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Old times, Old Friends* Old Cove

There are no days like the good old days.
The days when we were youthful.
When humankind were pure of mind.
And speech and deeds were truthful:
Before a love for sordid gold
Became man'’s ruling passion,
And before each dame and maid became
Slave to the tyrant Fashion.

There are no girls like the good old girls—
Against the world 1'd stake 'em
As buxom and smart and clean of heart
As the Lord knew how to make 'em.
They were rich in spirit and common sense.
And piety all supportin’;
They could bake and brew, and had taught school, too.
And they made such likely courtin’.

There are no boys like the good old boys—
When we were boys together.

When the grass was sweet to the brown bare feet
That dimpled the laughing heather;

When pewee sang to the summer dawn
Of the bee in the billowy clover,

Or down by the mill the whip-poor-will
Echoed his night song over.

There is no love like the good old love—
The love that mother gave us.
We are old, old men, yet we pine again
For that precious grace—God save us.
So we dream and dream of the good old times,
And our hearts grow tenderer, fonder.
As those dear old dreams bring soothing gleams
Of heaven away off yonder.
Eugene Field.



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:—“STATE SEAL’ Brand Pure Sugar
Vinegar is in a class by itself, made from Pure Granular
Sugar. To appreciate it you MUST recognize its most ex-
cellent FLAVOR, nearer to Cider Vinegar than any other
kind on the market today—BEW ARE OF IMITATIONS.

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

Our Brands of Vinegar are profit winners. Ask yonr jobbers.

Oakland Vinegar & Pickle Co.  Saginaw, Mich.

IF

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
canbe built.

Our No. 144 type of scale (shown in
cut) is rapidly replacing all other forms or
make of scales. It is brimful of merit. No
other scale is as quick and accurate in
showing weight or value. No single part

of this scale is subject to heavy strain; it will therefore outlast any other
kind. If, after years of hard and constant service, the knife edge bearings
on the base should show a little wear, it would not affect the accuracy or
sensitiveness of the scale. The springs will never wear out.

Our competitors like to talk about our springs. Their statements are ridiculous.
Our springs are as perfectly controlled against action of heat or cold by our patented
thermostat, as the thermostatic construction of the balance wheel of a high-grade
watch controls the hair spring.

_Beware of Cut-Down-Pivots. If you don't know what they are or how they
cut into your profits, write us for detailed information. Practically all heavy pendulum
scales use this dangerous and impractical construction.

The BOSTON STOKE. CHICAGO, 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
cheapest. If you have old or unsatisfactory computing scales of any make, ask for
our exchange figures.

W rite for full details.

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

The Computing
Scale Co.
Dayton, Ohio

Moneyweight Scale Co.
58 state street, Chicago
Grand Rapids office, 74 S«. lonia St.

District Sales
Offices in All
Prominent Cities

Please mention Michigan Tradesman when writing
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GROCERS’ CONVENTION.

Annual Address of President De Bats
Full of Good Ideas.

The annual meeting of the Michi-
gan Association of Retail Grocers and
General Merchants opened at Port
Huron Tuesday with a large attend-
ance and is still in session as the
Tradesman goes to press. The con-
vention was splendidly welcomed to
the city by Mayor John J. Bell, and
Claude E. Cady, of Lansing, respond-
ed. President M. L. De Bats made his
annual address, in which he reviewed
conditions and outlined a platform for
the organization. The session will
be busy and important, but will have
no lack of pleasurable features. The
attendance is large. Following is the
address of President De Bats:

In opening this, the thirteenth an-
nual convention of the retail grocers
and general merchants of Michigan, |
can not help but feel a sense of pride,
as | know you do, upon our growth
and progress, | feel that we are in
better shape to-day than ever in our
history, and the future holds pros-
pects for unbounded development of
the aims for which we are founded.

We are here to talk business and to
work in harmony to the end, that we
may understand ourselves and each
other better and to figure out ways
and means for the continued growth
and strengthening of our splendid or-
ganization. There is little in detail of
the work of the past year to be dwelt
upon or discussed, but for the com-
ing twelve months we have work
ahead that should command the best
efforts and energies of all of us.

W ith the recurrence of each annual
convention we are brought closer to-
gether and we get better acquainted
and understand the needs of such an
organization as this more fully. As |
said, the past year has been one of ad-
vancement in association work and
we should now be prepared to cope
with the big questions and contingen-
cies which now confront us.

The Credit Rating Bureau, which
has been established in nearly every
city in our State, is proving a great-
er success than we had hoped for.
The meeting of the Executive Com-
mittee, which was held in Lansing in
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September, was of great benefit to
the Association, as was also the
meeting of secretaries, which was
full of enthusiasm and a vim that
should augur well for us. At these
meetings work, which is bringing
good results, was planned, also the
establishing of a Central Agency of
Information, whereby one local asso-
ciation can get in touch with the
other and get information which is
needed to make this branch of our
organization a success.

wholesalers would
among themselves
needed lines a gr
evils that are now
be eradicated with
In this connects
your attention to
less we are on the
and especially at t
post law will be e
hooves us to be
put forth our be;
vent such enactme

M. L. De Bats

I would respectfully recommend a
still closer relationship between the
local organizations and our State As-
sociation, so that it might be known
that when a local organization makes
a request the State Association is be
hind that request. | believe that if
such local organizations were known
by a name or number, showing their
identity with the State organization
it would work to great advantage to
both bodies.

I would also recommend a closer
relationship between wholesalers and
retailers, so that they could be <
mutual benefit to the trade. | am
firmly of the opinion that if the

mentally unfa
interests for which this orgamzat)
stands. The Executive Commit
took action on this matter and
structed the Secretary to write er
congressman and the two senat
from this Sta:e in protest against
passage of the bill providing for ¢
law, which is now pending before
National Congress

| believe that we should take so
action in regard to the billing of
goods at net weight. This matter
one of great importance and sho
ibe taken up and given considerat
at this meeting. At the present ti
[there are vety few of us who kn

Number 1429



MAKES A CHANGE.

Walter K. Plumb Leaves the National
Biscuit Company.

Walter K. Plumb has resigned as
Manager of the Grand Rapids branch
of the National Biscuit Company to
become Secretary and Treasurer and
Manager of the sales department of
the Fox Typewriter Company, in
which he has acquired a substantial
interest. Mr. Plumb has been con-
nected with the National Biscuit
Company for eighteen years, for
twelve years as Manager, and few
men in Grand Rapids are better ac-
quainted with the Michigan trade or
have a wider circle of business and
personal friends than he. Starting in
the office soon after leaving school,
in 1892, as office and general utility
boy, Mr. Plumb was advanced to
book-keeper, then to the sales de-
partment, then to Assistant Manager
under S. A. Sears, and when Mr.
Sears was chosen to the directorate
of the National Biscuit Company Mr.
Plumb was made local Manager.
When Mr. Plumb entered the office
there were three employes, and now
there are a score or more and as
many road salesmen, besides agencies
at the strategetic trade points. In this
splendid growth Mr. Plumb has been
an important factor. He has put in-
telligent enterprise into his work, and
his own personality has helped win
and hold business. His many friends
will wish the utmost success for him
in his new field of usefulness. The
same qualities that brought him rec-
ognition in his old affiliations will win
him success in his new.

Mr. Plumb's successor with the Na-
tional Biscuit Company has not yet
been announced.

Receiver for R. G. Peters.

The affairs of R. G. Peters and the
R. G. Peters Salt & Lumber Company
have been placed in the hands of the
Michigan Trust Company as receiver.
Mr. Peters has been making exten-
sive investments in iron lands, smelt-
ing works and railroads in Georgia, in
Florida timber and Mississippi lands,
besides being interested in manufac-
turing enterprises in Grand Rapids
and in Ohio, most of them on con-
tracts. His various enterprises may
have merit, but he has not "cleaned
up” as he went along, with the result
that he has a lot of loose ends, and
these loose ends have become tan-
gled. His liabilities are estimated at
between $1,500,000 and $2,000,000,
and it is believed with the skilful and
careful management of the Michigan
Trust Company the assets will be so
converted that not only will the debts
be paid but that a substantial surplus
will be left. The receivership is not
a bankruptcy proceeding, but an ac-
tion in chancery, resorted to to con-
serve the widely scattered assets and
to enforce some degree of conserva-
tism in Mr. Peters’ course. The ac-
tion is instituted by Mrs. Emma Bur-
ton, of Texas, a sister of Mr. Peters.
The receiver has been authorized to
raise $500,000 on receivers' certificates
to meet the immediate needs for cash
in handling some of the contracts.

This is the second time Mr. Pet-
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ers’ affairs have called for a receiver
ship. In 1890 the Michigan Trust
Company was put in charge, with
conditions precisely as they are to-
day. In spite of the panic of '93 and
the business depression following, the
Trust Company in six years paid
debts to the amount of $3,000,000 and
turned over to Mr. Peters assets to
the value of $1,500,000. Mr. Peters
will he 79 years old next July. He is
rugged, strong and as optimistic as
any young man and as willing to take
chances. Age and experience seem
not to have cooled his ardor in the
least.

Valuable Book for Advertisers.
An interesting and useful book on
the subject of advertising is the 1911

edition of the Mahin Advertising
Walter K.
Data Book. It is neatly bound in

leather, contains over 500 pages and
is crammed with useful information
and data pertaining to advertising
and selling. It contains detailed in-
formation on all the important mag-
azines, newspapers and other periodi-
cals published in the United States,
Canada, the West Indies and the
Philippines, classified and arranged
for instant reference. It also gives
population of towns in the United
States where daily papers are issued,
and shows the cost of posting each
town that is listed. A great improve-
ment in this edition over former is-
sues is that detailed information is
given on the 357 trade publications,
all arranged under the several classi-
fications.

What Other Michigan Cities Are Do-
ing.
Wrritten for the Tradesman.

Kalamazoo people are asking the
Grand Trunk for better through train
service to Port Huron and South
Bend.

The Young Men’s Business Asso
ciation of Port Huron is supporting
a movement towards a big homecom-
ing celebration in that city this year.

Detroit entertained 182 conventions
during the past year and it is esti-
mated that these convention visitors
expended nearly $7,000,000 there, to
say nothing of the orders left with
wholesalers, jobbers and manufac
|turers.

Owosso is now asking for the main-
tenance of three separate depots by

Plumb

the roads entering that city, rathe:
than to have a union station.

Chas. E. Wheeler, Secretary of th«
Jackson Chamber of Commerce, has
resigned to accept a similar position
at Peoria, 111

Feb. 8 will be “Board of Com-
merce day” in Flint and concerted ef-
fort will be made to enroll all citi-
zens as members of that organiza-
tion.

Saginaw has seventeen conventions
already booked for this year and is
undertaking to secure a permanent
convention fund for the city amount-
ing to $3,000 a year.

Grand Haven is surely alive, if the
first annual banquet of the Commer-
cial club of that city, recently held,
is any criterion.
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Boyne City boosters are raising
money for a new hotel. They have
$16,000 already subscribed and build-
ing operations will start as soon as
$4,000 is secured.

Potato loading stations are busy
this season, the farmers having been
free sellers all along, regardless of
low prices. All past records have been
broken at Howard City, the ship-
ments to date aggregating 117 cars.
At Trufant 120,000 bushels have been
shipped out since last fall.

Kalamazoo has been assured by the

different steam roads entering the
city that proper precautions in the
way of signals, gates and flagmen will

be taken to protect the public at all
crossings.

A dozen State conventions were
held in Lansing during January and
six more are planned for February.

Muskegon has secured several con-
ventions for the spring and plans are
under way to exploit the city’s ad-
vantages as a meeting place.

A recent report made by the Cham-
ber of Commerce, Port Huron, shows
that the city has expended over
$40,000 in securing new industries in
recent years. Suits have been started
by the Chamber of Commerce against
10 of the subscribers to its industrial
fund to make them come to time and
other suits are threatened against de-
linquents.

The Traverse City Board of Trade
has voted the sum of $50 to aid the
Michigan Shippers’ Association in its
campaign.

The Saginaw Board of Trade pro-
poses to raise $3,000 for the enter-
tainment of conventions. The Board
has secured seventeen meetings for
the coming year and expects to do
still better next year.

The Allegan Board of Trade has
elected the following officers: Presi-
dent, John E. Nichols; Vice-Presi-
dent, John C. Stetu; Secretary, Ira C.
Montague; Treasurer, Sidney Wise.
The annual banquet will be held the
first week in March. F. H. Williams is
Chairman of the Banquet Committee.

Upper Peninsula boosters will meet
at Menominee Feb. 21 to organize an
Upper Peninsula Publicity League, de-
signed to exploit the agricultural and
industrial resources of that section of
the State. Almond Griffen.

Favorite Fiction.

“Buckwheat Cakes with Maple Mo-
lasses, Ten Cents.”

“One Day After Date | Promise to
Pay.”

“You Will Find Our
Cheapest in the City.”

“And Now, My Friends, a Word in
Conclusion.”

“I'm Going Out,
Man.” (With
piece.)

“Yes, | Had an Invitation to the
Party, But Couldn’t Go.”

“Subscription Price, One Dollar a
Year, Invariably in Advance.”

“Dr. Justout, Physician and Sur-
geon.”

“Your Honor, All My Client Asks
in This Case Is Justice.”

“Twenty Minutes for
ments.”

Prices the

Maria to See a
Illuminated Frontis-

Refresh-
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NEW YORK MARKET.

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

New York, Feb. 6—Spot
like the ground hog, seems to be
taking a rest. For a few days there
seemed to be a desire on the part of
holders to dispose of stocks and quo-
tations were certainly less steady
than a week ago. Of course this was
due to the effort of the bears in the
speculative market, but the article
now seems to have recovered and
sellers are again firm. At the close
Rio No. 7 in an invoice way is quoted
at 127@13c. In store and afloat
there are 2,586,424 bags of Brazil cof-
fee, against 3,814,454 bags at the same
time last year. Mild sorts are very
quiet and practically unchanged in
any respect.

Pingsuey and Country Green teas
are in pretty good request and, in
fact, the whole tea market seems to
be confident. Prices are well sus
tained all around and especially well
content are the sellers of proprietary
brands. The statistical position is
certainly favoring the seller.

Refined sugar shows increasing
strength, but there are no transac
tions of importance to note. Buyers
take small lots and are simply wait-
ing for spring. Standard granulated,
4.60c.

Sellers of rice say that trade is
about as quiet as they can remember
it being. When the buyer purchases
any at all it is the smallest possible
amount, and the whole market is

coffee,
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dragging. Prime to choice domestic is [other sorts apparently tending

quoted at 4"@5j4c.

spices are meeting with better call
than a week ago, and pepper is par-
ticularly the

ers seem to think that mattersare !

coming their way and, indeed, the fig- 'Mmarket is more th
would jpbcd with the Other sc
Prices are firm [gin at about 21c and

ures of supply and demand
seem to indicate this,
and stocks are only moderate.

The grocery grade of molasses is
moving steadily and the market i-
well sustained at former rates. Quo-
tations on syrups are unchanged
Most of the business is in the export
line.

Canned goods remain practically
unchanged. The attention of the trade
is concentrated on Milwaukee and
for a week there will be nothing do-
ing. The big storm, which is just
reaching here and which is reported
as so violent in the West, will have
some influence in making delayed de-

liveries. For a week there was a
pretty good run of orders, but the
demand is now for small lots and

prices are made to fit the case.
Standard 3’s tomatoes are quoted at
85@87%c. Corn and peas are resting
and neither seller nor buyer seems to
be much interested.

The butter trade has shown a lit
tie improvement within a few day-
and creamery specials are quoted at
28c; extras,26@ 26j4c; firsts, 22@24c;
held specials, 24fg>25c; held extras, 23
@23Hie; process, 207/20rdc; imitation
creamery, 18@19c; factory. 16@17'c

Cheese is practically unchanged as
to quotations for the top grades, with

Absolutely Pure

Tho only baking powder
made from Royal Grape
Cream of Tartar

NoMum, No Lime Phosphate

slightly

center of interest. Sell-j c"anSe

lower level. Whole m
as week,
Eggs Nave shown little, if

several days. The
«t arepretty well sustained, b
bund:

every fraction to 28@ iV/t;
very fancy near-by sP

Business News From the Hoosier
State.

Howe—The firm of Atwater &|

Nichols, hardware dealers, has dis-

solved partnership by mutual consent.
Atwater will continue the business

Vincennes—The Directors of the
Indiana Retail Merchants’ Associa-
tion for the ensuing year have been
announced by Secretary Thomas F
Palfrey as follows: J. Ralph Clark.
Anderson; W. S. French, Evansville:
J. S. Cannon, Greencastie; Edgar
Goldberry, Logansport; George Fos-
ter, Attica; A. E. Letter, Conners
ville; L. J. Libbing. Fort Wayne, and
John W. Broderick, South Bend.

W aterloo—Attorney W. H. Leas
has traded a tract of Texas land for
a stock of merchandise in Fort
Wayne and has had the goods shipped
here to be disposed of,

Decatur—Clapson, Carrol! and Fred
B. Tayne have bought a stock
shoes and will open a store on Hei-
delberg street.

Lagrange—The business of the La
grange Produce Company has been
ipurchased by Beyers Brothers, or
| Kendailville, and will be operated by

ALL grocers should

carry a Full Stock of

Royal Baking Powder.

It always gives the

greatest satisfaction to

customers, and In the

end yields the larger

profit to the grocer.

and Mrs.

p*



Movements of Merchants.

Cadillac—A. C. Hayes is closing
out his business here.

Pellston — Charles Harman will
close out his stock of merchandise.

Kalamazoo—The Folz store is be-
ing enlarged and given new furni-
ture.

Denton—N. Grossman, recently of
Saginaw, has opened a general store.

Potterville—Adam Parker has pur-
chased the Geo. J. Scofield & Co.’s
hardware stock.

Battle Creek—Nichols & Coleman
will open a decorating and wall pa-
per store March 1.

Rliss—A. A. Keiser & Co. expect
to dispose of their stock by March 1
and close their store.

Traverse City—Rudolph A. Huell-
mantel has purchased the cigar fac-
tory of Neil Krantz.

Allegan—Corboy & Kirshman have
opened a general line of metal-work-
ing and plumbing goods.

Reading—H. A. Drury & Co. have
ordered new furniture and fixtures
and will soon open a meat market.

Bellevue—Charles Stark has pur-
chased the R. D. Murray grocery
stock and will conduct the business.

Pinckney—F. G. Jackson has sold
his stock of dry goods, furniture and
general merchandise to R. D. Clin-
ton.

Charlotte—Frank Morrell is fitting
up an up-to-date harness shop in the
building recently purchased by N. E.
Gibbard.

Boyne City—Harry L. Dean, of
Battle Creek, has joined his broth-
er, James R. Dean, in conducting a
meat market.

Laingsburg—E. W. Howell has
bought the interest of A. D. Benson
in the Laingsburg Furniture and Un-
dertaking Co.

lonia—Ben Curry has rented the
vacant store in the Webber block
and will open confectionery and ice
cream parlors.

Holland—John Meeboer is closing
out his line of cigars and tobacco and
will devote all his attention to hi;
tailor business.

Pontiac—John D. Austin & Co. will
open the Pontiac Specialty' Store,
with a line of women’s furnishings
and fancy goods.

Maple Rapids—Ottis M. Cowles
has purchased the R. H. Hewdtt stock
of goods and will continue the busi-
ness at the old stand.

Big Rapids—D. Reed & Son have
sold their meat market to Reed
Brothers, Henry, of this city, and
James, of Kalamazoo.

St. Clair—The J. R. Whiting Co.'s
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receiver’s sale to Geo. Little, of
Wyandotte, for $12,700.
Carsonville—H. Ruttle Sons will

remodel the old pea mill into an ele-

vator and they expect to be ready
for business by April 1.
North Branch—Wm. Butler has

purchased the hardware business of
Butler Bros., of which the late H. C.
Butler was the active Manager.

Hart—Joe Evans has sold a hall
interest in his livery and agricultural
implement business to John Young-
man. The firm name will be Evans,
Youngman & Co.

Holland—The site chosen for the
new postoffice is the old red planing
mill, opposite Centennial Park, one
block from the new city hall. It was
purchased for $14,000.

Muskegon—Dan K. Solheim ha
been made Manager of the Indepen-
dent Five and Ten Cent Store, suc-
ceeding E. F. Day, who will be trans-
ferred to another city.

St. Joseph—F. C. Randall, pro-
prietor of the Economy store, has
disposed of his stock to the firms of
Burkhard Bros, and H. H. Freitag
and will retire from business.

Traverse City—Jas. Flaggart and
Chas. Hall have organized the Queen
City Bottling Company and will pro
duce a line of soft drinks, and in ad
dition will handle bar glassware.

lonia—Ezra Pierce has bought an
linterest in the H. R. Nelson Grocery
jCompany and the firm will be here-
after known as the Central Supply
Company and will do a cash busi-
ness.

Detroit—The Continental Coal Co
has engaged in business with an au
thorized capital stock of $25,000, ai
of which has been subscribed, $2,600
jbeing paid in in cash and $1,000 ii
property.

Hillsdale—Ernest Hinkle has pur
chased the Harmon Grocery and
Bakery at Pittsford and has turned
over the business to his daughter
Miss Luella Hinkle, who is now
in charge.

Saginaw—The Bolton Auto Co.
has engaged in business to deal in
autos and parts, with an authorized
capital stock of $10,000, of which
$6,200 has been subscribed and $3,750
paid in in cash.

Portland—Claude C. Ludwig, of W.
E. Ludwng & Co., has purchased the
interest of his father, W. E. Ludwig,
and his brother, B. E. Ludwig, in the

general merchandise store and will
continue the business.
Muskegon—The Kier Coffee Co.

has engaged in business to sell cof-
fees, teas, spices, china, groceries,

stock and fixtures have been sold atletc., with an authorized capital stock

of $2,000, all of which has been sub-
scribed and paid in in cash.

Hastings—P. G. Bennett and Greg-
ory Feldpausch have purchased the
meat market and business of Wood,
Mansel & Snyder and will continue
the business under the style of the
Bennett & Gregory Market.
Stanton—The A. Benow Co. has
purchased the building occupied by
it and as soon as improvements can
be made the business will be enlarged
to include dry goods and women's
and men’s wear and furnishings.
Traverse City—After being shut
down several weeks for repairs the
Oval Wood Dish factory will soon
be running full force, with the ex-
eption of the clothespin department,
which will be started in a week or
two.

Cadillac—H. B. Sturtevant has sold
his interest in the firm of Sturtevant
i I’'unyea to his partner, E. E. Bun-
ea, who is now the sole owner of
the business at the place on the Ann
Arbor Railway which is named after
him.

Ludington — Jagger & Boersma,
plumbers, have merged their business
into a stock company under the same
style, with an authorized -capital
stock of $6,000, of which $3,200 has
been subscribed and paid in in prop-
erty.

Detroit — President William C.
Noack, of the Wholesalers and Manu-
facturers’ Association, has resigned
on account of ill health. Frank H.
Conant, of the Delamater Hardware
Co., who was elected Vice-President
at the annual meeting, will become
President.

Ann Arbor—The Eberbach Build-
ing Co. has engaged in business for
the purpose of erecting and owning
buildings for leasing, with an author-
ized capital stock of $40,000, of which
$35,000 has been subscribed and $30,-
000 paid in in property.

Cadillac—George C. Webber, who
recently withdrew from the firm of
Webber-Ashworth, will leave soon
for Helena, Mont., to become Sales
Manager for the A. P. Curtain Com-
pany, one of the largest furniture
concerns in that state.

Detroit—C. Fred Richards, dealer
in wholesale crockery and glassware,
has merged his business into a stock
company under the style of the C.
Frederick Richards Co., with an au
thorized capital stock of $1,000, all of
which has been subscribed and paid
in in cash.

Caro—W. A. Forbes & Co., dealers
in lumber and coal, have merged
their business into a stock company
under the style of the W. A. Forbes
Co., with an authorized capital stock
of $10,000, all of which has been sub-
scribed, $1,000 being paid in in cash
and $9,000 in property.

Cassopolis — Fisher & Reynolds
have rented all but the front room of
the upper floor of the Phelps building
and have had an arch cut through
from the upper floor of their own
building for the purpose of enlarging
their store room. The new room will
be utilized for showing a large stock
of carpets, rugs, linoleums, curtains,
etc.
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Kalamazoo—After conducting for
the past thirty-four years a success-
ful hardware business, John Van
Male has taken in his son, J. C. Van
Male, as a copartner and the firm will
hereafter be known as John Van
Male & Son. The son has been iden-
tified with the business since boy-
hood days.

Jackson—The B. R. Parrott Co,
plumber, etc., has merged its busi-
ness into a stock company under the
style of the Parrott Heater Co., for
the purpose of

manufacturing in-
stantaneous water heaters, with an
authorized capital stock of $30,000,

of which $20,000 has been subscribed,
$5,233 being paid in in cash and $14.-
767 in property.

Saginaw — The Wholesalers and
Manufacturers’ Association has elect
ed J. P. Tracy Secretary, to succeed
F. F. Kleinfeld, resigned. The mat-
ters of the Industrial Exposition and
the trade extension trip about the
State were touched upon and it was
believed that work on the Exposi-
tion should be started soon if one is
to be given this year.

Flint—Charles T. Bridgman, Treas-
urer of Smith, Bridgman & Co., has
retired from active work in the store
with which he has been identified for
nearly a half century, and in which
he rose from a clerk in the office to
one of the chief stockholders. His
work will be taken over by his as-
sistant, Fred W. Merrill. Mr. Bridg-
man will retain his interest in the
company and remain on the director-
ate.

Allegan — Leonard Stein has
bought from M. C. Sherwood his
stock and a controlling interest in
the Sherwood & Griswold Co., and

the firm has been reorganized. In the
new company Mr. Stein will be Pres-
ident and Manager; Mr. Jenner, who
has increased his stock, will be Vice-
President, and James Westrate, now
a stockholder, will be Secretary and
Treasurer. Mrs. |. P. Griswold bought
Mr. Sherwood’ interest in the store
building.

Manufacturing M atters.

Lansing — The Capital Furniture
Co. has increased its capital stock
from $100,000 to $150,000.

Port Huron—The capital stock of
the Port Huron Creamery Co. has
been increased from $100,000 to $150,-
000.

Detroit—The Detroit Wheel Co.
has engaged in business with an au
thorized capital stock of $1,000,000, all
of which has been subscribed and
paid in in property.

Detroit—The Eureka Fence
chine Co. has been incorporated to
manufacture wire fence machinery,
with an authorized capital stock of
$50,000, of which $37,500 has been
subscribed and paid in in property.

Detroit—The Schermack Manufac-
turing Co., manufacturer of vending
machines, has merged its business
into a stock company under the style
of the Schermack Co., with an au-
thorized capital stock of $100,000. all
of wdiich has been subscribed, $500
being paid in in cash and $99,500 in
property.

Ma-
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The Grocery Market.

Sugar—The market on refined is
still weak and a further decline or
from 5 to 15c per hundred is looked
for by some between now and the
latter part of March, but it is hard
to tell just what may happen. The
difference in price now between beet
and cane is larger than for some time
and there is also a greater difference
in price between raw and refined sug-
ar than is often seen. The demand is
of about usual size for the time of
year, but many of the retailers have
been holding off buying in any quan
tities in the hope that the market
might be still lower. Local dealer®
quote Eastern at 5.14 and Michigan at
4.94.

Tea—The latest advices from Ja-
pan are to the effect that stocks are
entirely cleaned up and all shipments
made show an increase in exporta-
tion to America of about two mil-
lion pounds over last season and with
a firm market maintained to the pres
ent. Stocks in this country are not
large. The Board of Tea Experts
meets in New York this week to de
cide upon the standards for the com-
ing season and the question of colora-
tion will no doubt be definitely set-
tled. To the growth of India and
Ceylon sales is attributed the de
crease in the foreign demand of
China blacks, more especially of the
lower grades, and the Chinese grow
ers are taking more pains in the mat-
ter of fertilizing and improving the
quality of the growths, realizing the
fact that the decline is largely due
to neglect and careless methods of
propagation. The Keeman district
where strict attention has been paid
to these matters, has already become
popular, according to the report or
Consul-General Dorsey, of Shanghai.
and the demand for these teas has
more than quadrupled in the last few
years. Ceylons and Formosas remain
firm, with steady demand.

Coffee—There is little change in
the market, although the option mar-
ket shows a little weakness, hut the
spot market holds as firm as ever and
with the world’s visible supply much
below the supply of a year ago, it is
also stated by prominent coffee im-
porters that the total stocks of Bra-
zils in New York are 1,350,000 hags
less than a year ago. This being the
case there is hardly any chance of the
market declining.

Canned Fruits—The movement of
all lines is regulated by immediate
requirements of the retailer and con-
sequently there is just a fair demand.
Pineapple is about the same price,
hut stocks are not large. Peaches have
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been very active during the past week
and prices are very reasonable. Gal-
lon apples are in fair demand and
prices are firm and high. The de-
mand for pie goods of all kinds is in-
creasing and the supply of gallon ber-
ries is small.

Canned Vegetables — The demand
has been good. Tomatoes are still a
little higher and the market is very
strong. There is an increase in the de-
mand and some of the retailers are
taking quite large lots so as to last
them until the 1911 pack arrives.
There is very little doing in futures
in any line. The market on corn is
unchanged, but the demand is good.
Peas are being sought, especially the
cheap grades, but there are very few
to be had.

Canned Fish—The supply of both
imported and domestic sardines is
said to be limited and holders in the
East are offering them in limited sup-
ply.

Dried Fruits—The supply of apri-
cots is small and prices are so high
that the demand is very limited, but
the market is firm. Peaches have been
moving well and prices are unchang-
ed, but are a little firmer than a short
time ago. Prices of prunes are above
any prices quoted in former years and

the market is still firm; stocks are
small in most sizes. Currants a<
moving slowly and prices are un

changed during the week. The market
on evaporated apples is still very
firm, but the demand is light for the
season of the year.

Rice—A very strong tone prevails
on the higher grades. The demand is
increasing on nearly' all grades, as
rice is much cheaper than many oth-
er food stuffs of to-day. There is no
change in prices of low grade rice
IQf either Japan or head,

Syrups an(j Molasses—The demand
fof both syrups and molasses is ex
ceptjonally good, some retailers buy
ing in quite large lots. Prices have
been cheap on corn syrup and are still
so, but the market on molasses is
firmer than a week ago. Maple goods
are unchanged in price and the de-
mand is about as usual for the time of
year.

Salmon—The Seattle Trade Regis-
Uer says there is little trading even
smong jobbers, and the canned sal-
mon business is practically at a
jstandstill. Retailers are buying only
as they need. This is the first time
in the history of the industry that

such conditions have prevailed at this j

season of the year. Perhaps as Lent
draws nearer more activity may he
displayed.

the speculative provision trade is for f
lower values, but this theory has notj

worked out for great results.

list closed only a trifle lower

week. Hog receipts continue
pointing and supplies are not

mulating. There are only three weeks *

disap- j

last |

accu- jsizes,

Cucumbers—ft.
Eggs—Local de
The |delivered,

Grapes—MaTag;
Grape Fruit —

Honey—18c pei

left of the so-called winter packing jer and 14c for d

season, the trade being such an all-

year business now that the line be- [box.

tween the two seasons is an imagin- i
calculated

ary one,
from.
a shortage of 450,000 hogs, as

although  still

com- f

Lemons — Cal

Lettuce—16e p<
Onions—Spam;
Since Nov. 1 there has been home grown.
». »-ranges

35

pared with the similar period a year jand 2835.

ago, and supplies of the product are 9-[gg €25
not accumulating. Nevertheless,
is firmly convinced that
summer and fall run of hogs wilt be
large enough to supply all wants, and \2.vi?30c at

trade

the |
the*

Pop Cor
P
Potatoes-

T4c

rhe Drug Market.

it is going on the idea of meeting | Poultry—
the contingencies as they arise in-lhens;
stead of preparing for them in ad-
vance. Pork declined WVn'IOc. lard land 19c for turkt
closed unehanged to 5c lower and Radi
ribs closed .Vi?10c lower. Last week’-  Swee
range of prices of the principal arti- [per hai
cles on th; Chicago Zoard of Trad'
were:
High Low 1911
W heat—
May ...S 9755 * .9554 $ .96 TF 1i
July 9454 .93 93’4
Sept. 927-4 .9154 -9254
Corn— }ffz-lr:
May .5054 4954 S0vds ¢
July .5154 .5034 .51
Sept -52k4 [
Oats-
May 3434
July 34%
Sept. .3354
Pork-
May ..., 184754 1405
July 19.00 17.4254
Lard—
May 9.90 970
July 9.7754 9.5754
Ribs—
May 990 9.67H
July 9.6754 9.4254
The Produce Market.
The most important change
local market this week is the

ping of all except the Westei
apples from the quotations,
the earliest that this has beet
in years and is due to the scar
Michigan apples. Eggs and |
are the only other products th;
changed in price to speak o
these only Ic. The change in tl
of eggs was in favor of the
and that of poultry in favor
farmer. Following are the
quotations:

Apples—W estern, $2.25@3 p

Bananas—Prices range iron
«2.50, according to size.

Beans—*9 per tm. for harift-

§2.754*3 ff red Kidney.
Beets—50c per hu.
Butter — Local handler

creamery at 26c for tubs an
18c tor No. 1: packing stocl
Cabbage—60c per doz.
Carrots—50c per hu.
Celery—20c for home grr
Cocoanuts—60c per doz.
per sack.
Cranberries — Cape Cod

Provisions — Popular sentiment in 189.50 per bbf.



VITAL ADVERTISING.

A Discussion of Some of the Princi-
ples.
W ritten for the Tradesman.
.

It was said of the writings of Mar-
tin Luther that, “His sentences were
living creatures with hands and feet.

That is merely a figurative way of
saying that the great reformer had a
virile and trenchant literary style.

His words were robust and vigor-
ous. His sentences were packed witn
thought; nothing languorous and leis-
urely about Luther, and polish he
cared for not at all. He was in-
tensely, passionately in earnest. His
soul was dominated bv a single mas-
ter-passion—to convince people, to
persuade them and to coerce them by
the infection of his own cataclysmic
enthusiasm to his way of thinking.

Therefore in Luther's papers, tract-
and books, words swing into line as
if at the command of a master; sen-
tences stand shoulder to shoulder and
paragraphs march with quick, tens'-
and purposeful tread. To save your
soul you can not stand idly by as a
cold, critical, disinterested spectator—
not if there is blood in your veins. In
spite of everything pou find yourself
mixing in and taking a leading part
The simple truth is. there is always
something doing on one of Luther's
printed pages.

All  merchants nowadays spend
more or less money advertising theiT
wares and their service. Here and
there you will find an occasional
storekeeper who thinks that he has
tried out this thing of modern pub-
licity and found it wanting, but the
inexorable logic of subsequent events
will either convert him or—put him
out of commission. To get people
into your store you have to turn peo-
ple’s attention to your store. That
is advertising. To induce people to
buy vour wares you have to compel
people to regard your wares favora
blv: and finally you have to follow
up this favorable impression that you
have created, and compel action. That
also is advertising. To run any sort
of a retailing business without adver-
tising of some sort is tantamount to
operating a steam engine without anr
fire under the water. The only way
to get up steam is to apply the fuel.

When we speak of advertising we
mean, for the most part, printed an-
nouncements concerning the
and its service, concerning our mer
chandise, its use, value, goodness, de-
pendability. desirability, etc. Whether
our announcements are printed from
day to day in the newspapers, or
whether they are embodied in fold-
ers. circular for form"! letters, in-
serts, booklets or catalogues, and
mailed out directly, the fundamental
purposes in our advertising are the
same. The measure of our success
in all these various forms of adver-
tising will depend entirely upon our
fidelity to the laws of success in pro-
ducing effective literature. The main
thing in all our advertising is to pro-
duce copy of a fresh, vigorous, force-
ful and compelling kind. Paper, type,
covers and illustrative features count
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for something, to be sure; but the
main thing is, as the newspaper peo-
ple put it, “the story.”

No printer on earth can print a
“dead” story in such fashion as to
make it interesting. | have in pos-
session at this minute scores of book
lets gotten out by all manner of re-
tailers—and some of them are book-
lets de luxe, insofar as paper, print-
ing and art are concerned—but other-
wise inconsequential. Some of them
must have cost thousands of dol-
lars. and yet in spite of the enormous
outlay incident to their production
some of them are positively “dead
ones.” They would, not awaken the
slightest ripple of interest in a living
soul—unless he were an indefatigable
student of advertising, and wanted to
use them as typical illustrations of
the wrong way of attempting to ex-
ploit one’s business. Vet in each case
the printer did his part excellently.
The type-faces are new and clear-cut
and the half-tone cuts and colored
pages sumptuous to a degree. Verily,
the vital spark is the copy.

In the first place it has to get the
attention of the reader, and | mean
his wide-awake, tense, interested at-
tention. Many of the people to
whom it goes, no matter how it is
sent forth, are blase, in different and
surfeited with advertising of many
kinds. Every mother’s son of them
has that. “I’'m-from-Missouri” mental
attitude. You will have to make him
perk up mighty quick in the action

or it is into the waste-basket with
this form letter, insert, folder or
booklet. Make him attend! Do not

apologize for intruding on his valu-
able time. Do not stammer, beat
about the bush and wax facetious
apropos of nothing under the heav-
ens! Get iiis attention! “How shall
I get the attention of the people?
enquired a young preacher of the vet-
eran. “Give ’em something to at-
tend to,” was the laconic reply. That
is the whole story in a nutshell. The
only way to get attention focused on
your proposition is to put your prop-
osition in such a way as to make it
interesting, fascinating, fetching.

“Yes,” replies some doubting
Thomas, “but what is there about
hardware, farm implements, shoes,

dry goods or groceries that is so
deucedlv interesting, people are goins
to get enthusiastic overit’* “There is
a common feeling that business can

store jnot be interesting in itself,” says Dr.

Flinders Petrie, “but there are few.
if anv, businesses which, if intelli-
gently followed, will not yield scope
for some real interest of observation
and study.” Even if the commodity
or commodities you sell do, in them-
selves. appear to be somewhat lacking
in the elements of interest, there is
always the possibility of investing
them with an interest that belongs,
not so much to these admittedly un-

interesting things as to certain asso-
ciated things. Professor William
James, of Harvard, states the rule

when he says: “Any object not inter-
esting in itself may become interest-
ing through becoming associated with
an object in which an interest al-
ready exists. The two associated ob-

jects grow, as it were, together; the
interesting portion sheds its” quality
over the whole, and thus things not
interesting in their own right bor-
row an interest which becomes as
real and as strong as that of any
natively interesting thing.”

Let me illustrate by a concrete ex-
ample just how this trick of invest-
ing an uninteresting object with a
borrowed interest is turned. Here is
a certain mechanism made up of
iron, steel and wood. It is complex.
There are hundreds (maybe thou-
sands') of parts to it. To describe its
operations minutely would require a
lot of technical language that would
put the uninitiated to sleep. Nobody
without a technical education would
give a rap for that sort of a descrip
tion. Get up a lot of advertising talk
about the construction and operation
of that machine and release it among
ordinary folk who have never attend-
ed the technical schools and it would
create perhaps as much interest as a
facsimile of the inscription on the
Moabite stone. About one man out
of every 3,749 would read it—maybe.
But, say, suppose you add a touch of
human interest to that copy. Suppose
you tell something of the man who
first obtained the crude, undeveloped
idea of the operation to be perform-
ed by that machine. Suppose you tell
how. amid difficulties and discourage-
ments, he sought to embody his idea:
how others coming along improved
upon the original conception: and
howr, after years and years of patient,
tireless effort on the part of many
inventive minds, the mechanism was
at length perfected—then you have
a story. You have added the touch
of romance. You have invested pro-
saic facts with garments of living in-
terest. You have made your story
readable. You have made it interest-
ing. The interesting feature in this
particular case is not in the machine
but in the men who made the ma-
chine.

Let me give you another illustra-
tion: The other day my furnace got
out of kilter. | was burning a ton
of coal per week and my wife was
complaining about the cold. Now,
when you are burning up $3.75 a week
in fuel, it sort of looks as if you
ought to be feeling some results—es-
pecially when the thermometer stands
fifteen to twrenty above zero. So |
went to the telephone to call up a
furnace man. (I never putter around
wasting valuable time trying to do a
job I do not know anything about.)
In my city there are perhaps twenty
or thirty furnace concerns. | thought
of one concern—we will call it Jones-
Billings-Jones. Why did | happen to
think of Jones-Billings-Jones? | will
tell you. Months ago—so many T
have forgotten—I got a little book-
let from Jones-Billings-Jones. It was
a deucedly clever little bit of adver
It was

tising. illustrated cleverly.
The gist of the story was how
“Thompson Lost Out.” Thompson

lost out trying to save two dollars by
cleaning his furnace himself. There
was Thompson’s picture as he ap-
peared before repairing to the base-
ment to interview the furnace. An-
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other picture showed Thompson at
work. You could see globules of
soot coalescing with globules of per-
spiration. There was another picture
showing Thompson under the smoke
pipe when it gave way unexpectedly.
You could almost hear the things
Thompson was saying through his
tensely set jaws.

That story got my attention right
off the reel. | have been up against
the stove pipe proposition in the
halcyon days of the past. Having se-
cured my attention, the writer went
on to show (in story form) how fool-
ish it is to squander a lot of valuable
time, get one’s self all smeared and
grimed and ruin (maybe) a good suit
of clothes—all for the purpose of
saving the price of an expert’s serv-
ice. For two bones, so ran the argu-
ment, Jones-Billings-Jones will send
over an expert. He knows furnaces
from A to lzard. He loves the smell
of a furnace. He could put a furnace

together in the dark. He will take
down the pipe tenderly, scientifical-
ly and gracefully. He will clean 't

out thoroughly. He will poke around
in all the nooks and crannies of your
furnace with his wire brushes (spe-
cially designed for the business) and
claw out all the accumulated dust.
If there is anything out of repair, he
will report it and we will send you
a memorandum of just what is need-
ed and what it will cost you (or your
landlord) to get it fixed. The total
cost of having this expert from
Jones-Billings-Jones’ furnace com-
pany clean out your furnace is only
$2. That clever story, so interesting
and amusing in itself, is an unanswer-
able argument. The man who reads
it will never attempt to clean anoth-
er furnace—that is, if his time is of
much value—he will do—well, he will
do just what | did—call up Jones-
Billings-Jones.

Now, in order to turn out adver-
tising copy of this kind your adver-
tisement writer must have a knowl-
edge of human interests and instincts.
He must be able to seize the salient
points of a given business proposi-
tion, and link these salient points up
to something that is interesting—and
interesting to all classes and condi-
tions of people. Chas. L. Philips.

Selling Garden Seed.

Spring is coming on and the gro-
cer should have his seed department
ready for business. It used to be that
the grocers sold most of the seeds.
They have let the business slip away
because they did not take care of it.
The seed houses have opened up spe-
cial stores for seeds and plants be-
cause the grocers neglected their
work. Hardware stores and drug
stores have gone into the seed busi-

ness.

To win back his trade the gro-
cer must study the seed business.
Visit, if possible, some big seed
house; see how they handle their

business; see about their shipping fa-
cilities; assure yourself that you are
getting fresh seeds for your custom-
ers; make the seed grower guarantee
satisfaction. Then when you go home
you can push your seed department
intelligently and effectively-
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47 PER CENT GAIN

In sales for one month is pretty good, isn't it?

That's what Lily White state and city sales did this year in Janaary compared
with January, 1910.

And we have never made a house to house canvass.

Or peddled samples.

Or given premiums.

Or annoyed the consumer or the grocer by any questionable methods.

We've just been going ahead making the best flour known to mankind—or
womankind—putting it up in clean, protected packages telling people about it and
helping the grocer tell them about it.

LILY WHIT
FLOUR

“The Flour the Best Cooks Use”

Is really an institution in Grand Rapids. I* wouldn't seem like Grand Rapids
without it.  It's been made here by this same company, in the same mill building
and by the same miller for 26 years.

Remember, though, there isn't a stitch of machinery in the mill that was there
26 years ago. All the machinery is modern and very likely, on that account we re
making better flour than we did 26 years ago.

Oh, yes, the building is a little larger and we have put up many new ones,
but what we're really getting at is that flours may come and flours may go but
“Lily White” goes on forever.

Your loyalty to this home product is appreciated.

VALLEY CITY MILLING COMPANY

GRAND RAPIDS, MICH.

This is a reproduction of one of the advertisements appearing in the daily papers all of which help the retailer to sell Lily Whit** Floor
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PRESIDENT BOARD OF TRADE.

The term of Heber A. Knott as
President of the Grand Rapids Boar 1
of Trade has come to an end and E.
A. Clements is his successor. Mr.
Knott has served two years, which is
the limit under the rules of the
Board, and has made a record of
which any man might well be proud.
He has given more of bis time to
the duties of the office than a man
in active business could well afford.
He has sacrificed personal conven-
ience and spent of his own money
to promote the interests of the city
through the organization. It has tak
en civic pride and civic patriotism to
do what he has done, and he is de-
serving of public gratitude. The ad-
ministration of Mr. Knott has been
full of achievement and tangible re-
sults, some of which will benefit the
city for long years to come. He has
harmonized discordant elements, he
has lined up the young men, and
the Board of Trade is a stronger,
more influential and more important
organization than ever before. The
business men are more united and
the spirit of co-operation is better de-
veloped, and Mr. Knott, with his tart
and diplomacy, has been an impor-
tant factor in bringing this about.

Mr. Clements, the new President, is
a different type of man from Mr.
Knott, and this, it may be expected,
will be a source of strength to the
Board of Trade and an influence for
its continued growth. He is enter-
prising, aggressive and patriotic. He
will bring new elements into activi-
ty, develop new policies, apply new
theories, and the results will be bene-
ficial. Commendations will follow Mr.
Knott as he retires from office, and
good wishes will greet Mr. Clements
as he enters.

LEADS IN CONGRESS.

W hat gives promise for a new field
of rivalry came to the surface a few
nights ago, when at an alumni gath-
ering in New York it was found that
the University of Michigan leads all
the other American colleges, big and
little, old and young, in her represen-
tation in Congress. Twenty-seven
graduates from this institution are
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now members of Congress, while
Harvard can boast of but sixteen,
with Yale and the University of Vir-
ginia a tie at fifteen each.

Of this number from our own in-
stitution there are four senators:
Shively, of Indiana; Warner, of Mis-
souri; McCumber, of South Dakota,
and Sutherland, of Utah. The list of
congressmen includes Needham, of
California; Taylor, of Colorado; Cox,
of Indiana; Good, of lowa; Anthony,
of Kansas; Denby, Townsend, Dieke-
ma, McLaughlin, S. W. Smith and
Dodds, of Michigan; Borland, of Mis-
souri; Hitchcock and Kinkaid, of Ne-
braska; Conroy, of New York; Gard-
ner, of New Jersey; Johnson and
Sharp, of Ohio; Barclay, Cooper and
Burke, of Pennsylvania; Martin, of
South Dakota, and Plumley, of Ver-
mont.

It is worthy of note that the mem-
bers represent such widely different
parts of the country. It is no small
matter to be a law maker. Some col-
leges pride themselves upon their
missionaries, their influence permeat-
ing over the utmost corners of the
earth. With all congratulations to
them, to be recognized as a great
power in the making of the laws at
home is certainly a reason for self-
gratulation of the highest order. Oth-
er states may vie for President, but
with the real reins of management in
the hands of men from our own in-
stitution we can well yield the one
big chair to Ohio or some other
state. From shore to shore her rep-
resentatives come in behalf of their
own constituents. May their wisdom
be as broad as the territory covered
by the interests of their people. We
are proud that the legislative crown
rests on our own University!

THE VALENTINE WINDOW.

Valentine’s day affords a chance for
variety in the window, an opportu-
nity which should never be neglected.
Everything tending to add novelty, to
show new goods and to give a chance
which will be noticed by the most
hurried passer-by is a boon to the mer-
chant. Every chance to show his
skill in decorating is a red-letter day.

A well arranged valentine window
may be one of the most beautiful of
the entire season. There is the artis-
tic touch in even the cheapest goods
which supplies the grace and beauty
that other seasons may not give.
W hether the goods be expensive or
only penny cards, both spirit and sub
stance are worthy of merit.

There is the travesty on the anni
versary, the gaily colored sheetwhich
may exaggerate some ftrait in the
over-sensitive, and thus become to
them a thorn in the flesh. This sort
of valentines is a direct violation oi
ancient customs regarding the day. It
is one for showing the affection, it
may be in a shy, clandestine way. It
should render the world happier. Hu-
mor
wit which stings. Many of the comic
sheets can not boast of even wit; al-
though the uncomfortable after-ef-
fect may last through life. It is a
cowardly way to attack an enemy in
secret. If you have a grievance to

air, come out plainly; do not hide be-
hind the day which should have with
it associations of the highest order.
If you wish to burlesque an acquaint-
ance, be careful how you employ this
sort of a weapon. It may cut, and yet
prove a double-bitted ax, surely re-
flecting in the end upon the sender.

Observe the day by supplying the
best missives possible. Arrange them
artistically and give to your custom-
ers and their friends the real joy be-
longing to the patron saint. Cu-
pid pierces only those whom he loves;
his darts were never intended to be
poisoned for the enemy.

TRUST YOUR INTUITIONS.

“Second thoughts are wisest,” said
an ancient. Are they?

You see a child in great peril. In-
tuitively you spring to its rescue. The
man who delays for second thought
—he who debates whether he may
not endanger himself—marks the dif-
ference between the hero and the
coward.

Many a man who has carefully rea-
soned out a project has wished, when
too late, that he had followed nis
wife’s intuition when she said
“Don’t!” His intuitions,like hers, were
against the project, but he reasoned
himself into it.

The prodigal son, “when he came
to himself,” said he would arise and
go to his father. Suppose he had de-
bated the matter, how his past would
have loomed up against him, and he
would probably have missed that wel-
come—a welcome so warm that it an-
gered his elder brother. If the father
had not yielded to the divine intui-
tion of love, how different would have
been the story. Suppose the father
had taken second thought on the un-
dutiful conduct of his prodigal son,
the world would have been robbed of
one of the great love stories of the
iges.

A writer has said: “Genius works
less by a process of conscious reason-
ing than by a flash of intuition.” Then
trust your intuitions. Throw away
your doubts and fears. Do a man's
part, a woman’s part, and you will

not say as did Sir Walter Raleigh,
“Fain would | climb, yet fear | to
fall.” If you fall, up and at it again.

If you try you have at least a chance
to win; if you do not try there is no
possible chance of winning.

SELF-REVERENCE.

“Above all things, reverence your
self,” says Pythagoras; and the coun
sel is as valuable now as in the day:
of the old Greek sage. Reverence i
defined as “regarding with profound
respect and affection.” While many of
us seemingly obey to a letter the old
tenet, yet we err in spirit to a re
markable degree.

You have all seen the man wb
regarded himself with such profound
respect and affection that he was nev
er ready to carry his end of the load,

always allowable, but not the jHis clothing would, be soiled, or his

back was weak, or there was some
equally valid reason for shifting the
long end of the pole upon the other
man’s shoulder.

This is entirely a different version
of the matter from that originally in-
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tended in the text. We should have
so much respect and affection for our-
selves as to render us determined to
get the best results from our thought
and work. “There is a kind of eleva-
tion,” says La Rochefoucauld, “which
does not depend on fortune. It is a
certain air which distinguishes us and
seems to destine us for great things;
it is a price which we imperceptibly
set on ourselves. By this quality we
usurp the deference of other men, and
it puts us, in general, more above
them than birth, dignity, or even mer-
it itself.”

It is our right to love ourselves. It
is our duty to put forth our best ei-
forts to render ourselves worthy of
this affection. Done honestly and
thoroughly, it should entitle us to the
respect as well as the confidence of
our fellowmen; but when performed
with only the selfish motive in view
it rightfully subjects us to ridicule. If
we reverence ourselves only to the
extent of being lazy, selfish and ego-
tistical, we can not hope for the re-
spect or trust of others. But there is
the higher self-reverence, which com-
mands the comment-—there is a man.

HELPING BACKWARD CHILD.

The story is told of the lad who
was sent to thin out the corn in
a field that had been planted too
thickly. After a time the owner went
to see how he was progressing and
found that his explanation of his
method was being literally carried
out. Instead of removing the smaller
spears, he was “pulling out the big
stalks to give the little ones a chance
to grow.”

W ithout sacrificing the “big
stalks” Pittsburg authorities are giv-
ing their attention to the child back-
ward or unfortunate in any way by
a hospital in which special work is
given to help the weak in any man-
ner. Some very interesting disclos-
ures have already come from the en-
terprise, and more are expected. The
child who stammers, who has defect-
ive sight or hearing, who is for any
cause behind in his classes and made
uncomfortable by those around him
because of it, may find friends who
look into reasons and help when
possible.

While the work is maintained en-
tirely by charity, teachers volunteering
assistance after their regular days’
work is finished, so many revelations
come with the seeking into each in-
dividual defect that pedagogy may be
sufficiently enriched to bring reward
again for the extra work.

It is thus through life. The weak,
the halt and the blind are on all
sides. We may not feed them n
the literal sense, but we can in many
ways render the way less hard. There
are those who lack along certain di-
rections and yet excel in others. It
may be ours to pick up such a waif
and set him on the road to useful
ness along his special bent. It is bet

ter to help them now than to set
them fill our juvenile courts and
homes for the imbecile. The “little

corn stalks” may many of them be
rendered fruitful by a separation from
the more robust, and individual treat-
ment given for their development.
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WOMEN AND SMOKING.

Among the bills for the regulation
of women, which are popping up here
and there in legislatures throughout
the land, is noteworthy the measure
presented in California by Senator
Bryant, of San Francisco, which un-
dertakes to prohibit women from us-
ing tobacco except upon the advice
of a physician.

The bill is very strongly drawn,
imposing a penalty of not to exceed
one hundred dollars” fine or six
months' imprisonment for violation of
its prohibition, and holding the same
penalty over hotelkeepers or others
who permit the use of rooms under
their control by women indulging in
the use of tobacco.

Indicating his reasons for draw-
ing up the pending bill, Senator Bry-
ant said:

“Smoking is a growing habit among
women. | think it is a bad habit and
should be checked. | notice that
women smoke at the theaters; partic-
ularly do | hear of their smoking in
the ladies’ dressing room. | read that
at hotels like the St. Francis and the
Fairmont rooms are set apart for
the use of women who wish to smoke.
That sort of thing encourages the
women in the smoking habit and 1
do not think such a thing should be
permitted. My great fear is not so
much for the rich and fashionable
women who are in the habit of smok-
ing in public, but my fear is that the
poorer women will be moved to imi-
tate the habit of their rich sisters,
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and that thus the life of the women
of the land will be corrupted. It is
time to stop the setting of a bad ex
ample.”

The California statesman is too
much disposed to alarm. Many ob-
servers whose judgement is at least
as good as his have no fear that
smoking is a growing habit among
women, or likely to become so un-
less stupid men interfere. There was
a time when many excellent women
smoked. George Washington’s moth-
er is said to have liked her pipe; but
it was in the early days of crud
conditions. Women like pretty an!
dainty habits and things. Most worn-
en consider the use of tobacco un-
tidy to the point of filthiness. Noth-
ing ever is likely to drive women
to smoking unless it be an attempt
to prohibit their indulgence in the
practice. That would possibly cause
many of them to cultivate acquaint-
ance with the weed for the sake o”
showing their independence—the ver”
effect that prohibition of drink as
been observed to have among rdi-
narily exemplary men.

m

MASCULINE FASHIONS.

One of the distinct compensations
of advancing years, from the mascu-
line point of view, is the increasing
emancipation from the dictation of
styles in wearing apparel. With ma-
turity and prosperity the man of af-
fairs shakes off the dizzy sartorial
straightjackets of adolescence and
“gets comfortable.” This does not
mean that he becomes shabby and

slovenly or that he necessarily save
money in dressing himself. It onh
means that when a man of years an
responsibilities visits his tailor he in
structs him to fashion his garment
according to safe and sane arrhi
tural designs.

The edict has gone forth from an
organization bearing the name of the
International Custom Cutters, that
there are to be radical changes in

right on
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Every Day More People Learn
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Is better for the human system than tea or cottee

Ten days’ trial tells

a story

Many grocers recommend Postnm because they know from experience the .iealth benefits
use in place of tea or coffee.

Steady, truthful advertising has made millions of users, and its popularity is increasing.

Postum has the friendly co-operation of both wholesalers and retailers with wht.

“There’s a Reason”

shared, and the sale is guaranteed

If Postum is well made—according to directions on package—tne change from coffee oc tea ;s eas]

the better feelings which follow make steady customers.
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Postum Cereal Company, Ltd., Battle Creek. Michigan
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Farm Fencing a Good Line for the
Hardware Dealer,

Tht effects of pushing farm fenc-
ing are said to prove very beneficial
to hardware dealers. Those who have
had experience have found that a very
active campaign on this line brought
good returns in many ways. George
S. Gay, a retail dealer at Jackson-
ville, 111, has had wide experience in
this line and the information he gives
can not help being generally inter-
esting and useful to the trade.

First, as to the most effective
modes of selling he says: “1 have had
fifteen years’ experience in the sale
of wire fence in connection with my
hardware business and found it one
of the best side lines outside of reg-
ular hardware. My experience as to
the way that wire fencing can be
most successfully handled is as fol-
lows:

1. Get the exclusive sale for your
town or city of one good, well ad-
vertised fence.

2. Then thoroughly advertise it in
your local papers, using cuts of your
original design, besides those electro-
types furnished by the fence manu-
facturers. | attribute my large sales
of fence to keeping the subject alive
continually advertising fence, no
onl\r in the newspapers but in circu

n

lars sent out by mail and wrapped in ]

packages.

3. Get interested in wire fence
yourself, or have a special fence clerk
who will get interested. Learn all
you can about your fence and all
other kinds. Buy as many fence
stretchers as your customers demand
and loan them to purchasers of fence.
Have your fence man makes a house
to house canvass among your farm-
er customers or fence users.

4. Always have a price on fence
(not put up) and make one price to
all, regardless of quantity'. Use print
ed price lists attractively gotten up
and samples of fence stapled on
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Woven Wire Fence Staples,
stretchers, nails, pliers, wire cuttres,
barb wire, splicers, gates, steel posts,
gate hinges, bolts, latches, post' hole
diggers and augers, hammers, hatch-
ets, saws, staple pullers, etc.

Condition of Trade.

The important fact in the hard-
ware market during the week under
review is the advance which has been
made in the price of wire nails and
wire. This action has had the effect,
as was doubtless intended in taking
it, of improving the tone of the gen-
eral market, as well as the market for
these lines. No intimation whks sent
out broadcast of the coming increase
>n price and many in the trade were
doubtless caught napping, although
it is not unlikely in view of the sa-
gacity of buyers and the way7in which
coming events frequently cast their
shadows before that some important
orders were placed in time. As a rule,
however, the advance came as a sur-
prise to the merchants. It is gen-
erally' significant as tending to im-
prove the general feeling. Certainly,
whether owing to this or other caus-
es, there is a more confident tone in
the market, and some merchants who
lhave held prices, for heavy' goods es-
pecially’, under suspicion, are can-
vassing the propriety of covering
themselves on at least a portion of
|their requirements for the season
There is, too an increase in the vol-
ume of current business. Manufactur
ers are receiving a good many or-
ders, some of which are fairly liberal,
although as a general thing they sug-
gest the conservatism with which
purchasing is being done. The chang-
es in prices of hardware are few.
Hardware values are remarkably' well
sustained in view of the somewhat
weak undertone of the market. Many
goods in the hardware line are, how-
ever, already low, and there is little
likelihood of change in the price of
many of them, especially those in

frames 18 inches wide by 4 and 5 feet jwhich labor is an important part of

high.
Here is some of the hardware sold

in connection with the fence busi-
ness:

Rail Fence 30d spikes, axes, wedg
es and saws.
Hedge Fence  Hedge trimmers,

hedge knives and axes.

Board Fence
mers, hatchets and post augers.

Slat Fence No. 12 and 14 anld
wire.

Barb Fence—Barb wire, staples,
wire pliers, post hole diggers
stretchers.

Wire (hand made) Fence Ma-
chines for weaving stays in line wires,

the cost. The improvement in the
market for iron and steel which, al-

though not radical, is still encourag-
ing, w'ill doubtless tend to give great
er confidence in the general mainten
ance of values in many manufactured
|products. The growing practice of
the trade, large and small, in avail

8d fence nails, ham-1 jng themselves of cash discounts, i

an excellent feature and contributes

the GOmfort of those charged with
Ifinancial responsibilities, -Iron Age-
Hardware.

You mav have but one clerk and
you and he may work together very
congenially and sociably every day,

No. 9 and 14 galvanized wire, staples jbut you won’t get the most out of

and pliers.

‘the business unless once in a while
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you sit down and discuss ways and
means after business hours.

SNAP YOUR FINGERS

Atthe Gas and Electric Trusts
y and their exorbitant charges.

Putin an American Lighfing
System and be independent.
Saving in operating expense
will paKI for system in short
time. othing” so brilliant as
these lights and nothing so

1911 Motor Cars

ftalfln ft/) Runabouts and Tour-

ing Cars, 30 and 40 cheap to run.
H. P.—4 cylinders—$1,000 to American Qas Machine Co.
$1,600. 103Clark St.  Albert Lea, Minn.
11 Runabouts, Tourin
Fran klln Cars, Taxicab s,g Walter Shanklaod & Co.

Michigan State Agents
Grand Rapids, Mich.

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

Runabouts,

Plerce Arrow 1,0y,
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

M N. Ottawa St.

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and
Everything of Metal

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

erfect/on fi’ls

\NG - | yon coml;

plete Ironing Boar
fOVv*> and Clothes Hack. No
better selling articles
made. Address J. T.
Brace, De Witt, Mich.

DON'T FAILY

To send for catalog show™*
ingour line of

FEANUT ROASTERS»
CORNPOFHRS &c

LIBERAL TERMS.
INGERY MFG. CO..106-108 E. Pearl St-Cviimar-.0

IRONJIJNGfiOARD

.'or Store—from cellar to garret—with 100 to 700
Candle-Power brilliancy—at less than X cost of
’kerosene (and ten times the light;—giving you

IGasat 15cPer 1,000 Feet
1 (instead_of $1 to $2. which Gaa Companle»
charge). With the “Handy” Gaaolme Light-
_ing "System or “Triumph” Inverted Indl-

j vidual Light you set the best known sub-
rstitute for daylight (and almostas cheap), can
read or work in any part of room—ight
ready at a finger touch—d..n’t have to move
these Lights—the light cornea to yon. Write

for Catalogue and Circulars (to D«Pt. 25)-
BrifiastGasLampCa 42 Stale St. Gacage

This is What the

Royal System

Is Doing for Retailers

Huntington. Ind.
Aug. 8. 1910.

Established la 1171
The A.J. Deer Co.,

Homell. N.Y.
Gentlemen:—The roaster and cutter
are working beautifully and am highly
pleased with the prospects opened up
by this addition to my store.
Yours respectfully.
(Signed) Albert P. Ertzinger.

Best Bgaippsd
Firm la ths State

Steam and Water Heating
Iron Pipe

Fittings and Brass Goods

Electrical and Gas Fixtures

Galvanized Iron Work
The A. J. Deer Co.

1246 West St. itomeli, N. Y. The Weatherly Co.

18 Pearl St. Qrand Rapide, Mieta.

Weaver’s Choice Xcut Saws

Are Sold and Guaranteed by

CLARK-WEAVER CO.

W holesale Hardware *, Grand Rapids, Michigan

Foster, Stevens & Co.

W holesale Hardware

10 and 12 Monroe St. 31-33-35-37 Louis St.

Qrand Rapids, Mich.
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A Permanent Vacuum Cleaner.

Perhaps the main reason why the
average household is yet to be sup-
plied with that most useful modern
appliance — the vacuum cleaner—is
the imagined complexity of the
equipment. The cleaning of one’s
home without the usual raising of
dust, the discomfort of dust laden air,
and the spread of disease germs, ap-
peals to every housekeeper. The in-
stallation of the plant, however, has
been the bugbear, as special meters
and circuits have been required for
electric attachment, and electric light-
ing companies have refused to allow
the old-style vacuum cleaner motors
to connect with ordinary lighting cir-
cuits. Now, the vacuum cleaner has
reached that state of perfection which
enables a plant of one-fourth horse-
power to operate satisfactorily in a
large residence or a small building,
with the entire approval of electric
lighting companies; th< motor being
connected with the regular lighting
wires and meters by any electrician.
When once installed the operation is
simple child’s play—no more danger-
ous nor complex than turning on the
electric light.

Another objection at first made to
the installation of vacuum cleaner
motors has also been overcome in
the approval given by the insurance
companies to the newest type of
quarter horsepower motor.

The present process of installation
is simple. The small motor is plac-
ed in the basement or cellar, and re-
quires no special attention except
oiling twice a year. There are no
belts, chains nor gears to get out of
order. The dust is sucked through a
central pipe into a large dust bag
concealed in the motor, which need
be emptied only once in two weeks.
It is advisable to use black iron pipe,
which allows of no accumulation of
dirt—a one and one-quarter inch pipe
from the basement to the second
floor and a one inch pipe above the
second floor. Connection between
the pipe and the cleaner s
made by means of flexible rubber tub-
ing. On each floor of the house
there is a wall inlet in the base-
board where the cleaning tube is con-
nected. This is not unsightly, but is
merely a small metal cap well con-
cealed in the woodwork. There are
no water or sewer connections neces-
sary.

If moving day comes the vacuum
cleaner is merely a piece of furniture,
like the gas range—not a permanent
house fixture like the furnace. The
cleaner undoubtedly goes a long way
toward solving the domestic problem.
—House and Garden.

Origin of Gasoline.

A few hundred thousand years
ago several million billion little
marine animals died. These little

animals may have been the ancestors
of the oyster and the clam, or they

may have been the direct pro
genitors of the lobster; but,
whatever their relationship to these

familiar forms of food, we see the
results of their life and effects of
their death exemplified in a much
more striking manner. Every aero-
plane that ever made a flight, every
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motor
wave,

boat that ever “backed’
every automobile that
and
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put. Yes, it i3 from the burn
grounds of the early ages of th:
earth that we obtain petroleum, an
it is from petroleum that gasolin
is extracted, and from gasoline th;
the power to run every automobr
(except the electric), every mot'
boat and every aeroplane is derive:
Strange, is it not, that from the vet
bowels of this old sphere we obtai
that which alone has made possifo
the conquest of the heights ot tf
jair’—for petroleum has been tour
at a depth of twenty-six thousar
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—Saturday Evening Post.

Boost Your Home Town.
Every man ought to be a booster
for his home town. If that place is
good enough for him to stay in and
as a place for him to make his mon-
ey, it ought to be good enough to
say a good word about.

Too often we hear a dealer com-
plaining that the “old town is deader
than a door nail.” If it is, who made
it so? It is the men who “knock” in-
stead of getting under the foundation
of the place and lifting, it is the fel-
lows who inform every visitor that
they wish they were birds, so that
they could fly to other places more
congenial.

What happens when these fellows
do get money enough together to
strike out to some other place? Do
they forget their habits of deprecia-
tion? Not so you could notice it
They soon get to saying the same bad
things about the new location and
wish they were back where they came
from.

There are thousands of towns in
this grand old country of ours that
are only waiting for the undertaker
to get busy to recover from their
stunted conditions and start to live
again. It has been the “knockers”
that have kept the towns down and
driven the retail trade to the marl
order houses and the big cities

When a visitor comes to town say
all the good things you can about :t
When a buyer wants anything do
not drive him to the city or county
seat for it by not being stocked.

Be the first one to breathe Kfe in-]lI

to the old town, and see how quickly
others will be taking longer breaths,
too. Boost for the place where you
live and do business. If you cart not

boost get out and give some one ail
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Marketing and Testing Eggs.

In the egg business, particularly in
the wholesale buying and selling end.
success depends on the extent of the
knowledge possessed by the individ-
ual, not only of the trade, but of the
product itself. It is a notorious fact
that there are commission men who
have not only never been on an egg
raiser's farm but who can tell very
little about the age of an egg from
its external appearance. Still, many
of these men are considered success-
ful jobbers. They buy and sell eggs
in large quantities, but they regarc
them as ordinary merchandise and
overlook the fact that they are deal-
ing in a product whose only use, in
a broad sense, is for the maintenance
of human life.

This most nourishing food deserves
a closer knowledge on the part of
those whose business it is to col-
lect eggs and distribute them to the
consumer. No matter how many
hands the eggs pass through on their
way from the farm to the kitchen,
each person should have some means
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of applying simple tests to determine

e age and salability of the goods
Know your goods” is the slogan of
every good salesman, and it can be
adopted with profit by every buyer.

If you do not know how to "know
your goods,” then it is of first im-
portance that you learn how.

In earlier times those who sold
eggs disposed of them near the place
where they were produced. Many are
still sold in the local markets, but
with improved methods of transpor
tation the market has been enormous-
ly extended and includes not only re-
mote points in the United States and
Canada, but Great Britain and even
more distant countries. Eggs which
are to be shipped, whether they have
been treated with some preservative
or not, should be perfectly fresh, and
under no circumstances should be
packed in any material which has a
disagreeable or strong smell. The
mihell of an egg is extremely porous,
and micro-organisms, which have a
pronounced affinity for albuminou’
Isubstances, enter the egg through the

tiny pores in the shell and then, to
quote the words of Mr. Dooley,
“there’s th’ divil to pay.” The doctors
say that these bacteria set up fermen-
tation, which ruins the egg. In plain
English, the egg becomes rotten, it
may relieve the sensibilities of some
people when | explain that the un-
pleasant odor of rotten eggs is due
to the formation of sulphureted hy-
drogen in the egg substance.

The normal egg-shell is provided
by nature with a very thin, transpar-
ent coating of a secretion resembling
mucilage. Its presence can be de-
tected if jrou take an egg fresh from
the nest, and, after moistening the
linger slightly, hold it to the shell a
few moments, when it will be found
to adhere. This surface coating of
mucilaginous matter prevents the en-
trance of the harmful bacteria for a
considerable time. It is evident,
then, that if this coating be removed
or softened by washing or wiping, the
keeping qualities of the egg will be
greatly diminished.

In the testing of eggs, the well-
known candling method, if done by
\ person who has good eyesight and
is not in too much of a hurry, is sat-
isfactory. Held against a suitable
light, with other light excluded, the
egg appears unclouded and almost
translucent when fresh, and dark col-
ored if it is addled. The color of the
shell must be reckoned with in de-
termining this point, and experience
alone will help the novice. If incuba-
tion has begun—if the chick is be-
ginning to form—a dark spot will be
seen. This spot will increase in size
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according to the stage to which incu-
bation has advanced.

In judging the age of an egg ad-
vantage is taken of the fact that as

it grows older its density decreases
through the evaporation of moisture.
Try this experiment. Dissolve two
ounces of table salt in a pint of wa
ter. Put a newly-laid, or perfectly
fresh egg in this solution, and it will
sink to the bottom of the vessel. If
an egg one day old is put in it will
not quite reach the bottom. If the egg
is three days old it will swim in the
liquid, and if more than that it will
float on the surface and stick up a
little higher in proportion to its age,
so that at two weeks old only a very

little of the shell will dip in the
brine.
Fresh eggs are preserved in a

number of ways, the two methods
most in practice in this country be-
ing the use of the cold storage cberrr*
ber, and by excluding the air by coat-
ing the egg with some solution oi
material which may or may not be
a germicide. The first method owes
its value to the fact that certain kinds
of microbes will not grow below a
certain temperature. Thirty-two to
thirty-three degrees Fahrenheit is the
temperature in most of the storage
warehouses in this country, although
some American packers prefer it a
little colder, say from 33 to 34 de-
drees. Some English writers say that
40 to 45 degrees Fahrenheit is equal-
ly satisfactory, and there is less dan-
ger of freezing the eggs. Of course,
the amount of moisture in the air in
the storage chamber has an important

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.

Actual cost of using only %

dozen eggs delivered safely.
Compare this figure with the cost of delivery in paper bags

or boxes, which break eggs.

will interest you.

cent per

Our booklet “No Broken Eggs”
Write us and ask your jobber.

STAR EGG CARRIERS are licensed under U. S Patent No. 722512. to

be used only with trays supplied oy us
plying other trays for use with Star Eggi e 1
of our patent rights and subject themselves to liability of prosecution under

the 17.'S patent statutes.

Star Egg Carrier & Tray Mfg. Co.

Manufacturers, jobbers or agents sup-
Carriers are contributory infringers

Made in One and Two Dozen Sizes

500 JAY ST., ROCHESTER. N. Y
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bearing on this point. Eggs ought|a big nest full of eggs in his loft.
to be placed in cold storage in April jThese are dangerous.
and the early part of May.
than this time, they will not keep they are put on sale.
well. Eggs which have been stored J. St
at a temperature of 30 degrees must

be used soon after removal from stor- j Sane Prices Necessary.
age, while those stored at 35 to 40 What will be the
degrees will keep for a considerable 1present depressed condition of
time after removal from storage, and jbutter and egg maretfcsi Already sales

C. McOuTkm

are said to have the flavor of fresh of next April eggs have been made
eggs. Stored eggs should be turned jat 18 cents seaboard. This is bid
at least twice a week to prevent the 14 cents less than last season's
yolk from adhering to the shell. board price, while the loss on e
Eggs are sometimes removed from JWhich went in at 22r4 cents last ;
the shell and stored in bulk, usually |1 fully 10 cents a dozen Does
on a commercial scale, in cans con this 100k as though 18 cents seal*
taining about fifty pounds each. The INext spring is a high price? Let
temperature recommended here s b_uylng prevail, and conditions
about BO degrees, which is a little be 19Nt themselves. The farmer =
low freezing point, and these, it isJtItIEd to a fair price for h_|s €99
said, will keep well any desired length _when sold at initial points, a
of time. They must be used, how- ) cents and better by the actual
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Eggs from the ,the fact m mmA actif
It later farm should always be candled before | growing seff-rndofgCTK

ever, soon after they have been re-
moved from storage and have been
thawed.

The substances suggested and the
methods tried for excluding air-laden
bacteria from the egg and for killing
those already present are very nu-
merous. An old domestic method is
to pack the eggs in oats or bran. An-
other, which has many advocates, con-
sists in covering the eggs with lime
water, which may or may not con-
tain salt. The results obtained by

such methods are not by any means |millions of dollars. ¢
uniform. Sometimes the eggs remain 187 to blame for this.

fresh and of good flavor and at other
times they spoil. Another method of
preserving eggs which has met with
much favor consists in packing them
in carefully cleaned vessels of suita-
ble shape and covering them with a
10 per cent, solution of water-glass
(sodium silicate or potassium  sili-
cate). The shells of eggs preserved
in water glass are apt to crack in
boiling, but this may be prevented
by puncturing the blunt end of the
egg with a pin before putting it into
the water.

Possibly there is nothing which he
handles that gives the retail grocer
so much concern as eggs. No matter
how hard he may try and no matter
what price he may pay for eggs, he
will occasionally sell poor ones. One
poor egg in a good customer's bas-
ket will make a great deal of trouble.

<)f course, the safest plan for the
retailer to follow is to buy good eggs,
and buy them in small quantities,
rather than buy a big lot for the sake
of getting a better price.

Then when the eggs are well
bought they should have good care.
A dry cool place is most desirable.
A damp place with a variable tem-
perature is fatal to egg preservation.

Some grocers are very fond of
making egg displays, either
the store or in a window. It would
appear to be all but needless to add
that of all the things a grocer car

ries, nothing is less suited to dis-
play than eggs.
Grocers in the smaller towns, of

course, buy larger quantities of eggs
from the farmers. These eggs, "fresh
from the farm are regarded as some-
thing better than the eggs of com-
merce the city merchant buys.
These eggs, as a rule, are fresh; but
every now and again the farmer finds

within Jfiglires

dncer, the profits would mate

on kerosene handled by the Stardai
Oil Co. look sick. The ever?
scramble to get the April eggs
always prevail, but we hope the
with the purse will curb his bt
and get the eggs at a figure v
will not only make a profit foi
handler but encourage increased

Jsumption.

Butter conditions are sirntia:
those of eggs. Too great a pri
initial points will cause the Ire
Operators
That

lesson of the ;a special showcase is .

1S
the table, wad the groe< »war
Ut ETC
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- should
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Iscramble to get the June product
vails as characterizes the Hutu
April eggs. Provincef' of r>tsttg
eggs tan no*t fiffft JONST With Fet
receivers in the great markets
firms must emfdoy a large ar
of capital, take many risks an
entitle:d to a reasonable coir.pen
for ;ill thiis. Competition.
makes! profilis impossible, is a
dangenous. The make of hut!
but a trifle More than ten year;
while the increase in popufati«
births and hmmigration is very
In 1806 the receipts in New
were 120.50'»,020 pounds. with
ports of 21,3j18,055. The av--rage
in Neiw Yoirk that year was
cents. In 1010 the receipts were
011,600 pounds, with exports of
2,155,302, and the price had gra
ly advanced until it averaged
cents for last year.

April eggs at 15 cents seaboari

18'

jcreamery butter at IS@2& cents v

mean safe investments and an a
snce of larger consumption,

necessary for a healthy market,
the responsible receivers, the 1
and operators of refrigerators, g
gether for safe buying as welt
shake out of the shoestring o
tors. The country rs pro¢iperon
|let us have a deal at safe and
New York Produce Re

Push the Fancy Cheese.

Cheese is just cheese to man;,
consumers, but to the epicure the ar
tide opens a whole world of gastro-
nomies! delights. This the delicates-
sen dealer knows and profits by the
knowledge, but how many grocer
are alive to the opportunities in the
cheese department? Fancy cheese
will pay for pushing in almost ai
neighborhoods. We are outrunning
Europe as consumers of luxuries fo.
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Leaks That Drain Profits From the
Dry Goods Dealer.

In many a dry goods and depart-
ment store some losses that arise
through faulty management foot up
a considerable sum. Irregularities oi
various sorts, unskilful methods,
wasteful customs and neglect of de-
tails open leaks which, although small
in some instances, are in the aggre-
gate of sufficient volume to cause
quite a serious drain on the store's
finances.

Profits are produced not solely by
sales, but in no small measure by

M X

skirt or waist, the piece should be

marked, "Don’t cut.”
Neglect of Stock.

Neglecting to dust counters before
showing delicate fabrics and other
merchandise thereon; handling col-
lars, cuffs and similar goods with
soiled hands; returning many lines to
itheir places in shelf or case in a jum-
bled and rumpled condition; omitting
to fold and press into shape Kkid
gloves that have been fitted but not
isold—these are some of the causes
of the accumulation of a large amount
of shopworn stock that must be sold
|below cost. Constant vigilance is re-
|quired to check these causes of con-

what can be saved out of the eX-jtinua| seepage in the profits_

penses. The more of the existing
leaks in the store's administration
that can be discovered and effectual-
ly stopped or controlled the greater
will be the net profit, and there is no
store in which the profits can not be
appreciably increased by carefully
looking after those leaks which are
small in themselves yet in the aggre-
gate count up large.
Over-Measurement of Goods.

"Don't cut a piece off the edge ot
your thumb,” said a merchant to a
clerk who was about to run his scis-
sors across the width of a piece oi
dress goods. Most clerks need the
opposite caution. They like to ap-
pear liberal to their customers, and
with many it is a regular custom to
cut off one, two or three inches more
material than is paid for. There are
stores wherein over-measuring can be
readily figured as averaging 1 per
cent, of the silks, wool and cotton
dress fabrics, linings, drapery goods,
laces, embroideries, ribbons, etc. This
means that on every $100,000 of sales
in these lines they “give away” $1,000.

Peckless Cutting of Samples.

An inexcusable leak, amounting to
fully one-half of 1 per cent, of the
sales in departments where dress fab-
rics and some other piece goods are
sold is occasioned by the custom ot
cutting samples from the original
piece instead of from swatches cut
and reserved for the purpose. There
are stores wherein the saving effect-
ed by avoiding such losses would pay
the salary of at least one sales-
clerk.

Remnant Lengths.

Many remnants, both of wide and
of narrow piece goods, are of un-
usable lengths, and, therefore, must
be sold at a sacrifice. By watching
the stock of dress goods, for exam-
ple, the sales of the last few yards
can usually be restricted to dress
pattern or skirt pattern lengths, as
the case may be. The accumulation
of remnants will thus be reduced to
the minimum. When there remains
sufficient material to make a dress,

Careless Packing.

The many breakages during deliv-
ery occasioned by poor packing and
the numerous claims by customers on
account oi soiled or damaged sent
lgoods, which are directly traceable
to the shipping department, form a
source of loss that is plainly apparent
iin many stores.

Improvident Purchase.

The ill-judged selection of (a) siz-
es, (b) qualities and (c) quantities ot
wrapping paper, bags, boxes, etc., al-
Iso their indiscriminate and lavish use,
open up a big leak in numerous
stores. Lesser leaks of like nature are
Icaused by extravagance or careless-
ness in the use of stationery, pins,
Itags, twine, rubber bands, etc.

Empty Cartons.

Quantities of empty cartons form-
erly holding hosiery, underwear,
shirts, collars, cuffs, handkerchiefs,
|neckwear, laces, etc., instead of be-
jing consigned to the waste paper bin,

jbaling press or furnace, can be profit-

ably used in the delivery department

jin place of boxes and other contain-

ers that would otherwise have to be
purchased.

Shopworn Goods.
The charges to “profit and loss”
jfor allowances, mark-downs and

Iworthless goods, made necessary be-
cause goods have become soiled or

shopworn through being carried in
unsuitable fixtures, foot up a con-
siderable sum. This loss can be

largely avoided by the adoption of
glass-inclosed shelving, floorcases and
other fixtures specially designed to
earn- muslin wear, waists, infants'
wear, neckwear, shirts, ribbons, lac-
es, embroideries, white goods, etc.
Uneconomic Arrangement.
Many stores are laid out without
any thought being given to keeping
down the salary list, with the result
that here and there a clerk has to be
confined to a small selling section
where he can earn his salary only
during a part of the year. Then, too,
extra salespeople, at an added ex-

pense, have to be employed to re-
lieve these small selling sections at
luncheon (or dinner), supper and oth-
er times. A rearrangement of such j
stores by an expert will frequently |
make possible a material reduction in j
the salesforce.
Extravagant Illumination.

Some stores are too brilliantly
lighted. Not glare, but adequate illu-
mination is what is wanted. More
than that is extravagance. Electric j
current costs money. In nearly all
stores some lamps are kept burning |
when not needed — it is “nobody’s
business” to look after them. Some
stores are improperly wired; too
many lamps on a circuit, or the lamps
on a circuit are unwisely grouped:
hence, when the light of certain
lamps is needed extra lamps have to
be burned, although not needed. Car-
bon filament lamps are still in use
m many stores. These consume near-
ly three times the current that would
be required by the Mazda tungsten
lamps.

Incompetent Window Trimming.

Due to his lack of experience and
training, much of the merchandise
handled by the novice window trim-
mer has to be sold at a loss. The
professional “decorator” knows how
to avoid pinholes, creases, rumpling
and soiling. He will so place color-
ed fabrics that little or no damage
will resuty through fading.

Pilfering.

How frequently is the shocking
discovery made —“he (or she) whom
we implicitly trusted has turned out|
to be a thief.” Moreover, there are
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The underwear that has
become very popular with
men desiring a comfort-
able garment for warm
weather. This and many
other extensively adver-
tised brands you will find
in our underwear depart-
ment. It will pay you to
see our line.

P. Steketee & Sons
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discrepancies at inventory time that
plainly point to pilfering as the cause.
Special cash registers, a cash and par-
cel carrier system or a cash and in-
spection system (according to the
size of the store or its particular
needs) will reduce such leaks to a
minimum.

Incompetent Help.

Through mistaken ideas of econo-
my, young and inexperienced girls are
engaged to sell goods which require
the expert services of persons of ma-
ture years. The loss of trade which
inevitably follows this course is, un-
fortunately, not always realized. The
subject of “misfit clerks” may prop-
erly be considered under this head.
Numerous clerks, by taste and in-
clination, are better suited to some
stocks than others. The girl who
has proved inefficient in the cloak de-
partment may make a good glove lit-
ter. An unambitious salesman in the
silk department might wake things
up in the men’s furnishings. Transfer
such people. They will earn more
money for you.

Dissatisfied Customers.

\\ hen a possible customer passes
out of the store without buying, that
fact is indicative of a leak somewhere
and one which should have prompt

and careful attention. Enquiry may
reveal that several leaks call for in-
vestigation. The dissatisfaction may

be traced to one of the following rea-
sons: Slow service, high prices, in-
complete stocks; impertinent, in dif-
ferent or negligent help; dishonest
advertising or other irregularities of

greater or less importance.
Dead Stock.
Some merchants, unmindful of

changing styles and seasons, will con-
tinue to carry merchandise for which
there is little or no demand—simply
because it “costs good money.” With
many a purchase it takes but a short
span of time before the interest on
the amount involved “eats up” the
profit marked thereon. Such goods
should be marked down while there
yet remains a demand for them. A
first loss may avoid a total loss;
which would mean a big leak in the
capital invested.

Non-Methodical Buying.

Accumulation of slow-selling sizes,
poor colors and “stickers” generally,
with consequent overstocked depart-
ments, small turn-overs and reduced
profits are occasioned by haphazara
and unsystematic buying. Loss ot
sales through *“outs” in staple sizes
and colors result from like cause
There are systems of keeping account
of purchases, sales and stock on hand
that are a guide to the careful buy-
er. Wherever these are adopted and
intelligently carried out big leaks are
effectually stayed.

Alteration Expenses.

Due to poor buying (i. e, buying
without regard to the requirements ot
the store’s trade); due to poor judg-
ment on the part of the salespeople;
due to anxiety to please (naming too
low an estimated cost for altera-
tions); and due to incompetent man-
agement in the workroom, expenses
of most alteration departments arc
greatly in excess of what they should
be. Careful study of the various
causes as indicated, together with
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proper supervision, will greatly
sen this great waste.

les- | In the District Court of the United
States for the Eastern District of
Methods of Book-keeping. Michigan, Northern Division.

\\ 'hen a concern continues old-1 |n the matter of William B. Gregg,
time, unsystematic, "longhand' meth- Ibankrupt, to the creditors of Wiliam
ods of book-keeping—under some of IB. Gregg, of the village of Cutaway,
which, for example, three entries ot in the county of Presque isle and dis-
the same transaction are commonly trict aforesaid, bankrupt, notice is
made—not only is an undue number Ihereby given that the stock of gents
of book-keepers required, but errors fyrnjshings, boots and shoes, fixtures
of various kinds too frequently oc- Iand other property of said bankrtrot
cur. Among such errors may be Lyl pe sold at public auction to the
cited the failure to enter charges to highest bidder on Mondax. the thir-
customers and neglect to charge re-jieenth day of February, A. D. 192ilr at
turned goods to  wholesalers. The jy, qwjock in the forenoon, standard

direct money loss, plus the extra sal-J

ary expense, amounts to quite a leak, j
Modern mechanical devices, specially-

designed for office use, not only de-1

crease the amount of work, but by j
eliminating the element of error they
increase the efficiency. Among such j
devices are loose-leaf and card sys-
tems: calculating, numbering, ad- |
dressing and duplicating machines; j
billing typewriters and time stamps.
Passing Discounts.

Even in these days of progressive j
retailing there are concerns that fail
to discount their bills, and even al-
low them to run beyond the allotted

time before making payment. Appar- 1

ently, some merchants consider it not
worth while to take advantage of the
discount on a bill of only 1 per cent.
ten days, net thirty days (or. simi- j
Jarly, 6 per cent, ten days, 5 per cent,

thirty days). Nevertheless, this “tri- |
fle ” of 1 per cent, (ten days) is the

equivalent of paying the wholesaler |
interest at the rate of 18 per cent, per [
year for the use of the amount of the

bill for twenty days.

Caps Use Up Yam.

Empty shelves in the wholesale
houses where the stock of 4 and 8-
fold Germantown yarns should be,
bear mute witness to the craze for
hand-crocheted caps which has spread
rapidly over the country. Were the
demand confined to any one section
it might be possible to meet it. but
North and South, East and West are
alike interested, and in consequence
the mills find it impossible to turn
out anything like a sufficient quanti-
ty to meet the need.

Not every grade of wool is suita-
ble for the manufacture of cap yarns,
only the finer being used and much
of this has to be imported. This is
particularly true of wool used in the
manufacture of eiderdown and Ango-
ra yarns, and the already large de
mand for these two varieties is con-
tinually growing, in spite of the fact
that the eiderdown is not a good
wearing wool. It is spun without
twisting, which gives it a very soft,
attractive appearance at the outset,
but causes it to mat and prevents it
from cleaning satisfactorily. The An-
gora is much more durable and is in-
creasingly called for while the big
popular demand is for the practical
Germantown.

Some up to date retailers are push-
ing the sale of eiderdown wools in
the art needlework department by
having a competent instructor give
lessons in the art of capmaking to
each purchaser of the yarn. This not
only insures large sales of the yarn
but of crochet needles as well.

time, at the store formerly conduct-
ed by said bankrupt, m the village of
Or.away, Presque lIsle count™. Michi-
gan, by Edward J. James. Trustee,, ot
Bay City, Michigan, from whom von
.can obtain full particulars as to value,
situation, etc., of said property.
Dated January 28, A D. Jil.

George A. Marston,
Referee in Bankruptcy

Bay City, Michigan.

Advance in Ribbons.

The recent advance in the price of
spool and embroidery silk has been
followed by an equal advance in rib-
bons.
from IY-i to 10 per cent. Black ribbon
,quotations were raised about the mid-
.dle of November, and during De

The increase in both cases is

H A, SEINSHEIMER & CO
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teriorafe with age and fail to powder :0 the dress—cam be easily aad
quickly sterilized by immersing in boiling water for a few seconds
only. At the stores, or sample pair on receipt of 25 cents. Every pair
guaranteed.

The C. EE. CONOVER COMPANY

Manufacturers

Factory, Red Bask, New Jersey

BEAUTY! CLEANLINESS!

111 Frsnkiia St.. New York

Wenich McLaren & Company, Toronto—Sole Agents f«w Canada

15



MICHIGAN TRADESMAN

(',Epytt-WOF e SHOE MARKST

Manufacturer’s Attitude Toward Fab-
ric Shoes.

The following resolutions, adopted
by the recent convention of manufac-
turers, referring to the subject of
guaranteeing shoes made from cer
tain fabrics, is deserving of the care-
ful attention of every retailer of
shoes:

Notice!

Not because of its practicability or
adaptability as a fabric from which
to make shoes do we use velvet, ve-
looze, satins and all similar materials,
but solely to meet a demand of the
public: and we can not guarantee
such materials, under any circum-
stances, to render even a nominal
amount of service, and the purchasers
of such shoes buy them at their own
risk.

Under No Circumstances Should
the Buttons Be Reset With
Patent Fasteners.

It should be noted that the reso-
lution was directed wholly against
“velvets, velooze, silks and all simi-
lar materials,” but does not express
disapproval or want of faith in other
fabrics of a more enduring character.
We must assume it was not the in-
tention of the manufacturers to dis-
courage the use of fabrics of known
wearing quality, some varieties of
which, for instance. Sea Island duck,
are as reliable as average leather up-

pers.

Tt would be a great mistake to cre-
ate an impression that all fabric
shoes are unreliable, because with
the growing population and the grow-
ing world-wide demand for leather it
is entirely probable that an enlarged
use of fabrics in shoe uppers will in
the not distant future become an eco-
nomic necessity.

Tt would, perhaps, have been well
had the manufacturers noted the ex-
ception in favor of certain classes of
strong and good wearing fabrics and
it is our purpose to make this dis-
tinction.

The resolution as adopted should
serve as a warning to shoe retailers
that they buy shoes made of “vel-
vets, velooze, satins and similar ma-
terials'” at their own risk, and if they
have a class of trade that demands
shoes made of these materials they
should be sold with the understanding
that there is no redress in case the
shoes do not give satisfactory wear.

While it is true that some retailers
are obliged to carry these goods in
order to cater to the fashions of the
hour, it must be evident to shoe re-
tailers in general that to in any way
attempt to develop a staple trade on
goods that no one cares to stand be-

hind is a very poor foundation for a
permanent business.

It is far better for every retailer
to undertake to educate his trade to
the putchase of dependable goods. A
far-seeing retailer who builds his own
business on an enduring foundation
is the one who leads his trade to-
ward the purchase and wear of shoes
that give the feet comfort, that are
modest and neat in appearance and
that do not make an unreasonable
drain upon the purse.

The greater successes of the re-
tail shoe business are made by deal-
ers who hold to conservative lines,
and with whom quality and good fit
are of paramount importance.—Shoe
Retailer.

Easy To Sell Findings.

“When one goes into a clothing
store to buy a scarf, for instance,"’
remarked a shoe clerk the other day,
“he does not take any offense if the
salesman calls his attention to some
other article while waiting for his
change, or even while making the
principal sale. In fact, | believe that
customers often are grateful because
their attention is called to their needs.

“l have in mind going into a furn-
ishing store some time ago to buy
some collars. The clerk asked me if
I was bothered with my overcoat
soiling my collar. | at once recalled
that | soiled twice as many collars
in winter as | did in summer, and 1
replied in the affirmative. He said the
store was making a good many sales
on a silk collar protector, to be worn
on the street. He showed me one,
and | liked it so well that | bought
one and thanked him for calling my
attention to it.

“It is human nature to like atten-
tion and courteous treatment, and |
find that it is the easiest thing in the
world to sell shoe findings. | do not
make a practice of pushing shoe trees
one week and polish another, or of
trying to sell the article that gives
me the largest ‘P. M.’

“What | attempt to do is to treat
the matter intelligently, and to sell
by suggesion. If a customer’s shoes
show that they are home-polished |
always ask if he is in need of shoe
polish, and often open a box, calling
attention to the new key that pre
vents soiling the hands, and say
something like this:

“‘If you have trouble getting the
Icover off your box of polish this new
box with the key will interest you.’

“You see that gets the attention.
| The ice is broken and you can talk
polish to your heart’s content with-
out offending the customer. Then,
unless the customer has recently
bought polish, you are sure to make
a sale. If von succeed in selling pel-.

Our Gun Metal Blucher or Button Pentagon four dol-
lar shoe is as fine a specimen of modern shoe construction
as can be made. In snap, style, fit and wear it will sat-
isfy the most fastidious.

Rindge, Kalmbach, Logie & Co., Ltd.

Grand Rapids, Mich.

Qur Bartsch 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

Herofd=Bertsch Shoe Co.

Grand Rapids, Mich.

February 8, 1911
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ish you feel at liberty to talk about
daubers, also polishers.

“l speak of this only as an illus-
tration, of course, but the same rea-
soning applies to almost everything
In the findings department. | never
think of selling a pair of snappy
shoes to a young man without talk-
ing silk hosiery, and nine times out
of ten | land a sale.

“The findings business is worth a
good deal of careful thought and
study, and the shoe merchant should
keep himself so well posted on it
that he can instruct his salesmen just
how to approach customers in order
to get the best results. Above all
things one should never bore a cus-
tomer. unless he wants to drive away
trade.”

The Retail Salesman.

The man with a sour face is not
popular, he does not draw trade, he
is not apt to make friends, although
he may be possessed of many good
qualities. There are those who say

they can not help their looks. Oh,
yes, but you can. You can change
that disagreeable countenance into

one that is wreathed in smiles and
good nature, if you only will. We can
do pretty nearly anything in this
world we make up our minds hard
enough to do, and it is that which re-
quires the greatest effort that counts.
So get a cheerful countenance. Find
out immediately what causes the sour

face. If it is your stomach, get a new
boarding house. If it is trouble at
home, forget it. Remember, “suffi

cient unto the day is the evil there
of,” and that worrying never yet im
proved a situation. So go to work in
earnest and get on that smile that
will not come off. There is nothing
like it to attract trade and multiply
friends.

If things do not go right at tlv
store do not get disgruntled and sulk
Go to the boss like a man and tell
him exactly what the trouble is. D
not be at all afraid. If you are reall
interested in vour place and want to
succeed he will recognize it and per
haps smooth away all your difficul
ties in a minute. If he docs not. i
you can not get over the grouch, thei
get busy hunting another job.

Remember that perhaps the man
you are working for has every do!
lar that he has in the world invest
ed in the business. See how much
it means to him? Wonder if he i
a little peevish at times? Put your
self in his place and try to be jus
as true and faithful as you woul
want one working for you under sim
ilar circumstances to be.

If you can write a circular or an
advertisement so that it will do th
work that otherwise would necessi
tate a personal call, you possess
talent that is valuable and you d
not know what you can do until you

try.

Do not get hot under the colla
r rise up on your dignity, if your
ccounts are looked after carefully
nd scrupulously. Many a young man
light have been saved from down
all if an innocent mistake had bee
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discovered and remedied
had gone too far and
lifficulties.

before it
led to other

If you want to win out put your
mind on what you are doing. You
Can not get really interested in a
stock of goods, you will not get busy-
studying out some of the good talk-
ing points of the new goods, if you
have nothing but girl on your mind:

you exist for the pleasure of foJ-
owing up the base ball scores, the
ght game or any other amusement.

The old rule, “Business first,” has
never been beaten yet. It is your
duty, to yourself and to your em-
ployer, when you enter the store in
he morning to put all outside mat-
ters behind you. Forget them and
ig into the work before you with
all the energy and determination
which you possess. Get so busy, so
interested in your work, that some-
ody will have to notify you when
t is time to go to luncheon. Do that
and you will not have to worry about
the result.

Boost for the house, first, last ant
1 the time.

“A little silver and a little nerve,”
s the fakir said at the circus, have
made many a man. There is a whole
lot of truth in it, and of the two the
nerve takes first place. The man with
lots of grit, who knows no such word
as fail, who just will not be downed,
trikes a winning gait sooner or lat-
er. Do not lose your hold. Hang
on. Be persistent. Difficulties are
never so great as they at first ap-
pear. Keep your nerve and keep
pegging away.

Above all things if you want to be
a successful clerk or business man
take care of your health. It is <
matter of prime importance. At tht
ecent banquet of stove salesmen of
Mew York, Prof. Donovan, physical
nstrucior of the New York Athletic
Club, gave some excellent advice or,
this subject. He spoke on the bene-
fits of a temperate life. “Regular ex
ercise,” he said, “will make a mar
smart and bright, physically and men-
ially. Most men are lazy and neef
competition to bring them to tak<
active exercise.  The competition
should not discourage but spur you
on to do your best. Striving for phy
sical accomplishment brings incentive
to mental effort and fits the body, too
for the effective use of the intellect
Regular exercise clears your brain
lengthens your life and makes you fit
for your work. Over-eating is re
sponsible for 75 per cent, of the deaths
Cut out the meat and eat more bread
but refuse clammy bread; get dr
bread or toast and good butter. Keep
your stomach in good condition. If i
feels sore to the touch it is out of
order. Give it rest and light food. No
ten men in 100 know how to eat to
live. They seem to live to eat. Eat
rightly and lightly and then get all
the sleep you can. Then you can meet
a cranky customer with good temp
and succeed with him. Wherever you
are, get your body in a glow every
day by exercise and eat rightly. The
you will have good wishes for every
body.

It will not be many months now be-1
fore all will be thinking about vaca-
tions again. The time will be here
before we realize it when the mer-
cury will climb up toward the top
of the tube, and many will wish that
they could afford to take a little un-
usual summer trip. Why not begin
to think about it right now? Why
not make a little special effort to-
wards saving, to lay aside a little
more than you have been accustomed
to doing? It will not hurt you a nit
to make some sacrifices: you will
nd, on the other hand, that it will
probably make a better and strong-
er man of you, and what enjoyment
nd satisfaction that little bundle of
greenbacks will bring in “the good
old summertime.”

Featuring Shoe Polish.
A retail store in the Southwt
has been doing some clever adv«

rising. Neatness in footwear an<
boom for blackings and dressm
were the features emphasized,

the center of the display of poll?
es, brushes, trees and other findin
was a sign reading thus:

“Save money—Our new dressi
preserves the life and prolongs t
wear of your shoes—A shine a d
or 100 days at the bootblack's w
cost you $5 at a nickel a shine,
box of our new dressing will gi
ou 100 shines for a dime. T
profit to you is $4.00, a sum |
enough to buy you another pair
hoes. We ask only a dime tor <
advice, and we will give a box
blacking to those who take it

The Mark of
QUALITY
In Men’s Shoes

So has this trade-
mark (the Indian head
on a skin) become, and
so is it recognized by the
purchasing public

1?

A thousand cards beat
same appeal were distrihm
the city, and into the box

customer a like card wa;
Also, a catalogue was
bearing a price list of

brushes, trees, etc., with su
for their use. The sehem*
incur any great expense.

Gummed innersoles,, that
er innersoles with gum at
them, so that they can be
in a shoe and made to rem
they are put, are proving t(

Me

The .McCaskey Register Cm
HanatKlarcra of
The McCasfeey Gravity Aee&mn»t
Register System

The one »rtia* method of dandling- account
of goods money. labor, anythin®.

ALLMSNCE. &m&

It is worth money to you if you are in positron

to profit by it.

Every shoe sold under this trade mark we guar-
antee to be solid leather throughout, and it is this,

combined with high-class

workmanship, that makes

them in demand among those who are seeking com-

fortable footwear.

Join forces with us by securing the agency for your

town before the spring season opens.

for samples.

Write us to-day

Hirth-Krause Company

Hide to Shoe
Tanners and Shoe Manufacturers

Grand Rapids, Mich.
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WHERE DO THE PROFITS GO?

Business May Increase But So May
Expenses—Watch Result.
Merchants who have been in the
retail business for a number of years
may have noticed the constant in-
crease in the amount of business
done, and likewise the decrease in the
per cent, of profit. Why not locate
the reason, readjust conditions and
make more business mean more

profit?

The merchant depends upon the
public for his trade. He must forget
his likes and dislikes, appeal to the
popular taste and run his store to
please his customers, not to suit and
please himself.

More than ever before, the store,
the merchant or the clerk who is al-
ways ready to do any little act of
kindness or favor of any kind for
customers or prospective ones, is the
one that gains in popularity, and the
popular store is the one that gets the
business to-day.

Too many merchants are long on
dignity and short on popularity. Each
one tries to make his store popular,
but how best to do it—that is the
question.  If successful merchants
are any criterion, here is the best
recipe: Keep goods that are up to
date. Sell at reasonable prices. Make
every customer a friend. The last is
the whole secret, but it is mighty
hard to accomplish.

Generally speaking, it is best to ad-
just all possible grievances customers
may have, no matter who is at fault.
A little friction here and there drives
away trade, and, do not forget, profit,
too.

In smaller towns customers to-day
demand much service whether pat-
ronage is small or large. They expect
you to exchange goods, pay back-
money for goods, make good all loss
es. extend credit, visit with them, ad-
vise them in time of trouble, run er-
rands for them, write letters for
them, etc., all of which the wise
merchant does, and does with that
ease and tact that at once make him
popular with his trade.

There are some things he should
not do—it cuts out the profit. For in-
stance, when a customer asks you to
go out and buy some goods not re-
turnable and then refuse to pay
for them, you lose.

When Mr. A, who is O. K. finan-
cially, wants to borrow $100 for “a
day,” and then proceeds to keep it
a month before returning, you lose.

When you contribute too liberally
towards the one hundred and one
things that come up right long, many
with little or no merit, you lose.

These continual losses, small al-
though they may seem, eat up the
profit.

Why not weed out the many los-
ing accommodations and cultivate the
trade-winning ones?

Even to-day many stores fail to
provide the little features that tend
towards popularity. No drinking wa-
ter, no polite clerks, too few chairs,
no place to get warm in winter, too
hot For comfort in summer, no will-
ingness to exchange goods, no relief
from complaints—no service—these
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are the things that drive away busi-
ness. If you would correct them, try
one by one, if you please, and note
the quick results.

Another loss of profit is brought
about by the desire on the part of
some merchants to close out novelty
goods too quickly and thus suffer the
loss of ordinary profit. This tendency
is carried much too far in some cases
and not far enough in others. Either
spells loss. Why not buy in smaller
quantities and make the maximum
profit?

For example, a dealer buys ten
cloaks at 7.50, sells five at 12.50. By
this time the wholesale price is re-
duced to 6. Another merchant who
bought only five at the first price
(7.50), has his garments sold and re-
plenishes his stock at 6, sells at $9
now, makes a good profit and forces
the first merchant to reduce his price
to $9, and accordingly lose $1.50 of
profit on each garment.

Look back for experience; look for-
ward to profit by it. Look over the
expense account. Eliminate useless
expenditures. Weed out the loss-
es—even the tiny mice in j“our store
cost you several dollars per head
per year—Ilook closely to the little
losses, their total will surprise you.
Keep a constant watch for the
new things as they come out and do
not forget to make a profit on them.
It is not that the plain wants and
needs of the people are satisfied, for
they could be satisfied with goods
whose styles never change. It is the
new, the unusual, the different that
has so radically changed the retail
business of to-day, because few mer-
chants grasp the opportunities pre-
sented by the new things as they
come along.

Not everything new is good for
every location and for every store.
This is why so many lose on stock-
ing the new conceits. Why so many
leave them out entirely. Why, in
either case, they lose the profit.

Tt is for this reason that the judg-
ment of every retailer must be train-
ed and called into use by careful un-
derstanding of his trade before he un
dertakes to make a profit on tbe new
things as they come up from time to
time.

Take the proper profit on new
goods and turn them frequently. Go
after the unnecessary losses and in-
crease trade through popularity.

Do these things and you will have
done a whole lot towards making
more business mean more profit.

L. A. Packer.

Get up on top of the job of boss-
ing your store and you’ll be more
contented with your work and your
profits. Too many let their work
get the upper hand and actually be-
come slaves to business. Better make
business your slave. You will live
longer and die happier.

The great mass of people in this
country are heartily sick of the cry

ou mustn’t do anything to hur;
business” and its application to so
many things that so many people
want. The wise business man never
uses that cry. There’s always a bet-
ter way.

Are You a
Troubled Man?

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

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

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

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

VOIGT MILLING CO.
QRAND RAPIDS, MICH.
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We W ant Buckwheat

It you have any buckwheat (train to sell
eithérin bag lots or carloads write or wire
us. We are always in the market and can
pay you the top price at all times.

W atson-Higgins Milling Co.
Grand Rapids, Mich.

Evidence

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

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

“Purity Patent”
Flour

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

“Purity Patent”
Made by

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

'HE biscuit form of Shredded
W heat, combined with its fine
flavor and mitritiousness made it

an instantaneous success.

Our ad-

vertising has been unique—besides magazines, newspapers,
car cards, sampling and demonstration,

V\&\e Used Niagara Falls to Advertise

Each year, thousands of visitors to the Falls have gone through

our factory".

They’ve seen every detail in the process of manu-
facture from the golden giain to the finished biscuit.

Our sanitary

methods have given them confidence in its purity and wholesomeness.
They have gone heme and told their friends about Shredded Wheat,
and as a result Shredded Wheat is better known and therefore easier

to sell than any other cereal food.

Take advantage of this and keep

Shredded Wheat prominently displayed—
you’ll have lots of sales, and every sale

means good profit to you.
Wheat pays.

ilhe

Shredded

Shredded Wheat Company

Niagara Falls, N.Y.
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MAKE PEOPLE TALK.

Live Merchant Will Do Things and
Start the Tongue.

llow refreshing it is to run across
the real live, wide awake merchant
who has the whole country talking
about him. So often you hear the
remark, “There goes old Mr. Blank.
He has been in business here in town
for twenty or thirty years. Every-
body knows him and he knows every-
body etc.” So often you learn that
this man is merely a fixture in the
town; he knows all the people and
they know him, and that is as far
as it goes. His business moves along
and perhaps affords him a living, but
the chances are that his business is
not noted for its bigness.

He has failed to make people talk
about him. But here we meet anoth-
er merchant. His step is quick, firm
and positive—every action seems to
mean something; and you soon learn
that this man is doing things to make
the people of his community talk
about him because he knows that
nothing on earth will stimulate a
business like having people talking
about the business, providing, or
course, that the talk is favorable.
This thing is true of all kinds of busi-
ness; the great advertisers, men who
spend fabulous sums of money real-
ize that if they can say or do some-
thing to cause people to talk about
their business they have wonderfully
increased the value of their advertis-
ing. The retail merchant is coming
to. appreciate this point more and
more. He is finding that it pays to
have people talk about him and many
are scouring every nook and corner
in search of some idea that can be
put to work making people talk.

The merchant might gain a point
by following the tactics of the prize
fighter in getting people to think and
talk about him. You notice that when
two noted pugilists are to meet in
the ring they do not quietly get to.-
gether and arrange a date for the af-
fair to take place immediately, no,
not at all. They want a great crowd
there for business reasons, so they
start the thing by telling the public
that everything has been arranged,
the papers signed, forfeits posted,
referee selected and all. But, mark
you, they do not say that it is to be
a hurry up match to be pulled off
next week—no, they want the peo-

ple to have a long talking spell, so
they say the date will be three or
four or six months later. Then every

day or two you will discover that
some sporting page editor has dis-
covered something new about one of
the pugilists; the thing is scattering
broadcast, and the people talk about
it, so it goes as the weeks pass, un-
til the first thing you know the peo-
ple are worked up to a frenzy and
men stand on the street corners and
argue pro and con. Why? Simply
because the promoters are artists in
making people talk about their busi-
ness.

Now the merchant can do the
same thing to a great degree if he
will do it, but it takes more than the
old time “fence board advertising’
ihat says, “Go to Thompson’s for
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your shoes, etc.” It requires a little
touch of human nature injected oc-
casionally to arouse people; you will
have to do something a trifle out of
the ordinary before you can hope to
have the people of your town and vi-
cinity talking about you, but if you
touch people in just the right way
they will talk and boost your busi-
ness for you.

Why not try the general tactics
of the prize fighter in making peo-
ple think and talk about you? For
instance, why not tell the people
through your local paper and by per-
sonal letters that you contemplate
going to a certain market at about
a certain time to order a special line
of goods for your people? Get them
to thinking about you and that spe-
cial line of goods. Then when you do
go to the market or factory, have
your local editor give you a write-
up, stating that you left town on
train number so and so at a certain
time—going to the factory to order
a special line of goods to place be-
fore the people of your section of
the country. After you arrive at the
city where this great factory is lo-
cated, write back home that you are
at the factory, personally supervis
ing the preparation of forms, mod-
els, patterns, etc., for that particu-
lar line of goods that you are order-
ing for your trade. Then when you
get back home, get busy at once tell-
ing the people about the great line of
goods you have ordered—one man
that we know of even started the
thing before he got home by writing
a few letters to some of his cus-
tomers while he was at the factory,
telling them how glad he was to be
able to get such a line of goods, etc
If you tell it to every customer that
comes into your store, and mention
the thing through the papers you will
soon have the people guessing.

Why, man, you bet you can make
people talk about you and your busi-
ness, you could have the whole com-
munity wild over that new line ot
goods by the time you were ready to
open the cases and show what you
had in store for them—you could
have them lined up and waiting for
you to throw open the door on the
day of such an opening.

Making people recognize you and
talk about you is largely a matter ot
using the head and doing a little ot
the right kind of boosting—if you
will get in line and give people a
chance they will talk all right, but if
you hide your light under a bushel
they will not know it is there, conse-
quently have nothing to talk about

Do not be afraid to ask a profit on
your goods. The man who tries to
meet every cut on every line he car-
ries will soon find it hard to meet his
bills.

Do not depend exclusively upon
any one form of advertising to build
up your business. Attack the public
from as many angles as possible.

A grouchy man in a store is any-
thing but an asset. The best rule for
him to follow is, If you can not be
cheerful, be absent.
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Pay Your Running
Expenses

fromyoursaleof Uneeda Biscuit.
Yes, we mean just that. Let
your sales of Uneeda Biscuit
take care of your rent, your
heat, your light— but pick one

big item of expense and let
Uneeda Biscuit pay for it.
Grocers do it all over the

country. It’s the usual thing for
the big stores.

The sales will do it too. You

don’t need to worry about that
— the people m your locality’
know Uneeda Biscuit, want
UneedaBiscuitand buyUneeda

Biscuit. It’s up to you to supply
them— but put your Uneeda
Sales on a systematic basis.

NATIONAL BISCUIT COMPANY

The Fifty-fourth

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

W ill Love Alone Suffice?
Wrritten for the Tradesman.

Just now when the shop windows
are showing such marvelous crea-
tions of celluloid and lace paper, and
every possible rythmical combination
of heart and dart and Cupid's art is
being brought into seasonable play:
when we half expect to see the
tricksy little god himself anywhere
around a corner, with a full quiver of
sharply pointed arrows ready to take
certain aim at any youth or maiden
in his vicinity—at this time of ail
times a letter comes to me from a
young woman in Wisconsin, asking
me to help her solve what she calls,
“The great problem of her life.” She
has no objection to my using her
case to work out a solution of the
same problem when it presents itself
to any one of my many young women
readers, only she says | must speak
of her, not by her actual name, but
as “Perplexed Girl.”

She writes as follows: “I have two
admirers. Of course, | have more
than two boy friends, but when 1
speak of anything serious, it all ci-
phers down to these two. Jim has
been going with me off and on for
nearly two years. | never really have
encouraged him, and whenever he has
begun to get sentimental | always
have shut him off. Still, | have ac
cepted his attentions. Jim is rich—or
his father is—and as he is an only
child it all amounts to the same
thing. His automobile is the very fin-
est and latest model there is in this
town. He is a crackerjack of a driv-
er and many a good ride have | had
in that luxurious car. The good
money that boy has spent to send
me violets and roses and lilies of the
valley out of season!

“He is an agreeable man enough,
and everyone thinks | am just stand-
ing in my own light that | do not

take him. ‘Don’t wait to put on your
hat/ they all tell me,” take him
quick, before he gives the same

chance to some other girl with more
sense in her head.’
“Now, | have tried to
everybody thought
suitable. 1 have tried to fall in love
with him, and | just can not. The
most | can say is that | do not dis-
like him, and that | appreciate his
uniform kindness and devotion. |
have no deeper feeling regarding him.
When | went East last summer and
Jim’s letters went astray so that it
was fully three weeks that | did not
hear a word from him, | did not
think anything about it. Really, |
had to count up on the calendar to
see how long it had been. | do not
believe | am in love with Jim,

like Jim,
it would be so

“Now, with Joe it is different. |
wish, dear Quillo, you could just
know Joe, for then you could advise
me more sympathetically. Joe is not
dull and heavy and slow-witted (as
I must say Jim seems to me since |
have known Joe), but he is enter-
taining and sees a point, and all lit-
tle ordinary circumstances are inter-
esting when he is by. The long and
short of it is that a street car ride
with Joe is better, infinitely more en-
joyable 1 would put it, than with Jim
in his automobile. | would rathei
wear a white clover or a ragweed
flower that Joe picks for me than
Jim’s American beauties.

“My Aunt Martha with whom |
live and who has been very kind to
me, and who | know is trying to ad-
vise me for my own good, tells
me to take Jim, because Jim is sure
Ito be well fixed in time. | forgot to
say that Joe is poor, in fact, | never
:have thought very much about that
part of it; but he is. He is just
starting in life and he has his own
way to make. Aunt Martha sayrs to
imarry for money and work for love,
then you get the money anyway. She
tells me she has known a good many
who married for love and worked for
money who did not seem to get
either one, and became dissatisfied
and very unhappy. She says, too, that
11 am so young, only 20, that my
feelings are not a reliable guide.
Dear Quillo, please give me your
views and help a poor,

“Perplexed Girl.”

To this girl, to every girl who is
jracking her brain over the distract
|ing problem of deciding between two
lovers, one of whom seems highly
eligible to her friends and the other
is the choice of her own heart—1
would offer counsel in this vein:

You tell me that the most you can
say regarding Jim is that you do not
dislike him and that you appreciate
his uniform kindness and devotion,
jYou say that this young man has
Ibeen showing you good times for
two years, and that he has been in
circumstances that he could back up
his attentions with a fine automobile
and a profusion of hothouse flowers,
and that you still feel indifferent re-
garding him. Then it is plain as day
that you are not in love with him,
not even the least little bit in all the
world. Now | should say, your Aunt
1Martha to the contrary notwithstand-
ling, let this settle the matter—so far
as Jim is concerned.

| am sure this advice coincides with
your own feelings and you will be
glad to follow it. What you want
of me now is to go on and say that
J think it will be safe and wise and
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prudent and the very best thing to
do, to take Joe.

I wish | could. “All mankind loves
a lover.” Even those of us who are
middle-aged and have grown unro-
mantic, matter-of-fact, and even pro-
saic, like to see a sweet little love
story acted out in real life. When we
find that the cute little god with the
big bow and the sharp arrows has
been getting in his work, what one
of us all does not want to say to the
gallant youth and his fair chosen
maiden, “Go and get married and
may God bless you!”

There is a whole school of litera-
ture, if | may so denominate it, whose
virtual teaching is that love alone will
suffice. The Bible and Shakespeare
are hardly more widely read, and not
with one-quarter of the eagerness.
When Mary Jane Holmes died one
Chicago daily made the comment that
certainly she had written thirty-nine
of the best sellers that ever had been
put upon the market. These are the
books that people sit up nights to
read, and cry over when they come
to the sad places. All the Mary Jane
Holmeses and the Laura Jean Lib-
beys and the Bertha M. Clays will
tell you to take Joe without further
parley and be happy.

>jow it really is painful to me not
to give my hearty sanction to your
evident wishes. Oh, if only that irre-
sponsible little Cupid could be made
to use some kind of judgment when
he takes aim and lets fly those far-
reaching darts of his! If only he could
be compelled to put up a sufficient
bond that his sharp-shooting will not
eventually land his victims in a di-
vorce court! But no debenture com-
pany, nor all the debenture compan-
ies on earth combined, ever could risk-
standing good for Cupid.

Alas! that it should fall to me to
tell you that while the fact that you
are not in love with Jim should set-
tle things negatively as to Jim, the
fact that you are in love with Joe
does not alone make it wise to set-
tle matters affirmatively as to Joe.
This is the sum and substance of the
whole matter.

Love is a plant which may spring
up with almost mushroom rapidity,
but which quickly withers and dies
unless it has good deep soil in which
its roots may spread and find food.

If Joe has character, if he is the
kind of man whom other men respect
and whom women older and more ex-
perienced than you are, esteem high-
ly, then there is ground to suppose
that your present great liking for him
may deepen with longer and closer
acquaintance.

If the enjoyment you now feel in
each others’ society is based on a suf
f.cient likeness of tastes, principles,
habits and opinions, not in all trivial
things but in essential and important
matters—in short, if you are tem-
peramentally congenial and suited to
each other—then there is reason to
believe that you may continue to find
a clover or a ragweed culled by Joe
better than a costly greenhouse or-
der from another.

If added to these other qualifica-
tions Joe has the push and energy to
fight his battle in the fierce struggle
of life, and gives fair proof that
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he can make your livelihood as well
as his own, then, after time enough
has elapsed for these things to be
proved, | do not see but you may
safely give your all into his keeping.
1 will add, just as | did in the case
of the other suitor, Aunt Martha to
the contrary notwithstanding: Of
your little romance 1 sincerely hope
that the long years may bring the
ending such as you wish it to be!

Meanwhile let me suggest that if
you at all suspect that Aunt Martha
feels that she has done enough for
you and would like to have you off
her hands, you certainly are old
enough to make your own living. You
can not self-respectfully take your
support from her longer unless you
are very sure that it is her decided
preference that you do so. If you are
to marry a poor young man, earning
your own living two or three years
would be an excellent education for
you anyway.

Permit me also to say that while
these words of mine probably will
not clear away all your perplexities,
it often is better to stay perplexed
for a time than to decide important
matters rashly.

If it should happen that you find
the lover whom you now think so
noble and manly is lacking in some

of the essential attributes | have men-
tioned, while doubtless you will ex-
perience bitter pain and disappoint-

ment in consequence, remember that

if you come to know these unwel-

come truths before marriage—as you
inevitably would come to know them
after marriage—then you are getting
them at the short price

paying the long one. Quillo.

Demands of Hospitality.
Hospitality demands the courtesy
of a gracious note of thanks. To cal!
up your hostess on the 'phone and
tell her what a delightful visit you

iseveral weeks after the

instead of

had at her house is not sufficient.

Send the note at once, do not pul
off writing it until several days have
elapsed since your visit.

The girl who makes a point of ac-
knowledging a favor done her, by a
gracious little note, sent at once, win-
more friends than she who spends
much time in telephoning or in be-
ing effusive in her thanks when she
happens to meet her hostess perhaps
favor ha-
been granted or the hospitality of-
fered her.

Good manners always pay in the
long run. They may seem to be un-
necessary and irksome at the time,
but the girl who is always courteous
and who is careful to carry out all the
little forms and obligations of the
social life will find that after all it
does pay.
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TAXATION OF PROPERTY.

Levy on Mortgages Often a Hard-
ship on Borrowers.
W ritten for the Tradesman.

In a previous article | have spoken
at some length of under-assessment
and why it so generally prevails. Un-
der-assessment would work no injus-
tice provided all taxable property
were under-assessed alike, that is, all
at the same relative proportion of
true cash value, say one-fourth or
one-third or one-half; but the trouble
is that property is not all under-as
sessed alike, and under the present
administration of our system of tax-
ation it can not be. Some property
must be assessed at full cash value.
The mortgage is a notable example
of this kind of property. This brings
up the whole disputed subject of
mortgage taxation.

About a dozen years ago, 1 should
say, a regulation was made by which
each supervisor and assessing officer
is furnished with a list of the mort-
gages and other recorded credits own-
ed by the residents of his district. Of
course this applies only to mortgages
and recorded credits on property in
this State. Previous to that time a
moneyed man might or might not
“give in” his loans to the assess-
or. If of a magnanimous turn he
would give in something as a sort of
courtesy to the public, and this was
assessed at about the same propor-
tion as other property. If he chose
not to give them in, his mortgages
were considered his own private af-
fair—no one knew just how much he
had invested in that form anyway.
Now the assessing officer goes to the
property owner armed with full
knowledge of the mortgages he pos-
sesses. There is no concealing them.
So the owner simply states how much
has been paid on each, the assessor
makes deduction of the part so can-
celled and assesses the remainder at
full cash value, because the assess-
ment of mortgages must be reported
to the Board of State Tax Commis-
sioners.

The local-patriotic principle of un-
der-valuation is up against it in this
matter of mortgages. Under-assess-
ment of other property and cash val-
ue assessment of mortgages place
an undue proportion of tax wupon
these credifs. Side by side with real
estate at 30, 40 or 50 per cent, of each
value, mortgages have been and now
are placed on tax rolls at full value.
As 7 per cent, interest is the utmost
the law allows the money loaner to
receive, it will readily be seen that
where taxes run 4 per cent, or over
on assessed valuation, the money
loaner gets only a slender income on
his investments, even at 7 per cent.
At 6 per cent, less, merely a pittance.

The mortgage-tax law, coupled
with the practice of under-assessment
d most other property, has worked
peculiar injustice to resident money
lenders who were not bankers. For
money can come in from other states,
be loaned out on mortgages, and not
pay a mortgage tax at all, since the
tax on mortgages comes under the
head of “personal™ tax, which is as-
sessable only to actual residents of
the State. Banks, that is banks that
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can loan on real estate, can loan on
real estate mortgages without paying
the mortgage tax, since banks are
taxed only on their capital stock and
surplus, not on their loans.

Borrowers, especially those who
borrow in small amounts, have suf-
fered perhaps even greater injustice.
For the man who owns a farm, or
village or city real estate, and needs
to borrow money, the easiest, cheap-
est and most satisfactory way to do
it is to give a mortgage on his prop-
erty. When the amount wanted is
small and not for a long term of
years, it is practically impossible to
obtain money from outside the State.
Local banks do not care for the real
estate loans, since they can make
more on short time notes. So the
poor borrower is forced to the most
expensive and disadvantageous meth-
ods of securing the needed loan. Oft-
en he has been driven to deeding his
property to the money loaner and
taking a contract in return, and many
appalling tales of bonuses and ex-
tortionate rates of interest would be
revealed if the whole truth of the
actual workings of our mortgage tax
law were made known.

While laboring under all these dis-
advantages, it must be remembered
that the mortgagor, no matter how
deeply lie may be in debt, must pay
the tax on his whole property, the
same as if he owned it clear. The fact
that the mortgagee may be paying an
egregious tax on the mortgage does
not help the debtor in the least, but
rather has the effect of keeping he
rates of interest needlessly high.

One whole county in Michigan was
reassessed by the Tax Commission-
ers this last year just on account of
this mortgage tax proposition. In
some sections the real estate mort-
gage has been almost driven out of
business. Investors, while their mon-
ey has been needed right at home
among their neighbors and acquaint
ances, have been forced to place it
elsewhere in securities that would es-
cape taxation.

The Governor has recommended
that the present mortgage-tax law be
repealed, and a small tax for record-
ing be substituted therefor. Such a
measure would afford great relief to
both borrowers and lenders, and
would not diminish to any great ex-
tent the revenues of the State; on the
contrary, it would probably increase
the revenues as all mortgages would
then be taxed.

It may be said right here that no
fair-minded money loaner would ob-
ject to bearing a just share of the tax
if mortgaged property were consider-
jed as held in joint ownership, mortga
gor and mortgagee each standing his
jproper proportion of tax, the same
Irule holding good whether the mort-
jgagee were a bank or a private per-
son, and whether living inside or out-
Iside the State. The difficulty with
this plan is that while theoretically
fair, it would be somewrhat clumsy
and hard to administer. In actual
practice it might be better for all
concerned to abolish the tax and let
interest drop to the point where
money could be easily had on good
security, if our present absurd mort-
gage tax were done away with.

—

Abolishing the mortgage tax would
not do away with the necessity for
enforcing the law that all taxable
property shall be assessed at full cash
value, for obvious reasons. No other
basis than cash value, as nearly as
this can be estimated, is practicable
for fair and just assessment. The
contention of the railroads that prop-
erty generally is under-assessed can
not be met by a “You’re another” to
the railroads, but by bringing all tax-
able property, whether belonging to
public-service or other corporations
or to private individuals, up to full
value.

How is this to be done? Not by
increasing the penalty for under-val-
uation—that would accomplish noth-
ing under present conditions—but by
making certain changes that would
knock out the props upon which the

whole structure of under-valuation
rests.

Doubtless the most effectual way
to make these is to separate local

and State interests in matters of tax-
ation. Until this can be done—and
we never shall have as good a system
as we might have until it is done—
much might be accomplished by
bringing all assessment rolls under
State inspection. Reporting to the
Board of Tax Commissioners raised
mortgage assessments to cash value
in a hurry. Some form of State in
pection of every tax roll, it need not
be long nor expensive, but enough
that it would have to be shown clear-
ly how assessment values tally with
the prices for which property actually
s being bought and sold, might be
effectual.

Our system of taxation as it ap-
plies to merchants is as follows:

Some years ago the sworn prop
erty statement as regards personal ef-
fects was made mandatory. A man
may own $100,000 worth of real es-
tate, and if he owns nothing else he
will not be obliged to make any
statement of values whatever. A man
who owns a $500 stock of groceries
must make full showing of every
nickel’s worth, or else take oath to
falsehood. While the assessor can be
the scapegoat for the whole commu-
nity as regards the under-valuation
of real estate, with respect to person-
al property each man’s sins are upon
his own head.

A merchant may have various rea-
sons for not wishing to make a
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statement depreciating the actual val-
ue of his property in like proportion
with ordinary real estate assessment.
For one thing, even after living un-
der our system of taxation for some
years, he may have in his moral com-
position such an old-fashioned and
extraordinary thing as a conscien-
tious scruple against taking a false
oath. Under our existing system the
conscientious scruple rapidly is be-
coming extinct; but still a merchant
has his standing with his creditors
and with the public to maintain, so,
particularly if he is no heavyweight
financially, he may not consider it
good business policy to “give in” his
his stock of goods, etc., at less than
it actually has cost him. Many assess
ors have a prejudice against cutting
down any on a sworn statement, si
it frequently is the case that business
men, on their stocks of goods, pay
more than their proper proportion o
tax. This doubtless is more general
ly true of small merchants than of
large ones. In some communities
there is a strong feeling that it i
all right to place a very heavy tax
on business property, on the sam
general principle that a business man
is expected to finance every public

project from a church fair to a
Fourth of July celebration.
While many forms of personal

property have a distinct advantage
over real estate in that they can be
covered up, while real estate can not
be, this certainly does not apply to
stocks of merchandise.

The merchant who owes his bank
or his wholesale houses for half his
stock, has to pay taxes on the whole
stock. If he has outstanding credits,
he may offset them to the extent of
his indebtedness. The way this works
out may be thus described:

A dealer has a stock of goods
worth, say, $4,000. He owes for half
of it and has no outstanding credits.
He pays taxes on the whole $4,000,
although he may be said to own in
reality only $2,000 in that stock. An-
other man with the same stock and
indebtedness and having $2,000

in
bank credits can offset his debts
against his credits, and pay taxes

only on $4,000, the same as the first
man, although he actually is worth
twice as much. A just system of tax-
ation would offer some relief to the
debtor class that our present laws do
not afford.

A word about the sworn property
statement: It would seem that our
legislators might stop passing laws
which seem to be designed for saints
above but which have to be enforc-
ed, or the effort made to enforce
them, among men below. Men be-
low will cover up and conceal and
deny their ownership of property
when it comes assessing time. Unless
assessing officers can be equipped
with some kind of an X ray that will
penetrate into the innermost recesses
of a man’s private affairs, it is use-
less to try to force him to tell what
he owns. Particularly is this the case
when, if he acknowledges his owner-
ship of bank credits, promissory notes
and ready money, these assets will
be assessed at full cash value and
take a disproportionately heavy tax,
when the property itself, say bank
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credits or ready cash, yields little or men of us—developing character and

no income.

The law requiring a sworn proper- to which we aspire.

ty statement was, of course, design-
ed to bring to light concealed prop-
erty. Its effect has been to drive
such property into deeper hiding, and

make many well-meaning people
regard the violation of an oath (in
making a property statement), as a
ight and trivial affair. As matters
now stand | believe very few persons
pretend to be perfectly candid in giv-
ing in their property, except it be
some nice elderly ladies and a few
other ultra-consciencious souls of
both sexes, who popularly are re-
garded as too good to live on this
earth.

If one wants to find the gross ab-
surdities, the real side-splitting jokes
of our tax laws, he has only to run
over the lists of what is taxable and
what is exempt. If a person has any
amount of money, however small, it is
taxable—if found. But one may own
a large endowment life insurance pol-
icy, nine-tenths paid up, and that goes
scot-free. A municipal bond of any
kind, whether of this State or any
ther, issued prior to Sept., 1909, is
taxable although it may vyield only
4 per cent, or less. If issued any-
where in this State after Sept., 1909,
it is non-taxable. The Wise Man of
old admitted that there were certain
things, such as the way of an eagle
in the air, and the way of a serpent
upon a rock, that were too wonder-
ful even for him. Had he lived in
these days he might have added to
the list some of the tax laws under
which this great commonwealth is
now laboring.

In these articles | have not touch-
ed upon the taxation of mining prop-
erties nor of corporations, because |
have not given those phases of the
tax question sufficient attention to
speak with any assurance regarding
them. Ella M. Rogers.

Dark Before the Dawn.

Every year, before we can enjoy
the warm, bright, beautiful days of
spring, we must go through just so
much dark, damp, wet and chilly
weather; we do not mind it, because
we are always looking forward to the
beautiful days we know are coming.
Because we are tired of winters
cold and long to hear the birds sing
again, we can not jump in one day
from winter to spring—unless we do
it on a fast train. Nature must move
in about the same orderly cycle every
year, although sometimes there are
slight variations.

So we must remember that each
one of us, before he can experience
the joy of achievement and success,
must go through just about so much
hard work and trouble and hardship
and disappointment. Only geniuses
leap from nothing to success and high
attainment. Ordinary mortals must
abide by the rules of the game, which
provide that we must work hard and
patiently for what we get and that
none shall shirk his duties and re-
sponsibilities, even although they are
unpleasant.

Sometimes we do not see that the
very tasks and duties which we find
irksome and regard a3 drudgery are
the very things which are making

making us fit for the bigger things
It is good for
us to have to do things that we do

not like, for by doing them we learn For Deafings t»
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BHE COMIVERCIAL TRAVALEE

U. C. T. of A—Story of Great Or-
der’s Foundation.

In the light of present splendid de-
velopment and its assured success, it
is a source of pleasure to know and
feel that a Louisianian was largely
responsible for this big commercial
men’s organization.

To L. C. Pease, of Columbus, Ohio,
still hale and hearty, and enjoying
to the fullest the fruits of his early
efforts in the creation of the U. C.
T., and to John C. Fennimore, at
one time engaged in storekeeping
Louisiana, belong the  distinction
of bringing to life this international
benevolent and home-protecting insti
tution.

The conception and birth of the or-
der were brought about through a
meeting of the Fast, West, South and
North. L. C. Pease had long plan-
ned the foundation of this organiza-
tion. while John C. Fennimore, of
Louisiana, defined the duties of the
officers and drafted the ritual.

Fennimore had lived in the West
and South, chiefly in Louisiana.

Charles Benton Flagg became the
first Secretary, and to him is due in
a great measure the subsequent de-
velopment of the order. The first
meeting of these gentlemen took
place on Jan. 8, 1888, and was held
at the historic Neil House, Columbu
Ohio.

For over two years the germ of
the idea lay fallow in the minds of
the conceivers. The plan of a secret
society among commercial travelers
without benefits had been tried with
indifferent success. Exclusively ben
eficial organizations for commercial
travelers have in the past grown
up, flourished for a while and decay-
ed. Successors to these, profiting by
the sad experience of those gone be-
fore, appeared to be occupying the
field to the exclusion of all newcom-
ers of whatever character. The pros-
pect was not particularly bright or
flattering.

But the idea to create an organi-
zation something along the middle
ground between the strictly fraternal
order and the strictly beneficial as-
sociation would not down. The plan
was not quickly' grasped by those to
whom it was unfolded, because it
seemed to possess no new features;
and yet it was entirely new—so new
that it was necessary to blaze a trail
all the way.

It was here that the combined ele-
ments of character possessed by the
pioneers in the movement came in for

a rare trial of conclusions with the
hard conditions confronted. Fortu-
nately, the founders possessed on

composite =$he.-qg"litips of intelligent
oersistence, brilliant leadership, sin-

gleness of purpose, tact, executive
ability, earnestness, sincerity, optim-
ism, far-sightedness, confidence, re-
source, tireless energy, good fellow-
ship and supreme patience—all these
in about the degree necessary to the
accomplishment of the giant task to
which they had set themselves. A
weakness at any of the above points
would have meant failure.

Consciously or unconsciously, the
plan evolved by them was destined
for a large development. It was a
wide and a national movement from
the start; it was not to be confiend
to any single purpose that Eastern
thrift and Southern chivalry shoul
join with Northern steadfastness and
Western energy in a concert of sym-
pathetic co-operation.

Of the eight men who
the original incorporators no two
represented the same line of trade,
and all of them were recognized as
leaders in their particular field of
salesmanship. And, what is more to
the point, all founders and incorpor-
ators who still live to-day are active
and vitally interested in all that per-
tains to the order's welfare, thus
showing the unselfish zeal that has
prompted them from the beginning.
This to demonstrate that the or-
der was not a thing of accidental or
Ireakish conception or growth. The
foundation was laid broad and deep,
and the superstructure has been rear-
ed with grace and symmetry and has
grown in prestige and solidity with
the passing years.

The plan of organization in the In-
ternational Order of the United Com-
mercial Travelers of America con-
forms closely to the usages of the
standard secret and fraternal bodies.
The subordinate council may now be
found in all the leading cities of the
Union, with many flourishing councils
in the Dominion of Canada.

As one of its founders the order
possessed a ritualist of marked abili-
ty, John Copper Fennimore, the
Louisianaian, the result of whose la-
bors was a ritual which is a pleasing
surprise to the novitiate without any
of the oft-expected burlesque features
and entirely free from vulgar or ob-
jectionable elements. Building upon
the order’s tenets of unity, charity
and temperance, the ritualist has
evolved an initiatory ceremony that
is capable of a beautiful and impres-
sive exemplification strongly imbued
with elevating lessons and thoroughly
in keeping with the order’s character,
aims and purposes.

Over five hundred subordinate
councils are established throughout
the United States and Canada, num-
bering over sixty-three thousand
members. Grand councils are made up

composed
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Hotel Cody

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

Many improvements have been made
In this popular hotel. Hot and oold
water have been putin all the rooms.

Twenty new rooms have been added,
man/ with private bath.

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

The rates remain the same—82.00,
$2.50 and $300. Amerioan plan.

All meals 50c.

“Truly royal board and
kingly furnishment.”

—Shakespeare

Hotel Livingston
Grand Rapids, Mich.

The Breslin

Absolutely Fireproof
Broadway, Corner of 29th Street

Most convenient hotel to all Subways
and Depots. Rooms $1.50 per day and
upwards with use of baths. Rooms
$2.50 per day and upwards with private
bath. Best Restaurant in New York
City with Club Breakfast and the world
famous

“CAFE ELYSEE”

NEW YORK

MM mmmmim

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 D i-
vided Page. A “ Stroke of Genius.”

4n0,000 Words Defined. 2700 Pages.
6000 Illustrations. Cost $400,000.

Post yourself on
this most re-
markable sin-

gle volume.

Write for »ample
page», full par-
ticulars, ‘etc.

Same this
paper and
we will

G te C Mariam Co.
Springfield, Mase., XT.8. A.



February 8, 1911

of the subordinate councils in the ter-
ritory that the jurisdiction comprises
and now number twenty-six.

Meetings of thse sfijnanudandenn

Meetings of these bodies are held
once each year, and the Louisiana-
Mississippi jurisdiction will meet in
the city of New Orleans in May next.
These grand councils are made up of
representatives from all the subordin-
ate councils in the jurisdiction.

The grand councils such as will be
held in New Orleans are the educa-

tional department of the order. It isfatal disability

MICHIGAN TRADESMAN

poration issued under the general cor
poration laws of Ohio on Jan. 18,
1v8S: “The order of the United Com-
mercial Travelers of America is or-
ganized for the purpose of: first, to
unite fraternally all commercial trav-
elers of good moral character; sec-
ond, to give all moral and material
aid in its power to its members and
those dependent upon them, also to
assist the widows and orphans of de
ceased members; third, to establish
an indemnity fund to its members for
or death resulting

from them that a constant stream of !/from accidental means; fourth, to se-

information goes out to the mem-

Icure from all transportation compan

bers. and from this source. too. isJiés and hotels just and equitable fav-

conducted the business of investigat—J .
may fclass; fifth, to elevate the moral and

ing grievances which members

have against hotels, transportation

companies, etc. Many grand councilsf

in addition also conduct an informa-
tion bureau, through which members

ors for the commercial traveler as a

social standing of its members.”
By this it is evidenced that mem-

bership in the order embraces four

distinct features: Fraternalism, social

of the order are brought into touch !advantages, the care of the widows

with the employers of traveling help,
and assistance is given members in
securing positions. The annual meet-
ings are made the occasion for happy
reunions of the wunited commercial
travelers and their families. Enter-
taining councils vie with each other
in extending most gracious hospital-
itv to visiting brothers, and the re
suit is a delightful social and frater
nal occasion free from all extrava-
gances and excesses of any charac-
ter. From these grand councils come
the delegates that represent the jur
j«diction in the Grand Council—one
for each 500 members or fraction
thereof.

and orphans and indemnity for acci-
dental injury or death.—New Orleans
Picayune.

Traverse City U. C. T.

Traverse City U. C. T. Council, No.
361, will hold its fifth annual banquet
and ball Saturday, Feb. 25. The reg-
ular business session will be held in
the afternoon and the evening will be
spent in dancing, card playing, gen
eral jollification and banquet.

All U. C. T.'s who happen to be
in this section of the State are cor-
dially invited. This Council has enjoy-
ed a healthy growth the past year—
the membershio has reached eighty-

ists. It is also planning to attend
the Grand Council meeting this year
in a special car.
Committees for the fifth annual ban-
quet and ball are as follows:
Finance and Tickets—A. E. Ford.

General Executive Committee—
Wm. S. Godfrey, A. L. Joyce and L.
F. Manigold.

Music and Entertainment—wW D.
Eaton, E. E. Wheaton and J
Carnwall.

Banquet—W. D. Murphy, R. E.
Weaver, Harry Hurley and Adrian
jOole.

Decoration and Flowers—Fred
Richter, John Graham and
Everett.

W. A. White and James Flaggert.

Invitation and Publicity—\\ >
IGodfrey, W. D. Eaton, W. D. Mur
phv, Fred C. Richter and A. F ford.

C.
Will

Grand Rapids U. C. T.

The annual meeting and 1
of Grand Rapids Council, N<. 131, 1
C. T.. will he held at the Pantlii
Saturday evening. March 4.
Committee on Arrangement mat
up of Fred T. Croninger and Thom-
as J. Modie, Harry J. Sheilman, W ad«
V Slawson, H. E. Wilcox and <

Herrick, is promising somethin;
great in the way of entertainment
with notable speakers, good music an

variety of surprise-.

Copper Country U. C. T.

At the meeting of the C

Country Council, U. C. T, last
resolutions were adoptee

Increase Your Business
and Profits by Pushing
Products Which Contain
HAMILTON COUPONS

the Upper Peninsular railroad fares
to two cents a mile, making the rate
uniform throughout the State.

The annual ball of the Coppei
ICountry Council will be htld Jt rfsrv
Icock on the night of February 24.

Wm. H. Reese, who for years ha
been Manager of the advertising an
promoting departments of the Patto
Paint Company, has resigned to g;
;sociate himself with the Cramer-Kra;
lgelt Companv, of Chicago and Mi
wanket Mt Reese is res irded
one of the leading advertising expert
in the national field. His record wit
the Patton Paint Company was on
of such exceptional success and prf
gressiveness that he attracted wid
attention and received offers rrom
number of other big manutactunn
land advertising concerns. The Cran
er-Krasselt Company, with wfi vr
Reese has taken up his new
is rated as the biggest agenc

led to 1 e wirtet
main o Mr R«
be dir
Shelby & New
>eam< has changed its
Nei
its

Every product containing HAMILTON COUPONS is a good seller because the Quality and

Price are right.

The HAMILTON PLAN makes it a better seller because it also is right.

The HAMILTON PLAN benefits both merchant and customer at no expense to either,
helps you by pushing the sale of profitable and satisfying goods and enables yon and your customers to

obtainya.uayple premiums FREE.

home FREE.

catalogue and full information.

THE HAMILTON CORPORATION

Guaranteed Resources, $1,000,000

29=35 West Thirty-second Street

F.xtures for your store FREE.
Send for list of products whose sale is being increased by the HA/UIL.

Funnlure

NEW YORK CITY
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IDRUGS" DRUGGISTS SUNDIVIK

Michigan Board of Pharmacy.
President—Wm. A. Dohany, Detroit.
Secretary—Ed. J. Rodgers, Port Huron.
Treasuréer—John J. Campbell, Pigeon.
Other Members—W:ill E. Collins. Owos-

so: John D. Muir, Orand Rapids.
Next Meeting—Orand Rapids, Nov. 15,
16 and 17.

Michigan Retail Druggists’ Association.
President—C. A. Bugbee, Traverse City.
First Vice-President—Fred Brundage,
Muskegon. . .
Second Vice-President—C. H. Jongejan,
Grand Rapids.

_%ecretary—H. R. McDonald, Traverse
i

y.
_dTreasurer—Henry Riechel, Orand Rap-
s.

i
Executive Committee—W. C. Klrch-
essner. Grand_ Rapids; R. A. Abbott,
uskegon; D. D. Alton, Fremont; S. T.

Collins, Hart; Geo. L. 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 City.

Secretary—M. H. Goodale. Battle Creek.
Treasurer—W illis Leisenring, Pontiac.
Next Meeting—Battle Creek.

_Grand Rapids Drug Club.
President—Wm. C. Kirchgessner .
Vice-President—O. A. Fanckboner.

Secretary—Wm. H. Tibbs.

Treasurer—Rolland Clark. i

Executive Committee—Wm. Quigley,
Chairman: Henry Riechel. Theron Forbes.

Building Business on Fumigants Fck
the House.

T

schools and other public buildings
need to be disinfected. Therefore we
send a card to the authorities with

jthe offer to do all the work, which

generally ends in our getting the ten

jder.

We also keep in touch with the

1doctors and undertakers, whose pro

fessions bring them in contact with
such cases and from whom we get
names of people who require it. They
also use their influence to have the
disinfecting done.

The result of our scheme is that
we have worked up a large business
in this particular line.

Knowing People’s Names.

It was a combination drug store
and cafe. “What is it, Mr. Smith?”
enquired the smiling soda dispenser,
;as | stepped up to the fountain, i
: my order, wondering vaguely
where | had seen the young man be-
fore. | had been in the town only
a week, and although | had patroniz-

jed the establishment frequently dur-

iing that time, Tknew T had not given

J. C. Lowrie, of Weidmann, Onta- jmy name.

rio, in a letter to the Bulletin of
Pharmacy tells of a plan he has used
for some time with good success in
advertising a disinfectant, using the
formaldehyde and potassium perman-
ganate preparation which is familiar
to all druggists.

Almost all druggists carry the dis-

infectant in stock, but let the busi-
ness come to them rather than go
after it. The preparation brings a

handsome return, hut the druggist
must use his own judgment on the
price.

The majority of people, after th-
death or sickness of one of the fami-
ly, desire to disinfect the house
Therefore on hearing of any instanc-
es of death or contagious disease, we
send out printed matter announcing
that we have the disinfectant in stock
and explaining that ours is the best
on the market in point of price, qual-
ity, safety, etc. As a result these peo
pie come to us whereas in all prob-
ability they would have gone to an-
other store.

Again there i* a class of people who
either through ignorance or careless-
ness do not bother with disinfec-
tants unless compelled to do so by
the health officers. To these we send
the same letter, telling them of the
danger to the rest of the family if
the house is not thoroughly disin-
fected, and asking them to come in
and see us about it, which they gen-
erally do with good results to our-
selves.

Nearly every year there is an out-
break of a contagious disease and the

jthe place we go after him.

“Thank you, Mr. Smith,” said the
| cashier, politely, as T paid him acros-
|the cigar counter.

My curiosity was aroused, and 1
| stopped for a short chat with him. 1
|found that he was the junior partner
land quite willing to talk of the firm’s

;business methods when he learned T

was in the same line in another town.

“It is our policy,” he explained, “to
learn the names of as many custom
rers as possible. Some think we car-
iry it too far. but T assure you it pays
;in a town of this size, about ten thou-
sand population. That plan may be
impractical in the larger cities, but is

jvery valuable in the smaller towns.

“As soon as a new customer enters
Tf he or
Iders something which is to be deliv
lered. it is an easy matter to get his
|name and pass it along to the otheT
|clerics who may be called upon to
serve him. If he patronizes only the
\cigar or cold-drink department there
jmay be some difficulty. Very often
|[two friends come in and call each
;other by name. We are very much
ion the alert for that sort of thing.
Then sometimes an old customer
Jcomes in with a new one, and later
we ask him his friend’s name. We
learned your name in that way.

“The clerk who gets the name first
;passes it along to the others. Thus
levery employe becomes acquainted
with the customer and tries to make
him feel at home in any part of the
| store.

“This matter of learning names is
a thing that requires tact, however.

It will not pay to make mistakes. If
you are not sure of the right name,
do not use any at all. We never call
any one except an intimate friend by
his first name. We avoid nicknames.
Even my roommate, ‘Boots,” hecomes
‘Robert” when he comes in here.”
The young soda dispenser had talk-
ed barely two minutes, but he had
said enough to make me think for
the rest of the day. The big patron-
age they had, as well as the words
of the junior partner, made me be-
lieve there was much good in the sys-
tem. Arthur Irwin Smith.

Conquests of Disease.

The first decade of the twentieth
century is over. It has been a decade
of progress in science, mechanics, in-
dustry, art, politics and morals. One
of its salient features has been the
successful campaign against dreaded
diseases and “plagues.” New meas-
ures have been adopted in the inter-
est of public and private health. Med
icine and surgery have almost been
“revolutionized,” and an active propa-
ganda in the press and in the school
has “peopleized” sound ideas of pre-
vention and protection to a remarka-
ble extent. In an article in the cur-
rent World’s Work Dr. Woods
Hutchinson briefly describes the dec-
ade’s progress toward health and in-
creased life. The national death rate
has been reduced 10 per cent., the
same rate of gain has been achieved
in the case of tuberculosis, infant
mortality is declining, and 20,000 ba-
bies are saved annually—and so on.

The war on bugs, bacilli and other
carriers of disease has been energetic
and effective. The notorious hook-
worm has been discovered and the
simple means of getting rid of the
parasite demonstrated to the rural
South. We have efficacious remedies
against spotted fever, and pellagra is
yielding to research. Typhoid is go-
ing the way of yellow fever now that,
m addition to care and intelligence
in handling water and milk, the house
fly is being ruthlessly exterminated.

Faith in the magic power of drugs
has waned. Even leading physicians
speak of the “extraordinary delusion”
that pills and mixtures can undo the
mischief of foul air, bad habits, in-
temperance. The gospel of sane, mod-
erate living; of exercise and recrea-
tion, of plenty of fresh air, has been
embraced by thousands. Institutes
have been established to grapple with
cancer and other baffling maladies,
and further advance is a certainty.
The next decade is sure to better the
excellent instructions of the one now
closing.

If you know how you want your
advertisement set up, indicate your
wishes on the copy. The best printer
in the country is not a mind reader.

FOOTE & JENKS’
Terpeneless

COLEHAN’S
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Effect of Tobacco.

Dr. H. O. Reik, of Johns Hopkins
University, publishes an article in a
recent issue of the Boston Medical
and Surgical Journal on the effect of
tobacco smoking. If an indictment
against tobacco were formulated the
following would be laid to its charge:
Causing cancer of the tongue or lips;
setting up a chronic catarrhal inflam-
mation of the nose, throat and larynx;
causing loss of the sense of smell and
producing deafness; producing indi-
gestion; interfering with the circula-
tion and giving rise to a distinctive
disease of the heart; arresting phy-

sical development, impairing mental-
ity and reducing the vital forces; and
rendering the victim more suscepti-
ble to affections of the nose ami
throat than the non-smoker. Review-
ing very carefully all the available
evidence on the subject, the author
concludes that there is no evidence
that cancer of the throat is due to
smoking, and if smokers have con-
tracted cancer of the tongue or lip
it is not the tobacco but an injury
from the stem of the pipe that is re-
sponsible. It has not been proved
that tobacco causes any definite, char-
acteristic lesions of the nose, throat
or ear. While it is possible that ex-
cessive smoking may produce a toxic
effect on the olfactory and auditory
nerves, there is no laboratory proof,
and not enough clinical evidence to
substantiate the belief. That gastric
and systematic nervous disturbance
may arise from excessive use of to-
bacco is unquestioned. Carbon mon-
oxide is probably a more injurious
constituent of tobacco smoke than
nicotine. Cigarette smoking without
inhaling is no more injurious than
pipe or cigar smoking. The author
explains a phenomenon commonly
observed by smokers—namely, the
aperient effect of moderate smoking,
especially if indulged in just after
meals, which is attributed to the in-
duced contractions of involuntary
muscle structures; but he states tha\
excessive smoking favors constipa
tion because of the later paralysis ot
these same muscles.

Merchants, Attention
Just Opened

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

A complete line of Christmas. New Year,
Birthday, Comics, etc. Our stock isnot rust%/—
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
fill mail orders promptly. Our prices will in-
terest you—ask for them.

Citz. Phone 6238 42-44 South lonia Street
Bell Phone 3690 Qrand Rapids, Mich.

(brandi
High Class

Lemon and Vanilla

W rite forour “Premotloa Offer” that combats “Factory to Family" schemes.

Insist

on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS, Jackson, Mich.
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bbl., per cwt. Hydrastis, Canada 3 00 Zingiber ... 601
Sulphate, pure .. Hydrastis, Can. po 2 60 Miscellaneous .
Inula, po . 20® 25 Aether, Spts Nit 3f 30® 35]
. Flora Ipecac, po 2 25®@2 3  Aether, Spts Nit 4f 34® 38
Arnica 20® 25 |ris plox 35® 40 Alumen, grd po 7 3® 4
Anthemis 50® 60 lalapa, pr 70® 7 Annatto 40® 50!
M atricaria .. 30® 35 Maranta, s @ 3 Antimoni, 4® 5i
Eolia Podophyllum po 15® 1 Antimoni et po T 40® 3%
Rhe . 75®1 00 Antifebrin ... @
60@1 75 i Antipyrin @ 25
Cassia Acutifol, . Ar epny“ Nit @ 62
Tinnevelly 15@ 20 Argemcum 109 15
Cassia, Acutifol  25®@ 30 Balm Glleadm'b'[i'c'lé 60® 651
Salvia officinalis, Bismuth 9 20®2 30
S4s and %s .. 18® 20 1
Uva Ursi 8® 10 . Calcium Chlor ls @
N Smilax, M....... 25 Salcium Chlor, 54s @
Gummi Smilax, offi’s H ® 4c Calcium_ Chlor, 54s g
Acacia, 1st pkd. ® 65 Spigella ... ..1 45@1 %0 Cantharides, Rus,
Acacia, ond pkd. @ 4 Symplocarhus - @ B EINL Frucs po 6
3 . aleriana En H .
Acacia, s”rtedpslig % 3 Valeriana Eng .8 % Capi Fruc’s B o @ The new home of the Hazeltine & Perkins
Acacia, po 4212 gs %mglger a .. %ég %8 gghrphlne 0 20(%4
Aloe, Barb ® 5 Zingiber j ---- .. 25®@ 28 Carphyllus ... .
Aloe, Cape @ Semen Cassia Fructus . @ Dr . i
Alos Sabe Anisum bo 55 @ Cammeaup™os - @ ug Co. to be occupied on or before March Isi,
Ammoniac épldum gravel's) li@ 8gpatrapr\|let1) . .
Asafoetid I S e a
iaa Cannabis §ativa™ 7@ Cera Flava 1911, corner of Oaks and Commerce Streets, three
Catechu, Is Cardamon 7 Crocus ...

gatechu. 3% ® %é %?1““ pod i gr?llorolfol-lmd C 1 25%1 45
® enopodium ora rss H H
Catechu, 54s 5D 1 Shenopodiu Chioral | Vsqu,bbs 18 hundred feet from main entrance to the Lnion
uphorbium - ® 40 Cydonium Chondrus ... 200 25
Galbanum @1 00 Dipterix Odorate 3 50@4 00 Cinchonid’e Germ 38® 48 i
Gamboge .. 12501 35 Foeniculum ... _® 30 Cinchonidine P-W_38® 48 Depot, Grand Rapids
Gauciacum po 35 ® 35 Foenugreek po . I® COoCaINe v 3 05@3 25 1 .
Kino ... po 45¢c A5 LN oo, Corks list, less 70%
M astic i, % 75 L|n| grd. bbl. 5% _6® Creosotum ... 45
Myrrh po 50 ® 45 Lobelia ... 75® Creta .... bbl. 75 @
- 5 50@5 60 Pharlaris Cana’n 9® Creta, prep....... @
Shellac  .ccooverrreens 45® 55 RAPA i 5® Creta, Igrecnp .. 9®
Shellac, bieached 60® 65 Sinapis Alba ... 8® Creta, Rubra — g
Tragacanth .. 90®1 00 Sinapis N|Sg 9I® Cudbear ...
pirltus Cupri Sulph 3®
. . Herba Frumenti W. D. 2 00@2 Dextrine ... ®
Absinthium - 4 50@7 00 Frumenti ... 1 25@1 ef | Emery, all Nos. @
Eugat_orlum oz pk 20 Junipers CO.....1 75@3 50 EmMery, po....... = o=
Lobelia ---- 0z pk 20 Junipers Co O T 1 65®2 00 Ergofa ..po 160 1 50®1 60 ?
Majorium ..oz pk 28 Saccharum N E 190®2 10 Ether Sulph 35@ 1
Mentra Pip. 0z pk 23 Spt Vini Galli .1 75@6 50 Flake White --—- 12®
Mentra Ver oz pk 2 Vini Alba .. 1 25@2 00 Galla ®
RUE .o OZ\}lk 39 Vini Oporto 1 25®2 00 Gambler . 3% ANSWER :
Tanacetum 22 Sponges Gelatin, Cooper - .
Thymus V oz pk % Extra yellow sheeps’ Gelatin, French  35® Neither the dealer nor h» casfoffien
Magnesia wool ‘carriage .. @1ZSGIassware fit booo/ 5%
Calcined, Pat. .. 550  "IOrida sheeps’ wool o iEies than box 0% By the growth of our business through advertising we save enough
gg{ggrr]n?tekpﬁﬂt. 180 Grass sheep's'""\}iiom Clue, white .. 15® in cost of salesmen, superintendence, rents, interest and ®*e ofour
garponate, " 18® Hcadrrla € il %% Sg glrgcnearmPaar 26 plant to cover most of, if not all, our advertising bills, ims
"""""" ar slate use ici H
Oleum Nassau sheeps’ wool Humulus 356 advertising makes it easy to sell
Absinthium .... 7 50®8 00 carriage ... 3 50®3 75 Hydrarg A ®1 10
Amygdalae Dulc. 75® 85 Velvet extra sheeps’ Hydrarg Ch.Mt ® 85! ’
Amygdalae Ama 8 00 825 wool carriage .. @2®Hydrarg Ch Cor ® 851
ANisi 190®2 00 Yellow Reef, for Hydrarg Ox Ru'm ® 951
slate use ... @1 40 Hydrarg Ungue’'m 45@® 50 Al
i ST A 0 bk PR
Acacia ... @ 50 lIc yobolla, m.
ACACIR 2 30 dige o Am: o1 06 EMIUM CHOCOLATE for BAKING
Ferri lod X ® 50 lodlne Resubi ..3 00®3 25 .
Chenopadii IFEl?C'aC ,,,,,, @ 60 Lodoforn))\ ........... 3 90®4 00 AH LOWNEY'9 products are superfine,
Clnnamonl ei Arom ® 50 Liquor Arsen et ay a good profit and ar .
Conium _Ma 90 Smilax OfB’s 50® 60 Hydrarg lod. @ 25 pay a g P e easy to sell
Citronelia 70 SENega o ® 50 Lig. Potass Arsinit 10® 12
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These quotations are carefully corrected weekly, within six hours of mailing, L'mb‘”

L Chocolate Tokens ... 2 50 Champagne Wafer .. 2 60
inea

<2<8 circle Honey Cookies 12

aud are intended to be correct at time of going to press. Prices, however, are gsvpiss a«?omesné" off ~ Currant FTuit Biscuits 12 ﬁlgmgétg “ows
liable to change at any time, and country merchants will have their orders filled a (’:HEWING GUM graCkneltS I |1§ Festino ...
market prices at date of purchase. American Flag: Spruce 6 ocoanut Brittle &ake Bent's W ater Crackers 140
Cocoanut Sugar Cake 11
Rdams Pepein " % C t Taffy Bar .1S CREAM  TARTAR
ams’ Pepsin ocoanut Taffy Bar ..
ADVANCED DECLINED Best Pepsin 48 Cocoanut Bar Tqo  Bayels or drums ..
Eleaectk Pfe’l)csf(n ...................... 2 88 Cocoanut Drops ... 1S 'S:B!I;ﬂg;e caér:js "
Largest Gum Made 66 Cocoanut Macaroons ..IS caddies
Sen Sen 55 Cocoanut Hon. Fingers IS
s . DRIED FRUITS
%euncastgg Breath Perf ! gg Cocoanut Hon Jumbles IS . Apples
Spearmint . " &5 Coffee Cake . 10 El\igdgfgted‘
CHICORY 6goffee Cake, P 10%011%
- TUMpPets . Apncots
. . ;
@inner Biscuit.... 25 b e 12015
Index to Market* Dixie Sugar Cookie ... 9 Citron
Schener’s Gamily Cookie .. 9  Corsican 015
By iocOkUIBBS ARCTIC AMMONIA Oysters |CHOC(;3LATE Fig Cake Assorted ....12 Curranu
Dos. Cove, 1Tb. 850 Germans Sweet .o 22 Fig Newtons 2 0P neaTufkO 010
Col 2 0s. ovals 2 doz. box..76 Cove, 2Tb 16501  Premium 51 ciorabei Cake ~12%  ned “bulk 0 %
AXLFE GREASE Plums Cﬁvaaglﬁér - 31 Fluted Cocoanut Bar 10  Lemon AmePrei%Ian
i razer's . i
ﬁm?%nrleaase lib. wood boxes 4 doz. S 00 PIUMS oo, 10002 50 premium, 0 Frosted Creams e 8 Orange American
lib. tin boxes. 3 doz. 285 Premium, SO Frosted Ginger Cookie 8 - Raisins
B )%Th. tin boxes. 2 doz. 4 25 Marrow fat 95f CIDER, SWEET g”“t Lg”‘:h lced ....10 Connosiar Cluster 3 25
Baked Beans .. 3 10lb. pails, per doz 6 00 Early June 8 “Mo gl s Gmger Gems e Dessert Cluster ... 5 22
Bath Brick * 15Th. pails, per doz....7 20 Early June Sifted 1 15(| Regular barre 50 gal 10 00 G'" er eCms kce 9 Loose Muscatels 3 Cr 0k,
Bluing i 25Tb. palls, per doz...12 00 Trade barrel, 28 gals 5 50 Gra ams rac Fers v 8  Loose Muscatels 4 Cr' 61l
Brooms f BAKED BEANS Pie Peaches 90 %] _mrde barrell, 14 gal 3 5%0G:p182£ Sgggg NamB' Y. 5730/ L. M. Seeded 1 Ib. 7%©8
., BAKED BEANS —  Pie ... s ) oiled, per gal . - 1%
E{lutfgrESCO 1 %Ikk)) chr:] ppeerr dé’gs No. 10 size can pie Hard, D%r ggal 25G|n[§;er Snaps N. B. C. 8 r\ Callfodrnéa lE’rh(nes
Pineapple COCOA  Hiopodrome Bar == - o\ Seede u 7%
Candles N S calr;AE)l'el—ir dl??RZ‘ICK glrlgé%d i ! gﬁeb%rlefnd ngn%?/d::gﬂ% BNa/:B. .|C ﬁ igétiggasgg%?eaégi%?: $
: - oney Fingers As. Ice . v 9
Canned G »2 English oo 95 Pumpkin Colonial, Honey Jumbles, lced 12 80- 90 25th. BS;&S, (% 98A)
ggpbnoend Olvillgats t BLUING Faird . 85 CE%LOSn'a' Honeyh Flgakce s %o gg gg %g‘{g boxes. .0 9%
Goo ouseho ookies .... - . boxes. .010
gatsu : Sawyer's Peppgr BOX o Fancy Huyler Household Cookies Iced 9 60- 60 25Th, boxes. .0 gt
ereals " No. 3. 3 doz. wood bxs 4 ot Gallon Lowney, %s . . Imperial 9 30- 40 25th. Xes.. %
EHSS\/Sieng Gum * No. 5. 3 doz. wood bxs 7 00 Raspberries tgwggg’ ;;D'g j‘eLS?Y Llli/lnChd 18 %e less m 601h. cages
o : ) ubilée ixe
Chicory .. f Sawver Crystal Bag Standard ..o Lowney, Is <ARINAofcoU» GOODS
Chocolyate‘. . Blue . 4 0C ~ Salmon Van H}guten, %s E;ggrg Kllps Zg B . Beane
C|0th95 Lines BROOMS Col’a River, tails Z 20 Van Houten, Vis Lemon Gems 10 Dried Lima .. 7
Cocoa ... i No. 1 Carpet 4 sew .. 400 .vda River, flats 2 4 van Houten, %s Lemon Biscuit Square 8 Med. Hand Picked :.235
Cocoanut . $ No. 2 Carpet 4 sew ..3 75 Red Alaska .1 6001 75 van Houten, Is Lemon W afer 17 Brown Holland ... 2
Cocoa Shells No. 3 Carpet 3 sew ..3 50 Fink Alaska 1 20@1 30 webb ... Lemona .. Farina
Coffee ... No. 4 Carpet 3 sew .3 25 i Wilber, %s Mary Ann 9
p Sardines ; }
gonfections . Parlor Gem 45 pomestic 375 Wilbur. Vi Marshmallow Walnuts 17 gy o PREFIRES ] 8
Cream Tartar ® Engcn;OUV mlsrl](wk % gg Bgmg:gg’ Mﬂg 3 5(7) %OC%)AN,UT o, Mgigzzgi %%Iizss ‘Tced” 8 Hominy
b ~ Warehouse 450 ETench. %s 5 814 %s, 5Th. opham’s - perg M|0|33595FVU“C00|<'95 Pearl, 100 tb. sack ....1 75
Dried Fruits ... . BRUSHES FVench, %s ... 18 023 ¥4s, ?%‘tl)'b case .. gg vLomsses Sandwich 12 Maccarom and Vermicelli
Solid Backscsrultrjw 7 Shrimps %Ifs 15Tb.ccaassee % gﬂonledlscquag(e ........... 1% Domestldc, Zlg IIE EOX "y gg
Farinaceous Goods Sojid Back. 8 8 Standard ... . 900 Q570 case . 5 atmeal Crackers imported, 0x
Orange Gems .9 pearl Barl
1 [ Pointed Bnds N Succotash g5 g/'slig‘ %ds Gl5lb case %8% Oron Case .. 14 Chester oon Barle
Flsh and Oysters .. Stove air - callope ems .. .. Penny Assorted.. 9
Fishing Tackle-— No v %R‘)d . " 25011 28 COFFEE Peanut Gems o g Empire
Flavorlng Extracts No. ney .. - Rio Pretzels, Hand Md. .. 9 Peas
Elo : No. Strawberries Common 10013% Pretzelettes, Hand Mi, 9 ) g
Fresh M eats ) Standard . Fair . X 14% Pretzelettes, Mac. Md. 8 Green, Wisconsin, bu.
No Shoe Fancy E;‘r‘]"ccye %8% Erlmrosg Ckake . (()) Sprleietzn, Scotch, bu.
. - aisin Cookies '
Gelatine ... NO- Santos Raisin Gems .
Grain Bags NO- Good Common 12013% Revere, Assorted .14 East Indi 5
Grains ... o. BUTTER COLOR Bair E%” 14% Rlét_enthUSE Fruit 10 German, sacks 5
y oice 9 iscui , .
" Dandelion, 25c size ....2 00 No. 10 Fanﬁy 1196A’ Fseubﬁ . 910 German, broken pkg.
CANDLES CARBON OILS Peaberry .. callope . Tapioca
Paraffine. 65 ... 8 Maracalbo Scotch Cookies - 10 Flake, 10 01b. sacks.. 6
Paraffine.  12s 5% Pperfection arrels © 9% F?]i". 16 gﬁ'gcgs El%r:rnst "11% Pearl, 130 Ib. sacks .. 4%
Jelly WICk(I:nAgNNEDGOODS 2 863 'MGa%%Ollr:ge - “%g% Choice 19 Z+lltana Fruit Biscuit 16 Pearl, 24 Ib. pkgs....... "
Deodord Na a' """ o ©12% i .. 169 opiced Ginger Cake .. 9 FLAVORING EXTRACTS
Apples p Choice : 16% Spiced Ginger Cake led 10
LICOTICE oo ® liti, Standards . @1 00 Cylinder 034% Fancy v 197 Slgar Cakes oo 9 Foote & Jenks
Gallo o 32003 50 ETe?cll?ewinter %V401O Choi Guatemala . Sugar”Squares, large o No. chollzeeman Vanilla 14 00
Blackberries ' OICE e o . small
M atches ® i ™. e, 150@1 90 Java Sunny5|de Jumbles .. 10  No. 4 size
Meat Extracts ® Standards gallons ‘<5 On 8re?Kfast Foods AFrican s .. 12 Supeiba 8 Ng' 38 Sslizzee
Mince M eat * Beans Bear Food Pettijohns 1  Fancy African ...17_ gponge Lady FanefS 23
bl b stog 20w S SlwhiaEED ¢ OV S PRLGRE o (S T Lngy
. Red Kidney 850 9 -KJ-ace. ou PAK». 4 - W | N 4 .
Strlng - 7001 16 Post Toastles T No. 2 Mocha averly 0. size
N . In-er Seal Goods No. 3 size
W ax 25 24 pKOS e 2 Arabian 21
NULS e 1* N er doz. No. 8 size
Stand dBIueberrles POSt36T?)?(Sg“?i....-l.—.....'.\.‘.? ..... ?2 Package Albert Biscuit ... Jaxon Mexican Vanilla.
. ancar Apetiao Blscun 24 pk’3 New York Basis . Animals ... oz. oval .. If
Olives Gallon 6 60 18 PKGS e, 1 Arbuckle % 2 Arrowroot Biscuit . 100 2 oz oval
Clams Grape Nuts. 2 doz. ..2 "m,‘vl 'L. Tom e éthena lée.mon Cake 50 % o7 flat
Little Neck. 1Tb. 10001 2 Malta Vita, 30 1ib ..o 2 cLaughlin’s aronet Biscuit .. 100 8 oz. flat
Pipes H McLaughlin’s XXXX sold Bremmer’s Butter
p Little Neck. 2th. 01 50 IPI Flake, 24 lib. .2 70 1 | Mail all W af 1 00! Jaxon Terp. Lemon.
cl Bouill p,| sbury’s Vitos. 3 dz 4 25 10 _retailers only. ail a afers ... 1 odaxon, Te! M0 20
Playing Cards am Souillon Ralston_ Health Food orders direct “to W. F. Cameo Biscuit .. 150 5 |
Potash ... gurnp‘am s “/L; pt. 225 McLaughlin & Co., Chica- gﬂeesel Sarc/\c/iwfmh 100 4 OOZZ ?Yaat
urnham’s pts.. : go. ocolate afers 100
Provisions Burnham’s qts... Extract Cocoanut Dainties 100 8 oz flat
Cherries Holland, % gro boxes 95 Faust Oyster 100 Crescent Mfg. co.
S I d Bressire sveﬁ Standards pkgs Eellx, O/ia gfro_sls s 1 15% ng NOe’\glIE)ocnk Fon :Ii%g 2 oz peeré}JpZIelne 300
afa ressmg Kellogg's Toasted ummel's foil, % gro. - 100 20z per dozZ..........
Saleratus . Flalgg, 36 pkgs in cs. 2 80, Hummel s tin, % gor. 1 43 FrOANA o 100 Mlchlgan Maple SVTUP Co.
sal Soda Fair Vigor, 36 pkgs CRACKERS e SRS MBSyt @ Kalkaska Brand
Salt Good Voigt' Cream Flakes ..2 80 National Biscuit Gompany C[fiam Crackers, Red . Maple, 2 oz, per doz.!.2 25
ggétdsF Fancy Zest, 20 BTh...connes L4 gra?d Lemon SNaps .. (SRAIN BAbG|8
. French Peac utter Oatmeal Crackers ... 100 Amoskeag, 100Inbale 19
Shoe Bla Monbadon  (Natural) Rolled ARVOJLE;’ %Eté 425 N. B.C. Sg bbl. 6% bx 6 Qid Time Sugar Cook. 1 00 Amoskeag, lessthan bl 19%
Snuft DO AO0Ztmeomtrson: 245 Sl h i i Seymour, Rd. bbl 6% bx 6  Qval Salt Biscuit .... 1 98 GRAIN AND FLOUR
Sodg ; Monarch, ' Soda Oysterettes ... W heat
Splcesm Monarch, 90 Tb. "1 80 é\l.l B.t C., boxes . g Eretzlelgzl_ttest Hd. Md. %88 8%
Starch uaker, 'IS Regular .1 38, Se ECL womrernvonee : oyal Toast .. -
aratoga Flakes _ 13 Saltine Biscuit 1 00 f
Syrups uaker, 20 Family .4 00 Zephyrette ... 13 Saratoga Flakes .1 60 wm}_eorca\ll\lgerg;dlszlour
Cracked W heat Ov Social Tea Biscuit ....1 00 patents 52
T Bulk 31 N. B. C. Rd. be 6% bx 6 Soda Crackers N. B. C. 00 Second Pat T 500
Te% 24 2Tb packages ... 250 Gem, bbl, 6% boxes 6 1Soda Crackers Select 00 25EonC 2 80
gbacco Picnic Tails . 5 CATSUP FaUSt oooceeeeeevceenrienrennn 8 S. S. Butter Crackers 50 3 gd straie] it 440
Twine .. : Sweet Goods IUneeda BisCUit ... 5) secon raig
Mackerel Columbia. 25 pts.. 4157 nimals 10 1Uneeda Jinj Clear 4 ft
Sl . jer Wayfer 00
Mustard. 17D.. 180 Snider’s pints .. 2 35 ‘Auricot 12 [Uneeda Luhch Biscuit 50 , Flour in barrels, Tie per
Vinegar ... Mustard. 2!b.. 280 Snider’s % pints .1 3u barrel additional.
S d. 1%Tb 180 Atlantics 12 1Vanilla_W afers .. 00
W 2ousey oh > % CHEESE Atlantic, Assorted ... 12 iWater Thin Biscuit .. 00 Lemon & Wheeler Co.
oused. ACIME s @15%vena Fruit Cake ... 12 .Zu Zu Ginger Snaps . 88 Big Wonder %s cloth 4 50
WicklIng oo, Jomato, 1Tb % Bloommgdale . 016 Brittle 11 ,Zwieback ... 100 Big Wonder %s cloth 4 50
W?gg;?nv‘éar;ap'ehr' omato Mtughrooms J\;\elrsey - @%SO/CB“&“bIe Bee . 18 In Special Tin Packages, éVorliien Grocer Co.’s Bran%
arner . adets . er aoz. Quaker, paper
Hotels . 0 17 Riverside ©16% artwheels Assorted .. 9  Festino .. 250 Quaker, cloth ...
Buttons. %s 0 14 Brick .. ©17 Chocolate Drops ... 1C Nabisco, ~ Wykes 4b Co.
Toast Cake Y« Buttons, is ... 0 23 Leiden @io Choc. Honey Fingers 1C Nabisco, 10c .. 100 Eclipse 4 66
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Lemon & Wheeler Co. ~ POTASH 20Tb. cans Vi dz. in
W hite Star, %s cloth a 50 Babbitt’s ... 4 00 Mess, 100 Ibs . b ) ?ddz. in
W hite Star, Vis cloth 5 40 PROVISIONS Mess, 40 lbs .700 51D cans. z. in
W hite Star, %s cloth 5 30 cl E?arlr(eled Pork Mess, :IéO lIBS %85 2%tto. Ca?‘sur% d(ztar:re]
Worden Grocer Co. ear Bac S
amdtSR Rl s 5 shen €l i RS
Grand Raplds Grain & pgg 0 u ca s 1 70 Ch
Milling Co. Brands Brlsket """ Clear™ 140 Michigan Maple Syrup
gurlltyflle/ltent e Pig W hitefish 2 F K alkask Brandd
eal "o innesota am. Kalkaska, per doz....
Wizard Flour ... go Clear Family No. 1, ng PEEA
"Wizard Graham 4 60 Dry Salt Meats * 90! ) Japan
\vizard Gran. Meal .3 60 S P Bellies . 55 Sundrieft. medium ..24
Wizard Buck.wheat .6 00 Lard 11%@12
Rye 4 40 Compound lard ... 9 CKING | Regular, i
bpring Wheat Flour tubs ....advance o Handy Box, large 3 dz 2 50! R€9 I
Jitoy Baker's Brand 60 th. tubs ....advance Handy Box, small .125 Regular
Golden Horn, family 540 55 b tins ...advance Bixby’s Royal Polish’ 85 Beglli arf
Golden Horn, bakers 530 35 |p. pails ...advance i 'Miller’s Crown Polish 85 asket f"
Wisconsin_ RYe ... 450 19 Tb pails .. .advance vs Basket f'r d f
judson Grocer Co.s Brand "5 | pajls ...advance 1 Scotch, in bladders .17 Nabs et-fir ar ”n
Ceresota, %s .64 8 Ib. pails ...advance Maccabo% in_jars ........35 Slfts . 2l
Ceresota, VIS " Smoked Meats French apple |n jars ..43 F!anlnn|% s IH
Ceresota, 6 20 Hams, 12 Ib. average. .14% 9 G
Lemon & Wheelers Brand Jicttiis, 14 »> it'e f J. S. Klrk & Co. Moyune, medium
vWvlngold Vi s. .60 Hams, 16 Ib. aver 13Vi@14 vmeriean Family ... Moyune thoice
ingold, Vis Hams 18 Ib. aver 13@14 I1lusky Diamond. 50 8oz 2 80 f
Wingold, %s .. skinned Hams ..14y* Dusky D’nd 100 6 oz 3 80 Moyune. ancy i
Worden Grocer Co.'s Brand Ham, dried beef sets y'17 Jap Rose, 50 bars Pingsuey, mediu
Laurel, Vis cloth -8 California Hams 11@11\/{33"On Imperial ~3 00 IBIngsuey. (%hon:e
Laurel, Vis cloth 590 pFithic Boiled Hams W hite Russian "3 60 Pingsuey. fancy -
Laurel, \)/*&Vis cloth 5 80 Boiled H Dome, oval bars 3 00 Young Hyson
L.aurel, Vis cloth ... 5 80 BO|Ie H am rovesd %10, | Tatinet. oval " Choice
yoigt, Méllmg Co's Braun IMe,;ére‘d am. pressed ..23% | snowberry, 100 cakes 4 00‘Fancy §
0igt's Crescent ... i IMInced Ham .o roctor & Gamble Co. ;
Voigt’s Flouroigt .... 5 60 Bacon 16% ,17 p 3 25 Formosa, gancy ......... 4i
Voigt’s Hygienic | 4 00 Amoy, medium .
%ra ham 5 00 Bologna & 75 Amoy, choice
Voigt’s Royal .5 80 FArankfi)"r"t ;%%13 3 85 Medluragllsh Breakfast
Wyk Lautz Bros. & CO ............................
Sleepy Eye, %s cloth..6 20 ok Acme, 30 bars, 75 Ibs. 4 00 g
Sleepy Evye, Vis cloth..6 10 y&a - 1 Acme, 25 bars, 75 Ibs. 4 Indi
Sleepy Eye, Vis cloth..6 00 [\ o8 oo 9 Acme. 25 bars, 70 Ibs. 3 Cevlon a
Sleepy Eye, Vis paper 6 00 Beot IAcme, 100 cakes .....3 _ Fehe
t-ieepy Eye, Vis aper 6 00 goneless Big Master. 70 bars .2 85 y
Watson- |qums ling Co. pump, new German Mottled ... 3 50 OBACCO
perfection_ Flour 500 " Tpig’s Eeet German Mottled, 5 bxs 3 frinc Cut
Tip Top Flour . % bbls 120 German Mottled, 10 bx % Blot ...
Golden Sheaf F bb 15 German Motled, 25 bx 35|Hiawatha. n =z
Marshall’s Best Flour 6 15 Marseilles, 10 cakes . 6 00 Hiawatha, 0z.
ﬁ’_erfe%tlonBBuﬁkV\rl]heat ggo 1 bbl Marsei_lllles. 11%% elkes 5_(|: ﬁgolmg tllmllg 14032
ip Top Buckwheat u arseilles, ck toi .
Badger Dairy Feed 24 00 its, bs Marseilles. %bx toilet ~ 10.Ojibwa, 16 oz
Alfalfa Horse Feed 27 00 \j bbls 40 1bs . B. Wrisley Ojibwa, P
Kafir COorn  .ooeervcveenenn, 35 9% bbls., 80 Ibs... Good Cheer 4 00 Ojibwa, 5c
Hoyle Scratch Feed ..1 55 Casings Old Country .o .3 40j ) 0z
Meal Hogs, per Ib 35 Soap” Powders Petoskey Chief. 14 ¢
BONEd oo 3 40 Beef, rounds, 20 Snow BOV, 24s famlly Sterling’ Dark, 5c ..
Golden Granulated ...3 60 Beef, middles, o100 siz & v 421918 gwgg} gﬂgg, Ei%c""
St. Car Feed screened 22 00 Sheedl per bundle .. 80| Spow Boy. 60 5S¢ e 2 40 Sweet Cuba 1 To.
No. 1 Corn and Oats 22 Co ncolored Butterine Y, 50 & t Cuba’ 16 ol
Corn, cracked 21 00 Solid dairy ... 0 @12 Gold Dust, 24 |af99 4 50 Sweet Cuba. 36 o2
Cor' Meal coarse .21 oo Country Rolls ;105%@16% COE PUSt’zioothDbC 3 80(Sweet Burley, 5c .
Winter W heat Bran 25 0o Canned M eats £ rkeline, 3 7515weet MIst Y’
Buffalo Gluten Feed 00 ggmgg ng; % % """""""""""""" 2 10 VSweet Burley, zz? 1h.
Dairy Feeds Roast beef. 2 Th. . Babbitt’s 1776 3 m Tiger, % gross --—-
Wykes & Co. Roast beef 1 Ib. Roseine ... 3 505Tiger, 5¢ tins ..
O P Linseed Meal ..37 50 pgited Ham, Vis Armour’s 3 TO Uncle Daniel. 1 Th. 601
O P Laxo-Cake-Meal 35 00 potted Ham, %s 90 Wisdom 3 80 Uncle Daniel, 1 o0z
Cottonseed Meal ....31 00 Deviled Ham, Vis 50 Soap Compounds lug
Gluten Feed ... 27 00 Deviled Ham, %s 90 Johnson’s Fine ........ 5 10 Am. Navi
Brewers’ Grains .27 00 potted tongue, Vis 50 Johnson’s XXX 4 25]Drummond Nat Leaf,
Hammond Dairy Feed 24 00 Potted tongue, %s 90 Nine O'clock 3307 2 & 5 Do 0
Alfalfa Meal ... 26 Qu RICE Rub-No»MSore 385. Drummo(rj]d Nat. Leaf
Oats Fanc 7% couring per aoz
Michigan carlols Japar){ . 6% Enoch Morgan's Sons Battle Ax
Less than carlots Broken 3Vi |Sapollo ross lots ----- 00 Bracer
Corn AL : Sapolio, half gro. lots 4 50jgig Four
CarlotS o, Columbia, % pint % igpollo smgle boxes 2 25Jgoot Jack ..
Columbia, 1 pint ... 4 polie; hand ......... 2 20 Bullion, 16 08 ... —
Less than carlots Durkee’s, large, 1 doz. 4 50 Scourine Manufacturm gjjmax Golden Twins 48
Carlots i Durkee’s, small, 2 doz. 5 25|Scourine, 50 cakes C‘Bo Days Work
Less than cariots ... Snider’s, large, 1 doz. 2 35 !Scourine, 1SOgDc'§kes |Derby
MAPLEINE Snider’s, small, 2 doz. 1 35 _ i5 Bros..
2 oz. bottles, per doz. 3 00 SALERATUS Boxes . Gilt Edge .
MOLASSE Packed 60 Ibs. in box. Kegs, En%llsh iGold Rope, 7 to IT
New Orleans Arm and Hammer .3 PICES (Gold Rope, 14 to 1
Fancy Open Kettle 42 Deland’s ..o 3 00 Whole Spices
Choice Dwight’s Cow .3 00 Allspice, Jamaica f |Granger Twist
Good IS_t Pd P ..Slggéllsplcezlarg% Garden T W
Fair andard . . oves, Zanzibar ... " [Horse Shoe "
Haif Baiieis 3¢ éxira WyandOtStz,ng%Dﬁvs 3001%35535'& %Ca”gﬁg doz. iHoney Dip Twist
MINCE MEAT Granulated, bbls. .. ginger. Aftican g0 HOIY T2
Per case 8 Granulated, 100 Ibs. CS. 14 Keystone ~ Twis
MUSTARD Lump, bbls....n Mace Penang . IKismet
Vi Ib. 6 Ib boE(S. 18 Lump, 145slb kegs M!xeg I\ITIO 5 iNobby S';')'UH”"I%]'I
ixe o —————
Bulk, 1 gal kegs 1 10@1 2u Common Grades Mixed, %)kgs doz. lgg;g%tey
Bulk, 2 gal. kegs 95©1 10 100 3 Ib. sacks ... Nutmegs 5 Picnic Twist
Bulk, 5 gal. kegs 90yir o. 60 5 Ib. sacks ---—- Nutmegs, 105- 110 Piper Heidsick
28 10% Ib. sacks IPepper, Black [litdicut, 1% oz
gg IB sacts 17jFF:epper (\éVhlte - iRed Lion
. sacks .. epper, Cayenne ... Sherry Cobbier, 10 oz
W arsaw Paprlka Hungarian .. i g
56 Ib. dairy in drill bags 40 Pure Ground in Bulk lgpgg: ﬂggg ﬁo/ozoz'
28 Ib. dairy in drill bags 20 Allspice,_Jamaica ... Sp Head. 7 0 :
5 o Sﬁlar Rock o gloves éantzlbar ig Sglﬁgie Deal L%
56 Th. sacks assia anton .
Star
ueen, Mammoth, 19 Common jGinger, African - 12 1
© oz.. Granulated, fine 9 "Mace, Penang |$Ean”dggin;\‘a"y
Queen, Medium, ;\Tgr i 95 l};leuptgweergsm;gkso LTen Penty e
olive’ Chow, Cod ., iPepper. White jYankee G.I'_” R
per docs g whels - @ TIRSED e o cotort 3
Hardwood Tooth Picks 2 00 Strips or bricks’ 7%@@15?% Coé:n quottew’é §Iypl.¥...
Ideal 8 3 Kingsford, 4% Tbks. 7u {—'I%Tpmedwj%
i 15'Muzzy, 20 1Tb. pkgs i
Barrels, 1,200 count ..7 75 C 16. Muzzy, 40 IIFosspkgs Woolf 1 rb bales
?3Lf||obnblﬁe 5600 count ggg Y. M. . hoop, bbls 11 50 Kingsford ”' h“deI a Ie %ldef
%m Y. M. . hoop, %bbl."5 75 Silver Gloss, 40 libs 7% S Ian’) apple cider
Barrels Y. M. . hoops, kegs 75 stiver Gloss, 16 ‘lbs. 6% 46“9 Jreal sugar o
Half barrels Y. l\ﬂ wh. hoop Milchers Silver Glos’\?| 12 6Tbs. 8V Bgarrlrelspfree
5 gallon Kkegs e . 1 uzzy
Gherkins .10 75" 48 1Tv. packages 3% No. 0 per rorélsNG <0
Barrels Sueen, % b .5 50 16 5Tb. packages 4% Ny 1pperggross ............. E
Half barrels ueen, kegs .. 65 12 61b. packages Ngl 7 per gross
5 gallon kegs. [501b. boxes ... 2% No' 5 per gross - o
Barrel Sweet Small No. SYRUPS WS o ENWARE
arrels Bask
Half barrels . 90 Barrels 26 Bushels askets 11
5 gallon kegs 75 Half barrels ...........................

Butter Plates

Clothes Pins

Crates and

Mop Sticks

W ashboards

Window Gieaner

Wood Bowl

(RAPPING PAI

FRESH

IDES ANO PI
Hide«

‘@i Xo,

11

Petem

CONFECI
Stick Candy

K. uu rb.

ease

Vfixect Candy

sancy—in paus

szenges. plain ...... >
Sf& Boxes.
[V oY o Y- T — )
Cream Bar — — —
G. it. Peanut Bar

Hand Made Crmm Td@

Cream Wafers ..
String Rock - ----
Berries
Time Assorted

Wmtergreen

3

Baster Brown Good 3
ITa-to-fiarte Asstnaft- 3

ike No. |
Vem ¢irrike No.
rem fifeike,
assortm ent

Pscf Corn

Crrsetasr Jack

,,,-g

Summer

‘ciggtes*. 5« pkgi sa. 3
Pop Cairn Balis 20653I

AauUIKir lotte..

OH M/

1003
Sough Grog®

Putnam Menthol

Smith. Bros.
RUTTS—

wro t*

I(%h Ly Nata per hz

Alicante Almonds
Jordan

Almonds

Psanu**
Fancy ff P Bans»

Roasted

«t

UIwW I'H

BJt

raw. H. w.Ima-

%
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Special Price (Current

AXLE GREASE Jute SOAP

leaver Soap Co.'s Brand

Mica, tin boxes 9 00 180ft.. .
Paragon 6 001 Cotton Braided 100 large size..6 50
50ft. 35 50 large size..3 25
BAKING POWDER 40iu .. .7 95 100 cakes, small size..8 85
Royal (SJC LS 1651 50 cakes. small size..l 95

10c size 90 Galvanized Wire

o No. 20, each 100ft. long 1 90 Tradesman Co.’s Brand
%Ib. cans 185 No. 19) each 100ft. long 2 10
60z. cans 1 90 COFFEE

tfclb. cans 2 50 Roasted

%Tb. cans 8 75 Dwinell-Wright Co.’s B’ds.
lib. cans 4 80

¢Ib. cans 13 00

51b. cans 21 50

IBlack Hawk, one box 2 50

YOUR jBlack Hawk, five bxs 2 40
OWN iBlack Hawk, ten bxs 2 25

PRIVATE TABLE SAUCES
BRAND jHalford, large ... 375
Halford, small ... 225

W hite House, 1Tb

W hite House,

Excelsior, Blend,

Excelsior, Blend, 2Tb

Wabash Baking Powder ;:)pya-ll—og’ler?dlend' 1Tb..
Co, Wabash, Ind. ~ po¥o) Wigh Giade

80 oz. tin cans ... Superior Blend ..
% oz. tin cans Boston Combination
S Distributed by  Judson

%461 gi' E:ﬂg:ﬂ: Grocer Co., Grand Raplvls;
10 oz. tin cans Lee & Cady, Detroit; Sy-
8 0z. tincans mons Bros. & Co., Sag!-[
4 0z, tincans naw; Brown, Davis 4k
32 oz. tin milk Warner, Jackson: Gods-

Use

i mark, Durand & Co., Bat-
10 Gt B 00 ek Ficivach co.
6 0z. glass tumbler .. 75 Toledo.
16 o0z. pint mason jar 85 FISHING TACKLE

CIGARS Ve to) L, 56 TradESI nan
Johnson Cigar Co.'s Brand 1& to 2 In.
1% to 2 in..
2 in.... 6
3 0
No. 6
No. 7
No. .9
No. .10
No. 11

S. C. W, 1,000 lots ........ 8l No.

El Portana .83 .

Evenln? Press
ar

Exemp Linen Lines C p
Worden Grocer Co. Brand small 201 Ou On
Ben Hur %gl
ger;ect‘ion T C gg
t t .
L%rngfelson ....... X o 35 Bamboo, , per doz. 55
Londres Gra 35 Bamboo, ., per doz. 60
Standard 35 Jam boo, , per doz. 801

Puritanos ...

.35
Panatellas. GELATINE

Finas .

Pox’s. 1 doz. Large ..1

Pankatellasl, Bock 35 cox’s, 1 doz. Small .1

Jockey Club IKnox's Sparkling, doz. 1

COCOANUT ,Eg;)séﬁISSparklmg, gr. 14{
Baker's Brazil Shredded Knox’s Acldu’d. doz. .1 BOOkS

ford i,
Rﬁ(vnoutk Rook ™. 1
SAFES

70 5c pkos., per case ..2 60 Full line of fire and bur-
%gllgé;Pép}gsgg Ef%fg?? 260 glar proof safes kept In Made by

stock by the Tradesman

per case 2 60 Compan%/. Thirt%/-fi(\j/e sizelsI|
anC styles on hand at a

CLOTHSEi;Sa| LINES times—twice as many safe*
as are carried by any other

60ft. 3 thread, extra 1 00 house in the State. " If you Tradesman Company
72?. StHreag, extra..1 40 aRre _émabledto Visit Grarrl]d

90ft. 3 thread, extra..l 70 Rapids an inspect the - .

60ft. 6thread, extra..1 29 Iinep personally, %rite for Grand Rapld«, Mich.
73ft. 8 thread, extra.. quotations.
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\Int a25c Sale in
|l w | FEBRUARY?

It will fill your store with buyers at
the time you need them most.

It will sell for you a host of goods
for which their season is about to end.

It will advertise your store as the

place to buy popular priced goods at a
saving.

It will enable you to introduce to
your trade a line of interesting special-
ties to cost no more than a quarter.

Look through your stocks. On
your shelves today are many items
which could go into a 25c sale.

Turn to our catalogue. * Within
its covers we list over 3500 numbers to
retail for 25c.

Study the yellow pages. Doz-
ens of bargains from which you can
choose your leaders and your extra
profit payers.

With this material to work with,
with the best time of the year before
you in which to try the experiment,
with the certain knowledge that unless
there is special effort February will not
pay its way, can you let this sugges-
tion go unheeded?

If you haven’t our February book,
send for a copy. One of its big fea-
tures is a 25c sale. Ask for number
FF856

BUTLER BROTHERS

Exclusive Wholesalers of General Merchandise
New York, Chicago, St. Louis, Minneapolis

Sample Houses: Baltimore, Ciacianati, Dallas, Kansas City, Milwaukee

Omaha, San Francisco, Seattle
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BUSINESS CHANCED-

Austin O. Dering, Merchandise Auc-
tioneer. Centerville, Ind., the man who
pleases the merchant, sold 8 large stocks
of merchandise last year, last sale in
Richmond, Ind. | get you more money
for your stock than you can get any
other way and cash as | go. Write for
recommendations and terms. German
and English. Quick and careful. Al-
ways sober. Write early for dates.lg7

For Sale—At once, in a Michigan town
of 10,000 population, an old-established

clothing, hat and furnishin business.
Stock will inventory about gS,OOO. Ex-
penses light. Business good for $30,000 a
ear. Don’t write if you have not at
east $6,000 in cash. NboO trade. Address
No. 196, care Tradesman. 190

To Merchants Everywhere

Getin line lor a rousing Jan. or Feb. special
Sale. Our wonderfully effective methods win
crowd your store with satistied customers.
Our legitimate personally conducted sales
leave no bad after effect, and turn your sur-
plus goods into ready cash. Write us today.

ICOMSTOCK-GRISIER SALES CO. .
907 utio Building loicdo, Ohio

E'or Sale—Cheap, a Prims one bag gas
coffee roaster complete. As good as new.
. S., 459 Terrace Ave., Grand Rap-
ids, Mich. 194

For Sale—Plantation in Louisiana, 400
acres rich Bayou land. Well drained, all
under fence, nine tenant houses, one mile
from Bonita, Louisiana. $25 per acre.
W rite Travis Oliver, Monroe, La.

For Sale—Good clean stock of general
merchandise, good established business,
inventories about $5,000. Best location
in town. Address Box 606, Vassar, ’\%(Z:h

For Sale—At a great
new up-to-date stock
gents' furnishin?s.
about $6,500, including fixtures. Comer
store, best location in city. Enquire_at
Mercantile Brokerage Co., Bay City«
M ich 191

i/lrug Store For Sale—City 2,000, Cen-
tral ichigan. Would exchange for drug
or grocery stock in another town. W ant
to make change for personal reasons.
Address Rumex, care Tradesman. 190

For Sale—General stock at Kalamazoo.
Address Merchant, care Tradesman.183

brand
and
inventory

bargain,
of clothing
Would i

Stock and fixtures in hustling city to
trade for smaller stock or small farm.
Address No. 188, care Tradesman. 188

Wie buy and_sell all kinds _of mining,
bank stock, Life Insurance Co., Gas &
Electric Light Co. Anything in the in-
vestment line. Write us for information.
C. S. Mather & Sons, Chicago, 111. 187

To Lett—Owing to change in member-
ship of firm, best located cloak and dry

goods store of growing Western Penn-
sylvania town, trading center of C1)6,000
ccu-

population, will be let April 1st. O
pied for past 16 years by _established
cloak and dry goods house,” Tenant win
practically stép “into going business. Rent
%107'50 month, EL T. Rapport, Rochelsst.zr,
a.

Bring Something to Pass

Mr. Merchant' Turn over your "left overs ’
Build up your business. Don't sacrifice the
cream of go_urstock in a special sale. Use the
Plan that brings all the prospective buyers in
ace to face competition and gets results. 1
personally conduct ma/ sales and guarantee
my work.” Write me. JO
tloneer, Mt. Union, la.

New Mexico, Pecos Valle irrigated
land to exchange for land, city propert
or merchandise. Blair & Co. Roswell,
New Mexico. 85

Drug store in small town, wall paper

fancy “goods, books, stationery, schoo
books, soda fountain, etc. Nicely fitted
out. Inventories about $3,000. I have
other business and must sell quick.
Terms made to suit purchaser. Address
No. 183, care Trademan. 183
For Sale—A stock ofgeneral mer-

chandise in a resort town on the A. A.
R in a fruit belt and good farming

country. Stock $6,000. Good trade. Cash
system. Address Box O, Beulah, Benzie
Co., Mich. 182

Watned—Stock of merchandise, in-
yentorxlng $3,000 or less in country town,
in exchange for larger stock in live cit
of 10,000 population. Address N0.18%8,

care Tradesman,

HN C. GIBBS, Auc— Tradesman.
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BUSINESS-WANTS DEPARTMENT

For sale or rent cheap, brick store For Sale—About $2,000 worth, men’s *
building, Mt. Morris. Splendid opening jsuits at a sacrifice to_clean up stock, j
for hardware, grocery or general store on Comparatively new. Don't write unless;]
edectric steam road. Population 1,300. You mean Dbusiness. Address care |
Particulars address Thos. Ferguson, Mt Tradesman. 58
Morris, Mich. 180

Shoe Business For Sale—$4,500 stock,

good location good business. Good room.
low 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.
a year cash business.
in” thirty days. Write to S. S.
Dennison, O hio.

For Sale—Bakery and restaurant.
sell at once. F. Stears,
Mich.

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

M ust
Constantine,
77

try, 25 miles from Grand Rapids. Must
be 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, I11I. 175

For Sale—Jewelry, furniture, wallpaper

and china stock. Will invoice $1,300.
Only stock in town. Doing well. Ad-
dress B. E. Van Auken, orley, Mich.

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.
B. Matthews, Alba, Mich.

For Sale—First-class grocery store and

fixtures in Flint. Other business com-
pels me to sell. Address No. 172, care
I'radesman. 172
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, careTradesman.

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

The largest line of new and second-
hand soda fountains, wire chairs and
cables in Western Michigan. Store and
office fixtures of all kinds. Bargains,

Michigan Store & Office Fixture Co., 519-
>21 N. Ottawa St., Grand Rapids, l\fégh

For Sale—Drug stock and fixtures worth
$2,5u0. Will sell for $16i>0 if sold quick.
Address W. C. P., care Tradesman. It>3

On account of sickness | will trade m
stock of merchandise, inventorying $5,800,
in city of 9,000 in Western Michigan, for
a small stock
No. 162, care Tradesman. 162

Business Opportunity—Farm and city
property to_exchange for stock of mer-
chandise. Thos. J. Skelton, Barryton,
Mich. 160

Bor Sale or Exchange—One of
oldest and best country stores in Michi-
No competition. “Excellent farming
Late owner made a fortune.
$3,000, stock and fixtures
46.000 to $7,000. Will sell for cash or ex-
change for city business block, fiats,
residence property or well
farm.
investigation.
mean business.

Address No. 154,

For Sale—About sixty-five acres mile
dred feet above and overlooking Board-
man River.
Fair buildings.
forty acres cleared. ~ Tearn and
for "$3,000. No other such bargain near
Traverse City. Address T, care Tral%es-
man.

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

For Sale—Stock and buildings situated
in one of the finest dairy districts in
state; located on fine country road cor-
ner, only store here. Stock invoices from
$13.000 to $14,000. Property worth af
least $8,000. Have accumulated enough
of this world's goods and wish to retire.
An exceptional  opportunity for live
hustler. or further information address
J. E. Page, Seward, Ohio. 151

Large sSprings.

one No. !
and one No,

Do about $36,0u0 j counts
Must be sold with- ] nicies and harnesses, $>0250. Come and
Drier, 1took it over and make me an otter.
178

floor

in country town. Address

the j fidential. O. G. Price, Macomb

improved |
This business will bear the closest|pert and

Do not write unless you.
earej

v , Michigan Tradesman.
and half South Traverse City, level hun-!

Eight acres young orchard.
Overj
tools] who will take $596® stock in the Bo

For jcale—One of the oldest established j
generai_ merchandise and nulling bust-]
nesses in Micmgau, located at Comstock
j xrark. inventory tasen January 5, snows
groceries $1,233.78; dry -goods, $2,247.16;
uoois, snoes and rubbers, $i,->al.2*i; hatsj
and caps, $13«.4b; Hardware, |-|*.0; drugs
and paints, $1,in8.6a; Hour, feed anai
grain, $62 store fixtures, $1,339.06-; ae-!
receivable, $346.10; horses, ve-1

Gil-:
uert E. Carter, Receiver, Plumo-Hayes
j -mercantile Co., Mill Creek, Mien. 166

Bor sale—Water power on Grand Riv-
er. Two and one-naif acres of land ad-
joining same. Good power_ for factory
purposes. Also large feed mill. \Wll ex-
cnauge for good farm. Address A. W.
anius, Eaton Rapids, Mich. 141

A B_argain—Photogragh gallery and
furnishings complete. heap for cash.
Address #1. O. Wooster. Buckley, '\j/_lé?)n

For Sale—The only stock of furniture
and undertaking in a good hustling town

. jdo population.” Parties have other in-
terests which need _attention. Must sell
at once. Undertaking $1.2up. Furniture
will invoice about $1,300. Will sell both

or separate. $1,500 down, balance easil
arranged for. Write or call J. d. Hasted,
Buckley, Mich. 119

I For dale—Small stock bazaar goods in

hustling Northern town. Box 34, Buck-

lley, Mich. ili
H. For Sale—Grocery and shoe stock in
_173_jlive town Central Michigan. One com-

petitor. Address No. ili, care Trades-

Cash for your business or real estate.
I bring buyer and seller together. No
matter where located if you want to buy,
sell or exchan%e any kind of business o*
'Eroperty anywhere at any price, address
f rank P. Cleveland, Real Estate Expert,
1261 Adams Express Building, Chicago,
| linois. 934

For Rent—$20 month, large store with
iall fixtures and living rooms to parties
buying any part general stock on con-
Isignment. would exchange. A W.
\Stein. Elmira. Mich. 12ft

1 pay cash for stocks or part Mocks
-of merchandise. Must be cheap.
}kaufer. Milwaukee, WSL

] MERCHANTS ATTENTION — dean
out your winter merenandisc_with a rou»-
mg January or February Special Sale.
. ravnrluctcir in  the ousimess
JFersonally conduct all of my own
W. N. Harper, Fort Huron, "Mich.

| For Sale—Residence, store building and
stock of general merchandise. Good lo-
cation on two ratLorads and in center of
., dairy country, trlbu_tarx to a aew Van
Damp eondensery. ill health, reason Sor
I'selling.  Enquire of C_ - _Robertson.
Adrian, Michigan, or Rya$ P. Riggs. Sand
Creek, Mich.

| W anted—Stock
clothin

general merchandise,
or shoes. Ail correspondence con-
, 10, 4*

For 3ale—3L533 otoeli groceries amt
hardware in Central Michigan farming
’_country, produce business connected, do-

good business®, sell at invoice. Ad-
dress No. S3, care Tradesman, 43

Safes Opened—W. L.
locksmith.
| Grand Rapids. Mick

For Sale—One 333 account McCi— rwf
register cheap Address A. M, S%On

Slocum )
32 Ottaiara Jelreézf

HELP1 WANT®*.
Wanted—A first-class hotel

!
manager
i %/ne
City Hotel Co. and run the Intel mt a

salary or on lease for a term of years
Lease preferred. Boyne CSty Hotel Oku
‘ Boyne City, Mich. 193

Wanted—Salesman t» carry a side line
of cloaks and suits» on a commission
ba&ljs, state_territory I)ion are travelllng.
Address (L Tadman. "1 Il Broadway, la’s
York.

W anted—Window

193

trimmer and card

writer. Give age, experience and salary
expected. Waterman Bros., Mt Pleas-
ant, Mich. 7«

Musi

Wanted—Clerk for genera; store.
industrious and have sees*

ibe sober and |
Iprevious experience. References reqnfrsd
'Address Store, cars Tradesman. S

31

arruATtcms Vpaw fsd

W anted—Young man of ST wants past-
ori in good retail piace as efesie or
wlc-lieeper. 3 eat vy astFst

est of references. Address CSerfe*

Here Is a
Pointer

Your advertise»««*
if placed oa dia pasgs,.
would be acea and read
by eigfkt -boMsaad of
else most prospresar«
merebaat» as Ifiriagaa.
Disio and Indiana,. We
have iestsaFomad e:-
zstt from TiToewainw ©f
who nave

people

hom~t, sold or e*-
chazi®ed peepertaea as
the direct result of ad-

Vv estsme is doe paper.
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GROCERS’ CONVENTION.
(Continued from pare one)

believe should constitute a sort of

platform or code:

W hat the Retail Grocers and General
Merchants” Association of Michi-
gan Stands For:

We believe that all groceries and
general merchandise should be dis-
tributed to the consumer through the
channels of the retail merchant who
maintains a store and carries a stock
of goods.

We believe that peddlers and tran-
sient tradesmen should pay a liberal
license for the privilege of compet-
ing with established merchants who
bear their share of the tax burdens of
the community.

We believe in truthful advertising
and honest weight and measures and
encourage close attention to these de-
tails, believing them to be the best
weapons we can use in competing
with unscrupulous competitors.

We believe in encouraging the de-
velopment of home trading in every
way and as a means to that end rec-
ommend closer relationship between
all merchants engaged in the retail
business.

We believe it is the duty of the re-
tail merchant to take an interest in
political matters to the extent of
placing in public office men who can
be depended upon to conscientiously
administer the duties entrusted to
them and to work for the economical
business administration of national,
state and municipal affairs.

We believe that through the me-
dium of association work retail mer-
chants can derive great educational
benefits. By coming in contact with
the other merchants in their line,
each is enabled to secure the benefit
of the experiences of fellow dealer®
and profit by their ideas on trade
problems of mutual interest.

We believe that in order to bring
about the highest development of our
communities the good roads move-
ment should be encouraged, and with
this idea in view recommend that
merchants co-operate with the farm
ers and all others who are interested
in the improvement of our high
ways.

We believe that legislation which
in any way has a tendency to en-
courage the concentration of capital,
trade or population in our larger cit-
ies, at the expense of the countrv
towns and communities, should be
opposed and defeated.

We believe that retail merchant*
in all lines should co-operate for the
purpose of adopting more uniform
rules of credit, eliminating the exten
sion of credit terms and establishing
information bureaus that will make
it possible to record the credit stand-
ing of each resident in each commu-
nity.

We believe in adopting a more
uniform time of closing all stores, so
that the merchants may have more
time to devote to social and family
affairs.

We believe in encouraging retail
merchants to give more careful study
to the matter of the cost of doing
business, so that he may at all times

MICHIGAN TRADESMAN

be thoroughly intelligent on the sub-
ject of how to properly price mark
each article in stock.

We believe that when properly or-
ganized the merchants can exert a
powerful influence in favor of local,
state or national laws, calculated to
improve the conditions under which
their business is carried on or to op-
pose laws inimical to the interests of
the merchant.

We believe in encouraging a great-
er degree of co-operation between the
manufacturer, wholesaler and retail-
er, so that these three important fac-
tors in the trade may in all their busi-
ness dealings give due consideration
to the effect which their action may
have upon the other.

Father of Many Drug Stoies.

Berand Schrouder, with his broth-
er, Wm. Schrouder as an associate,
has purchased the interest of his
partner, Albert Stonehouse, in the
Schrouder & Stonehouse drug stores
and the business will be continued
under the style of The Schrouders,
capitalized at $50,000. The Canal
street store will be given a handsome
new front and the Monroe street
store will be refitted and refurnished.
The West Leonard street store was
sold some time ago to Carl H
Wheeler, formerly with A. G. Steke-
tee.

Albert Stonehouse is one of the
best known figures in the local drug
trade, and his retirement from this
firm takes down a name that has
been over the door for many years
He began business about thirty-five
years ago on West Leonard street,
and has been instrumental in start-
ing more young men in business for
themselves than probably any other
man in Michigan. Instead of discour-
aging young men against going into
business he has always been a help-
er, and his help has been of that
practical kind which finds expression
in dollars as well as in words. Prom
ising young men, who have shown
their ability as druggists, and a will-
ingness to work, who have saved up
a little money of their own and are
ambitious, have gone to him for ad-
vice and assistance. In many instanc
es he has gone into partnership with
such young men, furnishing the mon-
ey and letting them run the business,
and when such partners have made
enough to buy his interest, he has al-
ways been willing to sell at a price
that merely covered the money he
put in. No less than a dozen drug
stores in this city have been estab-
lished through his assistance, and the
only interest he has in them now is
the personal interest of a friend. It
is worthy of note in this connection
that all the young men whom Mr.
Stonehouse has helped speak of him
in the highest praise and gratitude as
the man who gave them a chance.

The Sugar Crop.

The mild and springlike weather
which has prevailed for several weeks
past has given a great impetus to
preparations for the next Louisiana
sugar crop. Field work has been pro-
gressing actively, and a good deal
of planting has already been done.

The seed cane has been found to be
in excellent condition and unless bad
weather shortly intervenes sugar
planters will put in an unusually large
acreage.

A large sugar crop for 1911 is very
much needed. The last two crops, al-
though promising well, turned out
somewhat smaller than expected, al-
though in neither case could the crop
be justly called a poor one. A large
yield is nevertheless earnestly desired
to give the industry the encourage-
ment and prosperity that it deserves.
The damage wrought by the boll wee-
vil to the cotton industry has divert-
ed much former cotton land to sugar
cane, hence with a favorable spring
not only will a larger acreage be seed-
ed in cane, but a greatly increased
crop produced.

Next to cotton sugar has always
been the most important cash crop in
this State, and now that the weevils
have cut down the cotton yield so
materially, sugar has taken the first
place. It is true that the total value
of the corn production is greater than
that of sugar, but corn can scarcely
be considered a cash crop in this
State as yet, although much of it is
sold and much more turned into the
equivalent of cash by feeding to cat-
tle and hogs.—New Orleans Picay-
une.

In the District Court of the United
States for the Western District
of Michigan, Southern Divi-
sion, in Bankruptcy.

In the matter of Max Frazer, bank-
rupt. notice is hereby given that the
stock of dry goods, clothing, gents’
furnishings, boots and shoes, rub-
bers, fixtures and other property of
the said bankrupt will be sold at pub-
iic auction to the highest bidder on
Tuesday, February 21, 1911, at 11:30
o’clock in the forenoon, at the store
formerly conducted by said bankrupt
hi the village of East Jordan, Char-
levoix county, Michigan, by the un-
dersigned trustee. Said assets are in-
ventoried as follows: Dry goods and
gents’ furnishings, $1,791.85; clothing.

$1,032.55; boots, shoes and rubbers
$1,078.75; furniture and fixtures,
$112.75. The sale will be subject to

confirmation by the court, and cred-
itors are hereby given notice that
said sale will be confirmed, if an ade-
quate bid is received for same, on
Tuesday, the 28th day of February.
1911. An itemized inventory of said
assets may be seen at the offices oi
Hon. Kirk E. Wicks, Referee, House
man building, Grand Rapids, Mich.,
and Peter Doran, 307-8 Fourth Na-
tional Bank building, Grand Rapids.
Mich.

Dated February 8, 1911.

John Snitseler, Trustee.

Peter Doran,

Attorney for Trustee.

The John S. Noel Co., dealer in
lighting supplies and appliances, has
merged its business into a stock com-
oany under the same style, with an
authorized capital stock of $20,000, oc
which $11,430 has been subscribed and
paid in in property. Those interest-
ed are John S. Noel, Wm. L. Macin-
tosh and Ellswrorth S. Ellis.

February 8, 1911

A Store Meeting.

M. Friedman & Co. last week dis-
tributed $1,000 from the profits of the
company the past year among the
employes on a profit sharing basis,
and followed this with a meeting of
all the employes for a talk on busi-
ness methods and salesmanship. The
speakers were Morris and Adolph
Friedman, and in these informal talks
they emphasized the following.
Stop the leaks. Avoid as far as possi-
ble so cutting stock as to leave rem-
nants. Do not give over measure. Do
not favor the easysellers but try to
move the stock that drags. Be neat
in appearnce and keep your coun-
ters and shelves in order. Take prop-
er care of your stock, as it is easier
to sell a/dean shirt waist at $2 than
the same waist mussed and soiled for
$1, and it makes a difference of $1 in
the profits for the year. Especial em -
phasis was placed on co-operation
among the clerks and one department
with another.

The talks were helpful and sugges-
tive and this meeting will be follow-
ed by others during the year at which
practical lessons in salesmanship will
be given.

Butter, Eggs, Poultry, Beans and Po-
tatoes at Buffalo.
Buffalo, Feb. 8—Creamery, 24(8>27c;
dairy, 16@20c; rolls, 16@18c; poor, all
kinds, 12@14c.

Eggs—Strictly  fresh, 23c; cold
storage candled, 15@17c.

Live Poultry — Fowls, 14@16c;
chickens, 14@16c; ducks, 17@18c:
old cocks, 10@llc; geese, 15@16c;
turkeys, 20@22c.

Dressed Poultry—OId cocks, 11@

12c; fowls, 15@16¢c; chickens, 15@17c:
turkeys, 20@24c; ducks, 18@20c:
.meese, |4@15c.

Beans — Pea, hand-picked, $2.10@

2.15; medium, hand-picked, $2.10@
2.15; red kidney, hand-picked, $3;
white kidney, hand-picked, $2.50(v,
275; marrow, hand-picked, $2.40@
2.50. |
Potatoes—40@45c per bu.
Rea & Witzig.
Highland Park—A new company

has been organized under the style
of the Snell Creamery Co., with an
auth orizedgmfwl u u u uuuuuouu
authorized capitalization of $175,000,
of which $87,500 has been subscribed
and $40,000 paid in in property.

Muskegon—The Walker Candy Co.
has merged its business into a stock
company under the same style, with
an authorized capital stock of $75,-
000, all of which has been subscrib-
ed, $12,000 being paid in in cash and
$63,000 in property.

BUSINESS CHANCES.

For Sale—Stock of shoes and men’s
furnishings in one of the best country
towns in this State. Is a moneymaker.

Owner retiring Agents need not apply.
Address No. 201, care Tradesman. 1
"Wanted—Position by experienced reg-

istered pharmacist.
ferred. Address No.
man.

. Wanted—Position as clerk In a cloth-
ing store by a young man of experience.

Country town pre-
200, care Traz%es—

Al references furnished. Address No.
199, care Michigan Tradesman. 99
160 acres, 100 acres cleared, balance

wood land, % mile from village of 3,M)0
inhabitants. For Information address
B. No. 1, Park Falls, Wils. 198



|hisistheScale thatbuys itself

It’'s a Good Time,
About Now—

The merchant’s side of
the Angldile. In the cen-
ter is shown an enlarged
view of its famous com-
puting chart.

The customer’s side of
the Angldile shows
bounds and ounces o for the grocer who has not

largest dial used for any taken <White House" Coffee
counter scale. seriously—to awaken to the
FACT that. solely on account
# T EH o (/ST of its splendid reliability and
high character, it is a house-
hold word ALL OVER THE

It will pay you to install Angldile Scales now.

Angldile Computing Scales have certain patented principles
possessed by no other scales.

The Angldile is the scale with the cone-shaped chart; the only
scale yet made which shows a plain figure for every penny’s value.

The Angldile’s chart is the easiest read, because it stands at 45
degrees—the natural angle at which we hold books and papers.

All men—short or tall—read the Angldile chart alike. There are
no hair lines to count—no pin points to guess at.

The Angldile is a gravity scale. It has no springs. Hot or cold
weather does not affect its accuracy.

The Angldile buys itself because by its accuracy it saves its
cost in a few months, and then goes on saving for its owner forever.

UNITED STATES.

A coffee that can attain
ITS present popularity on
the strength of its own merit
MUST be a mighty good
coffee for ANY grocer to
handle.

Angldile Computing Scale Company
110 Franklin St.

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

111 110 TULLYjM ujflillintf]

No Coupon
or Premium
Schemes

Best advertised
and most popular
American Cereal

Distributed at W holesale by

Elkhart, Ind.

Heres

he Proof

SYMONS BROS. & CO.

SAGINAW

s “Square Deal Policy Protects Both

GROCER 'wDCONSUMER

*NO SQUARE DEAL POLICY

Some time ago 1assisted in adjusting a fire loss for a grocer. Among the stuff set aside for admstment of loss «mined
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. W e also found a Sot of packages
containing a biscuit— popular and well known. Upon examination 1 found these decidedly rancid and unfit for Food. |
learned later that all these goods had been bought in large quantities in order to get the price, and. as ts men the case,
the quantity could not be disposed of while fresh and saleable. Age does not improve anything edible There isa unit
even to ageing Limburger and Rocheford cheese—where loud smell gives some class tn the ncstnl of the epicure, bat 1have
yet to find the first cereal or package foods, or foods sold m any form, that improve by age. and >he sooner manufacturers
of food-stuffs change their system of quantity price and follow the “Square Deal” policy of a Battle Creek cereal the better
for themselves, the reputation of their product, and the better for the grocer. | justwant to add here that among the Cereals
put out as damaged by smoke, none of which had the least trace of smoke, were Kellogg> toasted Cab

Flakes,” (and three other brands™) and others, not one of them crisp and fresh but Kelloggs Taened Cam
Flakes. Why? Kellogg’s was the only cereal there not bought m quantity. Single cam purohws mot t
on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, conadermg cuatity. capital or
warehouse room, the square deal policy is the best mid 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 tote
official title “Published in the Interest of the Retail Mer-
chants of Pennsylvania for the purpose of Promoting Or-
ganization and Maintaining in Pemwdvama the Jargest
Body of Organized Merchants in the United States.

R PAYS EVERYONE TO STICK TO
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Quality and
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We Employ No Salesmen
We Have Only One Price

Yes, we lose some sales by having only one price on
our safes, but that is our way of doing business and it wins
oftener than it loses, simply because it embodies a correct
business principle.

IN the first place our prices are lower because we practically have
no selling expense and in the second and last place, we count one
man’s money as good as another’s for anything we have to dis-

pose of.

If You Want a Good Safe—

and want to pay just what it is worth and no more

—Ask Us for Prices

Grand Rapids Safe Co. GmndRA Mich.



