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EITHER poverty nor riches denote failure. The eternal failure» ro m*»

the real things of life, to have lost yourself, to go through the years wrdi
wasting of heart, with less power to enjoy ideal things, to rejoice with

and neighbor, to gain the imperishable possessions of peace of heart, power of

will, and consciousness of life that has possibilities far beyond the brief *.mgs

of the present.

The triflers with life, the fools, and the failures are those who are too *>uwy
with its dust to gain its glory, too madly lusting after the lesser to see the
greater, who take life in terms of the shambles or the market and exchange
and know nothing of the spirit, who would be utterly destitute if they lost die

tangible signs of wealth, for they have laid up no treasures in the sool.

The aching heart is the unnourished and neglected one. But when “i«re
is wasting here there is weariness everywhere. No matter what the hands may
hold, no man can be rich who has not filled his heart with human joys, with the
enriching that comes from loving and the strength and calm that come from

following worthy aims at any cost.—Henry F. Cope.



Our Brands of Vinegar

Have Been Continuously on the Market
For Over Forty Years

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

Mr. Grocer:—The pickling season now being past the
good housewife is still continuing to look tor 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

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

Oakland Vinegar & Pickle Co.  Saginaw, Mich.

You can save the salary of a bookkeeper, collection clerk, “ Loads of Time,”
eliminate all mistakes and disputes WITH ONE WRITING, 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

The American Case & Register Co.
Salem, Ohio

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

A Reliable Name

And the Yeast
Is the Same

Fleischmann?’s

No
Cut-Down-Pivots in
This Scale

We have built computing scales on all
the known principles of scale construction,
butour 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
ca nbe built.

10ur 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.

Oar 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 thev are or how they
cutinto your profits, write us for detailed information. Practically all heavy pendulum
scales use this dangerous and impractical construction.

The BOSTON STORE. CHICAGQ, which has used our scales exclusively for
years, has just placed an order for 30 of our improved scales.

When buying computing scales be sure to get the best. They are by far the
cheaepest. If ¥ou have old or unsatisfactory computing scales of any make, ask for
ur exchange figures.

. Write for full details. Your request for information does not place you under
obligation to us.

Moneyweight Scale Co.

5% state Street, Chicago
Grand Rapids Office, 74 So. lonia St.

The Computing
Scale Co.
Dayton, Ohio

District Sales
Offices in All
Prominent Cities

Please mention Michigan Tradesman when writing
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SPECIAL FEATURES.

Pace.

2. Playground Pointers.
3. New York Market.

4. News of the Business World.
5. Grocery and Produce Market.
6. Woman’s World.

7. Girls Widely Separated.
8. Editorial.

10. Stoves and Hardware.
12. Butter, Eggs and Provisions.
14. Dry Goods.

16. Shoes.

18. Behind the Counter.

20. Back Number Tax Laws.
22. Window Decorations.

24, The Commercial Traveler.
26. Drugs.

27. Drug Price Current.
28. Grocery Price Current.
30. Special Price Current.

CONVENTION PROGRAMME.

Following is the official programme
of the thirteenth annual convention
of the Retail Grocers and General
Merchants’ Association of Michigan,
to be held at Port Huron Tuesday,
Wednesday and Thursday, Feb. 7, 8
and 9. Port Huron has made elab-
orate preparations for the entertain-
ment of the visitors. A large at-

tendance is desired and a fine time
is assured:
Tuesday.
9a.m.

Registration of delegates, distribu-
tion of badges, payment of dues and
per capita tax at the Association’s
headquarters, Harrington Hotel.

2p.m.

Convention called to order at the
Masonic Temple by President M. L.
De Bats, of Bay City.

Address of welcome by Hon. John
J. Bell, Mayor of Port Huron.

Response to address of welcome by
Claude E. Cady, of Lansing.

Annual address of the President.

Secretary’s annual report.

Treasurer’s annual report.

Appointment of committees upon
credentials, auditing and resolutions.

Appointment of election board.

An hour with the traveling men.

Adjournment.

(The polls will be open until 6 p.
m. for the nomination of officers for
the ensuing year.)

8p. m.
Smoker and vaudeville entertainment

at the Elks” Temple. E. N. Akers
will be master of ceremonies.
Wednesday.
830a. m.
Convention will be called to order

promptly.
Communications and bills.
Address by John A. Green, Secre-
tary of the National Association ot
Retail Grocers.
Reports from local
alphabetical order.
Adjournment.
(Nominations will close at 12:30
a. m. Each delegate should secure his
ballot and register his vote before
that time.)

associations in

1:30 p. m.
Report of Committee on Creden-
tials.
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Report of Auditing Committee.

Address of Fred Mason, General
Manager of the Shredded Wheat
Company.

Announcement of nomination of of-
ficers by the Election Board.

Question box. A. C. Neilson, West
Branch, Chairman.

This feature can be made the most
interesting portion of the convention
if each delegate who has definite
ideas on the various questions sub-
mitted will participate in the discus-
sion.

8:30 p. m.

Grand ball at the Masonic Temple,
given by the Grocers and Butchers’
Association of Port Huron.

Thursday.
7:30 a. m.

The polls will be open at the con-
vention hall and delegates are re-
quested to vote early and thus fa-
cilitate the work of the election in-
spectors. The polls will be closed at
10 a. m.

8:30 a. m.

Convention will be called to order
promptly.

Reports of committees on resolu-
tions.

Report of Committee on Constitu-
tion and By-Laws.

Consideration of
ports.

Question box.

11:15a. m.

Special order of business—report of
the Board of Elections.

Selection of next place of meeting.

Unfinished business.

Adjournment.

Country Store.

During thé entire three days of the
convention a Country Store will be
conducted in the dining room of the
Masonic Temple. All of the goods on
sale have been donated to the Asso-
ciation and the proceeds will go to
defray the expenses of entertaining
the convention.

committee  re-

The Port Huron Herald of Jan. 28
says: When the special Rapid car
loaded with Detroit delegates to the
State Grocers’ Association conven-
tion arrives in Port Huron on Febru-
ary 7, the Detroit men will be pre-
pared to take up a number of impor-
tant questions which they will ask to
have finally settled at the meeting
in this city.

The short weight basket evil will
be a live issue at the convention and
the delegates will try to make it pos-
sible to get a State law that will rec-
tify the evil. On this question the
Detroit delegates are preparing to ex-
press themselves quite forcibly.

It has also been decided to bring
before the convention the merits of
the agitation recently started in De
troit to require all bakers to wrap
their bread before it leaves the bak-

ery.
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The officers of the local Associa-
tion who are working with the va-
rious committees are: President,
Frank C. Wood; Secretary, George S.
Newberry: Treasurer, E. N. Akers. J.
T. Percival is Secretary of the State
Association. Following are the com-
mittee chairmen who were appointed
by President Wood: Ways and
Means, Harry Elliott; Hotel, W. D.
Smith; Country Store, John Ryan:
Ball, Timothy O’Brien; Reception,
George Shields; “Dutch Lunch,” Rob-
ert Cannally.

A LITTLE LAY SERMON.

One day last week an Amer
negro died in Kansas City, and w
he was buried negroes from all p
of the country came to pay tri!
to the memory ;ader
helper of their race. The chief ei
gist at the funeral was a negro v
is known from one end of the co
try to the other and has sat at the
bles if not in the seats of the migl
including the table of the Presid
of the United States of America,
negro who died was a man who ’
born a slave and died a bishop. W
his will was probated it was foi
that he had accumulated a f. rtun
8250,000, and most of it was left
educational institutions devoted
the elevation of his race

The man whose death was mot
ed by millions of his race was b
a chattel. He could be bought
sold and lashed and slain, tie
be tracked by HOK
right, human and
and was, denied. His very nam
the name of his owner. He d
man, his worth as such admitte
all who knew his lifetime of se
to his race. That is the rnsp
and optimistic feature of the
problem, that a black man coal
so high and could die a bishop
the possessor of a quarter of m
dollars. Others of his race
equally distinguished themselves
the hope of the future must
measured by the achievements ¢
past and the encouraging cond
of the present.

For despite petty bigotries
persecutions and despite gross
tices and occasional outrageous
gation of civil and political right
prospects for the future can <
conceded to be entirely hop
From the chains and auction
of 1860 to the Grants and Was
tons and Bruces and Langston;
Grishams of 1911 is an immense
spective of progress. T her«
discouraging features cof tf
even yet; but the probiiem wiu
nally be solved—not by the
cians, who decided the qi
cording to the electio:n <
by the bige>ts who assert
equality of races; not by the
bigots who deny that the
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PLAYGROUND POINTERS

Gathered at the Central
Detroit.*

The recent Playground Conference
in Detroit brought enlightenment to
many enquirers, who desired to ren-
der larger service through child con-
servation. After all the talk about
economically using our forests, mine
products, lish, soil fertility and water
power, the greatest thing to con-
serve is our boys and girls. This is
the excuse for promoting actively and
aggressively the playground move-
ment. We desire to call attention
to a few of the points brought out
at this meeting which are worthy of
special consideration in the develop-
ment of playgrounds.

Too strong emphasis can not be pui
upon starting a playground right. In
our enthusiasm over the movement
we are apt to lose sight of certain
fundamental principles and the influ-
ence of one failure at the start will
take years to correct. It would be
better to do without a playground foi
a few years than to make a failure
of it.

A fence is rarely beautiful, but it is
an important factor in a playground.
It defines limits for play. It brings
under the eye of the supervisor all
who enter and assists him in the cen-
tred of the activities. The fence can
be made attractive by the use of
vines and shrubs.

All children using playgrounds
should be enrolled with the super-
visors by name, age and residence
This not only creates a personal bond
between teacher and child; but is of
importance in giving information
which will be valuable in the location
of additional playgrounds.

It is the general opinion of the
practical workers that in well patron-
ized playgrounds no division of sex
is necessary under the age of 10
years; but above that age the boys
and girls should have separate sec-
tions.

School grounds lire the most natur-
al places for playgrounds, and should
be large enough to give every child
in attendance 30 square feet of space.
This means for 500 children a space
100x150 feet. This would give room
for all plays for small children, w"ould
be conveniently located and most eas-
ily subject to the proper supervision.

There are three types of play-
grounds needed to complete a plan.
The school ground, the small neigh-
borhood playground and the occa-
sional ground of sufficient size to ac-
commodate the plays requiring the
widest range. The small ground near
the homes of children, adapted to the
short ball games and narrow run-
ning games, is a vital factor in a city
plan.

Teachers in city schools, in the ab-
sence of technical instructors, can be
utilized in supervising playgrounds.
Of course only an occasional one is
adapted to it; but teachers, fitted by
health and inclination for this work,
will find this added duty an addition-
al source of income and a recrea-
tion from indoor responsibilities.
The study of this side of child life,

*Thts was prepared for the Tradesman and
the Grand Rapids Play%round Association by
Chas. W. Garfield and” Charles N. Remington,
delegates to the Detroit convention.

Institute in
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if followed by teachers, wdll greatly
augment their abilities for services in
the school room. If it can be con-
sidered an added privilege rather than
duty, important values can be induct-
ed into educational methods.
Teachers should be instructed in
"first aid to the injured,” not with
the idea of setting broken limbs but
of treating with antiseptics and the
proper bandaging of skinned knees,
cut fingers and similar injuries,
which, while seemingly of minor im-
portance, often lead to serious con-
sequences if not immediately treated.

Using certain streets in the resi-
dential section set apart at times for
playground purposes was recom-
mended under the same plan that
the city provides sliding places in
winter under proper regulations.
This method emphasizes another
point brought out prominently at the
convention, that supervision is not
entertainment nor discipline but abili-
ty to keep children busy entertaining
themselves. This puts physical equip-
ment at a minimum and places the
stress upon genius in originating ac-
tivities requiring nothing but the
children themselves.

Because children love play so well,
and because well directed play cam be
made so fascinating to them, it is
perfectly feasible to eliminate smok-
ing and bad language from the play-
ground. The premium on goodness is
the highest the playground can give—
and that is freedom to play. A little
lady gave her experience in organiz-
ing a playground in the slum district
of a large city to corroborate this
enunciation. She relied entirely up-
on the innate love of play in the
child as her first aid in maintaining
proper discipline, and it worked. The
sentiment of the majority was with
her in the establishment of the play-
ground and, rather than lose the play-
ground and the director, that majori-
ty was not only willing to behave but
compelled the rest to observe the
rules of decency and decorum.

The directing of play is not neces-
sarily a nerve racking experience. It
is first of all a matter of judgment in
adapting the children to the games
and giving them a pretty free rein.
Definite schedules are not an essen-
tial. In truth, if they are made too
prominent and too persistent they are
liable to obstruct the freedom which
is intrinsic in the life of the play-
ground. There are a few orderly ele-
ments wffiich may well be brought in-
to service like an opening flag exer-
cise at the morning hour in vacation
time with patriotic songs, or some
rollicking processional to mark the
close of a play period. The schedul-
ing of certain forms of play for cer-
tain hours each day is a hamper upon
freedom which acts as an obstruction
or restraint. This should not be a
concomitant of playground methods.

It must be a recognized fact that
the instincts of children regarding
play should be the basis of formation
in our playground movement. The
explosive activity of a school set free
from indoor restraint is in itself an
object lesson in child needs. The
plans for playgrounds should cover
the active participation of all children
on the ground.

While it is desirable to create a
class spirit by having competitive
games between playgrounds, this

should not be carried to such excess
that it would interfere with the work
of the whole playground. Allowing a
few to play to entertain the rest
eliminates a vital element, the lack
of which has brought college athletics
under the ban of unpopularity among
those who think more of real col-
lege spirit than journalistic notoriety.
The objective is sidetracked wdien
competition results in the selection
of a few experts to represent a play-
ground. Not one team, but enough
teams to absorb the population of a
playground, is the ideal.

Where conditions are possible
school gardens are an admirable form
of recreation, combining work with
outdoor activities and teaching Na-
ture’s wonders and a respect for the
rights of-others.

It must not be forgotten that the
playground movement is an ethical
one and decisions concerning the
methods and practices must be guid-
ed by the highest sense of obligation
to the child as the germ of future cit-
izenship. Having this in mind will
simplify what otherwise might seem
complex in the question involved in
time for play, character of the recrea-
tion and location of places for the
same.

The Panama Exposition.

We have been advised that Senator
William Alden Smith, of your State,
is strongly inclined to favor San Fran
cisco as against New Orleans in the
contest presently waging for con-
gressional recognition as the logical
point for holding the World’s Pan-
ama Exposition in 1915.

The great majority of the people o*
your State want the World’s Panama
Exposition at New Orleans for sev-
eral reasons.

1st. Because of our convenience to
them, and the attendant large sav-
ing of railroad fare and time.

2nd. Because an exposition in New
Orleans will be of great value to the
entire Mississippi Valley by directing
attention to the necessity of develop-
ing our inland waterways so as to
bring to shipside, at the lowest pos
sible rates, the products of this great
Valley. This will be of inestimable
value to the Lakes-to-the-Gulf W ater-
ways Movement. Instead of aiding
the Mississippi Valley and its pro-
jects, an exposition in San Francisco
will draw the people and capital there-
rom to the coast.

3rd. Because an exposition in
New Orleans, the natural gateway for
trade with Latin-America, will op
erate to greatly improve our com-
mercial relation with the twenty re-

publics to the south of us. Their
total foreign trade for 1909 was
$2,127,301,000. Of this our exports

were only $220,276,000—about 10 per
cent. The other 90 per cent, went to
England, Germany and other foreign
countries. That trade belongs to us.
and a very large percentage of it to
the Mississippi Valley. An exposi-
tion in New Orleans, 2000 miles clos-
er to all of Latin-America than
San Francisco, will do far more to
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secure that trade than will a Paci-
fic Coast fair.
4th. Because 75 per cent, of the

people of this country can come to an
exposition in New Orleans, spend four
to seven days, and get back home in
less time than it would be required for
the round trip to San Francisco, and
at one-fourth the expense. In other
words, because an exposition in New
Orleans would be of and for the
people, and one in San  Francisco
would be a “rich man’s show.”

The exposition contest is now be-
fore  Congress. A vote will be
taken in the House about January 20.
Our bill provides for a Government
supervision, but asks for no appro-
priation or Government aid. May we
not ask that you again write to Sen-
ator William Alden Smith, urging
him to cast his vote in favor of New
Orleans when the matter comes upon
the floor of Congress for final deci-
sion? J. G. Sanders,

Governor of Louisiana,
Honorary President.

Much Road Building.

During the few years that the re-
ward plan of road building has been
in effect in Michigan nearly 200 miles
of roadway of sufficient merit to re-
ceive the reward have been construct-
ed in the twenty counties of Western
Michigan and $123,034 has been re-
ceived from the State treasurer as

rewards. The credits for each coun-
ty to Tnne 30, 1910, are as follows:

Miles Reward

Counties built received
Antrim 15.037 $ 8,023
Benzie 10.663 5,331
Emmet 2.258 1,164
Grand Traverse 5.081 2,540
Kalkaska 16.544 9,172
Kent 22.212 12,073
Lake 3.050 1,525
Manistee 30.144 15,132
Mason 13.659 10,910
Mecosta 10.064 5,032
Montcalm 9.295 4311
Muskegon 16.706 16,956
Newaygo 1.976 1,488
Oceana 20.597 18,319
Osceola 11.638 5,819
Ottawa 2. 1,000
Wexford 8.479 4,239
Total 199.403 $123,034

Dishonest Advertising Is Costly.

A dishonest advertisement is a
soul-stirring affair, especially to the
reader who knows it to be a direct
or indirect misstatement of facts. It
is a most expensive affair to the per-
petrator, and for that reason the
really dishonest advertiser is a rar-
ity. He can not long continue in
business and pursue any sort of pre-
varication whereby the consuming
public may consider itself trifled
with. The work of the dishonest
advertiser need not be the concern
of his competitors, for the sins are
never visited on others than the
sinners. The offender is always his
own hangman.

If you did not have a good holiday
trade, it is pretty near a sure thing
that you did not make proper use of
the pointers your trade journal gave
you in advance.
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NEW YORK MARKET.

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

New York, Jan. 30—At the end of
the month the coffee market is
in a very perplexing condition. On
Saturday there seemed to be a better
tone, after a demoralized condition
for several days, but just now buy-
ers are apparently not interested.
Maybe that lower quotations would
have stared trading, but these were
not forthcoming and sales as a rule
were simply of an everyday charac-
er. In an invoice way Rio No. 7 is
quoted at 13@13J*. In store and
afloat there are 2,679,493 bags, against
3,924,620 bags at the same time last
year. Mild grades are without special
change and move along in a pretty
well defined rut. Good Cucuta is
worth 14 c.

Teas are well sustained and the
statistical position shows up steadily
in favor of the seller. Dealers all
profess great confidence in the fu-
ture and weakness is nowhere dis-
played. Pingsueys, Country Greens
and Formosas are especially active
and the market keeps pretty closely
sold up.

Refined sugar is about the dullest
thing on the list of staples. While
there has been no break in quotations
it would seem to be only a question
of time when it would come. The
market at the moment is given over
to the beet sugar trade. Granulated
4.70c less 1 per cent., one refinery
the Federal, making 5 points less.

Little interest is shown for rice
Japans are firm, but the general sit-
uation is one of quietude. Supplies
here seem to be ample for all re-
quirements. Prime to choice domestic
4"@5j4c.

In spices pepper and cloves are at
trading the most attention. The lat
ter are reported of short crop and
sales are made at full rates. Zanzibar
cloves, 16@16J4c; Amboyna, 18@19c
Penang, 30@3lc.

Canned goods have had something
of a relapse from the buoyancy of
last week, although holders are by no
means having the blues. A good deal
of thought is being given to the
Milwaukee convention, and until that
is over there will be more or less “un
settlement” in the market. The sales
of the past fortnight, too, have been
sufficienly large to give buyers a good
supply, and it is but natural there
should ensue a little quietude. Some
reliable 3s tomatoes were sold at
82jEc, and there was much “conver-
sation” about 85c. This figure, how-
ever, has not been reached frequently
enough to say anything about it. Fu-
ture 3s have sold quite freely at 72}4c,
but sellers are now asking 75c. Corn
and peas are quiet and buyers are
awaiting opening quotations for 1911.
Other goods are well held.

Top grades of butter have shown
some signs of recovery. Creamery
specials, 27c; extras, 25@25j"c; firsts,
22@24c; held specials, 24@25c; imita-
tion creamery, 18@19c; factory held,
16@17Jc; current make, 17c.

Cheese is steady. Whole milk, 15K’
@17c.

“Speculative”

eggs show a little
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ket generally is rather firmer. West-
ern fresh-gathered, selected extra, 24
@25c; firsts, 22J"@23c; seconds, 21@

has grown too small to furnish an
adequate return. Courage would iti-
duce many dealers to adopt indepen-

22c. dent tactics, instead of flocking to
L R R gether like sheep behind incompetent

What Other Michigan Cities Are Do- leaders. Courage would make ever?
ing. dealer say No! and stick to it, when

W ritten forthe Tradesman. persuaded to order more goods than
A boulevard connecting Saginaw necessary or when badgered to give

and Bay City has been practically as- an order for goods

sured. It will be about 200 feet in | ¢ <

width and will parallel the river, be- Business News From the Hoosier
ng built largely of the earth taken State.

from the river bed in the dredging Indianapolis—The annu

operations. of the Indiana Bee Keeper Asso
Lansing has started a crusade tion will be held here this eek.

against the railroads because of their ~ Avilll—S. K. Randall, who

blocking the various crossings with loperated a store here to the
trains. thirty-three year pr<
The scope of the Traverse City c’ose out tusineSa and
Fair, which will be held the last week farm- ? N
of September, has been broadened to Greensburg -The Commercial Cmk
include seven counties. George G. has purchased the Skeen building ro
Bates is the newly elected Secretary. 1$4,500, and will have it overha e<
Reed City rejoices over the plans and repaired for the Miller Sho
that are being perfected to rebuild |Company branch, to be opened her*
the veneer plant and to manufacture Laotto The George Shepard dr
maple flooring also. k oods firra>of Auburn, has placed
The Falcon wood working plant at stock of goods in the I. E. oun
Big Rapids has been rebuilt and will jbuilding,
resume operations this week. Wolcottville The Isbell-Strick an
The members of the Retail Mer- Company has been incorporated wit
chants” Association of Menominee *10,000 to operate a general reta
and their families enjoyed a banquet store. .
and entertainment Jan. 26, which  Portland T. C. Hood, Wno ol
proved one of the leading social three years has conducted he “White
events of the winter in that city. Front dry goods st has made ar
Detroit plans to become a leader assignment to John W. MilL
among the cities of the country in °f the First National Bana
industrial education. A technical
high school will be opened next Sep-1
tember, money has been provided for
an industrial continuation school and |
a commercial high school will be
opened in the downtown district,
where nothing but the commercial
courses will be taught.
Almond Griffen.

retire »

There is no better
iho do nothing to m
ter one.

Trade Courage.

Of trade skill, trade ginger and
trade enterprise we are in danger of
hearing perhaps a little too much,
but trade courage, which is surely
useful, hardly receives any attention.

Conservatism, “the wise it call,"
for there are any number of dealers
who are adhering to a poor system
because they are too timid to try a
better, and who are considered to be
merely the victims of conservatism.

Courage is about all that is requir
ed to establish the cash system.
Courage would make advertisers of
many dealers who do not now use
printing ink. Courage would put a|
crimp in the schemes of premium pro-
moters, for dealers who now give
part of their profits to outsiders
would save the money and give cash
reductions to the public. Courage
would leave no loophole for fixed
prices and would adjust charges to
the needs of the business. Courage
would make the dealers turn down
the brand whose only merit is so-
called cheapness, and induce them to
push only the goods of real merit.
Courage would kill dishonest prac-
tices, for it is fear of the struggle to
do right that makes the tricks in
trade rather than a natural depravity.
Courage would make many dealers
launch out with branch stores, thus
enabling them to sell on a closer mar-

better feeling, and perhaps the mar-1gin, instead of sticking in a rut that

Standard
Equipment

Standard
Operating
Methods

make Bell Locai and Long

Distance Service the

STANDARD
SERVICE

Hart

Little Quaker
Peas

Are Delicious
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PWEorrve BUSINESS WORLD

Movements of Merchants.
Alto—B. B. Baldwin has sold his
stock of hardware to C. R. Foot
& Co.

Reed City—W. T. Ripp will open
his new racket store in the Densmore
block this week.

Hastings—Jay Mead has bought G.
M. Fox's grocery store and will con-
tinue the business.

Tekonsha—Will Abel has sold his
grocery business to Seely Cook, pos-
session to be given Mar. 1.

Detroit—The C. R. Horton Co,
launderer, has increased its capital
stock from $10,000 to $20,000.

Reed City—Harley & Jackson have
opened a new cigar, tobacco and can-
dy store in the McKaig block.

Pottersville—G. J. Scofield & Co.
have sold their hardware business to
Frank E. Burkhead, of Hanover.

Jackson—The Jackson Paint &
Wall Paper Co. has changed its name
to the Jackson Paint & Varnish Co.

Adrian—George Neufer, for twen-
ty-three years in business here, has
sold his grocery stock to Louden
Bros.

Rogers City—The capital stock of
the Presque Isle County Savings
Bank has been increased from $25,000
to $35,000.

Mancelona—J. C. Darling has sold
his grocery and meat stock to Frank
LaBar, of Kingsley, who took imme-
diate possession.

Litchfield—C. E. King has sold his
engine, windmill and pump business
to A. S. Knowles, who took imme-
diate possession.

Relding—Mrs. Ora Smith has open-
ed an up-to-date crockery store. The
stock has recently been moved here
from Big Rapids.

Reed City—Roxburgh Sisters have

sold their millinery stock to Mrs.
Cora J. Hawkins, who has already
taken possession.

Union City—Mr. and Mrs. Stone

have decided to close out their stock
of jewelry and fine china and seek
a new field for business.

Traverse City—R. G. Paulin has
turned over the stock of the New
York Tea Store to his creditors and
has retired from business.

Springport — John Hastings has
purchased a half interest in the Hart
hardware business and will move here
from Eaton Rapids to live.

Middleville—B. A. Almy has rent-
ed the building formerly occupied by
IT. J. Chapman and will add several
new lines to his present stock.

St. Johns—Lewis Mulder has pur-
chased a half interest with his broth-
er, William, in the grocery business,
and will take hold about March 1.

Tonia—E. J. Pierce, who has made
a success of his low-price grocery

business in St. Johns, has rented a
store and will put in a similar stock
in this city.

Hart—The grocery firm of Rey-
nolds & Tice has dissolved, Harry
Tice purchasing Mr. Reynolds’ inter-
est. Mr. Tice will continue the busi-
ness at the old stand.

Port Huron—Hugh Matthews has
opened a tea and coffee store at 917
Pine Grove avenue in partnership
with Harry Avery, the firm to be
known as Matthews & Avery.

Grant—The business men have or-
ganized an Improvement Association
with the following officers: President,
Dr. P. Drummond; Secretary, O. N.
Rich; Treasurer, John Vandenbeldt.

Lake Linden — Abraham Roberts
has resigned as manager of the Lake
Linden Co-operative Society store to
take the management of the Produc-
ers and Consumers’ Co-operative Co.

Thompsonville—The grocery part-
nership of Tanner & Lindv has been
dissolved by mutual consent and the
business will be continued by Jesse
Tanner. Mr. Lindy intends to go
West.

Eaton Rapids—W. E. Forward has
bought a half interest in the plumb-
ing and heating business with his
brother-in-law, W. F. Fowler, and the
firm name will now be Fowler & For-
ward.

Detroit—The Continental Coal Co.
has engaged in business with an au-
thorized capital stock of $50,000, all
of which has been subscribed, $2,600
being paid in in cash and $17,000 in
property.

Grand Haven — The Enterprise
Clothing Company has purchased the
State Bank and the Reichardt book
store property, on Washington street,
and will remodel it and occupy it with
their business.

Hastings—Jay Mead, who has been
in the employ of the Loppenthien

Company, has purchased Alderman
G. M. Fox’s grocery stock in the
second ward and will conduct the

business; in the future.

Reed City—H. J. Gerhardt has
sold his stock of shoes to the John-
son-Gerhardt Co. and the stock has
been moved into the store of the
latter firm. Mr. Gerhardt will con-
tinue with the Johnson-Gerhardt Co.

Lake City—Dr. Nelson Abbott and
Dr. J. F. Doudna have purchased the
Roche & Doudna drug stock and
business. Dr. Abbott will be the ac-
tive manager. W. J. Roche has been
in the drug business here for nearly
twenty-five years.

Adrian—A new company has been
organized under the style of the
James H. Howell Co. to engage in
the general dry goods business, with
an authorized capital stock of $10,-

000, all of which has been subscribed,
$3,115.45 being paid in in cash and
$884.55 in property.

Detroit—A new company has been
organized under the style of the
Hupp Sales Co. for the purpose of
dealing in autos and foundry prod-
ucts. The company has an authoriz-
ed capital stock of $100,000, of which
$31,020 has been subscribed and $10,-
000 paid in in cash.

lonia—The firm name of Barrett &
Scully will remain unchanged, Will
Barrett succeeding to the interest of
his father and taking an active
part in the business. Mr. Scully will
go on the road, for a time at least,
and Geo. J. Wendell, of Lansing, will
take the foremanship.

Detroit—The general stone con-
tracting business of Wm. S. Piggins’
Sons has been merged into a stock
company under the style of Wm. S
Piggins’ Sons, Inc., with an author-
ized capital stock of $75,000, of which
$55,000 has been subscribed, $7,200 be-
ing paid in in cash and $47,800 in
property.

Cassopolis—Elson Bros, have leas-
ed the storeroom in the postoffice
block recently vacated by O. A. Lam-
bert and are fitting it up for their
grocery. The storeroom to be vacat-
ed by Elson Bros, will be occupied
by O. L. Yerty, who has been seek
ing larger quarters for his rapidly
growing business.

Petoskey—The Ra>molds Hardware
Company has been recently reorgan-
ized and is now known as the Petos-
key Hardware Company. The mem-
bers of the new firm are Mrs. C. A
Raynolds, Clare Harding and L. E.
Myers.  Mr. Myers, who has man-
aged the Raynolds Hardware Com-
pany for about a year, will be mana-
ger.

Detroit—J. H. A. Haberkorn, con-
tractor and builder, has merged his
business into a stock company under
the style of the J. H. A. Haberkorn
Co., to engage in the general manu-
facturing and mercantile business
(lumber), with an authorized capital
stock of $50,000, of which $35,000 has
been subscribed and paid in in prop-
erty.

Marshall—Dey W. Wilcox, who
purchased the drug business of the
late H. H. Hyde in December, 1909,
has relinquished his claim and W. T.
Phelps, administrator of the estate,
has closed the store. The purchase
was made under contract, which was
not fulfilled. Mr. Wilcox will take a
position in a large wholesale chemi-
cal concern in Chicago.

Port Huron—Charles F. Hueber,
who has been engaged in the drug
business the past twenty-five years,
has sold the business to Ellsworth
Miller and will retire to private life.
Mr. Miller is a Port Huron young
man who has had wide experience in
the drug line. For the past two
years he has traveled for the Freder-
ick Stearns Co., of Detroit. Mr.
Miller was formerly employed by Mr.
Hueber.

Traverse City — Rowland Dou-
glass and Arthur E. Kellogg have
formed a partnership and will open
an up-to-date boot and shoe store in
the First National Bank building
about Mar. 1. Mr. Douglass has con-
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ducted a shoe store and up-to-date
electric repair shop opposite the
W hiting Hotel for eight years and
Mr. Kellogg has been head salesman
for the A. V. Friedrich shoe store
for four years, and both have a wide
acquaintance in the city.

Manufacturing Matters.

Detroit—The Buhl Malleable Co.
has increased its capital stock from
$111,000 to $230,000.

Kalamazoo—The Michigan
eling Co. has increased its
stock from $5,000 to $25,000.

Hastings—The capital stock of the
Blastings Motor Shaft Co. has been
increased from $30,000 to $50,000.

Detroit—The capital stock of the
Auto Parts Manufacturing Co. has
been increased from $100,000 to $250,-
000.

Three Rivers—P. P. Major and
Chas. Gladys have formed a partner-
ship for the manufacture of furniture
and novelties.

Shelby—The Oceana Canning Co.
is arranging to can peas the coming

Enam-
capital

season, using the Shelby Fruit Co.
building for its operations in this
line.

Saginaw — The Brooks Aceroplane
Co. has engaged in business with an
authorized capital stock of $5,000, of
which $2,500 has been subscribed and
paid in in cash.

Dalton—The United Creamery Co.
has been incorporated with an author-
ized capital stock of $6,000, of which
$4,600 has been subscribed and $3,900
paid in in cash.

Garden—The Garden Creamery Co.
has engaged in business with an au-
thorized capital stock of $5,000, all
of which has been subscribed and
$4,750 paid in in cash.

Manchester The  Manchester
Creamery Co. has been incorporated
with an authorized capital stock of
$10,000, of which $7500 has been
subscribed and $4,000 paid in in prop-
erty.

Bangor—Oscar Karmsen, proprie-
tor of the Karmsen Drug Co., has
purchased a complete equipment for
the manufacture of ice cream and
intends to engage extensively in that
business the coming summer.

Detroit—The Porcelain Enameling
& Manufacturing Co. has engaged in
business with an authorized capital
stock of $10,000, of which $7,500 has
been subscribed, $2,000 being paid in
in cash and $5500 in property.

Grand Haven—The Fountain Spe-
cialty Co. has been organized to
manufacture and sell soda water ap-
paratus, with an authorized capital
stock of $50,000, all of which has been
subscribed and paid in in property.

Ann Arbor—The Buckhorn Gar-
ment Co. has been incorporated to
manufacture and sell working gar-
ments, with an authorized capital
stock of $6,000, all of which has been

subscribed, $100 being paid in in
cash nd $3,000 in property.
Benton Harbor — The Peck &

Moore Furniture Co. has been merg-
ed into a stock company under the
style of the Peck Furniture Co., with
an authorized capital stock of $25,000,
all of which has been subscribed, $12,
500 being paid in in cash and $12,500
in property.
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The Grocery Market.

Tea—The market continues firm,
with no apparent change. Japans are
now all shipped from the primary
markets. Formosas are firm for de-
sirable stock and Ceylons maintain
the advances of 3c since September
The prospects for uncolored teas for
next crop seem to be meeting with
favor and it is thought that the next
meeting of the Tea Board will result
in the adoption of a recommendation
that artificially colored teas will be
prohibited from importation into the
United States.

Coffee—The spot market is very
firm, and the consuming demand, as
appears from the purchases made by
retailers and reports from the same
source, is excellent. The situation as
regards supplies is strong, with all
spot holders very firm in their ideas.
Brazil advices continue of a decidedly
firm character.

Canned Fruits—There is hardly a
change in the market. Prices hold
firm on New York gallon apples and
it is said that the quotations in New
York are higher than prices .here on
spot goods in some cases. California
fruits are also being sold at lower
prices than the market in that state
would admit, if the goods were pur-
chased now. Stocks are not large
with most of the wholesalers and it

is thought that the market will be
hare of some grades before new
goods arrive.

Canned Goods—Demand for spot

is strong and the business on futures
is increasing steadily. Spot stocks of
most articles of canned food are
scanty now, and there is persistent
talk of a canned goods famine for
next spring, or early summer, at the
latest. Tomatoes are somewhat high-
er and further advances are predict-
ed. Packers are coming out with
opening prices on future tomatoes,
showing advances over last year's
quotations. Corn is very firm for
both spot and future. Demand is
good, as also for canned peas, which
are getting very scarce. Peas are as-
suredly a good purchase at present
prices. Pumpkin is in demand. Prices
are steady. Canned spinach is scarce
and firm and in very good request
from consumers. All varieties of fruit
in cans are firm, owing in nearly all
instances to small stocks. Peaches are
active, but apples, pears, apricots, etc.,
ire all wanted. Canned salmon is in-
creasing in demand for immediate
consuming purposes and while pric-
es are firm and high, there is at
least a possibility of further advance,
owing to the fact that there is a very
pronounced scarcity of stock. Sar-
dines, both imported and domestic
brands, are in much smaller supply
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than usual, and prices, naturally, are

firm. Cove oysters are firm and lob-
sters also.
Spices—The wholesale trade re-

ports that the demand for spices is
very satisfactory and that prices on
most of the line are firm, hut espe-
cially for pepper and cinnamon.

Rice—There is a good seasonable
call from the retail trade and from
consumers as well, for this commodi-
ty and prices rule steady for the dif-
ferent grades. Advices from the pri-
mary markets have been of a firm
tenor of late. The crop of Southern
Japan rice will be less than expect-
ed and there is also talk that the
Carolina crop will he smaller than
expected.

Cheese—There is a good trade on
American cheese which holds on
steady basis. Reports hint at lighter
holdings of cheese in Wisconsin than
a year ago. On fancy kinds of cheese
there is a very good trade and steady
prices prevail on the more popular
makes.

Pickles—The market remains
under limited supplies and a good,
seasonable demand. Continued firm-
ness, possibly with advances, is con-
fidently expected.

Salmon—The Seattle Trade Re-
porter says: “There is no fish avail-
able, therefore there is no market.
W hat little trading that is being
done is between jobbers who are en-
deavoring to cover.”

Salt Fish—Consuming demand is
good. People are eating more salt
fish than they were a short time ago
and grocers are now enjoying a nice
business in this line. In mackerel a
steady feeling prevails. Both Scotch
and Holland herrings are scarce, de-
sirable stock of the former being al-
most unobtainable from importer®
or even from shippers on the other
side. Prices on Holland
show an upward tendency. Codfish i
strong with a good consuming de
mand.

Provisions—Net changes in values
last week were unimportant except i
lJanuary delivery pork, where the

firm

al

build up reserves.

The shortage in and 388s, and Florida»,

the packing of hogs at Western cen-

ters for the season from Nov. 1 to
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The Fair Wage Earner and the Bank
Account.
W ritten for the Tradesman.

The wives who do not use proper
economy in dispensing their hus-
bands’ money surely come in for suf-
ficient censure. This article is not
directed to such, reprehensible al-
though they may be, but rather to
the women and girls who spend lav
ishly, wastefully and foolishly the
money they earn.

It would be cruelly unjust to in-
clude in one sweeping indictment of
extravagance all earning women. The

wife who supports an invalid hus-
band, the widow who feeds and
clothes her little ones—such have

added to their burden of toil the men-
tal strain of feeling that every penny
must be stretched to its utmost ca-
pacity to procure the necessities ot
life.

Then there is a great army of
workers, including many young girls,
the daughters of the poor, whose
slender wages, except barely enough
for clothing and a tiny allowance for
incidental expenses, are all passed in-
to the family tills every Saturday
night. If these last sometimes buy
finen* in place of neat, plain clothing,
and candy instead of wholesome food,
it is instruction in wise expenditure
that they need, and not a lecture on
the folly of extravagance.

But | aim this talk at a great num-
ber of young women and girls of a
different class, typewriters, book-
keepers, saleswomen, teachers, train-

ed nurses—handsome, well-dressed,
well-educated, charming, jolly, bon-
ny lasses, mostly daughters of pa-

rents in at least fairly well-to-do cir-
cumstances—for how some of these
girls do throw their money away!
Does any dry goods merchant,
milliner, shoe man, diessmaker or ice
cream parlor want any better cus
tomer than the average young woman
when she is earning a fairly good sal-
ary, particularly if she lives at home
and has an indulgent “dad,” who pays
the grocery bills and all other house-
hold expenses, leaving her free to
spend her money for clothes and fun?
A few girls are so frugal, their na-
tures are so imbued with the saving
propensities of long lines of ances-
tors, that under the favorable cir-
cumstances described, they inevitably
go to laying up money, and soon can
show* tidy investments in bonds,
mortgages, and such like securities;
but there are a far greater number
who, w'hen they have squared up
their debts from their pay envelopes,
have not a red cent left to bless
themselves with: damsels to whom
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the marvelous augmentations of com-
pound interest hold no fascinations.

Why is this? Why do we find so
many young women spending their
comfortable salaries as fast as they
earn them, not only making no sys-
tematic provision for the future but
not having even a little sum stored
away for the proverbial rainy day?

The answ*er is easy: The great ma-
jority of the girl workers of the
class mentioned take up. a calling
merely as a temporary expedient,
something to occupy them and furn-
ish spending money from the time
they leave school until they shall
marry. Very few regard their profes-
sion or occupation as a serious life
work. With rare exceptions every
maiden of them all—even including
such as are most enthusiastic and
conscientious workers—is ready, oh
so ready, to drop her chosen occu-
pation whenever the Prince sha!
come and summon her to depart and
dwell with him.

In her girlish imaginings she pic
tures her particular Prince as strong
and forceful and sufficient unto all
things—even all financial things. It
seems so needless for her to scrimp
and save in order to lay by a beg
garly few dollars every month, when
he, the Prince, surely will be brav<
and generous and have all kinds o
money.

So the girl continues letting her
earnings go for whatever catches he
fancy and cultivating luxurious taste
and habits of lavish expenditures.

In due time—or maybe a little past
due time it may seem to the waiting
maiden—the Prince, some sort of a
prince, comes and summons her. (I
like to put it thus, even when there
has to be considerable occult engi
neering on the part of the girl to
get the Prince into the proper state
of mind to make the summons. That
part of it does not matter here.)

The Prince that really comes is not
apt to be exactly the Prince of th
young lady's dreams. He is likely to
be a homely, commonplace sort of
fellow, without royal prerogatives
utterly devoid of fortune and earning
say, from twelve to fifteen dollar
per w*eek. If the maiden is of the
kind that can “bunch” her ideals an
take what actually comes to her, she
generally can have him, or if not
just him, some other man every bit
as good.

The science of mathematical prob
abilities, which really is a great sci
ence only it is not very often under
stood, furnishes considerable ground
for the hope in every young girl’s
heart that she won’t have to play

the arguments of the savings banks jout the game of life with a lone
make no appeal, and for whose minds <hand unless she chooses to do so.

Such elementary facts as these are
not enough. Every girl should be
more thoroughly instructed in the
great science alluded to. Everything
should be figured right out and put
down in black and white like the ta-
bles of a life insurance company; so
that a young woman could tell, by
glancing down a column of figures,
how* many young men out of- every
thousand between the ages of 20 and
5 receive $600 per year or less, how
many $1,000, how many $1,500, how
many, or how few, rather, $2,000 per
ear or over. There should be a ta-
ble showing her, in case she should
marry, how many times she is like-
ly to worry along with her husband’s
ncome not over $1,200 per year, or
be able to rise to the spending of
$5,000 or more annually.

We wrill say a girl is laying out
now $50 or $60 per month for clothes
and personal expenses. There should
be trustworthy computations setting
forth what sum she can devote to
these purposes after she marries, the
amount varying, of course, with th
size of her husband’s income. With
any moderate income it will be only

fraction of w*hat she now* is spend-
mg.

Unfortunately, the tables | speak
of are not at hand. In the absence of
uch authority take it from me, girls,
that if now, while you are earning and
can do so, you lay by some money,
when you marry or after you marry
you are fifty times as likely to need
it as not. Suppose you work five
years and succeed in saving a hun
dred dollars every year. At the en<
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of the time you will have $500 and
some accumulated interest. Do not let
it worry you. You are apt to want
it to buy your trousseau, to purchase
a home and furnish it, to start your
husband in business, or, if not for any
of these purposes, to be a fund that
you will have after marriage; that
you can feel is your very own, to
draw on as you see fit.

Suppose, dear girl, that in your
particular case none of these contin-
gencies ever arise; suppose that your
particular Prince, besides proving to
be all that you expect of him in other
respects, comes in time to be a genu-
ine king of finance, and that he is so
generous and does so handsomely by
you that he actually will insist on
your spending large and unwieldy
amounts of money; suppose that aft-
er you have been married ten or fif-
teen years you still have the little
lump you accumulated when you were
earning for yourself, and that so sat-
isfied is your every wish that you
can not think of anything on earth
you want to spend it for; suppose it
all should happen like this—although
it won’t more than once in a million
times; but if it should—why then you
might give the money to your folks;
or there are a thousand and one
worthy objects of benevolence, any
one of which would be only too glad
to get it. Quillo.

Valuable Knowledge.
She—Can we marry on $12 a w*eek®
Journeyman—We can marry on it

a lot easier than we can live on it

BOOMING

Yes, “White House” Coffee has surely reached that
point of prosperity where the liveliness of its success
is fairly expressed by that word—“BOOMING,”
which, better than any other, expresses the FACT
that its splendid quality has really excited people to
the point of getting right hold of the “pole” and
helping #he good work of personal “pull.” When a
coffee can interest folks to the point of figuratively
erecting a statue in its honor, it MUST be pretty

good stuff.
HAS DONE.

THAT’S WHAT “WHITE HOUSE”

Distributed at Wholesale by

Judson Grocer Co

Grand Rapids, Mich.
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GIRLS WIDELY SEPARATED.

One Porto Rico Missionary; Other in
Idaho.
W ritten for the Tradesman.

Not many years ago there lived
on the south banks of Reed’s Lake a
prosperous and happy family. The
father and mother were blessel with
four healthy children, but in the
course of time death invaded the do-
mestic circle and the mother and one
son passed away. The broken-heart-
ed father nerved himself for the duty
of rearing the little ones, and in
time witnessed their growth to ma-
turity. The two little girls, Mary and
Jennie Miller, were taught to swim,
fish and row a boat when but mere
infants, and the sport they enjoyed
in the waters of the lake strengthen-
ed their bodies, established confidence
in the ability to take care of them-
selves and afforded much amusement
to their friends. The late John H.
Roberts presented the little girls with
a row boat and they were frequently

seen rowing or fishing. A favorite
amusement they indulged in was
rocking the boat until it upset and

they fell in the water and sank out
of sight. At such times strangers
to their play would express great
alarm and urge Mr. Miller and his
men to hasten to their rescue and
seemed surprised when he seemed in-
different to their fate. The girls would
appear when it seemed to be proper
that they should do so, right the boat
and push it to the shore. As they
grew in years their beauty, vivacity
and pleasing dispositions attracted
many admirers, and in time Arthur
Leonard, the private stenographer of
Presidents Cleveland and McKinley
married Miss Mary and took her to
Washington to live, where she en
joyed social advantages and the
prominence that public life affords. A
few years passed before the Leon-
ards tired of political life and re-
solved to take the trail for the West.
Their first stay was in Spokane, but
a big ranch in Idaho finally attract
ed their attention. A beautiful bung
alow, with electric lights, hot and
cold running water, telephones and
all the comforts of a happy home, is
now the portion of one of the former
juvenile naiads of Reed’s Lake.
Miss Jennie was a more serious
minded child, and when her mother
passed away she sought service in tin
missionary field. An expert stenog
rapher, she served as private secre
tary a year or two for Mel. Trotter
and finally married a young mission
ary, with whom she sailed for the
Island of Porto Rico. She lives on
a mountain top with two bright chil
dren and a devoted husband, and

gives her time and talents to the
work of improving the moral an
spiritual welfare of ignorant, poor

and unfortunate humanity.
Arthur S. White.

Service the Incentive.

This article is written at the pub
lie writing desk in a little hotel in
lowa. It is suggested by thoughts
which came to me this morning.

| had gotten out of a sleeping car
at half-past six, before the sun was
up, and had gone into the station
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lunchroom at Burlington, la., to get
some breakfast. A nice young man be-
hind the counter brought me a cup
of excellent coffee and some dough-
nuts. When | had satisfied my regu-
lar matutinal cravings | sat down
near the window, where | destroyed
by combustion a roll of tobacco and
waited for the train to take me to
Keokuk.

The conductor and porter came in
and ate. So did a few early passen-
gers. As | watched them, this oc-
curred to me: What are all these
people doing? What have they to
make life interesting? What is their
object in life?

Of course we know the usual an-
swer: They are all trying to make
money. Money and the things money
can buy are supposed to be the
springs of human effort.

But, pushing my reflections a little
farther, | asked myself: Is money,
after all, the real motive power for
all these activities around me? s
not the real feeling that makes these
men work, and happy in their work,
the conviction that they are doing
some real service to the race?

No petty motive nor any entirely
selfish motive is sufficient to produce
permanent satisfaction. Whether he
is conscious of it or not, the feeling
that reconciles that waiter at the
lunch counter is that he is doing an
important and necessary part of the
world’s work. He is feeding people.
He is occupying a position in the so-
cial game where, should he drop out
he would be sorely missed.

The sleeping car porter has th
same subconscious conviction. It is
not that he may pick up a few quar
ters, but that he is helping men, that
makes him like his job.

Ask him and he will probably deny
t. Enquire also of the conductor, and
he will tell you that all he wants is
money, he is working for cash and
not for sentiment, and so on. Even
so the plasterer and painter, carpen-
ter and section hand, will loudly as-
sert that what they are after is thei:
wages.

But T think they are simply mis
taken, and | also think | can prove
it. For, would any one of these men
be content to stand on the street
corner or at the church door and hold
their hats out for money, even if they
should get twice what they earn now
No! That would be begging, and no
self-respecting man wants to beg. W<
desire to earn money.

W hat does earning money mean:
Simply that we are performing som<
service for humanity, of which our
wages are but the tangible, custom
ary appreciation. The right-minded
man (and most men are right-mind
ed) wants money, of course, butonly
that kind of money that comes as
recognition of service.

So we are a little nobler than w
care to admit. For there is nothing
in heaven or earth so noble as serv-
ice.

All money which does not repre-
sent some kind of service is more lia-
ble to be a curse than a source of
genuine joy. A young man to whom
his father has left a million generally
goes to ruin, or to flabbiness. The

whole endowed class ar rife
unhappy.
The reason is simple. The otify

abiding pleasure in life comes from
serving the race. The curse of inher-
ited wealth is that it removes a soul
from serving and puts him at the
devil’s business of being served
Hence he runs to sport, crime and
alcohol to find artificially that happi-
ness he misses m his daily round.

The happiest people in the world
are those who have something use-
ful to do. It is the butcher, the bak
r and the candlesticfcmaker who
tng at their work. To my porter
and conductor and waiter and to aft
the class who are helping to move
along the machinery of civilization,
the terms of their existence are fall
of content and interest. Among the
endowed class all the ftm of living
comes in “on the side Life itself
is burdensome.

One has made a genuine discovery
when he has grasped the fact that
joy is a thing that is finked rast to
service. Then he will quit indulging
in dreams of millions and idleness.
For the man with nothing to do but
to amuse himself invariably gets a
dark brown taste in his soul. He is
really an enemy to mankind

One of the greatest truths Jesus
Christ made plain was that ail this is
equally true of God himself For
Jesus gave ns the idea of a God who
exists “not to be ministered urn . hut
to minister." He himself washed ht-
disciples’ feet and "went about do-
ing good.”
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Handsome Designs

In Show Cases
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Lines For 1911

We are prepared to submit plansand estimates cm say desired; store
equipment and our prices will prove of interest bo any petwspertive pur-

chaser.

We are making a specialty o# the CRYSTAL ail place glass

show cases and invite correspondence n regard to them

WILM ARTH SHOW CASE CO.

936 Jefferson Are.,
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THE STATE CONVENTION.

As the next issue of the Trades-
man goes to press the annual conven-
tion of the Retail Grocers and Gen-
eral Merchants’ Association of Mich-
igan will be under way. The conven-
tion will be at Port Huron Feb. 7, 8
and 9, and it promises to be one of
the largest in attendance and most
important ever held. The programme
arranged includes addresses and dis-
cussions on some of the most vital
points in successful merchandising.
The cost of doing business, credits,
advertising methods and deliveries
will be among the topics considered
and the attitude of the trade toward
mail order houses will receive atten-
tion. The question box will undoubt-
edly open the way to the exchange
of experiences and the generation of
new ideas. Into this box the dele-
gates will be urged to put their prob-
lems and perplexities, and the wis-
dom of the entire body will be
brought to bear upon this solution.
The State Legislature is now in ses-
sion and no doubt legislation will be
influenced by what the Association
may do.

The Port Huron merchants have
made elaborate arrangements for the
entertainment of their visitors. The
entertainment, however, will not be
allowed to interfere with business.
The sessions will open Tuesday. The
election will occur Wednesday, with
the polls open all day, the Australian
ballot system to be used, and Thurs-
day will be the close. Every mer-
chant who can possibly attend the
convention should do so, and every-
body who attends should do his part
to make the convention profitable and
productive of good to the trade.

CARNEGIE’S LATEST GIFT.

Of late the two great moneyed men
have seemingly been trying to divest
themselves of some of their superflu-
ous wealth, the latest gift from Mr.
Carnegie being another $10,000,000 to
the institution which bears his name
at Washington, and bringing his to-
tal endowment there to $25,000,000.

The Scotch philanthropist has al
ready seen some great results gained
from former benefactions, and cites
with pride that one of the added re-
sults of researches is the discovery of
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60,000 new worlds, some of them ten
times as large as our sun. These in-
vestigations have only been made
possible through the branch work at
Mt. Wilson, near Pasadena, where
the largest telescope mirror now in
use is at work. This mirror meas-
ures 60 inches in diameter. It gathers
more than twice as much light as the
famous Yerkes refractor, and over
two and one-half times as much as
the Lick telescope. This mirror and
one slightly smaller are placed in the
top of steel towers 60 and 150 feet
high, respectively, and send the light
to focal lenses equal in length to the
height of the towers. This brings the
sun's image near the surface, where
the spectroscope and other instru-
ments are placed in a vertical posi-
tion.

Carnegie also congratulates both
himself and the world that another
lens three times more powerful than
any yet made is in process of con-
struction at the Pasadena factory. It
was commenced two years ago, and
three years more of work will be re-
quired for its completion.

W ith this marvel in optical instru-
ments, what may not be done in pen-
etrating the depths of space and
measuring the marvelous work of
the Infinite! There is no other
subject which so thoroughly as
astronomy opens our eyes to the mar-
velous nature of the universe. Every
new discovery in stellar spheres is
but another evidence of the glory of
God. Practical benefits may not ac-
crue from these telescopic researches.
Time will tell as to that; but their
effect upon our spiritual nature can
not be doubted.

NEW ORLEANS EXPOSITION.
Now that the rivalry between the
two cities, San Francisco and New
Orleans, has been decided in favor of
the latter, those who contemplate vis-
iting the Exposition which celebrates
the completion of the Panama Canal
in 1915 will shift their attention from
the comparative advantages of the two
cities to the one definitely chosen.

President McKinley, in his last
speech at the Pan American, defined
expositions as “the time-keepers of
progress.” Those who have regarded
Newr Orleans as a sleepy city em-
bodying more of the quaint and cu-
rious in centuries agone than of the
present world, may find that the city
of to-day is not even the one of ten
years ago; and that the spirit of
keeping abreast of the times may be
as vividly shown there four years
hence as in the most enterprising
Western town.

True, there are historical associa-
tions which will not be blotted out.
There are parts of the city still show-
ing the Creole life which has given
it a distinctive charm. The city park
brings back the old days when duels
were proofs of honor. Audubon Park
is interesting as the site of the first
successful granulating of sugar, in
1796. It now has a sugar experiment
station and a large greenhouse filled
with rare tropical plants. The mar-
ket grounds are literally the gather-
ing place of the nations, and the Mar-
di Gras festivities draw many visitors
to the city annually.

There are many points

of com-

mercial interest, even although it is
still 1,500 miles to the Great Ditch,
and more than a hundred miles to the
Gulf. As the center of the sugar and
cotton industries, the shipping point
for no less than thirty steamship
lines, there is no question but that
there will be pleny of interesting ma-
terial to be picked up by the trades-
man aside from that shown in the
Exposition itself.

HUNTING HAPPINESS.

There have been statesmen, scien-
tists and professional men among the
martyrs, but a martyr to literature
is so much out of the ordinary as to
clearly bear the fingermarks of insani-
ty. What David Graham Phillips had
done to incur the enmity of his as-
sailant, he never knew; the world
may never find out; but that the mu-
sician brooded over some real or
fancied wrong is clear.

It is the mind which broods that
eventually becomes lost to reason.
The morbid disposition left to its own
control is the dangerous one. Nervous
troubles are increasing in number,
and are now far more numerous than
the great white plague. We may not
be able to stop the ravages of insan-
ity, but it is certain that the hunt-
ing of happiness is one of the best
and safest antidotes. Not the sort
which joins in revels and Kkindred
abuses, aggravating the real disorder
every time, but true, genuine happi-
ness.

Says Marden: “We should fight
every influence which tends to de-
press the mind, as we would against
a temptation to crime. A depressed
mind prevents the free action of the
diaphragm and the expansion of the
chest. It stops the secretions of the
body, interferes with the circulation
of blood in the brain and deranges the
entire functions of the body.”

There is no better illustration of
the benefits from huntina happiness
than the method of R. L. Stevenson.
Although fighting disease for the
greater portion of his life, the sun-
ny disposition was ever present. It
has been truly noted that “he and
his characters were never wholly un-
conscious of man’s inalienable birth-
right of happiness and the joy of liv-
ing.” Had he succumbed to melan-
choly the world would have been
poorer in literature; had the musician,
Goldsborough, looked on the bright
side of his own profession his career
might have been brilliant; and the
star in the galaxy of literature would
not have been prematurely blotted
out.

THE GROWING PERIOD.

The skilled forester is always alert
to the probable future as well as to
the present of the tree. He may go
through the woods and find two oaks
seemingly identical in variety, size,
form and age. The one he carefully
cherishes, pruning off any unsightly
branch; the other is consigned to the
woodman’s ax. Why the preference?
He has noted in the second proof
that growth has ceased, and that de-
cay has commenced. The one will
continue to become more valuable;
the other will even more swiftly di-
minish in value.

It is the same way with promotion
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cards through life. On the one side
we find evidence of future growth.
On the other growth has practically
ceased. Where the latter state of af-
fairs is detected promotion is out of
the question. The places worth seek-
ing want grown men. Immaturity is
not nearly so much of a drawback as
stagnation. There must be back of
the sturdy oak proof that it is still
very much alive to save it from the
lumberman.

Did you ever see a bed of crocuses
starting up in spring? Bravely they
push forth, penetrating a thick bed
of leaves if necessary. No matter
how great the obstruction, they al-
ways know which way to start to
reach the light; and they put forth
remarkable energy in getting to the
surface. What is needed in life is the
push, the energy of the growing bulb;
the determination to break through
the crust, even although it is a thick
one. The thick mat of leaves was a
protection during the dormant period
in their lives; and although it may
now seem an incumbrance, there are
still uses for the leaf mould which it
will eventually become. We do not
realize the advantage in our own lim-
itations. We know only that the
path is upward. When we have press-
ed on and up to the light the uses
and advantages of the bonds which
seemed at the time only fetters to
hold us back may be revealed.

CHILD IN ADVERTISEMENT.

Take it year in and year out, there
is no figure more universally present
in the up-to-date advertising page
than that of the child. Whether at
the table or taking a bath, going to
school or at play, the expression
caught by the artist is both attrac-
tive and convincing.

Why choose the child for a me-
dium of presentation when the adult
almost uniformly does the buying?
Every one is interested in children.
This interest is usually reciprocated.
Baby shows its interest in the object
at hand, and its sweet, winning ways
usually extend this to those around.

Child life is artistic. The advertiser
who wishes both an interesting and n
beautiful cut can not devise anything
better. The rounded lines of the face
are in pleasing contrast to the angu
lar ones in later years. The rosy
cheeks betoken the best things of
life, and the joyous face instinctive-
ly brings good humor even out of de-
jection.

We have each had at some time in
life an intimate experience with some
little one. The figure may take us
back to our own childhood; more fre-
quently it is to that of a younger
generation; but some tender chord is
touched; some beautiful memory is
awakened. Through associations we
lare lured in the desired direction.

Yet there is logic as well as sen-
timent in presenting the child form.
Children are the keenest of observ-
ers; and the really meritorious arti-
cle is sure to be discovered by the en-
terprising little one. He will find more
uses for it than the manufacturer ever
dreamed of; and he will make appli-
cations so original that we may learn
from them, even while we smile. No
wonder the child retains a prom-
inent place in advertising columns.
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THE FARMERS’ INSTITUTE.

Fanners’ institutes have been held
in various parts of the State during
the winter and the reports are to the
effect that they have been largely at-
tended, with a good interest mani-
fest. This is an indication of the in-
creasing interest that is being taken
in the farming occupation. Slowly
but surely the campaign of education
in regard to country life and agricul-
ture is making headway. The farm-
ers are comparing notes as never be-
fore and the conviction has been es-
tablished that on the farm as in oth-
er business it pays to be up-to-date
and progressive. Farmers no longer
are content to proceed in the same
old rut, assuming that the old way
is best and not to be changed. Rath-
er, they are experimenting, exchang-
ing ideas and adopting new methods.
The new way may not yield returns
at once, but it certainly makes farm-
ing far more interesting and digni-
fied and in the long run it will re-
sult in increased returns.

Heretofore the boys have
leaving the farm and going to the
city. Various causes have contribut
ed to this condition of affairs. The
young people have found the work
of the farm irksome, city employmen
has paid them better and they have
escaped the social poverty of the rur
al community. When the country
church thrived and spelling schools
and such events were in vogue coun
try life held ics own with that of the
city, but when these institutions fell
into decay the youths turned their
faces toward the centers of activity
and abandoned the old farm. But
times are changed. It may be ccnfi
dently asserted that the boys who
are now being brought up on the
farm will not be so anxious as their
forerunners to jeave the country for
the city. They will realize that con
ditions on the old farm are not so
bad after all. The work is not so
irksome as it used to be, owing to
the introduction of new methods and
the shorter hours that have followed
If somebody would only invent
practical milking machine farm w >rk
would be all right. Farming pays al
so better than it ever did before.

The country church has gone for
ever and the spelling school has been
abandoned, but in their places have
come other means of recreation. To
day the farmer boy on a stormy
night can court his girl by the tele
phone and couples have been known
to pop the question by wire. Tha
may not be as satisfactory as a per
sonal call, but on a stormy nigh
when the roads are impassable, it is
just as good as the city can do. The
boys on the farm to-day appreciate
these conveniences and will not be
so anxious as their predecessors to
leave home. Then there is the trolley
reaching out gradually to the remot
est part of the country and thus the
hum and the bustle of the city
brought to the farmer’s door. Then
again there is the rural free deliv
ery which keeps the farmer just as
well informed as though he were liv
in a

been

ing large city. The isola
tion, irksomeness and lonesomenes
of farm life have been practically

overcome and when such instrumen
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talities as farmers’ institutes have
done their perfect work, establishing
the dignity of the farming occupa
tion, ranking it with any profession
as far as -knowledge and ability re-
quired is concerned, then the exodus
to the city will cease and the farm
will come into its own.

It has been pleasing to note that
in many towns the merchants have
contributed to making the institutes
successful by affording special enter-
tainment for the farmers who attend.
This is wise. It is good advertising.
The institutes make better and more
prosperous farmers, and any increase
in moral prosperity is bound to put
money into the merchants’ tills.

during January, while, on the
jjand buckwheat Sour and
syrup sell better daring Jams
these things most be taken r
sideration when planning the
displays. During January ai
ruary canned goods and drie
are good lines to show, an

yther

LINE'S BUSY. W OBPP»fiW>CER C'OMPANV

There are few things that are more
trying to the nerves and more exas-
perating than to hear over the tele- |
phone the words, “Line’s busy,” ut-
tered in a high-keyed voice. There is
a sneaking suspicion in many people's
minds that the lines are not busy as
often as they are reported to be, and j
as a result the terse expression with
which the information is usually con-
veyed has anything but soothing ef-
fect upon a ruffled temper.

To her credit be it said, the tele-1
phone girl is no respecter of persons,
hence she conveys the information
that the “line’s busy” with a perfect
impartiality, and has to put up with
a good deal of tongue lashing over
the phone in consequence. Even King |
Emmanuel of Italy is seemingly not
exempt from nerve-racking experi-
ences with the telephone girl. A
Rome cable of recent date declares
that the whole city is chuckling over j
an encounter between the King and
a telephone girl the other day. It ap- N enthol Cough Drops
pears that the King desired to com-
municate over the telephone with the Packed 40 five cent
custodian of one of his country _pal'_carton. Price $1.00.
aces, who, he had reason to believe j . L

. . Each carton contains a certificate,
was patiently waiting at the other ] )
end of the line, hat in hand, to be fen of which entitle the dealer to
called up. The King’s astonishment
and anger may be imagined when, in
response to his demand for the num-
ber he desired, he was informed by
a voice over the phone that was|l
neither obsequious nor abashed, but
rather the contrary, that the “Line's
busy” in equivalent Italian. The King )
stormed, but it was no use; the lineJ PUTNAM FACTORY, National Candy Co.
stayed “busy” as far as he was con-1 Makers
cerned. ORAN» RAPIDS, ttfCf!.

It was reported that the King was [

so angry over the occurrence that he
sent an “aid” to the Telephone Com-
pany to complain. The cable fails to
say what happened to the offendingj
telephone girl after that. Of course
it was very unseemly for a king to
get mad, but when one reflects upon
his own feelings when he hears,
“Line’s busy,” or even the more
abrupt, “Busy, busy,” he will sympa-
thize with the exasperated monarch’s
feelings.

The Prompt Shippers

k k

FOOTE a JENKS’ COLEfIAN’S

Terpesefess Wofc Cf*s®

Lemon and Vanilla

Write tor oar“Pnw tiM OAWi ” tto* combat* Ftetary seiteme*. S
osgetting Cefeasea's Extracts from roar jobftine aroeer or ami ot&gr&esex. t*

FOOTE A JENKS, Jacks— . Hkk

pir* *p

Putnam?’s

packages ia

One Full Size Carton
Free

when returned to us or your jobber
properly endorsed.

A good plan for the grocer is to
lay out his window displays for the
year as systematically as his adver
tising. If you change your window
displays every week or two, have the
display all planned out ahead, using
the goods that are best at the sea-
son of the year. Lunch goods sell
better during July and August than
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STOVES and HARDWARE

Dealers Should Sell Stoves the Year
Around.

The stove is not a one season arti-
cle; it can be sold at any time of the
year. To be maintained on a contin-
uous basis, however, the stove trade
requires energetic handling, and dif-
ferent methods must be adopted at
different seasons of the year. In the
fall the trade comes to the dealer; at
other seasons the dealer goes after
the trade. It is always possible to
stir up business, but, in order to do
so a dealer requires to have an un-
derstanding of conditions and a cer-
tain amount of ingenuity.

To the merchant who is anxious
to sell stoves during the winter
months, but does not see how in-
terest can be created, a recital of
methods adopted by other men will
he of interest.

\" prominent |Illinois dealer be-
lieves in advertising and he knows
how to use printer’s ink effectively.
He carries advertising space in the
local papers and also makes use of
the news columns, inserting “locals”
regularly. In these news items he
has made it a practice to insert a list
of persons to whom stoves have been
sold. As the business done has been
extremely brisk, these lists have oft-
en been quite unusual in size. Some
days it has been possible to publish
a list of six or eight persons who
had bought stoves on the previous
day. It has not been the exception,
but the rule rather to have new lists
for each publication. This merchant
does anything that can be done, in
point of advertising, to bring trade
to his store; but, like Mahomet, who
went to the mountain rather than
wait for the mountain to come to
him, this enterprising merchant goes
out after the trade as well. He has
salesmen out through the district and
does a thriving country trade. All
seasons look alike to him and he has
sold stoves when the thermometer
registered 80 in the shade, as well as
in the middle of winter.

It is a not uncommon device to
work in concert with the coal deal-
ers. Cases have been known where
coal men have made it a point to not-
ify stove dealers of places to which
coal was delivered. Households where
the consumption of coal seemed to be
heavy would receive a call next day
from Mr. Stove Dealer.

The time would be ripe to engage
the man of the house in talk on the
question of heating expenses. It
would transpire perhaps that the
stove or furnace used was a heavy
consumer or was old and ineffective.
Adroitly turning the conversation to
serve his own purpose, the dealer
would soon have full swing for a talk

on the benefits of a new and up-to-
date stove, the added comfort and the
saving in coal bills. A sale might
not be made, but the first step—and
a most important one—would have
been gained.

The first step is to arouse interest,
to introduce yourself or your goods
to prospective purchasers. An ex-
commercial traveler, now in business
for himself, has adopted methods
jwhich show that he has not forgot-
ten his early training “on the road/’
He believes in personal canvass, and
some of his methods of gaining an
introduction into homes are, to say
the least, unique.

One day he rapped at the door of a
comfortable-looking  dwelling and
greeted the lady of the house, who
answered the summons, with: “Good
afternoon: | have come to see about
the stove.”

“l was surprised to hear,” he con-
tinued, without giving time for a re-
sponse, “that you were inclined to
think the stove we sold you a heavy
consumer. The first complaint we
have ever heard. Madam, we will
take the stove back and give you a
new one or guarantee to remedy the
trouble without expense. That is our
method of doing business.”

“There must be some mistake,” said
the lady of the house; “our stove has
not been working well, but we did
not buy it from you. We have had
it for twelve years.”

Had used their stove for twelve
years and now found it was not
working well! What better argument
could a dealer want to effect the
sale of a new and up-to-date heater?
He gained permission to inspect the
stove, pointed out the need for a new
one and a day or two afterwards in-
stalled a new heater.

This same dealer found pretexts of
one kind or another to visit most of
the homes in the town, and to talk
stoves. His business was good—as he
deserved. All merchants do not pos-
Isess the suavity of manner and in-
genuity of conception to carry out
successfully a campaign of this kind.
| They can, however, apply methods of
la somewhat similar nature to their
|advertising and make their person-
ality show in every line of type in
;their advertisements. Get the ear of
the man who needs a stove, and you
|will get his trade. People need stoves
lin winter; they feel the need of new’
iheaters at that time of the year more
than any other season. It should be
|possible to sell stoves right through
jthe winter months. Some men do it
and all dealers could, if they made
the necessary effort.

The stove trade can be made steady
the same as any other business, it
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should be recognized that not all peo-
ple are “opportunists” in making pur

1911 Motor Cars

n fIfl Runabouts and Tour-

ing Cars, 30 and 40
H. P.—4 cylinders—$1,000 to
$1,600.

Franklin S*?*ES~*

Closed Cars, Trucks, 18 to 48
H. P.—4 and 6 cylinders—
$1,950 to $4,500.

Pierce Arrow ?“%Hg

Cars, Town Cars, 36-48-66H .,
H.—six cylinders only—$3,850
to $7,200.

We always have a few good bargains
in secondhand cars

ADAMS & HART
47-49 N. Division St Grand Rapids, Mich.

TRADE WINNERS

Pop Com Poppers,
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Combination Machines.

Many Styles.

Satisfaction Guaranteed.
Send for Catalog.

UNGERY MFG Q0. 106-108 E Pearl St.,Cincinnati,0

GRAND RAPIDS
INSURANCE AGENCY

THE NcBAIN AOENCY

FIRE

Grand Rapids, Mich. The Leading Agency

YOUR DELAYED
ITIIIUL FreEIGHT Easily

and Quickly. We can tell you
how BARLOW BRO05.t
Orand Rapids, Mich

Sales Books SPECIAL OFFER FOR $4.00

We will_send yon complete, with Original Bill and Du-
gll_ca_teCo y, Printed, Perforated and Numbered, 5,104
riginal_Bills, 5000 Duplicate Copies, 150 Sheets ol
Carbon Paper, 2 Patent Leather Covers. We do this to
have yoa give them a trial. _We know if once yoa nse
onr duplicate system, yoa will always nse it, as it pays
for itselfin forgotten charges. For descriptive circular,
samples and special prices on large quantities, address
The Oeder-Thomsea Co., 1942 Webster Ave., Chlcago.
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SNAP YOUR FINGERS

Atthe Gas and Electric Trusts
and their exorbjtant charges.
Putin an American Lighfing
System and be independent.
Saving in_operating expense
will pa% for system in short
time. othing” so brilliant as
these lights and nothing so
cheap to run.

American Gas Machine Co.
103 Clark SL Albert Lea, Miaa.

Walter Shanklaad & Co.
Michigan State Agents

64 N. Ottawa St. Grand Rapids, Mich.

Acorn Brass Mfg. Co.

Chicago

Makes Gasoline Lighting Systems and
Everything of Metal

IERFECT/ON 72

p.\ACr yoa com-

plete lroning Board
and Clothes Rack. No
better selling articles

0ARD E&. ;(RfAI
fg\V\ELightYourHone

~Candle-Power brilliancy—at less than H cost ol
_ kerosene (and ten times the light«—giving you

nGao atlSc Per 1,000 Feet
f(instead of $1 to $2, which Gas Companies

harge). With the “Handy” Gasoline Light-
ing "8ystem or “Triumph” Inverted Indi-
| vidnal Li%ht yoa get the best ka*wn sub-

Btitnte for daylight (and almostas cheap), can
ead or work in any part of room—ight
dy at a finger touch—don’t have U- move
these Lights—the light comes to yon. Write

for Catalogue and Circulars stoDopt. J5>-

AgAMIW taitithm C » 42 StateSt Uncage|

Established in 117J

Best Equipped
Plrm In the State

Steam and Water Heating
Iron Pipe
Fittings and Brass Goods
Electrical and Gas Fixtures
Galvanized Iron Work

The Weatherly Co.
18 Pearl St. Orand Rapids, Mich.

Weaver’s Choice Xcut Saws

Are Sold and Guaranteed by

CLARK-WEAVER CO.

Wholesale Hardware

Grand Rapids, Michigan

Foster, Stevens & Co.

W holesale

10 and 12 Monroe St.

Hardware

31-33-35-37 Louis St.

Grand Rapids, Mich.
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chases. Many undoubtedly do not
give thought to any matter until the
necessity rises up and stares them in
the face. |If they need a new stove
they think of buying it only when
cold weather sets in. It is this take-
things-easy attitude that makes the
fall trade in stoves so invariably busy.
But there is, on the other hand, a
class of household economists who
buy when they find it pays them best.
People of this class purchase straw
hats in early spring or late fall, and
Christmas presents in September. To
them it is quite possible to talk stoves
at any season of the year.

“l attribute the growth of my busi-
ness to this one fact,” says a well-
known stove and hardware dealer. “I
have redoubled my efforts to sell
stoves during the summer months
and never allowed the line to drop
out of sight. During the past sum-
mer | have made sales right along.
This continual, all-the-year-around
campaign has associated my name
with the stove trade in the public
mind more firmly than a mere sea-
sonable effort would do. This dealer
is a believer in printer’s ink. He takes
liberal space in the local papers and
uses it to advantage. His reading
matter is always catchy and he uses
illustrations to advantage. The plan
that he pursues is to use a large space
several times a week rather than a
small space every day.

During the summer he makes his
advertising even a little heavier than
usual and hammers away on the sub-
ject of stoves. A steady volume ot
trade results and he has seen his busi
ness grow very materially, due in a
great degree, he believes, to this pol-
icy.

To hark back to matters of more
immediate interest, the possibilities
of early winter sales are so good that
no merchant should neglect at this
season of the year to exploit his stove
line. Even if a most satisfactory fall
trade were done, the dealer can not
afford to rest on his oars. If he goes

after the trade it will meet him half-
way.

Quietly Getting Ready.

Nature this month is not so quiet
as it seems. January is really a time
of preparation for the season that
soon opens. There is activity enough
under ground and out of sight, for
Nature is making a fresh beginning
and getting ready in earnest for <
new year's work. The snow is
warm coverlet from the intensity o
winter’s cold, whose wealth of moist
ure will in due time enrich th<
ground, and the frost even, with it
heavy hand and remorseless grip, i
doing a beneficent work in making
soil and fitting that made long ago
for seedtime and harvest. The sap
stored away in the roots and trunks
of the trees having, one may fan-
cy, a dim recollection of last year's
achievements, is getting restless for a
return to the larger and more active-
life and for the doing of still better
work. The buds, too, are beginning
to show themselves, and from week
to week, sometimes from day to day,
the close student will note the eager,
although quiet preparation, wonder-
fuly persistent and intelligent, which
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they are making for the unfolding
into foliage and flowers. January is
to those who have eyes to see it a
busy month. So is it in the business
world, not much obtrusive activity,
but a great deal of quiet preparation.
The merchant may seem to be doing
little that is recognized as work, but
the hardest kind of work may be done

at a comfortable and well appointed Jond, because their minds act

desk, or pacing up and down a warm

To Read and Retain It.

That merchants are benefited b;
reading trade papers, the publisher
of which feel fully assured, and &
this a number of merchants tsnhes
itatingy testify; but there are som
who are not benefited very much, sc
las much as they should be, because,
Ifirst, they read too little, and sec-
ike
sieve with what they do read

and cheery room, or sitting in an easy jdo not retain it.

chair. Boldly facing unpleasant facts,
deciding perplexing questions, look-
ing over the wreckage of schemes
that miscarried, determining on new
plans, is often work compared to
which filling nail bins or stowing
away sheets and bars is play. This
is the month when there should be
much thought given to the problems
of business and the conduct of the
campaign which so soon opens. Its
activity will lie in part along such

We think an excellent plan
sue in reading is to mark ea h new
idea or suggestion, and when 1trough
make a note of them, or clip the ar-
tide, make a note of it on a
in some form, and paste in 3
book—either bound or loose
that can be copiously indexed
Iclippings can be easily and
referred to. By this meat
in the coarse of a year's rt
la collection of business

lines as these: the discovery and cor- jmaxims that would be of gre

rection of mistakes in the general
policy pursued, or in the way
which it was carried uot; deciding
upon new lines of work, changes in
the management or running of the
store or factory or radically new
methods in one department or anoth-
er; the adoption of new tactics in
meeting competition and in one way
or another awakening enthusiasm and
ncreasing the efficiency with which
the business is cultivated and extend
ed. In quiet and wunobserved work
such as this is the preparation made
r the efforts and enterprises of the
season and of the months that fol-
low.—Iron Age-Hardware.

Changing Quantities.
Pipe—I tell you, he’s as honest as
the day is long.
Wrench—Yes;
getting shorter.

but the days are

It is no use talking about your faith
if men never find a friend in you.

inj

-Trade Outlook.

What Did He Meat

| The old plumbers had h;

{days together.

"You have a pretty pla

Jern> remarked the guest
morning of his deps
looks a bit bare y

“Oh, that's beca
S0 young,” answer
fortahly. “l hope
lgrown to a g
| come again.

Honest,
a lot of

had not p< ;tec

Grand Rapids Electrotype Co.
1 Lyon St., Grand Rapids, .Hick,

j Makers Ot Highest Grade Electrotypes by

ail modern methods. Thousands of satisfied
customersisoar best advertisement

Also a complete line of Printing Machinery
!Type and Printers’ Supplies.
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A Royal System in Your Coffee Department

Means a larger and more profitable business for you than any other
method you could adopt to increase your trade.
We can refer you to thousands of Grocers and Coffee Dealers through-
out the country who are using our ROYAL machines and
glad to give you their experience.

No. % Royal A
Electric jjt
Coffee Hill

TreHlltat K J h
CastheGoffee « U

We can nut No. 1
you in the Cof- ROYAL [
fee business Coffee
right. We can Rooster 1
furnish several Operatedhy [
different sizes Hlectricity j
and styles of
machines and

are in position
to give you fail
advice in hay-
ing green cof-
fee, roostiag
and blending it

to suit the trade in any part of the country. We can ate« law our a 3*n»o# aggres-
sive advertising for you to use in coniooction with your coffee Jeanrrmear.

We have several experts along the above lines, connected wrtft os. vho de-
vote their time to these features and their services are ar the eomtaand. gratis,,

of all users of ROYAL systems.
catalogue which tells the whole story.
it now while itis fresh in vour mind.

We also manufacture Electric Meat ClI

The A. J. Deer Co.

Write ns for full
Ir costs you nothing »

information and our latest
nvesr-gate Do

ut Meat mg McseM

124c West S Hooff. vV
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SWISS CHEESE MAKING. ocean in boats, across the ocean to

IRaltimore in a sailing vessel, thence
to Galena by canal and steamer, from
Galena to Green county on foot—
clustered in the little valley of. New
Glarus, and began the usual work of
the early settler. Here, the greatest
of all industries in southern Wiscon-
sin had its birth. Just as soon as the
settler owned a cow, the germ of
Iknowledge of cheese making, which
lhe had brought with him, began to
sprout. At first, infinitely small was
the growth; a pailful of milk, a little
copper kettle, and a wooden hoop
|split from a sapling, were the begin-
Inings of the industry. Cheeses no
larger than a saucer, which could be
|[held by the hand of a child, were the
ancestors of the 200-1b. Swiss cheese
now standard.

The little kettle, used for cooking
purposes and hung in the fire place
of the log cabin, was the predecessor
of the cheese factory, with all its con-
veniences, of to-day. The wife and
daughter were the first cheesemakers,
because the men could spare no time

The of That
Wisconsin.*

From Switzerland, in 1845, forced
by economic necessity, twenty-seven
families came to Wisconsin. Like
the bees before swarming, they had
sent in advance two pioneers to spy
out the land and find a suitable set-
tling place. These two, after months
of weary travel through nearly all of
the northwestern states, passed by
the broad rich prairies of Illinois, In
diana, lowa and Missouri, near to
commerce and transportation, as unfit
for their purpose, and, among the
roughest hills of Green county, se-
lected the location for the colony,
which complied closest with the in-
structions they had, to secure a loca-
tion as like the old Switzerland as
possible, that there might be less
homesickness.

The colony after a journey of four
months—down the Rhine to the
‘Extract from ‘The History of a Great In-

dustry,” by John Luchsingrer. Historian
of the Swiss Colony at New Glarus. Wis.

Origin Industry in
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from the work of clearing, breaking
and fencing. They went to work with
what poor means were at their com-
mand; their cheeses became larger
and better, as increase in cows and
experience came, and a steady and
remunerative market was created for
what could be spared. Up to 1870.
cheese was not made by any factory
system; each cheese dairy used only
the milk produced on one farm. Of
course a spirit of emulation arose
and it became a matter of pride to
produce better cheese than others.
A little incident witnessed by the
writer, illustrates the feeling then pre-

vailing. Two settlers named Rudy
and George met. Rudy' said to
George: “I have had splendid cheese

this season; | have sold two wagon
loads at Madison for 12 cents a pound
and am going to Freeport next week
with another load for which | ex-
pect 13 cents a pound. | have but a
very few inferior cheese.”

George listened and smoked, and
said nothing until Rudy' closed his
talk by saying: “How is it with you,
George? Have you hauled off any of
your cheese?”

George slowly took his pipe from
his mouth and said, “No.”

“Why, what is the matter;
your cheese ripe?”

“Nothing is the matter,” said
George. “l have no cheese to haul
away; | have sold them all as fast
as they have ripened right at home,
lor 14 cents a pound.”

Cheesemaking by dairy
continued to increase, but

ain't

farmers
wheat
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business of the farmer. Then came
the chinch bugs in such swarms as to
ruin not only the wheat crops, but
also barley, oats, and corn. Wheat
farmers realized that a change must be
made in their business, or the insect

pests would devour their farms.
Those in debt became more deeply
involved. The young men were

leaving the country for the far west,
preferring the hardships of the fron-
tier life to being debt-ridden here.

Then it was that the cheese factory
came. Two small factories were built
by farmers in the roughest parts of
the county; but, inexperienced and
timid as they were, it required no
small amount of argument and per-
suasion to get them to invest the
necessary labor and money. Modest
and inexpensive as the original ven-
ture was, the first year’s results show-
ed that climate, soil, grass and people
were well adapted to the profitable
production of cheese in factories.

So year after year, more factories,
in ever-widening circles, were put up;
more kinds of cheese began to be
made; better methods of making were
used; the result was, a uniformity in
quality, and an increasing market not
attained under the old system, which
was very soon abandoned.

N. Gerber, J. Regez, and J. Karlen
were the pioneers of the factory sys-
tem here, as applied to making Swiss
and fancy cheese.

It is now acknowledged that Wis-
consin Swiss cheese is the equal of
that made in Switzerland. It has
captured the American market; it is
regularly quoted in the markets of all

growing was, until 1870, the principal mour cities; it has come to stay.

Save Money on Egg Delivery

You can do it if you will spare a moment to look into

Star Egg Carriers and Trays

FOR SAFE EGG DELIVERY

They stop all breakage and miscount, save time and sat-

isfy customers.
dozen eg:gs delivered safely.

Actual cost of using: only %

cent per

Compare this figure with the cost of delivery in paper bags

or boxes, which break eggs.

will interest you. Write us and ask your jobber.

Our booklet “No Broken Eggs”

STAR EGG CARRIERS »re licensed under U. S Patent No. 732512. to

be used only with trays supplied by us
plying other trays for use with Star Eg

the U.'S patent statutes.

Star Egg Carrier & Tray Mfg. Co.

Manufacturers, jobbers or agents sup-
3 i Carriers are contributory infringers
ofour patent rights and subject themselves to liability of prosecution under

Made in One and Two Dozen Sizes

500 JAV ST., ROCHESTER. N. Y.
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Chairman W. L. Grush Reports on
Eggs and Butter.

We have heard the usual criticisms
from the daily press in regard to the
extreme prices charged the consumer
for eggs, due to combines and trusts,
but before this is read | am afraid
some holders of eggs will wish some-
thing of this kind would come to
their rescue. We believe the situa-
tion could be relieved in the way of
high prices if more of the product
of the hen were furnished the con-

sumer; by this we mean the produc- |opportunity

ers should be educated to know that
a fresh egg is worth more than a
stale or rotten one.

We believe the handlers of eggs, as
a rule, protect the quality more and
more each year, and if the farmer
could be shown how necessary it is
to market eggs while fresh, there
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business will be more prosperous to

all concerned. There is one thing cer- of religion than a roomy church.

tain, the oleomargarine product is go-
ing to interfere very materially with
the butter business if prices for the
past few years continue. Lowering
prices of butter is not going to Kkill
the production of it. It might even
be called a by-product of farming in
the great Middle West. Cattle will
continue to be raised and more so
on small farms, than on open ranges
or large ranches, where there is an
to produce butter-fat,
while no attempt was made on large
cattle ranches, so we look for a
steady increase of butter-fat produc-
tion regardless of a lower level ofJ
alues, which must come.

The great army of consumers will
use butter at not over 30 cents per
pound for the best grade of butter,

would be more eggs to go to the con- but they refuse to buy freely at over

sumer, thereby lessening the price,
or at least giving them about 10 per
cent, more eggs for the same amount
of money.

The quick marketing of eggs would
also do away with the attempt on
the part of wholesale dealers and
shippers to put on the market so
much questionable egg product in the
shape of desiccated and canned eggs
which has caused the federal author-
ities to get so busy the past year in
condemning this class of eggs.

We are glad to note the effort of
the Bureau of Animal Industry
along the line of education among
producers and handlers of eggs. This
department has had several men in
the territory west of the Mississippi
the past season who have worked in
conjunction with the buyers and ship-
pers to pay only for good eggs, or
on the loss-off basis, and their as-
sistance has been of value and very
much appreciated, and we believe th>
department should be asked to con
tintie this another season.

We believe that all eggs should b’
bought on a loss-off basis. As sooi
as the producer finds that he is not
being paid for rotten eggs he will
be more careful about the eggs h
brings to market. This would also
leave fewer eggs of a questionable
character on the market in the con
suming centers to compete with those
dealers wht> do give their trade goo
eggs. There is always a large part
of the trade who want to buy th<
best at the price of an inferior arti
cle.

There is even less to say on tin
subject of butter than on eggs. We
think the question of high price made
during the flush of the season by
speculators for storage purposes is
the most serious mistake in this line
of business. It is easy to know this
at this season of the year, but the
thought should be carried into the
first of June each year.

There is nothing on record to show
where anyone, from the manufactur-
er to the retailer, has ever made any
money, or even stayed in the game
very long.

Present conditions are very propi-
tious to the oleo manufacturer, and
there is more of it being made and
sold each year, as the price of butter
increases. We think there is a happy
medium as to prices where the butter

this price.

Our experience has been, in taking
5 cents as a retail basis, which is a
low price, there is no complaint from
any source, but an advance to 30
cents cuts off about 25 per cent., and
a 35 cent retail price cuts off 25 per
cent, more, and there is a further
curtailment when above this price.

A pound of good butter is cheap
at 25 cents, is worth 30 cents, and is

luxury at 35 cents and higher to|
the majority of consumers, who dis-
continue its use at the higher prices
partially or entirely. So the specula-
tor should keep the above figures in
mind when investing in June butter,
f he has any regard for the returnst
on his investment.

The greatest trouble in boosting
prices above a safe basis comes from |
the speculator who has no regular]
trade, and not from the jobber, who j
stores to protect his needs during the 1
season of light production.

Our idea of the proper functions of j
cold storage is to equalize prices be-
tween seasons of production in ex-j
cess of consumption, and of excess
consumption over production, and
we think that this is the position tak-
en by all dealers and jobbers who
have an established outlet for but-
ter and eggs.

It has been rumored that there will
be national legislation the coming
session of Congress that will affect
the storing of food products, and any |
committee that attends any hearingl
given by legislators on this impor-1
tant subject must impress on Con-1
gress the necessity of framing the law
so that it will work no hardship on
the trade. However, | can see no
good reason for any more laws than
we have covering food products.

Bits of Philosophy.
Wrritten for the Tradesman.

We all have but one aim, namely,
to find a theory for what we are mad «
to feel intellectually. There is but one
road: Honest and artful reasoning.

We may try to dispose of Nature
and her intellectual influence, but it
will not be disposed of. It is us anl
we are |It.

Conversation with friends distinctly
states views which can not be writ-
ten. The eyes and the tone of the
voice bring forth matter which Na-
ture alone can explain.

Edward Miller, Jr. |
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Dress Goods For Spring.

Manufacturers and jobbers of dress
fabrics have completed their spring
lines and are now busily engaged in
getting them into the hands of re-
tailers in all parts of the country. The
lines shown represent everything
from light, airy materials to the
heavy qualities of suiting. The high
er novelties in dress goods for spring
are of a sheer variety of materials.
Present indications show that the
greatest portion of novelty dress
goods will be in solid colors. Feel-
ing the need of sheer novelties rep-
resentation is given to voiles,
toliennes, crepes, grenadines, eta
mines, batistes and marquisettes.

The heavier variety of materials is
staple and will he used in much
greater quantities than sheer goods
In the general line of dress goods a
very fair showing is made of blue,
silver grays, brown mixtures and
white and black and white combina-
tions in stripes and checks.

Serge weaves in plain and novelty
effects will be very much in evidence.
In novelty serges invisible stripes
will be very popular. An unusually
fine showing is made in mixtures cf
worsted and mohair known as Tussah
Royals These are finished with a
silk luster which adds much to their
attractiveness. This material can be
had in brocades, moire, stripes, diag-
onals and plain effects. It comes in
all the leading shades and is par-
ticularly desirable for separate skirts
and tailored suits.

Batiste is held in high esteem for
this spring season as it is a material
which can he used by both the tailor
and the dressmaker.

For popular-price selling, hopsack-
ir.gs, homespuns, tweeds, cheviots,
serges, mannish mixtures and mohairs
are anticipated to claim the bulk of
attention. These fabrics are all de-
sirable for spring and summer wear.

Stripes, solid blocked checks, fan-
cy diagonals, fancy weaves, mixtures
and plain patterns are all to be found
among the assortment. In these ef-
fects blues and grays are scheduled
to become the popular colors for the
new season.

The patterns in both woolen and
worsted goods are small.  Worsteds
in  mannish effects, which include
pin checks and hair lines in gray,
blue, brown and combinations  of
black and white are finding a place
in every retail store and are regard-
ed by buyers as the fabrics that will
most likely be carried through the
spring season. These combinations
of colors and patterns are also ex-
ploited in mohairs and they are look-
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ed upon to develop strongly as the
season advances.

Serges are to have an unusually
large sale this season, and the majori-
ty of buyers have placed their or-
ders accordingly. Designs simulating
those of men’s wear fabrics promise
to be of considerable importance.

Frospects are good for fabrics
showing a black ground crossed by u
white line in pencil stripe. Varia-
tions of this idea may be found in
serge weaves having two single lines
running parallel with the alternating
single line in the same direction as
the double line.

A very attractive line of cravenetted
mohair fabrics which are rain and
spot proof is shown among this
Spring’s newest offerings. There are
many very handsome varieties of pat-
terns and weaves in black, blue, grays
and browns.

Mannish cloths and mixtures, mo-
hairs, Panamas, and serges in plain
and novelties are all in high favor
for spring.

Duffle Overcoating.

Overcoatings resembling the fleecy
covering of sheep, cut up from valu-
able importations, and, therefore,
worn only by the wealth}- few this
winter, have been reproduced by alert
woolen manufacturers of this coun-
try. The exact copies of the original
fabrics are just being placed on the
market by the mill men, either
through their own offices or through
their selling agents. Of duffle cloth,
these rough woolens are mostly in
dark colors—the greys and browns
predominating. This cloth, it is said,
will be the big thing for the com-
ing season.

Duffle cloth has not been extreme-
ly popular for overcoats in the Unit-
ed States until this winter, but it was
certainly the standard article for win-
ter outside garments on the other
side of the Atlantic as far back.as
March, 1802. To prove this asser-
tion, one has but to cite the story of
Alice Fell, an incident of historical
knowledge.

It seems that Gregory Graham, of
Glasgow, an ardent settlement worker
of that period, befriended the little
motherless and fatherless  Alice,
whom he found seated by the road-
side as he was passing in his chaise,
on his way to Durham. The child
was suffering from the cold and was
crying'piteously, her already tatter-
ed coat having been torn to shreds
by the biting March gale.

For humanity’s sake the incident
was put into verse by that famous
old English poet, William Wads-
worth. Concluding the story of how

the grief-stricken little waif was tak-
en inside the chaise by the kindly
Mr. Graham and how when the first
tavern was reached, the genial host
was provided with sufficient funds
with which to buy a new coat to re-
place the old, the poet says, in his
charge to the landlord:

“‘And let it be of duffle grey.

As warm a cloak as man can sell;’
Proud creature was she the next day,
The little orphan Alice Fell.”

Many years have passed into his-
tory since little Alice was happy with
her new and warm cloak, but through
all those years duffle cloth has been
used from time to time by the Great
Britain clothiers. To-day duffle is it-
self again.

A very common delusion among
business men is that each thinks his
particular business is radically differ-
ent from all others. That is true as
to details but not as to fundamentals.

It is not necessary to throw in
something with every good sale you
make. Let the customer pay money
for the extras and then you increase
your profits and no one is harmed.

Truth is to advertising what gaso-
line is to an automobile. It won’t go
without it.

We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

Cor!, Knott &Co., Ltd.

2«, 22, 24, 26 N. Division St
Grand Rapids, Midi.

H. A. Seinsheimer & Co.

CINCINNATI
Manufacturers of

“The Frat”
YOUNG MEN’S CLOTHES
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Flaxon

Summer Fabrics

The most popular, practical,
beautiful, durable and economical
of all sheer dress materials. As
linen-like as the finest Irish linen.
As dainty as the finest lawn. As
durable as the heaviest cotton. Try
“Flaxon” for Shirt Waists, House
Dresses, Evening Frocks, Chil-
dren’s and Infants’ Garments, Lin-
gerie, Stylish Skirts, etc. White,
checks, stripes and plain.

“Flaxon” in red on selvage of
every yard.

Prices from g%. to i8>£ cents.

Write for samples.

P. Steketee & Sons
Wholesale Dry Goods

Grand Rapids, Mich.

ECKER!/AYERft/ DMPANYNIfCAfiQ
ICVviKUyo QgdKgXATEgVIKING SYSTP?)
sr ITS*  ¥JLAssr v3db5rg

SWATCHES ON REQUEST

The Man Who Knows
Wears «'Miller-Made’’ Clothes

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

Miller, Watt & Company
| Fine Clothes for Men Chicago

Dont Take Our
Word

But see for yourself and be convinced
have one of the strongest

that we

lines of Plain and

Fancy White Goods, handsome lines of 27 inch

and 32 inch Ginghams,

Percales, Fancy Novelty

Wash Goods in a large variety, Plain, Colored
and Printed Lawns, Printed Batiste and Dimity,
a big selection of Cotton Suitings, and many
other items that will make your Wash Goods sec-
tion an attractive and paying department.

Grand Rapids Dry Goods Co.

Wholesale Only

Grand Rapids, Mich.
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Economy of Canned Goods.

All other things being equal, the
cheapest foods to buy are those hav-
ing the least waste. It is said the
American people waste more than
they eat. Most of this waste is un-
necessary and is costly. One way
of avoiding this is through the use
of canned vegetables and meats.

In preparing fresh vegetables and
fruits for the table there are certain
portions which cannot be used, as
peelings of peaches, apples, bananas,
oranges, etc., and the skins of pota-
toes, cucumbers, the outer leaves of
cabbages and lettuce, the hard outer
shell of squashes, in fact, there are
few vegetables or fruits that do not
show a loss from 10 to 25 per cent, in
peeling and paring.

Also, in paring and peeling vege
tables and fruits it is almost impossi
ble to keep from slicing into the
meat and taking off more than wa
intended. AIll this can be avoide<
through the use of canned goods.

A great many people object to th
use of foods put up in tins, however,
holding to the old belief that “garden
truck” is better. This is a big mis-
take for the reason that the .big
packers of vegetables and fruits pay
a great deal more attention to the
science of raising better raw mate-
rial than they used to. The climatic
conditions are taken into considera-
tion, the adaptability of the soil for
producing beans, peas, corn, toma-
toes, sweet potatoes, peaches, apples,
the small fruits and everything else
that grows, is studied with the idea of
raising crops on land best suited for
the particular product.

When canned goods are put up
they are usually prepared by machin-
ery which is so adjusted that peel-
ing and paring is reduced to an al-
most exact science, with little waste,
so much of the outer skin is removed
and so little of the pulp. Owing also
to the fact that the entire output of
certain localities is purchased by the
canners, a great saving in the first
cost is made.

By preparing enormous quantities
of food at a time, shipping in large
lots and distributing as cheaply as
they can, the packers of foods in tins
are enabled to market their products
very cheaply.

The price of canned goods fluctu-
ate with the shortage or surplus of
crops, hut at thatthey are economi-
cal. The past season was a hard one
on growing crops all over the coun-
ty. In localities where rain was
needed the weather has been hot and
dry, where heat was wanted it has
been cold, and so on until nearly
every line of vegetables now shows
a shortage. This will mean that the
price of the fresh garden truck will
be higher than last year, but canned
goods will show a comparatively small
increase in price.

This is, then, the best time to make
your experiments with canned goods.
Take canned sweet potatoes for in-
stance. A 10c can will furnish sweet
potatoes for a family of five,while you
can buy more corn in cans than you
can get for the same price otherwise.
Of course, the corn on the cob will
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appear to be of larger quantity, but
when you cut it off and compare with
the contents of an ordinary sized
can you will see the difference.

If one really wants to reduce table
expenses, every cost that is eliminat-
ed or reduced means so much money
saved. The next time you buy a can
of corn, tomatoes, peas,
pears or apples,
you save in

preparing them,

Your competitor may have a sale on
which draws trade away from you.
There may be a trade excursion to
some nearby city, and nobody at
home to buy. There are dozens of
reasons why trade is poor on one
day or another, and all these should
be recorded. Then again the sales

peaches, jmay be larger than the average and
figure out the time jif you give the reasons while they
the iare fresh in your mind there will be

amount of fuel saved, and the num-I no guessing about it a year later. It

ber of persons served.

Then com- jmay be because you have advertised

pare the results with those obtained some particular line, or a cut-price

from serving the same number of
persons with *“fresh” vegetables or
fruits of the same kind and you will
notice a difference in favor of th*
former.—St. Louis Times.

Keep a Business Diary.

Most merchants keep a record of
each day’s sales. Some men make
their records show gross profits daily,
as well as sales. Not all merchants
make the fullest possible use of these
records for study and comparison.
Certainly, if the records go no far-
ther, they &re of only half the use
they might be if more care were taken
to make each day’s story complete.
Why not keep a business diary?
Would it not be of practical value as
well as of interest? Wouldn’t you like
to know how much you sold this day
last year, and the year before, and
each year before that since you start-
ed in business? Then you could read
your progress, your advance from the
modest trade with which you began.
Yet such a record would be but the
bare outline. The figures are there,
but not the reasons why. Now, sup-
pose you kept a diary and on it gave
the reasons as well as the cold facts;
what goods you sold, the kind sold
and why? It is the “why” that is im-
portant. The business may be small
because the weather is dull or stormy,
and only those come out who must.

sale, or because there is a trade ex-
cursion to your town. Each fact and
each factor must be put down, and
then, next year, reference can be
made to the record, and a compari-
son drawn which will teach you a
great deal about your business prog
ress and shape your business policy.

W asted money may be accumulat-
ed again. It does not go out of ex-
istence. But wasted time is gone for
ever.

It often pays to postpone decision
until to-morrow, but it rarely pays to
postpone action.

The Popular
Flavor

Better Than
Maple

Order from your
jobber or
The Louis Kilter Co
Chicago, 11

THE CRESCENT MANUFACTURING CO
SEATTLE. WASH

15

Kalkaska Brand

SYRUP
SUGAR
MAPLE EXTRACT

Has the Flavor of the Woods

Michigan Maple Syrup Co,
Kalkaska, Mich.
Send for our iqir prices

Packed tv
W. R Roach t Cox* fart, Mich.
Michigan People W uc Michigan Product*
There is no risk or
speculation in

handling

Bakers
Cocoa

S and

Chocolate

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

52 Highest Awards m
Eura-pe and America

Walter Baker &Co. Ltd.

Established. 1790; tto.cht.jli». I m a

IF A CUSTOMER

asks for

Q

and you can not supply it, will he
not consider you behind the times?

HAND SAPOLIO is a special toilet soap—superior to any other in countless ways faHrrts
enough for the baby’s skin, and capable of removing any stain.
Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per rake
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Best Ideas in Shoes—Why Not Keep somewhat similar to that of walking
Them? barefooted on a smooth floor or pav-

Everybody has complained loud ing.
and long concerning the style prob-  The trougle with this idea is that
lem, during the past year or so. Not the human foot was not constructed
only the manufacturer but the dealer, for use on any such surface. Oui
and in some cases even the wearer of ancestors, before the days when shoes
shoes, has complained that styles were worn at all, walked on soft
were stretching the limit, in the way ground or turf, or the mold of the
of freakishness and in the direction forest, or the sand of the shore, all
of radical changes. of these being yielding mediums that
Out of all this turmoil of changing conform under pressure to the shape
lasts and patterns and materials, why- of the bottom of the foot. A bare-
should there not be an earnest footed boy or man leayres about the
and careful effort to select the best same kind of a track on soft ground
out of the ideas that have been pre- Ithat his ancestor did thousands of
sented and developed and keep them, years ago. Instead of his entire
as regular features of shoe construc- weight being supported by the heel
tion? and ball of the foot, the entire sur
With all the changing there has face of the arch bore part of the bur-

been a good bit of genuine improve- den, and his toes also did their share.
ment. Why not keep these improve- The arch of the foot ought to have
ments? Why not take the valuable the same chance when clad in a shoe.
ideas that were introduced as novel- The bottom of the shoe should be so
ties, and make them the regular shaped that a portion of the pressure
things? \Duld be distributed over the middle
There was a time when “rights” and Part, and the foot not compelled to
“lefts” in children’s shoes were a nov- be entirely a bridge sustained by the
elty. The customer who went into two piers, the heel and and ball.
a store for a pair of children’s shoes Another point with reference to
had to specially request that the new men’s shoes is better designed heels,
right and lefts be brought forth for a yvith a reasonable, not extreme, for-
fitting. But it is a long time since ward pitch, and length enough to
this method of making children’s keep the arch from flattening out.
shoes became the regular thing. No- A great many heels of men’s shoes
body thinks of anything else now. would be better if they had more
Perhaps there has been nothing of- Pitch and more length, no matter
fered within the past year or two What the height might be.
that is so radical a change as this In women’s shoes, the wood has
amounted to, in the matter of shoe been so thrown in lasts as to give a
construction. Nevertheless some good better distribution of the weight in
things have been brought forward. the forward part. This has been es-
Why not look the field over and pick pecially true of improved pump lasts,
out these good ideas and keep them? and the betterment was so marked
For example, men’s shoes have sold that the same feature has to some ex-
well with somewhat higher heels and tent been incorporated in lasts for ox-
with good arches. Now, the matter fords and high cuts.
of height of heels is one which should Another idea in women’s shoes is
be considered conservatively, but why the yvaist-line adjustment, much more
not retain the better arches, for all elastic in its variations than the one-
men’s shoes, no matter what the eyelet eclipse tie or the two or three
height of the heel? We believe that button oxford. It gives the desired
a large proportion of men’s shoes, tow effect of the pump, but at the
taking the market straight through same time gives the shoe a proper
and including all kinds in a general grip across the foot.
summing up, have been made too flat. In children’s and misses’ shoes
Some of them are made so flat that there has developed a better grading
the proper lacing of either a bal or of the toes, from the broad, nature-
blucher brings a crushing pressure shaped toes in the children’s sizes
on the top of the foot. This une up to the narrower, foot-supporting
doubtedly helps to accentuate a tend- “growing girls’” and misses’ sizes.
ency toward flat foot, or breaking This has been a big improvement, and
down of the arch of the foot, a com- the modem growing girls’ shoes with-
mon ailment. out doubt will become as generally'
It is not hard to find, in illustra recognized a form as is the wide-toed
tions of samples of a few years back, children’s shoe.
men’s shoes that apparently were \why shouldnt the best of the fea
built with the idea of having the tyres mentioned be retained as funda-

sole as flat as possible, so that the mental principles in the making of the
effect on the sole of the foot would be ¢lass of shoes represented? They
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should be, without doubt. AIll men’s
shoes should have a good arch spring
and well pitched heels extending for-
ward at least 1-4 inch further on the
inner side than many are now being
made. The spread of the foot should
be properly cared for in all lasts for
women’s shoes; and the gap that for
a long time existed between the chil-
dren’s shoes and the misses’ sizes
should be properly bridged over.

These improvements can be re-
tained, if both manufacturers and
dealers will co-operate in their reten-
tion. The dealer can have a strong
influence if he will exert it. He can
call for these specifications. His
yvants will be supplied if he does call.
—Boot and Shoe Recorder.

Fitting Children’s Shoes.

In no art of his work does the re-
tail shoe salesman need more self-re-
liance to proceed solely' on his own
responsibility, guided by experience,
than in fitting children’s shoes. Are
you aware that fitting children’s shoes
is based entirely on self-reliance?
Why?

The salesman must be both judge
and jury in this case. This is true in
fitting all sizes, from the cack to the
misses’ size. The foot alone offers a
guide, since scarcely any dependence
can be placed on statements made by
the child. All the lines of the foot,
therefore, must be carefully studied
and the judgment of the salesman ex-
ercised accordingly. Likewise the per-
son accompanying the child, whether
parent or friend, is of but little as-
sistance.

A child sometimes appears to be
in a half-hypnotized state; the sales-
man may ask, “Does that pinch your
foot?” and the youngster will say,
“No,” although the shoe is gripping
his foot like a vise. His sensations are
not to be depended upon. Again, he
(or she) may take a fancy to a cer-
tain shoe, which pleases the eye, but
is not well suited to the foot. Then
all questions as to its comfort are ea-
gerly answered in the affirmative, re-
gardless of facts.

Even at the best, a child has not
enough judgment to decide how a
shoe will-feel after it settles down to
its regular daily job of supporting
and encasing the pedal extremities of
his active y'oung body. His experi-
ence is too brief. The salesman must
interpose his own knowledge of hun-
dreds or thousands of other young
feet, and do the deciding.

Every salesman can recall requests
to “give the child a large, roomy"',
comfortable shoe,” the idea of the
customer apparently being that, as
the foot is supposed to be growing,
allowance should be made in the size
of the shoe accordingly.

Of course this, in most cases, is a
mistake, since the evils of poorly fit-
ted shoes are suffered by the child,
as well as by the grown person. A
sloppy-fitting shoe will result in an
awkward and ungainly movement of
the child when walking. This is
brought about because the foot slips
in the shoe, which does not give the
necessary purchase, and does not
support the foot in walking. Likewise
a too large shoe is apt to cause the
child to stumble in an awkward man-
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ner, since it can not easily pick up its
feet.

Again, a large shoe will wrinkle, re-
sulting in blisters and irritations of
the feet. The injurious result of this
will be that the child will not walk
so mcch as it should.

Even worse than this is the shoe
that is too small, resulting in corns
or cramped toes. This again results
in the child not walking enough. Lack
of exercise for the feet is claimed by
specialists to be particularly injurious
to the growing child.

The conclusion is inevitable that
the fitting of children’s shoes is of
vital importance. Careful study is
necessary on the part of salesmen in
shoe stores and department stores. A
number of large stores in the coun-
try are noted for having experienced

salesmen in fitting children’s shoes
alone. This, of course, is a profita-
ble idea, since careful parents are

drawn to such stores, having confi-
dence that their children’s feet will be
properly cared for.

Even in the smaller stores there
should be at least one salesman who
is thoroughly informed and experi-
enced in this line of work. Outside of
the children’s trade thus created, the
presence of parents will naturally lead
to a large business in shoes for
grown-up persons.

New Rubbers With New Shoes.

One shoe dealer who was congrat-
ulating himself upon the small num-
ber of his dissatisfied patrons reveai-
el the reasons for his success in han-
dling this season’s rubber trade and
his system is divulged for the bene-
fit of others in the trade.

“Away back in September, when |
first noted a call for fall shoes, I pre-
pared several signs for display in my

department,” he said. “The signs
read, ‘Get Your Fall Shoes Fitted
With Overshoes for the Wintry

W eather That Is Coming.” The advice
was timely and it certainly worked
like a charm toward the desired end.
Occasionally | noticed that a sales-
man w'ould be hurried or a bit neg-
ligent in waiting on a customer with
high shoes, but the sign was on the
job, for a score or more of times we
were requested, ‘While you are about
it you might as well fit those fall
shoes with overshoes before the pack-
age comes to my house.””

By placing his premonitor}' signs
this dealer used an idea that not only
developed a big rubber trade for him
in the early fall season but also re-
lieved him of a number of complaints
from customers who were unable to
get overshoes sent out by special de-
livery on the instant that it rained or
snowed. In drawing up an estimate
of his 1910 rubber trade he thought
that seven out of every ten pairs of
overshoes were sold as a result of the
advice handed to the public through
the medium of the rubber signs dis-
played in his department.

A quick way to remove the taint
from other people's money is to get
your own hands on it.

An honest man can not help feel-
ing restless when his bills are un-
settled.
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Cushion Shoes Are
In Demand

Cushion shoes are in demand and it is a good trade to cultivate because it means the best kind of shoe customers, who
will become your regular patrons because accustomed to wearing one certain brand.

Mayer "Yerma” Cushion Shoes are meeting and satisfying this demand better than any other cushion shoe because they
are constructed on an entirely new. better and different principle. The cushion soles of the “Yerma” Cushion Shoe are sewed
in, which holds them firmly and prevents their slipping or bunching.

Besides the cushion sole feature, "“Yerma” Cushion Shoes contain first quality stock and are constructed on correct,
stylish lasts. They are made for men or women in a splendid variety of styles to meet every demand.

Dealers who realize the big possibilities in a cushion shoe business will cash in big—and
those who get the bestcushion shoe first, like the “Yerma,” will have no costly experiments.

If you do not handle a cushion shoe, go after this trade earnestly. Put in Mayer “Yerma” Shoes. They are well known
and easy to sell because they are extensively advertised. Write for proposition.

F. MAYER BOOT & SHOE COMPANY Milwaukee, Wis.

Largest Manufacturers of Full Vamp Shoes in the World
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Kind of Store Policy That Is Sure to
Make Trouble.

A little boy once observed that in
a certain clothing store advertise-
ment, just under the firm name, he
always found this line: “One price
to all.™

“What does that mean?” the boy
asked his father.

“That means that you could go
to that store and buy goods just as
cheaply as if I went along with you."
replied the father.

“Why do they do that way?” was
asked.

“That is the store policy,” replied
the father.

Some time later the little boy and
his father went to the store to buy
an overcoat. The proprietor said the
coat they wanted cost $20. The man
said it was more than he could af-
ford, and was starting to go out. “I
will make it $18 to you,” said the
storekeeper. “No—give you $15,” said
the man. “Split the difference with
you, and call it $16.50,” said the store

keeper. “All right,” said the man.
“wrap it up.”
When they got outside the boy

said to his father. “l thought you
told me once that that store charged
only one price, and that everybody
could buy for the same price.”

“Oh. well, that is its policy, but
then, they don't follow it.” replied the
father.

There are too many stores which
have a policy just about like this.

They announce one thing in their
advertisements and when it really
gets too much mixed up, the pro-
prietor himself steps in and does as
he pleases.

That is the kind of store policy
which makes trouble, breeds discon-
tent among the clerks and employes,
makes everybody connected with the
concern feel that he is playing a skin
game, and which sooner or later will
convince the public of the same
thing.

A store with a policy like that is
worse off than a store without any
policy at all. A store without any
policy at all is a rudderless ship.

One of the big features of the
modern store is the adoption of a
policy, and then sticking to that pol-
icy through thick and thin.

The policy is decided by the own-
er of the store. Then it must b
clearly explained to every clerk, and
every clerk and other person con-
nected with the store must work for
the promotion of that policy. The
man who can not work in harmony
with the policy of the store must be
required to go elsewhere. No matter
how good a salesman he is, or how
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many friends he is supposed to “con-
trol,” he must go if he can not work
in harmony' with the store policy.

One thing which a good many
stores announce as their policy is
“satisfaction or your money back.”
There are a dozen different ways of
carrying out that policy".

The modern way' of carrying out
the rule of “satisfaction or your
money' back” is the absolutely liberal
way. A man connected with a big
Chicago store said recently' to the
writer: “We carry out the policy of
satisfaction or money back to the
letter. No questions are asked. If a
customer of ours brings back goods,
and asks for money' back, he always
gets it without the slightest ques-
tion. Then, having satisfied the cus-
tomer we endeavor to get some more
of his cash trade. It is a strict
adherence to that policy which
has made our store recognized in that
big city of Chicago as one which
you can absolutely depend upon.”

If y'ou adopt a cash policy, stick
to it. If you adopt a policy of han-
dling cheap goods, and goods for
middle class trade, stick to it. It is
hard enough to make the public be-
lieve your advertised statements,
without having any wobbling in what
you advertise and what you do.

The merchant who makes it his
broad, fundamental policy' to always
deal squarely with the public; to
treat the public like intelligent hu-
man beings, to take the public into
his confidence, and give them the
truth in such form that they may
know it is the truth, is the one who
is building his business for perma-
nent success.

Store Rules.

Cards bearing the following “Rules
of Business Etiquette" were distrib-
uted by one bhig clothing firm to all
their clerks:

Do not chew gum before a cus-
tomer. It looks bad.

Entertain your friends after,
during business hours.

Use the telephone at your place of
employment for business only'"

Be well dressed and groomed.

Make a good first impression
the customer.

Show what a customer calls for,
and then, if advisable, substitute.

Sell a substitute when you do not
have what a customer wants.

Look pleasant even if it hurts.

Avoid brusque assertions; suggest,
always suggest.

Get a customer’s point of view.

Address customer by' name if pos-
sible.

There is a way of refusing a re-
quest which makes a*friend, and of

not

on
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Rouge Rex
Welts

Shoes with, an estab-
lished reputation, a repu-
tation that means quick
sales, fair profits and the
continued patronage of
those who buy.

Why?
Because they are made in just the kinds of leather

and styles of lasts that your particular trade demands,
and of a quality that is bound to satisfy.

Whether your customer be teamster, mechanic,
farmer or professional man, there’s a Rouge Rex Welt
shoe made to meet his peculiar needs.

A card will bring our salesman with a complete
line of samples. Worite us today.

Hirth-Krause Company

Hide to Shoe
Tanners and Shoe Manufacturers

Grand Rapids, Mich.

Hard Pan

A shoe that stands in a class by itself. Often imitated
but never equaled. A shoe that for more than thirty years
has given satisfaction to thousands upon thousands of
men where the conditions of wear were unusually severe.

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids, Mich.

V«,
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granting a request which makes an
enemy. Remember this.

The Sensational Advertisement.

An advertisement written to create
a sensation usually has its greatest
sensation in the one who writes it.
Such advertisements are read with a
goodly degree of suspicion and re-
garded by the public as more or less
of a joke. The concern which has
made a failure, whose methods and
policy have been weighed and found
wanting, usually resorts to the sen-
sational style, if any advertising at
all is attempted. Such a concern feels
that something must be done, the
boat is going down and the most
sensational thing possible is prepar-
ed, mistaken for real advertising and
thrown out as a life-saver. The fol-
lowing are some excerpts selected
from such advertising: “Tremendous
slaughter,” “sensational bargains nev-
er before heard of,” “terrible mas-
sacre,” “grand and wholesale slaugh-
ter,” “ruthless massacre,” “marvelous
sacrifice,” “mighty  price-wrecking
event,” the most sensational and
wholesale massacre in the history of
time” and “the most daring attack on
prices ever attempted.”

The sensational advertisement does
not make for permanency. It does not
lay any plans for the future. It does
not carry any conviction, because its
words do not convey truth. The sen-
sational advertisement says nothing
of a sound business policy through
the nature of its working and infor-
mation. The sensational advertise-
ment is not sincere and inspires no
confidence. The sensational adver
tisement is not a preparation, but the
work of a drowning man who has
tried and for some reason has fail-
ed. He may not have failed actually
at business, but he has failed miser-
ably at advertising.

The sensational advertisement is
simply an admission of weakness
which the public will accept at its
face value and the consequences are
permanent injury. If the sensational
advertisement brings a crowd, the
crowd is suspicious and comes pre-
pared for trouble. No advertisement
at all is much more to be desired than
a sensational one.

For the Ambitious Clerk.

The time is not so far distant when
the public considered that anybody
possessing average sense could sell
merchandise. To be a shopkeeper
was to be on a plane somewhat low-
er than the professions, and but one
or two grades above the laborer.
These were the days when goods sold
simply because people came to buy,
and there was very little “retail mer-
chandising.” To-day this is all chang-
ed, and all classes realize that the real
essential in trade is reaching the pub-
lic.

The manufacturer may make ex-
cellent goods, but they will not sell
by themselves. It is found that man-
ufacturing has but one problem,
while merchandising has its hundred.
The public which has become so cos-
mopolitan makes general retailing a
complex art. Every clerk solves daily
many individual conditions that ef-
fect the sale of the article to meet
the needs of the buyer.
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When we realize the importance of
merchandising, young men become
more content to be retail salesmen,
for eventually they will become mer-
chants themselves if they cultivate
the art of selling, trimming windows,
writing newspaper displays and circu-
lars, studying the arrangement of
stores, policies of sales and credits
and the many other details of the
modern store which are very little
understood by those outside of the
merchandising field, but which make
positive success if conducted along
a thorough and scientific system.
There are merchants whose love of
work and analysis of human nature
and sales system has made their store

landmarks of progress.— Boot and
Shoe. Recorder.
“Nothing Higher Here.”
How do you know there is not

“anything higher here?” You put a
condition right on yourself to start
with; you do things in a half-heart
ed way, thinking you are as high as
you will ever be.

How do you know but the employ-
er on the next street has his eye
on you?

How do you know but the man
you are working for has something
else in view?—something bigger that
will call for a man that is looking
and working for “something higher."

No matter how small or how big
the store, no matter how many boss-
es or how much apparent talent these
bosses display, do your part as
though you were the next in line. If
you do not prove the next in line it
is because the judgment of the prin-
cipal about your fitness for that par-
ticular job at that particular time and
your own judgment do not coincide.

W hatever you do, stop thinking
there is “nothing higher.” When you
make up your mind to no advance-
ment—there will be none. When you
settle down to humdrum conditions
you go back. No employer wants a
back number for a manager or an
executive.  Stick; dig; hope; learn,
laugh. E. W. Sweeney.

The Road To Wage Success.

Boys, when you hit the boss for a
raise in pay forget that reason of
another year with the house; show
him the new work you have done;
show him the new customers you
have won. Don’t ask for a raise like a
cuckoo clock, right on the hour. If
you are worth more money to-day
ask for it to-day, and if you have
failed to make yourself more valua-
ble from a cash standpoint keep your
trap closed, even if you have been
with the old man another year. It is
easy to raise pay, but hard to re-
duce it. Expenses swell as easily
as the mumps, and reductions are as
hard to make as pickles are to swal-
low during that painful period. The
man who asks for an advance only
when he knows absolutely that he
is worth it never worries much about
salary. Employers are generally
more anxious to raise salaries than
employes are to receive. These con-
clusions are drawn from experience
and observation. Think them over.—
Iron Age-Hardware.
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Our Bertsch Shoe |
During 1910

Replaced a Lot of High Priced Lines in
Many a Store

Indications already point to a record
breaking year during 1911

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 Wear Like Iron

Herold=Bertsch Shoe Co.

Grand Rapids, Mich.

The Fifty-fourth

You have been reading about the Citizens Telephone
Company’s dividends in these columns. More than 3,000
checks for dividends will be sent out of the office on Friday
night next, the twentieth. These checks go with unfailing
regularity. Be sure to get one next time. Worite to or in-
quire of the secretary of the company, Grand Rapids.

Our Trade-Mark

RefiaMKfy
Means Honesty
A No. One VXK and
Quality \4 * Consumers
SUNBEAM Confidence
We sell a full line of “SUN-BEAM” Goods. Horse Blan-
kets, Plush Robes, Fur Robes, Far Overcoats, Far Lined

Overcoats, Oiled Clothing, Cravenette Ram Coats. Rubber Rain
Coats, Trunks. Suit Cases, Bags, Gloves and Mittens.

We are also manufacturers of Harness and Collars,
Jobbers of Vehicles, Implements and Saddlery Hardware
Write for Catalogue A

Brown & Sehler Co. Grand Rapids. Mich.
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BACK NUMBER TAX LAWS.

Present System of Taxation Is Some-
thing Fierce.
W ritten for the Tradesman.

If the members of the State Leg-
islature make any pretension to earn-
ing their money this winter, they
ought to do something for our gen-
eral tax laws, which certainly need
changing.

In an able paper read before the
Grand Rapids Credit Men’s Associa-
tion (see Tradesman of Nov. 9, 1910)
our Attorney General, Franz C.
Kuhn, intimates plainly that our sys-
tem of taxation is not “new, approv-
ed arid up-to-date.” This is putting
the case mildly. Using the terse,
expressive language of the street, our
tax laws may be decribed as “some-
thing fierce.”

Three chief difficulties stand in the
way of our having a just and equita-
ble system of taxation. These are:

1. The huge general difficulty aris-
ing from the diversified forms in
which property is held, which, togeth-
er with the “cussedness” of human
nature, has, ever since civilization
made taxes necessary, rendered it im-
possible to devise any scheme of tax-
ation that does not bear specially hard
upon some persons and some prop-
erty.

2. The fact is our legislators are
not a body of tax experts, nor do we
have any right to expect that men
coming from various callings, with no
special training along this line, should
be tax experts. The average member
who goes to Lansing to make laws
for us, has only the knowledge of our
own State system that he has learn-
ed through his own experience as a
taxpayer and possibly as an assess-
ing officer, and his general observa-
tion of local conditions with respect
to taxes. Of tax systems prevailing
elsewhere he has only vague ideas.

As to any proposed change in the
existing laws, he is apt to vote for
or against it according as he thinks
the measure likely to be received with
favor or the reverse by a majority
of his constituents.

3. The difficulty in the way of
inaugurating a radically better sys-
tem is that we, the people, are not
educated up to the point of de-
siring it, arid if, by some happy in
spiration, our lawmakers should
frame for us laws as nearly perfect
as the latest and best knowledge on
the subject of taxation could dictate
—we might look with disfavor on
the very innovations that, in the
long run, would prove most benefic-
ial, and demand their speedy re-
peal.

We cannot expect to have our tax
laws made just right this winter, or,
indeed, for several winters to come;
but the difficulties just recited, which
stand in the way of our having a
tax system ideally perfect, need not
stand as insuperable obstacles to
making certain changes which would
rid our present system of some of
its grosser absurdities. So manifest
and so palpable are some of these
absurdities, that however doubtful we
may feel as to the ability of our legis
lators to handle the subject of taxa-
tion with entire wisdom, we may set
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them going without apprehension,
taking refuge in the cheerful thought
so aptly expressed in the language of
our Pennsylvania friends, that, what
ever they may do, wWE are not liable
to “worse” ourselves.

One fundamental weakness of our
tax system, perhaps the fundamental
weakness, is the fact that our man-
ner of taking assessment is such that
by it local interest inevitably is ar-
rayed against county and State inter-
est. It is each township against
every other township and all the
other townships in the county com-
bined, as to county taxes; it is each
county against every other county
and all the other counties in the State
combined, as to State taxes. Each
county wants to carry the smallest
possible share of State taxes; each
township the smallest possible share
of county and State taxes. So each
division represents itself to be as
poor as possible.

It is true that equalization between
the different townships and the dif-
ferent counties is not based entirely
upon the valuations totaled in the as-
sessment rolls, but by an estimated
proportioning of relative assessable
wealth. The feeling is very strong
that the valuation as shown on the
assessment rolls has much to do with
it, and hence has arisen what may be
termed the great slogan of assess-
ment, “The roll must be kept down.”
From the conviction that local self-
interest is subserved by adherence to
this principle arises the very general
and widesprad practice of under-val-
uation, whence come a great train of
almost incredible omissions and in-
equalities.

The constitution and statutes
this State always have, |
made assessment at full cash value
mandatory. In our tax laws the as-
sessment of all kinds of propertv at
full cash value is emphasized and re-
iterated. Severe penalty attaches to
the assessing officer who does other-
wise. Yet the fact remains that on
very many assessment rolls through-
out the State the major part of the
property is listed at far below true
cash value. This condition of things
extends back so far that the mind of
man remembereth not to the con-
trary.

We like to think of those old-tim-
ers of the 40’ and 50’ as men stal-
wart in mind and morals, of stauchest
integrity, each one of the type de-
scribed by the Psalmist as “he that
sweareth to his own hurt and chang-
eth not.” Our imagination clothes
every one of them with such a halo
of virtue that it seems inconceivable
that anything so base and dishonor
able as falsification on an assessment
roll in regard to the known value of
property ever could have taken place
in those good old days. Yet, and yet,
the old-timers almost to a man brave-
ly kept down their rolls.

At the present day making the low
est assessment possible is popularly
regarded as the chief duty of the as-
sessing officer. Venial shortcomings
will readily be forgiven him, but not
the mortal offense, the unpardonable
sin of making a roll that will bring

of
believe,

more than the smallest possible share
of county and State taxes upon his
township, city or ward.

So each spring we have the strange
spectacle of a great number of su-
pervisors and assessors scattered
throughout the State, officers of the
law charged with the initial process
of the collection of taxes—taxes
which are the very foundation upon
which our whole structure of govern-
ment rests—and these official them-
selves, in a very great number of
cases, acting as respects the valuation
of property, in open, rank and often
self-confessed violation of the law.

Having represented upon their rolls
as well as they can with inarticulate
digits the utter poverty and destitu-
tion of their respective wards and
townships, the assessing officers pass
in their rolls to the various boards of

review. A board of review may do
a little tinkering with the roll, in-
creasing one valuation a trifle, de-

creasing another a like amount, but
the average board of review is well
grounded in the fundamental princi
pie of assessing, and is careful not to
do anything so unworthy of its high
calling as really to raise a roll to any
material extent. If they were to do
anything of that sort the members
might better be prepared to move out
of the community.

From the local board of review the
roll passes next to the county board
of supervisors acting as a board of
equalization. Here each supervisor
contends doughtily for the indigence
of his constituency.

Taking ordinary assessment figures
for it, an uninitiated person might
suppose that real estate were undergo-
ing a terrible slump. Fat farms, the
pride of their owners and the cyno-
sures of covetous city eyes, are as-
sessed at values which represent
about the actual selling price of good
marsh or cut-over timberland. Neat,
comfortable, roomy village and city
homes, equipped with modern con-
veniences, are set down at the price
of mere hovels.

This situation is not confined to our
State alone. A like system of assess-
ment prevails in many others. Note
some advertisement of a bond issue
of a county in the West or in the
South. Assessed valuation of county,
so many million: real valuation, so
many million (a much higher figure).

How can these things be when as-
sessing officers are all sworn to fol-
low the law, and the law admits no
other basis than that of full cash
value? Assessing officers probably are
not dishonest more than other peo-
ple, but they are working under a
pernicious system. All manner of
pressure is exerted upon them, and
they are made to feel that in order
to do a great right they must be will-
ing to do a little wrong, the great
right being to keep to a minimum the
county and State tax of their constit-
uents. So local patriotism and a de-
sire to hold his official job and other
noble feelings swell up within the as-
sessing officer, and he decides to do
the little wrong and, so far as in him
lies, under-assesses the property of
his district.

In a sense there is some practical
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ethical justification for his doing as
he does. He knows that probably the
assessors of all the districts neigh-
boring to his own are doing the same.
It is like a standing army. No na-
tion dares to dispense with it so long
as the surrounding nations keep
theirs.

I am sure that the great majority
of assessing officers would greatly
prefer to assess at true value if only
they dared do it, for every honest
and intelligent man among them
knows that there is no other just
standard of valuation than the actual
cash value. Some years ago, in the
early days of the Board of State Tax
Commissioners, cne of the officials
of that Board made public his opin-
ion that real estate throughout the
State was greatly under-assessed. His
estimate was based on assessed values
as shown on tax rolls and actual val-
ues of the same pieces of property as
shown by the records of sales. In
the tax laws of the State there s
mention of a court decision regarding
one township in which real estate was
found to be assessed at only 25 per
cent, of its cash value.

Doubtless the percentage varies in
different localities owing to local cus
toms and circumstances. The situa-
tion might be expressed by para-
phrasing a well known quotation
from Scripture and saying that some
assessment rolls run 30 per cent,
some 60 per cent, and some (where
the Board of State Tax Commission-
ers has paid a recent visit) at 100 per
cent, of the true cash value.

A city in Northern Michigan was
reassessed this last summer by the
State Tax Commissioners and the
valuation raised from $3,000,000 to
$7,000,000. (The figures I give as t
have heard them. They are not of-
ficial, but | believe them to be sub-
stantially correct.) Some humorous
situations were revealed. One of these
I will give as popularly reported: A
very handsome modern house, which,
with its furnishings, was believed to
have cost fully $60,000, previously had
been assessed at $12,000. The neigh-
bors had considered this figure as rel-
atively too low. The reasoning of
the owner why the valuation of this
particular property should be kept
down was unique: If it were assess-
ed at anything like its true value he
did not see how his wife ever could
pay the taxes on it if anything should
happen to him. Why he had not con-
sidered this possible predicament of
his poor lady before he built such a
house is not explained. The Tax
Commissioners evidently decided to
take the awful risk and raised the val-
uation. For the benefit of tender
hearted and apprehensive readers 1
will say that so far as learned noth-
ing specially adverse has as yet hap-
pened to him. Ella M. Rogers.

Notice how excellently things indi-
cate the composition and structure of
success when one allows his under-
standing to lead him from that which
is, to that which may be.

Edward Miller, Jr.

When a man loafs he just loafs;
when a woman loafs she does fancy
work.
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Conditions

Made in

Five Sizes

Q. J. Johnson
Cigar Co.

Makers

Grand Rapids, Mich.



Window Dressing Puts Money Into jdow without

Grocer’s Till.

It is taken for granted that every
grocery store has a show window,
but the amount of money it will put
in the till during the year depends
wholly upon the grocer who owns it.
The reason why some show windows
pay better profits than others lies
in the fact that they have had better
care and also to a great extent in
the amount of work put into the
preparation of the display, although
not every window that has care is
deserving of praise. The fact that
so many grocers’ show windows are
deserving of criticism from a busi-
ness point of view is most deplora-
ble in this age of active competition.

The average person of to-day is
coming to know that window displays
as well as advertising have a real
value to the one buying goods as
well as to the one selling. Years ago
window displays and store advertis
ing were very negligible things.
Window display consisted of the ar-
rangement of a few articles in the
show window, but very little atten-
tion was paid as to whether they
were seasonable and what the peo-
ple wanted at that season of the
year. It is different now as the dis-
play of goods and advertising is as
much a part of the store service as
any phase of storekeeping and there
are merchants who would just as
soon try running a store without a
delivery system or clerks as to try
and do without advertising or win-
dow displays.

Women have learned and are
learning that the store which adver-
tises and has the best window dis-
plays is the place to get real bar-
gains, and only when it is absolutely
necessary' do they go to the store that
does not have good display's and does
not advertise. Women have also
learned that the stores that show
their goods and advertise them sell
so much more that it enables them
to sell at prices below those of the
stores that do not do either,
which the proprietor says he can not
afford to spend money in making his
show windows attractive or in buying
advertising space.

The average merchant of the large
city considers the value of the show
window’ nearly as much as advertis-
ing and the department stores spend
large sums of money keeping their
windows in perfect condition.
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the
thoroughly cleaned,

window’s being
but how often

this is the case, especially in the
small towns where the store is too
small to have a janitor. This, how-

ever, should make no difference as
the window should be cleaned every
time the display is changed at least;
nothing looks worse than to have a
window that is all streaked with
dirt, so that the display, no matter
how nice, can not be seen at its best.
This is another reason why some
grocers do not get better results
from their show windows.

Another reason why some show
windows do not put more money in-
to the till lies in the fact that in pre-
paring the windowr it has been done
without spending any money, or
that has been the one obiect kept
“‘n view. It may be admitted that
it would not be good policy for the
grocer of the small town to spend
much monejr on his windows, or try
and put in a display like the large
city store, but it is also just as bad
a policy to try and make a window
displav without spending a cent, al-
though there are times when this
can be done. But when it does need
some little thing to make the dis-
play more attractive, it is good pol-
icy to get it: in most cases it will
pay for itself many times.

A young man who has been clerk-
ing in the leading store in a town of
about 1,200 tells the following ex-
perience: “l have been getting up
the window displays and advertising
of the store | clerk in for some time,
but in doing so | am held back by
the proprietor in a great many
things. No matter if it is only, a few
cents that is needed to improve the
display, he wants it done without i
and then he says the results are not
so good as they should be. This i
also true about advertising: 1 will
get up some good idea and then
when he figures what it would cost
to print and mail he will turn it
down.”

How often you see this the case,

or of ISome merchant will have a clerk who

will take enough interest in the busi-
ness to try and make a window dis-
play, but instead of the merchant en-
couraging him and getting the little
things that are absolutely needed, he
will not let him have them and in this
way he blights the prospects of some
bright clerk who might some day be
able to put in a display in any store,

Grocers who do not care to try and

It is just as important to have your |keep their .windows in shape them-

window’s cleaned, both inside and out,

selves or who have not the time

as it is to have a display; the results jshould appreciate the clerk who will
can not be so great from a display jtake enough interest in his store to
that has been put in in a show win- jtry and do it and if there is any-

thing that the grocer can do to help
this clerk along he should do it.

You will never find peace in life
by hiding from your neighbors.

MUNICIPAL BONDS
To yield
From 4% to 5%
E. B. CADWELL & COMPANY
BANKERS

Penobscot Bldg. Detroit, Mich.

The Diamond

Hatch Company

PRICE LIST

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

5size -5 boxes in package, 20 packages in case, per
case 20 gr. lots $3-35
Lesser quantities ..$3 50

BLACK DIAriOND.

size—; boxes in package, 20 packages in case, per
case 20gr. lots $3-35
Lesser quantities $3-50

BULL’S-EYE.

size— 10 boxes in package, 36 packages (360 boxes)
in 2)4 gr. case, percase 20gr. lot $2-
Lesser quantities

SWIFT & COURTNEY.

size—Black and white heads, double dip, 12 boxes
in package, 12 packages (144 boxes) in 5 gross
ca-e, percasi 20gr. lots $3-75
Lesser quantities $4-0#

BARBER’S RED DIAMOND.

2 size—In slide box, 1 doz boxes in package,

144
boxes in 2gr. case, per case in 20 gr. lots.. $1.6#
Lesser quantities $1-7#

BLACK AND WHITE.

2 size—1 doz boxes in package, 12 packages in 2 gr
case, per case in 20gr. lots 8#
Lesser quantities

THE GROCER’S HATCH.

2size—Grocers 6 gr. Sboxes in package, 54 pack-
ages in 6gross case, percasein 20gr. lots. .$5. #|
Lesser quantities. ... $5.25
Grocers 41-6gr. 3 box package, 100 packages in
4 1-6 gr. case, per case in 20gr. lots 3-50
Lesser quantities $3-65

ANCHOR PARLOR HATCHES.

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

BEST AND CHEAPEST
PARLOR MATCHES.

2size—In 6lide box, 1 doz. inpackage, 144 boxes in
2gr. case, In 20gr. lots $1.M
Lesser quantities. $1-7#
3 size—In slide box, 1doz. in package, 144 boxes in
3gr. case, in 20gr. lots $2-4#
Lesser quantities $2-55

SEARCH-LIGHT PARLOR riATCH.

5size—In slide box, 1doz in package, 12 packages
in 5gr case, in 20 gr. lots $4.
Lesser quantities

UNCLE SAM.

2 size—Parlor Matches, handsome box and package
red, white and blue heads, 3 boxes in (fat pack
ages, 100 packages!300 boxes)in 4 1-6 gr. case,
per case in 20 gr. lots $3.35

Lesser quantities $3.6f

SAFETY HATCHES.
Light only on box.

Red Tgp Safety—o size—1 doz. boxes in packag
60 packages (720 boxes) in 5gr. case, per case
in 20gr.Tots $2-5#

Lesser quantities. $2-75

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

$19#
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Kent State Bank

Maio Office Fonatalo St.
Facing Monroe

Capital $500,000
Surplus and Profits 225,000
Deposits
6 Million Dollars
HENRY IDEMA President
J. A. COVODE - Vice President
J. A.S. VERDIER e Cashier

356%

Paid on Certificates

You cantransact 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 Distance Telephones:
Citizens 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

Lesser quantities $2>$§B
| The
Capital r OLD Surplus
$800,000 NATIONAL $500,000
L BANK a
j N21 CANAL STREET J

Our Savings Certificates
Are better than Government Bonds, because they are just as safe and give you

alarger interest return.

3% % if left one year.
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The Trade Paper.
W ritten for the Tradesman.

I have just read Chas. L. Philips'
second article on the value of trade
periodicals and this leads me to write
the following:

What is the use in spending mon-
ey on consumer-advertising when the
retailed will not handle the goods?

W hat is the use in spending thou-
sands of dollars on newspapers, bill-
boards and other signs and in almost
every other news periodical in the
country—except the trade journals—
if there has not been anything said
directly to the retailer through his
trade paper, which is his only au
thority concerning trade matters?

What is the use in sampling the
town and then going to the retailer
and telling him—in other words—that
he must handle the goods?

The retailer sees through schemes
as well as other people; he knows the
foxy ideas of the advertising agen-
cies.

The retailer pushes the goods ad-
vertised in his trade paper for hs
knows that it is maintained througf
this department; he knows that it is
impossible to get the knowledge de-
sired—for the price—if it were not
for the co-operation of the advertiser
the trade paper and the retailer.

Co-operation is necessary in this
busy world.

Let me say to the advertising agen
cies: Now listen, I am one of many
thousands of retailers who will not
help you if you do not help me.

If you want my good will asare
tailer advertise in the trade papers. J
will push your goods if you do not
use so much energy in trying to force
your commodities on me—by you
consumer-advertising methods. | have
been “on” to your schemes for many
years. You will have to co-operate
not only with the trade papers but.
with the jobbers as well.

We need the jobber and the trade
papers—we can not manage our busi
ness successfully without them—and
we are going to protect them.

You can be an independent con
cern just as well as we can be inde
pendent individuals—but is this good
policy?

There are a few jobbers who try
to be independent—they wish to con
trol things their own way—to these
will say, Get in line and co-operat
with our only mediums of protection
the trade papers.

Mr. Retailer, listen to me, please
Don’t you be foolish enough to think
you are independent, too. You hav
to stand all of the hard knocks, bear
the burdens and work year in and
year out for little pay and you should
wake up. Write your trade papers and
tell them you are with them and an
honest concern that will advertise in
the trade papers.

Tell the next wise guy that come
along that you do not know him and
his commodities, nor the quality of
them if you have not seen them ad
vertised in your trade papers. We can
not afford to take everybody’s advice
concerning the value of the differen
lines, but we can trust our trade pa
pers.

We learned the value of Kellogg’s
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Toasted Flakes by reading this jour- [ed agency. It

sugg

nal and | am selling it in all of my Iwhat an immense

tores, and | can buy them from my
jobber, too—this has great weight
ith me.

I have great respect for the job-
bers of this country—provided they
ave the same feeling toward me.

Mr. Retailer, protect your jobber;
do not forget the favors you received
through him. Don’t co-operate against
him by getting into the wholesale
business yourself. Try to remember
those years when you needed help j
and got it.

Thousands of you are in my posi
lion exactly: When you started in
business you had very little capital
and the jobber helped you to keep
our head above water. Now you can
return the favor if you will or help
run him out of business. Which way
are you going?

f am still sticking to my jobber

twenty-four years we have been
the best of friends. He carried me
our years and | have been helping
to carry him for the rest of the time.

Te needs me and | need him; we
both have grown and are much larger
than we were twenty-four years ago.
Now he can get along without me
and | can get along without him—but

would have to find another jobber
and he would have to find another
customer—then what is the use in
my running away from him and go-
ing among strangers?

Now, why should | become inter
ested in trade papers? Because | am
now enjoying business wisdom and
other knowledge that | could not
have received through any other me- {
dium. | owe the trade papers mofr.
than | will be able to pay, for the
ideas and benefits | have received are
incomputable.

Mr. Advertiser, spend your adver-
tising money among our friends and
we will make your goods move and 1
give them more publicity than you |
can get in any other way.

When we want laws put through
our State Legislature is it the trade
periodicals that assist us or do you [
help us? Edward Miller, Jr.

American Goods in Holland.

A most noticeable feature of Am-
sterdam retail enterprises at present
is a marked display of American- j
made wares. Merchants, who in form- j
er years gave little attention to the
sale of American-made goods, now j
carry considerable quantities in stock |
and advertise them

extensively inj
show windows. In some lines prac-
tically all the up-to-date merchants

on the principal streets have fine dis-
plays of American-made merchan-
dise.

Of these wares perhaps the most
widely advertised are American shoes.
There is hardly a shoe merchant on
down-town streets who does not ad-
vertise an American stock, either ir
American or European styles and
patterns. It is also quite noticeable
that residents here are showing more
and more favor for American styles,
which will be a great impetus to the
American shoe trade. This trade has
been built up largely by correspon-
dence, without organized effort, local
distributing warehouse, or centraliz-

done if enterprising
adopted to build up a
foreign trade in Am

Among other thins
the Amsterdam shop
styles in ready-made
caily all the
in the city advertise

largest
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Im

The fact that we have imrsv
and district schools ehrough*
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HE COMVERCIAL TRAVEIT

Commercial Travelers’ Aid Society in
Spain.

Consul General Henry H. Morgan,
Barcelona, Spain, says that on Feb-
ruary 1, 1906, a society was formed
there to look after industrial and
commercial travelers who become ill
or die while traveling in or through
the city, which has proved of great
use, as shown by the fact that indi-
vidual travelers and societies who
now belong to the Association, that
they may be taken care of in case of
illness or death, include 29 members

of co-operative societies in Spain,
132 Spanish individual correspon-
dents, and 33 foreign correspondent

societies. The number of members on
June 30, 1910, was 3,158 and the num-
ber of donators was 501, all of whom
pay a monthly contribution, in no
case less than $1.

The help extended to subscribers
comprises the following: In case of
sickness, $2 per day for sixty days;
burial expenses, $50; in case of death,
$50 to $200, according to the length of
membership; accidents causing tem-
porary invalidity and occurring dur-
ing journeys, $100; accidents, out-
side traveling, $50; permanent in-
validity, $15 per month. Medical ad-
vice is given free of charge to the

members of the Society and their
families.
During the seven months ended

May 31, 1910, the amounts paid were
as follows: For sickness, $7,958; bur
ials and deaths, $5,040; pensions to
invalids, $472; life pensions, $243; to-
tal, $13,713. Besides the foregoing,
there were 725 sick with 2,050 visits
at the general consulting department,
and 240 sick with 405 visits at the spe-

cial consulting department. These
visitors were treated free. From the
date of its formation to June 30,

1910, the visitors calling on the So-
ciety for medical treatment numbered
12,113, and from its formation to
May 31, 1910, the amounts paid out
were as follows: For sickness, $126,-
641; burials and deaths, $55,746; life
and invalid pensions, $6,672; total,
$189,059. The capital of the Society
is $220,000.

Be a Booster; Do Not Knock.

The following is an extract from
the monthly advertising schedule is-
sued to the salesmen of the Western
Electric Company:

Gentlemanly bearing, frank ad-
dress, mastery of your subject and
enthusiasm, are all so obviously nec-
essary" that everyone whose line of
effort is sales work instinctively ac-
quires or seeks to acquire these qual-
ifications.

Occasionally we see a salesman
who has developed an exaggerated

standard for one or all of these "es-
sentials” of salesmanship. It is easy
to “overdo” any good thing.

We should particularly guard
against that degree of enthusiasm
which leads us to draw unfavorable
comparisons with our competitors,
which might in any way be construed
as “knocking the other fellow.”

There is not one salesman
thousand who can institute unfavor-
able comparisons, reflecting on the
integrity and fair dealing of another
dealer or manufacturer, without cre-
ating the impression that the other
fellow is a formidable competitor, and
we fear him.

Building up a customer’s list on
“prejudice” is “bad business.” Such a
list will last just so long as you can
find a new prospect to humbug—to
take the place of the customer who
"woke up.”

The only customers who last are
those secured on a basis of “quality”,”
“service” and “fair dealing.”

You are happily placed in repre-
senting a company which can "in-
terest” anybody—anywhere—on this,
the only solid foundation upon which
a constantly gTowing list of satisfied
customers can be built.

in ten

Cutting Down Expenses.

In the good old days, when com-
mercial travelers could afford to
clothe themselves in purple and fine
linen, the post of the man on the
road was not infrequently equivalent
to a junior partnership in the busi-
ness he represented, but the modern
policy" of cutting down commissions
and traveling expenses is making it
so hard to earn a bare living that in
a few years’ time, | am afraid, ail
good men will have been driven from
the ranks and only boys and bound
ers will be left. Retailers may re-
joice at the prospect of a reduction
of the number of salesmen who so-
licit their orders, but it will be an
evil day for the trader when, in place
of ripe experience, mere lads who
have barely learned the A, F, C of
the business are considered good
enough for a traveler’s job. | heard
only this week of an old-established
firm of manufacturers telling one of
their office staff, who had been with
them twenty years, that they had no
further need for his services unless he
cared to go on the road on a com-
mission basis plus sixpence a day for
expenses. The man declined the gen-
erous offer, and he is now represent-
ing a rival firm with excellent pros-
pects of success.—lronmonger.

The graces of character grow not
through special efforts but in ordi-
nary duties.

Reporter’s Error.

“You write of your hero as steal-
ing home in the darkness,” said the
baseball editor.

“Yes,” replied the author.

“Well, you ought to know better
than that. He couldn’t steal home in

the dark. If it were dark enough to
be worth noticing the game would
have been called.”

If every traveler who came
to Grand Rapids stopped
at

Hotel Livingston
Grand Rapids, Mich.

the outside world would
hear pleasant stories about
this city’s accommoda-
tion.

. Hotel Cody

Grand Rapids, Mich.
A. B. GARDNER. Mgr.

Man; improvements have been made
In this popular hotel. Hot and cold
water have been put in all the rooms.

Twenty new rooms have been added,
many with private bath.

The lobby has been enlarged and
beautified, and the dining room moved
to the ground floor.

The rates remain the same—$2.00,
18.50 and $300. American plan.

All meals 50c. |

" WEBSTER’S
NEW

INTERNATIONAL
DICTIONARY

The Only New unabridged dictionary in
many years.

Containsthe pith and essence of an au-
thoritative library. Covers every
field of knowledge.

An Encyclopediain a single book.

The Only dictionary with the New Di-
vided Page. A *Stroke of Genius.”

400,000 Words Defined. 2700 Pages.
6000 Illustrations. Cost $400,000.

Poet yourself on
this mostre-
markable sin-
gle volume.
Write for a&mé)le

par.

etc.

game this

paper and

we will
mendFKEB

& C Merriun Co.
Springfield, Man., U.8. A
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We Want Buckwheat

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

Watson-Higgins Milling Co.
Qrand Rapids, Mich.

Evidence

Is what the man from Mis«
sour! wanted when he said
‘SHOW ME.”

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

“Purity Patent”
Flour

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

“Purity Patent”

Made by
Grand Rapids Grain 6c MiHing Co.
194 Canal St., Grand Rapids. Mich.

Are You a
Troubled Man?

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

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

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

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

VOIGT MILLINQ CO.
QRAND RAPIDS, MICH.
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GONE BEYOND.

Dr. Reuben M. Streeter’s Useful Life
Ended.

It will be a matter of profound
sorrow, especially to the older read-
ers of the Tradesman, to learn of the
death of Dr. Reuben M. Streeter,
better known by the nom de plume,
Richard Malcolm Strong. Dr. Street-
er’s death occurred at his residence
in Lincoln, Nebraska, Sunday, Janu-
ary 29, at the age of 69.

He was New England bred, com-
ing from the most cultured of the
old Colonial stock. He was a gradu-
ate of Brown University and made
teaching and literature his life work.
He was Principal of Schools in Qil
City, Pa., for seven vyears, and
through his efficiency and literary
work was made Doctor of Philoso-
phy by the Pennsylvania State Uni-
versity. From Oil City he went to
Toledo, Ohio, where he filled the po-
sition of Principal of the Central
High School for seven years. Here
his versatility led to his taking up
trade matters and writing for a local
trade journal, and through this he
became acquainted with the Trades
man, which early recognized his ex
ceptional ability. Thus for nearly
twenty years his forcible and instruc
tive essays have contributed not
little to the interest and efficiency o
this journal.

Dr. Streeter met with such succes:
as a writer that he gave his entir<
time to that work for several years. IT
came to Grand Rapids and joined the
office force of the Tradesman about
sixteen years ago. He remained sev
eral years and then, through his con
tinued interest in educational matter?
he was offered a position in charge
of the literary work of the Militar;
Academy at Kearney, Nebrasba. Thi
work continued until he was obliged
to give it up on account of failin
health a year or two ago. During thi
time, as our readers know, he cor
tinued his activity and interest in the
Tradesman until the approach of th
Grim Reaper forced him to lay
down.

During Dr. Streeter’s residence in
Grand Rapids he made a wide circl

of acquaintances and friends, espe
cially in Episcopal church circle
of which denomination he was

lifetime member. Here he did some
work as a lay reader and in the We

he had opportunity for more extend
ed work along that line. His activ

tv, also, in literary church matters
and in book authorship has been con
siderable.

Dr. Streeter leaves a widow at
their home in Lincoln and a daugh
ter, Mrs. L. M. Huntington, of Gwan
atanamo, Cuba.

Butter, Eggs, Poultry, Beans and Po-
tatoes at Buffalo.

Buffalo, Feb. 1—Creamery, 24®
26¢c; dairy, fresh, 17@20c; rolls, 15@
18c; poor, 12@14c.

Eggs—Strictly fresh, 25c; cold stor-

age candled, 17@18c.

Live Poultry — Fowls, 13@15c;
chickens, 13@15c; ducks, 17@18c;
old cocks, 10@Illc: geese, 16@17c;
turkeys, 20@22c.

Dressed Poultry—OId cocks, 10@
11c; fowls, 14@15c; chickens, 14®

MICHIGAN

17c; turkeys, 22@26¢c; ducks, 20®22c;
geese, 14@15c.

Beans — Pea, *2.15; red kidney,
; white kidney, *2.75; marrow,
$2.50; medium, *2.15.
Potatoes—40@45c per bu.
Rea & Witzig.

Elgin Butter.

Elgin, 111, Jan. 31—No change has
been made in the price, last week s
gures remaining in force. There
seems to be a little better feeling in
force throughout the trade, and the
jwer range of values is atracting
more attention in a consumptive way.
‘here is very little change in the out-
,ut this week. Creamery extra is
quoted at 25c; packing stock, 12® 14c.

An injunction has been served on
the Holland Rusk Company, restrain-

TRADESMAN

Grrpsack Brigade.

F. W. Jackson is cove
Grand Rapids territory for t
Irior Register Co., of Carmt
J. C. Kimball, State Agen

| Superior Register Co., of
| X. Y., makes his headqu;
Port Huron.

W. D. Bosnian, traveling
Ifor nine years for W. C. |
Co., has accepted a stmilai
with Foster, Stevens & G
ing his old ternitory.

J- M. Christ«;nsen, for
traveling salesman for the
Crosby Milling Co., starte
day for the Natifonal Bisen
headquarters in this city.

Corunna—A. N. Macque«
been Secretary of the Lan u

The Late Dr. Reuben M. Streeter

ing that firm from the use of the
word, "Frou Frou,” and from making
any imitation of that famous biscuit.
The injunction is the wind-up of a
lengthy litigation that has been con-
ducted by Arnoldus, Wijnand & Wil-
lem Van Doesberg, of the Nether-
lands, against the local firm. The
wording of the injunction is very ex
act and does not admit of any loop-
hole whatever.

Our Turn.
“And have you a regular staff of
humorists?” asked occasional contrib-
utor.

“Oh, yes,” replied the editor of the .

Plumbers Bag of Fun. *“I
keep my wits about me."

always

Revenge may be sweet, but it is
too expensive for any man to indulge
in who is trying to run a successful
retail store.

1C. A., will travel
IStates Robe Com]
covering the Western wirritor

Xegaunee—Christ W dt. a
her of the well-known ftutcher
ply house of Wolf. Sayer &
of Chicago, was in the ity Sa
accompanied by his sf>n, F
Wolf, who is to succeed him
firm’s representative in the
Peninsula. Mr. Wolf has been
this territory for the past Went'y-
two years and has dec:ded tc retire
from business. His son wrl
his old territory.

Traverse City—H. R. Mac
jwho has been manager Lf ffl:€
lcan Drug Co. for the p  tivi
has accepted a posh
13k Fuller, wholesale
Icago, to succeed W
| Manistee, who died

[ritory will be iron Bent«

Death of F. SL Waflftcr.

The Boys Behind the G
Grand Ledge — Frank 1

id wilt

A. Goodrich’

Kalamazo<

Jan.

27—;



26

MICHIGAN TRADESMAN

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—WlII E. Collins, Owos-

so: John D. Muir,_Grapd Rapids.
Next Meetlng—Gl’an Rapids, IS,
16 and 17.

Michigan

Nov.

Retail Druggists’ Association.
President—C. A. Bugbee, Traverse City.
First Vice-President—Fred Brundage,

Muskegon.

Second Vice-President—C. H.

Grand Rapids.
Secretary—H R. McDonald,

Jongejan,
Traverse i
Ci

Tyreasurer—Henry Rlechel, Grand Rap-

Executive Committee—W. C.

gessner. Grand Rafnds R. A. Abbott,

Muskegon; D. G It_ Fremont; S. T.
eo. L.

Collins, Hart; Davis, Hamilton.
Michigan State Pharmaceutical Associa-

ion.
President—E. E. Calkins,

- . Ann Arbor.

First Vice-President—F. C. Cahow,
Reading.

Second Vice-President—W. A Hyslop.

Boyne Cit

seqettary—M. H. Goodale, Battle Creek,

Next Meeting—Battle Creek.

Grand Raplds Drug Club.
Pre5|dent—W . Kirchgessner .
Vice- Pre3|dent—0. A. Fanckboner.
Secretary—Wm. H. Tibbs.
Treasurer—Rolland Clark.

Executive Committee—W m Quig ey,\
Chairman; Henry Rlechel. Theron Forbes. |

Discovering a New Crop.

In Harper’s for February Professor
Robert Kennedy Duncan tells how
the great camphor industry has been
recently revolutionized by a simple
discovery. Heretofore the camphor
had been extracted from the wood of
the tree and its branches, thereby de-
stroying the tree. Dr. Duncan, after
visiting Jamaica, found a new method
by which the tree is preserved and
an annual crop guaranteed.

“In order to solve these questions
I brought back with me to the Uni-
versity of Kansas nearly a ton of ma-
terial, which we worked up to the
last ounce. We extracted the best of
the camphor and the oil of camphor
from the wood of the trunk, from the
branches, the twigs, the green leaves,
the dry leaves and the dead leaves,
and we obtained results which afford-

ed us profound astonishment and
great joy. Speaking in averages, our
results analyzed as follows:
Wood .. Yocrude camphor
TWigs .o .1.05% crude camphor
Green leaves .2.37% crude camphoi
Dried leaves .2.52% crude camphor
Dead leaves .1.39% crude camphor
s are extraordinarily
high, owing partly to the fact that

the material had undergone a consid-
erable amount of drjing in its long
transport from Jamaica to Kansas, j
and partly, too, | believe, to the ideal |
conditions that obtain in Jamaica for j
the growth of essential oils: but it is
the proportional amounts to which |
draw attention. The wood of the j
camphor tree contains an insignificant
fraction of the camphor contained in
the green, dry and dead leaves. This
is to be correlated with the indisput-
able fact, as proved by Mr.

tion that the
«
Kirch-lmethod ot extraction wa

of Jamaica, and others the world over,
that the leaves can be harvested reg-
ularly without any injury to the tree.
These two facts, taken together, place
both the huge camphor monopoly of
Japan and its synthetic manufacture
in Germany and elsewhere in a posi-
tion that would be laughable were it
not rather pitiful. Both types of or
ganization proceeded on the assump-
nturies-old traditional
the only
one. In order to continue it the Jap-
anese felled only trees fifty years old
and extracted the drug from the

wood only, leaving the leaves out of

consideration. In order to carry out
this destructive work they ran dead-
Iy electric wires through the forests

Pontlac- 1to keep out the savages, they placed

armed men with ever\” camp of cam-
phor workers and they paid these
workers ninety cents a day for a na-
tive Formosan and $1.99 a da% for a
Japanese  The price of labor in Ja-
maica is a shilling a day. Now, as
a matter of fact, in a five-year-old
tree the mass of its leaves weighs
7.05 per cent, of the total bulk of the
tree. The proper method, therefore,
without destruction to the tree, is to
regularly harvest its leaves for their
excessively large camphor content.
Costly expeditions into savage inte-
riors and the total destruction of ma-
ture trees are whollv unnecessary.”

Seasonable Soda Specialties.

Hot Cream Tomato Cocktail—Into
a small cooker put one can of any
good brand of tomato soup, one bot-
tle of Snyder's catsup, one-fourth
ounce of cayenne pepper, a piece of
nutter the size of an egg, and season
with salt and pepper. Lastly, put in
one-fourth of an ounce of fluidextract
of celery seed and bring the mixture
to a boil. The addition of the celery
gives the cocktail a delicious and
characteristic flavor. Strain the mix-
ture and it is ready to serve.

Cream Beef Tea — One teaspoon-
ful of liquid extract of beef in a mug

flakes

Oyster Juice—Take one fluidounce
of fresh juice or liquid from oysters,
add a tablespoonful of cream, fill the
eight-ounce mug with hot water, add
a small piece of butter and season
with pepper and salt. Serve with soda

;crackers.

Ginger Clam Broth—One teaspoon-
ful of Jamaica ginger, powder, one
ounce of cream, one ounce of clam
juice, one teaspoonful of butter and
enough hot water to fill an eight-

Malcolm. Jounce mug. Season with celery salt.

Chocolate Syrup—One pound best
quality chocolate powder, five pounds
best powdered sugar, three quarts of
water and one-half ounce of vanilla
extract. The syrup should be boiled
in a copper, agate ware or tin kettle.
The water should be poured into the
kettle, which should then be placed
over a gas, oil or gasoline heater
which may bg turned off readily. A
coal fire may be used if it is possi-
ble to extinguish the heat quickly
when desired. When the water has
begun to boil the powdered choco-
late should be stirred in until it has
been dissolved thoroughly. Then the
sugar should be added slowly and th.-
mixture stirred continuously until it
is of a moderately thick, creamy con-
sistency. When the mixture is boiling
well, the heat should be cut off and
the vanilla extract added. It is possi-
ble, of course, to obtain the chocolate
syrup already prepared from the soda
fountain supply houses, but this for-
mula is given for the benefit of those
who desire to make their own syrup

In serving hot chocolate beverages
most dispensers find that about one
fluidounce of the syrup is all that is
required in the usual eight-ounce mus
or glass. After the chocolate syrup is
poured into the mug boiling water
from the hot water urn should be
poured thereon almost to the top and
the beverage should then be topped
with delicious whipped cream.

Flies and Typhoid.

Patients often complain because
physicians fail to diagnose the case
at sight and they are dissatisfied when
the doctor hesitates in his prognosis
The public at large desires scientific
questions of all kinds, and particular-

ly those of a medical nature, to b
answered by a direct “yes” or “no."
This trait of human nature places

many difficulties in the way of medi-
cal progress by fixing in the public
mind as facts what in reality are oft-
en only theories, or, at best, partial
truths. When it was demonstrated in
a scientific manner that typhoid fev-
er, prevailing in army camps, had
been spread by flies, carrying typhoid
germs from the open sewers or cess-
pools to the kitchen and dining ta-
ble, the public jumped to the conclu-
sion that flies alone are responsible
for typhoid fever. Tt is only on
farms, at suburban places and in un-
sanitary tenement sections of large
cities, that flies have access to the
excreta from typhoid patients, and are
thus able to gather the germs and
transmit them to the food consumed
by human beings. This fact is brought
out very clearly by Dr. Charles B.
Capin, an American health officer,
who has recently written a book on
“Sources and Modes of Infection."
He says, “There is no evidence that
in the average city the housefly is a
factor of any great moment in the
dissemination of disease.” When ty-
phoid fever prevails in a large city
it will be necessary to look for other

sources of infection than that from
house flies.
Of course, this does not exempt

the house fly from being a filthy in
sect, a persistent pest and an unwel-
come visitor wherever found. The fact
that the house fly has beeq charged
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with a greater share in the spread of
typhoid fever than can be justly at-
tributed to him, should not cause any
one to become sentimental over the
struggling flies on cruel, sticky fly pa-
per. We should continue to slay
them by millions wherever they will
eat fly poison, and they should be re-
fused admission to our homes when-
ever screens will keep them out.—
Meyer Brothers’ Druggist.

To Prevent Frosting.

Frosting of windows is best pre-
vented by some system whereby cold
air circulates near the glass. When
the construction of the window does
not permit openings to be made at
its top and bottom into the outer air,
holes should be bored through the
floor of the window. Under these
holes a box should be built with
openings into the cellar. In the box
should be placed an electric fan so
set as to create a current of cold air
along the window glass when in ac-
tion.

Frosting and steaming may to some
extent be prevented with the follow-
ing mixture applied to the glass:
Soft soap 2 pounds av.
Glycerin 1 pound av.
Oil of turpentine ... ' sufficient.

Melt the soft soap in the glycerin
with the aid of a gentle heat, and
add enough oil of turpentine to give
the mixture the consistency of a
heavy syrup.

This should be applied to the en-
tire inner surface of the glass by us-
ing cloths saturated with it. A thin
film should be left on the glass and
rubbed off and renewed as needed.

Another plan is to apply diluted al-
cohol containing 5 to 10 per cent, of
glycerin. This will prevent steaming
and subsequent frosting of show win-
dows.

Glasses and Moisture.

The following is said to give satis
faction: Melt together two ounces of
potassium oleate and one ounce of
glycerin on a water-bath, then add
one dram of turpentine. Should the
paste be too thick, it may be thinned
by the addition of more glycerin. Soft
soap may be used instead of the po-
tassium oleate, although the results
are not so satisfactory.

It has also been stated that all that
is necessary is to rub every morning,
or before going out, a little green
soap over the surface of the glass,
polishing it until it is bright again.
Show windows, dentists’ mirrors, etc,
may be similarly treated to prevent
the dimming by moisture.

The more a man forgives himself
the less he overlooks in others.

Merchants, Attention

Just Opened
Alfred Halzman Co.
Wholesale Novelties, Post Cards
BERT RICKER, Manager

A complete line of Christmas, New Year,
Birthday. Comics, ate. Ourstock isnot rusg/—
itisnew. 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
fillmail orders promptly. Our prices will in-
terest you—ask for them.

Citz. Phone 6238 42-44 South lonia Street
Bell Phone 3690 Grand Rapids, Mich.
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Acldum Copaiba .,1 O & Scillae .. #

Acetleum oo B8 fhinebae 4 80#5 00 Scillae Co... #
ponzicum, Ger. fUg 13 “Rrgffiron .2 35@2 50 Tolutan #
Carbolicu 16# 20 Evechthitos 1 00@1 10 Prunus virg, #
Citricum .. 45# 50 Gaultheria 4 80#5 00 Zingiber ... #
Hydrochlor 3@ 5 G .
Nitrocum g# 10 Geranium 75 Tinctures
Oxalicum 14@ 15 Gossippil Sem gal 70# 75 Aloes ...
Phosphoriu @ 15 Hedeoma .250#275 Aloes & Myrrh..
Salicylicum 47 ; 3
Sulphuricum 5 Junlpera 40#1 20 Anconitum Nap’sF
Tannlcum 85 Lavendula 90@3 60 Anconitum Nap’sR
Tartaricum 40 Limons .1 15#1 25 Arnica

Ammonia Mentha Piper ..2 75@3 00 Asafoetida

6 Mentha Verid ..3 80#4 00 Atrope Belladonna
1? Morrhuae, gal. ..2 00@2 75 Auranti Cortex
1 Myrlcia s 3 00@3 50 Barosma ...
Olive e 1 00@3 00 Benzoin
Picis Liquida 10# 12 Benzoin Co.
Picis Liquida gal @ su Cantharides
Ricina 94@1 00 Capsicum
Rosae oz .8 00#850 Cardamon
Rosmarin! @1 00 ardamon Co.
Sabina 90#1 00 Cassia Acutifol
p 6 Santal @450 ‘assia Acutifol Co
Xanthoxylum™...1 00#1 10 Sassafras 90@1 00 Castor 1
Balsamum Sinapis, ess. @ 65 Catechu
... 60# 65 S P Cinch
2 00#2 30 SUCCINT i 40@ 45 inchona
Terabin, Canad.. 704 80 Thyme 40# 50 Cinchona Co. —
Tolutan .o 40# 45 Thyme, opt. @1 60 Golumbia
' Cubebae

Cortex Theobromas 15# 20 Dlgnalls

Abies, Canadian.. Tighil e 90@1 00 Ergot .
Cassiae ... Potassium Ferri Chl
Cinchona Flava . Gentian
Buonymus atro.. Bi-Carb 15# 18 Gentian Co
"\DAY”C& \C/enfe'ra. Bichromate 13# 15 guiaca

runus Virgin i uiaca ammon
%unlma grd. ... Bromide 30# 35 Hyoscyamus
assafras, po 30 Carb s 124 15 10dine oo
TTMUS s Cmorate lodine, colorless
Cyanide . .. 30 Kino ..

Extractum .
lyeyrehiza, Gla. 244 %0 Patassa, Bitari pr 308 2 Moy
(E_'g/:r):]rarmlia po .. ?_?’; ?_2 Potass Nitras opt 7# 10 Nux Vomica
Haematox, Is " 13# 14 Potass Nitras 6# 8 Opil . ]1_
nEmAOE Mo B ANRAT ., BB oh st

' ulphate po
Haematox, "4s 16# 1 p pRadix Qlassia

Ferru 20# 25 Rhatany
Carbonate Precip. 15 30# 35 Rhei .
Citrate and Quina 2 00 o# 12 Sangumana
Citrate Soluble 55 Arum po # 25 Serpentaria
Ferrocyanidum §' 40 Calamus 20# 40 Stromonium
Solut. Chloride --—--- 15 {Ientlana po 15. 12# 1. Tolutan
Sulphate, com’l lychrrhiza pv i5 16# 18 Valerian
Sulphate com'l, by Héllebore, Alba 124 15 Veratrum Veride
bbl., per cwt. 70 Hydrastls Canada @3 00 Zingiber ...
Sulphate, pure Hydrastis, Can. po _#2 60 Miscellaneous
Inula, po ... 20® 25 Aether, Spts Nit 3f 30#
. Flora Ipecac, po .2 25#2 35 Aether, Spts Nit 4f 34#
Arnica Iris plox ... 35# 40 Alumen, grd po “ 3#
Anthemis lalapa, pr. . 70# 75 ANNAtto ... 40#
M atricaria Maranta, Ms Antimoni, {)o 4@
Podophyllum po 15@ 18 Antimoni et po T 40
Barosma Rhei . . 75@1 00 Antifebrirt
Cassia Acutifol, Rhei, ¢ 00#1 25 Antipyrin ...
Tinnevell 150 20 Rhei, 5#1 00 Argenti Nitras oz #
Cassia, AcutonI 254 130 San uinari @ Arsenicum . 10#
Salvia' officinalis, Scillae, 0# Balm Gilead buds 60#
%s and %s 18# 20 Senega . 5@ Blsmuth SN ...2 20#i
Uva Ureid % =g 4y Serpentaria 0# Calcium Chlor, Is  #
""""""" Smilax, # Salcium Chlor, %s @

Gumml Smilax, @ Calcium Chlor, Ms #
Acacia, 1st pkd. # 65 Spigella 45#1 50 Cantharides, ,Rus. @
Acacia, 2nd pkd. @ 45 Symplocarpus g Capsici Fruc’s af
Acacia, 3rd pkd. # 35 Valeriana Eng Capsici Fruc’s po %@
Acacia, sifted sts. @ 18 Valeriana, Ger. 15# Cap'i Frucs Bf
Acacia, po . 45@ 65 Zingiber a 2H Carmine, 0 #4
Aloe, Barb 22# 25 Zingiber j 25# Carphyllus ........... 20#
Aloe. Cape .. # 25 Cassia Fruetus # 3
Aloe, Socotri @ 45 Anisum po 22 .. @ 18 Cataceum #

55# 60 Apium Fgravel's) 13# 15 Centraria #
........... 2 00# 2 20 Bird, Is ... 44 Cera Alba 50#
50# 55 Cannabis Satlva 7@ Cera Flava 40#
Catechu, Is # 13 Cardamon 70# 90 Crocus ... .. 45#
Catechu, %s @ 14 Carui po 15 12# 1 Chloroform . 344#
Catechu, >4s # 16 Chenopodium > 25# 30 Chloral Hyd Crss 1 25#1
58# 63 Coriandrum Chloro’m "Squibbs #
horbium # 40 Cydonium ... chondrus ......... 204
Galbanum #1 00 Dipterix Odorate 3 50#4 00 Cinchonid’e Germ 38#
Gamboge po..l 25#1 35 Foeniculum ... # Cinchonidine P-W_38#
Gauciacum po 35 @® 35 Foenugreek, po T# Cocaine ... 3 05#3
Kino..... i so 45c # 045 Lini 6@ Corks list, less 70%
M astic # 75 Lini, grd. bbl. 5% _6# Creosotum ...
Myrrh # 45 Lobelia 5# Creta ___ bbl. 1
opium  oeeees v et 5 50#5 60 Pharlarls Cana’n 9# Creta, “prep. ...
Shellac 454# 5 APA e 5# Creta, precip. 9#
Shellac, 60# 6 Slnapls Alba ... 8# 10 Creta, Rubra #
Tragacanth . 90#1 00 Sinapis leg . 9# 10 Cudbear ... #
plritus Cupri_ Sulph. 3#
. . Herba Frumenti W. D. 2 00@2 50 Dextrine ... T#
Absinthium __ 4 50@7 00 Frumenti 125#1 5r Emery, all Nos. %
Eupatorium oz Ek Junlpers Co.. 1 75@3 50 Emery, po
Lobelia - 0z p Junipers Co O T 1 65#2 00 Ergofa 0160 150#1
Majorium ..oz pk Saccharum N E 190#2 10 Ether Sulph 354#
Mentra Pip. oz pk Spt Vini Galli ..1 75@6 50 Flake W hite 12#
Mentra Ver oz pk Vini Alba .. 2 Galla #
Rue ... 0z Pk Vini Oporto Gambler . 3%
Tanacetum .. Sponges Gelatin, Cooper @
Thymus V oz Pk Extra yellow sheeps’ Gelatin, French  35#

M agnesia wool ‘carriage . @1 25 Glassware, fit boo 75%
Calcined Pagt 55# Florida sheeps’ wool Less than box 70%
Carbornate, Pat. 18# carriage ... 3 00@3 50 Glue, brown 11#

' : Grass sheeps” wool 15#
Carbonate, K-M. 18# | S0k
Carbonate 184# carriage ... #1

"""""" Hard, slate use #1 00 @

Oleum Nassau sheeps’ wool 35#
Absinthium - 50@8 carriage ... 350#3 Hydrarg Ammo’l @1
Amygdalae Dulc. 75# Velvet extra sheeps' Hydrarg Ch. Mt #
Amygdalae, Ama 800 8 wool carriage .. #2 Hydrarg Ch Cor #
ANiST 1 90@2 Yellow Reef, for Hydrarg Ox Ru'm #
Auranti_Cortex 2 75#2 slate use #1 nygrrgrrg rLlJ“nnguem 45;:#
B rups
. Y808 Acacia ot i lleﬁdthyo olia, AR 90%1

uranti Cortex Ndigo i
Qaryo’).r.].l..l.l.! . ! 85# 40@150@8” # lodine, Resubi ..3 00#3
Chenopadii 4 50#5 | # 60 lodoform ... 3 90#4
Cinnamoni ...l 75#1 @ 50 ILiquor Arsen et
Conium Mae 80# Smilax Offl’s 50 60 Hydrarg lod. | #
Citronella e, Ooo¢ 70 Senega ..... # 50 Lig. Potass Arsinit 10#

TRADESMAN

[Lupulin
Lycopodium
Macis

50
¥4 | Morphia, 3P&W
1M0rph|a SNYQ

60 Moscpms é’énton
ag Ml}/ svlca No.

omica po 15

Pepsin Saae H &
PICIS Lig N 3%
gal. doz.......
Picis Lig gts ..
Picis Lig pints ..
Pil Hydrarg po 80

Piper ‘Alba po 3
Piper Nigra po 22
Pix Rorgum
Plumbi Aeet

Pulvis Ip’cut Opil I
bxs.
Co. doz

pv

Pyrenthlgum
Pyrenthrum,
Quassiae
8ugna N.
uina, S.
(@Quina, S

The
Drug Co.

hundred

All

By the growth of our business through ad'
in cost of salesmen, superintendence, rent
plant to cover most of,
advertising makes it easy to sell

LOWNEY’S COCOA

PREMIUM CHOCOLATE for BAKING

pay a good profit and are easy »

Si

m u

33

335 3

30#

§

9
o#
129
3091
H
#
209
3#

new home of the Hazeltine & Perkins

to be occupied on or before March 1st.

1911, corner of Oaks and Commerce Streetsrthree

feet from main entrance the

Depot, Grand Rapids.

Who Pays for
Our Advertising?

ANSWER:
Neither the dealer nor ha customer*

tising we save enaugr
interest and tese if om
Ivertrstng lulls. Tht;j

if not all, our

LOWNEY'’S products are superfine,
sett.
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Limburger
These quotations are carefully corrected weekly, within six hours of mailing, pineapple

MICHIGAN TRADESMAN

Chocolate Tokens
Circle Honey Cookies 18

and are intended to be correct at time of going to press. Prices, however, are $3h 5390 - g%g gu"imlFfU“ Biscuits ié
p : f racknels o
liable to change at any time, and country merchants will have their orders filled at CHEWING GUM Cocoanut K itilardar 13
market prices at date of purchase. American ';Lﬁpgwfpfuce 2 Cocoanut Sugar Cake 11
DECLINED Iédam% Pepsin 4512 Cocoanut Taffy Bar ..13
est Pepsin ... Cocoanut Bar ... 10
ADVANCED 1Best Pepsin, 5 boxes 2 00 cgcoanut Drops 13
Black Jack ... 55 pS ...
Largest Gum Made 65 Cocoanut Macaroons ..IS
1Sen Sen e 55 Cocoanut Hon. Fingers 13
I%(euncasgrq Breath Perf 1 g% Oocoanut Hon Jumbles 13
Spearmint . Coffee Cake
CHICORY Coffee Cake, iced
5 Crumpets
é Dinnepr Biscuit . .
* 7 Dixie Sugar Cookie ... 9
Index to Market Scheners . 6 Family Cookie ...
By wotttM* ARCTIC AMMONIA oysters Walter Bakel A €O Lio Newtons o
Dos Cove, 1Th. 8@ 9 German’s Sweet .. 2o Fig Newtons ...
Col 12 os. ovals 2 dos. box..71 Cove, 2It. .1 65@1 Premium . lorabel Cake ...
X AXLE GREASE Caracas ... Fluted Cocoanut Bar 10
Ammonia A i ) Fraser’s o< Plums ... Plumsl 00@2 50 Pr\e,(vma|lutemr '\{)'/I-)SLOW”EV Co. o Frosted Creams ... 8
Axle Greaae . “B "t"l‘r’]Odng:Ses 34(?(;325"- s Premium, ' I;rosttedL Glr;]gelr %ooklelOB
3%lb. tin boxes. 2d0z N Marrowfat 9501 25 CIDER, SWEET t gnen lced ..
Baked Bean* 10lb. pails, per doz.. 0* Early June 9%5@1 25 “Morgan’s” 8:292[ (?eerﬂ‘ss lced 9
Bath Brick LT pails, per doz I Early June S 1 15@1 80 Regular barrel 50 gal 10 00 & Zhom ™~ Crackers 8
B luin = 251b. palls, per doz .12 Trade barrel, 28 gals 5 50 Ginger snaps Family 8
B 9. Peaches % Tarde parrel, 14 gal 3 50 e 3 )
room BAKED BEANS  Pi€ i 904 31 25 Roiled, per gal . .60 &inger Snaps M. & ™%
g[jutigrescdibr |2i1bb can. per dé)z ! No 10 size can pie 43300 Hard, per gal 25 'angfef”enaps Gy
’ can. per €9s Pineapple COCOA Hippodrome Bar .... 12
3. can. per do* Grated .. p';') 1 Baker’s Hopnpey Cake, N. B.' C. U
%andleds gy 2 BATH BRICK Sliced ... . 951 g(l)eigﬁliglnd o noney FJlng%rls AsI che LlJ2
anned Goods ENQHISh oo 8@ Pumpkin ial, oney Jumbles, lIce
Canned Meats ... | Fair Colonial.  %s Honey Flake ... 2%
Carbon Oils BLUING Bpps .. Household CooKkies ....
(o} YT , Sawyers Pepper Box E;ﬁgy 1 88 Jluyler Household Cookies Iced 9
Cereals ) Per Gross <2V\oh 3 60 l.owney, %s Imperial 9
Cheese 5 No. 3. 3 doz. wood bxs 4 00 Lowney, Jersey Lunch 9
Chewmg Gum *No. 5. 3 doz. wood bxs 7 00 Raspberrles Lowney, 14s Jubilée  Mixed 10
gnlcow . fSagvlyer Crystal Bag 400 Standard Sxjes I\_/ownﬁy, tls % Erggm Klips Zg
ocolate” U an outen, S addie ...
Clothes Lines BROOMS Col’a River, tails 2 25 Van Houten, ° Lemon Gems 10
cocoa ... ; ?No. 1 Carpet 4 sew .4 00 ROLH ARIIVEKI’, ﬂatsl'é(')@lz ;151 ¥an Houten, fA)s temon \I;%vlscfun Square 178
Cocoanut . e aska ... an outen, Is emon afer..
Cocoa Shells -Ng' ggigg% g ggw % Z;S Pink Alaska __ 1 20@1 30 \\l/\\//'el?)b e ’I\_Aemoni ........ g
Coffee ... . . ilber, %s . ary Ann ..
8°”fECti°”5 'F\‘lgrlor CGaernaEt 3 sew . 321 2% Domestic, Se(%'gmes 3 75 Wilbur. 14s I\'\/I/larlshmallcékaalnuts o
rackers .. _Common W hisk 140 Domestic. % Mus 3 50 COCOANUT olasses Cakes ...
Cream Tartar co Molasses Cakes, lced 9
“Fancy W hisk Domestic, % Mus. @ 7 Dunham’s per Ib. Molasses Fruit Cookies
Warehouse 4 French. >4a r 014  os, 5lb. case w29 Iced 11
Dried Fruits 8 BRUSHES French, %s 1 @23 %s, 5lb. case . 28 viotasses Sandwich .12
"""""""""" ; 14s, 151b. case 27 Mottled Square .10
Scrub Shrimps d
Solid Back, 8 In 76 14s, 15Th. case... 26 Qatmeal Crackers .... 8
) Standard 90@1 40 js "15Th. case 25
Farinaceous Goods --—--- * Solid Back. 11 9% ; . Orange _Gems
0 0,
ceccsecscsss * Succotash 14s & %s, 151b. case 26% Qrbit Cake ...
Eeehd nd ovet 10 Pointed Ends B cair 85 Scalloped Gems 0 Penny Assorted 9
ish an sters. e &3 oocalloped Lems ...
Fllshlng Tac)I,<Ie No Stove (F;gr?gy. 25@%% COFIQZ_FEE Eeatnu} G(?_imsd P 8
Flavoring Extract : io retzels, an Lo
. No. i Common 10@13% Pretzelettes, Hand Md. 9
E'resh Nieats i No. Standarg”a‘”b””es Fair .. .. 14% Pretzelettes, Mac. Md. 8
Shoe Eanc Choice 16% Primrose Cake 10
No. Yoo Fancy 20 Salsm GCookles ﬂ
Gelatine .. No. Tomatoes aisin Gems
Grain Bags NO- Eood 96@1 10 Common Eet\{ereb Assolg t 14
Grains - - 0. air Fair e, 14% ittenbouse Frui
BUTTER COLOR Fanci/ . g Choice 16% _ Biscui 10
Herb H Dandelion, 25c size ---—-- 200 No. 10 . 300 Eangy 19 Egaﬁ?ohé'dwé 910
eros ... CANDLES CARBON OILS eaberry
Hides and Pelts ... 10 paraffine. 6s Barrels ) Maracaibo gc?ctgg é:t?rorglr?ts ¢ 118
Paraffine. 12s Perfection ... @ 914 Fair %g shgar FiNgers ... 12
Jelly Wicking . ([B)asS'MGa%srﬂlnlg Sultana Fruit Biscuit 18
CANNAI\Ep[?)IeGsOODS Deodor’d Nap 16% gg:ggg GGlhnggeerngI?Igeled' 18
Licorice % Mb. Standards @1 00 Cylinder 19 Sugar Cakes ...
"""""""""""""""" Gallon ... 3 20@3 50 E?QIQE Sugar Squares, large or
« Blackberries ac wi 15 all e
Matches [T L T 15001 %0 CEB6«I. i Java gunnyg'de Jumbles .. 10,
Meat Extracts * Standards gallons @500 Breakfast Fouas African 12 *upérba TR
Mince Meat ® Beans Bear Food Pettijohns 190 Fancy African 17 gponge Lady Fingers 2
Molasses Baked .. 86@1 30 Cream of Wheat 36 2Tb 4 50 O. G... 25 Jugal CHMP o 2
M ustard 6 Red Kidney 85@ 95 Kgg-u-see. 36 Dkgs. . 250 P. G.. 31 Waanvleraly aters 10
Strin 70@1 1 Post Toasties T No. RS
N ¢ 75@1 2 24_pk"Si esessees 2 80 Arabian oo 21 In-er Seal Goods
NULS o Pos[aeToisnes T No. 82 & Package Albert Biscuit
pkgs i
) 13 Apetiao B%’sc k2 00 New York Basis Animals
Olives Gallon . K Arbuckle ... 50 Arrowroot Biscuit ... 100
Clams Grape NugtSS“ [T S 21 50 Athena Lemon Cake 60
o time neo T 1 angum WS Vi R | Baronat BTEL, o 1 00
$ Little Neck. 21b. @150 P||a|§burasevnos '3 a2z to retailers only Mail aII W afers .. 100
p|ay,ng ‘Cards 6 Clam Bouillon Ralst yH Ith Food orders direct "to W. Cameo Biscuit 1 60
Potash 8 Rurnrr:ams 4 pt 222 aston Hea 00 McLaughlin & Co., Chlca- gneesel tSar\}\tljwflch %88
Burnham’s pts. go. ocolate afers
Provisions Burnham’s qts Extract Cocoanut Dainties 100
p Faust Oyster 100
Cherries Holland, % gro boxes 95 Yy
Ric Red Standards .. @140 °"'%% theat Biscuit, - Halend, e Poxes 113 Fig Newton 100
Safad Dressing White .. . @1 40 Kelloggs gTagg'{ga“";'gH' Hummel’s foil, % gro. 85 E'Vet O'clock Tea 188
Sallersat(ljjs Flakes, 36 pkgs in cs. 2 80 Hummel's tin,” % gor. 143 Gri(r)uﬂaenrasn'é'ﬁi'sm"i\]m"ém(': 100
a oda Fair Vigor, 36 PKOS i 2 X CRACKERS Graham Crackers Red
San Eiei Eood \Z/0|gt Z%resart? Flakes 3?8 National BBlscuat Company = Label 104
anc est, 20 51Dt ran L
eeds ... Y French Peas Butter O%Tn?galsncarpasckers ....10600
Shoe Blacking Monbadon (N atural) Rolled Oats N. B. C. Sq. bbl. 6% bx 6 QlId Time Sugar Cook, 1 00
snuff . o Uog Nl gsR0iled (Avena, bbls, Seymour, Rd. bbl 6% bx 6 Oval Salt Biscuit .... 1 00
Soap p : Steel Cut, 100 Ib. sks. Soda Oysterettes 60
Soda » Gooseberries Monarch, hbl. N B. C.. boxes 6 Pretzelettes " 100
Spices g ................................ 6 00 Muoé?lfer:’:h |590nggus|%$ks ele 9 Roval Toast .10
Starch . Hominy : : Sarato a Flakes IS Saltine Biscuit . . 100
Syrups 8 standard ..o 85 8”""'(92 2(:( dFaV”\;:y tl 00 Zephyrgetteo.\./..s..t.é.r. ........... 13 232‘}";? aeaFlglfsecsun I1 88
racke ea
Lobster BUIK ot s 3% N.B.C. Rd bbl 6% bx § Soda Crackers N.B.C.'108
141b 2 40
Tea --—- iib. 425 24 2Tb. packages ... 2 59 Gem, bbl, 6% boxes .. 6 Soda Crackers' Select 1 00
Tobacco Pic 27 CATSUP ST TES S S. S. Butter Crackers 1 60
Twine Col bi 5 . Sweet Goods Uneeda Biscuit ... 60
M ustard Ml?gkerel 18()Srcljitkijg]r’slal |nE':spts Animals ’ B“eega JLmJeL \/é/_ayfe_r ! 28
) ! ; : Apricot Gems needa Lunc iscuit
Vinegar Mustard, 2Tb 280Snider’s &’ pints APIantics ; Vanilla W afers .. 00
Soused. 114Th .180 CHEESE Atlantic, Assorted 12 W ater Thin Biscuit .. 1 00
W Soused. 21b... 2715ACME oo, @1514 Avena Fruit Cake 12 Zu Zu Ginger Snaps .. 60
WlckIng .cevvn. Tomato, 1Th. -150Bloomingdale 16  Brittle 11 Zwieback i 1 06
WOodenwaBe Tomato 2Tb---h - 280jersey 10 In Special Tin P%ckage»
rapping Paper Mushrooms W arner .. ; e 9 . er aoz
Hotels oo @ 17 Riverside @16% Cartwheels Assorted .. 9 Festino . 260!
Buttons. 148 @ 14 Brick .. %17 Chocolate Drops ... Nabisco, 2 60
Ysast Caks 19 Buttons, Is @ 23 Leiden 15 Choc. Honey Fingers 18 Nabisco, 10c.. 109
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Champagne Wafer

Sorbetto
Nabisco
Festino ...
Bent's Water Crackers 1 40

CREAM TARTAR

2 60

Per tin in bulk
. 100

Barrels or drums

BOXES v A
Square cans A
Fancy caddies 41

DRIED FRUITS

i Apples
undried ... .
Evaporated 10%® 11%
. . Apricots
California ... 12@15
X itron
Corsican ... @15
Currants
Imp’d 1 Ib. pkg.
Imported bulk | @ %
Pee
Lemon American 13
Orange American 13
Raisins 3
Connosiar. Cluster . 25
Dessert Cluster ... 4 00
Loose Muscatels 3 Cr 5%
Loose Muscatels 4 Cr! 6%

b. M. Seeded 1 Ib. 7% @8 ~

California Prunes
L. M. Seeded, bulk 7%
Sultanas, Bleached .. 12
Big B o @ ¢
- - b . 8%
80- 90 251b. poxes@ §%
70- 80 25Th. hpoxes.. 914
60- 70 251b. boxes. .@10
60- 60 25th. boxes..@ 10%
30- 40 25lb. poxes. .@.12
%ec less in 601b. cases
FARINACEOUS GOOD»
Beans
Dried Lima .. 7
Med. Hand Picked 2 35
Brown Holland ... 3 86
Farina
25 1 Ib. packages
Bulk, per 100 Ibs..
Hominy
Pearl, 100 Ib. sack __ 175
Maccaroni and Vermicelli
Domestic, 10 Ib. box 60
Imported, 25 Ib. box ..2 50
Pearl Barley
Chester . . 375
Empire
Peas
ireen, Wisconsin, bu.
Green, Scotch, bu ...2 80
oplit, th 04
East India ..
German, sacks ......
German, broken pkg.
Tapioca
lake, 10 OTh. sacks. 6
‘earl, 130 Th. sacks 4%
Pearl, 24 Th. pkgs. 7%
FLAVORING EXTRACTS

Foote & Jenks

Caoleman Vanllla

No. 2 size ..
No. 4 size ..
No. 3 size
No. 8 size
Coleman
No. 2size
4size
3size
Size

Jaxon Mexncan Vanilla.
1 oz. oval .16
2 oval
4 oz. flat
8 oz. flat
Jaxon Terp. Lemon
1 oz. oval Rl
2 oz. oval
4 oz. flat
8 oz. flat

Crescent

Terp. Lem%n60

0z.

2 oz. per
Michilgan

8 00
Maple Syrup Co.
askg Brayndp

2 oz., per doz...2 25

GRAIN BAGS
Amoskeag, 100 in bale 10

Maple,

Amoskeag, less than Id 19%

GRAIN AND FLOUR
W heat

Red 93

W hite 92
Winter Wheat Flour

Local Branda

Patents . v oo 5?2

Second Patents 5 00

4 @

4 40

00

Flour in barrels. 26c per

barrel additional.

Lemon & Wheeler Co.
Big Wonder %s clotb 4 50
Big Wonder %s cloth 4 50
Worden Grocer Co.’s Brand

uaker, paper 470

uaker, cloth

Wykes 4b Co.
Ecnpse
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Lemon & Wheeler Co. . POTASH Mackerel 20Tb. cans «4 dz. in cs. 1 40 Bushtels, wide band 1 & |Careni MKk 1 .
W hite Star, %s cloth 550 Babbitt’s ... 4 00 Mess, 100 Tbs......... 101b cans. % dz. in cs. 1 35 Martlet 4r Cnred| J*fc 2 ..
W hite Star, %s cloth 5 40 PROVISIONS Mess, 40 Ibs ... 700 5Tb. cans, 2dz in es. 1 45]Splnllt larari 350 F* ifrpi*it, Ui
W hite Star, %s cloth 5 30 Barreled Pork L1 85 2%]Ib, cans 2 dz in cs. 155 Spl |tlf - W #
Worden Grocer Co. (Slrl]eart Bcactk 22% 88 Ir\\‘/Iess ... 15 I Pure Cane w:llt -@»
American Eagle, Vi cl 535 or ut ... 15 50 1 ill*
Grand Raplgs Grain & Snort Cut Clear ..20 50 No. 1. 40 tbs 660 !Good ... . 2 Will*>w. ci*€h«sf, *mal %® —JH
lling Co. Brands Bean sarsvararss =eeeee 20 00 No. 1, 70 1Choice 5  Withvw, m*id T3
Purity Patent .o 5 0 Brrsket ‘Clear .. 2300 No. 1, . 1 40 Michigan Maple Syrup Co. Sutter Plates
Seal of Minnesota Pig  coveceereeninns .. 2300 W hitefish m~m
Wizard Hour e Clear Family .. 2600 No. 1, No.2 Fam. Kalkaska, p_er dOZ ...... 2251 m iHf
Wizard Graham ... sp BD”ry Sait Meats .9 75 350 JarIJEaAn 1 T aktom
Wizard Gran. Meal ..3 6v ellies e, 16 i :
Wizard Buckwheat ..6 00 ~ Lard 55 1gungrreg, rn1ed|um ..24<326 I
Rye 4 40 gure in éler_cesd 12@12V4 48 ]Sundried, choice __30#33 7 J 4 WoTo
..................................... ompoun ard 5T g0,
S J'n a\ﬁ/ehr?satBFr:Jggr 80 Ib. tubs....advance o, Handy Box. large 3 dz 2 Jlt IF?eegullar
GoldenyHorn family 5 4p 80 Ib. tubs ... .advance 9% Handy Box Smalleh Regular
Goiden Horn' uaKIy 2 HC) 50 tb. tins ... .advance \* Bixby’'s itoyal Polish egular
W isconsin Rye ors 4 5 2 IE' pa”,s o .agvance % Millers CrsonVGFT:O“Sh & Eg:ﬁ%{
""""""" 10 th. pails .. .advance ¢
quedrsecégtaGr?/c:r Co.’s Brand 5 b garls ‘advance 1/0 Scotch, in bladders . Elagket-f
I % 8 Ib. pails .. .advance 1 Maccabox in_jars . 1ps oo
Cereso}a O/OS moked M eats French app|e in j Siftings
Lgrrnegg a& V?ISheeIers Hams, 12 Ib. average..15 P Fanning: G d Egg
Wingold, Vi s. Hams, 14 Ib. average. .14Vi J. S. Klfk_ & Co M unpowder
Wingold % 5. Hams, 16 Ib. average 15 American Family .. 400 MO
Wrngold Vis Hams, 18 th. avera% Dusky Diamond. 50 80z 2 80 Mo
Wingold, VIS e Skinned Hams ..14%@ Dusky D’nd 100 6 oz 3 80 Mo
Ll Vis elath Ham, dried beef sets 16% HaP Rose. »0 bars 3 60 Pir
pauver fs gonm California Hams 11®11%\Savon Imperial 3 S-”
Laurel, Picnic Boiled Hams .. 15  White Russian .3 60 FIf v H
Laurel Vis cloth Boiled Ham 22 Dome oval bars .3 00 . oung yson
V0|gt Milling Co.* Berlin Ham, Satinet, oval .2 70 %rece
Voigt's Creseent Minced Snowberry, 100 cakes 4 00] y Ool
Voigt's Flouroigt Bacon Proctor & Gamble Co. olong Mop Sticks
Vor%ts Hygrenrgc Bol Sausages I_Veonr?lx : 2(2)8 /Er?\g fancy -
raham 3ologna 9 ) .
N iver .. @ 8 Ivory . 675" .
Voigt's Ry?()éasl PR rarllkfort 9% @10 Sta L - 3 85 English Breakfast
Sleepy Eye, %s cloth..620 OM¢ - - 1 agtz Bros. 0
Sleepy Eye, %s cloth..6 lo Yeal 11 Acme, 30 bars, 75 Ibs. 4 00
Sleepy Eye, Vis cloth..6 00 ,,0ngue . 11 Acme, 25 bars 75 ths. 4 00 Indi
Sieepy Eve. Vis paper 600 Hea cheese Acme. 25 bars, 70 Ibs. 3 80 ndia
neegy EYe %3 PP 200 . B Acme, 100 cakes ... 32 ran
WeRy EYE. s Paper 2’ ioneless ... 14 o Big Master. 70 oars .2 8 TaNCY
perfection gpgrour 9 5 g0 Rump, new 14 ™ german l\'>l/|0ttttlledd Eiv ?é% 'I":O_BACCC?
e Pig’s Fe erman ottled, 5bxs in« Cu
g'gjld;gps';'e%?fm : jgg % bbls... o .o . 120 German Mottled, 10 bx 3 4 Blot 1 45*Pap
Marshalls Best Hour & 18 M bbls., 40 Ibs. .2 151German Motled, 25bx Hiawatha, 16 oz. . 60 Fibt
Peags f‘- S BEStk hOU' 3 08 . .4 001Marseilles, 100 cake: ..6 00 Hiawatha, 1 oz 56 Toothpicks
T'r e_?_ 'OnB Ul‘é V}’] eat 9 00 Marseilles, oo ekes 5¢ 4 No Limit, .1 651fiar
Blapd erOPDairlch gveeedal 2‘21 88 < Marseilllles, %;Job ck t|0|I ‘2‘10 (N)obleltiGM oz. 3 iSlS'oft
its 90 arseilles, %bx toilet jibwa 0z . 40!Ban
Qlfta faCHorse Feed 27 00 s, A. B. Wrisiey jOjibwa, 5¢ pkg 185 Idea
Ratin QoM s 135 o bbls., 80 Ibs. . 73 00 Good Cheer 4 00 Ojibwa, 5¢ 4T
oyle Scratch Feed ..155 Casings Old COoUNtry ovoveencnnns 3 40 Petoskey Chief, oz. .1 85!Mot
B d Meal 3 40 Iéiogfs per dIb. o gg s lgoap 2P40wfdersI Z?IOISKEy DChLEf 14 oz. g ;gll’\\/lnm
oned o 4 eef, rounds, se now Boy, s fami erlin ar 5c . i Moi
Golden Granulated ...3 60 Beef, middles, set 70 size y Y 4 00 Sweet gCuba ¢ . .5 60fMoi
a., clarCFeed s%reened 22 00 Sheedj, pler gunéilett. 80 gnow %y 2 % % 218 gweet Cuttj)a, 10|c 1Ll 10j Rat
0. orn and Oats 22 (o ncolore utterine now Bo ¢ iSweet Cuba, 1 Ib. .5 001 Bat,
Corn, cracked ... 21 00 Solid dairy ... 10 @12 Gold Dus}rl 24 large ..4 50|&weet Cuba, 16 oz. 4 201
Corn Meal, coarse ..21 00 Country olls 10%@16% Gold Dust, 100-Se ---- 4 (DlSweet Cuba, % th.. 2 10 20-i
Winter W heat Bran 25 Qo Canned Meats Kirkoline, 24 4tb w3 [
Buffalo Gluten Feed 30 oo Gorned beef, '211b. . ..3 60 pearline 37 - Fancy—fn 5Tb. Saxes
orne eef, . Soapine ... 4 :I.O S Burl 2
V\IIDaIiry lf&eegs Roast beef, 2 Ib. ... 60 Babpbitt’s 1 37 :gg?t %urg%"ss . ID Csé?f)it_
o p Lrnsyeeeds Mealo Roast beef, 1 Tb. ... ..l 95 Roseine 3 50 Tiger, 5c tins . ‘5 R
0 P Laxo-Cake-Meal Rotted Ham, 96s ... ; 3 70 uncle Daniel, 1 1b....... M
Cottonseed Meal Potted Ham, 9%s . 90 Wisdom oot 3 80 Uncle Daniel, 1cz, L5 22ptv
i Feed Deviled Ham, 9%s . 50 Soap Compounds Plug
Brléslsgrs eeGral g PDe:/t”?jdtHam %Vs_ . gg gorr:nson's Fine ... E%g Am. Navy, 15 oz....... 27
otted tongue, Vis . ohnson's XXX .
Z?frgl?aor}v?egla”y Feed §§' 88 Potted tOI’lgUfC %s . 90 Nine O'clock 3 30|Drur2rn&ond bNat Leaf, 60!1” A
""""""""" E Rub-No-More . . 3 85mDrummond Nat. Leaf .
Oats Fancy 7 @ 7% Scourin
Michigan carlots __ 36Vi Japan 5%@ 6% Enoch Morgar?s Sons fBattFigrAde %
Less than cCarIots ......... 38 BmkSeArJLAD DRESSZ?/KI\g 3V Sapollro ross lots ----- 9 Bracer '
orn Sapolio, half lots 4 Big Four
Carlots e 55  Columbia, % pint 225 Sagollo srn(;]legr?)f»@?sts gzg»BglogotGggL ;
Less than carlots _ 57 g%'rukfgg,': I%rgeln{"d ------ 228 gapolro h’\%nd st ZC &L Bullion, 16 oz & imperials
a 0z. ‘courine anufacturin v
Carlots ... y ........... 16 Durkee’s, small, 2 doz. 5 25 Scourine, 50 cakes ...g Of%I;msaxW%?Lden Twins . 431 ~i¢OClOCS
Less than carlots ... 17  Snider’s, large, 1 doz. 2 35 Scourine, 100 cakes ...3 50 Deryby Gream Bar
MAPLEINE Snlders, small 2 doz. 135 SODA 5 Bro Gl M. Peanut Bar ..
2 oz. bottles, Aher do 300 ALERATUS BOXES oo Gilt Edg Hand Made Cnss IS#
MOL Packed 60 Ibs. in box.  Kegs, English . 4% Gold Rope, - gtream &/\/alzers ------
New Orleans Arm and Hammer 3 00 SPICES Gold Rope. 14 to Tb. 58 ring Rock ...... —
Fancy Open Kettle 42 Deland’s 3 00 Whole Spices G. p 0 : 32 .
Choice 3> Dwight's Cow 3 00 Allspice, Jamaica ... 13 Granger Fwist yr Old Time Assorted =%
Good i Lo P 3 @ Allspice,_large Garden 11 Buster Brown Good
Fair . Standard 1 80 Cloves, Zanzibar .....i6 G Le Wi - 3D Up-to-date Asstrnt !
Hal Wyandotte, 100 %s ...3 00 Cassia, Canton ... 14 Horse Shoe 2‘2 Ten Strike No. 1 ...-.
SAL SODA Cassia, 5¢ pkg. d0z.....25 oney Dip Twist | WRAPPING RARER Ten Strike No t f
Per cal\élelNCE MEAT 5 g5 Granulated, bbIs ... 80 Ginger, A frican 9% ,Jjolly Tar .. 490 Ten Strike, Summer
"""""""""""" Granulated, 100 Ibs. cs. 90 Ginger, Cochin 14% B T, 8o0z. 3 assortment ... § 3
MUSTARD Lump,  BbIS .o 80 Mace, Penan 70~ iKeystone 46 R Cent
% It>. 6 Ib. box 18 Lump, 145 Ib. kegs .. 95 Mixed, No. 19 16% 'Kismet ... o 48 No. 1 Mai Cracker .]ack ...... 9 X
o|_ SALT Mixed, No. 2 1 INobby Spun Roil .. 58ICream M. Giggles, 5c_pkg, M
Common Grades Mixed. 5¢ pk IParrot .. .28 Pop” Corn Balls ZOOst
100 3 Ib. sacks . 2 40 Nutmegs, 7p5§0 IPeachey .40l AzuliMt 100s.. *
60 5 th. sacks, .2 25 Nutmegs, 105-110 Picnic Twist 45! Ob My 100s .. o1
28 10% Ib. sac 210 Pepper, Black .. IPiper Heidsick 69 Cough Drops
56 Ib. sacks 32 Pepper, W hite llcedicut, 1% OZ.. . 38 YEAST CAKE Putnam Menthol .. X"5‘
28 Ib. sacks 17 Ppepper, Cayenne . jRed Lion .30 Smith Bros. ........ 1~
~Warsaw Paprika, Hungaria {Sherry Cobbler, 10 0z 26 ht, Z doz. ..... H8UT5—W Stole
14 56 Ib. dairy in drill bags 40 Pure Ground in Bulk Spear Head, 12 oz........ 44
IIYIanzranlllloa, 8 oz .90 28 th. dasrryI in drill bags 20 Allspice, Jamaica .....12 gpear I—Aea% 174% oz . ﬁl Foam, Z doz.
unch, 0z... - olar Rock Cloves, Zanzibar pear Hea 0z. ;
Lunch, 16 oz. 56 Ib. SACKS .oocormrerreiinnn. 24 Cassi Square Deal .28
Queen, Mamm Common G?ﬁé'ear’, %af?itg:n Star 43 FRESH FISH
3 Granulated fine 90 Mace. Penang ... Standar 37j
Queen, Mammoth, 28 s edrumsg 95 yutmegsBlmkgo %10/ J;gcvn enny gg
otive” Ciigiv, 3 doz. G S R Pepper, White " Yankee ‘Glrl Do
per doZ..iiinniiins arge whole .... 0 p
TOOTH PICKS Small whole .... @ 7 Peapelekra C'a‘yuennne 38 I Cotton, 3 pl
A k . p arian .45 ply
Hardwood Tooth Picks 2 00 Strips or bricks ?%@ 10% |§ Cotton 4 ply
ldeal i 85 Pollock ... s @5 c Jute, ly fick b
PICKLES Kingsford, 40 Tbs ........... 7Vi 1Hemp ply |hory Nuts per u.
Medium 15 Muzzy, 20 lib. pkgs. .. 5v4 Max. medium 1o, ne

Barrels, 1,200 count ..7 75 16 Muzzy, 40 1Tb. pkgs. ..5 iWool, 1 Ib. bal

Half bbls., 600 count 4 50 Holiand Herring Gloss VINEGAR
5 gallon ke%s LY O 225 Y. M. wh. hoop, bbls 11 50 Kingsford 'HI hland apple cider
maR Y. M. wh. hoop, %bbl. 5 75 Silver Gloss,” 40 libs. 7% land apple cider 3H9> f
Barrels .900 Y. M. wh. hoops, kegs 75 Silver Gloss, 16 3Tb State Seal sugar .. \ !
Half barrels ~5 25 Y. M. wh. hoop Milchers Silver Gloss, 12 6Tbs 8w 40 grain pure white .. Chinook. Salmon
5 gallon kegs .. .1 kegs 85 Muzzy Barrels free. Mackerel ... -
Gherkins . 48 11b. packages WICKING Finnan Haddie . tmert Meats

Barrels ..11 00 Queen, % bbls. 550 16 5Tb. packages 4% No. 0 per gross - ticante Almonds 942
Half barrels .5 00 Queen kegs ,,,,,,,,,,,,,,,,,,,,,, 65 12 6th. packages . 6 No. 1 per gross . urdan Almonds , #47
5 gallon kegs.. 275 out 50Th. DOXES ... 2% No. 2 per gross . Peanuts

Sweet Small No. 1, 100 Tbs .7 50 SYRUPS No. 3 per gross . HIDES AND REt ancy H P Sons % %o
Barrels . 50 No. 1, 40 Ibs.. 325 Corn WOODENWARE Hides Roasted ...... a tv
Half barrels 50 No. 1,10 Ibs. 90 Barrels 23 Baskets een No. 1 .. iioice. raw, ¢t. P. *-~m-
5 gallon kegs 00 No. 1, 8 Ibs.. 75 Half barrels oo 26 Bushels oo 100 DO. e 9
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e g e e The World’s Greatest

05
. 150

Cotton Victor rE Of
50ft. 110 I I
60ft. 135
70ft. 1 60
Cotton W indsor =
50ft. 130
15 enera ercnanaise
70ft. 150
Mica, tin boxes 9 00 80ft. 2 00 )
Paragon 6 00 Cotton Braided 1%8 callzes, :arge s!ze..ggg
cakes,large size.. .
BAKING POWDER : »5 100 cakessmall size..38 In any of the twelve cities named below
50 cakes,small size..l 95 X K
Rolx(/)al . % 65 we show a sample of everything we sell, in-
C Size
No. 20, each 100ft. long 1 9O Tradesman Co.’s Brand i i .
%Ib. cans 135 No 19 eoch 100ft mnS 316 cluding the following departments:
6Goz. cans 1 90 CROFFtEdE
%It>. cans 2 50 oaste .
l’/Zlb. cans 3 76 Dwlnell-Wrlght Co.’s B'ds. Dry G.OOdS ’ Stationery
lib. cans 4 80 Clothing (Men’s) Toys
31b. cans 13 00 Clothing (Women’s)  Fancy Goods
51> cans 21 50 : : ’
Black Hawk, one box 2 50 Clothing (Children’s) Glassware
YOUR Black Hawk, five bxs 2 40 Hats and Caps Crockery
OWN Black Hawk, ten bxs 225 R R
PRIVATE TABLE SAUCES Gloves and Mittens China
BRAND Halford, large -
Halford, small Notions Jewelry
Candies Watches
Drug Sundries Sporting Goods
Grocery Sundries Pictures
Books Furniture
Tinwar
White House, lib... Hardware are
:\é/xﬁgrsioﬁ?ué?léné,lbgib. Enameled Ware Cutlery
:eXcelsior, enda, c .
Wabash Baking Powder Elp 'Il'oig,I Bdlend, lib Use Woodenware Horse Goods
Co., Wabash, Ind. oyal Blend ... i Leather Good
; Royal High Gra Store Fixtures eather Goods
gg %Zz' t'(Iinn Ccaanr?s gupterlochlegl_d ti X k d Musical Good
- oston ombination .. USICa 00 S
19 0z tin cans .. Distributed by  Judaon Trunks an ] Bags o
10 1 tin cans % BI2°Y Cuy S B SEPE Pianos and Organs
8 oz. tin cans . 45 'mons Braos. Co., Sagl-

4 oz tin ca 35 nawj Brown, Davls ¥

ns . .
32 oz. tin milk pail ..2 00 Warner_ Jackson: Oods-

We make it easy for you to compare.
16 oz. tin bucket ... 90 Durand_ & Co., Bat : : : :
1L oz glass tumbier . 85ihe Creek, Fielbach Co., Every sample is plainly marked quantity in
6 lass tumbler . oledo. ;
852 9int mason jar 81  FISHING TACKLE package and GUARANTEED NET price—
CIGARS Mo 1 n. . tradesm an the same price quoted in our current cata-
Johnson Cigar Co.’s Brand ;10/ {0 22_in... logue and the only price we have.
b to n.
3 m.
3 in.

You avoid the tiresome tramp from house
to house. Everything is right before you.
o The goods are logically grouped. It is rapid,
: pleasant buying.

Cotton Lines

No. 1, 10 feet
No. 2, 15 feet
No. 3,15feet .
No. 4,15feet .
No. 5,16feet
. No. 615feet
811No. 7, 15 fee

3. C. W., 1,000 lots

EI Pprtanpa ............ - é551N°' g E ?e“t Call onf us. \P/]Vetljl be glad to show youI

vening Press »5INo. 9, eet .. our way of merchandising. Don’t wait unti

Exemplar ...Linen Lines Cou pon y 9

Worden Grocer Co. Brand gmall s 20 you have an order. We want to get ac-
TR uainted. We want to know you and we

Perfectionsen...'.—.!.l.{f ........ 1;)5 Large . i s q y

Perfection Extras .
Lnndres ...

3] Poles want you to know us and the many advan-
351Bamboo, 14 ft., per doz. 55
Londres Gr

A5 Bamboo, 16 ft., per doz. 60

Standard 85jBamboo, 18 ft., per do*. 80 tages we can offer you.

Purlt 35 Y - ' . .

Panatellas, Finas 3 ox's, 1000z lavee .1 80 Send for our catalogue, if you can’t call.

Panatellas, Bock $0 cox’s, 1 doz. Small .1 00 ; ; )

Jockey Club .. 35 Khox's Sparkling, doz. 1 25 It will bring to your store the world’s most

COCOANUT Knox's Sparkling, gr. 18 00 comprehensive line of general merchandise

Baker’s Brasil Shredded jKnox’s Ad ' k ; i .
| Smos & BOO S with our only price—net and guaranteed
RvtBOutli Rock ...... 1 1

printed on every item.

SAFES

BUTLER BROTHERS

Exclusive Wholesalers of General Merchandise

& pkgs., per case .2 60 Full line of fire and bur- . . . .
6 1Ac % s.. per case 260 i
(2100 DRI BE ok gs,tlgcrk prg)t/)f tﬁ(aefes'l'rakdeepstmaqu Mede by New York, Chicago, St. Louis, Minneapolis

Per Case ... Coinpan?/. Thirt -fil\j/e sixelsI
an,l styles on an at a . . . . . o
CLOTHES LINES times—twice as many safes Sample Houses: Baltimore, Cincinnati, Dallas, Kansas City, Milwaukee

jas are carried by any other TTE(ETH']
60ft. 3 thread, extra 1 Q0 house in the State. "If you O]Tml
72ft. 3 thread, extra.. 1 40”:1{"e _amabledto Visit that’r‘]d

: “ Rapids an inspec e . :
00t & thread: extra. 1 %9 fine personally, write for ~ Grand Rapide, Mich.
73ft. > thread, extra.. quotations.

Omaha, San Francisco, Seattle
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BUSINESS-WANTS DEPARTMENT

\.hcrtisements

Mih'-wquent continuous

BUSINESS CHANCES.

Drug store ia small town, wall paper, fancy
oods, boons, stationery, school books, soda
ountain, etc  Nicely fitted out. Inventories
about $3,000. _1have other business and must
sell quiuK. Terms made to suit purchaser.
Address No. 183. care Tradesman. 183

For Sale—A stock of general mer-
chandise in a resort town on the A. A,
R. R. in a fruit belt and good fannin
country. Stock $6,000. Good trade. Cas
system. Address Box O, Beulah, Benzie
Co., Mich. 1

W atned—Stock of merchandise,
ventorying $3,000 or less in country
in exchange for larger stock in
of 10,000 "population. Address
care Tradesman.

For sale or rent cheap, brick store
building, Mt. Morris. Splendid opening
for hardware, grocery or general store on
edectric steam road. Population 1,300.

in-
town,
live cit
No. 181
181

Particulars address Thos. Ferguson, Mt.
Morris, Mich. 180
Shoe Business For Sale—$4,500 stock,
good location good business. Good room.
tlow rent. Will sell cheap if sold quick.
C. N. Thmposn, Lock Box 143, Ohio City,
Ohio. 179

For Sale»—A general stock of dry goods
and ready-to-wear goods in Eastern Ohio.
Stock low, about $6,000. Do about $36,0uU
a year cash business. Must be sold with-
in thirty days. Write to S. S. Urfer,
Dennison, Ohio. . 178

Bring Something to Pass

Mi. Merchant! Turnover your "left overs.'
Build up your business. Don’t sacrifice the
cream of ﬁoﬂur stock m a special sale. Use the
?Ian that brings ail the prospective buyers in
ace to face competition and gets results. 1
personally conduct mB/ sales and guarantee
my work. Write me. JOHN C. GIBBS, Auc-
tioneer, Mt. Union, la.

For Sales—Bakery and
sell at once. F. W.
Mich.

For Sale—If taken at once, $3,000 stock
of general hardware. All new, no old
stock. Cash business established in
good town of 500. Best of farming coun-

M ust
Constantine

restaurant.
Stears,

try, 25 miles from Grand Rapids. Must

bé cash deal. Address No. 176, care

Tradesman. 176
For Sale—A clean stock of groceries

and hardware; will consider a dwelling
or small place near town. Address J. N
Douglas, Belvidere, ill, 175

For Sale—Jewelry, furniture, wallpasper
and china stock. = Will invoice $1,800
Only stock in town. Doing well. Ad-
dress B. E. Van Auken, Morley, l\1/I7i‘{:h

For Sale—Grocery and ice cream busi-
ness in good Northern town of 500 popu-
lation. Splendid location for investment
of limited means. About $1,500 required.
Must sell on account of poor health. H,
B. Matthews, Alba, Mich. 173

For Sale—First-class grocery store and

fixtures in Flint. Other business com-
els me to sell. Address No. 172, care
radesman. 172

To Merchants Everywhere

Getin line for a rousing Jan. or Feb. Special
Sale. Our wonderfully effective methods will
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. W rite us today.

COMSTOCK-GRISIER SALES CO.
907 Ohio Building Toledo. Ohio

For Sale—An up-to-date confectionery
and ice cream parlor. A fine opportunity
for restaurant in connection. Get familiar
with trade before rush season opens. Ad-
dress No. 171, care Tradesman. 171

Buckeye paper baler is the only auto-
matic baler on the market, saves % time
and labor in baling, only takes floor
space of 24x32 inches and low priced.
Buckeye Baler Co., Findlay, Ohio. = 169

An opportunity of a _lifetime to pur-
chase a business that is a moneymaker
now and has a great future. |If you have
$6,000 in cash or good security or resi-
dence property in Grand Rapids, or a
3ood farm worth $6,000 to exchange, ad-
ress Business, care Tradesman. 167

second-
hand

The largest line of new and
soda fountains, wire chairs and
tables in Western Michigan. Store and
office fixtures of all kinds. Bargains.
Michigan Store & Office Fixture Co., 519-
521 N. Ottawa St., Grand Rapids, Mich.
168

inserted under tins head for two cents

insertion. No charje less

For Sale—House, large lot and barn in
Ann Arbor. Fine condition. Rooms rent-
ing for mxtK-flve per month. Best loca-
tion in Michigan for corner grocery. No
exchange. Address A. H., care Mlch%an
Tradesman. 1

For Sale—Drug stock and fixtures worth
$2,500.

Will sell for $1,600 if sold quick.
Address W. C. P., care Tradesman. d

On account of sickness | will trade mgl
stock of merchandise, inventorying $5,800.
"n city of 9,000 in Western Michigan, for

a small stock in country town. Address
No. 162, care Tradesman. 162
Business Opportunity—Farm and cit

property to _exchange for stock of mer-

chandise.
Mich.

For Sale—Tihrty thousand dollar stock
of dry goods, ready-to-wear, and shoes,
in best town in state of Kansas. Right
party with capital can do business of two
nundred thousand dollars a year. Room
0x150. Nothing but cash deal consid-
ered. If interested_write for particulars.
Mrs. John Purcell, 731 Houston Sit, Man-
hattan, Kansas. 159

For Sale or Exchange—One
oldest and best country stores
gan. No competition. “Excellent farming
territory. Late owner made a fortune.
Real Estate, $3,000, stock and fixtures
46,000 to $7,000. Will sell for cash or ex-
change for city business block, flats,
residence propeéerty or well improved
farm. This business will bear the closest
investigation. Do not write unless you
mean business. Address No. 154, care
Tradesman. 154

For Sale—About sixty-five acres mile
and half South Traverse City, level hun-
dred feet above and overlooking Board-
man River. Eight acres young orchard.
Fair buildings. Large springs. Over
forty acres cleared. ~Team and tools
for "$3,000. No other such bargain near
Traverse City. Address T, care Trades-
man.

For Sale—About $2,000 worth
suits at a sacrifice to clean up
Comparatively new. Don’t write
ou mean business. Address H,
radesman. 158

For Sale—Ten wardrobe oak cabinets.
Double set carrier.s Good as new. In
use but a short time. Address . A.
Blotcky, Onawa, lowa. 155

For Sale—One of the oldest established
general merchandise and milling busi-
nesses in Michigan, located at Comstock

Thos. J. Skelton, Barryton,
160

_of the
in_ Michi-

men’s
stock.
unless

care

Park. Inventory taken January 5, shows
groceries $1,288.78; dry goods, $2,247.16;
ooots, shoes and rubbers, $1,581.26; hats
and caps, $137.49; hardware, $310; drugs
and paints, $1,078.68; flour, feed and
grain, $562; store fixtures, $1,339.06; ac-
counts receivable, $346.15; horses, ve-
hicles. and harnesses, $502.50. Come and
look it over and make me an offer. Gil-

bert E. Carter,
Mercantile Co., Mill Creek, Mich.

For Sale—At a bargain, one No. 8
Royal electric coffee mill and one No.
9 Royal electric coffee mill, both in Al
condition. Address No. 156, care Trades-
man. 156

For Sale-—Stock and buildiné;s
one of the finest dairy ist
state; located on fine country
ner, only store here.
$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, Steward, Ohio. 151

For Sale—Stock and st ore. Best loca-
tion and largest grocery and produce
business in Ligonier. Cause of sale is
slicdkness. Address P. O. Box 56, Ligolréber,
nd.

For Sale—Variety stock running large-
ly to dry good sand ladies' furnishings.
Invoice about $4,000. County seat town
Northern Michigan. Reason for selling,
wish _to go est. Address No. 53.
esare Tradesman,

To Exchange»—For general stock of
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 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-
cery stores. If you have capital, cey)acny,
energy and a desire to do a good busi-
ness in a good town, write me. Address
Chittenden, care Tradesman. 143

Receiver, Plumb-Hayes
166

situated
ricts in
road cor-
Stock invoices from

a word the first insertion and

r an 25 cents.

For Bale—W ater 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
Annis, Eaton” Rapids. Mich.
] _For sale or trade for city prop«
nice clean stock of dry X adies’
ready-to-wear clothing, Tui ing goods
and shoes. At a discount old before
March 1. Stock will invent'
can be reduced. Small &

low, business established
Anspach, Kingsley, Mich.

For Sale—At Freiburgers, Michigan,
qgeneral store and good fresh stock, in-
jventorying about $3,000. Will sell or

jrent building, ten living rooms over store.
Write or call at once. A. C. Graham.
Sheriff, Sanilac Co., Sandusky. Mlch.137

Typewriters—New. second-hand, and
factory rebuilts. All makes; lowest prices.
Fully "guaranteed. Cash or installments.

Expert repairin%. Cali_or write.  U. 3.
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 sellin Cash
}Ia_roposmon. Address No. care
radesman. 132
For Sale—Drug store and fixtures in
town of 450. Stock and fixtures are prac-
tically new. Best of reasons for selling-
The roperty will stand investigation.
Good location for veterinary surgeon. Ad-
dress No. 123, care TradeSman. __ 3
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

A Bargain—Photograph gallery and
furnlshln(};_{s complete. Cheap for cash.
Address H. O. 'Wooster. Buckley, l\ﬁzlgh.

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. W:ill sell both
or separate. $1500 down, balance easildy
arranged for. Write or call J. S. Husted.
Buckley. Mich. 119+

|, For Sale—Small stock bazaar goods in
hustling Northern town Box 34, Buck-
ley, Mich. H7
For Sale—Grocery and shoe
live town Central Michi?an.
petitor. Address No. III,
man.
Ori

stock in
One com-
care Trades-
HI
jon Land For ;Sale—16,000 acres!
»lonization or piattlng proposmonl
the West. Box 598, Portland, Ore%%n.i

Cash for your business or real estate.
1 bring buyer and seller together. Nol
matter where located if you want to buy, 1
sell or exchange any kind of business* or
'E_roperty anywhere at _any price, address

rank P. Cleveland. Real Estate Expert.
1261 Adams Express Building. Chicago,
Ilinois. Jx*

For Rent—120 month, large store with

ail fixtures and living rooms

buying any part ge

sighment. Would lange. A W.

Stein, Elmira. Mich 13*
I pay cash for stocks or part stocks

of merchandise. Must be cheap. 3.
Kaufer, Milwaukee. Win. VE
MERCHANTS ATTENTION — Clean

out your winter merchandise with a rous-
ing January or February Special Sales.
Oldest sale” conductor in the business:.
Personally conduct all of my own sales.
N. Harper. Fort Huron. Mich. »

For Sale—Residence, store building' and
stock of general merchandise, Good Lo
cation on two railorads and im center of
dairy country, tributar » a new Van
Camp condensery. 91 health, reason for
selling.  Enquire of C. L. Robertson,
JAdrian, Michigan, or Ryal Pi Riga» Sand
[Creek, Mich. v*

W anted—Stock

1 general merchandise;
clothin

or shoes. Jul correspondence m -
fidential. O. €& Price. Macomb, SL 4*

For Sale—13.500 stock gmewries wd
hardware is Central Michigan farming
;country, produce business connected.
ling _good business, sell at invoice. Ad-
dreggq Not O cage T-adesman

For Baie—Stock of generai westfliasad&m

in one of the best t&mmm fis mIrhtgtn 9s-
voiees $SS8& Gas reduce «nek 0*
urchases'. Reason  Car

ealth and m run ’« rin ose
etttor. msmimy 9

one cent a word for o.

Cash must aecompanv ail order”

Safe» Opened—W Slocum, wrtm as-

pert and locksmith, ili Ottawa, street.
frand Rasiiie Mich

For Sale—Om IN account

register cheap. Address A

Michigan T

Wamed---Win«low trimmer and card
writer. Give age. experience and salary
expected. Waterman 3m .. Mt, FTraiir
ant, Mich. im.
W anted—Clerk for general store. Most

® sober and
inevfou# ex
*(tdrews

industrious» and kwvw asm*
perience. _Reference» *nliifl mt
.<*n T-KpewSH MS

SITUATIONS WANTED*.

years’ exp#*rienee in this line of work.

_Wanted—Young man of 27 wants ﬁasi-

tion in good retail place as clerk w
test sage-.

Here Is a
Pointer

Hoar adwsrtxsemeac.
if placed os rhis pasje,
wGoid be seen Mid m d
by ergéat
che Esose jencgresacve

lir.osanti si

E crc«sanisi x

Ohio and ind&ask. We

have resEsxocEiai jet-

ress febis rMcaseeadh al
mu> 1V «

®isgcbhu Mskd m n

as
tibe detect resokr d a4~
vertssKf m tifa* paper.

mopere »
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TELL IT TO THE BOSS,

The Practical Ways of One Billy
Hunter.
W ritten for the Tradesiran.

“Now,” said Chet Gregory, the
leader of the Young Men’s Civic
Club, to Billy Hunter, “you can go
to the Legislature if you want to. We
have it fixed with Harvey to stay
out of the race and you’re next. Go
on down to Lansing for a winter and
next time we’ll send you to the State
Senate. You have a future before
you, young feller,” Chet added, with
a poke in the ribs.

“Why?” demanded Billy Hunter.

“Why?” repeated Chet. "Why the
why?”
“What are you boys doing this

for?” replied Billy Hunter.

“Because,” said Chet Gregory, “we
have become tired of the old has-
beens. They don’t count down there
any longer, and if you go to see one
of them with a humble petition for
a job for a friend he will look at you
as if you were a muck-raker asking
to be invited in to an afternoon pink
tea in the home of the interests. They
think the good Lord put them into
office, confided the interests of the
public to their own hands, without
any aid from the boys. 1 am going
to let them look to the good Lord
for their support this time. Do you
get me?”

"liut why Billy Hunter?” asked the
other.

"Because we can do more with the
boys when you are in the fight, thats
why. They like you. You’re red-
headed, and freckled-faced, and your
eye-orbits are not too large, and your
optics are keen and friendly. Run
the points of the picture over in your
mind and see if it is not an attractive
one. Somehow, people like red-head-
ed young fellows with freckled faces
and eyes that are keen and friendly.

“And what sort of goods do | pay
in?” asked Billy Hunter.

“No pay,” replied Chet Gregory.

“That doesn’t go!”

“Well, then—”"

“Out with it!”

“When it comes to
tween your own friends and those
who have never been any good to
you, you will know what to do, of
course.”

“It doesn’t look good to me,” said
Billy Hunter.

“What’s that? Not look good to
go to the State Legislature, with a
chance of going to Congress?”

“No; it doesnt look good to me.'

“Oh, this isn’t big, of course, but
think of the future.”

“That’s just it,” replied Billy Hunt-

er, “I am thinking of the future. Give
the job to some one else.”
“Oh, you’ll change your mind.

Think of the honor and the power!
“What did you say about the pres-

ent incumbents?  Old has-beens?
What! You want some one young
and willing, some one with human

interests that touch with those of the
younger generation! Well, how long
would it be before | would be one of
the has-beens?”

“What’s the matter with you, any-
way?” demanded Chet.

“In a very few years | would know

deciding be- |
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nothing but politics. 1 wouldn’t have
any business. | wouldn’t

have any
backbone. | probably wouldn’t have
any home. 1°d just be an old has-

been, asking the boys—your sons and
the sons of the other members of the
Club—to give me just one more term!
And they wouldn’t do it! I’'d be too
old and too firmly tied to old ways.
1’d be thrown out, and people would
say, when they met me on the street,
‘That old codger used to be—.” Not
for mine! 1’d rather never get to the
top than be pulled down again, and
hear the people who cheered me
cheering the man who knocked me
out of the box. This is on the square,
Chet. It doesn’t look good to me.”

“1'd like to know what you can get
into that wouldn’t in time take your
health and strength, your years and
your youth,” said Chet. “If you go
into anything on earth you’ll be a
has-been in time.”

“Not if you go into business and
build up a great concern,” said Billy
Hunter. “Not if you work your way
to the head of a big store and own
most all the stock, and have the big
noise to make about everything. It
won’t make any difference how old
you get, or how white your hair be-
comes, if you own the bhig concern,
and can run it your own way. \ ou’re
one of the big men of the city, and
and the people take off their hats to
you when you go into your place of
business. A man is never a has-been
in his own successful place of busi-

ness, mind that.”

“Oh, yes he is. Younger men
crowd him out.”

“Not so you could notice it! | hear

a lot of talk about young men crowd
ing old ones out of business, but you
get photographs of the board meet-
ings of the big concerns of earth and
you’ll see white haired men sitting
at the tables. It is the young men
who are doing the talking about
young blood! Don’t you forget that
The old men in business are looking
for young men to work for them be
cause they have strong legs and will
run errands and all that, but the old
men are in control.”

And you’re going
Where’s the capital?”

“lve got to earn it.”

The President of the Young Men’s
Civic Club laughed and said he was
always glad to help Billy Hunter in
anything he undertook and went his
way. So Billy Hunter went into a
department store to clerk in the cloth-
ing department at eight dollars a
week. He slept in a hallroom, and
took his meals at seven for a dollar.
Somehow?7 all the boys didnt seem
so friendly then but Chet stuck. One
day he met Chet on the street.

“You’re doing fine!” Chet said.
“Stick, and you’ll have all the trade
WE boys can throw to you.”

“Tell that to the boss!” said Billj7
Hunter.

That same day he met Sam Dou-
glass, who was a prominent member
of the Club that got a living work-
ing the old man.

“Glad to see you getto going,” Sam
said. “If | can help you let me
know.”

“Go tell that to the boss,” said
Billy Hunter. “W hat’s the use of tell-

into business?

ing it to me? It won’t get me any-
thing.”

That evening Dennis Samuelson,
who was running for the Legislature
on the ticket Billy Hunter would have
been on if he had accepted Chet’s of-
fer, called on Billy at his hall room,
where the latter was sitting in his
overcoat and hat, for it was late Oc-
tober, and cold in the unheated room.

“Billy Hunter,” Dennis said, “you
can do me a lot of good. The boys
like you. They wanted you to run
for this office I'm after. Now, speak
a good word for me, and I’ll boost
you whenever | get a chance to do
s0.”

“How?” asked Billy.

“I’ll trade with you and ask the
boys to.”

“Well, you go tell that to the boss.
You say to him that he’s got a young
fellow7 in the clothing department
who is popular with the boys, and
who is bringing a lot of trade to the
store. What’s the use of telling me
what a good fellow | am, and how
well I am doing, as you were about
to? You go and tell it to the boss

you want to help me. That will
count.”

The next morning Billy stopped in
at a cigar store to buy two-for-five
and the clerk began telling him what

hit he was making in the depart
ment store. He said that he traded
there on Billy’s account.

“Say,” said Billy Hunter, “suppose
you go and tell that to the boss
That is the place to unload that sort
of talk. It does me a lot of good to
hear it, of course, but I'll have more
money at the end of the year if you
tell it to the boss.”

That is what the boys began to cal]
Billy Hunter, after a time—Tell-it-to-
the-Boss Hunter. If a friend at th«
restaurant complimented him on th;
good sense he showed in showing hi
goods, his answer always was:

“Go tel! it to the boss. If | am
such a paragon, | want the boss
know it. Go tell it to the boss!”

One day the boss asked Billy why
he was sending a lot of stiffs into th
store to do the personal boost act
and Billy laughed.

“They come to me,” he said, “and
tell me what a wbnder 1 ant, an
how much money they spend in the
store because | am here, and | tell
them to go tel! it to the boss. I did
not know that they came, though,
didn’t intend to have you annoyed

“No annoyance at all,” replied the
boss, but he kept watch of Bill
Hunter. “He’s got a lot of sense,
he said.

That is the way Billy Hunter go
into the lime-light in the big depart
ment store. He knew that a mine of
gold that never was discovered was
waste wealth, he knew that a tw
ten horse would never make a hit un
less people found out what it could
do, he knew that he might work at
the back end of the clothing depart-
ment for forty years without a raise
in pay if the boss never found out
what he was good for.

Anyway, the boss liked the way
Billy did it, and watched him. Billy
is now head of the department, and
will have a store of his own in a few
years. He will always be IT in that
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store, and never a has-been. Now, you
young men with an itching for po-
litical “power” kindly think over the
situation and see if Billy wasn’t right
about the political job, and also the
“tell-it-to-the-boss” conversation he
gave out. Alfred B. Tozer.

Peter P. Steketee.

In the recent death of Peter P.
Steketee, Grand Rapids lost one of
its most successful business men and
best citizens. He was born in this
city 53 years ago, and this city was
always his home. His father, Paul
Steketee, was one of the sturdy pio-
neers of the Van Raalte Colony and
opened a small dry goods store in
this city in 1862. When his son Peter
reached his 18th year, in 1873, he en-

tered the store as clerk and worked
up to a partnership. Upon his death
he was senior partner in the impor
tant retail and wholesale dry goods
house of P. Steketee & Sons. He
ave close attention to business, and
in many ways impressed his charac-
ter and ideals upon its methods. He
loved his home and was devoted to
his family. Among business associ-
ates and friends he was genial and
companionable; in the family circle
he was kind and indulgent. He was
an active member of Westminster
Presbyterian church, a Director in the
Grand Rapids Building and Loan
Association and a member of the
Board of Trade. He had no frater-
nal affiliation, his whole heart being
bound up in those near to him. The
funeral, from the home, was large-
ly attended, and many beautiful trib-
utes were sent by friends and asso

ciates. Mr. Steketee is survived by
his wife, four daughters, Helen, Ruth
and Louise, of this city, and Mrs.
Warwick, of Kansas City, and two
sons, Paul F. and Harold; also by
three brothers, John P., Paul and
Dan. C., and one sister, Mrs. C.
Dosker.

The Daniel Lynch Company has
purchased the Wm. Drueke wholesale
liquor business and will add liquors
to its line. The company has leased
the six story Blodgett building on
lonia street, recently vacated by the
National Candy Company and will
occupy it after March 1 The busi-
ness will be strictly wholesale.



Stop That Night Work!

The daylight hours should be sufficient in wfcich to do your bookkeeping
And still, many nights each month you are chained to your chair and your desk,
posting, totaling accounts, making out statements, doing any one of a dozen
things with your books.

You want information about your business, yet you are foiaf the fong way inroad
to get it. The short way is the one adopted by more than 70,860 merchants sa aii parrs if
the United States. These have found that by the use of The McCaskey Gravity 1ccooar
Register System their posting and rotaiisg are doee « the rime the sale is made. They
have no statements to make or maii at the end of the month because each rote-slip s la
itemized account of the goods purchased and each shows the total indebtedness so dare.

The McCaskey System has been ap-
proved by expert auditors and ac-
countants as the natural, logical and
most scientific method of handling
accounts, yet is so simple that with

Only
One Writing

The McCaskey System cuts out useless bookkeeping, prevents forget-
ting to charge, prevent* errors and disputes with customers over their ac-
counts, acts as an automatic collector, is an automatic credit limit preventing
over-buying and "wer-selling, and protects the user against loss of insurance
in case of fire

"M £Cask Ev

itaav«se can tetro accorane recari»
ai ¢iads bought and soid, nerciuo-
dise on hand, cash on band ami in
bask, accounts payable amd any «eher
chat may be desired.

You owe ir to yourself to investigate rhe merits of che VlcCasfeey
proposition.

A letter or postal card will bring yon information without «try nbiigsmaa.
on your side to purchase.

Or. tear out this advertisement. sign your same and address, when :t
reaches us well know you want information.

The McCaskey Register Company

Alliance, Ohio

Vgencies n > principal ririe»

Manufacturers of Surety Non-Smut Duplicating and Triplicating Sales Books and Single Carbon P*b ,all vinetie

Heres The Proof
Kello”™s ‘Square Deal”Policy Protects Both

Price Protected-

Trade Profits
Assured

No “Free Deals”
to induce
Price-Cutting

No “Quantity
Price” to favor
big buyers

Nothing to
encourage over-
buying goods

ol

No Coupon
or Premium
Schemes

................ fihh.i'flllli.ltfel

Best advertised
and most popular
American Cereal

GROCER «DCONSUMER inariiwys

*NO SQUARE DEAL POLICY

Some time ago | assisted in adjusting a fire loss for a grocer. Among the stuff set aside for adjustment af lass wsmoed
was a lot of breakfast food supposed to be damaged by smoke. | 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 of packages
containing a biscuit— popular and well known. Upon examination | found these decidedly rancid a d unfit for food. |
learned later that all these goods had been bought in large quantities in order to get the price, and, as is often the case,
the quantity could not be disposed of while fresh and saleable. Age does not improve anything edible There isa mm
even to ageing Lnnburger and Rocheford cheese— where loud smell gives some ciass tn the nostril of the epicure but 1fame
yet to find the first cereal or package foods, or foods sold in any form, that improve by age and the sooner nanufectareis
of food-stuffs change their system of quantity price and follow the “Square Deal” policy of a Battle Geek cereal the better
for themselves, the reputation of their product, artd the better for the grocer, t justwant to add here hat among the Cereals
put out as damaged by smoke, none of which had the least trace of smoke, were “Keifosg i toasted Com
Flakes,” (and three other brands'*) and others, not one of them ensp and fresh but Kelloggj toasted Com
Flakes. Why? Kellogg’s was the only cereal there not bought in quantity. Single case purchases kept t
on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, considering quality, capital ar
warehouse room, the square deal policy is the best and only policy for the Grocer.
*Names furnished on application.

* REPRINT FROM “UP-TO-DATE”
Edited by J. W. Rittenhouse, official organizer of the Retail
Merchant's Association of Pennsylvania, is, according to its
official tide “Published in the Interest of the Retail Her-
chants of Pennsylvania for the purpose of Promoting Or-
ganization and Maintaining in Pennsylvania the largest f
Body of Organized Merchants in the United States.’

rr PAYS EVERYONE TO STICK TO

H uUeg\
t “"SS!

the noe

Lineali never
Allowed 9»
Grow state

Soldante
the gem»me

Keabgg package

Pnce the son»
everywhere a
to everybody

*l.Hi

Paysan wriest
profit; » the
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