ou t'
Y ear’s." Break his head, bias t h im !’ Well,

“\ \ rong. old man. 1 t was not New now you may believe T tho light I wa-
Y ear’s winMl T indulg ed in my Iasi in for it and no mistak e. S<nne grunts
weed and t nok my last chew; also cut and savage rem arks came from the
Ollt V' liisky am beer." bunks in different part s of the room

Are You Approachable?
C ustom ers appreciate and natural

ly show consideration for the store 
which has an approachable proprie
tor. The pharm acist who is seen and 
known and on approachable term s 
with his custom ers is the one who, 
o ther things being equal, would have 
the trade advantage. The approach 
able tra it should not stop with the 
custom ers, but be extended to the em 
ployes of the business. Clerks who 
work for an unapproachable propriet
or naturally  take more in terest in 
their duties and exercise g reater ef
forts to prom ote the success of the 
store.

“ But you don't mean to tell me-
“Oh, yes, I do. I have not tasted 

a glass of red liquor in ten years, and 
it has been twice that since the weed 
has blackened my lips."

“Great Scott! Then you are one of 
these local option fellows!” gasped 
the grocer. “W ell, so was I two years 
ago, but since we dropped the sa
loon, trade has fallen off at least a 
quarter. They will try it again this 
spring and every business man in 
town will vote wet.”

“Foolish to do it. Havens," dis 
agreed the surveyor. “ Not by th~ 
wildest stretch of the imagination 
can you make out that the lack of a. 
drunk factory injures business. I 
haven't time to argue local option, 
however.”

"No, no, of course you haven’t. It 
is about your experience with those 
toughs way up North. Tell me about 
that."

Tripod glanced at his watch.
“ Not time to tell much; will men-

The loggers were disgusted at beine 
roken of their rest. ‘Gol blast 

Hm, throw  him out; kill the blast 
ed skunk!’

“ I at once released my hold on the 
o ther’s hair and began to draw on 
my breeches; I w asn 't going to stop 
there and be murdered. One big fel
low roused upon his elbow, while 
another struck a match. ‘There goes 
that blasted fool again. Let me at 
'ivn. I'll cut his th roat and throw 
him to the b a rs ! ’ T had my nethei 
garm ents on by this time and was 
groping after my staff, with which I 
proposed to defend myself to the last 
gasp.

“At this mom ent the door to the 
adjoining room opened and the boss 
stood on the threshold. He held a big 
black-snake whip in one hand, a lamp 
in the other. H e was in his n ight
shirt, his hair sticking every way 
for Sunday. I felt th a t I had this 
man to  m aster else take a severe 
beating. I had surely got into a

No
Cut-Down-Pivots in 

This Scale

tion one incident, however, that put I bad nest.’

We have built computing scales on all 
the known principles of scale construction, 
but our experience shows that our automatic 
scale with an actuating mechanism of two 
perfectly controlled spiral springs is the 
only practical and efficient basic principle 
on which an automatic computing scale 
canbe built.

Our No. 144 type of scale (shown in 
cut) is rapidly replacing all other forms or 
make of scales. It is brimful of merit. No 
other scale is as quick and accurate in 
showing weight or value. No single part 

of this scale is subject to heavy strain; it will therefore outlast any other 
kind. If, after years of hard and constant service, the knife edge bearings 
on the base should show a little wear, it would not affect the accuracy or 
sensitiveness of the scale. The springs will never wear out.

Our competitors like to talk about our springs. Their statements are ridiculous* 
Our springs are as perfectly controlled against action of heat or cold by our patented 
thermostat, as the thermostatic construction of the balance wheel of a high-grade 
watch controls the hair spring.

Beware of Cut-Down-Pivots. If you don't know what they are or how they 
cat into your profits, write us for detailed information. Practically all heavy pendalam 
scales use this dangerous and impractical construction.

The BOSTON STORE. CHICAGO, which has used our scales exclusively for 
years, has just placed an order for 30 qf our improved scales.

When buying computing scales be sure to get the best. They are by far the 
cheapest. If you have old or unsatisfactory computing scales of any make, ask for 
our exchange figures.

Write for full details. Your request for Information does noi place you under 
obligation to us.

The Computing 
Scale Co. 
Dayton, Ohio

Moneyweight Scale Co.
58 State Street, Chicago

Grand Rapids Office, 74 So. Ionia S t.

District Sales 
Offices in All 

Prominent Cities

Please mention Michigan Tradesman when writing
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Are a Necessity and There Is Profit 
in Reading Them.

Written for the Tradesman.
The trade periodicals are a neces

sity and they supply a like service to 
the retailer as the new spapers are 
rendering to the people. W e all rec
ognize the service which is being 
rendered every day by the new spa
pers and we call them  our “watch 
dogs,” and they are filling the bill 
to perfection. The retailers—those 
who are real live and wide-awake— 
have had their eyes opened by study
ing the trade papers, ju st as the peo
ple are educated in public affairs by 
reading the newspapers.

T rade periodicals are schools giv
ing out new lessons every week and 
they never fail to teach those who 
w ant to  learn.

There is little hope of over-estim at
ing the value of trade papers; the 
only trouble is they are too cheap 
in price, and for this reason many 
who would find great benefits in them 
do not put the proper value upon 
them.

Those who make good use of their 
trade journals get value that can not 
be estim ated. T he per cent, of profit 
on the am ount invested is somethin 
inestimable.

I m ust give the trade periodicals— 
and the Tradesm an is one of them — 
credit for my business wisdom and 
education. T hey furnish me the in
spiration, tha t is to say, many ideas, 
and I follow on, led by the thoughts 
tha t come spontaneously as a result 
of my own actions.

Trade periodicals will never do the 
work intended if the reader does not 
do his part of the work. T rade pa
pers simply throw  out suggestions as 
to  w hat we ought to  do and the edi
tors know if their readers catch the 
right idea they will receive great ben
efit.

The wise editor of the trade pa 
per is energetically holding himself 
and all of his contributors down to 
business principles, still rem em ber
ing tha t we all are learning from 
one another and tha t none of us 
have as yet reached perfection.

A few years ago a few of us would 
pat ourselves on the back and think 
we were all-wise just because we 
stepped ahead a little faster than our 
brothers, but it now appears tha t we 
realize that there are others on the 
pike. T hat is to  say, competition 
has done its work in the trade pe
riodical field. Competition is an 
enorm ous energizing influence. I t is 
a creative force, it is the m other of 
the trade periodicals and as long as 
the editors act the true father to their 
constituency they will prosper.

T he trade papers are teaching the 
gospel of tru th , exactitude, honest 
and unim peachable actions instead of 
cunningness, jugglery and undermin 
ing m ethods. A few years ago this 
thought was sent out over the world 
(not by trade periodicals); “Do oth 
ers before they do you;” but now we 
m ust give the trade papers credit for 
m aking it read: #‘Do as you wish t 
be done by.**

W e hear a great deal nowadays 
about “honesty is the best policy,” 
and we find much of this in the trade 
journals.

In this thought is where our edi
tors are eligible for their positions. 
T hey are just as true to their con
stituents as they are to  their adver
tisers. They have abandoned adula
tion in favor of the advertiser and are 
endeavoring to please their subscrib
ers first.

A dvertisers have learned, too, that 
it is not the pleasing sayings about 
them  that are the m ost profitable— 
when they take the trade journal in
to consideration—and have conceived 
the idea tha t it is the retailer who 
should be looked after and if possi
ble teach him to  become interested 
enough to read carefully through the 
whole paper, and if this can be ac
complished, the advertiser will reap 
great benefits.

Amiability is of no use to  a trade 
paper if it fails to carry the profit 
producing elem ents with it.

The time has arrived when every 
retailer owes allegiance to  the up- 
to-date trade journals. They have 
been the cause of incom putable ben
efits to  the retailers at large, and 
every m erchant ought to  subscribe 
for at least one trade paper and 
m any could read two or three with 
great advantage.

Trade papers are endeavoring to 
reach their ideal and the close ob
server can plainly see that their m is
sion in the business world is accom 
plishing much in this progressive 
age.

\ s  for myself I am glad that au
thenticity has been established in tfm 
better trade periodicals. This is an 
assistance that every retail m erchant 
m ust have or he will be left in the 
field of doubt on many propositions 
tha t come before him

The retail m erchant is surely un
protected if he has not read his trade 
paper carefully. He should know 
w hat is going on in the business 
world concerning his individual bus: 
ness affairs and he can not learn this 
f he fails to  read one or more of th • 

trade papers that can be had so re a 
sonably.

I  am sorry to say, but it is true 
nevertheless, too many m erchants do 
not realize how much profit there is 

a few dollars and a little time 
spent on trade journals, but we are 

arning fast by sad experience.
The great future of the trade 

journals lie* with the young men. and 
thousands of them are looking to the 
rade papers for advice, and if they 

can find a good starting  point they 
will follow it.

Do not be afraid the trade p apers 
are going backw ard when they deal 
with intellectual subjects No young 
man can get too much advice con
cerning intellectual pow ers. W e move 
and have our being according to  sug
gestion, and every young mind is sub
jec t to  the w rong suggestions — as 
well as the righteous—and it the 
trade papers can not furnish the best 
—pertaining to  the force that con
tro ls us—they are failing in then 
purpose.

I t  is true there are o ther fields of 
learning where these things can be 
taught, but the trouble is our busy 
lives do not give us much time to  find 
them and so the trade periodical* 
should supply this great require
ment.

Ambition, determ ination and delib
eration must be lead by the right 
thoughts or they will be destructive 
instead of productive, and it is the 
trade papers tha t should teach this to 
our young merchants. The success or 
failure of many young men can be 
made or interrupted by these studies.

Edw ard Miller, J r
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STO V ES A*® HARDWARE

Stove Salesman Should Know Their 
Goods.

In order to  sell stoves you must 
have them, and have them when the 
custom ers w ant them. You m ust a l
so have a variety, and should bear in 
mind that no one m anufacturer 
makes all of the good stoves. All 
m anufacturers have some good 
stoves, and just as surely all m anu
facturers have some stoves tha t are 
not as good as certain patterns and 
sizes of o ther m anufacturers, that 
sell at about the same prices.

Some dealers are torced by som e  
m anufacturers to stock their line ex 
clusively, but the dealer is very un
fortunate who is placed in this po
sition, and loses many sales on ac
count of it.

I think a dealer should have one 
main line, and confine himself to 
that in so far as possible, but to sell 
all the stoves that he ought to he 
m ust have them to fit the ideas and 
requirem ents of his custom ers, to a 
g reater extent than those made by 
one m anufacturer will.

Stove m anufacturers’ ideas differ 
as to just the kinds and styles that 
will sell. There are no Parisian or 
New York styles in stoves: every 
m anufacturer is a law to himself, to 
a great extent, in bringing out stove 
designs. Vcry often they have mis 
taken ideas in this regard, and are 
sure to have unless they consult the 
dealer, who in turn gets his ideas 
from rubbing up against the con
sumer.

A successful stove salesman must

stove, tha t is different; I, Mr. Sales
man, am the great and only one who 
knows all about the kind of stove he 
ought to buy, and if Mr. Custom er 
will just line up against the wall 
and when I have indicated the stove 
and price, if he will m erely pull his 
wad out and settle the bill------.

There are two kinds of stove 
salesmen that are dead failures; on

to  th a t end; not only you but every 
one should begin life anew at the 
beginning of this year, the same as 
m any people have been doing all 
their lives, not only making each 
year an im provem ent, if possible, up
on the preceding year, but each day 
and each month. If you are an arch
itect and have no clients, go out

disparagingly to a custom er of his 
com petitor’s stoves, or it may re 
act, and cause him to lose a sale and 
perhaps a custom et; for it is a fact 
tha t people as a rule are not favor 
ably im pressed with this kind of 
talk.

All stoves have w hat the manu
facturers call talking points, some 
little features peculiar to their 
stoves. Do not make too much of 
these, for m any of them are abso
lutely w orthless and in m any cases 
positively detrim ental to the stove. 
Even should you succeed in landing 
your custom er by a profuse disser
tation on some of these special fea
tures it will not be long before they 
find out their w orthlessness and your 
worth as a salesman will, in their 
eyes, depreciate and will work to 
the injury of your business. You can 
fool people, but people do not like 
to be fooled, especially in buying 
such an article as a stove, which may 
last a generation or more.

Many stove salesmen talk too 
much, and will not give their cus
tom ers a chance. They seem to get 
the idea tha t their custom er only 
just happened to think tha t he want 
ed a stove, and that he at once came 
to the conclusion th a t he did not 
have the slightest idea of the make, 
kind or style tha t he wanted, and 
must therefore appeal to the sales 

! man to take pity on him and kindly 
sell him w hat he ought to have.

N othing could be farther from the 
real facts. As form erly stated, in 
nine cases out of ten the purchase

is the bubbling, babbling, incessant , and get them. W atch the transfers 
talker and the o’her the clam. The ' of real estate. Get from  your friends 
la tter does not know anything about 
the goods, and does not seem to Cafe 
w hether a sale is effected or not—
"There is the stove—the price is 
$50—take it or leave it—I do not 
care which.”—H ardw are and Metal.

Many Thing* To Be Done.
The Construction News reads a 

little lesson to builders and con
tractors, equally applicable to hard 
ware men and others. I t  says: There 
are many things to  be done in this 
year of 1911. You will have your 
share to do first in behalf of your 
self and next tow ard the common 
cause in the progress of the world. 
If you have had a prosperous year 
you should be thankful and bear it 
modestly w ithout display or os 
tentation, for prosperity breeds dis
play and show and sometimes a 
haughty spirit, and you know w hat 
happens to a haughty spirit. Invest 
your surplus in a good security, 
preferably a first m ortgage on real 
estate improved with a good build
ing, bearing in terest at 5 or 5^2 per 
cent. Back your own game, the one 
that you know  m ost about; go out 
and be sure tha t you are getting 
what you are toM you are buying 
and you will then have an invest
ment. This is not addressed to the 
“easy m oney” or get “rich quick” 
class, but to  people whose surplus 
comes slowly through hard work. If 
you have not prospered meditate 
and w hat you think m ight better 
have been done tow ard contributing

â  We U g h t You rHome
Candle-Power brilliancy—at less than H cost of 
kerosene (and ten times the light)—giving you
iG as a t 1 5 c  P er 1 ,0 0 0  F eet
f (instead of $1 to $2, which Gas Companies 
L  charge). With the "Handy” Gasoline Light

ing System or "Triumph" Inverted Indi
vidual Light you get the be»t known SUb- 

f Stitnte for daylight (and almost as cheap), can 
read or work in any p a rt of room—light 

ready a t  a  finger touch—don’t have to move 
these Lights—the light comes to you. Wri 

for Catalogue and Circulars ^to Dept« 25
Brilliant Gas Lamp Co. 42 Stale dt Chicago

know all about the stoves that he is 
selling and there is no line of good- 
that it is so essentially necessary to 
know all about as stoves, and on ac
count of the time and exertion re
quired to gain a complete know l
edge of their stoves, many salesmen 
never do m aster the mechanical con
struction or many special and val 
uable features of the stoves that he 
is a ttem pting to sell, with the in
evitable result tha t sales are fre
quently not made, and he wonders 
why.

H e should not only know all 
about bis own stoves, but he ought 
to have a p retty  thorough knowl 
edge of his com petitors’ lines. This 
inform ation may gradually be a tta in 
ed by reading the dealer’s cata
logues and examining the stoves 
when opportunities present them 
selves; but while it is very neces
sary to know as much as possible 
about o ther lines besides the deal
er's own, the inform ation acquired 
should be used with great discre
tion, and in no cases should he speak

of a stove has been a live topic in 
the household for some time, and the 
custom er enters the store with some 
well defined ideas about the stove 
he or she wants.

Give them a chance to look over 
your line, a chance to  express their 
preferences, and in m ost cases you 
will not be long in discovering the 
one that seems to met their fancy, 
but take it easy, for it m ay only 

j be a "gopher," and it is wise to con
serve your ammunition until the crit
ical moment, when the real game is 
in sight. Many sales are lost en
tirely because the salesman swoops 
down on the prospective custom er 
like an eagle on its prey, with an 
incessant “yap yap” of interm inable 
talk, giving the impression tha t he 
knows exactly w hat the custom er 
wants. He will give the custom er 
credit for knowing the kind of house 
he ought to  have, or the kind of 
wife he should m arry. He m ay even 
know all about m anaging railroads 
or financial or industrial establish
ments, but when it comes to  the

SNAP YOUR FINGERS
At tbe Gas and Electric Trusts 
and their exorbitant charges. 
Putin an American Lighting 
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

60 N. Ottawa St. Grand Rapids, Mich.

D O N ’T  F A IL .  % 
To send for catalog show

ing our Une of

PEANUT ROASTERS, 
CORN POPPERS, & t .
LIBERAL T E R M S . 

KINGERV MFG. C0..106-108 E. Pearl SI..Cecines,;.0

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and 
Everything of Metal

Foster, Stevens & Co.
W holesale Hardware

10 and 12 Monroe St. :: 31-33-35-37 Louis St

Grand Rapids, Mich.

Weaver’s Choice Xcut Saws
Are Sold and Guaranteed by

CLARK-WEAVER CO.
Wholesale Hardware Grand Rapids, Michigan
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a list of names of people who intend 
to build. In more active professions 
and lines of business the people 
back of these names are known as 
“prospects.” Take a dozen “p ros
pects,” go and see each one o r his 
representative and get the permission 
to design his building. Out of the 
ten, if you get one you will be more 
fortunate than m ost architects; the 
o ther half will probably not be 
ready to  build. Probably half of the 
ten can tell you of o ther men who 
contem plate building. If you are a 
practicing architect and note a de
clining list of clients, go about it 
to get new clients the same way 
you did when you began to practice 
your profession. One day can p rac
tically be a duplication of another 
in this respect and the more care 
and the more diligence acquired 
through experience the more work 
you will have. If you are a con
trac to r and have had a great deal 
of w ork during 1910 and little to 
show for it, reverse the order of 
things, if you can; do not take such 
chances to make so little m oney; 
take fewer chances and try  to  make 
more m oney; and so one could go 
through the entire list of things one 
m ight do, but it is, after all, however 
much or little may be said about it, 
keeping everlastingly at it that brings 
success. Diligence and persistence 
will bring their reward. May you 
all have a prosperous year.

Michigan Hardware Men.
G reat preparations are already un

der way for the m eeting of the Mich
igan Retail H ardw are Association, 
the seventeenth annual, in Bay City, 
March 7, 8 and 9. Several speakers 
of national reputation have already 
been secured and one entire a fte r
noon will be devoted to the ques
tion box. T he business sessions will 
be held in the council cham ber of 
the City Hall, which is well adapt
ed for convention purposes, while 
the exhibition will be in the new 
N ational Guard Arm ory, which is 
located righ t next door to the City 
Hall. The approaching convention 
is being more energetically adver
tised than any ever held. Indications 
already point to a very large attend
ance and an unusually successful 
time in every way is confidently 
looked for.

When you have made up your 
mind to concentrate upon a certain 
policy in your business and to elimi
nate certain other customs, then do 
not call your associates together and 
tell them what you have been think 
ing. Keep your general plan to your 
self. As you take up each separate 
part of your plan talk that part over 
with your partners or employes, and 
endeavor to accomplish one thing at 
a time. Do not introduce changes 
that are so radical your force will be 
demoralized or that will immediately 
arouse antagonism from your asso
ciates. Remember if you are to ac
complish results you must work with 
and through the people you are now 
associated with or who are working 
for you.

Incidents in the Life of the Late John 
S. Farr.

Written for the Tradesman.

er finishing his
Francisco, but there was at least one gave firs firm the con tract for A s

John S. Farr, who died on Janu
ary 10, aged 84, was one of the

person in the old h- me that he Tong- 
ed for, which accounted fo r his re-
turn to  the East. L ater he «eitfed •ft** tfvltff

sturdy band of pioneers who settled ’n Grand Rapids to  spend -he ye
in California soon after the territo ry  
now constituting that state had been

m ainder of his days. M r F arr wa- 
elected to  represent t4»e fir-t w a r f

Tabor* from day eo day and the dim-

acquired from Mexico. A t the age in the Common Council in ; -CO an * ;€ i y JET* C2M0 J
of 22 Mr. F arr left his home in aprvpcf rVtf* r-tfv in f]Wp ;?p,.r gfesiscfi Iitiii, 3$ tite r  tSc §jxd-
Rochester and, proceeding to  New eral years He proposed J a m -- L staim al ch arac te r of ass construe
York, sailed for the Isthm us of Pan
ama. A fter landing he started  on

Moran for the first chief or the po-
lice departm ent, organized rn rsro

foot over the m ountains and spent and urged his qualifications so
Pofice B eg s in Holland.

nearly a week on the route before sfror.ffiv fk^if \ f f  \,f.••.r'tr’ w \-
arriving at Panama. Here he wait- ed and ©roveri hr- capar it v a- a re nr
ed several days before accommoda- efficient officer firfly tried at culver**»», a tow n
tions by steam er for San Francisco Ammr$r of ft#*?* n TI ** m »•* n ^ popnl iir wn n mi nr is
could be secured. The ocean trip to  the Council in I-*70 was H enry proposed zo make :ne ^:cp-eir:menz n
was pleasant and w ithout incident Miller, of the third ward M- Milter Amsterdam. Nr r-e i  -.mall asm -
and when Mr. F arr arrived he sought was a conscientious churchman and ber or dogs wdf be used with a  lew
em ploym ent at his" trade. San Fran when the sessions of the Council. potterm en m w rratti p a rt3 ts c
cisco contained many unpretentious held on Saturday ntsrhts were nm -
buildings of wood and was a verita- longed hevond the hour of [2 a Larger num ber will be employed.
ble fire trap. The city authorities o'clock he woofd ask to  be excused covering practically the vhole -own
realized tha t a fire, once started. from further attendance. The re- However, the police authorities doubt
with the high winds that prevail on quest was always granted, but upon
the ocean and on the bay. would one occasion, when Mr Milter re- tcMTSfe ri, city ocncvnitc
quickly destroy these buildings. The quested permission to retire. A Mer- that dl< gs are m ore likely to  maw *
supply of w ater was inadequate and man F arr asked him to explain wfrv
the authorities determ ined to  con he could not remain until the busi-
struct cisterns in various parts of the ness before the Council had been men or- such a place, iem s ^ t te r
town to supply the fire apparatus disposed of. Mr. Miller replied
One had been built before Mr. Farr that he entertained con scientious • >r <* '•in¿#1 itrr &>wtt

arrived, but its construction was so scruples against perform ing work >r — ........ . .. ....... .....
im perfect that the w ater ran out participating in the transaction of EwaM tiM  m :*? J
about as fast as it was pumped in. b a s in e t  on th<* Lord's rfav \ f r  F&r~ Sfest &*■*»»■* 

Pirn* :<■ the StaterMr. F a rr  was engaged to  repair the accepted the explanation but said he
cistern and he performed the work believed M r M iller would vote as

S te a m ' a n 4  W a te r  K c t f i e fso well that the authorities executed conscientiously upon any proposition
a contract with him to build the ad- m which the welfare of the citv was R u e  P ip e
ditional cisterns, for which provision involved on Sundav as on Saturday F i t t i n g s  a e d  B ra» «  9 m #
had been made. Mr. F a rr spent up- As a m em ber of the firm of David- E le c t r ic a l  an«I Q w  r i i t e i w
wards of tw o years in this work and son & F arr he assisted in the erec- 9 i i v s « n e d  Iron: W *r%
earned $6,000, which he carefully tion of many public and privar«*
laid away and brought home to buildings. H e  represented the manici- j T i e  « « a M e r fy  C*.
R ochester in 1852. He spent consid- pality as inspector while the City £# Pssarf St. Sraatf .m—t
erable time on the Pacific coast aft- H all was in progress of erection.

n m e n tA  R oyal S y s te m  in Y ou r C o ffee  D ep ai
Means a larger and more profitable business For yoo than an 

method you could adopt ro increase voor 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 our 
vo» in the Cof
fee bos in e ss  
right. We can 
furnish several 
different sizes 
and srvies of 
machines and 
are in position 
to give voo full 
advice in bay
ing green cof
fee, ro o stin g  
and blending it
ro suit the trade in any barf of the cowtrrs . We 
sive advertising for voo to use :n couimcnoa wt 

We have several experts along tire above in 
vote their time ro these features and rftetr serve 
of ail users of ROYAL svstems Write as Sw 
catalogue which tells the whole srory. Ir costs

mer

ROYAL
Coffee
Roast

ires

jut a  plan sf jgw es-

xs, se

wage, sm
it mow while if s fresh .a • 

We atm  mamsfaeture W-i m a  mem

The A. J. Deer Co. fesii St a n o
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F A L S E  P R E T E N S E  SA L E S.

One of Governor Osborn’s Wise 
Recommendations.

Written for the Tradesman.
“A square business m an,” observed 

the old book-keeper, “is not in it with 
w orth of goods for a dollar ix .. 
a fakir. W hile a man who gives a 
dollar’s w orth of goods for a dollar 
is walking down to his place of busi
ness in a shabby suit of clothes, the 
confidence man passes him in a 
m otor car, showing diam onds as 
large as an egg."

“For instance?”
This from the new clerk, who had 

not yet heard all the old book-keeper 
had to say about everything on dry 
land and in the deep blue sea.

"If you sell provisions,” continued 
the old book-keeper, “you’ve got to 
tell w hat’s in the can if it is canned, 
and perm it the buyer to  sample it if 
it isn 't in a can. If you sell drugs, 
you’ve got to have the name blown 
in the bottle, and the formula on the 
wrapper. If you sell clothing and lie 
about the quantity of wool in the 
goods you get caught every time be
cause the clothing will tell the story 
of fraud within a month from the 
time it is put to use.”

“You bet it will!” adm itted the new 
clerk, who had been buying a $30 
suit for $9.47 of a m ail-order house 
"You can hear the story this suit 
tells clear across the street. My best 
girl heard it the first one and cut me 
dead on the walk.”

"If you buy a horse, or a cow, or 
a dog, or a house and lot, or anything 
under the blessed sun, and the man 
you buy it of lies to you about it, 
you can have him arrested for false 
pretenses and sent to jail, besides 
having the money given back to you. 
If you advertise a safety razor for a 
quarter and send the man who bites a 
piece of sandpaper with which to rub 
off his fire-escapes, the governm ent 
will soak you into a soup house, after 
taking all your spare change by way 
of a fine.

“B ut” continued the old book-keep
er, "if you advertise a block of mining 
stock and send the sucker who bites 
at the bait a lot of neatly-engraved 
certificates in a fraudulent company 
that never owned a mine w orth w ork
ing, and wouldn’t know what to do 
with it if it had, why, then you’re a 
prom oter, and next to  the diamonds. 
It is a cold day when a fraud ordei 
is sent out by the governm ent against 
a concern which buys whole pages in 
the big newspapers and gets a couplc- 
of million to the good in a year.” 

“W ell, why don’t people keep out 
of such deals?” demanded the new 
clerk.

“W hen I came down tow n,” said 
the old book-keeper, “ I saw a 
sign up on the Mercy avenue bridge 
which said it was not safe. Now, why 
did the authorities put that sign up? 
Because the officers knew it to be 
unsafe, and they desired to pass the 
w arning to those who were likely 
to take it on its general appearance. 
You m ight ask wrhy the people don’t 
keep off unsafe bridges before they 
know them to be unsafe. The people

don’t know these mining companies 
are frauds, and it is the duty of the 
ones in authority  to tell them.

“ People don’t know w hat’s in those 
cans up on the shelves, either,” con
tinued the old book-keeper, “and so 
the man who puts ’em up has to tell 
them. You can’t sell packages of 
food or drugs in this state w ithout 
telling w hat is in them, and, by the 
same rule, no one ought to be perm it
ted to  sell land in o ther states or 
mining stock in Michigan w ithout ex
plaining all about them to some state 
official and getting  his O. K. on the 
goods.

“U nder the present laws swindler« 
camp down in a town and open a 
bucket shop or a room for the sale 
of mining stock and rob right and 
left. I ’m stuck on Chase O sborn for 
this paragraph in his message to  the 
Legislature.

The old book-keeper put on his 
glasses, fished a new spaper out of 
his desk, and read:

" I recommend that the business 
of stock-broking be classified as p r i
vate banking and brought under the 
requirem ents of any laws tha t may be 
enacted for the regulation of private 
banks. Establishm ents of this char
acter and their branches m ight be 
restricted to cities of 40,000 popula
tion or over.

“ 'A prom inent Michigan citizen of 
a city* of 12,000 recently made a list 
for my inform ation of twenty-five 
residents in his town who were worth 
from $5,000 to $40,000 each before a 
branch of an eastern stock-broking 
house was established therein. By 
speculation every one on tha t list has 
lost his all, and more. They had 
not thought of stock gambling before 
it had been th rust under their obser
vation and made easy.

“ My idea of confining easy specu
lation to cities of 40,000 and over 
grows out of the fact tha t in larger 
cities men have more to engross 
them, thus preventing the predom i
nating influence which surrounds 
stock gambling in smaller tow ns.’ 

“T here,” continued the old book
keeper, “ the governor w ants to put 
the danger sign, just like the one on 
the bridge. He w ants a state official 
to look into these stock offices, just 
as a state official looks into insurance 
companies and the can tha t holds 
the beans and the pease and corn. 
Not long ago the Tradesm an had an 
article advising the superyision of the 
land schemes tha t come here for 
money, and I wish the governor had 
included such concerns in with the 
stock-broker shops.

“T he people of this city,” the old 
man w ent on, “annually send away 
thousands of dollars which never 
come back, either in wThole or in 
part—m oney which is needed here to 
develop the town. If a grocer, or a 
druggist, or a clothier should use 
the m ethods the stock men and these 
land men do, he would soon find 
himself in jail for false pretense. 
But the victims can not spend their 
time or w hat little money they have 
left hunting up proof, and so the 
rascals go unpunished. T he correct 
way is to  require all such concerns

to make good before a sta te  board. 
T hat is w hat the people pay taxes 
for—protection.

" I t is ju st as much the duty of a 
state to protect its people against 
larceny by land men, or mining stock 
men, or bucket shop men, as it is to 
protect them against larceny by the 
man who pries a window up with a 
jimmy in the dark of the moon.
It is a strange proposition that a 
company m ust make a showing be
fore it can sell you insurance, or milk, 
or ham, or canned corn, or patent 
medicine, and still can sell you land 
or stock in a mine w ithout any inves
tigation. I t  is the poor people who 
are robbed in the land schemes and 
the mining stock schemes, and they 
have no redress. They should be 
protected against losing their savings 
the same as they are protected from 
breaking their necks on a bad bridge.

“ I didn’t know* how* fast you could 
g o !” laughed the young clerk. ‘You 
are an old man, and I should think 
you ought to have the w orld in p re t
ty good shape if you have been going 
at this clip all your life.”

“I don’t take any offense at tha t,” 
smiled the old book-keeper. "You 
don’t know any better. I was only 
try ing to show* how* closely the law* 
w atches a reputable business man 
who settles dow*n to make a living in a 
town, and how loose it is with re 
gard to a cheap skate who comes in
to a place to rob the natives. This 
store has lost a lot of money by 
trusting  people to  put their money 
into fake mines and bucket shops. 
Every business man is interested in 
keeping such concerns out of the 
State.

“ In another part of his message, ’ 
the old book-keeper w ent on, “Gov
ernor O sborn takes a w rong view* of 
the fraudulent schemes proposition. 
He says:

“ 'The action of the Federal au thor
ities in excluding offending newspa 
pers from the mails p rotects only a 
part of the readers of fraudulent ad
vertisem ents. There should be leg
islation holding publishers accounta
ble for prin ting  the palpably dis
honest announcem ents of invest
m ent swindlers and of all o ther un
scrupulous advertisers who seek to 
betray the readers’ confidence in the 
in tegrity  of the press.’

“Now, how in time can a publish
er investigate all the advertisem ents 
sent to him? The country publisher 
is a job prin ter before he is an edi
tor, and he takes the business that 
comes to him w ithout question. And 
w hat are you going to  do w ith the 
big city papers th a t come into the 
State with page advertisem ents of 
land schemes and m ining stock ven
tures? Yrou can no t warn the people 
negatively. You can not keep such 
schemes away from  them by a rrest
ing an editor who got 7 cents for a 
one-inch m ining stock advertise
m ent one time, and printed it with 
a column of o ther small ones that 
came in his patent inside or from a 
reputable advertising agency.

“The correct way is to have every 
concern of this sort make a show
ing before a State board before be

ing perm itted to  do business in the 
State. If a man f r lls a deliberate lie 
in order to secure $10 for a pig—if 
he tells you tha t the pig is in a per
fectly healthy condition when he 
knows it has hog cholera—he will 
be arrested  for false pretense. If a 
man tells you that the land or the 
stock he is selling will go up 50 per 
cent, in a week, if he tells you that 
the stock pays a dividend of 25 per 
cent., or tha t the land is high and 
dry and will raise ten crops a year, 
and his claims are all false—falser 
than the pig lie—w hat redress have 
you? You go to the prosecuting a t
torney and he will laugh at you, and, 
perhaps, ask you to prove to him 
that the story  is false, the game a 
swindle, when he should take official 
cognizance of the fraudulent nature 
of the transaction.

“The governor should have gone 
farther and recom mended the form a
tion of a State board—composed of 
present officials, for there are too 
many State boards now—whose duty 
it would be to pass on every scheme 
that comes here, ju s t as the insur
ance companies and the food con 
cerns are passed on now.”

“All righ t,” laughed the new 
clerk, “but can’t you give these 
skates a chance to make a living— 
these mining stock men, and bucket 
shoo men, and outside-the-State land 
schemes men?”

“Sure,” said the old book-keeper, 
"the State is preparing to w ork con 
victs on the roads. They can make 
a living at that. O f course I refer 
only to the dishonest ones, for there 
are square land schemes and fair 
stockbroker shops.”

Alfred B. Tozer.

Trapping Ants.
T rapping ants is a new m ethod of 

elimination of insect pests the D e
partm ent of A griculture experts are 
watching. In  Louisiana and Califor 
nia the A rgentine ant, the m ost per
sistent ever known by biologists of 
the departm ent, has been dam aging 
horticulture by carrying scale insect« 
from infested to uninfested trees and 
in o ther ways, and all anti-ant cam 
paigns have so far failed as to this 
species.

According to the departm ent the 
ant probably was introduced in this 
country during the New O rleans 
Cotton Exposition in 1883. The ants 
spread through the city, proved a 
great nuisance to the stores and 
houses, and once swarm ed into the 
houses to such an extent, according 
to  the departm ent, “tha t it was dan
gerous to  let babies go to sleep in 
their cradles because the ants would 
get in their eyes and travel all over 
them, and at Baton Rouge they were 
particularly dangerous and trouble 
some.”

California authorities, who are co l
laborating with the departm ent, have 
considered a trapping process that 
they think favorably of, and in L ou
isiana flooding may control the pest.

The opinions of a man who em pha
sizes his argum ents w ith his fist are 
apt to  be respected not much farther 
than he can reach.
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A F air U nderstanding.

T here are misunderstanding» tha t 
should not be such between the r e 
tailer and his helpers. They may b i 
largely so by inference on the part 
of the employes, but they neverthe
less seem real and should not be al
lowed to  become so large a part of 
the lim itations of the work as they 
are in fact. It may be a more or 
less common and faulty grievance on 
the part of clerks tha t they take up I know that he is fully aware 
on them selves in thinking that the they are doing and tha t he  ®

has no visible record of it and loses f 
m any opportunities to  make sales. | 
So it goes through the store work, a l l ; 
because of a misunderstanding. It ail j 
works to  the detrim ent of the busi
ness for a person feeling aggrieved is 
not a cheerful w orker

W ith all such clerks it is a m atter 
which the boss owes to  the good of j 
the store, to  say nothing about jus 
tice to  the clerks, to  let the w orker

of what 
reckon-

boss is unappreciative of many oi ing its full value in the judgm ent oi 
their efforts at forw arding the busi [ their work as helpers f t will mafe* 
ness, and for th a t reason their minds a heap of difference with the wag 
should be disabused for the business these clerks go at the work set : i 
is m aterially injured thereby. ¡them. I t is a simpie thing but

cuts a very large figure in stor 
work.—T he Drygoodsm anThe clerks who think the boss v. 

always looking for their sales rec 
c-rds and is  therefore not aware tha 
som etim es they miss sales th roug '

Keep the fact ever in mind 
one good way to  bring  more f 

doing o ther work than waiting upon j your store is to  co-op«
custom ers usually have some grounds I your bro ther m erchants
for their attitude, in the knowledge I bringing more custom ers to  
tha t the boss does carefully consult j tow n. Y ou will get vour -h a t 
the sales sheets and has little to  saj j j ra(je jf you are w orthy of it, 
about the o ther records of the store, j y &a can not get it if the 

T he clerk who is expected to  trim L o t come Co-operative e 
windows complains because his time I^ight lines will bring more 
is taken with tha t work and he is | and ¿t  qajcker and ehe 
unable to keep up his selling on trim- j anything else we ever hea 
m ing days, with the result that he is ^  m r
discredited by the boss. fh e  clerk i Even a wise man is wii 
who is delegated to  collect bills finds !m jt his ignorance after 
fault tha t during his absence from I afternoon with 
the store there is no sales record f o r ! ^
him and he is not credited for w hat J --------
he does. T he clerk who is given th e ! There are times wl 
various item s of repair tha t m ust be j able for a musician to 
done on garm ents complains tha t she J business.

H um an 
'‘Since the at 

by Japan  a !arg 
have cut off the 
are bringing f l  
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C arted S tate- 
B aker "ft* eon 
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We Employ No Salesmen 
We Have Only One Price
Yes, we lose some sales by having only one price on 

our safes, but that is our way of doing business and it wins 
oftener than it loses, simply because it embodies a correct 
business principle.

IN the first place oar prices are lower secawe *« praetscaily sare  
no selling expense and in the second and last place, we comm one 
man's money as good as another's fee anything *« hatee to dis
pose of.

If You Want a Good Safe—
and want to pay just what it is worth and ao metre

—Ask Us for Prices

Grand Rapids Safe Co. Grand Rapids, Mich.
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BHE COMMERCIAL TRAVELE

Reached Hom e W ith  “Gloves.” 
W hat is it that sells goods? T 

•ittv one in the front row will s;

effect he was delighted. As we w ash
ed up he made me prom ise to go it 

I again on my next trip. Incidentally
“Salesmen.” The pompous ow ner of he gave me the first of a string  of 
the white sideburns will beam and large orders I am to get from him. 
breathe the brom ides: “ Perseverance ,! Funny, is it not, w hat does sell
sterling qualities, conviction of m an
ner.’' Rut what is it that really makes 
one man buy a large o rder of mer 
chandise from another man? "Class} 
appearance!” said the shoe s a le s 
man. “ I did think that once." an
swered the collar salesman. "1  do 
not any more, however. T hat is. i 
do not bank everything on that. The

ïoods?" Sidnev Arnold.

biggest bill of good s I ever sold
was because my good looks were d is-
figured by a black eye T hat incident
changed my aspect oit the m atter as
it did my view for a few days. Yon
see, in placing my 1ine of collars
through the country I go to consid-
erahle trouble to look spick and span 
and up to the minute. Then I try 
and size up my custom ers and m eet 
them  on their own ground. Now. 
there is a man in Cleveland that has 
the finest haberdashery establishm ent 
in the city. I had not been success 
ful with him in spite of the fact that 
he was English and a countrym an of 
mine. He was uppish and would n< t 
concede a point in a hundred years. 
I dropped in on him one day on my 
regular visit. He was uninterested 
until in showing him my samples he 
spotted the skinned knuckles on my 
right hand. He courteously enquir
ed it I had m et with an accident. T 
simply told him I had bruised it in 
exercising with the gloves, thinking 
tha t would end the incident. Say. 
the old fellow changed in a minute, 
dropped the samples and dragged me 
to the back of his store. My eyes 
bulged when I found a room fitted

It Pays To Be Civil.
N ot long ago a salesman waited by 

apointm ent upon a buyer for a whole
sale firm in D etroit. W hen the trav
eler arrived at the office he found the 
buyer enjoying a smoke. His feet 
were cocked up on the desk while he 
read a new spaper and smoked. He 
glanced at the traveler’s card as it 
was handed to  him and w ithout tak
ing his feet from his desk or the cigar 
from his m outh he said: “Call around 
just after Christm as. W e m ight be 
able to use some of your goods then." 
The date of the interview  was Janu
ary 1 .

“Mr. B.,” asked the traveler, “do 
you intend that as a joke or an insult? 
In either case it is m ighty poor 
form.”

T he buyer only grunted.
Taking up his grip and preparing 

I to depart, the traveler said: "You 
have travelers out on the road, and.

| it is very discouraging for them  to 
i meet such rudeness as you hav 
shown me. I am sorry  you have no 
desire to know w hat we have to  of 
fer you, because I was instructed to 
give you the first refusal on M.’s new 

j lines. I will now have to  take them 
! to your com petitor.” 
j The buyer’s feet came to the floor 
! with a bang. “W hy didn’t you tell 
me your firm had secured M.’: 
goods? I ’ll look at your samples, any 

J way.”
“N ot to-day, thank you. Good

annual business done on th a t one lin

for gym work. Then the old fellow f W  and the traveler, disgusted with 
shed his coat and brought forth  box his reception and glad to prove hi 
in -  gloves I was not anv too eager own independence, did sell these 
for a go. F iguring him an am ateur, j goods to  a com peting house, and 
I was afraid tha t in a mixup he'd ¡m any thousands of dollars was the
lose his tem per and start milling 
Those am ateur bouts usually have ° f  goods alone, 
wild finishes. However, he was all I Such buyers are often found to  
for it. I t took just a minute to see |  occupy » e r r  places by family influ 
tha t he knew the game all right. W e 
w ent it p re tty  rough at that! 1 was 
cautious, however, for I didn't want

Getting Good Trade News From the 
Traveler.

The short-sighted m erchant is he 
who is not broad-minded. Much has 
been said in favor of the m erchant 
who trea ts with due respect the man 
who has som ething to  sell. There is 
eft, however, a big field to  the man 
ho makes this his gospel and would 

teach it to his fellow-m erchants. How 
m any times have you turned a trav
eling man down with a gruff refusal 
to give him five m inutes of your 
time? How m any tim es have you left 

im standing half of the morning, 
held him so at your m ercy tha t he 
was afraid to leave and see the next 
man, and so takes chances on get- 
ing your atten tion  for a few min- 
tes later in the day. Do not do it. 
n the m ajority  of cases it does not 

pay. There are exceptions. I know 
M any of them. On such dull 

m ornings when there are more sales
men than custom ers, why not give 
him a little of your time? Y our ex
perience w ith men will quickly tell 
rou wdiether he can do you any 
?ood. T urn  him down when he needs 
it. But do not make the common 

rro r of losing the chance of get
ting in on a good buy, just for the 
ake of saving a few m inutes of your 
ime. If you become known am on 

the knights of the grip as such, the 
nan down the street gets first whack 
at the real bargain. In terchanges of 
experiences w ith m erchants among 
those fellows are com m on; like the 
hotels and their m anagem ent, your 
attitude soon becomes common 
property. So give them a square 
deal for selfish reasons, if for no 
other.

I have found it a tim e-saving plan 
to set certain hours of the day aside 
for the man who sells me goods. It 
soon becomes known tha t you can be 
seen then, and some of those min
utes in those stipulated hours have 
made me m ore m oney than hours of 
hard plugging to make profit in the 
o ther way. If  you are a big buyer it 
will happen th a t you will have a 
string  of salesmen w aiting upon you. 
Good. L isten to  them . Buy when 
you can buy right. Dismiss them 
when you have done so. If the prop
osition has no trace of gain in it for 
you, end it righ t there, but be broad- 
gauged in this m atter. I t is a  mighty 
good way to be and the present is a 
m ighty good time to start. You can 
not help but profit by it.—M odem 
Grocer.

to  smash him and lose a sale. \ \  e

ence and not through ability. I t  pay 
under every circum stance to be civi 
to the traveler; even when he is : 
little too insistent rem em ber tha t is 
his business.parried for breath, then at it again.

Then the old man swung and landec j£ business men’s associations did 
on my eye. Stars danced round me J nQ more t jian to keep m em bers from 
for a m inute and with my blood up, j w as£jng gOG(j m oney on fake a n _ 
I struck out, landed, and floored mn. doubtful advertising, they would be

House to house solicitation re
quires a good knowledge of your 
goods, and you should be posted on 
the dozen and case prices. A ¿am 
pie case should be carried and in it 
your line of specials, and specials 
liould include the goods tha t pay 

the best m argin—usually “our ow n” 
brand. L isten to the troubles of the 
cook. She is usually full of them. 
Sympathize w ith the kicks of madam 
herself, call the children by their 
first names. Say som ething nice about 
the kitchen and in a general way 
make yourself a friend of the dom es
tics. The rest is easy.

W . E. Sweeney.

Free For the Nonce.
T hey tell in N ebraska of a clergy

man who in the pulpit was a fear
less expounder of righ ts and wrongs, 
but who in the dom estic circle m ain
tained for prudential reasons consid
erable reserve of speech and action.

O n one occasion when this divine 
visited a neighboring town, the edi
to r of the only paper published there
in, which never failed to notice tht? 
presence of a stranger in town, of
fered the following, so worded as to 
prove unw ittingly keen:

“D r. C arrol is once m ore am ong 
us fo r a brief stay. H e says and 
does exactly as he thinks right, w ith
out regard to  the opinions or beliefs 
of others.

“H is wife is not w ith him.”—De
cember L ippincott’s.

If you have a clerk who is always 
telling w hat he would do if he were 
running the store, let him go where 
he can have g rea ter scope for his 
talents.

Say. I regretted  tha t blow. But only 
for a minute. He came to  gamely, 
and when he saw my swelling optic 
he was tickled to death. Seems he’d 
just tried out a pet blow

w orth more than they cost.

A man never realizes just how un
im portant he really is until he has 

his on me a son old enough to  cast his first 
and because he had landed to good 1 vote.

“To the Solicitor.”
Strictly speaking, you are a com

mercial traveler. You have the same 
kind of goods to  sell, the same tact 
to use and In m any cases the same 
argum ent to offer as the m an that 
comes into your store to sell goods 
to the buyer. In  passing let me say 
som ething about “this m an.” W heth 
er you are a solicitor or a store sales 
man if you have an opportunity  listen 
to “this m an.” If he is going to open 
a line of canned goods or w et some 
tea  samples, or if a deal is about to 
he closed on any line, ask permission 
to he present. T his is no t always al
lowable, but where it is seek the 
privilege. I t  is an education.

Do no t expect too much of the dir
igible balloon th a t is shaped like a 
lemon. *

Hotel Cody
Grand Rapids, Mich.

A. B. GARDNER, Mgr.

Many improvements have been made 
In this popular hotel. H ot and oold 
w ater have been put in ail the rooms.

T w enty new rooms have been added, 
many with private bath.

The lobby has been enlarged and 
beautified, and the dining room moved 
to  th e ground floor.

The rates remain the sam e—12.00, 
18.50 and $3.00. American plan.

A ll m eals 50c.

The Handshake
If you have ever noticed 
any difference between 
one handshake and an
other you’ll understand 
the reason why so many 
travelers prefer the

Hotel Livingston
Grand Rapids, Mich.
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English Merchant Discusses Putting 
Money into Outside Ventures.

The w riter of the follow ing paper! 
gained the second prize at the Lon
don Exhibition for an essay answer-1 
ing questions on trade m atters. The! 
particular question treated  in the arti
cle was “W ould a g rocer be justified! 
in investing capital outside his own 
business, w hilst taking the usual term  it that thei 
of credit on his goods?” {and tha t th

The above question was one of the s is conscieni 
m ost im portant put to  the competi-i the vital pi 
tors in the recent com petitions at the: hoped com 
A gricultural Hall, and I think a study j complisb—t 
of the principle involved would not b e [ ad v an ta g e - 
time wasted. j Xot only

O f course, one may say a t first: cash take I 
glance tha t a grocer has the same j buy to gre 
right as any o ther individual to  do! he is less 
w hat he pleases with his own, and notoverstockm s 
doubt he has; but I am convinced j ing o r bcyi 
tha t as an investm ent he cannot find! conscious tl 
a better business than his own. The to pay for 
“usual term s of credit” vary with the time, you v 
district; but assm ing they are tw o to buy onf; 
m onths net, it is safe to  say th a t a it will take a lot of perst 
“cash” discount can be obtained on quence on the par? of tfe 
the larger portion of the goods get you to  buy o r o rder 
bought, from 2d. in the pound cash in do not require, or possibly 
one m onth on the heavy goods, such would not be prepared to  
as provisions, to  1*4, 2^ ,  3Y\ and oft- a given time, for the man i 
en 5 per cent., on lighter goods and the greatest use of his cap 
proprietary  articles, when accounts!conten t to let it remain !o< 
are paid in periods ranging from ! stock he may not want 
seven to tw enty-eight days. And it IA business man understand 
m ust be borne in mind tha t these j control« his own business, 
rates of discounts are not dividends he has capital invested o 
per annum, but practically per month, own business, it is general 
and if they are not taken advantage j der his immediate control, : 
of, the account is due net in the mat- [ sibly in a business he doe 
te r of a m onth or so at most, and then derstand. A trader who i 
has to be paid plus the discount that [capital in his own business 
could have been deducted a m onth that business on a sound 
earlier. basis, and therefore he is

The Outside Investm ent. ing his capital, because wh
An outside investm ent tha t was of depression come—as coir 

considered safe if paying a yearly div- through numerous and vari< 
idend of 10 per cent., would b e |—it is the concerns that ar 
thought a good paying concern; but financially that are best able ti
the fact is often lost sight of (or w eather the storm : w hereas a  man 
neglected) tha t a m an’s own business who ha- placed his capita! outside 
by paying cash and taking discounts, may find his own business ¡ the very 
can he made to  pay infinitely better, fountain-head from  which the capita! 
Again, the trader who pays close, as! springs) starving, and himself at the 
a rule sells close; he is keener on the time being unable to  prevent it, be- 
cash, and consequently does not [cause when capita! is invested in 

'm ake  as many bad debts as his co l-[various companies, properties, etc., it 
league who takes long credit. The [is not always convenient or profitable 
very fact tha t he has to  (o r tha t he to  realize at short notice. Sometimes, 
does) pay cash for his goods impels in fact, it is alm ost impossible to do 
him to see to  it th a t as far as he can this,
secure it his custom ers do the same. And outside investm ents may be 

A grocer taking long credit is much an actual menace to  a business at 
more likely to give long credit than times. It may be that a company ir
the man who pays cash. And the l which you have shares calls upon the
la tter buys better. Put it to  your- shareholders for some unpaid-up cap- 
self: to which custom er are you pre- [ital, or there may be a reconstruction 
pared to  give the closest price—th e [ of the company in which you are in- 
one who, when the account is ren-1 terested , and you may alm ost be 
dered, is always ready with cash or bound to take part in the reconstruc- 
cheque, or the one who is always loth, tion at a time when your finances are 
to put it mildly, to  settle the account? at a low ebb, or lose w hat you af-
N aturally, the form er; and you can ready have at stake in the company
depend upon it it is the same with the O r you may have money invested in 
w holesalers. They are like ourselves property : and anyone who has had 
in many respects; they have got to any experience of investm ents of this

The Fifty-fourth
Yon have bees reading about 

Company 3 dividends :r. these eel® 
checks for dividends wifi be sest oat

reruLirity, Be scire to  m

L Mere thaa 3.00c 
he em.ee en Friday 

Fhese checks go with zrmfxihKg 
tie next time. 'Write to or in

quire of the secretary of the company. Grasd Rai

2H23Tit-

id e s t,

The Greatest Aid in the Office
tiie viewtw

Efficiency, Service, Econom y

l e  Underwood 
Standard Typewriter

m eet com petition the same as we 
have, and they are also human and 
fond of money. They do not like 
small profits and long credit any bet
ter than the grocer does, but will

description will know the happy or! 
unhappy knack this particular invest
m ent has of making calls on its own.-j 
er's finances for a m ultitude of things! 
too num erous to  m ention, such as ;

• The Machine Y ou W i  E vestsafty  Bay"

UNDERWOOD TYPEWRITER CO.

New York and Everywhere
often  quote a close price wh$n they! new drains, walls, pavements, etc. It
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DRUGS DRUGGISTS SUNDRIES

Michigan Board of Pharmacy. 
President—Wm. A. Dohany, Detroit. 
Secretary—Ed. J. Rodgers, Port Huron. 
Treasurer—John J. Campbell, Pigeon. 
Other Members—Will E. Collins, Owos- 

so: John D. Muir, Grand Rapids.
Next Meeting—Grand Rapids, Not. 15, 

16 and 17. ______
Michigan Retail Druggists' Association. 

President—C. A. Bugbee, Traverse City. 
First Vice-President—Fred Brundage, 

Muskegon.
Second Vice-President—C. H. Jongejan. 

Grand Rapids.
Secretary—H. R. McDonald, Traverse 

City.
Treasurer—Henry Rlechel, Grand Rap

ids.
Executive Committee—W. C. Klrch- 

gessner, Grand Rapids; R. A. Abbott, 
Muskegon; D. D. Alton. Fremont; S. T. 
Collins, Hart; Geo. L. Davis, Hamilton.
Michigan State Pharmaceutical Associa

tion.
President—E. E. Calkins. Ann Arbor. 
First Vice-President—F. C. Cahow, 

Reading.
Second Vice-President—W. A. Hyslop. 

Boyne City.
Secretary—M. H. Goodale. Battle Creek. 
Treasurer—Willis Lelsenrlng, Pontiac. 
Next Meeting—Battle Creek.

Grand Rapids Drug Club. 
President—Wm. C. Klrchgessner . 
Vice-President—O. A. Fanckboner. 
Secretary—Wm. H. Tibbs.
Treasurer—Rolland Clark.
Executive Committee—Wm. Quigley,

Chairman; Henry Rlechel. Theron Forbes.

Sale of T oilet Soaps in the D rug 
Store.

we keep them always before our cus
tom ers and think tha t we benefit very 
much by so doing.

At different times of the year we 
put circulars into the packages that 

| go out of our store, giving a list and 
! prices of all our soaps. In  this way 
the families are reached by our adver- 

! tising m atter and become acquainted 
j with the different lines we carry, 
j Situated as we are, we think tha t this 
is the m ost economical and effective 
way of keeping ourselves before the 

I public and making known to them 
just what we have to offer.

\ s  a last rem ark perm it me to say 
that I believe the soaps tha t are des
tined to become the most popular, 
best, fastest sellers, and the most 
profitable to handle, will be those that 
are pure, finely milled, delicately and 
beautifully perfumed, attractively and 
neatly wrapped and price-protected. 
Human nature, you know, is about 
the same everywhere, and these quali
ties appeal to everybody.

H enry D. Huggan.

I buy soaps in large quantities from 
m anufacturers when they make the 
price an object; and I take especial 
interest in pushing brands that are of 
good quality, price-protected, and 
give a fair profit.

I carry in stock now several hun
dred dollars’ w orth of soaps, and 
average 25 per cent, profit on them. 
I think this is one of the best lines 
of goods in a drug store, for there is 
little, if any, loss from shrinkage or 
handling.

I t  is not always easy to distinguish 
between medicated and toilet soaps, 
for the pure and simple Castile soap 
for instance, is considered by many a 
highly m edicated and beneficial skin 
soap. This soap is in large demand 
by our trade and earnestly  recom 
mended by our staff of assistants, 
therefore we carry a good line of im
ported and m ottled Castile soaps 
Perfumed toilet soaps, of course, arc 
in g reater demand than any other, 
while the strictly medicinal soaps arc 
called for much in the same p ro p o r
tion as cough remedies and throat loz
enges. Toilet soaps are used prac
tically by every one, while medicated 
soaps are called for only when a 
physician prescribes them, or when 
necessity requires them.

We use all fair means w ithin our 
pow er to  increase our sales of soaps. 
W e give a show-case ten feet long to 
the toilet soaps and another equally 
as large to  the medicated soaps. In 
addition we display them in our win
dows frequently, and at times on the 
top of our show-cases. In this way

Determ ined to secure our just 
share of the soap business of this vi
cinity, we have kept up an earnest i 
campaign and put not a little energy j 

I back of this departm ent. Despite the 
| very rapid grow th of the soap clubs 
| and the increased num ber of money 
orders sent to mail order-houses from 
this town, we have nearly quadrupled 
our soap business and multiplied our 

| profits many times that am ount dur- 
J ing the past three years.

One of the m ost successful special 
j sales that we ever held was one of 
soap. It was during this sale tha t we 

| dem onstrated the fact tha t it is not 
| always necessary to cut the price 
down below cost to a ttract attention 

! and make sales. W e purchased a job 
; lot of unwrapped glycerin soap, in- 
| tending to place it on sale at 5 cents 
j a cake.

W hen the goods arrived we decided 
| to try  cutting the price up instead of 
; down and accordingly marked it 7 
I cents or 4 cakes for a quarter. You 
should have seen the lot disappear, 

j AH was gone in less than a day, and 
for several weeks we had calls for 

i that seven-cent soap.
I O ur soaps are purchased mostly 
| from m anufacturers and in sufficient 
I quantities to secure the best possible 
prices. As m em bers of the A. D. S. 
we make full use of our co-operativee 

| buying privileges.
W e aim to keep a line of toilet and 

j medicinal soaps complete enough to 
supply the demands of our commun- 

j ity. W e push only those on which 
we make a profit of not less than 100 

¡per cent and make every reasonable

effort to  prevent a sale of an over
priced article.

T oilet soaps are the best sellers. 
The A. D. S. line gives me the best 
profit, netting  nearly 140 per cent. 
T his is also true of their medicated 
soaps. F or example, their V itaskin 
medicated soap costs us $1.25 a dozen 
and we sell it at 25 cents a cake, 
making a profit of 140 per cent. On 
the A. D. S. line there is no soap club, 
departm ent store nor m ail-order com
petition. T hat it gives satisfaction to 
our custom ers is proven by our in
creased sales.

W e devote the base of one case to 
soap and occasionally use the top of 
the fixture and extra tables for special 
exhibits. W e make a window display 
of soap about twice a year.

W e have a mailing list which in
cludes the names of nearly every 
housekeeper in this region, and we 
make use of this list for circularizing 
whenever we have anything special or 
new in our soap departm ent. R egu
larly every spring we send out a 
le tte r calling attention to our line of 
soaps. H enry  W . M erritt.

Soaps as a side-line have proved 
very satisfactory and profitable to me.
I have featured them strongly in my 
present location, especially the cheap
er and bargain grades.

Several window displays of a 10 
cents-per-box soap has given me very 
gratifying results. I have bought 
from different m anufacturers, but 
have had the best success w ith an 
assortm ent purchased from K irk Co. 
at $3.60 per gross in 5-gross lots. By 
making attractive window and count
er displays I have disposed of to 
4 gross in one week and at a profit 
of 3 3 ^  per cent.

The best success I have had is with 
a m am moth transparent glycerin 
soap selling at 5 cents a cake o r 20 
cakes for $1 .00, with an occasional 
sale of 20 cakes. In  displaying this 
soap, I place a flashlight on the floor 
of the window and pile the whole 5 | 
gross over and around the flashlight. 
H ardly a person but who is attracted 
by this display, especially at night 
when the flashlight is working. This 
line also affords a profit of 33yj per 
cent.

I use a six-foot silent salesman 
show-case for the display of toilet 
and medicinal soaps. I never exhibit 
c r  offer any soap for less than 10 
cents a cake except when I run these 
special sales.

F or general purposes, I have been 
m ost successful wfith Colgate & Co.’s 
line ranging in price from 5 to 50 
cents a cake. They need little or no 
introduction, and in taking advant
age of their special offers their line 
affords a profit of from 33x/ 3 to 70 
per cent. And if one takes advantage 
of their extra special prices in large 
quantities, there is even 100 per cent, 
or be tte r in it.

My sales of the medicinal soaps 
have been som ewhat limited, except 
of the brands which afford little or no 
profit!. I have never used any m ethod 
of advertising soap beyond window 
and counter displays.

G rant YV. Stevens,

W e buy our soaps as far as possible 
from  the m anufacturers in quantities 
of five-gross lots, our purpose being 
to get the m anufacturers’ minimum 
price, which is usually based on tha t 
quantity. This, of course, does not 
apply to  the slow-selling medicated 
and to ilet soaps, which seem to be un 
limited in number.

W e carry at least three hundred 
kinds of soap, and we do find the line 
w orth pushing. The profit on them 
will average from  25 per cent, up
wards on the French soaps' of m oder
ate and high price, and a t least 50 
per cent on the low er grade of soaps 
retailing at 10 or 15 cents a cake.

W hile we carry quite a num ber of 
5-cent soaps we keep them , as much 
as possible, in the background, believ
ing that, in our store a t least, it is 
much m ore profitable to  sell a 10-cent 
cake o r three for 25 cents. And in 
cidentally it takes no more time to 
talk up the 10-cent one than it does 
to  sell the five. The percentage of 
profit is invariably larger, and, of 
course, the am ount of profit is cor 
respondingly larger.

The sale on strictly  medicated 
soaps is limited, but the to ilet soaps, 
in neat and attractive w rappers and 
boxes, have enorm ous sale.

As for the brands, our custom ers 
are always looking for som ething new 
in toilet soaps, and wre find it neces
sary to continually buy new brands 
of soaps in order to supply tha t de 
mand.

W e have a very large sale on do 
mestic Castile (?) soap, which we buy 
in a 36-pound case of nine 4-pound 
bars, or the same soap cut into half 
cakes which we sell at 10 cents—three 
for a quarter. T his soap we feature 
in the window’, putting  in the original 
case as received from the factory, 
showing the soap in green, w hite and 
m ottled; both cut and in bars.

W e make complete window dis
plays of to ilet soaps alone which 
greatly  increase the sale a t the time 
of display. W e also have one large 
show’-case devoted to toilet soaps 
alone, as well as displayed in 
prom inent places on our show-cases 
and counters always a variety  of toil
et and Castile soaps.

We very seldom advertise soaps in 
any way except by display because 
we believe it is necessary to get the 
custom ers’ attention at the time of 
sale ra ther than to try  to in terest 
them through new spapers or circu
lars. I think it is safe to say tha t it 
is a w aste of money, from our exper
ience, for a druggist to use new spaper 
space in advertising soaps of any 
kind. Jam es F. Finneran.

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 is not rusty— 
it is new. Fancy Christmas Cards from $3.50 
per M. up. Write for samples or tell us to call 
on you any where in the state.

We are located opposite Union Station and 
All mail orders promptly. Our prices will in
terest you—ask for them.
Citi. Phone 6238 42-44 South Ionia Street

1 Bell Phone 3690 Grand Rapids, Mich.
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W HOLESALE DRUQ PRICE CURRENT

!

Acidum
Acetieum ...........
Benxoieum. O w ..
Bo racle ...............
Otrbodcuis
Citrlcum .........
Hydrochlor I d  K
Nltrocum ...........  1 9  10
Oxaltcum ...........  149 IS
Phosphortum, dll. ® 15
Salicylicum ___ 449 47
Sulphurlcum ____ 1%® 5
Tannlcum ...........  75® 85
Tartaricum ........ 38® 40

Ammonia
Aqua., 18 dec. . . .  4 9  I
Aqua, 20 de». . .  ( 9  8
Oarbonas . . . o . .  13® 16 
Cbloridum ...........  12® 14

Aniline
Black ..................2 00®2 26
Brown .................  80®1 90
Red ......................  45® 50
Yellow ................ 2 5003 «

B acca#
Cubebae ............... 70® 75 Rosmarini . . . . . 91
JuniDers ........... 60 f Rabin a *001

9 4
*0®1

Xanthoxylum . .  1 00® 
Baleamum

1 10 Santal .................
Sassafras ...........Copaiba ............... 00« IK Sinapls. ess. o z .. 0Peru ................... 2 00®2 SO Succlnl ................ 40©Terabin, Cañad 70© 80 Thyme ................ 49©Toiutan ............... 40© 45 Thyme, opt.......... 01

«

Cortex 
Able». Canadian
Caaatae .............
Cinchona Biava.. 
Buonymue atro..
Myrlca Cerifera..
Prunus V lrslnl..
Qulllala, it'd . . . .
Sassafras, po 20..
Liimua ...............

Extra ctum
Glycyrrhlxa, Ola.. 244
Glycyrrhlsa, p o .. 284
Haematox .......... I lf
Haematox, Is 
Haematox,
Haematox,

Ferru
Carbonate Preclp. 15
Citrate and Qulna 2 00 
Citrate Soluble.. .  66
Ferrocyanldum S 49
SoluL Chloride . .  16
Sulphate, com’l . .  2
Sulphate, com’l, by 

DDL per cwt. . .  70
Sulphate, pure . .  7

Flora
Arnica .................  20® 25
Anthemls ...........  60® 50
Matricaria .......... SO® 85

Falla
Barosma ............. 1 00® 1 10
Caaaia Acutlfol,

Tin neveil y ----  16® 20
Cassia, Acutlfol . 25® 80
Salvia officinalis,

%s and |f s  . - ■ 18® 20
Dva Ural ...........  8® W

Qumml
Acada, 1st ptbd. ® 86
Acacia, 2nd pkd. ® 45
Acacia, 8rd pkd. ® 36
Acacia, sifted sts. ® 18
Acada, po ...........  46® 86
Aloe, Barb .......... 22® 26
Aloe, Cape .......... 9  25
Aloe, Soootrl ----  ® 46
Ammoniac .......  55® 80
Asafoetida ........ 2 00® 2 20
tteusolnum .......... 60
Catechu, I s ................
Catechu, tts ----  <
Catechu, %s ___
Camphorae ........ 584
E>up ho rb him ___ i
Galbanum ...........
Gamboge ...p o . .1 25 
Uauclacum po 85
Kino ..........po 45c
Mastic .................
Myrrh ........po 60
Opium ...............  6 50
Shellac .................  45
Shellac, bleached 80 _ 
Tragacanth ........ 90@1 00

Herba
Absinthium . . . .  4 50®7 00
Ehipaterlum oz pk 20
Lobelia . . .  oz pk 20
Majorium ..oz  pk 28
Mentra Pip. oz pk 28
Mentra Ver oz pk 26
Rue ..............oz pk 28
Tanacetum. .V .. 22
Thymus 7. .oz pk 26

Magnesia
Calcined, Pat. ..  56® 80
Carbonate. Pat. 18® 2( 
Carbonate. K-M. 18® 20
Carbonate ...........  18® 20

Oleum
Absinthium . . . .  7 60®8 00 
Amygdalae Dulc. 75® 85 
Amygdalae, Ama 8 00®8 25
Anisi ................... 1 9002 00
Aurantl Cortex 2 7502 8K
Bergamll ..............6 6O0B 99
Cajlputi ........ . . .  S&0 89
Caryophilll ..........1 40® 1 50
cedar ...............  850 80
Chenopadii .......... 4 5005 00
Cinnamoni . . . .  1 TM91 ■  
Conium Mae . . .  80® 20 
Cltronelia ...........  800 75

Copaiba ............... 1 75® 1
Cobebas ............ 4 00#5
Erlgeron ..............2 35® 2
Evechthitoa ....... 1 00® 1
Qaultheria ........ 4 8005
Geranium ....... ax
Gossippii Sem gal 70®
Hedeoma ...........2 50® 2
Junipera ...............  40®i
Lavenduia ............. 80®8
Limons .................1 15® 1
Mentha Piper . .  2 20®2 
Mentha Verid . . . 3 40®3 
Morrhuae, gal. ..2  00®2
Myrlcla ............... 2 00®3
Olive ..................... 1 00® 3
Plcis Liquida ____ 10®
Plcis Liquida gal. ®
Rldna ....................  94®1
Rosae oz. . . . . .  8 00®8

Theobromas .......  15®
Tlglll ..............   2001

Potassium
Bl-Carb ...............  15®
Bichromate . . . .  13®
Bromide ...............  30®
Cari» .............. r. . .  12®
Chlorate ....... po. 12®
Cyanide ...............  30®
Iodide ................. 2 2502
Potassa. Bltart pr 30® 
Potass Nltras opt 7®
Potass Nltras ___ 8®
Prussiate ............. 23®
Sulphate po ----  15®

Radix
Aconitum ...........  20®
Althae ..................  30®
Anchusa .............  10®
Arum po .............  @
Calamus ..............  20®
Gentiana po 15.. 12®
Glychrrhiza pv 15 16®
Hellebore. Alba 12® 
Hydrastis, Canada ®3 
•i vdrastis. Can. po ©2
Inula, po ............ 20®
Ipecac, po .......... 2 2502
li is plow .............  3»«1
lalapa, pr. .......... 70®
iMaranta, 14s . . . .  ®
Podophyllum po 15®
Rhel ..................... 75®1
Rhei, cut ............1 00®1
Rhel, pv................. 75® 1
Sanguinari. po 18 ©
Scillae, po 45 . . . .  20®
Senega ................. 85®
Serpentaria ........ 5<>®
Smilax, M .........  @
Smilax, offl’s *Z.. &
Spigella ............... 1 45® 1
Symplocarpus . . . ©
Valeriana Eng. .. ©
Valeriana, Ger. .. 150
Zingiber a ......... 12®
Zingiber J ......... 25®

Semen
An is um po 22 .. 9Aplum (gravel's) t in
Bird, Is ............. 4®
Cannabis Satlva 7®
Cardamon ........... 70©
Carul po 15 ....... 12®
Chenopodium ... . 25©
Coriandrum ....... 12©
Cydonium ........... 75® 1
Dipterix Odorate 3 50® 4
N’oenlculum .......
Foenugreek, po. . 7®
Llnl .................. « 0Uni, grd. bbl. 5% 8®
Lobelia ................. 75 a
Pharlaris Cana’n 9©
Rapa .................... 5 rc6
Sinapis Alba . . . . 8®
Sinapls Nigra 9®

I f

Splrltus
Frumenti « W. D. 2 00® 2 50
Frumenti .............1 25® 1 60
Juniperls Co. ..1  75® 3 50 
Junlperis Co O T 1 65® 2 00 
Saccharum N E I  90® 2 If* 
Spt Vini Galli ..1 75®6 50
Vini Alba ............1 25'" i  0t)
Vini Oporto ___ 1 25®2 00

Sponges
Extra yellow sheeps' 

wool carriage ® 1 25
Florida sheeps’ wool

carriage ........ 3 00®3 50
Grass sheeps’ wool

carriage ...........  ®1 25
Hard, slate use..  'a 1 00
Nassau sheeps’ wool

carriage .........  3 50® 3 75
Velvet extra sheeps'

wool carriage 
Yellow Reef, for

elate use .........
Syrups

Acada ................
Aurantl Cortex .. 
Ferri lod
Ipecac .................
Rhei Are"1 
Smilax Offl’s . ..  
Senega ...............

@2

® 1

50®
9

Scillae .................  ®
Scillae Co. .......... f
Toiutan ...............  ®
Prunus vtrg . . . .  ®
Zingiber ______  ®

Tinctures
Aloes ...................
Aloe# A Myrrh.. 
Anconitum NapaF  
Anconitum Nap’sR
Arnica ................
Asafoetida .........
Atrope Belladonna 
Aurantl Cbrtex. .
Barosma .............
Benzoin ...............
Benzoin Co. ........
Cantharidee ........
Capsicum ...........
Cardamon ..........
Cardamon Co. . . .
Cassfa Acutlfol ..
Cassia Acutlfol Co
Oaetor .................  1
Catechu ..................
Cinchona .........
Cinchona Co. . , .
Columbia .............
Cubebae ...............
Digitalis ...........
Ergot ...................
Ferri Cbloridum
Gentian ...............
Gentian Co............
Guiaca .................
Gulaca ammon .. 
Hyoseyamus . . . .
Iodine ..................
iodine, colorless
Kino .....................
Lobelia .................
Myrrh ..................
Nux Vomica ___
Opil ................... 1
Opll. camphorated 1
Opil. deodorized 2
Quassia ...............
Rhatany ...............
Rhei ....................
Sanguinaria .......
Serpentaria .......
Stromonium ........

i Toiutan ...............
1 Valerian .............

Veratrum Verlde 
Zingiber ...............

Miscellaneous 
Aether, Spts Nit 3f 3*X3? 
Aether. Spts Nit 4f 34® 
Alumen, grd po 7 3®
Annatto ...............  40®
Antimoni, po . . . .  4®
Antimoni et po T 40®
Antifebrin ...........  ®
Antipyrin ...........  ®
Argentl Nltras ox ©
Arsenicum .......... 19®
Balm Gilead buds 80® 
Bismuth S N . . . 2  2002 
Calcium Chlor, Is it 
Calcium Chlor. Vx* 9  
Calcium Chlor, 14s ®
Cantharides, Rus. ® 
Capsici Fruc’s af © 
Capsici Fruc's po ® 
Cap i Fruc’s B po ® 
r,!trintn» No. 40 ®4
Carphyllus ............ 20®

i ucCus . . .  ^
Cataceum ........... &
Centraría .............  ®
Cera Alba .........  50®
Cera Flava ........ 40®
Crocus .................  45®
Chloroform .........  34®
Chloral Hyd Crss 1 25® 1 
Chloro'm Squibbs ®
Chondrus ............  20®
Cinchonid'e Germ 38® 
Crncbonidine P-W 38®
Cocaine .............  3 05® 3
Corks list, less 70%
Creosotum .........  ®
Creta . . .  bbl. 75 ®
Creta, prep...........  ®
Creta, preclp. .. 9®
Creta, Rubra ___ 9
Cudbear ............. 9
Cupri SuL>h ........ 3®
Dextrine .............  7©
Emery, ail Nos.. . ©
Emery, po .........  ®
Ergota ---- pi 85 50®
Ether Sulph .. 35®
Flake Wh.re . . .  12©
Galla . . .    ©
Gambler ...............  3®
Gelatin, Cooper . ®
Gelatin. French 35® 
Glassware, fit boo «»% 
Less than box 70%
Glue, brown ........ 11®
Glue, white ........ 15®
31y cerina .......... 20®
Grana Paradisi ®
Humulus .............  35®
Hydrarg Amraoi © 1 
Hydrarg Ch. .ML ® 
Hydrarg Ch Cor ® 
Hydrarg Ox Ru m © 
Hydrarg Ungue’m 45© 
Hydrargyrum . . .  ®
IchthyoboIIa. Am. 9901 
Indigo 7501
Iodine, Resubi ..2  0903
Iodoform ...........j 90© 4
Liquor A rsen *f

Hydrarg lod. . .  ®
Liq. Potass Arstnlt 10®

Lupcltn .............
Lycopodium .......
Mads
Magnesia. Sulph. 
Magnesia. Sulph. b 
Xfannia S. F.
Menthol .............  3
Morphia, SP^W  3 
Morphia. jW fQ 3 
Morphia, Mai. . .3 
Moschus Cantors 
Myristica, No. I 
Nux Vomica po 15
Os S e p ia ...............
Pepsin Saac. H A

! P  B Oo ..........
Piefs Uq N N %

gal. doa .......  m
\ Picis Llq qts . ..  a  
| Picis U q pints 1
; P1I Hydrarg po 90 ■
I Piper Albs po 35 1
j Fiber Nigra po 22 p
Plx Rurgum ___ 19®
Plumb! Acet . . .  12®

j Pulvis Ip’eet Opil 1 30© 
Pyrenthrum. bxa H 

A P  D Co. do*. 9  
j Pyrenthrum. pv. 20®
Quaasiae .............  fM

I Qulna, N. Y. . . . .  I»®
j Qulna. S. Ger . . .  IT® 
j Oufna. S P A  W i l l

9 1  OS 
i l  M

Sangui» Drac'» 
Sapo. €E 
Sapo, M 
Sapo. W ...........
aetsUKS JAutCure
Rinap Ï»
^inxn19 9%yt.
Snuff Macca bov

D© Vryr*9
Snuff. ¿f ft
Soda. 3orw
Soda. Sora», po
Rrwfa er Pot's Ta
Sodia. Garb
Soda. Bi-Carh
Soda. Ash
Soda.
Spts. Cologne
Spt* Ether Co.
Spt* Myrcta
Spts. ^ tut

V:’: Reet N
Spt*. VI*'! St'f |0
Spt» VTf Jt* f %
StrvrrlNntí»
59ritnh-nr 3oH
Sulpfrnr SUN.

■ . 9 N*®t9 9»
3ufph .....  7® ü»

WML I 
M®C

3 S

NeetTe-fhaC. * s tr  i s ®
Turpenthie; bbl 
Ttrpeaztoe Less- 
PF Safe w inter

L - * %
O ®

Eat
O w en. Part» . 
S c e s i .  Pentite»

OÖE 

la r  ^
L e e g  reff 
r. wed, w h its H i®

m

»
TT Tamarindi»

Tth 1
37 Thebmmae

T

«2®

2  9#

Red Veneti! 
Sha iter Pre

B ig
Amertcan 
Fitting *3Tibe g  
n u r »  P a r í s  A tu ' r  
Fut*g Part» B ig

* » h

20

W a t c h  T h i s  S p a c e

For a picture off our rum 

and an announcement 

date upon which we will 

the same . It is located 

corner o f Oaks and Con 

streets only 300 feel in  

front entrance o f Union

Yours respectfully„

H a z e l t i n e  &  P e r k i n s  

D r u g  C o .

Grand Rapids„ .H i

LaBelle Moistener
and Letter Sealer

For Sealing Letters, Affixing Stamp* and General Use

Simplest, cleanest and rrt> 
kind on the market.
You can seal 2.000 letters 
it will last several days an

P nce. 7 5 c  P asty  mé  tm Y ear Adérese

TRADESMAN COMPANY GRAND RAPIDI HiCft.

W
9U
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M I C H I G A N  T R A D E S M A N

V P R IC E  C U R R E N T
refully corrected weekly, within six hoars of mining 
ect at time of going to press. Prices, however, art 
, and country merchants will have their orders filled at 
chase.

DECLINED

ARCTIC AMMONIA
D os

12 ox. ovals 2 dos. box ..7:
A X L E  G REASE  

Frazer’s 
lib . wood boxes, 4 doz. 3 O' 
Itb. tin boxes, 3 doz. 2 31 
3%Ib. tin boxes. 2 doz. 4 2:
10Tb. pails, per doz . . . .6 0(
15Tb. pails, per doz . . . .7 2<
251b. pails, per doz. . .12 00

BA K ED  B EA N S
1Tb. can. per doz.............. 9'
2Tb. can, per dox......... 1 40
3Tb. can. per doz...........1 80

BATH  BRICK  
English , .....................  95

BLUING
Saw yer’s Pepper Box

Per Gross- 
No. 3. 8 doz. wood bxs 4 0<
No. 5, 3 doz. wood bxs 7 00
Sawyer Crystal Bag 

Blue .......................... 4 Of
BROOMS

No. 1 Carpet 4 sew ..4 00 
No. 2 Carpet 4 sew .. 3 75 
No. 3 Carpet 3 sew . .3 5n 
No. 4 Carpet 3 sew . .3 25
Parlor Gem ................  4 5a
Common Whisk ..........1 40
Fancy Whisk ................1 60
Warehouse ................  4 50

BR U SH E S  
Scrub

Solid Back, 8 in.. . .
Solid Back. 11 in
Pointed Ends .......

Stove
No.
No.
No. 1

No. 8 
No. 7 
No. 4 
No. 3

Shoe

. 7f 
9i

. 81

. 9<

.1 25 

.1 74

.1 00 

.1 30 

.1 70

.2 00

8
8»A

B U TTER  COLOR 
Dandelion, 25c size . . .

LA n Ol £ s>
Paraffine. 6s .............
Paraffine. 12s ...........
Vivaing ............... 20

C A N N ED  GOODS 
Apples

51b. Standards @1 00
Gallon ............... 3 20@3 50

Blackberries
l lb. ....................1 504711 90
Standards gallons 

Beans
Baked ..................
Red Kidney ........
String ..................
Wax ......................

Blueberries
Standard ..............
Gallon ....................

00

85 @ 1
70'dU i 
7 5(§ 1 2

1 30 
• 50

Clams
Little Neck. lib. 1 00(g 1 2a
Little Neck. 2!b. Hi 50

Clam Bouillon
Burnham’s % pt............. 2 25
Burnham’s pts..............  S 76
Burnham’s qts................. 7 60

Cuci
Red Standards 
White ...........

4?1 40 
@1 40

b air
• ancy

Corn
....................  90@1 00
................  1 0047)1 10
................................ 1 45
French Pea« 

Monbadon (Natural)
per doz........................ 2 45

booseUernes
No. 10 ............................ 6 00

Hominy
Maiidaid ......................  85

L o b s t e r
%Ib.................................. 2 40
Picnic Tails .......

M a c k e r e l
Mustard, lib. . . . . . . . . .  1 8i'
Mustard. 2!t>........... . . .  2 so
Soused. l%lb............. .. .1 80
housed. fib ............... __2 7£
Tomato. l.Tb............... .. .i 50
Tomtio 2Tb.............. . .2 80

Mushrooms
Hotels ................. 0 17
Buttons, %s . . . . @ 14
Buttons, Is ......... 0 23

Oysters
Cove, lib ..............  85 @ 90
Cove, 21b...............1 65 @1 75

Plums
-Hums ...................1 00® 2 5i

Peat
Marrowfat ........ 9501 25
Early June ........ 9501 25
Early June Sifted 1 1501 80

Peaches
Pie ......................  9001 25
No. 10 size can pie 0 3  00

Pineapple
Grated ................. 1 8502 50
Sliced .................  9502 40

■ Pumpkin
Fair ......................  85
Good ..................... 90
Fancy ................. 1 00
Gallon .................  2 60

Raspberries
Standard ...........  @

Salmon
Col’a River, tails . . . .  2 25 
Col’a River, flats . . . .  2 40
Red Alaska ....... 1 60 481 75
Pink Alaska . . . .1  20(5) 1 30

Ssrrtine*
Domestic, 14s .......... 3 75
Domestic, % Mus. . .3 50
Domestic, % Mus. @ 7  
French. %s . . .  7 j * - 
French, %s ......... 18 @2‘-

Shrimps
Standard .............  90® 1 4

Succotash
Fair ........................  85
Good ......................  1 0i
Fancy ................ 1 2S@1 4‘

Strawberries
Standard . . . .  .......
Fancy ......................

Tomatoes
Good ....................  9501 10
Fair ......................  85® 90
Fancv . . .  @1 40
No. 10 ..................  0 3  00

CARBON OILS 
Barrels

Perfection .........  @ 9%
D. S’. Gasoline .. @ 13%
Gas Machine .......  @23
Deodor’d Nap’a .. @12%
Cylinder ...........  29 034%
Engine ...............  16 022
Black, winter . . .  8%@10

ULHtntC  
Breakfast 0 o-.u1s 

Bear Food Pettijohns 1 90 
Cream of Wheat 36 2Tb 4 50 

-see, 36 Dkgs. ..2  80 
Post Toasties T No. 2

24 pkgs..................... 2 80
Post Toasties T No. 3

36 pkgs..................... 2 80
Apetiao Biscuit, 24 pk 3 00

18 pkgs..................  1 95
Grape Nuts. 2 doz. ..2 70
Malta Vita. 3« lth..........2 85
Mapl-Flake, 24 1Tb. ..2  70 
Pillsbury’s Vitos. 3 dz. 4 25 
Ralston Health Food

36 21b................................ 4 50
Saxon Wheat Food, 24

pkgs............................... S 00
Shred Wheat Biscuit,

36 pkgs..................... 3 60
Kellogg s roasted Cora 

Flakes. 36 pkgs in cs. 2 80
Vigor. 36 pkgs...................... 2 75
Voigt Cream Flakes . .2 80 
Zest, 20 51b...........................4 10

Rolled Oats
Rolled A vena. bbls. ..4 25
Steel Cut, 100 lb. sks. 2 10
Monarch, bbl........................4 00
Monarch, 90 lb. sacks 1 80 
Quaker. 18 Regular . .1 38 
Quaker, 20 Family ..4 00

Cracked Wheat
Bulk .......................... 3%
24 21b. packages .......... 2 50

CATSUP
Columbia, 25 pts..................4 15
Snider’s pints ................2 85
Snider’s % pints .......... 1 3u

CHEESE
Acme ..................  4? 15%
Bloomingdale . . .  @17
Jersey .....................  @15
Warner ................... 16%
Riverside ...........  @16%
Brick .......................  @17
Leiden ...................... @15

Limburger .......... @16
Pineapple ........... 40 060
Sap Sago ...........  020
Swiss, domestic 018

CHEWING GUM 
American Flag Spruce 56
Beeman’s Pepsin ........ 65
Adams’ Pepsin ............ 55
Best Pepsin .................  45
Best Pepsin, 5 boxes 2 00
Black Jack ...................  56
Largest Gum Made . .  55
Sen Sen ........................  55
Sen Sen Breath Per’f  1 00
Yucatan ........................  55
Spearmint ..................... 55

CHICORY
Bulk .............................. 5
Red ....................   7
Eagle ........................    6
Franck’s .........................  7
Schener’s .........................  6

CHOCOLATE 
Walter Baker & Co.’s

German’s Sweet .......... 22
Premium ..................   81
Caracas ..........................  31

Walter M. Lowney Co.
Premium, %s ...............  20
Premium, %s .............  SO

CIDER, SWEET 
“Morgan’s”

Regular barrel 50 gal 10 00 
Trade barrel, 28 gals 5 50 
% Tarde barrel, 14 gal 3 50
Roiled, per gal .............  60
Hard, per gal..................  25

Baker’s 
'lev eland

COCOA

Colonial. %s ...............
'olonial. ..........

Epps
Huyler .
uowney, %S ...................
l.owney, %S ...................
Lowney, %S ...................
l.owney. is  .................
Van Houten, %s .........
Van Houten, %s .......
Van Houten, %s .........
Van Houten, Is ...........
Webb ............................
Wilber, %s ....................
Wilbur. %s .................

COCOANUT 
Dunham's per Tb.

%s, 5Tb. case ...........  29
%s, 51b. case ...........  28
%s, 15Tb. case .........  27
%s, 151b. c a s e ......  26
Is, 15Tb. case .........  25
%s & %s, 151b. case 26%
Scalloped Gems ........ 10

COFFEE
Rio

Common ...............  10013%
Fair .............................. 14%
Choice ..........................  16%
Fancy ..........................  20

Santos
Common ...............  12013%
Fair ................................ 14%
Choice .........    16%
Fancy ............................  19
Peaberry ........................

MaracaiboFair .............................. 16
Choice ..........................  19

Mexican
Choice .......    16%
Fancy ..........................  19

Guatemala
Choice ..........................  15

Java
African ........................  12
Fancy African ...........  17
O. G................................ 25
P. G................................ 31

Mocha
Arabian ......................  21

Package
New York Basis

Arbuckle ............. 21 50
Lion ............................ 21 50

McLaughlin’s XXXX 
McLaughlin’s XXXX sold 

to retailers only. Mail all 
orders direct to W. F. 
McLaughlin & Co., Chica
go.

Extract
Holland, % gro boxes 95
Felix, % gross ............1 15
Hummel’s foil, % gro. 85 
Hummel’s tin, % gor. 1 43 

CRACKERS
National Biscuit Company 

Brand 
Butter

N. B. C. Sq. bbl. 6% bx 6 
Seymour, Rd. bbl 6% bx 6 

Soda
N. B. C„ boxes .......... 6
Select .............................. 9
Saratoga Flakes . . . .  13
Zephyrette ................... 13

Oyster
N. B. C. Rd. bbl 6% bx 6 
Gem, bbl, 6% boxes . .  6
Faust ............................  8

Sweet Goods
Animals ......................  10
Apricot Gems ..............12
Atlantics ..................... 12
Atlantic, Assorted . . .  12 
Avena Fruit Cake . . .  12
Brittle ..........................  11
Bumble Bee ...............  10
Cadets ............................  9
Cartwheels Assorted . .  9
Chocolate Drops .......... 16
Choc. Honey Fingers 16

4
Circle Honey Cookies 12 
Currant Fruit Biscuits 12
Cracknels ..................... 16
Cocoanut Brittle Cake l i  
Cocoanut Sugar Cake 11 
Cocoanut Taffy Bar ..12
Cocoanut B a r .............. 16
Cocoanut Drops ........  12
Cocoanut Macaroons ..18 
Cocoanut Hon. Fingers 12 
Cocoanut Hon Jumbles 12
Coffee Cake ...............  10
Coffee Cake, ic e d ........11
Crumpets ..................... 10
Dinner Biscuit ...........  26
Dixie Sugar Cookie . . .  8
Family Cookie ................9
Fig Cake Assorted . . . .12
Fig Newtons ...............  12
J? loraoel Cake ............. 13%
Fluted Cocoanut Bar 10
Forsted Creams ..........j
Frosted Ginger Cookie 8 
Fruit Lunch Iced . . . .10
Ginger Gems ..................8
Ginger Gems, Iced . . . .  6 
Graham Crackers . . . .  8 
Ginger Snaps Family 8 
Ginger Snaps N. B. C. 7% 
Ginger Snaps N. B. C.

Square ........................  8
Hippodrome Bar . . . .  12 
Honey Cake, N. B. C. 12 
Honey Fingers As. Ice 12 
Honey J umbies, iced 12
Honey Flake*.............  12%
Household Cookies . . . .  8 
Housenoid Cookies Iced 9
imperial ......................... 9
Jersey Lunch .............  9
J ubiiee Mixed . . . . . .  10
Kream Klips .............  26
Laddie ............................  9
Lemon Gems .............  10
Lemon Biscuit Square 8
Lemon W a fer .............  17
Lemona ..........................  9
Mary Ann ...................  9
Marshmallow Walnuts 17
Molasses Cakes .......... 8
Molasses Cakes, iced . 9 
Molasses Fruit Cookies

Iced ............................  l l
iVLOiasses Sandwich . . .  12
Mottled Square .......... 10
Oatmeal Crackers . . . .  8
Orange Gems .............  9
Luun Law; ....................14
Penny Assorted .......... 9
Peanut Gems .............  9
Pretzels, Hand Md. . .  9 
Pretzelettes, Hand Md. 9 
Pretzelettes, Mac. Md. 8
Raisin • Cookies .......... 10
Raisin Gems ...............  U
Revere, Assorted . . . .  14 
Rittenhouse Fruit

Biscuit ....................... 10
Rube ..............................  9
Scalloped Gems .............  10
Scotch Cookies .......... 10
Spiced Currant Cake ..10
Sugar Fingers ............ 12
SMltana Fruit Biscuit 16 
Spiced Ginger Cake . .  9 
Spiced Ginger Cake led 10
Sugar Cakes .............  9
Sugar Squares, large or

small ......................... 9
Sunnyside Jumbles . . 1 0
Superba ....................... 8
Sponge Lady Fingers 25
Sugar Crimp .............  9
Vanilla Wafers .......... 17
Waverly ....................... 10

In-er Seal Goods
per dos.

Albert Biscuit ...........  1 00
Animals ....................... l  00
Arrowroot Biscuit . . .  1 00 
Athena Lemon Cake 60
Baronet Biscuit .......... 1 00
Bremmer’s  Butter

Wafers ..................... 1 00
Cameo Biscuit .......... 1 50
Cheese Sandwich . . . .  1 00 
Chocolate Wafers . . . .  1 00
Cocoanut D a in tie s__1 00
Faust Oyster .............  1 U0
Fig Newton ........*.... 1 00
Five O’clock Tea . . . .  1 00
Frotana ......................  1 00
Ginger Snaps, N. B. C. 1 00 
Graham Crackers, Red

Label ........................  1 00
Lemon Snaps .............  50
Oatmeal Crackers . . . . 1  00 
Old Time Sugar Cook. 1 00 
Oval Salt Biscuit . . . .  1 00
Oysterettes .................  60
Pretzelettes, Hd. Md. 1 00
Royal Toast ...............  1 00
Saltine Biscuit ...........  1 00
Saratoga Flakes ..........1 50
Social Tea Biscuit . . . . 1  00 
Soda Crackers N. B. C. 1 06 
Soda Crackers Select 1 00 
S. S. Butter Crackers 1 50
Uneeda Biscuit .......... 50
Uneeda Jinjer Wayfer 1 00 
Uneeda Lunch Biscuit 50
Vanilla Wafers .......... 1 00
Water Thin Biscuit . .  1 00 
Zu Zu Ginger Snaps . .  60
Zwieback ..................... 1 00
In Special Tin Packages.

Per doz.
Festino ........................  2 60
Nabisco. 25c ...............  2 56
Nabisco, 10c . . . . . . . . . .  1 00
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Lemon & Wheeler Co. 
White Star, %s cloth 5 50 
White Star, %s .cloth 5 40 
White Star, %s cloth 5 30 

Worden Grocer Co. 
American Eagle, % cl 5 35 
Grand Rapids Grain & 

Milling Co. Brands.
Purity, Patent ............5 00
Seal of Minnesota . . . .  6 10
Wizard Flour ............ 4 60
Wizard Graham .........4 60
W izard Gran. Meal .. 3 6u 
Wizard Buckwheat . .6 00
Rye .............................  4 40

Spring Wheat Flour 
Roy Baker’s Brand 

Golden Horn, family 5 40 
Golden Horn, bakers a 30
Wisconsin Rye .......... 4 50
ludson Grocer Co.’s Brand
Ceresota, %s ..............6 4"
Ceresota, %s ..............6 30
Ceresota, %s ..............6 30
Lemon Wheeler's Brand
Wingold, % s ................6 05
W ingold, %s ..............5 95
Wingold, Vis ..............5 8a
Worden Grocer Co.’s Brand
laurel, Vis cloth .........6 Ou
Laurel, Vis cloth .........5 90
laurel, Vi & Vis cloth 5 80
Laurel, Vis cloth .........5 80
Voigt Milling Co.’s Brand
Voigt's Crescent ......... 5 60
Voigt’s Flouroigt . . . .  5 60 
Voigt’s Hygienic

Graham ................ 5 00
Voigt’s Royal .............5 80

Wykes %t Co.
Sleepy Eye, vis cloth. . 6 30 
Sleepy Eye, Vis cloth. . 6 10 
Sleepy Eye, Vis cloth. . 6 00 
Sleepy Eye, Vis paper 6 00 
taeepy Eye, Vis paper 6 00 
Watson-Higgins Milling Co.
perfection Flour ......... 5 00
Tip Top Flour ..........  4 60
Golden S’heaf Flour .. 4 30 
Marshall’s Best Flour 6 15 
Perfection Buckwheat 3 00 
Tip Top Buckwheat 2 80 
Badger Dairy Feed 24 00 
Alfalfa Horse Feed 27 Oo
Kafir Corn ..................1 35
Hoyle Scratch Feed .. 1 55 

Mul
Boned ........................  3 40
Golden Granulated ...3  60 
bL, Car Feed screened 22 00 
No. 1 Corn and Oats 22 00
Corn, cracked ......... 21 00
Corn Meal, coarse .. 21 00 
Winter Wheat Bran 25 Oo 
Buffalo Gluten Feed 30 00 

Danry Feeds 
Wykes & Co.

O P Linseed Meal . .37 50 
O P Laxo-Cake-Meal 35 00 
Cottonseed Meal ....31 00
Gluten Feed .......... ’..27 00
Brewers’ Grains ....27  00 
Hammond Dairy Feed 24 00
Alfalfa Meal .............. 26 00

Oats
Michigan carlots ---- 36 Vi
Less than carlots ........38

Corn
Carlots ......................  55
Less than carlots . . . .  57 

Hay
Carlots ..................... 16
Less than carlots . . .  17

MAPLEINE
2 oz. bottles, per doz. 3 00 

MOLASSES 
Naw Orleans

Fancy Open Kettle .. 42
Choice ..........................  35
Good ..........................  32
Fair .............................  2«

Half barrels 2c extra 
MINCE MEAT

Per case ...................  2 85
MUSTARD

Vi lb. 6 rb. box ......... 18
OLIVES 

Bulk, 1 gal. kegs 1 10@1 20 
Bulk, 2 gal. kegs 95@1 10 
Bulk, 5 gal. kegs 90^1 u
Stuffed, 5 ez.................. 90
Stuffed, 8 oz....................1 35
Stuffed, 14 oz.................2 25
Pitted (not stuffed)

14 oz.........................2 26
Manzanilla, 8 oz............  90
Lunch, 10 oz.................. 1 35
Lunch, 16 oz................... 2 25
Queen, Mammoth, 19

oz. ......................  3 75
Queen. Mammoth, 28

oz. ........................  5 25
Olive Chow, 2 doz. cs,

per doz...................... 2 25
TOOTH PICKS 

Hardwood Tooth Picks 2 00
Ideal ............................ 86

PICKLES 
Medium 

Barrels, 1,200 count ..7 75
Half bbls., 600 count 4 50
5 gallon kegs ............  2 25

Small
Barrels ......................  9 00
Half barrels ..............  5 25
5 gallon kegs . . a .............1 90

Gherkins
Barrels ..................... 11 00
Half barrels ..................5 00
5 gallon kegs ............  2 75

Sweet Small
Barrels ..................... 13 50
Half barrels ..............  7 50

POTASH
Babbitt’s ...................

PROVISIONS  
Barreled Pork 

Clear Back

4 00 Mess,
I Mess, 
Mess. 

22 00 I Mess,

Mackerel
100 lbs.........
40 lbs.........
10 lbs..........
8 lbs.

..16 50 ! 

.. 7 00 

.. 1 85 I 
1 50 Pure Cane

.16

Short Cut .................20 00 j No. 1, 100 lbs................ 15 50 Fair ...
Snort Cut Clear .........20 50 No. 1. 40 lbs................... 6 60 i Good
Bean .......................  20 00 No. 1, 10 lbs.................. 1 70 Choice
Brisket, Clear ......... 23 00 ! No. 1, 8 lbs..................... 1 40
Pig ...........................  23 00| Whiteflch
Clear Family ..........  26 001 No. 1, No. 2 Fam. ! Sundried.

100 lbs.................9 75 3 59 Sundried,
50 lbs................. 6 25 1 90 1 Sundried.
10 lbs................. 1 12 55

8 lbs.................. 92 48
SHOE BLACKING 

Handy Box, large 3 dz 2 50 
Handy Box, small ....1  25 
Bixby’s Royal Polish 85 
Miller’s Crown Polish 85 

SNUFF
Scotch, in bladders ........37
.Vlaccaboy, in jars ...........35
French Rappie in jars . .43 

SOAP
J. S. Kirk & Co. , D.American Family .......4 00 j Pingaue

Dusky Diamond, 50 8oz 2 80 Ping3ue 
_ M M  3 80

Splint, medium . . . . . .  3 M
splint, smart .............. 2 >5
Willow, Clothes, large 9 25

Butter Puttes

ssraE 3SÖ 
PsMs

•  38

TEA
Japan

Dry Salt Meats
S P Bellies ..............

Lard
Pure in tierces ......... 12%
Compound Lard ........ 9%
80 lb. tubs ....advance
60 lb. tubs 
50 lb. tins 
20 lb. pails 
10 lb. pails 
5 lb. pails 
8 lb. pails

yRegular, medium 
Regular, choice . 
Regular, fancy 
Basket-fired 
Basket-fired 
Basket-fired
Nibs ......................
Siftings .............
Fannings ...............

Gunpowder 
Moyune. medium 
M
Mojrun

advance 2  
.advance %
.advance %
.advance %
.advance 1  
.advance 1  

Smoked Meats 
Hams, 12 lb. average..15 
Hams, 14 lb. average.. 14 %
Hams, 16 lb. average.. 15 
Hams, 18 lb. average..15
Skinned Hams .. 15# 15% I Dusky D’nd 100 6 __-
i lam. dried beef sets ..16% Jap Rose, 50 bars .3 60 I Young Hyson
California Hams .......11% Savon Imperial ...........3 001 Choice .......................
Picnic Boiled Hams ..15 | White Russian ........... 3 601 6 ancY -- --- ..............

Dome, oval bars .........3 00 1 Oolong
Satinet, oval ..............2 70 Formosa, fancy .. .
Snowberry, 100 cakes 4 001 Amoy, med 

Proctor & Gamble Co.
Lenox ........................  3 25
Ivory, 6 oz...................  4 00
Ivory, 10 oz................  6 75
Star ...........................  3 85

Lautz Bros. & Co.
11 I Acme, 30 bars. 75 lbs. 4 00
11 Acme, 25 bars. 75 lbs. 4 00
9 Acme. 25 bars, 70 lbs. 3 80

Acme. 100 cakes ......... 3 60
14 00 Big Master. 70 bars ..2 85
14 00 German Mottled ......... 3 50

German Mottled, 5 bxs 3 4

24#26i¿ a 
3i)#33 j s n 
3S#40fó r 
Zi& 2f 
30#33 Bai 
36*040 Baj 

medium 10 
choice 35#37 Ro> 
fancy 40# 43 i j 
......... 360 30

l& ì l

Cnurnt
1# gak. saetí 

Clotties P.ïi»
1 m

IH
t» » gr-js» -------i rumi», 2^9 doz.

C fiU i M4 Filian 
impty Dumpty. 13 3*

lice .........32 No. 2 complete ............. t»
zy . . . .  
?dium

,.40#45 lase No.2 filler»! lee te 1 
, .25# 23 'ase mediums 12 sets 1

35 id
OÌC€ . , -.......86 faucets

. 4>ru 451 ori* line.. * in ... .

Mixed Gandy

Boiled Ham ................21 I
Berlin Ham. pressed ..11
Minced Ham ............... 11
Bacon .................  17 @ 17%

Sausages
Bologna ......................  9 !
"fiver .................  7%@ 8
’rankfort .................  10%

Pork ...........................  11

. . .  Mi 
.40# 50 ; Um  Sticks
. 45# i spr

Amoy, choice ..............
English Breakfast

)IS!

Veal
Tongue ...................
Headcheese ............

feef
Boneless ...............
Rump, new ..........

Pig’s Feet
bbls.

Medium
Choice
Fancy
Ceylon,
Fancy

! Blot .. 
j Hiawat 
! Hiawat

india 
choice .
TOBACCO 
Fine Cut

..35
....... 30
.40 @45
.30# 35 
. 45# 50

! o»L brush holder 15 
cotton mop heads 1
No. 7 _____  *6

PailsStandard ........3 «
Standard . . . . .2  S
Cable . . . . . . . . . 2  10

¡Cedar all red brass ..1 25 
3-wire Cable —. . . . . . . 2  20
Paper Eureka . . . . . . . . 2  25

i-noop
1-  hoop
2-  wire

i ore
roothpicks

40 ! No Limit,
% bbls., 40 lbs. . . . . 2 15 1German Motled, 25 bx 3 35 No Limit, 14 oz. .. ...3 68 . -i áVs bbls....................... ...4  00 Marseilles, 100 cakes . 6 00 Gjibwa, 15 oz........... 40 (ideal ........................
1 bbl.......................... ...9  00 jMarseilles, 100 ekes 5c 4 00 Ojibwa, 5c pkg. ... . . .1 a» í T raoit

T ripe Marseilles, 100 ck toil 4 00 Ojibwa, 5c .............. *• ¡ Mouse, wood, 2 holes 3» Eureka Chocolates .... i iKits, 15 tbs.............. . . .  90 Marseilles, %bx toilet 2 10 Petoskey Chief, 7 ox . .1 ^  » jhivusc, wood, i  acias 45 ¿uintette: citoeaiates .4v* bols., 40 lbs.......... . . . 1  60 A. B. Wrisley Petoskey Chief, 14 cz. 2 i Mouse, wood* d noies% bbls., 80 tbs. .. ■...3  00 Good Cheer ............... 4 00 Sterling Dark, 5c . .. .5 76 f Mouse, tin, 5 boles 45 ~ ¿Casings !Old Country .............. .3 40 Sweet Cuba, 5c . . . . .. .  5 6*J ÎRat, wood ................... »  ^eaton S’ours . . idHogs, per lb............ , . .  35 Soap Powders Sweet Cuba. 10c .. .. 11 20 ( Rat, spring ............... »• ¿m-periaiis'............. Ul-Beef, rounds, ets .. . . .  20 Snow Boy, 24s family Sweet Cuba, 1 tb. . .. .5 oo a
Beef, middies, set . . . .  70 size ...................... 4 00 S’weet Cuba. 16 ox .. .4 20 r 20-in. Standard, No. X X 68 Golden Wähle»Sheep, per bundle . . . .  80 Snow Boy, 60 5c ....... 40 Sweet Cuba, % Ib. .. .2 10 i 18- in. Standard, No, 2 5 i« tied Rose •Gum Drops DUn colored Buttenne Snow Boy. 30 10c .. . .2 40 Sweet Burley. 5c .. .. .5 76( ig-in. Standard, No, 2 5 iê ¿Otu GüicS. ..........  m»Solid dairy .......10 @ 12 Gold Dust, 24 large . .4 d0 Sweet Mist, % gr. .. .5 ê íln
Country Rolls .. .10%# 16% Gold Dust, 100-5c . . . . .4 00 Sweet Burley, 24 Ib. cs 4 ?0 (iä-in. Cable, No. 2 __Canned Meats
Corned beef, 2 lb. . . . .3 40
Corned beef, 1 lb. ... .1 90
Roast beef, 2 Ib.......... .3 40
Roast beef, 1 Tb.......... .1 90
Potted Ham, % s....... . 60
Potted Ham, %s . . . . . 90
Deviled Ham, %s . . . . 60
Deviled Ham, %s . . . . 90
Potted tongue, %s .. . 60
Potted tongue, %s . . . . 90

RICE
Fancy ................ 7 «1 7%
Japan ................ 5%«
Broken ..............  2%@ 3%

Kirkoline, 24 41b...........3 80|Tige
Pearline ..................... 3 ”  ‘—
Soapine ......................  4 »vji
Babbitt's 1776 ............  3 75 H
Roseine ..................... 3 50!
imiour’s .............  3 701
Wisdom ..........   3 80

Soap Compounds
Johnson's Fine ........... 5 10
Johnson’s XXX ...........4 25,
Nine O'clock ............... 3 30 'Battle Ax .................... 37 single Peerless

,Tiger, % gross ........... [ IS-in. Cable No. 1  .,,. .$ OS lumed Mcèiiii*̂
i iger, 5c tins ............ .5 50 j No. I Fibre .......... .10 25 ies* JkUib OfiE* in
Uncle Daniel, 1 Ib. __ SOI No. % Fibre ........... . &SS» Grange Gtfilies . . . . . . .  58
L'ncie Daniel* I oz. ... .5 22iI s o .  i  b .......... . . , i 2U k-emon a*.

Plug W ash boards |yM  jrâ uuiaed
Am. Navy, 15 ox . . . • 2-1 f Bronze Globe . . .2 50 .... auUö4* 1îrap» . . . . . .  48
Drummond, Nat Leaf, L 75 Pepperm*;a t Bmxgm --  SS

2 & 5 Ib. — . —... SO1 Double Acme .......... . .3 Tb Chiiinect Oboe, ĵ -rpa Sb
Drummond Nat. Leaf i Single Acme . . . . . . . . $ Là ¿i. M. Citiôe, Eàvoç»  Í  mb

per doz................... . 95 . _ .a 75 l̂itae, LE, and

bALAD DRESSING

Rub-No-More ..............3 85 VBracer
Scouring ?Big Four __

Enoch Morgans Sons. ¡Boot Jack .. .
Sapolio. gross lots ----9 00 j Bullion. 16 oz.
3apolio, half gro. lots 4 50¡climax Goldennnl i a aincrla hnv aa if, f. i Trr«»i»Jolumblr, % pint ----2 25 Sapolio. single boxes. .2 25 % Days Work

Columbia. 1 pint .........4 00 (Sapolio. hand .............. 2 25((DerbyScourine Manufacturing Co fa Rro 
Scourine, 50 cakes .
Scourine. 100 cakes 

SODA
Boxes ........................Kegs. Enerb°h

SPICES 
Whole Spices

Durkee's, large, 1 doz. 4 50 
Durkee's, small, 2 doz. 5 25 
Snider's, large, 1 doz. 2 25 
Snider's, small, 2 doz. 1 35 

SALERATUS 
Packed 60 lbs. In box.

Arm and Hammer ---- 3 90
Deland’s ...................  3 00
Dwight’s Cow .............. 3 00 Allspice, Jamaica .........13
L. P..................................3 00 Allspice large Garden l:
Standard ..................... 1 80 Cloves, Zanzibar ..........16
Wyandotte, 100 %s . .3 00 [ Cassia. Canton ..........   14

SAL SODA 
Granulated, bbls. . . . .  80
Granulated, 100 lbs. cs. 90
Lump, bbls.................... 80
Lump, 145 Tb. kegs . .  95 

SA LT
Common Grades

100 3 tb. sacks .......... 2 40
60 5 lb. sacks ............ 2 25
28 10% lb. sacks 
56 lb. sacks 
28 tb

Cassia, 6c pkg, doz. . . .  25
Ginger. African .........9%
Ginger. Cochin .............14%
Mace, Penang ............  70
Mixed. No. 1 ..............  16%
Mixed, No. 2 ..............  10
Mixed, 5c pkgs, doz.. 45
Nutmegs. 75-30 .........30
Nutmegs. 105-110 ....... 20

2 10 | Pepper, Black ............14
32 Pepper, White ............26— - -  M

Bros........................
\  In Gilt Edge ...............
3 5°; Gold Rope, 7 to lb.. 
, ,  Gold Rope, 14 to lb.

Lg. o. p .....................
*' (Granger Twist .......

I Horse '¿Shoe . . . . . . . .
|Honey Dip Twist
* Jolly Tar ...............
J. T.. 8 oz.................

(Keystone T wist . . .  
f Kismet .....................

Roll

#1 ¡ jjK>
§6 ; go 
4̂5 ! 0 a 
48 [
M .u
281.4 62(14 
48 *
•8  U 
58 15 
32 17 
46! 18 
37 j As 
43 i As
45
40 ! Co 
35 j Fi!
46 j Fi I 
48 No 
58 C r 
28! Bu 
40! W¡ 
45 Í Wi

nera veueen 
fie Duplex 
L CUCM .. . .
ersai . . . . - 4 __

Cleaner*

3 25; 
3 35 
2  48
2 75!
3 98

initiant Gums, uryst 
u A.
.osenges, printed . . . .  
.ozeages, plain. __

in. . . . . . . . . * Impanala
IB. -----r. . » JSOttAMHP .. , , .

..........i 30 ! Cream Bar
t  Bar 
Cram üWood Souri* • Gv Jft. Stearns 

ri am i Made
in. Bbtter .................% M Cream Wa^ex

êzrixkm Boelc
j Wmter«rean Berstea

sorted, Dt" 1HMRT ’ l l ’. 98 ^  Time Asmorteti
»orted, ÎS-1 ... .4 26 Bussen Bro-wia- ‘GoeM ;
W RAf^Pt 'NG I>APIÂ 1; C co** îate AfiiBtm't

: Text Strike

m  
.  9»
. m
.  46 
, 48
. m
#98

S»
98
98

3 68

sacks ..............  17 Pepper. Cayenne .. .
Warsaw Paprika, Hungarian ..

56 lb. dairy in drill bags 40 j Pure Ground in Bulk 
28 Tb. dairy in drill bags 20 Allspice, Jamaica . . . .  12

Solar Rock Cloves. Zanzibar .......... 23
56 lb. sacks ...........   34 Cassia, Canton ...........  12

Common Ginger. African .......... 12
Granulated, fine ......... 90 i Mace. Penang .............  75
Medium, fine ..............  96 Nutmegs. 75-80 ..........  35

5 gallon kegs . . . . . . . . .  I 08 N a 1, t  fta

SALT FISH
Cod

Large whole . . . .  0  7
Small whole .......  0  6%
Strips or bricks 7% #10%
Pollock ................ O 5

Haiiout
Strips ..........................  16
Chunks ........................  10

H o llan d  H e rr in g  
Y. M. wh. hoop, bbls 12 00 
Y. M. wh. hoop, %bbl. 6 25 
Y. M. wh. hoops. Kegs 75 
Y. M. wh. hoop Milchers

kegs ...................  85
Queen, bbls................... 11 00
Queen, % bbls............... 5 75
Queen, kegs ..............  65

Trout
No. 1, 100 lbs.................7 68
No. 1, 40 lbs. .............. I X
No. 1, 10 lb*. ............  90

I»

Pepper. Black ............  11%
Pepper. W hite............ 18
Pepper. Cayenne . . . .  16 
Paprika, Hungarian ..45 

S T A R C H  
Corn

Cingsford, 40 tbs. .
>1 tizzy. 20 im. pkgs 
Muzzy 40 1Tb. pkgs.

Gloss 
Kingsford

Silver Gloss, 40 libs 
Silver Gloss, 16 Jibs.
Silver Gloss It 6Ibs.

Muzzy
48 lib. packages ...
16 51b. packages

Peachey ..............
Picnic T wist . . . .
Piper Heidsick ............  58
Redicut, 1% oz. ......... 38
Red Lion . ..........  30
Sherry Cobbler, 10 oz. 28
Spear Head, 12 ox _ 44
1 Spear Head, 14% oz. .. 44
Spear Head. 7 oz. . . . .  47
Square Deal .............   28
Star .............      43
Standard Navy ........... 37
Ten Penny .................  28
Town Talk 14 oz..
Yankee Girl . . . . .

r WINE
Cotton. 3 ply ----
Cotton 4 ply __
jute, 2 ply ..................14

Suolisi: 
äu aligi’ 
. east 
feast

Manila 
•’* Mar

LAST
dOX.

3
.2%

count 28 
» 19
>K8

nata. 3 do*, 
ream. 3 Jo b

assortment . . . . . . . .
Pop- Corn

Cracker Jack ____ _
Giggles, 5e pag.
£*op>’ Gora Smit* JiMhi 
ajeuüM€ LOS»

My LOS» ------ -
Catfrgri ŝ rwßm 

F'ttnam MentboA .. 
armiti* Bros.

MUTS—Whole
Almonds.. Drake: . . .  
Almonds, California 

soft shell . r

3 36
2 68

32
j \AThitellel
Halibut
Herri/m

25-
M j Lime IM

Pubertà
125813

Hemp, 
Fiax, r 
Wool.

§ ply --------
tedium N .. 

Ib. bolla .. 
VINEGAR

12 61b. package*.........0

5%5

«%
8%
6

50R>. boxes
SYRUPS

Com
Barrels

2«

H alf b a n a l * ..................... M

40 grain pure white Barrela free.
WiCKING 

No. 0 per gross .
So.  1 per gross .......
No. i  per gross ........
No. 3 per g ro ss .........

WOODEN-WARE
Baskets

Bushels ..........
Bushels, wide band
Market ...................
Splint,

.23 
24 

. 3

18
Smoked. White 
Chinook Salmon
Mackerel .........
Finnan Hadcfie

»
. 9 
2**

1 88 
i  »

m
•  f*

HIDES AND PEI

gree

PseansF. Med. __ . . .  23
Paeans . s *  Sarga . . .  M
Pecaa *  Jumbos ___ I t
iiiekory Nut*, per 'S*. 

Ohio,, aser
Coeosmuts _______. . . .
•Ch> stnuts. New Ysrk  

Stas* ptr S*. .
SSSHStt

Spanta» Peaams #  9

Almond* 
ilmonds .  
Peanuts

•  •
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Special Price Current
A X LE  GREASE

BAKING POW DER  
Royal

10c size 90 
*41b. cans 1 35 
6oz. cans 1 90 
))Ib. cans 2 50 
\Ib . cans 3 75 
lib. cans 4 80 
¿lt>. cans 13 00 
51b. cans 21 50

YOUR  
OWN  

P R IV A T E  
BRAND

Jut«
60ft.....................................  75 j
72ft....................................  901
90ft.....................................  1 05 |
120ft................................... 1 50 I

Cotton Victor
50ft..................................  1 10
60ft....................................  1 35
70ft....................................  1 60 j

Cotton Windsor
...............................  1 30 1
..............................  1 44 |
.............................  1 80
.............................  2 00
Cotton Braided

50ft. .................................  1 35
40ft. .................................  95
60ft..................................... 1 65

Galvanized Wire 
No. 20, each 100ft. long 1 90 
No. 19. each 100ft. long 2 10 

COFFEE 
Roasted

Dwinell-Wright Co.’s B'ds.

SOAP

Roan Co.'s Brami

100 cakes, large size. .6 50
50 cakes, large size. .3 25

100 cakes, small size. .3 85
50 cakes, small size. . l  95

Tradesman Co.’s Brand

Black Hawk, one box 2 50 
Black Hawk, five bxs 2 40 
Black Hawk, ten bxs 2 25 

TA B L E  SAUCES
[Halford, large .............3 75
Halford, small .............2 25

Wabash Baking Powder
Co., Wabash, Ind.

80 oz. tin cans ...........3 7K
22 oz. tin cans .........  1 50
19 oz. tin cans .........  85
16 oz. tin cans .........  75
14 oz. tin cans .......... <5
10 oz. tin cans ........ 55
8 oz. tin cans .......... 45
4 oz. tin cans .......... 86

12 oz. tin milk pall 2 00 
16 oz. tin bucket . . . .  80
11 oz glass tumbler . .  85
6 oz. glass tumbler 75

16 oz. pint mason jar -85
CIGARS

Johnson Cigar Co.’s Brand

4 1
3. C. W„ 1,000 lots .......31
El Portana ........................S3
Evening Press ................. 32
Exemplar .......................... 32
Worden Grocer Co. Brand

Ben Hur
Perfection ..........................35
Perfection Extras ........ 35
Londres ..............................35
Londres Grand ............... 35
Standard ............................ 35
Purltanos .......................... 35
Panatellas, Finas ........ 35
Panatellas, Bock ........ 35
Jockey Club .......................35

COCOANUT
Baker’s  Brasil Shredded

White House, lib .................
White House, 21b.................
Excelsior, Blend, lib ...........
Excelsior, Blend, 21b...........
Tip Top, Blend, lib .............
Royal Blend ..........................
Royal High Grade .............
Superior Blend ...................
Boston Combination .........

Distributed by Judson 
Grocer Co., Grand Rapids; 
Lee & Cady, Detroit; Sy
mons Bros. & Co., Sagi
naw; Brown, Davis 4k 
Warner, Jackson; Gods- 
mark, Durand & Co., Bat
tle Creek; Fielback Co., 
Toledo.

FISHING TACKLE
Vfc to 1 in.............................. 6
1% to 2 in.............................7
1)4 to 2 in............................ 9
1% to 2 in...........................11
2 in........................................ 16
3 in........................................ 20

Cotton Lines
I No. 1, 10 feet ...............  6 1
No. 2. 16 feet ................. 7
No. 3. 15 feet ....................  9
No. 4, 15 feet .....................10
No. 6, 15 feet .....................H

I No. 6. 15 feet .....................12
No. 7, 15 feet .....................16
No. 8, 15 feet .....................18
No. 9, 15 feet .....................20

Linen Lines
Small ...............................  |0  j
Medium ............................ 26 j

Poles
: Bamboo, 14 ft., per doz. 55 
Bamboo, 16 ft., per doz. 60 

| Bamboo, 18 ft., per doz. 80
GELATINE

1 'ox's, 1 iioz. Large . .1 80 
Cox’s, 1 doz. Small ..1  00 
Knox's Sparkling, doz. 1 25 
Knox’s Sparkling, gr. 14 00
Nelson's ........................  1 60
Knox’s Addu’d. doz. ..1  26
Oxford ..........................  h
Plymouth Bonk .......... 1 88

SAFES

Use

Tradesman

Coupon

Books

/0 Sc pkgs., per case .. 2 60 
•c pkgs.. per oa«e 2 601 

18 10c and 88 6c pkgs.,
per case ...............  2 60
CLOTHES LINES 

Sisal
60ft. 3 thread, extra I •'« I 
72ft. 3 thread, extra..! i ; 
90ft. 3 thread, extra.. 1 70 j 
60ft. 6 thread, extra. .1 29j 
72ft. 6 thread, extra.. 1

Full line of fire and bur
glar proof safes kept in 
stock by the Tradesman 
Company. Thirty-five sizes 
an.1, styles on hand at all 
times—twice as many safes 
as are carried by any other 
house In the State. If you 
i re unable to visit Grand 
R:ipids and inspect the 
line personally, write for 
quotations.

Made by

Tradesman Company
Grand Rapids, M ich.

The Pulling Power 
Of Window Leaders

Dear to the heart of every woman 

shopper is the thought expressed in 

the word BARGAIN.

Merchants all over the country are 

following this thought as the line of 

least lesistance is compelling business.

It is now the advertising policy of 

some of the greatest retail institutions 

of the country.

Your windows are the logical place 

to present your trade coaxing offers.

The right use of specially priced mer

chandise is bound to center interest 

around your store and show windows— 

it is a sure and safe way to results.

In your search for merchandise for 

this purpose there is but one sure and 

dependable source—our catalogue with 

its yellow pages of special merchan

dise.

Use these pages for their fpll worth 

to you. Use them today—next week 

—and every month in the year. If 

you haven’t our current issue, ask us 

to mail a copy at once. The number 

is F . F . 8 5 6 .

BUTLER BROTHERS
Exclusive Wholesalers of General Merchandise 

New York, Chicago, St. Louis, Minneapolis

Sample Houses: Baltimore, Cincinnati, Dallas, Kansas City, Milwaukee 

Omaha, San Francisco, Seattle
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BUSINESS-WANTS DEPARTMENT
\  jv«:i 11s e i n e m s m a r r e d  u n d e r  t h i s  i k j  J  fr,r t w o  

. ¡ ibsL-vi i i ém o i i 1111 !I' j11-, i n s e r t i o n .  N o  l ì i ai -<,
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B U S IN E S S  C H A N C h b  
For Sale—Grocery stock and fixtures in 

good town in St. Clair, county, Michigan. 
Good stock and good business. Will make 
small discount if taken at once. Ad
dress No. 148, care Tradesman. 148

To Exchange—For general stock ot 
goods, a business block of three stores, 
in lively county seat town in Ohio. Prop
erty shows 6 per cent, income on low 
rentals. Have some unimproved land to 
exchange for general stock of goods. Jas. 
J. Savage, Midland, Mich. 146

For Sale—-Or exchange, 114 acres, forty 
miles south of St. Louis; improved; price, 
$6,500; incumbrance $2,000; want good, 
clean stock for equity. 400 acres, Clay 
Co., Minn.; all raw land; price, $10,000; 
incumbrance, $2,500; want stock foi 
equity. Address S. H. Tolly, Decatur, 
111. 144

B ring  S o m eth in g  to  P a ss
Mr. Merchant! Turn over your "left overs ' 

Build up your business. Don’t sacrifice the 
cream of your stock in a special sale. Use the 
plan that brings ail the prospective buyers in 
face to face competition and gets results. 1 
personally conduct my sales and guarantee 
my work. Write me. JOHN C. GIBBS, Auc
tion eer, M t. Union, la .

For Sale—Lumber yard, planing mill 
and coal business in Berkley county, 
West Virginia; invoice about $16,000.

For Sale—Blacksmith and wagon shop 
in Adams county, Washington; $1,650.

For Sale—Livery business and sales 
stable in Santa Fe county, New Mexi
co; $6,600.

For Sale—Electric Light plant, resi
dence and controlling interest in 70 barrel 
flour mill in Adams county, Nebraska; 
$14,500.

For Sale—Stock of general merchandise 
and farm implements in Dixon county, 
..ebraska; $5,000.

For Sale—Grocery business in Battle 
Creek, Michigan; $4,500.

For Sale—Grocery business in one of 
the largest cites in Michigan. This is 
one of the best stores in the state;, in
voice about $31,000.

For Sale—Dry goods, millinery and cloak 
business in Green county, Iowa; $10,000.

For Sale—Stock of millinery goods in 
storage; about $375 required.

For Sale—Harness shop in Kendall 
county, Illinois; $2,000.

For Sale—Harness shop building and 
residence in Jackson county, Illinois; 
$1,900.

For Sale—Grocery business; six corner 
location in one of the best parts of Chi
cago; $2,000.

For sale—Illinois telephone plant with 
exchanges in five live towns; $50,000.

For Sale—Stock of general merchandise 
and three story store and office building 
in Houston county, Alabama; $25,000.

For Sale—«Wisconsin veneer package 
and stave manufacturing plant; this is 
a modern, complete, up-to-date plant 
that cost $28,000; will sacrifice for $10,000.

For Sale—125 barrel modern electric 
flour m,d, at a good Wisconsin shipping 
point; cost $16,000, owing to death will 
sell for $10,000.

For Sale—Laundry in Stephenson coun
ty, Illinois; good opening, $1,000.

If you want to buy, sell or exchange 
any kind of business or property any
where at any price, address, Frank P. 
Cleveland, 1261 Adams Express Building, 
Chicago, Illinois.

IM P O R T A N T
I can positively close out or reduce your 

stock of merchandise at a profit. 1 can posi
tively prove by those who have used my meth
ods that a failure is entirely out of the ques
tion. I positively have the best, the cheapest 
and most satisfactory sales plan of any sales
man in the business. LET ME PROVE iT.

G. B. JOHNS, Auctioneer and Sale Specialist 
1341 W arren A ve. W est D etroit, Mich.

For Rent—'Modern store, bargain, base
ment light at both ends. Centrally lo
cated in thriving Southern Michigan city, 
having large number diversified flourish
ing manufacturing concerns and that 
needs one or two each, dry goods and gro" 
eery stores. If you have capital, capacity, 
energy and a desire to do a good busi
ness in a good town, write me. Address
Chittenden, care Tradesman._______ 143

Drug Store For Sale—Business good. 
No cut rates. No opposition. $1,000.
Druggist, 1269 Fifth Ave., Grand Rapids,
Mich._____________________  142

For Sale!—Water power on Grand Riv
er. Two and one-half acres of land ad
joining same. Good power for factory 
purposes. Also large feed mill. Will ex
change for good farm. Address A. W. 
Annis, Eaton Rapids, Micb. 141

Wanted—-Good established business in j For Rent—$30 mm 
good live city. Will consider any good all fixtures and living rooms 
proposition, manufacturing, retail or buying any part general stoel 
wholesale. Address No. 140, care Trades- ! signment. Would exchange 
man. 140 j Stein. Elmira, Mich.

large store with Far Sale—One W9 account Met 
»m s to parties register cheap. AJifrni— JL  BL, 

stock cm con- Michigan Tradesman.

For sale or trade for city property. | 
nice clean stock of dry goods, ladies j 
ready-to-wear clothing, furnishing goods ! 
and shoes. At a discount if sold before 
March 1. Stock will inventory $15,000 but | 
can be reduced. Small town, expenses j 
low, business established 10 years. J. 
Anspach, Kingsley, Mich. 139 i

For Sale—Lumber yard and planing 
mill. Located in a prosperous town in 
Southern Michigan. No competition and 
an excellent chance for some one. Plan
ing mill and factory is operated by 35 
H. P. gasoline engine and is equipped 
with machinery for manufacturing lace 
dipslay racks and other novelties. Patent 
on lace rack goes with the business. For 
particulars write to J. W. Mitchell, Mont
gomery, Mich. 138

For Sale—At Freiburgers, Michigan, 
general store and good fresh stock, in
ventorying about $3,000. Will sell or 
rent building, ten living rooms over store. 
Write or call at once. A. C. Graham, 
Sheriff, Sanilac Co., Sandusky, Mich.

137
For Sale—One Economic rubber boot 

rack, fine condition, price $21. F. H. 
Merrifleld, Watervliet, Mich. 136

For Sale—Drug stock and • fixtures in 
best manufacturing town in Southwestern 
ichigan. Invoices about $4,000. Reason 
for selling, other business. Address No. 
135. care Tradesman. 135

Typewriters—New, second-hand, and 
factory rebuilts. All makes; lowest prices.] 
Fully guaranteed. Cash or installments. 
Expert repairing. Call or write. IT. S. 
Typewriter Exchange, 67 Powers Theater 
Bldg. 133

For Sale—Good clean stock general 
merchandise in one of best towns in the 
Thumb of Michigan. Invoices about 
$12,000. Good reason for selling. Cash 
proposition. Address No. 132, care I 
Tradesman. 132 j

To M erchants Everyw here
Get in line for a rousing Jan. or Feb. Special 

Sale. Our wonderfully effective methods wilt 
crowd your store with satisfied customers. 
Our legitimate personally conducted sales 
leave no bad after effect, and turn your sur
plus goods into ready cash. Write us today.

COMSTOCK-GRISIER SALES CO.
907 Obio Building Toledo. Ohio

For Sale—Small stock bazaar goods in 
hustling Northern town Box 34, Buck- 
ley, Mich. 117

Practically the only shoe business in I 
one of best college towns in Michigan. 
Good sideline. Paying business. Reason 
for selling, failing health. Box 184, Oli
vet, Mich. 129

Wanted—Country store and stock in 
thrifty community, property not to ex- I 
ceed $3,900. Apply to E. J. Farquhar, | 
Smiths Creek, Mich. 125

For Sale—Grocery and shoe stock in 
live town Central Michigan. One com
petitor. Address No. I I I .  care Trades
man._______________ £11

For Sale Cheap-—Cash $2.000, a modest 
home with about 14 acres land excel
lently located for market gardening or 
poultry raising, the healthiest and most 
profitable safe business of the age. in 
one of Southern Michigan's best towns 
and richest farming centers. Suitable 
also for live stock feed yards or a  mon
ey maker to sub-divide to sell off in. 
town lots. Why struggle to make ends 
meet in trade when your capital invested 
here in poultry production, scientifically 
conducted, will easily return 106% net 
annually besides a family’s good living? 
Address Owner, 224 Queen Ann Place, 
Milwaukee, WIs. 199

For Sale—60 ton Shay Standard gauge. 
Also 20 and 30 ton Climax standard 
gauge and many other of various types. 
Southern Iron & Equipment Co., At- 
lanta, Ga._________________________ 197

For Sale—First-class stock, dry goods, 
notions, furnishings, shoes, etc. Doing 
cash business. Best location in town. 
Second door from post office, located in 
one of the best farming districts in 
Southern Michigan. Strictly cash propo
sition. none other need apply. Can re
duce stock to $2,500. Owner obliged to 
make change of climate. Address Lock 
Box 28, North Adams. Mich.______ 114

Oregon Land For Sale—16.000 acres 
finest colonization or platting proposition 
in the West. Box 598, Portland. Oregon.

For Sale—Grocery with confectionery 
and ice cream. Best location in Trav- ] 
erse City. C. Van Riper.__________ 101 j

For sale or trade for improved farm 
stock general merchandise and fixtures. ] 
inventorying $5,000. No old stock what- ] 
ever. Business last year over $18,000 and 
getting better each month. Elevator, on 
commission basis and post office in con- j 
nection. Practically no competition. 
State what you have in first letter as 
this will soon be picked up. Address No. 
100. care Michigan Tradesman._____100

For Sale—Drug stock and fixtures and 
nearly new soda fountain, with full 
equipment. Good location in first-class 
town of 4,500. Best fountain trade in 
city. Invoice about $3,000. Better in
vestigate. Address No. 98, care Trades
m an_____ _________________________ 98

I pay cash for stocks or part stocks 
of merchandise. Must be cheap. EL 
Käufer, Milwaukee. Wis.____________ 99

For Sale—New stock ladies’ and gents’ 
shoes, about $1,200. Will sell at a  bar-] 
gain. Call and see stock. Jacob Sum
mers. Chester. Eaton Co.. Mich. 96

For Sale—Drug store and fixtures in 
town of 450. Stock and fixtures are prac
tically new. Best of reasons for selling. 
The property will stand investigation, j 
Good location for veterinary surgeon. Ad- 
dress No. 123, care Tradesman. 123

For Sale—Clothing and shoe stock. 
Invoices $4,000. New and up-to-date. 
Good trade established. Good reason for 
selling. Address 817 Cotey St., Cadillac,
Mich._______  122_

Ice Cream Factory For Sale—The 
wholesale ice cream factory of F. W. 
Bun, Bankrupt, will be sold to the high
est bidder on January 20th, 1911. Wm. 
Happ,' Trustee in Bankruptcy, South 
Bend, Ind. 121

A Bargain—Photograph gallery and 
furnishings complete. Cheap for cash. 
Address H. O. Wooster, Buckley, Mich.

120
For Sale—The only stock of furniture 

and undertaking in a good hustling town 
700 population. Parties have other in
terests which need attention. Must sell 
at once. Undertaking $1,200. Furniture 
will invoice about $1.800. Will sell both 
or separate. $1,500 down, balance easily 
arranged for. Write or call J. S. Hasted,
Buckley, Mich.____________________119

House furnishing and undertaking. Cen
tral Michigan, invoices about $3,000. 
Large territory. No competition. Old 
established business paying extra wefi. 
Health is reason for selling. Some terms. 
M. M. C., care Tradesman. 127

SFFUÄTSGWS «A N T K fi

ig man gg 2* wants posa.— 
retail place as fieri or 
Several years’ experieaca. 
ces. Address dafifc a r e

Salesman with established trade as par
ry first-class line of brooms on a n -  
mission. Central Broom. Ga., JeCeraw 
City. S a  43

For Sale—A1 dry goods stock. Must 
sell on account of other business. Ad
dress No. 110, care Tradesman. 119

For Sale—Nice clean grocery stock in 
good live town in Western Michigan. 
Fine oppotrunity for good man. Address 
No. 39, care T ra d esm a n ._____ ____39__

M E R C H A N TS  A T T E N T IO N  — Clean 
} out your winter merchandise with a mus
ing January or February Special Sale.

! Oldest sale conductor in the business. 
Personally conduct all of my own sales, 

i  w . N. Harper. Port Huron, Mich. 96
For Sale — Hardwood manufacturing 

property. Northern New Hampshire. 
Bobbin, birch, novelty, saw mills, two 

; railroads, thirty acres land. Address B.
; N. Hanson. Gorham. N. JEE_________ 32

For Sale—Residence, store building and 
stock of general merchandise. Good lo- 

t cation on two raitorads and in center of 
dairy country, tributary to a new Van 

I Camp eondensery. IB health, reason for 
selling. Enquire of C  L  Robertson. 
Adrian, Michigan, or Ryal P. Riggs, Sand 

i Creek, Mich-__________ ____ W_
Wanted—Stock general merchandise, 

clothing or shoes. AH comsspowdenee con 
SdentiaL O. G. Price. Macomb. HL M

For Sale—$1,599 stock groceries sad  
hardware in Central Michigan forming 
country, produce business connected, do
ing good business, sell at invoice. Ad
dress No. S3, care Tradesman.______ S  _ i

For Bale—Stork of general merekandta» 
in one of the best towns in Michigan, kft- 

i voices $8309. Can reduce stack 9» suit 
purchaser. Reason for s M a g  peer 
health and my son leaving. One com
petitor Address Box H. ears Trade»- 
man. • •

[ Bates Opened W L  Slocum, mtm sx- 
: pert and locksmith. 62 Ottawa street
‘ Grand Rapids. Mich. 999

Wanted-—Clerk for genera* stori» khsst 
sw sober and Industrious and have same 
arevtous experience: References required 
i i W t i — S n r «  w *  T  » t o i  ®*S

ifimt ads. confino«* on next oage.

Here Is a 
Pointer

Your advertisem ent, 

if placed on this page, 

would be seen and read 

by eight thousand of 

the most progressive 

m erchants in Michigan, 

Ohio and Indiana. W e 

have testim onial le t' 

tess from thousands of 

p e o p l e  who s a v e  

bought, sold or ex

changed properties as 

the direct result of ad

vertising an tins paper.
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SA V IN G S BANKS.
I t  is frequently claimed tha t the 

American people lack th rift and if 
the people who frequent the lobster 
palaces of Broadway, in New York 
and o ther similar places in other large 
cities, and the showy extravagance of 
some of our plutocrats be accepted as 
a good criterion there would be some 
tru th  in the claim. There are not 
lacking evidences however, tha t the 
masses of the people are thrifty  
enough, and tha t in addition to 
steadily increasing their com forts and 
im proving their scale of living, they 
are also putting  aside money for a 
rainy day, purchasing property  and 
absorbing good investments.

T hat the savings banks of the coun
try  have contributed largely in in 
fusing more thrifty  habits am ong the 
people cannot be doubted. Every
where the number of savings institu 
tions is increasing and the aggregate 
deposits of such institutions are rapid
ly expanding. Take the great Empire 
State of New York, for instance. The 
statistics of the savings banks in that 
comm onwealth show that there are 
now 2,886,910 separate accounts in 
such institutions in the state, showing 
tha t one person in every three has 
money on deposit in some savings 
bank, and during the past year the 
num ber of these separate accounts 
has increased more than one hundred 
thousand, while the am ount on de
posit has increased $54,000,000, equal 
to six dollars for every man, woman 
and child in the great state of New 
York.

Conditions in other states are w ith
out doubt pretty  much the same in a 
g reater or less degree. Such s ta 
tistics, the accuracy of which there 
is no reason w hatever to doubt, cer
tainly indicate tha t the American 
masses are thrifty  and are not 
squandering their substance, as so 
many of our foreign critics and so 
many also of our wiseacres so fre 
quently claim. If to savings deposits 
be added the am ounts that wage 
earners invest in co-operative savings 
and loan associations, homestead as
sociations and in life insurance, it 
becomes apparent that our masses 
are not only th rifty  but are distinctly 
prosperous, and that too in spite of 
the fact tha t the last few years have 
not been so satisfactory from a busi
ness and financial standpoint as could 
be wished.

This tendency tow ards thrift is 
steadily grow ing as deposits are in
creasing at a com paratively rapid 
rate, holding out the hope tha t event
ually our great American people will 
earn quite as great a reputation for 
th rift and economy as the French and 
Germans.

T A K IN G  A JO K E  SE R IO U SLY .
Rochester is the first American city 

to take seriously the proposition to 
legislate against long hatpins. An 
ordinance introduced by one of the 
city aldermen was at first regarded 
as a joke, but while it was pending 
a bro ther alderman was severely jab 
bed and nearly blinded by one of 
these feminine weapons. The jabbed 
one vigorously and enthusiastically

came to  the support of the measure, 
and it has now become a law.

M oreover, there is t o . be no joke 
about the enforcem ent of the law. 
The R ochester chief of police has de
tailed four patrolm en in citizen’s garb 
to look out for long hatpins and to 
“pinch” the w earers thereof. I t  is 
prom ised tha t all offenders will be 
prosecuted w ithout fear or favor.

The R ochester ordinance limits the 
hatpin projection to half an inch. I t  
is doubtless held tha t no man should 
get nearer than half an inch to  a 
wom an's headgear, and that if he 
does so it should be at his own peril. 
Beyond this limit, however, no one 
can be safe. A sudden jerk  or gyra
tion of a feminine head may bring 
blindness and desolation in the ele
vator, at the bargain counter, or on 
the crowded street car.

Legislation tha t is w holly directed 
against women is difficult to make 
effective. The first crusade against 
the theater hat was laughed at, but 
the cause was just, and the theater 
hat no more obscures the vision. The 
long hatpin is much more deserving 
of abolition, for it is a positive m en
ace to life and limb. The R ochester 
experim ent should be watched w ith 
interest.

Change a t Bricetown, Ohio.
T he People’s Store succeeds L. A. 

Redenaw & Co., general m erchandise 
and implements, at Bricetown, Ohio. 
The new m anagem ent is sending out 
announcem ents tha t the old stand
ards will be m aintained, and tha t “We 
w ant you to make this your home. 
D on’t be afraid of coming in too o ft
en, we shall be glad to welcome you, 
and the coming in, every little while 
habit is a good one to get into. You 
will find som ething each time w orth 
making the acquaintance of. Y our 
patronage will be heartily  appreciat
ed. By doing business on a basis tha t 
will enable us to quote you very low 
prices, we shall aim to  deserve all 
your favors. Y our m oney back cheer
fully, if you w ant it, for any article 
purchased tha t m ight not be satis
factory.”

B utter, Eggs, Poultry , Beans and P o 
tatoes a t Buffalo.

Buffalo, Jan. 18—Creamery, 25@ 
27c; dairy, fresh, 18@22c; rolls, 18iS" 
22c; poor, 15@17c.

Eggs—Strictly fresh candled, 28c, 
cold storage candled, 23@24c.

Live Poultry  — Fowjs, 13@15c; 
chickens, 13@15c; ducks, 18@20c- 
old cocks, 10@ llc ; geese, 15(a'17c; 
turkeys, 20@23c.

D ressed Poultry—Old cocks, 10(oj 
11c; fowls, 14@15c; chickens, 14@ 
16c; turkeys, 25@27c; ducks, 20(q!22c. 
geese, 14@15c.

Beans—Pea, $2.15; red kidney, 
$2.5; wrhite kidney, $2.75; marrow, 
$2.50; medium, $2.15.

Potatoes—New, 45@50c per bu.
Rea & W itzig.

J. D. Lawton, form erly w ith the 
Musselman G rocer Co., will cover the 
entire State for the Buckeye Cleanser 
M anufacturing Co., of O sborn, Ohio.

A wise pullet will listen to the 
cackle of an old hen.

M anufacturing M atters.
D etro it—A new company has been 

organized under the style of the K ir
by M otor Car Co., w ith an au thoriz
ed capital stock of $300,000, of which 
$150,000 has been subscribed, $1,500 
being paid in in cash and $148,500 in 
property.

Iron River — The Standard Ore 
Co. has engaged in business for the 
purpose of mining, sm elting and m an
ufacturing iron ore, w ith an au thor
ized capital stock of $200,000, all ot 
which has been subscribed and paid 
in in property.

Escanaba — A new company has 
been organized under the style of 
the Cates F inger M oistener Co., 
with an authorized capital stock of 
$10,000, of which $5,010 has been 
subscribed, $10 being paid in in cash 
and $5,000 in property.

Eaton Rapids—The firm of L. J. 
Smith & Co., ow ners and operators of 
the egg case factory at Smithville, 
has been dissolved. J. M. C. Smith, of 
Charlotte, has disposed of his in terest 
in the industry to his brother, L. J 
Smith, who will continue the busi
ness.

Kalam azoo—T he annual m eeting of 
the Kalamazoo Bread Company was 
followed by a banquet to all the em
ployes, w ith O. E. Rasm us as toas t
m aster and W . S. Cain, of Grand 
Rapids, as the principal speaker. E. 
M. C hidester was re-elected P resi
dent and O. E. Rasm us Secretary- 
T reasurer and General M anager.

Pontiac—The F landers M anufac
turing  Co. has engaged in business 
to  m anufacture, buy, sell and deal in 
m achinery, tools, im plem ents, self 
propelled vehicles, m otors and parts, 
with an authorized capital stock of 
$1,750,000 common and $500,000 pre
ferred, of which $1,545,000 has been 
subscribed, $162,603.66 being paid 
in in cash and $1,382,369.34 in p rop
erty.

S tore Conferences.
M anagem ent in the store is all 

im portant. Much good can be done 
where the m anagem ent is of the fe l
lowship sort. A getting  together 
wdth the w orking force in the store at 
stated intervals makes m anaging 
easier, less a driving procedure, more 
a w orking together like a colony of 
beavers, fo r the good of the cause, 
and no quitting  by any one till the 
job is finished. A weekly conference 
wdth the m anager down to  the young
est clerk is a paying feature.

The value of this so rt of concur
rence was im pressed upon me in the 
early days of m y service. Connected 
with our store w ere five o ther clerks 
besides myself. W e did a good busi
ness in those days, as stores were 
conducted. T he “boss” had the right 
idea. H e aimed to  get near to his 
clerks, and in doing tha t he held them 
well in hand w ith the usual effective 
results. W e had a conference every 
M onday m orning and as there was 
no o ther space adaptable for the p u r
pose of a "council room ,” a room  
was fitted up in the barn.

The value of those m eetings each 
week was incalculable. H ere F rank  
had a piece of inform ation to  im part

in som ething th a t had occured to  him 
while out on the wagon. H erm an, 
the oldest clerk, had by chance made 
a hit w ith a certain wom an custom er 
who had h itherto  been regarded by 
all of us as im pregnable so far as 
our store was concerned. T he vul
nerable point in this party ’s shell had 
been discovered and the res t of us 
knew how to  tackle her next time 
she came in. Q uite to  be expected, 
her visits grew  m ore frequent. If 
nothing m ore, a swapping of* ideas 
is made possible by these meetings.

Get the boys together say every 
M onday m orning for a half hour. 
Choose an hour in the week when you 
can all gather a t the back of the store. 
L et some of the boys make an esti
m ate of w hat they will sell during 
the next week, and to the m an who 
exceeds his estim ate during January, 
give a percentage bonus.

If you are weak on any one item 
w ith some of your trade, set a man 
to w ork it up. Say, “H ere, George, 
I ’ll give you five per cent on all can
ned goods you sell Mrs. Jones,” etc. 
If you do no m ore for the first few 
m onths than get thee boys together 
in this way, you have laid the founda
tion for a be tter road over which to 
run your business.—M odern Grocer.

Elgin Butter Board.
Elgin, 111., Jan. 16—M arket declin

ed 2 Cents to-day in range w ith low 
er values existing in o ther m arkets. 
Tw o sales made on the call a t 27 
cents. Considerable discussion took 
place on the floor before the Com
m ittee retired, and a feeling for low- 
i t  prices was the sentim ent. Objec 
tion was made to the Com m ittee’s 
finding, but the vote of m em bers 
present was tw o to  one for sustain
ing the quotation comm ittee. O ut
put decreasing.

How to Cut Down Meat Bill.
“Isn ’t there any way to  cut down a 

butcher’s bill?” asked Tightw ad, sa r
castically addressing his m eat man

“W hy, yes, Mr. T ightw ad,” said the 
latter. “You m ight pay a little on 
account now and then.

W hen you are selling groceries co 
a m an talk  to him in term s of his 
own business. U se term s and com par
isons th a t he will understand.

B U S IN E S S  C H A N C E S
For Sale—Stock and buildings situated 

in one of the finest dairy districts in 
state; located on fine country road cor
ner, only store here. Stock invoices from 
$13,000 to $14,000. Property worth at 
least $8,000. Have accumulated enough 
of this world’s goods and wish to retire. 
An exceptional opportunity for live 
hustler. For further information address
J. E. Page, Seward, Ohio._________151

For Sale—Stock and st ore. Best loca
tion and largest grocery and produce 
business in Ligonier. Cause of sale is 
sickness. Address P. O. Box 56, Ligonier.
Ind._______________________________ 150

Wanted—Stock $4,000 to $6,000, shoes, 
gents’ furnishings or general merchandise 
in good town. Have Minnesota improved 
farm and No. Dakota prairie land to 
deal for good clean stock. A. H.
Schroeedr, Mankota, Minn._________149

Man and wife with $2,500 in cash can 
get possession of one of the best and 
most modern equipped (baths and steam 
heat) hotels in the State. Address No.
152, care Tradesman.______________ 152

For Sale—Variety stock running large
ly to dry good sand ladles’ furnishings. 
Invoice about $4,000. County seat town 
Northern Michigan. Reason for selling, 
wish to go West). Address No. 153, 
care Tradesman. 153



Be Helped Instead o f Hindered in Y our A ccou ntin g

The McCaskey 
Gravity 
Account 

Register System
(First and Still the B est)

m~  i f i

«5*

iiiiiNiinffi i!

i f

B^ìbur
5 o o t ó i

%

Will relieve yoa of your bookkeeping troubles. It will handle every detail i 
business from the time the goods are purchased until the money for thei 
the bank

W ith  One W riting

Over Sixty Thousand in Use Ask Any User Or Write

The McCaskey Register Co., Alliance. Ohio
A gencies in all P rincipal C ities M anufacturers o f D u p licating  and T rip lica tin g  Safes Boofes to Ml varieties

G rand  Rapids O ffice—256 Sheldon  S t., Citz. Phone 9645 D etro it O ffice— I#I4 Cl

Here’s  The Proof
Kelloggs “Square D ealPolicy Protects Both

GROCER and CONSUMERPrice Protected- 
Trade Profits 
Assured

No “Quantity 
Price” to favor 
big buyers

Nothing to 
encourage over
buying goods

No Coupon 
or Premium  
Schemes

No “Free Deals” ^  
to induce 
Price-Cutting

Best advertised 
and most popular 
American Cereal

*NO SQUARE DEAL POLICY
Some time ago I assisted in adjusting a fire loss for a grocer. Among the stuff set aside tor adjustment of oss sustained 
was a lot of breakfast food supposed to be damaged by smoke, i opened several packages and found them not damaged 
by smoke— but decidedly stale, and refused to make any allowance whatever on these We also found a lot at packages 
containing a biscuit— popular and well known. Upon examination i found these decidedly rancid and unfit for food. I 
learned later that ail these goods had been bought in large quantities in older to get the price and. as »  often the ;asr. 
the quantity could not be disposed of while fresh and saleable Age does not improve anything acfibie There s a imit 
even to ageing Limburger and Rocheford cheese—where loud smell gives some class in the nostril of the epieme, bur l have 
yet to find the first cereal or package foods, or foods sold m any form, that improve by age and he sooner manufacturers 
of food-stuffs change their system of quantity price and follow the "Square Deal” policy if * Butte Geek rereai he better 
for themselves, the reputation of their product, and the better for the grocer. 1 just want to add here that among the Cereals 
put out as damaged by smoke, none of which had the least trace of smoke, were ‘Kelloggs Toasted Com 
Flakes,” (and three other brands'*) and others, not one of them crisp and fresh but Kellogg Toasted Com 
Flakes. W hy? Kellogg’s was the only cereal there not bought in quantity. Single case purchases «cot r 
on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, considering quality, capital or 
warehouse room, the square deal policy is the best and only pokey for die Grocer.

*  Names furnished on application.

*  REPRINT FROM “UP-TO -DATE"
Edited by J. W . Rittenhouse, official organizer of the Retail 
Merchant’s Association of Pennsylvania, is, acam ftw  to ils  
official title “Published m the Interest o f the R etail Mer
chants of Pennsylvania for the purpose of Proswotimg Or
ganization and Maintaining in Pennsylvania the Urges!
Body of Organized Merchants in the United States.”

IT PAYS EVERYONE TO STICK TO
9

Qoafity and 
Flavor always 
the same

—---- —--—11
J& h p \ \
m m sm  ||I

» fükXEa s
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Goods newer 
Alfa used to 
Grow stoie

Said <méf m  
the jenaaar 
Kellogg' paeftage

Price the same 
everyw hear asari 
to iw w hsrii

raya ms torneai 
profit tn ifte
gssemr

Sadmal vf  the 
Kdlssgf! amaae 
mad ansntotom*



Get Out of the Rut in Your Advertising
TTHE old-fashioned methods won’t do. New ideas and new designs bring new business. We offer you a brand new idea 

for a SPECIAL SALE, one that has been tried and proven a success—a SURPRISE SALE. We reproduce herewith 
a design suitable for a half-sheet bill, which you are at liberty to copy. We will rent you the cuts necessary to properly illus
trate the bill for a purely nominal sum, $1.20. These cuts are very suggestive. Our Rental Cut Service is a new feature 
which we believe will be highly appreciated by all advertisers.

You will be more than pleased with the results of a Surprise Sale. The design being new, your bills will attract more 
than passing attention. The title Surprise Sale affords many opportunities to elaborate and make the sale a success from every 
standpoint. rent *hese cuts to but one store in a town, so get in your order early. These cuts if purchased at retail

____________  AS ‘hi8 bi" w ,s  used *° advertise a su,nn,er sale y»“ »HI 0» w r s e  have to change copy to salt the season a . well as yonr line of goods
would cost you $6.00.

A Few 
Suggestions

Sell a few articles be
low the a d v e r t i s e d  
price.

During each h o u r  
give one or two cus
tomers a few cents 
more change than they 
are entitled to.

Surprise all custom
ers by giving them a 
souvenir.

Arrange a large mir
ror some place in the 
store so that customers 
will think it a continu
ation of the store and 
walk into it.

¿t

Conceal a phono
graph and give a talk
ing record once in a 
while.

It should be the ob
ject of the merchant to 
carry out the idea of 
surprising the custom
ers in as many ways 
as possible.

SURPRISE SALE
E  W I E N E R S & 3 K

Special —  S urprise  Bargain S a le— For Three Days__Only
F R ID A Y ^  S A T U R D A Y M O N D A Y  A  J lJULY ■ j u l y Z  JULY4tn

You will be More than Surprised when you see these D i n .
Prices Talk—Read Every Line. Read! Think! Act Quick! O I g  B d r g d l l l S

7 3 Days* Sal« on 
[ 10 yards for ..

Beet Callees
I  10 yards to a customier—3e yard ui l*sa amounts, f i

i . i 4 t  J
[V* /  \  ®  /

f  Apron Check Gmghan 
while they last ........

» ; 8 l-3c quality. '

V ®  /

Best Percales; 36 robes »uie. «peek 
Price ................................................................ I l C

10c r\  W /  Be

SILK RIBBON SALE  
AU color*; 3 and 4 inches wide; dandy 
quality. Don’t miss this. Only___

White, Cream and Tan Color 
Summer Silks

40 and 50c quality ; special 3 Days’ Sale  A
Price....... ........-........................Ad C

BATH TOWELS 
>gttlar 15c quality; 3 Days’ Sale price, 10c

Summer Goods
One big lot of these goods. 15 and 18c ; your choice

9c
Linen Color Dress Goods Fine Waistings

.............. ......................U H c, 15c. lie , 20c, 20c

Ready Made Sheets
42c

All Summer Goods at Tempting Prices for 3  Big Days
Big Harvest Table Linen Sale

Turkey Red Dams 
Sale price, per rar

'*rc quality Special

feltra fine, all linen Table Damask. full 68 tarbea wide.
"5c quality and worth it. for only, per y a r d ..........,  V  mm

Great Sale of All White Geode
India L*aorta, worth T2Uc. for o n ly ...........
15c Indian Linen, for 3 da vs, at 
20c India Linen, for this sale, at 
Window Shades. 7-fool cloth. 35c kind, foi 
Window Shades. 6-foot cloth, 25c kind. for.

•c  yard 
l i e  yard

' Black Hoi 
3 Days

Special Hosiery Sale

Ladies1 Blue. Pink. Green. White, Red and 
i' plain Blue, Green, Oxblood. Pink, Grey

17c

Children a fine Black Ribbed. 20e 4  0% —
v C  quality. 3 Days’ Sale o n l y ..............I w C

and Tan Hosiery.

M ens good Work Sot. 9c pair; 3

Men a fancy 23c Hosiery; dandy 
colors, at a p a ir .................

3 Days’ Sal*. only. 2 for .. 
Lavender Hose: worth 25c: 12}c

Mens' Silk Neckwear
Choice of all 25 and 33e Tien, for 3 . ^  0 ^

Surprising Shoe Sale
D r ~  S h t « '  * * ■ * ■  W “  * 3»  T h e s e  c r ,  o d d *  a n d  e n d *  o f

Tins sale includes Ladies' sod Boy 's 
$2 50 and 93.00. mostly small sizes. 
This sale in chides {«dies’ and Boy’s 
Oxfords, that sold for 9225 and 
92 7j They ell gob $1.75

Black Oxfords ; 
Lie; regular prie«

Mena Gustaetai, Patent Leathci 
TOED6 ; 1910 styles. Regular 
Surprise aale, choice for 3 *!... - é ì

Children’s  fine Dress Shoes, butto] 
east 91.25 and »IJS» v&lutw. Sjieeii 
surprise, for 3 days ouly

Clothing Surpris« Sale 
July 1, 2 end 4

A Big Clothing Sale
Evary Suit of Clothes

Seduced ia Price
925 00 Suita f o r .................. $21.00
«22 0ft sun* for ; . . .  918.00
920.00 Suita for ............ . 1725
»18 00 Suita for .................. 15.00
»15.>» Suits f u r ............. 12.50
910ÜO lor .................. 6 50

Paata Sale
" 88c. 98c. >91 48, 91.98. 
48
• Its. ait ïh* Belts, black

21ct 2.V Beltà at 
e Fancy Beltà, Pear! Buck I 
i« K. tan. grey «r (.abluid.

Weahwytnaet year Batter, Eggs md Pealtry
, large Let
Full Creai

Fresh Crackers, 7c lb.: 4 ii*» fur............
Dnn-iy Prune«, 9e l b 3 Iba. fo r ..7 .7 ..
Soup Bran*. 5c lb .; 6 I ha .............. .........
Uood Japan Race, pound....................
H*k.-d Braun. 9c can, 3 for 25c. dozen. 
Dried Peaches, 9e lb .; 3 Iba. for......... ..

jdtoc.rtgd jjM dc Pülow Cm « ,  . xtr* qua!i, t pillow tobin*, 42rM: itaKpod for

68c
embroidered Bab, B ' * k  tranced with lace u d  ribboo-35 2 5 C

19cPloin Bloc u d  Pink SunboonelM well mtdc; 25c bergem. Special 
sals price o n ly ................ .. .  .......................................

Leaiee’ Summer Underwear; sleeveless vents . u .......... .................................
L bdi^U nlon Suit»; tooae knee; lace trimmed. You can’t  match d ) F *
thia under 35c, and lota of stores.aak 50e. Special p r ic e ..........................
U diea’ Beauty Vesta; tapedueck; special....................................... . ^
U diea’ Extra Large Size Veata; 25c kind (2 for 25c), to t .. . ....................  J7t

b i d  s p r e a d s , p c t f^ V
o c  PoYl d a ^ M l. 1 V“ P b M st’ pottcro.; guaranteed «3.00 va t

$2 .49
Black Taffeta Silk Geode

Beautiful goods, full 36 inches w ifc. * f |  35 value, wf!l be 
on sale just 3 days for only

Lace Curtains—Surprise!
le funiy one needed for a window)

Nothing Ever Like This!
Here’s the Greatest Bargain toot ever struck Sooth Whitley. 100 of the

Finest Lingerie Shirt Waists

These beautiful White W aists; all 
brand new and not on sale until 
Friday morning; were bought for 
»Pot cash of an overstocked factory. 
This was indeed a lucky purchase 
and YOU GET THE BENEFIT

These Waists are worth $125, »1.50, 
91.75 and 92.00. They are all brand 
new and go on sale 
for just 3 days at the 
Surprise Price of only

cum98

2 2 «

Corsets

This is Not Half of the Surprises Soft Shi 
worth 50 and 
75c. for 44<

Mn’s CmI Irierwear
Surprising bargains for 3 days. Hen’s  Black, 
Blue, Cream or Black and White mixed, well 
made garments; 35c value. Our 3 day»’ ear- 
w “ “ 1* — —22c

each

prise sale, price

Keep Kool
s Blue $1.00 Union Suita—just for a flyer 
3 days—surprise sa^mpp

91-25 vaines:

* 9 8 «
Union Suits; < 
e-quarter sleevi

Chick Feed, per lb. l% Cf per 100 lb 
Oyster Shells, per 200 lb. sack ...
Big sab of Brooms, worth 45 and 0% 
30c; Surprise Price o n ly ..................\ 0 '

TRADESMAN COMPANY

Big Palm Leaf Fans. 5c
SEE OUR BIG 5 AND 10c

b a r g a in  c o u n t e r s  «1» of II»'* for .M l“»J'5 • . . .  08c

SUIT CASES. 
Dandy $1.50 Suit Cases 
Fine 92.30 Cases . . .

for 98c 
- $1.89

Porous Knit
»*•............4
•  ; short alee*

95c A
Single garments............
Union Suita; abort

length . .

Butterick Patterai 
carried in 
Stock.

GRAND RAPIDS, MICH.
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