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WASHINGTON

Land of the West! though passing brief the record of thine age,
Tht>u hast a name that darkens all on history’s wide page.

Let all the blasts of fame ring out—thine shall be loudest far;

Let others boast their satellites—thou hast the planet-star.

Thou hast a name whose characters of light shall ne’er depart;
Tis stamped upon the dullest brain, and warms the coldest heart:
A war-cry fit for any land where freedom’s to be won;

Land of the West! it stands alone—it is thy Washington.

Rome had its Caesar, great and brave; but stain was on his wreath:

He liv’d the heartless conqueror, and died the tyrant’s death.

France had its eagle; but his wings, though lofty they might soar.

Were spread in false ambition’s flight, and dipp’d in murder's gore.

Those hero-gods, whose mighty sway would fain have chain’d the waves:
W ho fleshed their blades with tiger zeal, to make a world of slaves;

W ho, though their kindred barr’d the path, still fiercely waded on;

O, where shall be their "glory” by the side of Washington?

He fought, but not with love of strife; he struck, but to defend;

And ere he turn’d a people’s foe, he sought to be a friend.

He strove to keep his country’s right by reason's gentle word.

And sighed when fell injustice threw the challenge—sword to sword;
He stood the firm, the calm, the wise, the patriot and sage;

He showed no deep avenging hate—no burst of despot rage;

He stood for Liberty and Truth, and dauntlessly led on.

Till shouts of victory gave forth the name of Washington.

No car of triumph bore him through acity fill’d with grief;
No groaning captives at the wheels proclaim'd him victor chief;
He broke the gyves of slavery with strong and high disdain.
And forged no scepter from the links, when he had crushed the chain.
He saved his land; but did not lay his soldier trappings down.
To change them for the regal vest, and "don” a kingly crown.
Fame was too earnest in her joy—too proud of such a son—
To let arobe and title mask a noble Washington!
England, my heart is truly thine, my loved, my native earth!
Theé land that hold’s a mother’s grave, and gave that mother birth.
O, keenly sad would be the fate that thrust me from thy shore,
And faltering my breath that sighed, ""Farewell for evermore!”
But did | meet such adverse lot, | would not seek to dwell
Where olden heroes wrought the deeds for Homer’s songs to tell.
Away,.thou gallant ship!” I’d cry, "and bear me swiftly on;
But bear me from my own fair land to that of Washington.”
Eliza Cook.
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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 markettoday—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 your jobbers.

Oakland Vinegar & Pickle Co.  Saginaw, Mich.

IF

You can save the salary of a bookkeeper, collection clerk, “ Loads of Time,”
eliminate ay 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 bio. 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 STORE. 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 youhave old or unsatisfactory computing scales of any make, ask for
our exchange figures.

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

The Computing Moneyweight Scale Co. District Sales
Scale Co. 58 State Street, Chicago Offices in All
Dayton, Ohio Qrand Rapids Office, 74 So. lonia St. Prominent Cities

Please mention Michigan Tradesman when writing

Snow Boy keeps moving out- Profits keepcomingin

m ,

Start your Snow Boysales a'moving
The way they grow will makeyour friends sit upand take notice

Ask yourjobbers
Salesman

Lautz. Bros.S Co.
Buffalo,NY.
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METHOD IN ADVERTISING.

Success is Not Won by Haphazard
Hitting.

The successful advertiser does not
work haphazard, or without method.
He knows just what his advertising
should accomplish, and he directs his
efforts towards producing this result.
If he fails to attain the expected re-
sult, he carefully scans his copy to
find the defect, for he knows there is
a defect, generally one that the skill-
ful advertiser should be able to find
and eradicate. Advertising is a
"knowable quantity” to quote from
the language gf one of our greatest
advertising experts.

Let us see what is meant by meth-
od in advertising. It should be name-
able or observable, if knowable. Ad-
vertising though abstract in itself
deals wholly with concrete things and
in a concrete way.

Advertising in general is either cre-
ative or directive. It either creates
a demand where none already existed
or it directs existing demand into new
channels.

This merchant, let us say, has in
stock goods which are unknown to
the buying public and for which a
public taste or demand must be es-
tablished. Such establishing of a de-
mand is also known as “educative ad-
vertising” since by it the public are
taught or educated in their needs for
the goods and shown how to secure
them. This is especially true of the
many new foods being devised every
year. They do not know why they
require a new article of food of which
they have never even heard before
The qualities of the food must be
shown and its difference from all oth-
er kinds explained so that the public
may be led to enquire for it above
other kinds now on the market. All
the qualities which make for health
in the user must be noted and the
reader shown how it differs from oth-
ers in every respect. If this is prop-
erly done, an interest has been estab-
lished in the food which needs only
a repetition of the same statements
in other publications mixed with a
few new ones in the same, to create
a demand for the article. In other
words the reader is influenced by the
advertising to go to his local dealer
and ask for the article in question.
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This is a form of creative advertising.
In directive advertising many mer-
chants see nothing of value to them
since it applies chiefly to the staples
the use of and demand for which they
say is fixed and can not well be in-
creased except by increase in popula-
tion. In a given town and surround-
ing country, they reason, there is a
certain number of people who buy
their staples, groceries and all or-
dinary goods in other lines, from the
merchants of this town. The demand
for the staples which everyone uses
is regulated by the number of people,
hence must remain fixed unless more
people move into this trade sphere.

A portion of this reasoning is cor-
rect. Barring the slight increase dur-
ing prosperous times and the addi-
tion to the line of staples of goods
formerly considered luxuries, the
gross amount of staples used does

remain about the same, or in other

words, it depends upon the numberjand take on this

of people.

But this does not prove that di-
rective advertising is of no value to
the retailer. These merchants do not
seem to understand that for each in

much of existing trade his way that

one or more competitors in his line|

have found it best to sell out and re-
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tire or to remove their stock of goods [

to another town. This frequently oc-1

curs.
In creative advertising the mer-
chant has the practical aid and co-

operation of the wholesaler and job-1

ber.
but sharp competition, the result of
bringing so many different articles
on the market intended to supply the
same needs, have really compelled

This was not formerly the case,!

these men to offer their assistance in]

creating a market for the goods

them. Thus, a traveling salesman
presents a brand of rubber goods,
| ts, overshoes, etc., which the deal-
er knows nothing about. put

ha never heard of the brand before,
In uch a case, a merchant will not
ive over an old, well known brand
w one even if of-
fered a larger profit than usual.
knows that a smaller
steady demand is worth more than a
large profit with few and very irreg-
ular sales. The maker must do some-

a certain line there exists an oppor-jthing to make the new good

tunity to draw more of the present
demand to his store.
divided between half a dozen stores,
will make a good income for three of
these stores. In every town there
are usually one or more high class
stores of a certain line; one or two,
not so good; a couple, very common,
and two or three mere excuses for
stores.

Directive advertising on the part of
two or three of these stores can be
made to draw most of the existing
demand, or trade to them and away
from the poorer ones. Hence it is
seen that directive advertising does
not aim to establish a demand for
something new, nor especially does
it expect to increase the demand, but
it directs trade into newer and more
worthy channels. Sooner or later it
results in reducing the number of
stores in a town.

We are not arguing for the estab-
lishment of department stores in ev-
ery town. We believe that a good
grocer should remain a grocer and
not strive to expand by taking up
hardware or dry goods. Let him
rather add something for which the
demand alone is too small to support
a separate store, such as an ice cream
parlor, soft drinks, or a full line of
fresh vegetables, or baked goods, or
anything for which he sees a possi-
bility for creating a demand and
which is not at present sold in the
town. This is a proper and legitimate
form of expansion in a business. But
by his successful methods of store
management and the proper advertis-
ing of them he may have directed so

must do somethi >introduce

What is now [selves and make their name coi

among the peop

All that may be done to esta
the demand for the new line just
posed is a form of creative adve
ing for which the dealer has
use or interest. I: the goods are
placed with him alone of all the deal-
ers in that line in town,
that all demand will come his way.
But if the town is large enough, suf-
ficiently scattered, or there are other
small towns near, the maker of the

goods will place them among otherjof
Then our retailerjto
sees a part of his trade falling off and | tr

dealers in the line.

going to others and he rouses himself

to the fact that he has a “very present sp

and lively need” to use
form of expression, for directive ad
vertising to call the demand for the
goods his way and to keep it there,
What are some of the methods of
directive advertising? There are three
divisions, one of which is not a very
logical sub-division since it takes the
name of the main heading. There
are (1) Advertising proper, which
includes the use of the newspaper,
store paper, personal or form letter,
and all other means of attaining pub-
licity of that kind. (2) Store man-

agement, by which is meant special jideas which form

sales, window displays, and in fact
every point where there is contact
between the business of handling the
store and the buying public. (3)
Treatment of the public, by which we
mean the conduct of proprietor and

Hej
profit and aj

inj
order to get the dealer to handle|

1

he knows|m

Iff tl
Merely
ProTf d th
*c h
te )
in sat tall value witn

| or example, if the

| lave the best line ¢
ny grocer in town/
the average reader
ie with this merch
e this merchant 1d6
cialty of our Ch
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a Biblical jtea and

sixty or

11

ia

make you a cup ct tea trom which
you can form ycmr own opinion.
Furthernlore, we select the: tea used
from an open chest and offer to sell
you any amount oif the same tea at
'oc the pound. Anil you; be con-
vinced?” This statemenit means
something and infltlences a far larger
number than ever call for tlte proof.

These are but a few of the many
the gre;at subject
of advertrising. It isSworthy the study
of the most intellec:tual sch<ilar or the
busiest village merchant. It must be
studied in both practical anid theoret-
ical fom se who expect to
use it wiith success. We close as we

sales people towards the buying pub-1began, atdvertising is not a haphazard

lie.

undertaking. C L. Charnherlain.



WASHINGTON’S ADVICE.

It Means Something To the Nation
To-day.
Wrritten for the Tradesman.

The new clerk had left his over-
coat hanging at the back of the
store, and, seeing a light tnere as he
was passing at 9 o clock, lie went
in to get it. The light was away ai
the back of the salesroom, shaded
with a green globe, over tne desk oi
the old book-keeper.

As the clerk entered the low hum
of a voice reached Ins ears. ne nau
made little noise m opening and clos-
ing the door, and now ne walked soit-
ly toward the light. The old book-
keeper was bending over a book
which lay on his desk, and his voice
came distinctly to the young man.

"Reckon the old gent is reading
the constitution of the United ¢states,
grinned the new clerk, "lie seems to
have an idea that the Democrats have
been breaking pieces off from it.”

Then the old book-keeper's words
reached the young man:

" ‘All obstructions to the execution
oi the laws, all combinations and as-
sociations, under whatever plausible
character, with the real design to di-
rect, control, counteract or awe the
regular deliberation and action of the
constituted authorities, are destruc-
tive to this fundamental principle,
and oi fatal tendency.

“‘They serve to organize faction, to
give it an artificial and extraordinary
force—to put in the place of the dele-
gated will of the nation the will of
a party, often a small but artful and
enterprising minority of the commu-
nity; and, according to the alternate
triumphs of different parties, to make
the public administration the mirror
oi the ill-concerted and incongruous
projects of faction, rather than the
organ of consistent and wholesome
plans, digested by common councils
and modified by mutual interests.

“‘However combinations or asso-
ciations of the above description may
now and then answer popular ends,
they are likely, in the course oi time
and things, to become potent engines,
by which cunning, ambitious and un-
principled men will be enabled to sub-
vert the power of the people, and to
usurp for themselves the reins of
government; destroying afterward
the very engines which have lifted
them to unjust domination.””

“Who’s going to usurp the reins
of government?” asked the new clerk,
as the voice ceased. “Show’ him to
mel”

“l was just wondering,” said the
old book-keeper, whether the new
Democratic House of Representa-
tives will do the fair thing, or wheth-
er it will play politics with the tariff
and the approprition bills.”

“What do we care?” demanded the
clerk. “We’ll get our three square
meals every day, just the same, won’t
we?”

“It will make a lot of difference
to the business men of the country,’
replied the old book-keeper, “wheth-
er they go at their work with the
interests of the people at heart, or
whether they play for points in the
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political game. Who can buy and
sell, and forecast prices and condi-
tions, and plan for a year to come,
with the tariff held up to be shot at
by every ambitious congressman who
wants to get the glad hand when he
goes back home? Washington knew
what lie was talking about when he
spoke of combinations and associa-
tions (representing either parties or
trusts'! becoming potent engines by
which cunning, ambitious and unscru-
pulous men might be able to subvert
the power of the people, to usurp for
themselves the reins of government.”

“l do not see any combinations
getting hold of the reins of govern-
ment just yet,” laughed the clerk.

‘Young man,” said the old book-
keeper, “you do not seem to know how
many interests—‘business’ interests—
have to give their consent before any
law can pass the United States Sen-
ate. You do not know' how' hungry
a certain class of Democratic politi-
cians are to get hold of the treasury
and the places in the gift of the Gov-
ernment. There are a good many men
in both political parties who w'ould
rather see the republic go to the
dogs under their own administration
than to see it prosper under the pow-
er of the other fellows.”

The clerk was not ripe for argu-
ment, so he sat looking into the fire
and the old book-keeper went on with
his book:

“ ‘The alternate domination of one
faction over another, sharpened by
the spirit of revenge, natural to par-
ty dissension which in different ages
and countries, has perpetrated the
most horrible enormities, is itself a
frightful despotism. But this leads at
length to a more formal and perma-
nent despotism.

“‘The disorders and miseries which
result gradually incline the minds of
men to seek security and repose in
the absolute powrer of the individual;
and sooner or later the chief of some
prevailing faction, more able or more
fortunate than his competitors, turns
this disposition to the purposes of
his own elevation, on the ruins of
public liberty.””

“Say,” the new clerk broke in, “I
do not know who wrote that, but
whoever did is a crank. | guess our
little party fights won’t put any Kkind
of individual ruler on the throne at
Washington.”

“Young man,” repled the old book-
keeper, “you do not know how tired
and sick the business men of the
country are becoming of this ever-
lasting game of politics. They turn
out one administration for cause, and
then the new fellows play politics in-
stead of correcting the evils which are
complained of. The man who wrote
this knew what he was talking about.
He might have written these words
to-day as concerning present condi-
tions.”

“He’s a crank,” said the other.
“Who is he?”

“Washington wrote this warning,”
was the reply. “You will find them
in his farewell address. Was he a

crank?”
“l’ve heard that he was next to his
job,” admitted the clerk.

“l have always so understood,’
smiled the old book-keeper. “Now,
just see what a swipe he gives this
idea of our owning islands across the
ocean.”

“We didn’t own any then,” urged
the clerk. “How did he know that we
ever would?”

“He must have understood how
many different kinds of fools the peo
pie would become,” was the grim re-
ply. “Here’s what he says about
taking foreign possessions:

“‘If we remain one people under
an efficient government, the period is
not far off when we may defy mate
rial injury from external annoyance;
when we may take such an attitude
as will cause the neutrality we may
at any time resolve upon to be scru-
pulously respected; when belligerent
nations, under the impossibility of
making acquisitions upon us, will not
lightly hazard the giving of us provo-
cation; when we may choose peace or
war as our interest, guided by jus-
tice, shall counsel.

““Why forego the advantage of so
peculiar a situation? Why quit our
own to stand upon foreign ground?
Why, by interweaving our destiny
wfith any part of Europe, entangle
our peace and prosperity in the toils
of European ambition, rivalship, in-
terest, humor or caprice?

“‘It is our true policy to steer
clear of permanent alliance with any
portion of the foreign world.””

“Gee!” said the clerk. “He must
have seen w'hat was coming.”

“If the people of both parties
w'ould get out Washington’s farewell
address once a month and read it
over carefully, there are a lot of
swashbucklers in Congress who would
be retired to the tall timber,” the old
book-keeper said. “One of the strong
points of the address is the union of
states. He must have foreseen the
Civil War, or the conditions which
brought it about.

“If you will look over the situa
tion at present, you will see that the
quarrels over the tariff are between
local, or state, interests. General
Hancock w'as right when he declared
that the tariff was a local issue, al-
though he got the merry ha-ha for
the remark at the time. Louisiana
would fight for sugar legislation
which would place her in a position to
dictate prices to the world. The lum-
ber states would fight for the pro-
tection of lumber in order to swell
their profits. The West would go to
war with a flock of sheep on their
flags in order that the price of wool
might go up.

“And all the time the people—the
common people—are paying too much
for sugar,- and lumber, and woolen
clothes. The Government might keep
every sugarmaker, every sheep rais-
er, every lumber king, at the Wal-
dorf-Astoria for life, with conse-
quent luxuries, and then the people
would be millions ahead every year
if the prices of these commodities
were kept down where they belong.’

“l guess you’re a free trader,”
laughed the clerk.

“Not so you could notice it,” was
the reply. “There’s a middle ground
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of common sense in the matter. I've
long been wondering if the new
House of Representatives will find it.
I’m hoping so. There are a lot of
good men there, and it does not
seem as if they would throw good
business sense to the winds and play
party politics.

“Anyway, | wish that Edwin F.
Sweet and all the other Democrats
who have been elected in Republican
districts, would get Washington’s
farewrell address and read it over
carefully before they go to Wash-
ington. That would help some. Then
they might understand that they were
not sent there because they were
Democrats, but because the sentiment
of their districts was against certain
things which the Republican bosses
stood for. If they will follow th'-
trend of public thought they will
keep their party in power for a good
many vyears. |If they play politics
they will get fired at the first op-
portunity. Let them study up Wash-
ington and Lincoln.”

And the old book-keeper closed his
book and switched off the light.

Alfred B. Tozer.

Postal Savings Deposits.

Figures which have begun to come
out with relation to the experimen-
tal postal savings bank indicate the
hoarding of an enormous sum by
those whose faith is not in the twen-
tieth century institutions with which
most of us are acquainted. According
to estimates based upon the first
month’s experience, the forty-six re-
ceiving postoffices will take in dur-
ing the calendar year no less than
$750,000, which indicates that with
every postoffice in the country in
working order the savings deposits
for the first full year would approx-
imate three-quarters of a billion dol-
lars and perhaps even reach the bil-
lion mark. The fact that such an im-
mense sum has been hoarded, that so
much actual cash has been kept out
of circulation, gives a clear insight
into what happens where there is a
real financial scare and the banking
institutions of the country are drawn
upon by the second rank of the
timid. While, of course, it is scarce-
ly probable that succeeding years of
full operation of the postal savings
bank plan would draw equal amounts
into circulation, nevertheless the de-
posits would prevent such an im-
mense contraction of the currency of
the country as seems to have existed
in the past regardless of the actual
financial situation.

Success is in being what we seem
to be.

Don’t Trust Your Stock and Business to
Anything Short of

The Best

Talented and Most Experienced
Sale* Firm

W e should be glad to give you any informa-
tion regarding our methods, but our ideas
come every day. up-to-date stock of new ideas
from which you may select something that
will awaken interest, or preserve thatinterest
which is now awake.

W rite today for terms, references, etc.

The Western Sales Co.

Not Incorporated
99 Randolph St. f hicago, lllinois
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IN THE ORANGE GROVES.

Facts About a Fruit That Almost
Everybody Eats.
W ritten for the Tradesman.

Los Angeles, Feb. 15—I have
spent the past two weeks among the
orange groves of South California
and learned many facts in regard to
the growing and marketing of this
fruit not known to many of your
readers who handle or consume the
same. Many people consider an
orange simply an orange, and yet
there are so many varieties produc-
ed with qualities ranging from excel-
lent to vile as to astonish the unin-
formed.

The orange region extends from
Los Angeles to the San Bernardino
Mountains, nearly one hundred miles.
Its width is from forty to sixty miles.
There are other sections in which
oranges are grown, but the above is
considered the largest and therefore
the most important. Starting at near-
ly the level of the sea, the ground ris-
es gradually to the eastward until it
attains the altitude of 2,000 feet. On
these slopes the oranges are grown
and marketed, and the quality of the
fruit produced seems to depend much
on the altitude and the nature of the
soil in which the groves are planted
If one should ask an impartial citizen
of Ontario where the best oranges
grow, he would say unhesitatingly
“The very best oranges grown in tb
world come from the foothills oi
Mt. Baldy. They are known as the
Mountain View oranges, and when a
box bears the ‘O. K.” of the Moun
tain View Packing and Shipping As
sociation you can rest assured that
you could not obtain oranges of
equal quality from any other source.
The citizen of Clairmont will answer
the enquiry by declaring that no
groves equal those of the Clairmont
region for productiveness, flavor and
juicyness, while the orange growers
of Riverside Highlands, Pomona and
other shipping centers will admit that
the Clairmonts and Mountain Views
are good oranges, but they say they
are not of equal quality to those
grown on their own ranches.

Oranges ripen and are shipped from
California every month in the year
While there is to the untrained eye
no difference in the appearance of
oranges that are ready to pick and
ship in the month of April and oth
ers that must or should remain on
the trees until the month of July, th
experienced grower knows there i
An orange that delights the eye may
disappoint the taste of the novice. Th
cost of producing a crop of oranges
is great. The soil must be frequently
fertilized and cultivated and long
lines of trenches dug between the
rows of trees for the purpose of irri
gating the ground. Water is scarce
and expensive, and it is necessary to
lay conduits of concrete in order to
convey it to the groves and distribute
it through the trenches. Frosts are of
frequent occurrence in the winter sea-
son, and while they are not always
destructive, they make the business of
the grower precarious.

The fruit is sorted and marketed
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through various agencies organized
by the growers for that purpose. At
Ontario there are located three sort-
ing, packing and shipping warehous-
es. The largest employs sixty men
and girls and five or six cars are
loaded and dispatched to the Eastern
cities daily. Specially constructed
machinery is used in sorting the fruit
and the work is carried on very rap
idly. Only the medium and smaller
sizes are shipped out of the state.

asked a grower why he did not
ship his large oranges to the mar-
kets of the East. His reply was: “Be-
cause | can put nearly twice as many
of medium sized in a box as | can
of the large ones. Oranges are sold
by the dozen in the markets of the
East and North and the dealer would
rather sell two dozen(which he buys
by the box) out of a box than one
Besides the medium sized orange:
yield me a larger profit and | do not
require so many boxes for shipping
my crop if | can sell the large size
at home.”

During the winter season, when
shipments are heavy, the cold weath-
er that prevails in the North and in
the East narrows the market and ren-
ders the business hazardous. When

consignment to the jobbers of
Grand Rapids arrives at Kansas City,
for instance, the weather prevailing
in Michigan may be so cold as to
require that the cars containing the
fruit be routed to Cincinnati or Bal-
timore or to some other market that
may have an over-supply on hand but
where the weather conditions are
favorable. Contingencies like these
arise daily. The associations sell the
fruit and pay the amount received
to the grower less 20 per cent., which
is retained until the close of the ship
ping season, when the cost of the
work done by the associations is de-
ducted from the amounts retained
from the sales and the remainder is
paid to the growers.

I have talked with many owners
of groves who declare that the busi-

ness is unremunerative. The long
distances, from two to three thou-
sand miles; that the fruit must be

shipped to market, the high cost ot
water, the frosts and the destruction
of fruit in transit makes it so.

Still, it is a great and an important
industry. When the Panama Canal
shall be completed and opened for
use, the grower looks for improve-
ment in his industry. In fact, it may
be truthfully said that about every in-
dustry in California (all are more or
less hampered) expects to derive
great benefit when the ditch shall en-
able shippers to send their products
to markets by water, as they con-
sider the rates of freight charged by
the railroad transportation companies
too high.

The farmers and horticulturists of
Michigan are much more favorably
situated to carry on their industries
than are those of California.

To the expenses of the growers
add the fact that in many sections
during the winter season thousands
of small stoves fed by distillate or
other cheap fuel are placed between
the rows of orange trees to protect

them from the frosts.
these stoves must be rebuilt
quently and the expense is
heavy.

The railroads of the state are dom-
nated by the Southern Pacific in
terests and their policy is to tax the
traffic in freight all the industry will
bear.

Unscruplous growers and packers

fre-
very-

box up the poor, half-ripened or
half-decayed fruit with the good,
which accounts for the large num-

bers of imperfect oranges the job-
bers, dealers and eventually the con-
sumers receive.

California has been and still s
cold. Tourists are wearing furs amt
heavy wraps. The rainfall is larger
to date than usual

Arthur S. White.

Port Huron Grocers Happy.
Port Huron, Feb. 20—At the meet-
ing of the Grocers and Butchers’ As-
sociation last week the members
showed themselves well satisfied with
the recent State convention. The
local men knew that they had made
the Port Huron convention the best
ever held in any city in Michigan and
this fact alone made them happy.
President Frank C. Wood pre-
sided at the meeting and called on
each of the officers of the local As-
sociation and the different committee
chairmen for their reports. Secre-
tary George S. Newberry. Treasurer
E. N. Akers and State Secretary J.
T. Percival made report? and all
were accepted. The reports of the
icommittee chairmen showed that the
different committees had done much
to make the convention a success.
John A. Ryan, chairman of the
Committee in charge of the country
store, made a report showing the
receipts and expenses or tne -tore
Following his report he turned over
to the Association a c”eck tor
$639.69, the amount left after paying
all stf>re expenses.
there is an accot
$135. which was <
iste(Z N. Y., con
the total receip
store up to $774.61
Mr. Ryan’s rep
for much praise a
the Association pa
to give Mr. Ryan
ham, who worked
the country store a

The fires in After taking the

out of the couti
there will be a
more than $300
treasury of the Ic

The Associati«
a letter of thank
Niagara Falls, (
the former Secre
Grocers’ Associa
the convention 1
the letter of tha
memento of the

Port Huron
Wellman is in
mittee >n IS matte

Origin of Slang,
Wrritten for the Tradesman.
Slang, the German word re
creeps into our language in

->ur vigilane Srat
Wj six year
nders
;suit.
.ire_ aawnr»m
itanids maw

«tractive and
jeprional oppo
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SBEWSorrie BUSINESS WORLD

Movements of Merchants.

Charlotte—J. B. Crosby has open-
ed a racket store, to be known as the
Bee Hive.

Rose City—A. Brunk, of Detroit,
will engage in the jewelry business
here April

Eaton Rapids—Misses Lena Mat-
thew and May Harris will open a fan
cy goods store.

Cadillac—W. M. Rigley has opened
a fruit and confectionery store at 216
South Mitchell street.

Harbor Springs—The C. W. Carr
meat market has been purchased by
John Starr and J. F. Stein.

Owosso—Miss E. M. Shaw, of
Petersburg, has purchased the Moul-
ton millinery stock on Exchange
street.

Grand Haven—A. J. Nyland will
open a grocery store in the building
on Fulton street recently purchased

by him.
Battle Creek—The H. John Hall
tailoring establishment, Leslie J.

Quinn, Manager, had a very success-
ful opening last week.

Grand Haven—Mrs. Scott and Miss
Peterson, milliners, have dissolved
partnership. The business will be
continued by Mrs. Scott.

Manistee—The banks have agreed
to keep open Wednesday instead of
Monday evenings for the accommoda-
tion of patrons after March 1.

Hastings—F. R. Pancoast is clos-
ing out his stock of jewelry and fix-
tures at auction, and will retire from
business, owing to poor health.

Belding—The organization of the
Belding Produce and Supply Com-
pany is projected, to better handle
the farm products of this district.

Yale — The general merchandise
stock of N. Kerr & Son has been
purchased by J. M. Smith, of Avoca.
and Emerson Cooper, of Port Hope

Litchfield—E. S. Stoddard has re-
tired from E. S. Stoddard & Son and
the business will be continued by
Herbert Stoddard and Wm. Ander-
son.

Coldwater—F. E. Keyes, formerly
of Batavia, has purchased the David
Knowles’ grocery stock, and will
continue the business at the same lo-
cation.

Middleville—The W. H. Quinlan &
Co. stock of general merchandise has
been sold to George Nelson & Sons,
of Whitehall, for  consideration of
$15,000.

Kalamazoo—A new company has
been organized under the style of
the Celery City Lumber Co., with
a capital stock of $7,000, of which
$3,500 has been subscribed and $1,400
paid in in cash.

Hart—John Fisher and Floren
Fuller have purchased the Rhodes
block and after remodeling it will oc-
cupy it with a line of general mer-
chandise.

Houghton—Richard B. Lang, iden-
tified with the dry goods business
here for forty-one years, will incor-
porate as the R. B. Lang Dry Goods
Company.

Owosso—George A. McKenzie and
B. N. Murdock have purchased the
equipment of the People’s meat mar
ket, on West Main street, and have
taken possession.

Adrian—Novesky Bros., John and
Will, have opened their new branch
grocery and meat market in the Hill
section, at the corner of Michigan
and Center streets.

Sparta—The Sparta Lumber Co. ha-
engaged in business with an author
ized capital stock of $20,000, all o
which has been subscribed and $10,
000 paid in in cash.

Detroit—The Builders’” Engineer
ing Co. has engaged in business with
an authorized capital stock of $2,000
of which $1,000 has been subscribe'
and $500 paid in in cash.

Saranac—Charles
chased an interest in Putnam’s tin
shop. They have consolidated th
two shops and will continue the busi
ness in the Densmore building.

Ludington—David Gibbs, the Lud
ington avenue grocer, has secured th
lease of the Epworth store and will
manage that business in addition to
his big double store in the city.

Durand—S. P. Wilkins and Wi
liam Moss, who lately bought th
McLaughlin stock onf merchandis

Palmer has pur

1 at Vernon, will move it here and open patroit — The Standard

for business in the Brown buildin
Charlotte—George Hodgkinson, of
St. Johns and Frank Kennelly, of
Detroit, have formed a copartnership
under the style of Hodgkinson
Kennelly, to engage in the meat
business here March 1.
Kalamazoo—The Mershon-Bartlett
Company has been purchased by F.
B. Johnson, formerly Manager of the
concern, and C. R. Howard, Cashier.
The firm will be known as the John-
son-Howard Feed Company.
Detroit—The Royal Valley Coffee
Co. has engaged in business to sell
tea, coffee and other food products,
|with an authorized capital stock of
$50,000, of which $25,000 has been
subscribed and paid in in cash.
Avoca—County Clerk J. G. Brown
will build a grist mill here, within
two miles of his farm in Kenockee
township, with daily capacity for
seventy-five barrels of flour. The

mill will be in operation by Septem-
ber 1.

Kalamazoo—John Stillman, of New
ork, has leased the building where
the Newman store is now located, on
East Main street, and will occupy all
four floors with a wholesale and re-
tail dry goods store. Mr. Stillman has
string of stores.

Kalamazoo After twenty-one
ears in the hardware trade, J. C.
Bogard has retired, having sold his
tock to the Sprague Hardware Co.,
hich will continue the business. R.
A. Sprague, of Vermontville, is the
Manager of the new firm.

Pontiac—J. L. Marcero & Co.
bolesale dealers in confectionery, ci-
gars, etc.,, have merged their busi-
ness into a stock company under the
style of the Marcero Mercantile Co.,
ith an authorized capital stock of
$16,000, of which $8,000 has been sub-
scribed and $7,000 paid in in cash.

Grand Ledge—Walter Vanderbilt,
who recently resigned his position as
Superintendent of the Crawford
Chair factory, has purchased an in-
terest in the Winnie hardware busi-
ness, becoming actively associated
with Tames Winnie in the manage-
ment of this old established enter
prise.

Hastings—Harry Stowell, formerly
of the firm of Stowell & Wunderlich,
of Coats Grove, and W. A. Scott, for
several years employed by W. A
Hall, have associated themselves in

firm to be known as the Stowell
& Scott Implement Co., and will en-
gage in the business of selling farm
implements.

Marshall—The coming spring will

see a number of changes in busi-
ness locations. Owners of buildings
are, however, slow about making

leases as they are looking for higher
rent if local option fails to carry at
the April election: Among the chang-
es will be the removal of the Brand-
shaw drug store to the block just
east of its present location, now oc-
cupied by the S. and S. cigar store.
The Bradshaw store will be occupiel
by J. Earl Nicholls, who will open
a grocery store.

Manufacturing Matters.
Foundry
Co. has increased its capital stock
from $40,000 to $100,000.

Detroit—The T. F. Daigle Iron
Works has changed its name to the
Daigle-Steger Iron Works.

Detroit—The Chas. P. Sieder Tent
& Awning Co. has changed its name
to the Sieder Manufacturing Co.

Jackson—The capital stock of the
Clarke-Carter Automobile Co. has
been increased from $100,000 to $250,-
000.

Detroit—The Acme Screw Co has
engaged in business with an author-
ized capital stock of $30,000, all
which has been subscribed and $3,000
oaid in ip cash.

Detroit—The Wolverine Cedar &
Lumber Co. has been organized with
an authorized capital stock of $30,000
all of which has been subscribed and
paid in in cash.

Mason—Arthur Howlett has re
signed as manager of the Mason
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Creamery Co. and purchased the
business of Nelson & Williams, agri-
cultural implements.

Oakwood—The Lesse Detroit Salt
Co. has engaged in business with an
authorized capital s”ock of $200,000,
of which $150,000 has been subscrib-
ed and $50,000 paid in in cash.

Detroit—The Detroit Foundry &
Manufacturing Co. has engaged in
business with an authorized capital
stock of $50,000, of which $34,500 has
been subscribed and paid in in cash.

Volney The Beaver Valley
Creamery Co. has been incorporat-
ed with -an authorized capital stock
of $4,000, of which $3,300 has been
subscribed and $1,950 paid in in cash.

Detroit—The Snedicor & Hathaway
Co., wholesale manufacturer of shoes,
has changed its name to the Snedicor
Hathaway Shoe Co. and increased its
capital stock from $75,000 to $125,-
000.

Arcadia—A new company has been
organized under the style of the Ar-
cadia Mirror Works, with an author-
ized capital stock of $15,000, of which

$11,000 has been subscribed and
$5,500 paid in in cash.
Detroit—The Kinsey Motor Car

Co. has been organized with an au-
thorized capital stock of $150,000, of
which $91,500 has been subscribed,
$11,000 being paid in in cash and $15,-
530 in property.

Battle Creek—A new company has
been organized to manufacture break
fast foods, etc., under the style of the
Krinkle Co., with an authorized cap-
ital stock of $5,000, all of which has
been subscribed and paid in in cash.

Cheboygan The Cheboygan
Bridge Co. has engaged in business
to manufacture and sell boilers and
iron bridges, with an authorized cap-
ital stock of $50,000, of which $25,000
has been subscribed and $10,000 paid

in cash.

Detroit—The Phipps Electric Auto
Co. has merged its business into a
stock company under the style of the
Phipps-Grinnell Auto Co., with an
authorized capitalization of $100,000,
of which $60,000 has been subscribed
and paid in in property.

Detroit—Tuttle & Clark, manufac-
turers of harnesses, saddles, leather
goods, etc., have merged their busi-
ness into a stock company under the
same style, with an authorized capital
stock of $100,000, all of which has
been subscribed and paid in in prop-
erty.

Coldwater—The C. D. Warner Co.,,
manufacturer of medicines, has merg-
ed its business into a stock company
under the same style, with an author-
ized capital stock of $5,000, all of
which has been subscribed, $100 being
paid in in cash and $4,900 in prop-
erty.

Corunna—The Fox & Mason Fur-
niture Co. has increased its capital to
$260,000. This increase was made to
permit the purchase of the factory
and business of the Corunna Furni-
ture Co. Officers of the new concern
are: President, C. I. Fox,- Arcadia,
Vice-Presidents, E. L. Mason, A. W.
Green, Corunna; Directors, the offi-
cers and S. C. Brown, of Lapeer.
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GROCERY— PRODUCE MARKET

The Grocery Market.

Sugar—*The quotations are
changed, but raws are weak and the
refiners are taking stock very slow-
ly, according to reports from New
York. The demand for refined is
fair, as prices are low, which has in-
creased the demand. The differential
between beet and cane is still of
fair size, which causes beet to be
taken in preference to cane in almost,
every case. There is also a greater
difference in price between raw and
refined than for some time past. Lo-
cal dealers quote sugar at 5.14.

Coffee—The market has been un-
settled and extremely nervous during
the past two weeks, with prices go-
ing both up and down. The option
market has been forced down so it
shows quite a decline on green cof-
fee, but it will have to decline quite
a little more before it will affect the
market on roasted coffee to any great
extent.

Tea—The great activity in the mar-
ket caused by the no-color standards
adopted by the United States Board
of Tea Experts has advanced the
prices on all green teas 2@3c per
pound, and even at the advance the
sales have been remarkably heavy.
The stocks of Japans, Gunpowders
and Young Hysons have been bought
up or withdrawn from the market to
hold for advanced prices. The deci-
sion of the Board to adopt only un-
colored standards and work in har-
mony with the pure food law meets
with general commendation, and it is
believed that the change from green
to the uncolored teas will gradually
work itself out without much dis-
turbance and will be ultimately bene-
ficial to the tea interests. Tt is cer-
tainly a step towards pure teas and
should be generally approved. The
China market is unusually active and
tea exporters are looking forward to
heavy exportations during 1911. The
shortage of other countries’ supplies
will draw largely on the immense
China stacks, and the fact that the
adoption of Chinese tea as the bever-
age of the German army, recommend-
ed by the German medical authori-
ties, as more wholesome and ener-
gizing than coffee is leading to the
establishment of additional tea fac
tories in t*e Hankow district and ex-
tra storage facilities in which the
Government is asked to aid. Cey-
lons and Tndias are firm and all va-
rieties of teas have felt the advance.

Coffee—The market has been un-
settled and extremely nervous during
the past two weeks, with prices go-
ing both up and down. The option
market has been forced down so it
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Canned Fruits—There has been no [unchanged to 2"ic lower. La
Ichange in the prices of canned fruits
eduring the past week, but supplies are
[not large in any line. Gallon apples
are still firm and scarce, with prices
Ivery high. The supplies in the home
|market are of a fair size with the
lexception of plums, which are get-1
ting well cleaned up and it is im-
possible to get any more from either
the Eastern or Coast market. Thej
demand is of a fair size now and it]j
is expected to increase on the whole
line with the coming of spring.

Canned Vegetables — From the
present situation of the market, es-
pecially on the three best sellers,
which are corn, peas and tomatoes,
the market may be higher, as the
demand is of a good size now and will
without doubt be much larger from
now on. The shortage in cheap peas
is being felt more keenly all the
time and wholesalers who are sold
out find it impossible to get any
more supplies. There is no change
in the market on tomatoes since the
advance of about two weeks ago.

Canned Fish—There i* a slight in- “green stuff' caused a slight ~
crease in the demand for canned the local market this week. T1
salmon and sardines, which is thought mand comes every year at tn-
to be caused by the nearness of Lent jhut it is heavier this year than
and most of the retailers are stock-|cvff oftTi before fi<ss 100i
ing a little more heavily on that ac-|the price of lettuce so that fb<
count. The shortage is plainly visible jers are finding it difficult to !
now in both salmon and sardines. lorders. The same demand, n

Dried Fruits—The recent advance freely moving market, has u
on raisins is well maintained, even 1fbe price or rndt*nc3. C
with the light demand which is gen- are also being offered and are
eral at this time of year. There isIdemand.
also a little shortage shown in some | In speaking' of the winter tra
of the grades and 2-crown are sell- [commission men report a bann*
ing for nearly as much as 3-crown in |emons, oranges and grap<
The market on apricots is the same The grape fruit sates have r
as last week, but while prices are |ed the most and in the opinion
high, they are much below those of 1dealers the Northern people a
la few years ago on apricots, and [heginning to enjoy this rrutt
|there is a certain class of the trade jdlers of grape fruit see the tun
that will have them, no matter what
the price is. The demand, however,
is light for the time of year. The
market on peaches is still low and

they are the cheapest article in the . . .
whole line of dried fruits, but thel(sz'50 according to size

demand is not large as yet. Prunes I.?,efns—rfljo per bn. for ban
are holding just as firm as ever and ©€di *2.7->i?3 for kidney.
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THE BARGAIN-HUNTER.

Good Judgment Required To Avoid
Useless Effort.
Wrritten for the Tradesman.

The rag-tag-and-bobtail sales art-
scheduled for February and March.
The winter stock must be turned in-
to cash in order that new goods may
be purchased, and shelves must be
cleared for the fresh stock. Some-
times it happens that the winter trade
has been very slow, and then other
merchants are pushing sales, in
which case buyers are likely to get
what they want for less than real
value.

It is during this month and next
that the bargain hunter comes forth
in all her glory. She goes to all
the sales, whether she wants to buy
or not, and is so well versed in the
ways of mobs that she usually takes
the precedence of those who have
real money to spend. There is no
way to obliterate the bargain-hunters
of the type referred to, but clerks can
render them fairly harmless by just
getting acquainted with them. They
are never any one’s customers. They
go here and there as the mood take?
them, and no merchant ever made a
profit on their trade.

Still, they must be waited on, for
the nickel or dime they spend during
a rush is good at the bank, and no one
must be treated with indifference in
a well-conducted store. They must be
waited on, but there are merchants
and clerks who dread to see them
enter the store door. They are us-
uallv the ones who snatch goods from
the hands of others, who work their
way through their picked crowds with
their elbows, and who always hold
an elevator while they prance down
the aisle. Yet they must be wait-
ed on.

The question with some dealers is
how to satisfy them at the least pos-
sible cost to themselves. Do any of
you happen to know Banbury? Of
course not. Well, he runs a little de-
partment store in a Michigan city
and is long on February sales. He
knows every fraud bargain-hunter in
his town, and his clerks know most
of them, so the real thing in nickel
transactions is usually overlooked
when good customers are there. In
the language of Uncle Toe Cannon,
they are not recognized for that pur-
pose—for the purpose of taking half
an hour of the clerk’s time during a
rush hour in order to leave five cents
in their troubled wakes.

But Banbury was not always wise
to the ways, and the nerve, and the
impertinences of these bargain-hunt
ers. There was a time when he be-
lieved that all customers ought to
be treated alike, whether they had a
dime or a dollar to spend, but now
he thinks that every woman who at-
tends a sale ought to be searched at
the door in order to see if she is not
going to soak up heat and light and
clerk’s time under false pretenses.
This idea of treating every customer
alike is a mighty good thing to put
into advertising copy, but a bad thing
to carry out in business. In the first
place, people do not want to be
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“treated alike.” You make them an-
gry if you keep them waiting for a
person who is just wasting your time.
This talk of equality is all right, of
course, but it is the wise farmer who
picks his best fruit first.

Banbury, to come back to the
story, formerly insisted on all peo-
ple being treated alike, as has been
stated, now he excepts the February
bargain-hunters who only want to
see bargains and do not intend to
buy. He has his clerks trained in
this same line of belief since one
rush day a couple of years ago.

On the morning of that red-letter
day Gibson’s wife cornered him as
he was trying to get out of the front
door unobserved, and disclosed to him
the fact that Gertrude, the sweet
heiress of the family, was getting to
be a large girl, quite a young lady,
and did not have a thing to wear.
Gibson had known quite well from
the size of the gas bills that Ger-
trude was getting to be quite a young
lady, but he never suspected that
she was doing her courting and her
slum work, and her pink-tea stunts
in the garb provided for her by Na-
ture. He said something like this to
Mrs. Gibson, and she boxed his ears
and handed him a sample of silk and
a few thousand words of instruction
regarding the February sale at Ban-
bury’s.

Banbury was a friend of Gibson,
so the latter remembered the name.
He managed to get to his office with
the sample still in his possession, and
the chances for Gertrude having
something to wear were excellent.
Gibson sat down at his desk and
wrote a check for $23.99, which was
what his wife said the silk would be,
put the check and the sample, to-
gether with the house address, into an
envelope, sealed it and hied forth on
his way to Banbury’s, where the silk
sale was on from 8:42 to 9:27 a. m.
As he passed down the street and
came to the women in lock-step on
the walk and in the store he ques-
tioned himself as to why people
should act like fools at a sale. He
had the sample and the price in his
envelope, and he would show these
persons how a business man did
things.

So Gibson got into line at the silk
counter, but when he got to the
counter he was six feet away from
it. That is, there were six feet of
women between him and an oppor-

the check and the order aloft, think-
ing to catch the eye of the clerk in
that way. Now, this clerk had once
been invited to a party where a fam-
ous man of letters and a private sec-
retary to a congressman disported
themselves, and she thought she
should be treated with the dignity due
one moving in the joint circles of lit-
erature and statesmanship, so she
looked at the ceiling of the store,
and on, and on, three thousand miles
or more into the far off blue—if it
were blue—and Gibson’s check for
$23.99 was ignored.

“Catch it!” cried Gibson.

He did not toss the letter, for just
then he caught the frosty gleam of
the clerk’s eyes. In short, she trans-
fixed him with a glance like an icicle,
which went through his overcoat, and
his under coat, and his waistcoat, and
his two-dollar shirt, and his union
suit,and his chest pad, and froze him
so stiff that he wondered why the
hot air of the store did not melt him
and run him out through the crack
under the front door.

“Very well,” thought Gibson, “I’ll
wait.”

So he waited and melted a trifle.
The sweet thing in violet silk talked
in words and figures following to the
clerk:

“It was twenty-seven.
was.”

“You’re mistaken,” said the clerk.

“Well,” said the Violet Girl, “I'm
not going to pay any such price.”

So she summoned a floorwalker,
and he settled the question while
the clerk stood and listenend. The
people in front of the counter waited.

In the end the Violet Girl won
out in the dispute and went away
leaving twenty-seven cents in the
store. Then six other women advanc-
ed upon the clerk and began looking
over the goods. Again Gibson wav-
ed his envelope aloft and again that
blast from the place where Cook and
Peary think they went, came over the
silk counter and caught him in the
back and set his feet and fingers to
aching with the cold.

“Hey, there!” he shouted.

The ‘clerk was looking out into the
winter air. through three upper floors
and a tin roof, so she did not see
the letter.

The six women in front of Gibson
faded away after a time, leaving an
average of nine cents each in the
store, and Gibson got up to the coun-

I'm sure it

tunity to catch the eyes of the speak- iter.

er—that is. the clerk. He waited for
some moments, but the line did not
move up any, for one of the real, gen-
uine bargain-hunters was up there
with a Half-Nelson on the clerk. This
reckless spender of whole nickels at
a time was a sweet young thing in
violet silk, and she was having a
hard time in explaining to the clerk
something she did not know anything
about herself.

“Hey, there!” cried Gibson, with a
smile meant to be courteous on his
rather good-looking face. “Oh, you
clerk! Catch this envelope and fill
the order after the procession has
passed out*”

He held the

envelope containing

“Here,” he said, “why didn’t you
take this envelope? Now, send the
check in for approval and pack these
goods. You've caused me to lose
half an hour.”

The girl behind the counter look-
ed at the mere man as if she knew
the breed and didn’t like it. Gibson
smiled at her. That will sometimes
do the businness, but in this case Gib-
son wondered if the ice floe, or the
blink, or the berg, were coming down
iMain street, or if it was merely sail-
ing overhead.

“Why,” said the clerk, “this sale
lasts only until 9:27, and it is now
9:28,s0 you’ll have to pay the regu-
lar price.”
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“Oh, | will' cried Gibson, and he
went back into the office and hunted
up Banbury, who gave him a cigar,
and listened to his story and went
out to the clerk.

“Why didn’t you take this order?”
he asked.

The clerk’s face was so cold and
hard that it cracked one of the lenses
in the boss’ spectacles.

“l treat everybody alike,” was the
reply.

“Why didn’t you take the envelope
when he tried to toss it to you?” de-
manded the boss. “That wouldn't
have interrupted the bargain with the
girl who spent twenty-seven cents.”

“l thought,” replied the girl, falling
back on the defense a woman can
always make, true or untrue, “that he
was trying to flirt with me.”

“All right,” said Banbury. “You go
and get your hat and cloak and your
pay and get out of the store. I'll see
if the other clerks know enough to
take an order when it is offered in
writing, with a check.”

He found out that most of them
did. The ones who didn’t were let
out, and now Banbury’s store is not
the chosen stamping ground of bar-
gain-hunters who soak up time under
false pretenses. It takes judgment,
but, then, it requires good sense to
operate any business whatever.

Alfred B. Tozer.

Business News From the
State.
Kendallville—Pray & Dietrich will
open an up to date men’s furnishing
store about March 15 in the remod-
eled Krueger building.
Shelbyville—The Floyd Drug Co.
has been organized with a capital

stock of $15,000.

Hoosier

The officers are:
Dr. R. M. Floyd, President; James
Philippi, Vice-President; Peter G.

Kamp, Secretary and Treasurer, and
William V. Dorsey is the other stock-
holder. An empty building for a
plant has been obtained and it is ex-
pected that it will be in operation
early in March.

Wabash—The Waring Glove Com-
pany, with factories at Decatur, Hunt
ington and Rochester, will establish
a factory here.

South Bend—The Leo Eliel drug
stores have been reopened, following
the funeral of Mr. Eliel last week,
and will be operated by the estate
with Emil Reyer as Manager. The
St. Joseph Loan & Trust Company
has been appointed administrator.

Auburn—The Auburn Commercial
Club has elected Geo. A. Bishop
President and will make an energet:c
hustle for more factories.

South Bend—Francis L. Beaulieu
has been made Manager of the In-
dependent Five and Ten Cent store
to succeed Fred Earle, recently re-
signed.

Are you doing anything to get
your share of the trade of the new
families that come to town? It would
be a good idea to send a form letter
to every new arrival, telling about
your store and your goods.

Sometimes it is the janitor who
cleans out the bank and sometimes
it is the cashier.
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What Other Michigan Cities Are Do-
ing.
W ritten for the Tradesman.

The grade separation problem is
being given earnest consideration at
Kalamazoo, and one of the first steps
taken by the Council is to ask the
City Attorney for details of all city
and State laws bearing on the general
subject. Mayor Farrell is an active
supporter of the movement and the
Grade Separation Commission, made
up of four members, is securing data
from other cities.

The Saginaw Board of Trade se-
cured 112 new members during the
past month. The Directors will en-
deaver to secure a weather bureau
station for Saginaw and additional
lights in the business district.

The merchants of Kalamazoo pe-
titioned the Grand Trunk road for
better passenger train service, with
the result that four additional trains,
two in and two out, have been prom-
ised within a month.

Detroit is planning to build a con-
vention hall, costing about $400,000.

Lansing will use more strenuous
means to keep the crossings clear of
trains and violators of the five-min-
ute law will be arrested.

Dr. Miller, Chairman of the Bat-
tle Creek Board of Education, says
that it would be a paying investment
for the manufacturing interests there
to build and equip a modern manual
training school and turn it over to
the School Board. He points out
that these concerns are put to large
expense in training workmen for their
plants.

Jackson is taking steps toward
holding a big county fair this fall.
The old grounds are not well located
and new grounds and buildings will
be secured.

The Cadillac Board of Trade will
hold its annual banquet and smoker
Thursday evening, March 2.

President Umlor, of the Traverse
City Board of Trade, says: “If Trav-
erse City will raise $1,000 for outside
advertising this year the P. M. Rail-
road will add $1,000 thereto: under
their influence the Chicago & Alton
will pay $400: the Missouri, Kansas &
Texas will pay $200: the Cincinnati,
Hamilton & Dayton will pay $400.
This leaves the G. R. & I. Railroad,
the Manistee & Northeastern and
Pennsylvania systems, and the North
ern Michigan Transportation Co. to
hear from. From the investment of
$1,000 we will have an advertising
capital of $3,000, with prospects that
from the other sources mentioned we
will get an additional $1,000, making
a total of $4,000 for advertising pur-
poses, provided our people will re-
spond. It is up to Traverse to realize
rn her assets, her charming summer

climate, beautiful surroundings and
riches in fruit, field, forest and
stream.”

The Detroit Board of Commerce

will undertake to add 500 members to

its rolls during the next ten days,
bringing the membership up to
2,000.

The Saginaw Board of Trade has
secured an agreement with the De-
troit & Mackinac road whereby
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through merchandise cars for the [
North will originate at Saginaw in-
stead of at Bay City. At the present
time Saginaw shippers must transfer i
their goods at Bay City, causing de-
lay and expense. i

Stop-over privileges at Bay City |
and Saginaw have been granted on |
home-seekers' tickets to destinations
in the seventeen counties included in
the territory of the Northeastern
Michigan Development Bureau. Bay
City is the headquarters of the Bu-
reau.

An innovation in the way of school
text books is the geography that is
being prepared for use in the schools
of Saginaw by the Board of Trade or
that city. Bay City is also consider-
ing this plan of practical' education,
which starts at home.

Muskegon will endeavor to boost
the membership of its Chamber of
Commerce to 500.

Boyne City will have a new hotel.
Thos. White, the lumberman, is at
the head of the enterprise.

Officials of Lowell have refused to
submit to the people the interurban
railway franchise asked for by An-
drew Fyfe, of Grand Rapids, in be-
half of his company, which proposes
to build an electric road from Detroit
to Grand Rapids, by way of Lansing.
Grand Ledge and Portland. Low
wants all the roads it can get, but i
lieves that the franchise asked for
too binding with reference to the i
of the streets, etc.

A fund of $2,000 is being raised
Traverse City to boost that regi
which is declared to be the best 5]
on God’s footstool.

The Holland Board of Trade \
hold its annual banquet March
with Congressman Diekema as to:
master.

The first annual banquet of
Frankfort Board of Trade, he
15, was a -uccess. being atten
300 members and guests

Sanitary engineers engaged
city of Benton Harbor advis
as a source of water supply
than Lake Michigan.

The Business Men's Associ:

Marshall will hold its annua
quet Feb. 24.
Calumet. Houghton and Hancock

are protesting against the new sched-
ule of trains running between the
Copper Country and Chicago. What
was bad enough before is now abom-
inable, for going either way the bet-
ter part of two days is consumed in
the journey and two meals must be
paid for on the diner and a berth en-
gaged. The railroads operate their
own diners and sleepers.

The Booster Club of Pentwater
held a warm supper and election
Tuesday evening of last week, judg-
ing by the report in the News of that
town, which stated that the "officers
were vociferously elected by spon-
taneous combustion.” F. S. Verbeck
was re-elected President.

The South Haven Board of Trade
plans to advertise the town exten-
sively throughout the South and
Southwest as a summer resort.

Almond GrifFen.

Usefulness of Savings Banks.

Wrritten for Cite Ttadunni.

In a recent article reviewing
genera! situation
Statist, the leading
of London» states
of the American t
take care of the works
commenced. 1
ist, who recen
business tour
States, writes
gardmg the t
special stress
value of the <
the country.
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GOULD INFLUENCE PASSING.

The retirement of George Gould
from the presidency of the Missouri
Pacific system, due to his loss of fi-
nancial control of the properties,
marks the passing of an influence that
has played a most important and oft-
en spectacular part in the transporta-
tion history of the United States in
the last half century, and which, in
1850, controlled one-ninth of the na-
tion’s railroad mileage.

Jay Gould, the father of the retiring
President of the Missouri Pacific,
was practically the founder of the
school of high finance which has
turned out so many notable graduates
in the last decade. From a trader
and editor, in 1859, he turned his at-
tention to the brokerage business,
took a hand in the fight between
Drew and Vanderbilt for control of
the Erie, wrested that road from
their grasp, after a fight of eight
years, loaded it with a debt of $64,-
000,000, and then made it a dividend
payer and unloaded it wupon the
stockholders at a profit which laid

the real foundation of the Gould
millions.
After his success with the Erie.

Jay Gould started on a career of rail
road speculation and manipulation
that astonished the financiers of the
world. He invented the plan, new at
that time, of depressing the stock of
a property, then neglecting its phy-
sical equipment, wrecking it, in short,

until he could buy it on his own
terms. In this manner he secured
control of the Union Pacific, after

the stock had been forced down to
$15 a share, and held it from 1S73 to
1883, when he sold out at $75 a share
and turned his attention to the Mis-
souri Pacific. He bought that road
when it had but 287 miles of track,
and, by manipulation, consolidation,
construction and purchase built the
system up until it owned or con-
trolled over 6,000 miles of road when
Tav Gould died in 1892. The presi-
dency of the road and the control of
the Gould millions then went to
George Gould.

Railroad experts have never ex-
plained the failure of the Gould sys-
tem of railroads to pay good divi-
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dends. The lines cover the most pro-
ductive regions of the Mississippi and
Missouri Valleys, and have connec-
tions with both the Atlantic and Pa-
cific seaboards. Yet, with the excep-
tion of 5 per cent, dividends from
1902 to 1907, the system has usually
paid less than 2 per cent, a year, and
much of the time has paid no divi-
dends. The only reasonable explana-
tion is that the road has been oper-
ated from Wall street rather than
from the physical headquarters of the
svstem, and has been used for stock
jobbing purposes rather than as a
profit-earner for its stockholders.

The new influence, which is iden-
Itified with the interests that have res-
cued the Union Pacific and Southern
Pacific and made them profitable,
may be relied upon to make radical
changes in the policies and operation
of the Gould system.

TO SEE A REAL CZAR.

Speaker Joseph Cannon, who has
lorded it over the National House of
Representatives for so many years,
will retire from the many cares that
have engrossed his attention, on
March 4, and will take advantage of
his release from office to have a va-
cation in Europe. It is said that “Un
cle Joe” has some curiosity to see a
real czar and compare him with the
so-called czar with which legislative
Washington is so familiar. Whether
the czar will be pleased to see Mr.
Cannon is another question.

While many people have criticised
Speaker Cannon for his apparently
arbitrary methods, candid persons are
willing to admit that the tyranny of
the Speaker has been the result of
the system in vogue and the rules
of the House of Representatives,
rather than of any desire on the part
of Mr. Cannon himself to play the
tyrant. There is much in the rugged
Americanism of Uncle Joe Cannon,
in his courage and nonchalance under
fire which people must admire, and
now that his rule in the speakership
is about to expire there will be no
disposition to wish him other than
well.  Mr. Cannon is one of the most
picturesque characters in public life
to-day, and, despite his age, he is
sure to remain a force in the National
Legislature for some time to come.

It is to be hoped that during his
European tour Mr. Cannon will have
an opportunity to see the real Czar
and compare the appearance of that
dull and shrinking personage with the
rugged and sturdy old political glad-
iator who has played the role of Czar
in Congress for so long a time. The
Russian Czar’s absolutism exists in
name only, while that of the Amer-
ican Speaker has for many years
been unquestioned in all matters of
legislation. Americans can feel assur-
ed that “Uncle Joe" will lose nothing
by the comparison.

W ith the surrender of the speaker-
ship by Mr. Cannon that historic and
important office will lose much of its
old-time power. Under the new dis-
pensation the Speaker will be merely
the presiding officer of the House of
Representatives, with no greater con-
trol over legislation than the revis-

ed and modified rules of the House
itself may give him. He will no long-
er be a Czar, nor even a dictator.

FASTING FOR AGE.

Since the first prophet lifted up his
voice in lamentations for his lost
years, men have sought the spring
of everlasting youth. But in spite of
all struggles and contrary to the
sweet philosophy of Peter Pan and
his fairy brethren, people do “grow
up” and become old. In the wiser
years of the world, age was compen-
sated for by that universal respect
which was paid to maturity, experi-
ence and knowledge. The white beard
was an emblem of honor, as yellow
curls were the aureole of adole-
scence. But within the minds and
hearts of mankind there has ever been
protesting rebellion against that “last
scene of all—second childishness and
mere oblivion.”

The fight for prolongation of life
is life's greatest tragedy. When the
meridian is passed we turn to
thoughts and efforts for‘keeping on
earth as long as possible. This in-
stinct drives men and women to curi-
ous and often ridiculous expedients.
Ponce de Leon faced death in many
forms in his search for the waters of
life. Monarchs have abdicted their
thrones in order to become ascetics
that breath might be prolonged in
tired bodies. Business in the manu-
facture and sale of philters, potions
and charms to stop the ravages of
the years has ever been good, while
those practicing the mysteries of
necromancy and administering magic
spells and incantations have always
been sought. Even in this enlight-
ened age there are millions of people
who have faith in such things. At
every famous spa in Europe one may
see countless old and bent men and
women in pitiful search for that
which will hold them for even a little
more time on top of the ground.

Of fate there has arisen a fad that
is not new but that has been in
abeyance for a number of years. Fast-
ing for health is a venerable idea and
practiced in moderation it may have
merit. One of the most earnest devo-
tees of the theory that abstinence
from food will prolong life is a cer-
tain Dr. Tanner, of Los Angeles, who
became celebrated years ago as a
faster. Twice he went without food
for periods of forty days, but about
all he proved was the wonderful re-
sistance of the human body to dubi-
ous treatment. Dr. Tanner, who is
now over 80 years old, boasts that
he will fast eighty days and that he
will live to be more than a hundred
years of age. Success to his efforts.

RETURN POSTAGE.

We Americans are prone to like
asking questions. Many of us ask
them of strangers, specialists in their
own peculiar line of work, yet under
no obligation whatever to observe
our interrogation point. When they
do so, it is through a courtesy which
we are in honor bound to respect.

Yet the surprising feature is not
so much what a variety of questions
is asked, but that many forget to en-
close a stamp for reply.
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They not only ask a bit of valuable
time, but show on the face of the
matter the fact that while they may
be interested to the amount of two
cents, four cents is beyond the limit
of the curiosity.

Now anyone who is able to answer
hard questions has a right to value
the time asked for to the amount of
two cents. This they may be perfect-
ly willing to donate; but when it
comes to dipping down into their
own stamp box,—it scarcely seems
worth the while.

If you do not receive a reply to
some question asked, the chances are
that this is the reason. It is not so
much the value of the two cents that
the one interrogated regards. It is
the principle involved. And the con-
ditions show on the face of the thing
that the one asking the questions does
not really care so very much to know.

If you presume to intrude upon the
time of a stranger, at least proceed
in a businesslike way. The little por-
trait of Washington executed in red
is a wonderful talisman in opening
the interests of a stranger, and a busy
one, very likely, to your wants. He
feels that you are in earnest or you
would not have gone to the trouble
of writing. He recalls the time when
he did not know many things which
his wider knowledge has since made
useful. He did not then know where
or how to go after this knowledge
except by the long, hard way of per-
sonal digging.

THE ONAWAY WAY.

An outside concern sent a salesman
into Onaway to solicit trade, and
this salesman had pretty good luck
in getting orders until the local mer-
chants discovered the game. There-
upon the local merchants sought the
assistance of the Onaway Inter-Lake,
and the newspaper generously devot-
ed two columns to an appeal to trade
in Onaway. The article published
was not merely an appeal but figures
were produced to show that prices
were just as low in Onaway as any-
where else, and quality as good and
the service better. The article closes
as follows:

“The merchant is here, and you
and we want him to stay here. We
want him to prosper, to add to his
stock, and when sickness comes to
our homes, or death robs us of loved
ones, accidents happen or we want to
spend our money to go on an ex-
cursion or take a trip who is it that
fills our baskets with the necessaries
of life and waits until we can pay—
the home merchant every time and

never, no, never, any outside con-
cern.

“Perhaps we have taken more
space than necessary, but let that

go, let us all try and cultivate a bet-
ter feeling for loyalty to home, and
cut out to a much greater extent
the outside concern and the mail or-
der house. At least let us investigate
the merits of the home merchant
first, be honest with him and wher-
ever possible give him the benefit of
the doubt, and from it will spring a
greater feeling of fraternalism be-
tween both buyer and seller. Let us
do it for Onaway.

err
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THE OPEN GATES.

Once more the Beautiful Gates
have swung open, this time to admit
the one who has so thoroughly famil-
iarized the public with her broad
views concerning the entrance to the
Beyond.

Elizabeth Stuart Phelps was the
daughter of an Andover professor,
and her first contribution to litera-
ture was a story to the Youth’s Com-
panion when she was 13, for which
she received in payment a subscrip-
tion to the paper for a year.

For a number of years her literary
genius then remained dormant so far
as the world knew, but really gaining
in strength by well directed study and
training. Then came the horror of
Pemberton Mill, and with it her op-
portunity. She did not take this op-
portunity purely as it came to her.
The recital of the story of the ca-
tastrophe, three miles and a half
away, as it was reported through
others or the press was not enough.
When it came to her to write a story
based on the tragedy she spent the
best part of a month investigating.
She visited the rebuilt mills, studied
the machinery, talked with those who
were familiar with the old conditions
and had been through the conflagra-
tion, ransacked the files of old pa-
pers and accumulated much informa-
tion which could not be compressed
within the limits of a short story.

.She wanted the cream of it. She gain-

ed the sure foundation for her story.
When it duly appeared in the col-
.nins of the Atlantic Monthly, Whit-

tier, Higginson and others of note to assuage her suspicions as quietly jmg a negative : Wan
were quick to discover the new star as possible. and | will get
in their field Then there is the one who pridesj Carefully he
. - . herself on a definite ideal, and rsjprinted sheet i

She was bf'ght and orlg.mal i her bound not to be satisfied with a sub- ins’ tube, and jarre'-

way of treating old subjects. Her girite vou must patiently tear —

“Gates Ajar,” inspired by the return-|gown all the goods in the pile to get
ing troops and the vacant chairs of at that last piece, only to find that
those never to return, at once found it is not just what she thought ft
a receptive public. She had written was. Of course, this is all “no trou
it with the hope that it might com- jble.” To insinuate anything else
fort some few, but was totally un-|would be an unpardonable offense.
prepared for the immense success There is the man who thinks any
which it attained. She did a vast[old thing will answer the purpose on
amount of literary work in the forty [the bill ordered by his wife He is
years afterwards, taking up the part in a hurry to get home and whether
that came to her cheerfully and han- it is brown cambric or brown crash
dling it with a simplicity and genuine- matters little to him. Yon know, ri
ness which won the respect of all. you have seen the order. His wife wilt
know, too. Tt is for you to furnish
the right thing even it you do have
to invent a story to hold him. Right
is right: and he should observe the
Golden Rule in his shopping.

Although you are kept as busy
pacifying the temperament  id
Harities of your patrons a;
|measuring off goods, take

SERVING PECULIAR PATRON.
A successful educator will tell you
that any one can teach the good pu-
pil. It is the mischief, the dull pu-
pil, or the vicious one, who needs
special care in handling. It is much
the same in trade life. There are
customers whom any one can please
—if_ they happen to have good g°°ds_|remembering that it is a
while others can never be trusted _to jbusiness, and the more
any but the most tactf_ul clerk with lyou car perfect your pert
any assurance of an amicable transac-
tion.

There is the woman who is always
looking for flaws, moth holes in TWO WAYS.
cloth and mouse holes in sugar. She  An irate subscriber cam.
may never find them, but she seems ,newspaper office and den
to take an immense pleasure in not- account. This being given,
ing any possible indication of trou- paid it, with no evident go.
ble. It takes patience to deal with her, “Have you received one =
yet she is likely to be one of your best jcalendars™ asked the man
customers. So be patient and strive |as he was about to leave, a

jcharacter the more profici
ibecome as a salesman.

tander.

onnt them,
and—you kn
endars are

Still we ci
By-Stander,
was right:
carefully ml
right also, «

Highest Grade Canned Goods

PACKED BY

W. R Roach & Co., Hart Mich.

We operate three model plants, including the largest and best-equipped pea packing plant m the werid.
Peas packed fresh from the field by automatic continuous machinery, under perfect sanitary

conditions.

All water used is from artesian wells.

Skilled helpers, expert processes

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

HART BRANDS OF FRUITS AND VEGETABLES

Distinctive character and make them TRADE WINNERS AND TRADE HOLDERS

Send for Catalogue

Ask Your Jobber for Hart Brands

W. R. ROACH & CO., HART, MICH.

Factories at HART, KENT and LEXINGTON—AU Model Plants

Judson Grocer Co., Distributors, Grand Rapids, Mich.



10

BE OF BOLD SPIRIT.

Do Not Let Obstacles Daunt or Mis-
takes Hold You Back.
Wrritten for the Tradesman.

The
vidual, let him he a business man or a
laborer, depends altogether upon the
weakness or boldness of his activi-
ties. There is no use in a weak spir-
ited person trying to make a success
in business or anything else. There is
no use in any one being weak spir-
ited. Weakness, backwardness, infirm-
ity and declension are matters of
habit in most of our young men and
women who are in the business world
and they should be taught that there
is nothing to fear so long as they
know they are doing the best they
can.

Every person has many great op-
portunities springing up before him
every day, but too many of us are
afraid to reach out and gather them:
we feel that we want some one else
to attempt the work first.

A continual and everlasting effort
to put new thoughts into action rais-
es applause and causes comment on
all sides and there is always great
courage developed in each action.

A weak, backward spirit is not
worth much to this busy business
world; we should try to do some-
thing to give strength to the weak
ones among us. Let us see—what is
a weak, backward spirit? Is it not
caused by weak, backward thoughts?
We can teach others to have faith
in themselves by giving them some-
thing to do; we should give each one
in our employ some personal respon-
sibility. If they seem timid about tak-
ing the task upon themselves, encour-
age them to go ahead, promising them
that we will stand behind them and
in this way we can teach the child
to walk.

The quality of our brains is about
equal, all depends upon what is run-
ning through them, and this force can
be changed from one thought to an-
other—from weak, backward thoughts
to thoughts of courage. Cultivation of
courage can be had and taught the
same as anything else. We have to
take a chance at everything that
comes up in this busy and progres-
sive world and the sooner all of us
know this the better it will be for all
concerned.

We need encouragement all along
the line. Every child ought to be use-
ful—many men, women and children
are a burden just because some one
has not offered them a hand that
could teach them to walk by them-
selves.

Let us make our
by putting faithful forces to work
in each department. Let us build
up so much courage within ourselves
that we will have enough left to make
every one in our employ have faith
in themselves. If we can do this we
will have eliminated a great deal of
our personal labor.

You have no right to start out in
the business world if you have not
built up for yourself enough courage
to pull through anything that may
happen. We have too many failures

business grow

real personality of an indi-'educate them by
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now, and every one added, helps to
pull every other fellow down. We do
not not want any more failures; we
want every man to be successful, and
the only way to have them so is to
faithful thoughts.
When we think we are strong half of
the battle is wen. We must not say,
“You can not do that.” We should
say, “Go ahead and do the best you
can; if you do not succeed at first,
try again.”

Freedom, independence and self-
government planted in the mind of
any individual will make him a
powerful man. Such a person will
build a world of his own, as it were,
and he will make an honest, hard-
working fellow, one who will inspire
others to become likewise.

The individual freedom, liberty and
independence of personal action given
to man by the All-Wise Intelligence
is the best power in the human mind.
This influence pushes one along and
makes him do things in all walks of
life, but, of course, we in our ignor-
ant state make many mistakes. If it
were not for our many mistakes in
the business world we would not
have the great things we now en-
joy-

Mistakes are inevitable, but too
many of us are not brave enough t*
get up after we have been knocked
down. The men who have suc-
ceeded in this world are those who
would not stav down.

Our greatest men are those who
have learned not to make the same
mistake the second time, and to watch
the mistakes of others and avoid
making them in their business.

Life was given to us to be well em-
ployed, to learn all that may be learn-
ed and none of us can hope to get
our lessons without making mis-
takes.

We have many merchants in this
country who are making mistakes
and some of them get down hearted,
and we see them giving up the ship,
which is wrong.

The greatest instructors in our
learning are the mistakes we make.
Life consists in cultivating our own
intellect; by the force of our
thoughts we live and have our being,
and our business either grows or goes
back by and through a mixture of
good and bad experiences.

Your business, my fellow mer-
chant, is built upon the mistakes you
made in your earlier career. You are
reminded of them every time you
act, and by trying to remember
them you grow strong.

We grow great, not through never
making mistakes but by profiting by
those we make, by continuous per-
formance, by building gloriously each
day on the ruins of the past and by
Irising with renewed force and fresh
courage.

Do not paralyze your hopes and
purposes, ruin your business and hap-
piness by weakening that bold spirit
that started you a few years ago.

We all realize on our investments
if care is taken, why not realize a
great profit on the investments we
have made in the mistakes that were
inevitable?

There is not anything in your way;
the road is just as wide as it was
when you were young; your weaken-
ed, backward spirit is only a habit.

We can not be ready for great ac-
tion in a minute; it takes time to
build a business worth having. Stim-
ulate yourself with the fire of am-
bition and the dangerous- habit of
falling back will leave you and you
will become a new man with a new
business, as it were.

We are too often unprepared when
trials overtake us and that is why we
lose our strength. Keep posted as to
what is going on in and around your
business and you will find plenty of
power to carry you on to a glorious
ending.

. Let us talk and think about cour-
age, bravery, confidence, self-reliance,
mental nerve, pluck, firmness and
achievements, then boldly strike out
and venture to the front and suc-
cess will be ours.

.Edward Miller, Jr.

SO Year»
the People'»]
Choice.

Sawyer’

CRYSTAL

See that Top § B I u e

For the
Laundry.
DOUBLE
STRENGTH.

Sold In
Silting Top
Boxes.

Sawyer’sCrys-
tal Blue gives a
beautiful tint and
restores the color
to linen, lacesand
goods that are
worn and faded.

Itgoes twice
as far as other
Blues.

Sawyer Crystal Blue Co.

88 Broad Street,

BOSTON - « MASS.

There is no risk or
speculation in
handling

Bakers
Cocoa

and

Chocolate

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

52 Highest Awards in
Europe and America

Walter Baker &Co. Ltd.

Established 1780. Dorchester. Hass.
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We Want Buckwheat

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

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 about

“Purity Patent”

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

Are You a
Troubled Man?

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

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

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

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

=VOIOT MILLING CO.
GRAND RAPIDS, MICH.
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Plum Pudding of England.

“The roast beef of old England”
has become the roast beef of Amer-
ica, North and South, so far as con-
cerns the raw product, but English
plum pudding remains a distinct®’
English product and promises to be-
come of sufficient importance in the
foreign trade of the Kingdom as to
be specifically named in official re-
ports.

For many years, and until quite re-
cently, the English housewife com-
pounded and baked the plum pud-
ding for home consumption, and a
Christmas dinner without a plum pud-
ding would have been incomplete
with a former generation.

This national confection still occu-
pies the personal attention of the
thoughtful housewife, but not to the
extent of former years, and for the
reason that science has intruded upon
the domestic economies and ingen-
ious mechanism has displaced the
dough trough and other kitchen
utensils that were essential to cooks
of a few decades ago. It is not alone
that with the use of machinery the
pudding has been, as a rule, improv-
ed in quality and digestibility, but
the cost of production has been re-
duced, the best hygienic and sani-
tary conditions are assured and the
power to produce is equal to supply-
ing a world-wide demand.

The manufacture of plum pudding
is an infant industry of much prom-
ise. It is mainly confined to London
and is carried on by all the principal
bakeries, delicatessen and other es-
tablishments that purvey to the pub-
lic wants and cater to the popular
taste in these lines. The industry was
given a great boom by the Boer war.
In the opening- days of that struggle
the Yuletide season increased the
natural solicitude for the fathers and
sons and husbands in far-away Af-
rica, and the plum pudding was
requisitioned in large quantities to ex-
press the feeling at home and carry
at least a spark of Christmas cheer
to enliven the soldiers’ camp. Thou-
sands of pounds of plum pudding
were sent out, but the demand was
far in excess of the supply, a fact
which gave greater urgency to the
demand, and by concentrating general
interest in the pudding, added im-
mensely to its popularity, and espe-
cially as the soldier called loudly for
more. This was the opportunity for
intelligent and bold enterprise, and
it was immediately improved, with the
result that to-day the bulk of plum
pudding consumed in the United
Kingdom is supplied by public pur-
veyors and hundreds of thousands of
pounds are shipped abroad, shipments
being made in season to reach every
country to which consignments are
made before Christmas day.

Tn order to be prepared to meet the
demand for their product, manufac-
turers begin active operations as soon
as the new crops of raisins, currants
and other required fruits appear in
September. All the constituents of
plum pudding, which do not include
plums, are prepared and manipulated
by elaborate and expensive machin-
ery. Currants are washed and stems
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removed, raisins are stoned, nuts are
shelled and ground, oranges and lem-
ons are peeled, the peel pared by ma-
chinery. One firm last season used
620,140 pounds of materials. In sup-
plying plum pudding to meet the de-
mands of the Christmas season of
1910, the number of puddings furnish-
ed aggregated 250,000. There are
three or four other London manu-
facturers each of whose output per-
haps equals that described, and there
are quite a large number of smaller
establishments in which plum pud-
ping was supplied for home and for-
eign consumption.

The pudding is put up in package?
weighing one to five pounds each and
securely packed to insure preserva-
tion and safe transportation. Proper-
ly prepared and packed the plum pad-
ding of England, with ordinary care
on the part of the housewife, will re-
tain its virtues for a year or more.

Gold in the Dough.

It is always there and in paying
quantity. No miner’s pick ever open-
ed a vein surer of pay ore than is
open all the time in every grocery.
Unfortunately the gold in the dough
is lost sight of in the hurry, bustle
and glitter of business. Its value
is under-estimated, although dough
worked in the right way earns the
biggest sort of dividend. The dough
or cracker department is inconspic-
uous because it lacks the enthusiastic
and continuous intent of the store-
keeper. He imagines crackers sell
themselves, which notion is as erron-
eous as to believe the mine yields
metal without miner, shaft or
smelter.

In these modern days, in the cit-
ies, mother is not given to having a
baking day in order to keep the jar
filled with jumbles, doughnuts, cook-
ies and ginger snaps for the children
to run to at will. She finds it more
convenient to go to the store and
join the army that is waiting to be
drilled in the cracker buying habit.
Short-sighted is the grocer who fails
to develop and push crackers. He will
find more profit in $100 worth of bis-
cuits and crackers than in $100 worth
of flour, butter or other of many
staples that grocers distribute at less
profit than covers the cost of the
service.

In seeking a big volume of sales
do not lose sight of the hundreds of
little things that afford a liberal prof-
it, but of them all, remember none
are in such favor and open to ex-
panding demand as crackers. They
are nutritious, cheap, meet the insa-
tiable demand of children for a bite
between meals, are indispensable at
the 4 o’clock tea and are the one arti-
cle of food acceptable at all hours,
night or day.

Beyond that is the absolute neces-
sity for grocers to bring up their
profits to a higher average or else
be forced to be content with meager
dividends on capital. The gold to pay
them lies in the dough. Mine it. The
supply is inexhaustible. — American
Grocer.

It takes a wise one to cut expens-
es without cutting profits.
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Covering for Bread.

It is generally accepted that a
covering leads one to expect
goods within. Prepared foods ai
exception to this rule. The taste
designed, elegantly printed wra
on a well-made carton leads
would-be purchaser to look for g
of a superior quality within, am
resents it if what he finds is no
ter than something that i~ offer«

a plain wrapper. The purchase

warranted in this expectation,

justified in his resentment if the

er deceives him. Has his matter any
bearing on the question of wrsopinsr
ibread? Surely it has Is it best.
then, for a baker to s%9 | will put
no wrapper on my bread: theft those
who buy it will never be disappoint-
ed?” Surely not. Th¢ far better
courge is for him to make die best
loaf possible, put it in a wrapper
isuch as the best loaf desertres, and
continually strive for a stil [ better
loaf. There has been quite a sotti-
ciency of the “good mough policy
in regard to breadmaking. No bread
but the best is good enr>ugh fcr eatin 2
purposes. Some bakers make bread
for paper-hangers to tise iti cleaning
wall paper; and that caft: &~ the best
of its kind. But the bread that is
best for cleaning walls is no criterion

&« *
taint

Horses and the Sake

Shelf and Counter
Display

In these days of progressive
merchandising it isn’t necessary
to preach the advantage of a
well-ordered, attractive store.

But have
effectiveness of

realized

the

the Uneeda
Biscuit package for shelf and
counter display?

The purple and white moist-
ure-proof package is attractive

in color and design.
itself to many novel

figures. It

It lends
display

IS suggestive and

promising of good things within.

NATIONAL BISCUIT COMPANY
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Michigan  Dairy en’s Association!
and Its Growth.

Nearly fifteen years ago, it was the
writer’s pleasure to be present at
the twelfth annual meeting of the]
Michigan  Dairymen’s Association,
and 1 confess it was a proud moment
of my life as a young buttermaker to
win a number of coveted prizes.

This particular meeting was held
at Charlotte, Eaton Co., then a city
of about 4,000 inhabitants. If my
recollections serve -me right, two
hotels were the long and short of
accommodations, which seemed ade-
quate to furnish plenty of bed and
board for all the members and visit-
ors in attendance.

For some unavoidable reason, the
mayor could not be present to give
the usual welcome address, in which
case the President of the Association
performed this important function.
In the course of his remarks, he took
the opportunity of scoring the sur-
rounding farmers (that were not!
there) for showing so little interest
in turning out to a meeting of this

kind. But on the second day, the
farmers turned out in reasonably
good numbers, which at the close

was altogether a very satisfactory!
meeting. The paramount question at!
that time among Inittermakers was,
the best methods to use in ripening
cream, and whether starters were
beneficial or detrimental in the pro-
cess of ripening. Prof. C. D. Smith
of the Agricultural College in his
convincing talks on how to make fine
flavored butter, so impressed one
good farmer’s wife of his ability as
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a judge of butter, that she brought
forward a small roll and urged him to
pass judgment as to its quality.
Professor Smith was noted for his
ability in proving his position’on any
subject in a very frank and forceful
manner. In this instance, however,
he demurred from passing judgment,
but waf overheard to say, that lined-
back cows sometimes made streaked
butter.

The exhibition of dairy machinery
was held in a vacant store building,
the size of the room being about
20x30. The exhibit of butter and
cheese was also in the same room.
Gathered cream plants were an un-
known quantity in the state at that
time, but the years that have elapsed
since that meeting, have wrought
many changes, both in the manu-
facture and producing of dairy prod-
ucts. The once silent monuments of
the creamery promoters' greed scat-
tered in all parts of the State, have
taken on new life, and but few dead
ones can be found about the State
at the present time.

The Association has kept pace with
the progress of time for which its
past officers are entitled to much

credit, and especially Secretary Wil-
son with a record of 20 years of un-
tiring efforts in making each meeting
bigger and better.

The rapid growth of creamery and
cheese factory interest has become so
great in the past few years that a
good portion of the annual meeting
program has been devoted to their
special interests. The experience
has been that the number of farmers

that attend these annual meetings is
comparatively small, in comparison
to butter and cheese manufacturers.
For this reason auxiliary meetings
were instituted consisting of a pro-
gram relative to farm and dairy man-
agement and held in different parts
of the State with beneficial results.

The 27th annual meeting is to be
held in Bay City, February 21ist to
24th. And if work counts for any-
thing it will be a hummer, as no ef-
forts are being spared by its officers
in making it one of the most educa-
tional meetings ever held. Some of
the features will comprise stock
judging, a butter and cheesemakers’
scoring contest, market milk pro-
ducers’ contest. Beautiful trophy
cups are to be awarded to the win-
ners in these contests. The Associa-
tion has nearly 500 members; it has
outgrown the possibilities of holding
its annual meetings in only the larg-
est cities in the State. It requires
something over 6,000 square feet of
floor space to accommodate exhibit-
ors of dairy and factory supplies, and
machinery. With new officers come
new inspirations. Who therefore
will question the success of the 27th
Annual Meeting of the Michigan
Dairymen’s Association?

E. S. Powers, Sec.-Treas.

When a man makes himself con-
spicuous by sitting around complain-
ing, telling how hard it is for an
honest man to succeed and that merit
never is recognized, you will be lis-
tening to one of the biggest failures
in the world.
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Breaking an Egg With One Hand.

The trick of breaking an egg with
one hand is something that you
should learn how to do. It not only
gives you speed, but shows that you
are a workman thoroughly familiar
with your business. The trick can be
acquired with a little practice. To do
it nicely the hand should be a little
moist. Hold the egg in the right
hand between the forefinger and the
second finger with the thumb on top.
Strike the egg once sharply op the
rim of the glass to crack the shell,
then holding it over the glass, press
down slightly with the thumb and
the egg drops out, leaving the shell
in the hand. While learning to do
this the glass should be allowed to
stand on the counter, so that if you
fail the left hand can come to the
assistance of the right; but just as
soon as you know that you can break
the egg with one hand, then you can
hold the glass in the other. This
saves time, especially when you have
two or three to prepare at once
When you have become proficient
with the right hand, try the left until
you can use either or both.

**e

Did you ever notice that courtesy
and a good hotel usually go hand in
hand?

Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter Color
and one that complies with the pure
food laws of every State and
of the United States.

Masafactared by Wells & Richardson Co.
Burlington, Vt.

Common Sense Says=Save the Cents

Modern methods successfully meet competition—pennies saved make the Store pay dollars.

Here is some more common sense—use

Star Egg Carriers and Trays

FOR

SAFE EGO DELIVERY

They are designed especially to protect eggs delivered by vehicle.
Absolutely stop breakage, prevent miscounts and satisfy customers.

They will save you more than a cent on every dozen eggs delivered

—soon pay for themselves and then show a profit.

Ask your jobber or

our specialty salesman, and write for our booklets, “No Broken Eggs”and
“Advertising Suggestions for Star Egg Trays.”

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

be used only with trays supplied by us
plying other trays for use with Star Eg re
of our patent rights and subject themselves to liability of prosecution under

the U. S. patent statutes.

Manufacturers, jobbers or agents sup-
Carriers are contributory infringers

Made in One and Two Dozen Sizes

Star Egg Carrier & Tray Mfg. Co. 500JAY ST., ROCHESTER, N. Y.
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Plan Huge Produce Center.
The wholesale produce dealers of
Chicago plan to segregate their busi-
ness. This fact is announced by a
committee of South Water street
merchants who have had the matter
under consideration for some time.

The move is intended to perfect a
system whereby the business of these
firms may be centralized and a prod-
uce Center be established which is
compared in effect with the plan
whereby the packing interests have
established the Union Stock Yards.

The tract considered for this pur-
pose consists of about 100 acres
bounded by Ashland and Western
avenues and Thirty-fifth and Forty-
fifth streets. The project contem-
plates the erection of enormous ware-
houses and exchange buildings as
well as retail markets and the build-
ing of miles of railroad yards to ac-
commodate between 2,000 and 3,000
cars.

The plan, which involves the ex
penditure of several millions of dol-
lars and at least two years of time,
is still in its early stage. However
leading merchants of South Water
street say it has been under discus-
sion for the last eighteen months. So
carefully have the secrets of the proj-
ect been kept, however, that the story
of the proposed move did not leak
out until the merchants made the in-
spection.

The proposed site is in the heart
of the central manufacturing district
on the Southwest Side, and is fav-
ored by the South Water street mer
chants because of the railroad track
facilities which are offered by the
Chicago Junction Railroad which
would bring freight and refrigerator
cars from every road entering Chica-
go into the market district, as into
the Stock Yards at the present time

The project does not contemplate
the abandonment of South Water
street, where the produce commission
business of Chicago has been carried
on for the last forty-five years. Ac-
cording to the leaders in the new
plan, most of the houses now on
South  Water street will retain
branches there for the retail busi-
ness.

Selling Eggs by the Case.

Philadelphia, Feb. 20—At a recent
special meeting of the Butter and
Egg Board of the Produce Ex-
change, a resolution was passed to
radically change the method of sell-
ing and quoting eggs in this city. The
new idea is to sell eggs by the case
instead of by the dozen, and it i
by the case that they will be quoted
on the Board and in the official pub-
lication of the Board. It is believed
that in this way it will he possibl
to escape the law which makes it
impossible for a wholesaler to do
business in this State witho)Ut violat
ing the law. Under the nfw rule the

wholesalers will not sell any given
quantities of eggs, hut they will
sell only the good eggs in

case for so much. If the case contain
any rots and spots, these are given
to the buyer.

The new method will be of bene
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fit to wholesalers if it accomplishes
its purpose, and on the face of it it
looks plausible. It will not be possi
ble to know whether it will stand the
test of the courts. Perhaps the one
drawback to this method will be the

opportunity given to shade prices. In
the sale of eggs by the dozen it was
rare for dealers to talk about smaller
sums than a quarter of a cent a doz-
en, but with the present method, 5
cents a case and even smaller sums
will be considered. It is possible that
it will be a means of cutting profits,
although if it is, it will be the fault
of the dealers and not the method.

Experiments With Cheese.

The American Department of Agr
culture, which recently issued a cook-
ery-hook compiled under Government
auspices, showing how to make use
of cheap cuts of meat, is now pre-
paring a supplementary volume on
cheese. The new book will defend
Welsh rarebit, and wdl destroy the
superstition that it is a producer of
nightmare, besides publishing recipes
showing the best way of preparing the
midnight dainty—with and without
beer. The Department has been ex-
perimenting with cheese for a year
Volunteer subjects have been fed or
cheese alone for days at a time, and
ne person, under the direction of the
Department, lived on bread and
cheese for a year, and suffered no
11-effects. Dozens of methods of
preparing cheese are being compiled
or the new publication, for the De-
partment of Agriculture is convinced
that cheese is a splendid food and is
asily digested.

A wonderful respiration calorimeter
has been used by the Government to
etermine the effects of a cheese diet.
It is a chamber within a chamber, a
room double-walled, heat-proof, and
big enough to contain a chair, a bed,
md a small table enclosed in another
room. So delicate is the calorimeter
that a person enclosed therein for
purposes of experiment can not so
much as move a finger without an
electrical apparatus registering the
esultant expenditure of energy.

The Varieties in Cheese.

The difference in cheeses is some-
times confusing to those who have
not access to a large market. Edam,
pineapple, Parmesan and Roquefort
are hard cheeses; Neufchatel, cream
and cottage cheeses are soft. Genuine
cream cheese is made from rich
cream thickened by souring, or sweet
cream thickened by rennet. Neufcha-
tel is a soft rennet chese made from
cow's milk either whole or skimmed.

Roquefort is a hard rennet cheese
made from the milk of sheep, the
name being derived from the village
of Roquefort in the southeastern part
of France, where the cheese is rip
cned in caves or natural caverns.

F.dam is a hard rennet cheese pro-
duced in Holland and is made of un-
skimmed cow's milk.

Parmesan is an Italian cheese,
known for centuries in that country
as Grana. the term referring to the
granular condition of the cheese. It
is so hard, cutting is practically im-
possible, and we get it in this court-

try grated in bottles. This cheese fs
made from skimmed milk.

The pineapple cheese is said to
have originated in Litchfield county,
Connecticut, and is a hard rennet
cheese made from cow's milk. The
flavor is given by the method of rip-
ening due to the action of bacteria.

Hard and soft cheeses differ main
ly in the fat constituents and methods
of manufacture, but most of all in
their keeping quality, the hard cheese
keeping for a protracted time

It is not desirable that a man
like a horse, but rather that a
work Tike a man.
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DRY GOOLS,
FANCYGOODS”™ NOTIONS

How To Handle the Customer Who
Is Hard To Suit.

How many times have you had
your customer say, “Oh, | am so hard
to suit.” The clerk who gets such a
customer is up against a difficult
proposition; for in the first place, she
gives warning that she is going to
be very particular and is going to use
her privilege of finding fault; and in
the second place, you are given no-
tice that many others have tried to
please her and have failed.

Did vou ever notice that these “hard
to please” customers usually have a
friend or two with them and the
clerk so many times is led to think
that the customer is trying to show
off before her friend? We would sug-
gest that the clerk had better not ar-
gue the case with the customer any
more than to agree with her that a
person should be particular about
what she buys, and she should give
the customer the impression that her
store rather prides itself on being
able to suit the particular people.

We will suppose the scene is in the
garment department. The customer
wants a coat. The clerk has had

warning, so she knows a great many jfrom herself and

have laid aside as probabilities, get
the coats on her again and give her
sensible, convincing coat talk (but,
of course, we assume that the clerk
is regularly stationed in this depart-
ment and knows the stock and the
points in which individual garments
excel).

If you have a coat from a well
known maker on the customer, cal!
her attention to the name in the col-
lar.  She will recognize it as the
name she has seen in her magazines
Ut home. Tell her what the name
stands for, or if it is some other make
that is branded, tell her why the
|store has pinned its faith to this
Imake and what the garments have
proved to be to the women that have
bought them.

Go into details. The new style
collars and the new shaped pockets
and the extra shield in the armholes
Lead her on carefully and surely un-
til you have convinced her that th
coat she has pictured in her mind as
she sat at home is not made up this
season, but the new styles that are
worth while are right before her on
exhibition. In short, lead her away-
her hard-to-suit

element is trying to make out that
this is what the bearishly inclined
really do expect, but they know well
enough that this is not so. It is sim-
ply one of their pink tea arguments
support what should be an unten-
able position. What the spinners,
the manufacturers and all those who
ould like to see cotton on a com-
mercial basis once more expect is not
unreasonable, but simply a fair deal.
This is what they have not had for
long time, nor are they able to get
at present.
The present cotton situation means
rofit for the speculator alone. It
may mean a little extra something for
the farmer, but the speculator is get-
ting the lion’s share. All the spin-
ners and the manufacturers are get-
ting out of it is a balance on the
rong side of their ledgers.—Ameri-
can Cotton and Wool Reporter.

Samples as an Excuse.
The modern customer for dress
oods, unless she sees just what she
Mants at the start, looks for an ex-
cuse to get away without buying.
The general excuse offered is for a
sample, possibly to show to some
one else before deciding. In many
cases the real reason is simply to
get away and look somewhere else.
\t this point the transaction rests en-
tirely with the clerk. He must solve
it at once, and it is no easy task, for
there are many sides to be consid-
ered. Experience is the only teacher

who can show the right way.

We are manufacturer* of
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SHIRTS

A line of men’s and youths’
in dress and work, shirts.
A range of styles and pat-
terns and the way our gar-
ments are made cannot fail
to interest the most critical
buyer. Prices -range from
$2.25 up to $15 per dozen.

Your inspection is invited.

P. Steketee & Sons

Wholesale Dry Goods
Grand Rapids, Mich.

»ECKER!

JMPMYniOGO
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garments must be shown and that she ;ideas, lai» VILASSY VAONnNG

out into the large field o
might as well get busy.

jwhat they are all wearing.

No use to ask about color and size
and all those things—just show her
the goods.

Begin with a coat of a medium
price and a staple color and first get
it on the customer. She will soon
give you all the objectionable fea-
tures and you can make a note of
them and go to the stock to rectify
them.

Now, you will know her size and
the color she does not want and the
style that must be different here or
there. The next coat shown will rec-
tifv some of these objectionable fea-
tures. When the customer is well
fitted, you will call upon her friend to
corroborate vou in that assertion.

Now, the size once discovered,
bring out a dozen or more coats and
put them on the woman—just about
as fast as you can show them. There
will be objections here and there. If
the objection can not be overcome,
put such a coat aside. But when you
have shown enough so that the cus-
tomer is convinced that you have

plenty of coats, and has made up herj

mind, that one certainly must be over-
particular who can not be suited in
such a showing, then it is time to
settle her on some particular gar-
ment.

Your real work now begins. For all
this preliminary work has been done
<0 convince the customer that you
have the goods that should suit her.
Becin again on the coats that you

Never stop showing her so long a
|she will keep interested. She is go
ing to buy acoat somewhere, and you
have as good a chance to sell as any
one.

Rut suppose you do not sell her
just the same, your conscience will
be clear, for you will know that the
goods were shown intelligently. A
saleswoman said to a manager the
other day, when she had failed to
sell, “What more could | do?” and
the manager responded promptly
“Not anvthing. You did everythin
|there was to be done. Your cus
tomer was a hard one and you could
not sell.”

There should not be anything bu
kind words for the clerk who doe
her level best whether she sells or
not. If she lets the customer bluf
her out or discourage her by savin
she is very.hard to suit and does not
itry, she should be called down,
she is not capable, then you knov
what to do. W. E. I

Cheaper Cotton.

Enough has been said and writte
in regard to the state of affairs
the cotton yarn market to obviat
any necessiy for going into too com
plete details, and the most pressing
need of the entire market, including
the cloth market as well, is cheaper
cotton and nothing else. No one is
expecting that cotton will sell down
to 8 or even 10 cents. The bullish

Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

Cori, Knott & Co., Ltd.
2«, 22, 24, 26 N. Division St
Grand Rapids, Mich.

30 Dozen
Jumpers

To Close Out

We have one lot of odd patterns
(no overalls to match) “ Empire”
Jumpers which we are closing out
at $4.50 and $4.75 per dozen.

These are all in first class con

SWATCHES ON REQUEST

The Man Who Knows
Wears “Miller-Made” Clothes

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

Miller, Watt & Company

Pine Clothes for Men Chicago

dition and worth at present prices of cloth $5 to $6.

Sizes are 34 to 44, assorted in bundle.

attention.

Mail orders receive prompt

Grand Rapids Dry Goods Co.

Wholesale Only

Grand Rapids, Mich.
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History of Hosiery.

The use of stockings originated in
the cold country of the North, and
probably the first were made of
skins, and subsequently of cloth.
They were also, until a comparative-
ly late period, made all in one piece,
with the trousers constituting the
trunk hose of our ancestors.

By the separation of these gar-
ments, the art of knitting originat-
ed, in the first place, because of the
warmth afforded by this style of leg
covering, and, secondly, because of
the better shaping of the hose made
possible by this process of con
struction.

The first name given to hosier-
in France was chausses, which tern-
meant the close fitting covering for
the leg, generally worn by men of
nearly all classes from a very early
period down to the sixteenth cen-
tury, not only in France, but in oth
er countries on the continent and
England as well. .They were what
are now called tights, and seem to
to have had an Oriental origin, as
they appear in Phrygian costumes.
The Amazons are depicted in the
tight leg coverings and effected male
attire.  The name chausses was al-
so applied to mail armor fastened be
low the knee.

The term “hose" was first given
to leg coverings by the Saxons, and.
as stated in documents of this race,
were of buckskin, or in reality, leath-
er. Long hose with feet to them
first came into notice in the four-
teenth century, when short jacket-,
doublets and other similar garments
with  “horrible disordinate scant”
awakened the wrath of Chaucer, who
declared that “the wearers of hose,
which are deported in two colors,
made the wearer seem as though the
fire of St. Anthony or other such mis-
chance, had cankered and consumed
one-half of the body.”

However, this style of hose con-
tinued to brave the anger and satire
of poets and chroniclers for upwards
of one hundred years, after which it
suddenly disappeared entirely, about
the middle of the sixteenth century.
At that time the materials used were
velvet and cloth, but these modes of
covering were soon destined to be-
come extinct, giving way to a knit-
ted fabric. The term “stocking” first
presented itself as meaning that part
below the knee or “nether” socks.
After this came silk hose, which were
regarded as much of a luxury
throughout the sixteenth century.
The year 1564 saw the manufacture
of the first pair of knit worsted
stockings, and nine years afterwards
stockings of silk, worsteds and other
materials were very common. This
hose was veryr curiously knit with
open seams down the leg and with
quirks and clocks about the ankles.

During the year 1859 William Lee,
master of arts, and a fellow of St.
master of arts, and a fellow of St
Johns, at Cambridge, invented the
stocking frame, which completely al-
tered the hosiery trade. Up uptil that
time hand knitting had flourished,
and with the advent of a knitting
frame, many persons were made idle
by the termination of their means of
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livelihood. Owing to the great oppo- |m he in

sition brought to bear on him and fj

his invention, Lee finally settled in

Normandy, and until his death, sev- -

eral years later, made many improve-1

ments in his original invention. Oth-

er equally important inventions were ;

made at short periods, but the next

one of importance was that of J.

Strutt, who got up a ribbing appa 1

ratus in 1758, which enabled a rib- i

bed web to be produced, which proc- .

ess was never before possible, even sonabfy carried
«alters would ke

eral years following many difficult fthat traf

L
problems were overcome 1" 4A”51km')we ]Il
inventors, such as the shaping and\from <J:n
fashioning of the fabric by :

means without cessation of the ma- llto indie
chine's action. However, eren with

these many improvements. 1here was }sto;es ;
jmuch else to be desired: bif it was Il%‘;%?m.
many years afterward that j i3 wene _J
put into operation to malfe many tWhat i
Ipairs of hose at one time.

Widening on one mad M<? waist
first put into practice by Wifliam
1Cotton in 1860, and was cl fjFseiy iw*
ilowed by improvement- v
loured of the tightening o: threads. ;o 4 g3
| The last most important in rentrotf of ;.-
the nineteenth century wa- i
1865, by the introduction
chine capable of making - Ttpe* aufi 145 com
[plain designs or in any co Tifvin
Since that time new ideas
put into practical use froi H A SEWSHEIMER ft CO
time, with which we are a CINCINNATI
quainted, including machine- tor MMV E*CTf*F»SOF
plaiting, color striping and other
modern improvements The best

1freelv 1
Jno? on

in jsave yf

! ) BOYS CLOTHES
machines on the market at the pres- j

ent time, for the construction of fuff-j , . . - o
fashioned hosiery, are built on the The Crowding Armfcvce ®# Lswety W e« Oe*i6w

Cotton principle, and the knitting in j
dustry is very much indebted to this
originator of such useful means of
manufacturing all kinds of hosiery.

How the Small Town Merchant May
Meet City Competition.

In spite of the fact that the stores
of a big city almost invariably ar-
able to provide goods asked for by
the shopper, their comparative slow-
nes3 of action is a sore trial to peo-
pie who are in a hurry and espectally
to people of a nervous disposition
and those who are far erough along
:er;s IJf; ;ihgiz(t):;? easily irritated and Uttseea—N md Protects

This offers something of capita!
for advertising to the reta ler who N A I A D
has to contend with the competition
of a large city near enough to permit j

frequent shopping trip- of people in D R E S S S H I E L D
his locality.

Those who have been accustomed | ODORLESS HYGIENIC
to trading in general stores or in thej SUPREME IN
smaller department stores are notj

readily pleased with the service or BEAUTY! QUAI—ITYI CLEANLINESSI
the city stores where there is so . . .

much red tape and the stocks of Possesses two important and exclusive features, it 3 M de-
goods are on so many floors and so teriorate with age and fail to powder to the dress—cmm he

far from each other that it takes quickly sterilized by immersing tn boiling water cor a few seconds
an interminable time to do a small only. At the stores, or sample pair on receipt of 25 tents. Every pefer
amount of shopping, pay for the guaranteed.

goods and get out. Such persons

may be appealed to directly to do The C. E. CONOVER COMPANY

Mmafacrurfn

more of their buying at home where Factory, Red Rank. New Jersey 1« Franklin Sr.. New York

the goods are easily at hand and the
delays are reduced to a minimum of Wentch McLaren & Company. Toro««»—Sole Agents far Canada
[time, especially when the boss him-
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Trend of Spring Shoe Buying—Fab-
rics Taken Freely.

Style tendencies are no nearer set-
tlement than two months ago. Fab-
rics are sure to sell in quantities, but
the shrewdest buyers are unable to
decide on any particular kind.

Will it be velvets? Many mer
chants thought the demand for this
cloth was over. The pushing of these
shoes on bargain counters and at ri-
diculous prices surely condemned
them as “has beens.” But the call
for velvets in button boots to-day is
larger than’at any time since the fad
came in. All opinions of smart buy-
ers have been upset and these mana-
gers now refuse to take any chances
with spring footwear.

It was generally thought that vel-
vet cloth was too heavy for warm-
weather shoes, but the merchants
who were free with such statements
as the above have velvet pumps com-
ing for early spring showing. They
have also ordered some button boots
as thev look for a big call for high
shoes. These are made with short
vamps and high heels. Velvets now
look mighty good to the average
buyer and the situation demonstrates
how uncertain the opinions of even
the best managers are concerning
spring styles.

Cravenettes have been bought in
identical styles with velvets. This ma-
terial is conceded to be one of the
best fabrics for summer. Tt is hardy,
thus meeting all the wearing require-
ments and in addition is cool and
comfortable. The cloth is soft and
quickly sets to the foot, but will not
stretch out of shape and result in the
shoe looking shabby. The texture of
the cloth permits of a nice finish and
it can be easily cleaned. Ordinary
soil can be removed and will not be-
come permanent and ruin the shoe as
is the case of many other fabrics.

Silks are made up into handsome
and showy footwear. Their claim for
popularity is based principally on this
feature and any buyer will readily ad-
mit that this is sufficient reason for
stocking up on silks.

Any number of women will pur-
chase shoes that are attractive and
which meet their views regardless of
how well the shoes may wear. Serv-
ice. with such buyers, is a secondary
consideration but complaints have
been registered despite the signs
posted in the stores announcing that
shoes made of fabrics are not war-
ranted.

Silks, however, are more than like
Iv to have a big demand and nearly
all large merchants are stocking them,
although some of them merely as a
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precaution. They have been ordered
in pumps and button boots. Short
vamps again carry off the major por-
tion of orders.

With all this talk about fabrics it
would seem that leather shoes are
being neglected. Much attention has
been paid to upper leathers and it
would not be surprising to see a large
and steady call for colored shoes
come up late in the spring. At this
writing many button boots made up
in a semi-dark russet calfskin are
selling freety. Pumps of this leath-
er were bought for early spring de
livery, but the number of orders was
much smaller than would have been
the case had not fabrics cut in and
demoralized the shoe style outlook
for spring.

Dull leathers in calf and kid skin
have a large following. This follow
ing is not confined to the class of
trade demanding service alone but al-
so extends to women who appreciate
a neat plain shoe that fits well and
which attracts through the excellence
of the leather and workmanship. In
other words, the trade wearing cus-
tom shoes or footwear having a cus-
tom appearance is calling for dulls
and buyers are laying in a liberal sup-
ply of them for spring. Patterns and
lasts are more varied in this line than
in any other.

Short vamps, with high heels and
moderate long vamps with 1*4 to 2
inch heels have been ordered. Lasts
also range from the flat to the ex-
tremely high-arched and toes in freak
and to the narrow. Some firms have
bought shoes with very narrow toes
as this seems to be necessary when
the vamps are long.

In glazed kid, buying has been
somewhat lighter. Styles are mostly
of the staple kind varied here and
there with a new last or pattern. The
call for shoes of this material is from
a certain class of buyers who put
comfort and convenience above any
other consideration. Occasionally new
customers are attracted to this good
wearing and handsome leather, but
its chief sale is to an old and estab-
lished trade.

Patent leathers have been hit hard.
The call for shiny footwear is very
small and will be smaller the coming
spring than for many past seasons.
The usual buyer of patents has gone
over to fabrics; however, some good-
looking pumps have been bought in
patents although the outlook for this
leather is not bright.

W hites are looked upon as an ab-
solutely sure thing. In high-priced
lines, buckskins were ordered, while
Icanvas was bought in medium grades.

Strange as it may seem, button boots
were purchased for midsummer sale.
It is doubtful whether shoes or
pumps will carry off the bigger busi-
ness.

In connection with whites a curi
ous and new development is making
itself known. W hether it will become
permanent is a question. Tt is divid
ing spring and summer into two sea-
sons. Very fewr white shoes are ex-
pected to sell before July 1. Fabrics
and other novelties will have the
spring to themselves, but July 1 will
see the start of a big white season
with tans also having a good call
This is according to the figuring of
some shrewd buyers who have usually
struck it right in the past. Of course,
until consumers have their say, style
matters will be uncertain. If, however,
spring and summer should be divided
into separate buying seasons many
more shoes will be sold and retailers
will not need to feature bargain shoes
to tide over the former dull months.
This, in itself, is not to be regarded
lightly for the reason that all shoes
maybe sold at a reasonable profit
and more money will be made with-
out materially increasing the invest-
ment.

With whites and tans likely to be
big sellers all through the summer and
late into the fall, most buyers are
feeling their way carefuly on black
novelties. While orders for fabrics
have been numerous they were not
large. Nor have merchants been wi
ing to anticipate beyond the call up
to Easter. This, no doubt, is cause

A Live Indian

So you will find

Rouge
Rex
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by a desire to try out styles on con-
sumers. Should one fabric stand out
in demand above all others, that cloth
will receive many duplicate orders
and be carried right through the
spring and summer regardless of the
white and tan fad.
Ornaments are being
great freedom on pumps. These are
mostly small and they set off the
throat of the pump nicely. In many
instances they are buckles set with

used with

brilliants. The designs vary but most
of them are small. In high-priced
pumps the Colonial effect will be

shown. The tongues are much small-
er, from one-half to a third, than
during the former fad. Buckles to
match the color are attached. These
ornaments are somewhat larger than
those fastened to regular pumps and
are also set with brilliants.

Combinations of dull leathers, mak-
ing a sort of collar effect are expect-
ed to be popular. A velvet pump hav-
ing a dull leather trimming around
the top and carrying a small orna-
ment set with brilliants at the throat
demonstrates one of the effects that
is likely to sell.

Strap oxfords have been bought in
large numbers. Flow these will sell
is a problem, however, some of the

He has made himself popular in the best stores,
and because of the sterling quality he represents in the
shoe world his friends are increasing daily.

Write today for samples (others are doing it) and
get in line for a busy season in footwear.

Your customers who want good shoes will buy
Rouge Rex shoes—and they’ll buy them again.

Hirth-Krause Company

Hide to Shoe
Tanners and Shoe Manufacturers

Grand Rapids, Mich.
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smart buyers are playing straps as
one of the spring’s good sellers. They
figure that many women will refuse
to buy pumps because of the possi-
bilities of slipping. Still they want
a low effect and a one or two-strap
style will fill the bill nicely. Some

firms have bought novelties in fab-

rics made up with three and four
straps.
This coming spring and summer

certainly will tax the buying ability
of shoe merchants. Fabrics, leathers,
colors and patterns must be consider
ed. To refuse to stock all styles
may mean missing the best seller, but
on the other hand, an oversupply of
shoes will result in a loss of money
when cleaning out time comes. Hav-
ing a limited amount of novelties on
the shelves early in the season, so as
to try them out on customers, and re-
ordering on the good sellers, is a
method used by many successful mer-
chants. There never was a better
time to try this plan than at pres-
ent.—Dry Goods Reporter.

Shoe Salesmen’s Thoughts.

The New England Shoe and Leath-
er Association recently dined the
traveling salesmen in Boston and nat-
urally speechmaking followed the
menu. Here are some of the bright
thoughts dropped by different speak-
ers, which may have a general appli-
cation :

“l venture to say that there is no
one problem, the solution of which
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A Merchant’s Resolutions.
W ritten for the Tradesman.
I will

not mourn over money
losses.
I will try to avoid the mistakes of
the past.
I will treat all competitors with
fairness.

f will rectify mistakes at the first
opportunity.

I will not delay ordering
when the need is known.

I will not encourage extravagance
in a customer.

I will not sacrifice good will or
friendship for financial gain.

I will endeavor to avoid argument
and dispute in selling goods.

I will not favor the rich or well-
to-do in preference to the poor or
ignorant.

I will
better
than 1,
contend.

T will not attempt to deceive any
|one in order to make a sale.

I will not urge a customer to buy
what he does not need.

Whenever practicable | will try to
persuade the customer to buy the
goodswhich will be most economical
in the long run.

I will thank any customer for call-
ing my attention to a mistake and
will rectify all such in a cheerful
manner.

I will not take sides in any dispute
between patrons or in the community

goods

not deny that others sell
goods or give better values
unless | can prove what |

will be of so much success to the in- unless T believe it my duty to do so.

dustry, as the one which will give
to the shoe retailer a percentage of
profit which he is so justly entitled
to. Retailers must have a fair profit,
first, last and all the time.”

“The bane of the retailer next to
small profits is extreme sizes and
multiplicity of styles. Salesmen when
taking orders should exercise care
to prevent retailers from becoming
a victim of these evils.”

“Tt should be every traveling man’s
duty to find out not only what his
house can make, but also what his
house can not make, and the reasons
why certain things can not be done.
This knowledge saves trouble and
friction, and makes the salesman
stronger with his customers.”

“The salesman must be the medium
through which the demands of each
particular locality as to styles, lasts,
patterns and quality of leather reach
the manufacturer.”

“When once the name of a desira-
ble customer finds a place on the
books of the manufacturer, every de-
partment should co-operate to keep it
there. What is right is not always
expedient, and to hold an account it
may sometimes be necessary to

I will guard against stinginess on
one hand and prodigality for the sake
of popularity on the other hand.

T will watch for opportunities to
give extras to the needy and deserv
ing.

I will remember the old customer

who moves away from town, not only
with thanks and good wishes but with
a valuable present.

I will not let business or money-
making become my god. | will check
such tendencies by taking time to
consider my obligations to my fami-
ly, the community, the world in gen-
eral and my own highest good.

“Give me neither poverty nor rich
es:” give me friends: then all my
needs shall be supplied.

Any calling is noble in which one
ministers directly or indirectly to
humanity’s needs. Beside the finan-
cial returns one should receive satis-
faction in knowing that his work re-
sults in good to others. To forget
this is to love a part of the enjoy
ment—we may say, a part of the
rightful proceeds—of one’s work.
When one works not alone to supply

strain a point in favor of the cus- his own needs butto bless others he

tomer. It is much less expensive to
retain him by the pursuit of a liberal

will strive more and more to do his
best. The finished product is an evi-

policy than to get a new customer.’ dence not only of skill and knowl-

“Any contract, written or verbal,
between a manufacturer and salesman
carries with it moral obligations for
both which should be fulfilled to the
letter.”

We live in a progressive age and
we must keep step with progress if
we would achieve success.

edge but of character and may be an
incentive to others to do better and
be better. E. E. Whitney.

Be progressive in the mercantile
world. Never be a standpatter when
improvement is at stake. Rather than
that, better take a scout off the reser-
vation occasionally as an insurgent.

Thorough Comfort
For Tender Feet

This is a vici kid specialty
in our Pentagon Welt line
called our “Corn Cure.

It represents ail that good
shoemaking can do in giv-
ing relief to the foot from
corns, bunions, crossed
toes and enlarged joints.
It is the acme of foot-

comfort and wear quality

Rindge, KalinbachT Logie & Co..
Grand Rapid». Mich.

Ltd.

Stock the Profit Makers Now

H. B. Hard Pan

and

Elkskin Shoes

You cannot possibly make a mistake by adding
the above lines to your stock.
tanners'

They represent the
best efforts to produce service giving
leather combined with the shoemakers’ best efforts
to produce sturdy, strong. *«ar-fe»sti*t shoes
that are comfortable to wear.

Your trade will soon be asking for this class of
shoes, and you better stock them now so you cast
supply the demand which is sure to come.

Our salesman will show you. or we will gladly
send a run of sizes ia our best sellers on receipt
of your request. Send a card today.

Herold-Bertsch Shoe Co.

Maker» of the “Bertsch” and ~H. B. Hard h o Shoe»
Grand Rapid». Mich.
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secure this continued usefulness and
to increase it—for the associations
have done only a small part of what
they may do in these directions—it is
needful that this educating and helpful
influence be borne in mind in all the
plans and in all the workings of the
organizations. There is danger that
those active in the associations will
aim at the building up of the organi-
zation rather than the benefiting of
the trade. The individual members,
too, should not forget that the main
responsibility for the usefulness and
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SNAP YOURFINGERS

Atthe Gas and Electric Trusts
V and their exorbjtant charges.
Putin an American Lighting
System and be independent.
Saving in operating expense
will paK‘ for system in short
time. othing” so brilliant as
these lights and
cheap to run.

American Gas Machine Co.
113 Clark St. Albert Lea, Mian,

Walter Shanktand a Co.
Michigan State Ageats
Giand Rapids, Mich.

nothing so

66 N. Ottawa St.

Hardware Conventions—Their Edu-
cational Value.

The annual meeting of the Michi-
gan Hardware Dealers” Association
will be held at Bay City March 7, 8
and 9. An interesting programme is
being arranged, the attendance will be
large and the indications are that the
meeting will be of great importance
to the trade and of great educational
worth. The value of these trade con-
ventions is discussed very interest-
ingly and intelligently in the cur-
rent issue of Iron Age-Hardware
The article is pertinent at this time
to the Michigan trade and in part
follows:

At this season the meetings of the
various state organizations will com-
mand the general attention of the
trade, as jobbers and manufacturers
who will not attend the gatherings
at all generally will watch the pro-
ceedings with interest to discover the
drift of things in the retail hardware
organization movement, to determine
the estimation in which they will
hold it and the attitude they will
maintain toward it. There is, it may
be, something of an apprehension on

their part that the retail merchants
in looking after their own interests
will take positions and inaugurate

policies not entirely to the liking of
those from whom they are in the
habit, of purchasing goods. Each class
in the trade is naturally vigilant and
insistent in standing up for its own
interests. Retail organization in the
strength it has attained is in itself
an impressive fact, and the questions
with which retail merchants have to
do are so important, and some of
them have so direct a bearing on the
relations of the retail trade to both
manufacturers and jobbers that the
coming conventions will be regarded
with peculiar interest.

In some ways this is a critical time
for the retail hardware organization
movement. For its own sake, that it

It is fundamentally important that
the members of the various associa-
tions should come to their annual
convention for the purpose of learn-
ing what they can in regard to busi-
ness methods, opportunities and prob
lems and taking such action as may
be called for, instead of attending
merely for the pleasure of an out-
ing or the enjoyment of friendly in-
tercourse. Incidentally there will be
both of these benefits, but the chief
end must be the work of the Asso-
ciation and the advancement of trade
interests along business lines.

New problems are constantly com
ing up in view of the progress of the
trade and the changes in various di-
rections which are taking place. In
three directions at least these asso-
ciations should let their position be
known in clear and unmistakable
terms: O') They should oppose the
encroachment of manufacturers and
jobbers on their trade, and, if neces
sary, take measures to prevent it
(2! they should again put them-
selves on record in opposition to the
establishment of a parcel post, espe-
cially in view of the fact that some
of the advocates of the parcel post
have the hardihood to assert that re-
tail merchants are not opposed to it.
and fnt they should consider meas
ures to protect themselves against
the mail order competition of the cat-
alogue houses, whether by endeavor-
ing to secure the co-operation of job-
bers and manufacturers in opposing
them or by educating local mer-
chants in regard to the best methods
of meeting such competition. These
great trade problems should have
consideration in every convention,
even although they are so well un-
derstood that they call for little dis-
cussion. and should call out clear cut
statements of the retailer’s attitude in
regard to them.

Associations have done a splendid

all modern methods.
customers isour best advertisement.

may be worthily representative of the work in stimulating and uplifting the
great retail interests and that it may Jtrade. They have imparted to it an
hold its own in the presence of co-jearnest spirit, an appreciation of it?
vert, if not open opposition from oth- :dignity and to some extent an appre-
er interests, it is necessary that the ciation of its rights and opportuni-
retail associations should see to itities. They have been influential in
that the coming conventions may be jintroducing better methods in the
guided by right principles, take the conduct of business and in giving a
proper attitude for the protection of Imultitude of valuable practical sug-
their own branch of trade, and so gestions to merchants who are on
conduct themselves that they shall jthe lookout for pointers which will
command the respect of both manu- enable them to be better merchants
facturers and jobbers. As bearing on and to make more money. Work
this matter we point out some prin- along these lines must be continued
ciples which should be recognized with unabated resourcefulness and
and some lines of policy which should vigor. Herein lies a large part of the
be pursued. lassociations’ usefulness. In order to

the success of the associations rests
with them.
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to carry out the plans which are made
for them, and to give to their fellow
merchants the benefit of their experi-
ences, so that in the discussions and
in the interchange of opinions there
may be brought out suggestions, in-
formation and counsel from a large
number of merchants. This would be

of great interest and much practical
value.

The hardware exhibitions, which
are an important part of so many
conventions, present a serious prob-
lem which the associations must con-
sider in a broadminded and practical
spirit. Tt is not enough that the ex
hibitions as at present be a source
of revenue. This is but a small part
of the usefulness which is within
reach. We have pointed out already
that efforts should constantly be
made to have the exhibits education-
al, so that even well posted hardware-
men may learn something from them,
while those who are not so well post-
ed will have an opportunity of learn-
ing much. We repeat the sugges-
tion, even although some who are in
management of the conventions are
apparently satisfied with things as
they are. We put before the trade a
high standard to which we believe th-*
conventions must at least strive to
attain. They must be carried on, too,
for the purpose of bringing retail mer-
chants and the manufacturers into
close relations, and be made the ba-
sis of direct business between the
two.

In nearly all the associations there
are houses doing something of a job-
bing business in connection with
their retail trade. There are delicate
questions in regard to these houses
and their relations to their fellow
merchants. The associations have
generally and very wisely given them
the privileges of membership, and in
nearly all cases they are among the
most interested and influential of the
members. They enter heartily into
the spirit of retail hardware associa-
tion work. Unless, however, they are
careful their greater facilities in buy
ina will make them troublesome com-
petitors to their fellow merchants.
The association spirit should, how-
ever, be so potent, and these larger
houses so reasonable and considerate,
that interference of this kind will be
avoided. The securing of harmony be-
tween the different grades of retail
merchants is one of the happy re
suits which should be accomplished
by their being associated together in
a spirit of fraternity. How best to
promote this is one of the questions
which calls for considerations at
least some of the associations

Build Up Your Town.

The growth of your town is a very Jajj Of ~he trades and branche

important factor in
your business.

Unless your town and the sur-
rounding community increase their
population and purchasing power you
can not expect your business to grow
—unless it is at the expense of some
other merchant.

Instead of fighting him in the en-

the growth of
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deavor to take away from him his [
business, why not join with him in
the endeavor to bring in new bust-
ness?

Why not get all the progressive cit-
izens of the community to join with
you—the bankers, the lawyers, the
real estate owners, the farmers of the
surrounding country—and say, “We
are going to push this town and this
community; we are going to adver-
tise it. We know that advertising |
pays: it calls attention to what we
have.”

If your store, which has a capital j
of $10,000, finds it profitable to spend
money for advertising in the local
papers, in issuing circulars, price lists,
etc., should not your town and Com j
munity, which has a capital of $1,000.-

000 or more—its capital is the value L

of all the property in it—spend mon-
ey advertising that it may get the
public interested in what it has to of-1
fer?

Not only will this get the outside
public impressed with the opporttmi-
ties which your town and community
have, but it will increase the know!
edge of your own citizens concern J
jing their community and make them
take a new pride and confidence in it

If the population of your town were
cut half in two to-morrow, you and
other business men would feel that it
was a public calamity and a woeful
disaster.

Suppose the population were dou
bled to-morrow, how much would it
be worth to you?

If you understood there was some
movement on foot to get one-haft of
the people in your town to leave it.
you and other business men would
quickly get together and endeavor to
head off this movement. Why not.
then, get together and start a move-
ment to do just the other thing—to
jincrease your population?

Many of the great and progressive
cities of the country have awakened
to and realize keenly the value of
this community advertising. If it is
a good thing for a big city it is equal-
ly a good thing for a small one.

Make a beginning by getting your
local papers to agree to print some
thing about the advantages of your
community in each issue.

Start the "Get-Together Move
ment,” and make your town grow:
you will find that it will help your
business more than anything yon
have ever done.

Man’s Possibilities.

That the first-class man can do in
most cases from two to four times
as much as is done on an average ts
known to but few and is fully realis-
ed by those only who have made <«
thorough and scientific study of the
possibilities of men.

This enormous difference exists in
< la-
f)Or investigated, and this o
large field, as the writer, together
with several of his friends, have been
engaged, with more than usual op-
portunities, for twenty years past, m
carefully and systematically studying
this subject. Tt must be distinctly un-
derstood that in referring to possi
bilities, the writer does not mean

what a first-class man
spurt or when overexi
what a good man
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Women and Business.
Wrritten for the Tradesman.
This is to treat, not of business
women, nor of business as an occu-
pation for women who must earn
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fill a useful place in the world, and
lead a very happy and contented life.

Here is the other type of woman,
the kind who from babyhood up
Iseems predestined to be the graceful

their own living, but of the finan-I'ivy for some sturdy oak. All busi-

cial affairs of home women.

There are two theories as to what
is a woman’s proper place in the
world—two ideals of what she ought
to be. The adherents of one theory
maintain that the independent, self-
reliant type, she who stands on her
own feet, looks after her own af-
fairs and asks no odds of anybody is
the best sort of woman. The adher-
ents of the other theory assert with
equal positiveness that the kind of
woman who is most charming, most
beautiful and confers the greatest
largeness of grace and benefit upon
the race is the clinging vine.

Strange as it may seem, both par
ties to this time-worn dispute are
able to back their contentions by
convincing arguments.

Stranger yet, considering that the
two positions taken are so diametri-
cally opposite, is the fact that indi-
vidual women easily can be pointed
to by the supporters of either side,
that seem to be successful walking
embodiments, veritable living exam-
ples of the two antagonistic theo-
ries.

Here is a little girl for whom a toy
savings bank has a greater charm
than a French doll. At 8 years she is
a shrewd capitalist, ready to work
all her acquaintances for nickels and
dimes to swell her accumulations,
which increase with astonishing ra-
pidity. As she grows up she takes to
financial things as a duck takes to
water. She may not make any money
herself, her father may be wealthy
or she may marry a husband whose
income is so large as to render it
unnecessary for her ever to earn a
dollar; but still, unconsciously to
herself perhaps, all the common
usages of business, of banking and of
the management of affairs become fa-
miliar to her. If she makes an in-
vestment she is not likely to lose
on it. If she is left a widow and
has no men relatives to advise her,
still she can take care of what she
has. A woman of this type usually
has a strong will and can summon
considerable self-assertion when it is
needed, but still she is not necessar-
ily lacking in the quality of personal
agreeableness. She may not be at
all masculine in character, although
she is not apt to be typically and ex
cessively feminine. It is entirely
possible for a woman of this kind to

ness is as so much Greek to her, she
never knows nor wants to know any-
thing about it. She is naturally de-
pendent, never really decides any-
thing for herself, but always relies
upon others in times of stress and
emergency. She is so facile, so
yielding, so childlike that no one ex-
pects her ever to act with judgment
and decision. This kind of woman
holds a wonderful fascination for
strong afid self-reliant nature and is
apt to marry a man who will so care-
fully protect and baby her that,, as
the years pass over her thoughtless
little head she will become less and
less capable of taking care of her-
self.

Between these two extreme types
are the great body of women, most
of whom do not care very much
about business, do not take to it very
naturally, but still can learn some-
thing about it if they begin when
young and give it some attention.
They have somewhat of a dual na-
ture, and the sort of woman any in-
dividual becomes depends largely on
what set of faculties is stimulated and
developed. Education and environ-
ment will determine with most of
these whether they become fairly
self-reliant or the reverse.

The problem of the proper edu
cation of a girl would be far sim-
pler if parents could tell what they
are educating her for. If only with
the advent of a girl baby there came
some sort of authoritative forecast
of what she would do and be, some
authentic sailing chart of the tiny
voyager’s course over the sea of life,
|then we should know which faculties
to make grow strong and which might
better be repressed.

We are forced to acknowledge that
iwe can not tell anything about it.

If Fate were so considerate as al-
ways to grant a lot in life adapted
to the individual nature and develop-
ment, then there would be no trouble.
The dependent, childlike woman
never would lack for ample protection
and her helplessness never would
cause her any difficulty.

Unfortunately things do not come
out so. Fate guarantees no immunity
from misfortune to the woman whose
tendril-like nature seems of necessity
to require some one to cling to. A
sudden death, an unforeseen loss of
property, and the life that hitherto
has known nothing but luxurious

shelter is exposed to the fiercest
blasts of adversity.

Most sensible people have come to
believe that it is necessary and best
for women to learn something about
doing business.

Some women won't acquire this
knowledge because they consider ig-
norance of all such matters an add-
ed feminine charm. They regard any
financial capability as unwomanly.
There is no help fof such.

Then there are some women who
can not learn about business. Their
minds will not take hold of it. Na-
ture seems to have exempted them
from ever bothering their brains
about money matters, but by some
slip in her calculations has failed to
exempt them from the need of un-
derstanding such things.

| knew one woman, the wife of a
banker and money loaner, who utter-
ly failed to grasp even the simplest
principles of the calling in which her
husband was so successful. After his
death, when, she came into possession
of property, she did not understand
vihat had to be looked into before
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making an ordinary loan on real es-
tate; she did- not even know just
how to open a bank account. Yet
she was intellectually inclined, and
was regarded as a very bright light
in the local woman’s club; but for
learning financial things her head was
not shaped right.

Some women will look after tri-
fling details with painful accuracy and
exactness; they will see to it that the
milkman never beats them out of a
single pint ticket and that the gro-
cery bill is properly docked if one
can of corn or tomatoes has gone
wrong. Then they will entrust their
very all to some smooth-tongued pro-
moter and receive in exchange worth-
less mining stock or high-priced lots
in a town that is being extravagant-
ly boomed, but which never emerges
from its chrysalis state.

The idea frequently held that a
woman never can get a square deal
from any one is erroneous. Some
women, on getting let down a few
times, become suspicious of every-
body. This is most unfortunate.
The great body of men are more
scrupulous in dealing with a woman
than with one of their own sex. No
honorable man wants to take advan-
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mischiefmaking and office anarchy all
loom big in the road to failure.

The girl who succeeds keeps up
to date. She makes herself conversant
with anything that may help her, so
does not get into a rut or become a
back number. It is much more profit-
able to be ahead of the business game
than a laggard.

The girl who succeeds minds her
manners. She is agreeable all the
time, not just when the notion strikes
her or she has had a letter from him.
There is no surer path to failure than
a sullen, grouchy disposition that
shows itself in rudeness and sar-
casm.

The girl who succeeds does not
gauge her manners by appearances.
Many a girl has learned too late that
shabby clothes do not always mean
a customer not worth while. She is as
attentive to one patron as to another
and does not give indifferent atten-

had been in the office in
manager, being a man

fused. Secretly he had
the newcomer and had s
a new office to be ereat
of influence so disgusted
gave it to another and t
ded along months longe
would had she trusted

merits.

The girl who succeed;
to guard her physical
works hard, but does n
for that way lie shatters
bad breakdowns. She
lbut not ambition riddei

The girl who would
in the right groove
without a business hea
make a good clerk, but
a star as a designer; +>
[children should no mo
kindergartening than sfi
who is stone deaf aspic

tion to the small buyer and gush over tuoso.

the lavish one.

The girl who succeeds never is
heard whining about pull.

The succeeder does
|sand easily. When the

She forg-Ishe may moan a little,

es ahead as hard as she can. not ex- not count herself inva

pecting to be dragged into place by
her looks or her influence. Pull does

thereby. When one thin
Ishe is up and at it aga
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are enough sharks—of both sexes— jteq imagine. Nor does the succeed«
without conscience or scruple, who It is well to learn that pull is not 'over-crowding in bush
are only too ready to fleece any y, po ro)jeq upon early in one's busi- that th<
credulous and gullible woman of ness career. A girl once went into
every cent she may have. an office in which her uncle was a

So let all women who can do so heayy stockholder. She was clever Better Than
learn something about business. ang did good work, but her ambitions Uapfe
There are enough who can not or rapn away with her. At the end of the P

will not learn anything of the kind to
keep busy the charitable organiza-
tions and all such individuals as are
willing to undertake the hard task of
standing between the unscrupulous
and their natural victims. Quillo.

The Girl Who Succeeds.

The girl who insists upon regular
meal hours, no matter what happens,
and whose last hour of the morning
and afternoon is spent looking at the
clock to see if stopping time has not
come, is of no use these days.

Unfortunately if not of use she is
as common as the backbiter in wom-
en’s clubs or the rabbit of New Zea-
land and nearly as great a nuisance.

The girl who is always on the
lookout for her rights and has no use
for overflowing measure save in her
pay envelope is bound to make a fail-
ure, whatever her gifts. There is
many a time in business when a cov-
eted engagement must be given up,
the hours of sleep curtailed for an
emergency. The girl who does this
freely, smilingly, is the girl who is
in line when promotion comes.

The girl who succeeds is she who
knows the value of trifles. She does
not think the petty details of an of-
fice not worth bothering with; she
does not waste her minutes thinking
they do not matter; she does not
shirk in little things.

She has no false notion of trifle
either; she realizes that trifling her

first month she counted on a raise,
and when it did not come she took
to wirepulling.

The uncle interviewed the manager
and insisted on his niece being pro-
moted above the heads of those who
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ANN ARBOR DELIVERIES.

Merchants Have a Co-operative Plan
and It Works Well.
Wrritten for the Tradesman.

Up to about four years ago the
old expensive, unsatisfactory, hit-or-
miss ways of delivering goods pre-
vailed in Ann Arbor as elsewhere.
Every grocer and every butcher ran
his own delivery wagon; and this, in
most cases, was a worn and ricketj
affair, a humiliation to its owner
whenever he stopped to think about
it, and certainly not calculated to im-
press the buying public with the idea
that his store was a busy, prosperous
establishment, in which business was
carried on by modern, up-to-date
methods.

If the rigs were shabby and dilap
idated, what should be said of the
poor nags that, urged on by those
most irresponsible of all Jehus, the
grocers and butchers' delivery boys,
rattled the wagons around in their
devious ways throughout the city?

When each concern ran its own
wagon, the grocer or the butcher him-
self, with all the rest he had to
attend to, could not personally see to
the horse. It goes without saying
that the average delivery boj" would
not give it proper care and atten-
tion. So, under the old regime, the
Ann Arbor delivery horses were all
of a piece with the old rickety de-
livery wagons which they drew.

Every fellow for himself, these un-
handsome rigs traversed and retrav-
ersed the city, constantly crossing
one another’s paths, several often
covering the same territory at the
same time, each going hither and yon
wherever its particular store had an
order to be left.

He>w much did a single delivery
cost? No one could answer that ques-
tion with any exactness. Every deal-
er could tell you that it cost too
much, but how much too much no one
could say. A methodical man would
charge up the wages of the boy, the
cost of the horse, wagon, harness,
blacksmith and repair bills, and the
like, to “delivery,” or to “incidentals.”
or to “running expenses,” and so be
able to state quite closely how much
his delivering had cost him for any
given number of years back. Butjust
how many deliveries he had made in
the same length of time, not one
dealer in twenty-five could tell any-
thing about it. If a woman living
two miles from his store ‘phoned in
on a Monday morning and asked to
have a dozen clothespins sent out, the
groceryman could not for the life of
him tell just how much he would be
set back by complying with the ab-
surd request.

This, roughly sketched, was the
state of things in Ann Arbor up to
about four years ago, when a wave
of uncommon good sensé seemed to
strike the dealers of that city and
the Merchants’ Delivery Company, a
stock concern of twenty-three grocers
and butchers, was organized there.
When vyou think of it. the wonder
is. not that this companv was or
ganized four years ago, but that it.
or something similar, was not organ-
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ized forty years ago; and not that
this one delivery system on co-oper-
ative principles is in operation in Ann
Arbor, but that something like it is
not in operation in every place large
enough to make necessary the deliv-
ering of goods at all.

At the time of organization each
dealer that went into it turned in the
horses and wagons he had on hand
and was credited the amount of their
value on his subscription for stock in
the company. The horses and rigs
thus originally turned in are not now
in use by the company. These were
disposed of, and good, durable, smart-
appearing wagons and fine horses,
not one of which can be bought
for less than $200, substituted.

Under the old way forty wagons
and as many horses were required
to do the work. Under the new sys-
tem sixteen are found to be all that
are needed.

The actual workings of the plan
may be thus described: The city is
divided into routes very much as it
is for mail delivery. Five deliveries
are made daily. Each grocery store or
meat market puts up its own orders
and routes them. The orders are
placed in uniform baskets. At 6:45
in the morning a delivery wagon is
due at the stores to pick up these
baskets. Thirty minutes later the or-
ders from the twenty-three stores
and markets all have been taken to
the central warehouse, sorted so that
the wagon for each route has its own
orders and no others, and at 7:15
sharp every rig is ready to start out.
By S:00 they are back again at the
stores, and at 9 o’clock the second
lot of orders go out from the ware-
house. The drivers pride themselves
on their punctuality. The last deliv-
ery in the forenoon starts from the
stores at 10:15 and from the ware-
house at 11:15. Two deliveries are
made in the afternoon, starting from
the warehouse at 2 and at 4:30.

The system suits the customers,
every mother’s daughter of them, be-
cause of its frequency of delivery and
its absolute dependability. The house-
keeper places her order by telephone
at a given time in the morning. She
can tell to a certainty whether it will
catch the first, second or third de-
livery. No nervous strain, no sus-
pense, no calling up her butcher to
know when her roast that should have
been in the oven half an hour be-
fore will reach her; no getting her
pie crust rolled out and hysterically
demanding to know where that de-
livery man is with her canned pump-
kin. The Ann Arbor housewife or
boarding house keeper rests on the
assurance, warranted by all her past
experience with the Merchants' De-
livery Company, that her order will
get to her in due season, and so she
is tranquil and serene.

It is needless to say that this con-
tinuous frame of mind on the part
of their customers lessens the wear
and tear on grocerymen and meat
dealers very perceptibly. No matter
how well a store is conducted in every
other respect, careless, blundering,
unreliable delivering  will cause
the loss of the most loyal and best

paying patrons. Under the Ann Ar-
bor sjrstem the merchant knows that
the delivering will be done all right
anyway, and so can give his whole
mind to the other parts of his busi
ness. He is not distracted by hur-
ry-up enquiries from irate customers,
nor worried lest his goods shall not
reach their destinations in good time
and in good order.

The men employed like the work,
because the company pays them good
wages, they have regular hours, a
systematic management and good
rigs and good horses to drive. There is
a fine esprit de corps among them. A
position with the Merchants’ Deliv-
ery Company is far more desirable
than being the one solitary boy driv-
ing a battered-up old nag and a di-
lapidated wagon for a single grocery
or meat shop.

The horses like the system, be-
cause they have a good stable and
are well cared for. No creature in
the whole animal kingdom is more re-
sponsive to good treatment than a
horse. Neglected, he soon takes on
a bum appearance. On the other hand,
the results of good feed and proper
grooming are just as readily mani-
fested.

Two barn men are employed by the
Merchants’ Delivery Company, one
for daytime and the other for night.
The day man does all the feeding.
Even in Ann Arbor, where illiteracy
is unknown and all ranks and class-
es exhibit culture and intellectuality
in a remarkable degree, it is not made
imperative that a barn man shall be
a university graduate; but it is re-
quired that he shall know something
about horses. This is really more es-
sential and pleases the horses much
better.

Last, but not least, does this co-
operative delivery system suit the
merchants themselves? It does, be-
cause it gives satisfaction to their

customers and is saving them a good
deal of money. Some dealers who
hung out against the plan and would
not become members when the com-
pany was organized now are eager
to join.

A few facts and figures as to cost:

This Merchants’ Delivery Com-
pany at Ann Arbor has an invest-
ment of $20,000; $13,000 of this is
in their warehouse, which is of red
brick with cement floor. “Nothing to
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decay in the whole structure,” says patronage, every dollar of it, and ifl
Mr. Kyer, the Secretary of the com- sometimes you should want a single 11
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pany. The barn is in the rear of this article in a great hurry, do not fresi-1 buildin

same building; $7,000 is invested

in tate to order it. even if the profit on istock,

horses, wagons, harnesses and other that particular item i* not enough to feash A

equipment.

Instead of its taking forty men or
boys for the work, which was about
the number required under the old

individual method, now sixteen driv- Ipounds'’/, costs us just so much Wes

ers are all that are needed, while two
barn men and one stenographer, who
also acts as book-keeper, complete
the force. AIll the work is under one
superintendent.

Each merchant pays in cash for

the actual number of deliveries he Prices, in which we are mutually in-

has made. Each grocery order ot
whatever size, up to 100 pounds, is
delivered for 3  cents. If an order
overruns 100 pounds, then it must
take two tickets instead of one and

cover the cost of delivery.
see that you get what you want; hut
you understand just how it is: Every
delivery, large or small Ilwithin

are unable to make it les

by a little forethought, you can bund
your orders together somewhat, the,
the lessened cost of delivery make
it possible to sell on a low nsargi
of profit and tends to keep down
terested.”

Perhaps a slight reduction in price
on cash orders of a certain amount
might be feasible.

Certain it is that many w men.

costs 6j4 cents to deliver. A butcher’s they knew that every delivery cost

order up to 100 pounds is delivered
for 20's cents. If it overruns, then
4*4 cents. The lower rate is made
to the meat dealers, because their
orders average considerably less in
weight than the grocery orders.

It has been found that with pay-
ing all the help, keeping up repairs,
equipment, etc., and paying the sal-
ary of the Superintendent, that de-
livering actually can be done under
this system at the prices named.

The question very naturally arises
in the mind, if delivering, when
brought down to a system, when
dealers combine and co-operate in do
ing it and use the greatest economy
possible, still costs as much as these
figures indicate, what must it cost un-
der the haphazard, individual, each
dealer keep his own horse and deliv-
ery man system that generally pre-
vails? The answer to this enquiry,
if the truth really could be gotten
at, sometimes would be truly appall-
ing. Perhaps it may be conducive to
the average dealer's peace of mind,
if not to the fullness of his pocket-
book, that, as a rule, he can not tea
at all closely what his delivering does
cost him.

Another thought comes up. Now
Ann Arbor, with its great student
population, has very many fraterni-
ties and boarding houses. Grocery
and meat orders average much larger
there than in towns made up almost
entirely of private families. So one
would naturally reason that dealers
there could afford the old manner of
delivering better than they can in the
average town, where the orders run
smaller and so make delivery more
expensive. In other words, if 'Ann
Arbor has found advantage in com
bining and co-operating in delivering
goods, some such system as they em-
ploy is needed even more in other
towns.

There can be no doubt that it is a
good thing for a merchant and a good
thing for his patrons to know to a
fraction of a cent just how much it
costs in cold hard cash to deliver an
order of goods. It can not help but
set going a campaign of education.
The shrewd and tactful dealer will
naturally instruct his patron some-
what in this wise: "My dear Mrs.
Surepay, you know | appreciate your

their grocer or botcher just so much
would not needlessly ask to have
a tiny order sent to the house
Tt usually seems to them that the
dealer can have his delivery boy driv-
round their way and leave the
pound of crackers and the package

starch with but little trouble, and n
expense at all. When the dealer keep'
his rig and does his own deliver:ns
there

is some truth in this line =
reasoning.
Finally, if the grocers and hutch

ers of a city can profitably co-oper-
ate in the delivering of goods, does n
not go to prove that in many otbe:
respects in which their interests ar
identical, dealers may best secure
profit and advancement by organiz-
ing and working amicably together
g.a a.

By President of the N, C. R. C.

The annual round-up of the Na
tional Cash Register Company, a
Dayton, this year was a great attar?
abounding in entertainment and fui
of things to think about- Presiden
Patterson made his annual address a
one of the sessions and here are som<
of his pungent and pointed remarks

it is lack of decision that loses bit
battles and ruins many businesses.

I would rather have a man stea
money from me than have him -tea
a good resolution from me.

To attract attention, do somethin;
unusual.

Money is not all there is to sue
cess.

If you plant potatoes you will ge
potatoes. It we plant things in otx?
selves that make for unhappiness, w
will get unhappiness.

It is the things that are preveatabl
that worry me.

The man who has the greatest nan*,
her of testimonidis is the man wh
needs them most.

I would rather tear up ten dollar
than to lose an opportunity to mak
ten dollars when 1| could.

| prefer to keep ali my own egg
in one basket, especially if 1 have t
carry the basket.

W hat is the secret of success. 5pe
cializing.

It is just as hard to keep a thin,
after we get it as it is to get it-

Powder is not any good until
goes off; money is not any good an
less you can use it.

f will S
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Relations of Traveling Salesman To
Retail Merchant.*

The orders of the Knights of the
Grip and the .United Commercial
Travelers of Port Huron have noti-
fied me that | was selected to appear
before you on this occasion, partly
for the purpose of extending to you
a hearty welcome to our city and
partly to attempt to point out to yon
the relations of the traveling sales-
man to the retail merchant.

We are sorry that this convention
did not visit our city at the time ot
the year when Port Huron appears
to best advantage. \\ e know that in
the summertime you would have en-
joyed our beautiful parks, our sum-
mer resorts, a trolley ride through
the beautiful surrounding country, an
auto ride to many points of inter-
est, a boat ride down the peerless St
Clair River, or a moonlight excursion
on Lake Huron.

On a sultry summer day you who
come from inland towns would have
enjoyed the cool breezes from the
lake, and when you had recounted the
numerous advantages which Port
Huron has as a convention city you
would have left us, to carry with you
to other friends and associations our
motto, “You'll Like Port Huron.”

We are pleased, nevertheless, to
welcome you at any time of the year
We regret that this meeting is held
in the middle of the week, when the
great majority of our traveling sales
men are on duty and unable to I
present. We hope, however, that
vour sojourn in Port Huron will be
pleasant. We have numerous hos-
telries which compare favorably with
the best in the State, at which you
may find accommodation. We have
amusements and means of entertain-
ment even at this time of the year,
and in behalf of the traveling sales-
men who have the opportunity to re-
main in the city at this time | can
assure you that no pains will be
spared in extending to you such a
welcome as will be abiding, and we
hope will cause you to visit us again.

The relation of the traveling sales-
man to the retail merchant is a sub-
ject in which 1 am much interested.
To discuss such a subject, however, is
hardly in my line. Since youth my
time has been so occupied with com-
mercial pursuits that | have given
little thought or attention to public
speaking. For some years | was con-
nected with a jobbing house through
which | developed into a traveling

*Address by E. J. Courtney, travelin
salesman for the Port Huron branch O
the National Grocer Company, before the

Michigan Retail Grocers ard General
Merchants' Association convention at
Port Huron.
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salesman. The jobbing house, the
traveling salesman and the retail
merchant are each necessary for the
best success of the other. Every few
years we hear the cry from some
quarter. “Do away with the middle-
man in the mercantile business.” It
is urged that a great deal of unneces-
sary expense can be avoided by hav-
ing the retail merchant deal directly
with the manufacturer and the pro
ducer. For years the Grange, an or-
ganization of farmers, advocated this
method of doing business. They even
went so far as to open retail stores,
where all were to purchase goods at
first cost. So far as | know every
such business proved a failure. The
patrons themselves could not under
stand why, after shutting out the
middlemen, the business did not
prove to be a success. At another
time labor organizations in some of
our cities undertook to establish busi-
ness houses along the same lines.
They, too, hoped to save money by
lobtaining goods at first cost. Nearly
every instance of this kind found
the shutters on the windows and the
doors closed at the end of from
three to twelve months and the
Grange and the laboring men doing
business in the same old natural way.

The jobbing house is necessary in
every district in order that goods be
furnished to the consumer at the
lowest possible cost. It has a duty
to perform which can be performed
by neither the consumer himself nor
the retailer. The jobbing house as-
sembles a goodly supply of goods ot
various descriptions from all parts ot
the country; in fact, from all parts
of the world. Should the retailer
undertake to do this he would find
that the small consignments which
he would require would so enhance
the price by way of freight and other
expenses that he could not supply his
customers so cheaply as when he pur-
chased from the jobber. By purchas-
ing in carlots the jobber saves nearly
the amount of his profit in reduced
buying prices, reduction in freights
and less waste.

Mail order houses find the. same
difficulty that the retailer does in
shipping small quantities of goods
long distances. The jobber thus be-
comes a very essential branch of the
trade. Now the jobber can not deal
directly with the consumer. There
must be distributing points. This is
the business of the retailer, who is
just as essential as the jobber.

In some instances an effort has
been made to connect the jobber and
retailer, eliminating the traveling
salesman. Lengthy catalogues arc

provided showing class and character
of goods and prices, and the retailer
orders by mail. He thus hopes to
save the expenses of the intermediate
traveling salesman. Such a method
has never proved to be a success. The
inaccuracy of the orders sent in, the
inability to inspect samples of the
goods and many other details mark
this system as a failure. The travel-
ing salesman is a necessary link be-
tween the jobber and the retailer. He
makes his weekly or bi-monthly calls
and is always up-to-date on prices
and quality of goods. He has every-
thing systematized. He can often tell
the retailer just what goods he wants
better than the retailer himself
knows. He meets the retailer face to
face to answer for the quality of the
goods sold.

In dealing through the traveling
salesman the retailer is never tempt-
ed to buy unnecessary or unsalable
goods. His store rooms are seldom |
stocked with large quantities of dead
goods. He buys in such quantity as
his trade calls for. The element of
waste which causes the greatest loss
in every business is practically elim
inated. What is saved in this direc
tion alone doubly repays the expens-
es of the salesman.

The retailer should learn to look
upon the traveling salesman as hisJ
best business friend. He should ex-!
tend to him such courtesies as he can,
for in so doing he is adding to his
own profits. The present day travel-
ing man necessarily makes long trips.
He must therefore accommodate
himself to railway time tables and
trolley cars, making such drives only
as are absolutely necessary. He is
more important to the retailer than
any customer and should receive first
attention when he visits your place
of business. A fifteen minutes’ de-
lay at your store may cause him
a five hours’ delay waiting for the
next train. A surly greeting may
cause you to miss seeing the most
salable goods on the market. Look
upon him, then, as an essential part
of your business. As he comes period-
ically into your store he will meet you
with a smile and a new storj'. He is
prepared to do business in the short-
est space of time. He does not want
to waste your time and you should
not cause him to waste his. A few
words, a survey of his samples, and
you soon learn the orders you want
sent in. Sent by him they go prompt-
ly. Although his hand-writing may
not be legible to you, the house can
understand it, and you always get the
goods ordered and in nearly every
case they come as promptly as re-
quired.

The Fift
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How different, should you be too
busy to interview the traveling man
and two days later find that you are
short in certain kinds of staple goods.
You hustle around and look up the
catalogue. You have difficulty in se-

y-fourth

You have been reading about the Citizens Telephone

Company’s dividends in thes

e columns. More than 3,000

checks for dividends will be sent out of the office on Friday

night next, the twentieth. Th
regularity. Be sure to get one
quire of the secretary of the co

ese checks go with unfailing
next time. Write to or in-
mpany, Grand Rapids.

sr%
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lecting the goods wanted from the
many varieties. You spend the next
day making up your mind just what
to order. You send your order in
form and writing that puzzles the
house. You are getting out of your
line of business. You watch the mail,
the express and the freight train, and
can not understand why your order
has been delayed. In the meantime
your best customers have gone to
deal with some one who has on hand
the goods which you failed to order
at the proper time.

Some few retailers seem inclined
to look upon the “drummer” as the
source of all their ills. Like the
small boy who, when his teacher said,
“Willie, you* have a new brother at
your house,” began to cry. His teach-
er, wishing to console him, said, “I
think you should be pleased to have
a brother to play with.” Willie an-
swered, “Taint that. Pa will blame
me. He blames me for everything.”
They blame the drummer for every-
thing. They meet him with a grouch.
They suspect that he is trying to “do
them.” They are surly when he calls.
They know all the bad points of the
goods they have purchased from him,
the good qualities are never mention-
ed. Some one eventually comes along
who does “do them” good and plen-
ty. They invariably invest in a
“gold brick,” which lands them in the
bankrupt court. Suspicious of every-
one they become a prey to some
smooth shark who sells them an or-
der of staple goods far below cost
in order to get them to bite; and they
do bite.

Now the true salesman does not
wish to fill your shelves with dead,
unsalable goods. That always in-
jures his future success. He tries to
keep in touch with the market in your
vicinity. He has wide experience. He
wants you to order such goods as
you can readily dispose of. He wants
increased business. He studies the
popular will and in most cases talks
to you frankly and truthfully. He
wants your confidence. Having ob-
tained that confidence he wants to
retain it. This he must do in order
to succeed. Your interests and the
interests of the traveling salesman
are identical. You must succeed to-
gether. Of course, it is to be expect-
ed that you will closely examine the
goods purchased from him, that you
will learn that the house from which
you purchase always gives you a
square deal, that there is no misrepre-
sentation.

In order to do business promptly
there must be confidence. You ex-
pect your customers to have confi-
dence in you. You will soon retire
from business unless they have confi-
dence in you. Give to the salesman
and the jobbing house your confi-
dence. Let them know that you rely
upon them. Should they deceive you,
then turn them down hard and buy
elsewhere.

It is true that errors and misun-
derstandings may occur. Should you
order by mail from Chicago or New
York, having advanced your money,
and find that the goods are not as
represented, you are loath to return
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them and attempt to recover what
you have paid. You send your next
order somewhere else. The faulty
goods remain upon your shelves and
you lose more in the one transac-
tion than all the profit you ever
made by this manner of dealing.

Not so in case you deal with a

traveling salesman. You find your or-j responsible.

To do this the retailer most
In touch with the fobbing Ik
and this he can do only throng
traveling salesman.

In! conelusion: We are well
that the traveling salesman has

i

[the butt of all kinds of jokes.

mg to show hat he is
His meth

der, when it reaches you, not as rep- jhe passes back and fesrtn upc

|resented. You know he will
in a day or two.
attention.

known him to untangle a difficulty

that has arisen between you and the iamusem«
house. The faulty goods are return- jsometimes gain for him
ed or a proper discount is allowed [that he does sot deserv«

return |road, seems to con
You call it to his ithat he is a species or
How frequently you have [13 tar from

e some

icing true,

an hour's ire he parta
as are at land, wrrs
i reptctatn
As be wa:

you. You lose nothing by the transac- jders on his weekly trip;

tion. How quickly in such cases the
telephone is brought into play be-

tween the salesman and his house, j

and almost before you know it every
thing is fairly and squarely adjusted.

There is another matter
which the traveling salesman has no
control, which sometimes causes un-
pleasantness to arise with the retail-
er. The present day jobbing houses
throughout the country insist upon
having their bills paid promptly. The
vast majority of such bills are so
paid and many of them are dis-
counted, that is, paid before they be-
come due. There are, however, still
some who are dilatory in matters of
this kind. They are financially re-
sponsible, it is true. They intend to
pay everything they contract. They
do pay it. They seem, however, to
have acquired habits of delay. They
are not prompt. Every business to-
day is conducted upon such a narrow
margin that the funds invested must
be kept active in order to he able to
continue modern business methods.
Every dealer should acquire the hab-
it of paying promptly. It is a mere
habit. Once acquired he would never
turn hack to the old worn out method
of delaying from month to month as
long as he can get accommodation,
and then finding the accumulation-
too great to overcome. The retail-
er should train his customers like-
wise to pay hills promptly, but in
any event should not lay the respon-
sibility upon the salesman. He must
perform his duty to the house he
represents in this regard. Any un-
pleasantness of this kind should thus
be avoided.

I well know that the vast majori-
ty of retailers have learned to work-
in conjunction with the salesman:
that you are pleased to see him call,
that you give him prompt attention
You learn what he has to offer that
is new. Tn many cases you have your
orders already prepared for him. You
have mutual confidence in each other,
hut there are yet some among yon
who have the suspicions T have point-
ed out.

Gatherings of this kind bring us
more closely together. We here
learn to know each other better and
oftentimes to know is to have confi-
dence. It is true we must be on the
alert at all times to cull out what is
false and fraudulent. We must be
progressive. We must keep abreast
of the times and learn all that is new
in our particular branch of business.

over |

country we would ask
words of the poet, to

“Give him a kind word always
He'll give you hack the same
For the doings of some Mack sheep
Dont give the whole tribe blame.

Some so-ealied good men slip
W hile along- the road to Heaven
Goes the drummer with his grip.”
With the Salespeople.

Charlotte — Alderman
has resigned as Manager of the John
Tripp clothing store.

La Grange, Ind.—Charles U. Man-
ger has returned to the Porterfield &
Son shoe store as a salesman, and
in the absence of R. L Porterfield,
who is on the road for the Mishawaka
Woolen Company from January 1 to
April 1 of each year, will be in charge
of that place of business.

St. Joseph—H. P.TCnudson has sold

his interest in the Shepard & Ben-
ning Co. and will return to South
Haven to take a position with M

Hale & Co., where he was formerly
employed.

Harbor Springs—Ed. Maosier has
returned from Fort Wayne and will
again take his old position in the
grocery store of W. C. Cramer

Elgin Batter.

Elgin. 111. Feb. 21—No change
was made in our quotation to-day. the
general idea being that the condr-
tions obtaining in the principal cen-
ters warranted present val
fancy fresh goods. One hid
Call at 26%c failed to bring
goods over and above contra

If merchants in other cities wtlT
follow the methods of those in On
away they will find their home peo-
ple spending more of their money at
home instead of sending it away. The
local newspapers are always glad to
do all they can to uphold and defend
local trade and can he depended on
to help whenever asked to do so. and
often they do it without being asked.

The Gra Rapids Mach
Co. has mergedf Its bosiness rntf
stock company under the same
with an authorized capital ste
$20,000. of which $10,000 has
subscribed, ?203 47 being paid
Cash and $0,796.53 in property

The “Schrouderis” has been im
porated to take over the drug b
ness of Schrouder & Stonehous«
this city. The company is capft:
ed at 831,500 common stock and i
500 preferred and Berand Schror'der
holds the control.
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Michigan Board of Pharmacy.
President—'Wm. A. Dohany. Defroit.
Secretary—Ed. J. Rodgers,” Port Huron.
Treasurer—John J. Campbell. Pigeon.
Other Members—Will E. Collins, Owos-

so: John D. Muir, Grand Rapids.
Next Meeting—Grand Rapids.
16 and 17.

Michigan Retail Druggists’ Association.
President—C. A. Bugbee. Traverse Citv.
First Vice-President—Fred Brundage>
Muskegon.

Second Vice-President—C. H. Jongejan»
Grand Rapids.

'tSecretary—H. R. McDonald. Traverse

Nov. 15.

ity.
‘dTreasurer—Henry Rieehel. Grand Rap-
s.

i
Executive Committee—W. C. Kirch-

gessner. Grand Rapids: R. A. Abbott,
Muskegon: D. D. Alton. Fremont: S. T.
Collins. Hart: Geo. T. Davis. Hamilton.

Michigan State Pharmaceutical Associa-

non.
President—E. E. Calkins. Ann Arbor.
First Vice-President—F. C. Callow.
Reading.
Second. Vice-President—W. A. Hyslop.

Boyne City.
Goodale. Battle Creek.

Secretary—M. H. ) . L
Treasurer—W illis leisenring. Pontiac.

Next Meeting—Battle Creek.

Grand Rapids Druq Club.
President—Wm. C. Kirchgessner.
Vice-President—O. A. Fanckboner.
Secretary—Wm. H. Tibbs.
Treasurer—Rolland_ Clark.

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

The Buying and Selling of Soap.

When we deal in soaps, brother
pharmacists, we have something of
more interest to the individual than
we imagine. Nine times out of ten
the purchaser “loves” the soap he
buys, especially if he adheres to one
kind.

As one of the cleanest and most
profitable side-lines that a druggist
can handle, soap takes its place
among the things that become an ac
tual pleasure to buy and sell.

\\ hen an agent comes into my
store to sell me soaps T take time to
give him full consideration. First of
all. his line is undoubtedly new—
and T take it for granted that this is
the line we are to treat to-day. since
to my mind every drug store ought
to keep a supply of the standard, na-
tionally advertised lines of soaps. Bv
these T mean soaps that are advertis-
ed extensively in the greater publica-
tions that are reallv “national.” First
of all, let us say that this is a new
line of soap and it is up to me to
test it

If cakes have been previously for-
warded for trial use. T perhaps give
it an immediate trial in water. It
lathers freely or not: it tastes, yes,
tastes of that peculiar almost almond
flavor that denotes alkali, or it does
not: it carries the scent of the flow-
ers with it down to the last wafer—
does it? Well, you can not tell then,
but one infallible test is to cut the
cake in two and then place the cen-
ter of the cake to the nostrils. No
amount of scent in the paper wrap-
per will help out here: the test is
sure. Bight here let me say that out-
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side of the advertised lines, it is the
wrapper that sells the soap.

If 1 were putting up a low-priced
soap for toilet purposes, selling, say,
at “3 for a quarter,” | think | would
lithograph my soap wrapper in every
color of the rainbow, with lots of
double dyed gold on top and then—
sell the soap. Of course | mean this
from the consumer’s point of view.

Your fair-haired lady who enters
your store, nicely dressed, modest,
steps up to the counter. Your clerk
approaches, meanwhile studying his
customer, if he knows his business, to
jdetermine what grade will please her
|and make the sale quickly. He has the
!whole range of possibility before him
jThe game to him gets interesting: but
Ito the prospective purchaser it i*
|solely one of buying seriously, profit
jably, pleasurably and quickly.

Now from just one man’s experience
as a druggist the conversation runs
|something like this: “We have an ex-
cellent scented soap here at 3 for 25
Jcents.” begins the clerk, handing out
ithe line that is being pushed because
jof its merits for quality that satisfy
|the customer. If your store is in the

;fashionable  shopping district and
lyour customer is “one of the four
hundred of your city,” she will say:

“No. | neglected to mention T want-
ied Blank’s soap.” The clerk: “We
Ilhaven’t Blank’s soap, but here is an
|excellent soap of the same nature,
recommended highly—"

He never gets any farther. Your
jfair lady elevates her head. “Oh, you
haven’t that kind. Very well, I will go
ielsewhere.”

Some families have been known to
cling to one kind of soap for years
jand years, perhaps something that
Itheir grandfathers and grandmother*
(used. If you want to please these
Ipeople, your store being in their dis-
jtrict. you must keep the goods they
'want.

It ha* been my experience that the
(better class of trade almost invaria-
Ibly know what they want. They ask
(for it by name: buy quickly and go
out. The medium class of trade, the
13-for-a-quarter class, and sometimes
|the 3-for-fiftv-cent class, rarely know
‘'what they want. They are influenced
ilargely by the attractiveness of the
|package, never buy the same Kkind
jtwice, or, to be more exact, order it
so many times that you know their
Ifavorite. If your store is in the fac-
tory district your sales at times will
run to grit soaps: and in all placesa
jsmall proportion of medicated soaps
;1f your store is in the market district
lor the poorer home district, what will
ithe good mother of six buy. whe

comes in to your store in “calico
wrapper” attire, with two little tots
clinging to her dress on opposite
sides? What will she buy? Castile?
Yes. Six big bars of Ivory? Yes. No
fancy wrappers: no perfumed prod-
ucts will enter into her purchase lists,
for she has to adhere to the strictest
form of economy: and she does so in
spite of that present-day American
spirit of extravagance which we are
all more or less guilty of.

Then, too, | believe, from a some-
what superficial study, that women
buy 50 per cent, of the soaps sold:
that more soaps are sold in the sum-
mertime or under Southern skies than
in winter or in Northern territories:
that fancy packages sell best during
the holidays: that in the better dis-
tricts 50 per cent, know and ask for
certain kinds of soap, this fact be-
ing due to the wonderful system of
educational and sales creating adver-
tising of recent years by manufactur-
ers of soaps. | believe further that
in the product itself, the price, the
quality and the elegance of the pack-
age are the determining factors that
go to create a demand: and that the
really high priced goods of the very
best quality, advertised extensively,
sell best to the floating population,
travelers and theatrical people: while
the highest priced lines, unadvertised
as well as advertised, sell to the
wealthy people and the younger mem
hers of society.

No dealer who acquaints himself
however slightly with the rules of
successful retail advertising can fail
to see the immense advantage of
linking his advertising with that of
the manufacturer by announcing that
he has the goods. The newspaper, if
vour store is downtown, is of course
the most excellent medium for quick
returns and the winning of public
confidence. Yet while spending sev-
eral thousands of dollars each year in
advertising in the newspapers my-
self, I can not help but feel that a big
window display of attractive soaps
makes the goods “move” surely as
the sun sets. The window must be
attractively arranged, of course, and
must be confined to a display of one
kind of soap: the prices must be
stated: the goods shown to the best
advantage: the great spirit of “creat-
ing the desire” must be breathed in-
to the exhibit there and on the coun-
ters containing the same good* with-
in the store. Surely a store that in-
creases its business each year ought
to show a proportionate increase in
its soap department. Tf yours does
not. study your locality, your trade
and then—advertise soap that appeal*
to “your people.” The field is ever
widening. Shaving soaps in sticks, it
powder and in paste tempt buyers:
and tend to increase trade. More
kinds are being nationally advertised
as years go by—and advertising in-
creases consumption. What is more,
we druggists are beginning to see the
good business sense of pushing a line
that, as | figure it, pays on the aver-
age about 40 per cent, gross profit.

So, of the ten showcases in my
store | devote one to soaps. | favor
windowr displays for moving the
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goods. | believe in the attractive
package. | think that even if you do
not agree with me that the buying
of soap on the part of the consumer
is three-quarters “love” for the prod-
uct and one-quarter a matter of al-
kali and grease perfectly combined,
that you will at least say that soap,
as you know it, is a clean, profitable
line to handle and is certainly not
repellant as a product or as a buy-
ing or selling proposition to any one.
—Grove B. Brewer in Bulletin of
Pharmacy.

Meyer Brothers' Drug Co. Entertain-
ment.
The annual entertainment and ball

given by the employes of Meyer
Brothers’ Drug Co., of St. Louis,
Mo., under the auspices of Meyer

Brothers’ Employes’ Mutual Aid As-
sociation, took place on the eve-
ning of February 15 and was a great
success, with an attendance of over
2,000. Stanley B. Simpson, Manager
of the Meyer Brothers” Drug Co.,
made the opening address of wel-
come and a beautiful bouquet of flow-
ers was handed to T. F. Meyer for
his mother, the widow of the found-
er of the Meyer Brothers’ Drug Co.
Twelve leading acts in vaudeville
were staged and all met with great
applause. J. W. King, the “King"
of Imperial Crown perfumes, added
another laurel to his crown by con-
vincing his fellow employes that he
was a vocalist as well as a perfum-
ed. His selections of “If | had a
Thousand Lives to Live,” followed by
the encore of “Simon the Collarer,"
were the hit of the evening. Dancing
followed the entertainment. Much
credit is due the Entertainment Com-
mittee, consisting of J. Jos. Redmond.
Chairman, A. C. Meyer, S. B. Simp-
son and Frank Decker.

Violet Shampoo for Hard Water.

A liquid shampoo which will lather
freely with water heavily charged
with carbonates and lime may be
made by melting 250 grams of co-
coanut-oil in a suitable vessel by the
aid of a sand bath. Dissolve 655
grams of potassium hydroxide and
135 of sodium hydroxide in 350 c.c.
of water and add the solution to the
melted oil. Boil the mixture gently,
scraping down the sides of the ves-
sel occasionally, until it begins to
sputter. Keep the vessel warm* stir
the mixture with a paddle for fif-
teen minutes, then stir in about 150
c.c. of water and let the mixture boil
as before, scraping down the sides
of the vessel and stirring the mixture
occasionally. When it has reached
the sputtering point, stir it about ten
minutes; add 300 c.c. of water, and
bring to a boil, beating thoroughlv.
Remove from fire, add 400 c.c. of al-
cohol and stir briskly until homo-
geneous mixture is secured. Trans-
fer to a suitable container and set
aside to cool, agitating occasionally.
Filter through a pledget of cotton;
add perfume, color and water enough
to make 1,000 c.c.

A man thinks he is in the political
swim when he buys a drink for a
politician.

4**
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Aceticum
Benzoicum, 7
Boracie

Carbolicum . 1
Citricum ... 4
Hydrochlor .
Nitrocum ..
Oxalicum_ .. .
Phosphorium, dii. 0
Salicylicum
Sulphuricum
Tannicum ..
Tartaricum

o

owagio
cooo®@ oo

[N
N
o

Ammonia
Aqua, 18 deg. ...
Aqua, 20 deg.
Carbonas
Chloridum

Aniline

Black

Brown
Red ..
Yellow

Baccae
Cubebae
Junipers

Xanthoxyll}“m 1
Balsamum

Copaiba
Peru .
Terabin,
Tolutan

Cortex
Abies, Canadian..
Cassiae
Cinchona Flava
Buonymus atro..
Myrica Cerifera..
Prunus Virgini
uillaia, grid. ...
assafras, po 30

IImus

Extractum
Giycyrrhiza, Gla. 2
Glycyrrhiza, po .. 2
Haematox ...
Haematox, Is ... %
1

©oo

Haematox, y2s
Haematox, %s

Ferru

Carbonate Precip.
Citrate and Quina 2
Citrate Soluble
Ferrocyanidum S
Solut. Chloride----
Sulphate, com’l
Sulphate, com'l, by

L, per cwt.
Sulphate,

-
orwWEOA
coo

pure
Flora

Arnica
Anthemis
M atricaria

Barosma
Cassia Acutifol,
Tinnevelly .
Cassia, Acutifol
Salvia officinalis
44s and %s . 1
TTva Ursi .

Gummi
i 1st pkd.
Acacia, 2nd pkd.
Acacia, 3rd pkd.
Acacia, sifted sts.
Acacia, po J
Aloe, Barb
Aloe, Cape

Aloe, Soeotri
Ammoniac

Asafoetida

Benzoinum

Catechu, 1Is
Catechu, %s
Catechu. 14s
Camphorae
Buphorbium
Galbanum

Acacia,

NS
o1
CO0oCOCO

oo,
oom
OO0 ococo

A

o

o
[

N
(4]
, 000059

Gamboge .. _ 1
Gaueiacum po 35
Kino ... po 45¢c

Shellac, bieached
Tragacanth

Herba
Absinthium
Eupatorium oz Ek
Lobelia ... .0z p
Majorium ..oz pk
Mentra Pip. oz pk
Mentra Yer oz pk
Rue ... oz pk
Tanacetum ..V ..
Thymus V oz pk

Magnesia
Calcined, Pat. ..
Carbornate, Pat.
Carbonate, K-M
Carbonate

Oleum
Absinthium —-
Amygdalae Dulc.
Amygdalae, Ama 8 00 8
ANiSt s 19002
Auranti_Cortex 7502
Bergami! .

Cajiputi .
Caryophilli

Lk SN IN]
[l S B S |

Chenopadij
Cinnamoni ...
Conium Mae

Citronelia

Oopaiba 17501 85
;8 Cubebae 40004 10
12
20 Evechthitos ..1 0001 10
5 Gaultheria .4 8005 00
10 Geranium .... oz 75
Ih Gossippil Sem gal 700 75
}3 Hedeoma 5002 75
5 Junipera 4001 20
80 Lavendula ... 9003 60
40 Limons s 11501 25
Mentha Piper 2 7503 00
6 Mentha Verid 3 8004 00
12 Morrhuae, gal. ..2 0002 75
14 Myrlcia .3 00@3 50
Olive ...1 0003 00
o5 Picis Liquida ... 100 12
00 Picis Liquida gal. (0]
50 Ricina . 9401 00
00 Rosae oz .8 0008 50
Rosmarin! 01 00
75 Sabina 9001 00
3 santal 0450
Sassafras ... 9001 00
55 Sinapis, ess. o0z... © 65
30 Succini 400 45
80 Thyme . 400 50
45 Thyme, opt ©1 60
Theobromas 150 20
Tiglil 00
Potassium
Bi-Carb 150 18
Bichroma 130 15
Bromide 300 35
Carb 120 15
Cmorate o. 120 14
Cyanide 300 40
lodide 2 2502 30
Potassa, pr 300 32
Potass Nitras opt 70 10
Potass Nitras 60 S
Prussiate ... 230 26
Sulphate po 150 18
Radix
Aconitum ... 200 25
15 Althae 300
00 Anchusa 100
55 Arum po o
40 Calamus .. . 200
15 Gentiana po .. 120
2 Glychrrhiza pv 15 160
Hellebore, Alba . 120
70 Hydrastis, Canada 00
7 02 6
2 %(5)82 %g
Ipecac, po ... .
IEis ploxp 350 4
lalapa, pr.. 700 7»
Maranta, 14s # 35
150 18
7501 00
Rhei, cut 0001 2
Rhei. pv.. 7501 OC
Sanguinari, fo 18 0
Scillae, po 45 ... 200
Senega ... 850
Serpentaria 500
Smilax, (o]
Smilax, o]
Spigella .o 4501 50
Symplocarpus 0 25
Valeriana Eng .. © 25
Valeriana, Ger. 150 20
Zingiber a . 120 16
Zingiber j ...... 250 28
Semen
Anisum po 22 ..
60 Apium J)gravel's) 13® 15
2 Bird, Is ... e 40
55 Cannabis Sfativa 70
13 700 90
14 Carni po 15 . 120 15
1« Chenopodium 250 30
<6 120 14
40 Cydonium ... 7501 00
00 Diipterix Odorate 3 5004 0¥
35 Foeniculum ... 0 31
35 Foenugreek, po 70
45 Lini . 60
75 Lini, g 5% 60
45 Lobelia, .. 750 8
60 Pharlaris Cana’n 90 10
55 RAPA covrvererieinirnns 50
65 Sinapis Alba 80 1IC
00 Sinapis Nigra 90 10
. Spiritus
Frumenti W. 0002 50
00 Frumenti 2501 5'
20 Junipers Co. 7503 50
Junipers Co 6502 00
28 saccharum N E | 9002 10
23 spt Vini Galli ..1 7506 50
25 Vini Alba .. 12502 00
39 Vini Oporto ....1 2502 00
22 Sponges
25 Extra yellow sheeps’
wool ‘carriage .. 25
Florida sheeps’ wool
carriage ... 3 0003
Grass sheeps’ wool
carriage ... 01
Hard, slate use 01
Nassau sheeps’ wool
00 carriage ----—---- 3 5003 75
85 Velvet extra sheeps
25 wool carriage .. 02 00
00 Yellow Reef, for
85 slate use ... 01 40
60 X Syrups
90 Acacia ... 50
50 Auranti Cortex 0 50
90 Ferri lod . 0
00 IF?ec_ac ...... © 60
85 Rhei Arom 0 50
90 Smilax Offi’s 500 60
T# Senega .. o 50

T
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Lupulin oo, 01 . Vanffia ... t 1 HM918
ILycopodium 750 95jSaccharum La's HIEj 2ftj2Snef Sntph - 1#
Macis s 650 70 Salaein ... T5| awL g
Scillae 0 50jMagnesia, Sttiph. 30 5 Sanguis Brae’s 400 50j Lard, extra .—
Scillae Co... 0 501Magnesia, Sulph. bbl 0 194jSapo, G .o H: 1S] IL_ﬁ\rsde'edN%turle fle&#
Tolutan . 0 50! Mannia S. F. ... 750 85jSapo, M 100 1217 HmloH!" 1
Prunus virg. 0 50 Menthol ........ 4 500C M Sapo, W .. .. 150 ia Neat’s-fbot. w str Taffy
Zingiber 0 . ) 3 35»3 60iSeidlitz Mixture 250 28!Turpentine, lil o
P jMorphia, SNYQ 8 3503 601 Sinapis ... # is! Turpentine, iesi»
Tinctures Morphia. Mai. . 3 3503 60 Sinapis. opt. .. fé 3%$) Whalev winter W H#H#
AlOES oo GOIMOsghtus Cre\mlntonI 25% 218 Sngff. VMaccaboy. — Paints
yristiea, No. e Voes .
Aloes & Myrrh.; &0 Nux Vomica po IS © 10 Snuff STh DeV Green. Paris
Anconitum Nap’sF 50 Os Sepia .. 00 351S0fl?*» Boras . 1#| Green. Peninsular
Anconitum Nap’sR 601Pepsin Saac, H £k . rwijis rw .. 5%® to?Lead, red . ...
Arnica 50 P D Co. ... 01 00 Soda et Pot's T.art 26® 28jLead, white L
. Picis Lig N N % | Soda. Carb ... __1Wifat 9% Ochre, ye! Ber 1% it
Asafoetida 09 gal. do*...... 02 00 Soda. Bi-Carb s Ochre, yel 5lamt m
Atrope Belladonna 60 Picis Lig qts .00 Soda. Ash ... 3% 0 4iPutty, comm'l 2*4
Auranti Cortex 50 Picis Lig pints .. Jp 60; Soda, Sulphas % Patty,- strt pr 2% :
-A Pil Hydrarg po 80 0 1 #3 Oft Red Venetian 1% .
Rarosmo. Piper ‘Alba po 35 0 30 Sots. Ether Co. 500 35 Shaker Prepd 1 25%5*1
Benzoin 50 Piper Nigra po 22 0 13!Spts. Myreia . 02 501 TermiUfon. Enm. 75®
Benzoin Co 50 Pix Burgum --- 100 12! Vini Rt bbl 0 fVermillion Prime
L . Plumbi Acet .... 120 15jSpts VYi Rert »db 0 American
Cantharides Pulvis Ip’eut Opil 1 3001 501 Spts. Vil R’t 11 gi 0 iWhitinst Gilders'
Capsicum ..o 50 Pyrenthrum, bxs. H 3pt<t VTF Rr 5 af  a “Whitar Paris Mm’r
Cardamon 751 & P D Co. dozi _ ® 75(Strychnia Or_Yx'I I 1-101 3» WHit’g Paris Eng.
"""""" Pyrenthrum, pv 200 25| Sulphur, Roi cliff .
Cardamon Co. .. uassiae . 80 101 Sulphur’ Subi. 6 Whitinsr,_ white i
Cassia Acutifol .. 50 8uina, N. 170 27 Tamarinds . 90 10 W amshef
Cassia Acutifol Co 50iQuina, S. Ger. . ..170 27 ITVFSW#T>th V>niice 400 50 ZS“t;\?tra 7un>
Castor 1 m/\Qu‘na_ 9 P & -7 170 27' Thebrrnrm» . 2® 17
Catechu 501
Cinchona 50
Cinchona Co. 66
Columbia 50
Cubebae 501
Digitalis 501
Ergot 50
Ferri Chloridum 35
Gentian 50
Gentian Co..
Guiaca 501
Guiaca ammon 601
Hyoscyamus 501
lodine” ... 751
lodine, ¢ 75!
Kino SOl
Lobelia §0
Myrrh 50
Nux Vo 50
(o)1 I 150
Opil, camphorated 100j
Opil, deodorized 200
Quassia . 50 j
Rha 50
R 80
Serpentaria 50
Stromonium 60 j
Tolutan 601
Valerian 501
Veratrum V 50 j
Zingiber 601
Miscellaneous
Aether, Spts Nit 3f 300 35
Acether, Spts Nit 4f*340 38
Alumen. grd po 7 30 4
Annatto ... 400 50
Antimoni, po . 40 5
Antimoni et po T 400 50
Antifebrin ... 0
Antipyrin ... 0
Argenti Nitras oz 0
Arsenicum ... 100
Balm Gilead buds 600
Bismuth SrN ...2 2002
Calcium Chlor, Is 0
Salcium Chlor, 0s 0
Calcium Chlor, %s 0
Cantharides, Rus. 0
((:Eaps_ic_i '|:=ruc’s af 8
apsici ruc’s po 1 1
Capi ks B o 0 The new home of the Hazeltine & Perkins
garmhinlel, No. 40 2(%1
arphyllus ... .
Cassia Fructus .~ © Drug Co. to be occupied on or before March 1st,
gentra/;lﬁJ %g
era a .
Cera Flava 2 1911, corner of Oaks and Commerce Streets, three
rOCUS oo
Chloroform .. 340 ‘51451 ; N
Ghioral g Gt 20t @ hundred feet from main entrance to the Union
ghonhdru'scj Ger 380 4212
inehonid’e Germ .
Cinchonidine P-W 380 48
Cocaine ........ 3 0503 25 DepOt’ Grand Raplds'
Corks list, less 70%
Creosotum ... © 45
Creta .... b 0 2
Creta, prep.. 0 a
Creta, 'gremp. 90 h
Creta, ubra 0 8
Cudbear .. 0 24
Sl 58 Who Pays for
Dextrine ... 70 10
Emery, all Nos. 0 8
Emery, 0 6 = = -
Ergofa ..po 1 60 1 5001 66 >
Ether Sulph .... 350 40j o
Flake W hite . 126) %g
1
) - 30 9 ANSWER:
Gelatin, Cooper © 60 .
Gelatin, French 350 60 Neither the dealer nor h» cmstamers
Glassware, fit boou75%
Less than box 70% = . By the growth of our basines nroogr save er
150 25 in cost of salesmen, superinb trace. ~ nel«e
26(? 32’gl plant to cover most of, it ir advertising
Bumualus et 350 60 advertising makes it easy to :
Hydrarg Ammo’l 01 10
Hydrarg Ch.. Mt 0 81 7
Hydrarg Ch Cor 0 85i
Hydrarg Ox Ru'm 0 95j
Hydrarg Ungue’m 450 50 AND
Hy‘drar%yrum 0«
ichinyobollz, an. 9901 %1 PREMIUM CHOCOLATE for BAKING
lodine, Resubi ..3 0003 25 .
lodoform ... 39004 00j All LOWNEY'S products are lupurfic».
Liquor Arsen et rofit r r » 1
qHydrarg log. 0 25 pay a good pro ad are easy se
Lig. Potass Arsinit 100 12
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These quotations are carefully corrected weekly, within six hours of mailing,
and are intended to be correct at time of going to press.
liable to change at any time, and country merchants will have their orders filled at PViSe. Gomesiic
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market prices at date of purchase.

ADVANCED

Index to Merket»
By w tsnsi

Col

Ammonia .-
Axle Grease

B
Baked Beans
Bath Brick
Bluing
Brooms
Brushes
Butter Color

Candles
Canned Goods
Canned Meats
Carbon Oils .
Catsu
Cereals
Cheese

(Viewing Gum
Chlcore/ ...........
Chocolate ....
Lines

Clothes
Cocoa

Cocoanu
Cocoa Shells
Coffee ..o
Confectlons

Crackers
Cream Tartar

Dried Fruits

F

Farinaceous Goods
Feed
Fish ard Oysters
Fishing Tackle

Flaloring Extracts
Flour
Fresh Meats

Gelatine
Grain
Grains

(244,

o

Licorice

Matches
Meat Extracts
Mince Meats
Mclasses
Mustard

[e]e) e Te ] e)

PIaymg Cards
Potash
Provisions

~oooo

Rice
Salad Dressing
baieratus
PnI Soda
Sa

Snu

000000000000 O~ ~~I~I~I~I~~

Tea
Tobacco
Twine

o

Vinegar

Wicking
Woodenware .
Wrapping Paper

Yeast Cake

ARCTIC AMMONIA

Dob.
12 oz. ovals 2 doz. box 75

AXLE GREASE
Frazer’s

lib. wood boxes, 4 doz. 3 00
lib. tin boxes. 3 doz. 2 35
3141b. tin boxes. 2 doz. 4 25
lotb. pails, per doz...6 00
151b. pails, per doz. ..7 20
'251b. pails, per doz. ..12 00
BAKED BEANS
lib. can. per doz
21b. can. per do
3lb. can. per doz.
BATH BRICK
English e
BLUING
Sawyer’s Pepper Box
Per Gross

No. 3. 3 doz. wood bxs 4 0,
No. 5, 3 doz. wood bxs 7 00
Saévyer Crystal Bag

BROOMS
No. 1 Carpet 4 sew
No. 2 Carpet 4 sew
Ni . 3 Carpet 3 sew

.4
.3
.3
No. 4 Carpet 3 sew ..3 25
Parlor Gem .. 4 50
Common W hisk 1 40
Fancy W hisk 1 50
W arehouse .4 50
BRUSHES
Scrub
Solid Back, 8 in . 15
-olid Back. 11in 95
Pointed Ends 85
Stove
0 **
1
Shoe
7 1 00
1 3(
4

BUTTER COLOR
r.-andelion. 25c size ...2 00
CANDLES
Paraffine, 6s
"*eratline.
Wicking

CANNED GOODS

es
31h. Standards . @1 00
Gallon

2 b, e 04?1 90
Standards gallons @5 0(
Beans
Baked S5@1 30
Red Kldney ..... 85@95
-Ding >@l 15
W ax . 75®@1 25
Blueberries
Standard e 130
Gallon 650

. Clams
| ittle  Neck.ltb. 1 00@1 25
little  Neck.2tb. @1 50
Clam Bouillon
Burnham’s 14 pt.......2
Burnham’s pts..
Burnham’s qts...

Cherries
R»d Standards
W hite

Fair
Good
Fancy ..
French Peas
Monbadon (Natural)
per dozZ...cnininn 2 45
No
Standard
.
Picn
Mackerel
Mustard, lib...
Mustard. 2tb.
Soused. 1141b
fviused. 21b....
Tomato, lit*.
Tomato. 21b
Mushrooms
Hotels ® 17
Buttons. @ 14
Buttons, Is @ 23

Limburger
Pineapple 46 @60
Prices, however, are Ekp sago ... glzg

CHEWING GUM

OCOA

Pineapple r’s

Grated 1 35@Z5QIleveland

sliced .. 95@2 40 cColonial,
Pumpkin éolomal

Good 90 uyler

Fancy

Gallon
Raspberries Lowney, is .....

Standard ... Van Houten. Us

Salmon
Col'a River, tails ,,..2 25
Col’a River, flats 2 40
Red Alaska ,,..1 60@1i
Pink Alaska ___ | 20@130

. Sardines COCOANUT
Domestic, *"s . . Dunham's per Ib
Domestic, ViMus. . Us, b51b. case 29
Domestic, \ Mus. & 7 Us, 51b. case 28
French. l4s 7 Us, 151b.case 27
French, 14s IUs.lsiglb case gg

Shrimps s case
Us & Us, 151b, case 26U
Standard ... 90@1 40 Scalloped Gems 10
. Vis & Us,. pails 14U
Fair Bulk, palis 13
Good 106Bulk, .barrels 12
Fancy COFF

Strawberrles Rid
Standard . Common ,10@13V4
Fancy ... 14u
Good
l;alr

anc
fo

CARBON OILS

. Barrels
Perfection ...

D. S. Gasoline

Gas Machine i9
Deodor’d Nap a
Cylinder 29 16U
Engine . 16 @2 i9
Black, wmter 8*4@10
CEREALS 15
Breakfast Foods .
African ... 12
Bear Food Pettijohns 1 90 %
(érearg gf w hseﬁat 3& 21b 121 3(5) ganch African %
gg ee. p gs .
Post Toakstres T P. G. 31
[o E- PN .
Post Toasties T No. 3 Arabian 21
6 PKOS.ccoorrncncirinenens N Pg(CkigeB
Apetiao BISCUIt 24 pk 300 5 k?W or asis
...................... L g5 pouckie
Grape \D‘#;S 352 ﬂgz gg McLaughlin’s XXX X
_lake. 24 lib. 70 McLaughlin’s XXXX_ sold

retailers only. Mail all

Pillsbury’s Vitos, direct 1o W. E.

2
2
)
3dz. 425 10
orders
4
3

Ralston _Health Food McLaughlin & Co., Chica-
21b.. . go
Extract
Holland. U gro boxes 95
Felix, UI grfosls ................ 115
Hummel's foil, U gro. 85
KeHOE oasted corn Hummel’s tin. U gro. 143
VFIa e:s36 36 pkgs in cs % 5738 CRACKERS
igor, 36 pKgS. ... . \CRE
Vogrgt CreapmgFIakes > go National BB|scu(|jt Company
Zest, 20 51b..cnn 10 BLf"tft‘er
Rolled Oats
Rolled Avena. bbls. .4 25 Seymiour. Sgd bbl. e bx &
Steel Cut, 100 Ib. sk.s 2 10
Monarch = bbl.............. 3 90 .6
Monkarch 90 Ib. slacks 180 .9
uaker, 18 Regular ..1 38
Quaker 26 Faduls’ 3 8% %S{)ahty"rgeaue“akes 3
Cracked Wheat Oyster
Bulk N. B. C. Rd. bbl 6U bx 6
24 21b. pkgs Gem. bbl. 6U boxes 6
CATSUP Faust .., 8
%“t‘,mbia 25t pts... Animalssweet Goods
iSnider’s pints N
pricot Gems 12
Sinder’s 14 pints Atlantics ... 12
A CHEESE Atlantic. Assorted ... 12
CME oo 1514 Avena Fruit Cake ... 12
Bloomingdale 15 Brittle .. .
Jersey @16 Bumble Bee
Warner @16  Cadets N
gryekrsrde @16  Cartwheels Assorted .. 9
rick ... @16  Chocolate Drops ... 16
Leiden . @15  Choc. Honey Fingers 16

ChOchblate ThfeenS ...2 50
Circle Honey Cookies 12
Currant Fruit Biscuits 12
Cracknels ... ... 16
Cocoanut Brlttle “Cake 12

American Flag Spruce 55 Cocoanut r};ar Cake 11
Beeman’s Pepsin 55 Cocoanut Taffy Bar
Adams’ Pepsin 55 Cocoanut Bar
DECLINED Best Pepsin " 45 Cocoanut Drops 12
Best Pepsin, 5 boxes 2 00 Cocoanut Macaroons -.18
Black Jack oo 5> Cocoanut Hon. Fingers 12
Largest Gum Made 55 Cocoanut Hon. Jumb's 12
SEN SN s 55 Coffee Cake
Sen Sen Breath Per’f 1 00 Coffee Cake,
!'Yucatan 55 Crumpets .
Spearmint 55 Dihnfer BisCuR ........ If
CH Dixie Sugar C&okies .. 9
Bulk 5 Family Codkife .... 9
Red .. 7 Fig Cake AsSbrted ...12
Eagle 11»51j;j 5 Fig Newtdnjs ... .z
Franck’s 7 Ftorabel Cake . 12v6
Schener'fe . 6 Fluted Cocoanu
CHOCOLATE Frosted Creams ...
Oyster« W alter Baker & Co.’s Frosted Ginger Co
Cove, Ith.. .. 85® 90 German’s Sweet .. 22 Fruit Lunch iced
Cove, 21b... 65@179remium 31 Ginger Gems
Caracas .. 31 Ginger Gems,
alter M. Lowney ‘Co. Graham Crackers ... 8
PI™ S e 00@2503rem|um Vis . 8o Ginger inape Family . §
Premium. 14s .. .30 glnger grl&pSN E g ™NA
inger §naps N. B. C,
I\IE/IarerV\r]fat s 855,/%% %g C'Q.EARM i\rlrstET Sguare P '8
arly June: ' Regular barre @gal 10 00 Hippodrome Bar ...
Early June sifted 1 15@1 80 Trade barrel, 28 gals 5 50 ney Cake. N. B. C. ‘19
Peaches 54 Trade barrel 14 gal 3 50 ney Fingers As. Ice 12
pe 90@1 25 Boiled, per gal. «a Honey Jumbles, Iced 12
No. 10 s.ié‘"g'é'ﬁ"'p,e 3 00 Mara, per gal. Honey Flake ... 12v4
Household Cookies

L 8
Household Cookies Iced 9
Imperial 9
Jersey Lunch
Jubilee Mixed
Kream Klips
Laddie
Lertton Gerris
Lemon Biscuit Square S
LenlOn W afer 17
Lemdna
Mary Anri 9
Marshmallow Walnuts It
MolasseS cakes 8
Molasses Cakes, iced 9
Molasses Fruit Cookies
Iced s 11
MoDsses Sandwich
Mottled Square ...
Oatmeal Crackers
Orange Gems
Orbit Cake
Penny Assorted
Peanut Gems ...
Pretzels. Hand Md...
Pretzelettes. Hand Md
Pretzelettes, Mac. Md.
Primrose Cake
Raisin Cookies ..

Raisin Gems .....
Revere, Assorted
RittenhouSe Fruit
BISCuIt F P A0
Scalloped [CEE io

Scotch CoOkieS 10
"nlc d Currant Cake ..10
Fingers .. 12
tana FTuit B
Sprced Ginger Cake .. 9
Spiced Ginger Cake led 10
Sugar Cakes
Sugar Squares,
or small
Sunnyside Jumbles
Superba
Sponge

8
| ady Frngers 25
Sugar Crimp 9
Vanilla W afers
Waverly

In-er Seal Goods
per doz.
..1 00

Albert Biscuit
Animals
Arrowroot Biscuit _
Athena Lemon Cake 50
Baronet Biscuit
Bremmer’s Butter
W afers
Cameo Biscuit
Cheese Sandwich
Chocolate W afers
Cocoanut Dainties
Faust Oyster

Fig Newton .. 1 00
Five O’clock T 1 00
FYotana
Ginger Snaps. N. B. C.
Graham Crackers, Red
Isabel ..1 00
Lemon Snaps . 50
Oatmeal Crackers ....1 00
Old Time Sugar Cook. 1 00
Oval Salt Biscuit. ..1 00
Ovsterettes .. 50
Pretzelettes Hd. Md 100
Royal ‘ioast 10
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Nabisco

Festino

Bent's W ater Crackers 1 40
REAM TARTAR

Barrels or drums 3

Boxes ... 34

Square cans . 36

Fancy caddies .4
DRIED FRUITS

Apples
Sundried PP
Evaporated

i _ Apricot:
California

Coraiean

@i8

Currants
Imp’d 1 Ib. lpkg. @10
Imported bu kI @ 9%
Ree
Lemon American ... ill
Orange American .. 13
Raisins
Connosiar Cluster
Dessert Cluster 4
Loose Muscatels 3 Cr 5v4
Loose Muscatels 4 Cr 6V4
M. Seeded 1 Ib. 7vV4@8
Californla Prunes

L. M. seeded, bulk .. V4
Sultanas, Bleached 12
100-125 251b, b6xe§, @ 8V4
90-100 251b. bdxes.@ 9
80- 90 25th. boxes..@ 9W
70- 80 251b. boxes.,@i0
60- 70 25!b. boxes.. @10%4
50- 60 25th. boxes..@11
30- 40 251b. boxes.@12V4

Vic less in 501b. cases
FARINACEOUS GOODS

. . Beans
Dried Lima ...
Med. Hand Picked 2 35
BrOwn HoIIand sy, 2 85
|na
25 1 1b. packa 1 50
Bulk, per 100 3 50
Pearl. 100 rb sa)ék .1 76
Maecardni add Vermicelli
Domestic. 10 fb. box., nC
Imported, 25 rb, box ..2 60
Pearl Barley
Chester ..3 75
Empire .4 75

. Peas
Green, Wisconsin, bu.

Green, Scotch, bu

Split, 1b

East India

German, sacks .

German, broken pkg. ..
Tapioca

Flake, 100 Id. sacks .. 6

Pearl, 130 Ib. sacks .. 4%

Pearl, 24 Ib. pkgsS...... 74

FLAVORING EXTRACTS

Foote & Jenks
Coleman Vanilla
No, 2 Size ...
No. 4 Size ..
No. 3 siBe..
No. 8 size
Coleman
No. 2 size
No. 4 size
size
size
Jaxon Mexican Vanrlla
0z. oval .15 00
oz. oval
oz. flat
oz. flat . .1
Jaxon Terp Lemon
oz. oval . .10
oz. oval
oz. flat
oz. flat

Jennings (D. C. Brand)
Terpeneless Exract Lemon

x T,

ORNEFE OAN—

No. 2 Panel, per doz. 75
No. 4 Panel, per doz. 150
No. 6 Panel, per doz. 200
No. 3 Taper,per doz. 150

2 oz. Full Measure doz. 1 25
40z. Full Measure doz. 2 40
Jannings (D. C. Brand)

No. 2 Panel, per doz. 1 2

No. 4 Panel, per doz. 2 00
No. 6 Panel, per doz. 3 00
No. 3 Taper per doz. 2 00
loz. Full Measure doz. 90

20z. Full Measure doz. 2 00
40z. Fun Measure doz. 4 01
No. 2 Panel assorted 1 00
Crescent Mfg. Co.
Mapleine
2 0z. per d0Z....cvivrvrnns 3 00
Michigan Maple Syrup Co.
alkaska Brand
Maple, 2 oz.. per doz...2 23
GRAIN BAGS

0 Amoskeag, 100 in bale 19

Saltine Biscuit Amoskeag, less than bl 19*4
Saratoga Flakes . GRAIN AND FLOUR
Social Tea Biscuit___1 00 W heat
Soda Crackers N. B."C. 1 00 85
Soda Crackers Select 1 0> White 83
S. S. Butter Crackers 1 50 Winter Wheat Flour
T'needa Biscuit ... 50 Local Brands
Tneeda Jinjer Wayfer 1 00 Patents .. 520
I’'needa Lunch Biscuit 50 Second Patents h 00
Vanilla Wafers ... 00 Straight ... 4 60
W ater Thin Biscuit ..100 Second Straight 440
Zu Zu Ginger Snaps .. 50 Cle 4 00
Zwieback i 1 00 Flour in barrels, 25¢ per
. barrel additional.
In Special Tin Packages. Lemon & W heeler Co.

) Per doz. Big Wonder Vis cloth 4 50
Festino Big Wonder V4s doth 4 50
Nabisco, 25¢ Worden Grocer Co.’s Rranu
Nabisco. 10c .. Quaker, paper
Champagne wafer ...250 Quaker, cloth ...

Per tin in bulk ykes &
Sorbetto .1 00

Elclipse
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Lemon & Wheeler Co.

W hite Star, %s cloth 5 50
W hite Star, Vis cloth 5 40
W hite Star, %s cloth 5 30

Worden Grocer Co.

American Eagle, Vi cl 535
Grand Rapids Grain &
Milling Co. Brands
Purity, patent ... 5 00
Seal 'of Minnesota 6 10
Wizard |lour 4 60
Wizard Graham . 4 60
Wizard Gran. Meal ..3 60
Wizard Buckwheat 6 0
RYe 4 40
Spring Wheat Flour
oy Baker's Brand
Golden” Horn, family 5 40

Golden
W isconsin Rye 0
Judson Grocer Co.’s Brand
Ceresota, Vis .6 2

Ceresota, ViS
ceresota, %s ...
Lemon & Wheeler’s Brand
Wingold, Vis ... ...6 00

Horn, bakers 5530

vVingold, Vis
Wingold, Vis
Worden Grocer Co.’s
Laurel, Vis cloth
Laurel, Vis cloth .......
Laurel, Vi & V|s paper 5 60
Laurel, Vis cloth ... 5 80
Voigt M|II|ng Co s Brand
Voigt’s Crescent ... 5 60
\\;mgts FHIour0|gt .... 560
oigt’s ienic
%Erahar)r/rg 5 00
Voigt’s Royal 6 80
Wykes & Co.

Sleepy Eye, Vis cloth..6 00
Sleepy Eye, Vis cloth..5 90
Sleepy Eye, Vis cloth..5 80
Sleepy Eye, Vis paper 5 80
Sleepy Eye, Vis 'pllap 5 80
W atson-Hig F_glns ling Co.
perfection Flour .5 00
Tip Top Flour .. .4 60
Golden S'heaf Flour ..4 20
Marshall's Best Flour 5 80
Perfection Buckwheat 3 00
Tip Top Buckwheat 2

Badger Dairy Feed 24 00
Alfalfa Horse Feed 26 00
Kafir Corn
Hoyle Scratch Feed ..1 50

Meal
Bolted 3
Golden Granulated ...3 60
St. Car Feed screened 20 00
Ho. 1 Corn and Oats 20 00
Corn, cracKed .......... 19 00
Corn Meal, coarse ..19 00
Winter W heat Bran 26 00
Buffalo Gluten Feed 30 00
Dairy Feeds
Wykeés & Co.
O P Linseed Meal .37 50
O P Laxo-Cake-Meal 34 00
Cottonseed Meal .30
Gluten Feed ...

Brewers’ Grains ...26
Hammond Dairy Feed 24 00
Alfalfa Meal = .. 26 00
Oats
Michigan carlots .... 36
Less than carlots ... 38
Corn
Carlots i 48
Less than carlots ... 50
ay
Carlots v 16
Less than carlots ... 17
MAPLEINE
2 o0z. bottles, per doz. 3 00
MOLASSES
New Orleans
Fancy Open Kettle .. 42
Choice ... 35
Good 22
Fair 20
Half barrels 2c extra
NCE MEAT
Per case 85
4 1b. « Ib. boX . 18
OLIVES
Bulk, 1 gal. kegs 1 10®1 20
Bulk, 2 gal. kegs 95®1 10
Bulk, 5 gal. kegs OOi"l 0.
Stuffed, [ cs

Stuffed. 8 oz. .
Stuffed, 14 oz
Pitted (not stuffed)

14
M anzanllla 8 0z..

Lunch, 10 oz..

Lunch, 16 oz..

Queen Mammoth, 19 7

Queen Mammoth, 28
................... 525

per AOZooooserereroi: 225
TOOTH PICKS
Hardwood Tooth Picks 2 gg

Medium

1,200 count ..7 75

600 count 4 50
225

rrels . .9
If barrels 5
gallon kegs 1
Gherkins
11 00
5 00
5 gallon kegs 275

Sweet

Half barrels
6 gallon ken

POTA
Babbitt’s ... 4 00

MICHIGAN TRADESMAN

8 )

29
10 11

PROVISIONS Mess, 10 Ibs. 201b. cans 4 dz. in cs. 40 Bushels, wide band ..1 IS:Cr»n Nn t A%
Barreled Pork Mess, 8 Ibs. ... 101b. cans. % dz. in cs. L35 Market ... m Cure# N*k | .. oo
Clear Back .. 22 00 No. 1, 100 lbs. 2 dz. in cs. i 45 Splint, large 5# :Caret! No. Z , Lo
Short Cut .. 20 00 No. 1, 40 Ibs 2 dz. in cs. L55 Splint, medium ......X f o fdtif d-* f ff
Snort Cut Clear 20 50 No. 1. 10 Ibs Pure Cane
Bean 20 00 No. 1, 8 Ibs. - 140 | Fair .
E_risket %% 88 W hite |1Gﬂod
i . ..@ 75SChoice ..
wear 2600 00 Ibs: TMichigan Butter Plates
Dry Salt Meats 10 Ibs. .112 Brand
S P Bellies e 16 8 Ibs. Kalkaska, per dox. 225
Lard 100 Ibs. » 10 Jlaggn
R N 4 CaiSindried medium  peef B g
80 Ib. tubs....advance Vi 8 lbs. Jsﬂﬂdﬂgd fcarpclce 36®AOJ J50 m crate Wool
60' Ib. tubs advance Vi SHOE BLACKING Y i hums hed d ;
50 1b. tins ‘advance Handy Box. large 3 d z —oft. Regular, medium 24®26 1 5 gal., each nWﬂShedv fme : {
20 Ib. pails .advance 9% Handy Box, small - 125 Regular, tho 10 gal., each nwashec, e
d o Bixby's Royal Polish 85j Regular, . R CONFECTIGNS
10 Ib. pails .advance % S a%l%et fTred medium Clothes Pins ¢
5 lb. pails .advance 1  Miller’s Crown Polish 85 Sdtlck Candy
8 Ib. pails .advance 1 SNUFF Basket fired ar
ked Scotch, in bladders Basket-fired, fancy >tan
Smoked M eats . Maccaboy, in jars Nibs 9 4%
WflTng, 12 Ib. average. .14Vi Y j - Siftings 20 2% doz.
Hams, 14 Ib. average it. French Rappie in jars 43 Fannings .. -ates and !
Hams, 16 Ib. aver 13%@H 1 s, Knrli\<P& Co Gunpowder
Hams, 18 Ib. aver 13®14 y Moyune. medium ..
iskinned Hams ..14%n#H5 American Family 400 N1oyune. choice ’
Ham, dried beef sets .17  Dusky Diamond 50 80z 2 8> wyyyne. fanc Riixed S §o°¢
California Hams ..11® 11vi Dusky D’hd 100 6 oz 3 80 Pinysuey, medium Mixed Candy
Picnic Boiled Hams ..io &P Rose, 50 bars -— 36 Plngsueg
ftoilpd Ham .20 S2VON Im'perial -3 0
Berlin Ham, pressed ..11Vi \IIDVh'te Russian > foung Hyson
Minced Ham ez 1S ome, oval bars -
rsacon i6@ievi Satinet, oval : v -
Sausages Snowberry, 100 cakes 4 00 "¢Man* Mop Sticks
Bologna . 8Vi Proctor & Gamble Co Eermesa, fancy*..... 4 . . . .
Liver . 7vVie 8 Le Amoy, medium |plse patei ~ spring 85
l;rarllkfort 9\ﬁ@11({ AmoyE cPo;]ceB Cinst 3 %%Tmb% ioide
or F PP nglis reakftas .
_\rloeﬁlgue . ﬂ: Lautz Bros s CO E\:/Iheodllcuem 0 .
Headcheese 9 Acme, 30 bars, 75 Ibs. 4 00 Fancy 40® 45 Pails o C ixed
Acme, 25 bars, 75 Ibs 4 00 India % reané mlee
Boneless 14 00 Acme, 25 bars, 70 tbs. 3 80 ceylon, choice Fream 8o g
Rump, 14 00 ggmeM 10tO ca7k0esb 23 él; Fancy y
ig Master, ars ..
Vi bbls 120 German Mottled ... 0 TF(?r?eACC%? .
Vi bbls., 2 15 German Mottled, a oxs 3 4' Blot ipape Attuar*
Vi bbls 400 German Mottled. 10 >x 3 40 7190 -0 i )
1 bbl 900 German Mottled, 25 bx 3 35 1} a ath oothpicks
Marseilles, 100 cakes ..6 00 N'a‘ﬂl’_a &
Kits, 90 Marseilles, 100 eks 5¢ 4 00 NO LIIFTIIt
Vi bbls. 60 Marseilles, 100 ck toil 4 06 Oorbwa i
Vi bbls., 80 Ibs “« g0 Marseilles. %bx toilet 2 10 Dllbwa
Casings A. Wrisley ] raps
Hogs, per ID....... i Good Cheer -+ 400 Qjibwa Chief, 7 <
Beef, rounds, set 1 Old Potosked Ehiof!
Beef, middles, set : y
Sheep, per bundle i isterling” Dark, 5¢ .. 25K
Uncolored Butterine gnle"J;y\ %4(1)5 fam' 'y 421 %)ISweet Cug*
Solid dairy ... 10 @12 now Boy, -iweet Cuba .
Country Rolls ... 11®18 Snow Boy, 30 10c 2 % 8 16 igg st dTaéJS No. | A ru lleak Cream
c ngnnfedzlvllgats 3 60 Go:d Dust, 24 large ..4 50 Swggt Cuba Sor - >landard» No.
orned beef, D 100- . ! ! i
Corned beef, 1 161 88 Rorkonne. 24 41b. % Sweet Burley, 5¢ STk Standard. Not i 8 80\aatg BUBLIE ho b e
Roast beef, 2 Ib 3 60 Pearline afweet Mist, /049 )l ] K aple, No. old i L i it
Roast beef. 1 Ib 195 Soapine . : Sweet Burley, 2 3801 i. gaglle. No. % [ sesl Iacslnslgér:eu iiifihi
Potted Ham, Vis 50 Babbitt's 1776 3 75 Tiger, % gross ; gapte. No. i
Tiger, 5c tins . Lvo. 1 Fibre -— Cirante JeBie
ég\tltleligg '—li—iHaaTn \\/éz §§ i??neonuers """ g ?8 lLJJR(c:Ig ngrllgll %g 30c
evile am, is.... Wisdom 3 80
Potted tongue. Vis .... 50 Soap Compounds ug Vé%sgieboards
Potted tongue. Vis .... 90 Johnson’s Fine L5100t Am- Savy is e
RICE Johnson’s XXX 4 25 IDrummond Nat
Fancy 7 @ 7Vi Nine O'clock .. 3 30 -« 3L
Japan S%g 6Vi Rub-No- More .3 8Sp™ mmond >*af
Broken .. 2% 3\ ng f Per doz- m
SALAD DRESSING Enoch Morgans Sons Battle Ax m. W
Columbia, Vi pint.....2 25 Sapolio, gross lots ---- 9 00[tracer kiteti unm m
Columbia, 1 pint .. 00 Ssapolio, half gro. lots 4 50f Big Four keoesftTi prsmted
Durkee’s, large, 50 sSapolio, single boxes 2 25UBoot Jack ... k»OZeftOES» p&icfc 4»
Durkee’s, small, 25 Sapolio, hand .....--——- 2 25»Bullion, 16 ox. . Wind cl imperials x4
Snider’s, large, 35 S'courine Manufacturing CofClimax Golden 1] fndow & feaners Mottoes 35
Snider’s, small, 35 Scourine, 50 cakes ....1 80 Days Work 2814 in Creaml Bar ..., 89
SALERATUS Scourine, 100 cakes ...3 50.Derby j*. peanut Bar «9
Packed 60 Ibs. in box. SODA 83 Hand Made Crms»
érrln dalnd Hammer -3 5% gllltd FI%dge 48 Wood Bowls Cream W afers e 46
eland's ... . . 0 ope, & -
Dwight’'s Cow old Rope 14 to . 58 ?,{,”,?nggrR,%%ka Béfries *9
L. P.. 3 00 Whole Spices G. P 32 i g
p Old Time Assorted X 7»
88 ﬁ”SP'Ce IJamal((:;a e 1131 grangey g? Buster Brown Good S S*
spice, large Garden 1l 0. T. W. .. Up-to-date Asstm’t 3 *»
Cloves, Zanzibar ....18 Horse Shoe 43 a _
Granulated, bbls.. 80 Cassia, Canton ... Honey Dip T 45 WRAPPIIK H—g[} gg:lk(ee Moe )S( :»5»
grggﬂllg{gg %goplzgs gg gasma 5Acfp_kg doz.......25 Joll¥ Tar .. gg Ten Strike. Summer
inger, rican - 0Z. ... 90 assortment --—————- .
Commson S rades ?Algcgeer P%ggrrl]m &eyns;tone Twist 468 . assortmsg& Cars
................. I *
100 3 I, sacks .2 40 Mixed, Noo T KMl ng iifIrftarii. Manila' ], tCracker Jack .. X
y P Butchers’ Manlia ...2%, Glggle 5e pkg. X i
n _
60 5 Ib. sacks ... 2 25 Mixed, No. Carrot .. pAs) <13 c Ball 200 5 |S
28 10Vi Ib. sacks 2 10 Mixed, 5c k s."doz Peach 40 Why Butter. & . I'pop Corn Balls »
56 Ib. sacks Nutmegs. %g Plecanﬁce%'wm o 45) Butt vaur %g 'éﬁull\llllgfnléggs §(asft
28 Ib. sacks Nutmegs 105-110 . Piper Heidsick +. 69] ax Butter, rCAKE G005 ;i
W flrs3w Pepper, Black ... Redicut, 1% oz. Maglc ;Adi;r 1 i5i Putnam M%nthol g 1M
56 Ib. dalry in drill bags 40 pepper, W hite Red Lion . 30[sunlight, 3 doz .1 Ot Smith Bros. ... Xs
28 Ib. dairy in drill bags 20 pepper, Cayenne ... Sherry Cobbler, 10 oz, 2#] gnt, ioz . 5ft| MUTS—W M »
Solar Rock Paprika, Hungarian .. Spear Head, 12 0z........ 44] .1 1S Almonds, Tarragona.
56 Ib. Sacé%m-rﬁaﬁ ------------ 24 Pure Ground in Bulk Spear Head. 14% oz .. 44fy<_<>><<* IVFUhm £ .1 00iAlmonds. £*raise .
Granulated, fine 90 élllsplce ZJamglca """" ‘15 Bpear Head, 7 oz. .— 47 figasT ffnam, 11%doz. , 5% Aimi#>ncEs, Caldoois
Medium, fine ... % Cassia Canton Souare Deal ... - FRESH FISH = softshee ...
SALT FisH 1Ginger, African Standard '
Cod Mace, Penan
Large whole @ Nutmegs 75980 ﬁcvnPeT'TﬁL 1
Small whole .. 7 IPepper, Black lankee Girl ; 32
Strips or bricks 7%%10% Pepper, White .18 0 T T e
Pollock 5 Pepper, Cayenne : TV|VINE
) Paprika, Hun arian .45  Gotton, 3 ply
%th”psk . %g ,% Cotton, 4I ply
unks . . c -
Holland Herring Kingsford, 40 Ibs Hg)cmry
T. M. wh. hoop, bbls 11 50 Muzzy, 20 lib. pk ..
T. M. wh. hoop, %bbL 575 Muzzy, 40 lib. pkgs. .5 Wool, 1 tb bales hestmits, Mew York
Y M. wh. hoops kegs 75 Glo . atate, per bo
Y k' wh. hoop Milchers o ngsford HI%(rI]aIl%Tjd agg eleelfjledrer p )
€gS ... 5_Silver Gloss, 40 libs. %.
Queeng bbis .107%ilver Gloss, 16 3lbs. 8% State Seal sugar . Spanish Peanuts .
ueen, %bbis 550 i 9 grain pure white ecan Halves MS
Q n ®liver Gloss, 12 Mbs. 8% EA 608 00K Walnut Halves . . iti
Queen, eg§I'ro 48 11b. pack;gzezg 5 WICKING IMackerel ..o e rtie M s 2o
No. 1, 1001bs 75006 51b. packages " 29 No. 0pergross .3 1Finnan Haddie . _12P& Alicante HiiumwlS #68
No. 1. 4 2512 61b. packages ) No. 1 per gross ;Roe Shad ...... Jordan Alasen#» - #«m
' §0 501b. boges g ) No. 2 per gross Shad Roe. each .
 No. o Ne- V\%ro ENWARE lSpeﬁToegsBZsr\SrD "'F'fE'i'_'%s % Faé]g?a/stgd P.Bans 3 TT¥
‘Mess, 100 1bs 16 50 Barrels 3 Baskets Choicer ram, E& P, Jim -
Men, 40 Ibs... 7700 Half barreis 24 Bushels ... £ 0S Green No.
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Specia

AXLE GREASE

Mica, tin boxe;

Paragon
BAKING POWDER
Royal
10c size 90

%Ib. cans 1 35i
60z. cans 1 90j
%Ib. cans 2 501
%R>. cans 3 75
lib. cans 4 80j
¢Ib. cans 13 00 j
5Th. cans 21 50 j

YOUR
OWN
PRIVATE
BRAND

W abash Baking Powder
Co., Wabash, Ind.

80 oz. tin cans
32 oz. tin cans
19 oz. tin cans
16 oz. tin cans
14 oz. tin cans
10 oz. tin cans
8 oz. tin cans
4 oz. tin cans

32 oz. tin milk pail ..2 00
16 oz. tin bucket...... 90
11 oz. glass tumbler .. 85
6 oz. glass tumbler .. 75
16 oz. pint mason jar 85

CIGARS
Johnson Cigar Co.’s Brand

t\'W /

S. C. W.. 1000 lots __ 31
El Portana .33
Evenin
Exemp

Worden Grocer Co. Bra'r.1d

Ben Hur
Perfection ...
Perfection Extras
Londres
Londres G
Standard
Puritanos ..
Panatellas, F
Panatellas, Bock
Jockey Club

COCOANUT
Baker’s Brazil Shredded

10 5c pkgs., per case
36 10c pkgs.. per case
16 10c and 38 5c pkgs.
per case ... 2 60

CLOTHES LINES
Sisal
60ft 3 thread, extra..
72ft 3 thread, extra..
90ft 3 thread, extra..1 70
60ft 6 thread, extra..1 291
(2ft. 6 thread, extra.

Plymouth Rock

MICHIGAN TRADESMAN

| Price Current

Jute SAFES
90
105
150
Cotton Victor
.1 10
1 35
.1 60
Cotton Windsor
1 30
1 44
% S]oo Full line of fire and bur-
glar proof safes kept in
Cotton Braided stock by the Tradesman
50ft. 135 CompanY. Thll’tﬁl-flve sizes
40ft. "~ g5 and styles on hand at all
60ft. 1 g5 times—twice as many safes

as are carried by any other
house in the State. " If you
go are unable to visit Grand
10 Rapids and inspect the
line personally, write for
quotations.

Galvanized Wire
No. 20, each 100ft. long
No. 19. each 100ft. long

N

COFFEE
Roasted SOAP

Dwinell-Wright Co.’s B’ds | paayer Soap Co.'s Brand

100 cakes. large size. .6 50
50 cakes. large size..3 25
1100 cakes, small size..3 85
150 cakes. small size..195

Tradesman Co.’s Brand

White House, lib.

W hite House, 21b. ...
Excelsior, Blend, lib
Excelsior, Blend, 21b.
Tip Ton. Blend, lib.
Royal Blend

Royal High Grade Black Hawk, one box 2 50
Boston Combination ... iBlack Hawk, file bxs 2 40
Black Hawk, ten bxs 2 25

Disti United by

TABLE SAUCES
Grocer Co.. G-and Rapids;
iee & Cady, Detroit; Sy. Halford, large
nions Bros. & Co.. S'agi- Halford, small
naw; Brown Davis &
Warner. Jackson: Gods-
mark. Durand & Co.. Bat-
tie Cieek; Fielbach Co..
Toledo

FISHING TACKLE
to lin...
lit to 2in...
114 to 2in.
%%_ to 2in

Use

Cotton Lines

No. 1.10feet 5

No.  2.15feet 7

No. 3.15feet 9

No. &idfest g

0. .15feet .. .

No. 6, 15 feet 12 T d “l

No. 7,15feet .15 ra eS an
No. 815feet .. .18

No. 9, 15 feet .20

Linen Lines

Bamboo. 14P1?tlfsper doz. 55 Coupon

Bamboo. 16 ft., per doz. 60
Bamboo, 18 ft., per doz. 80

Books

Small size, doz...

Large size, doz... Made by
GELATINE

Cox’. 1 doz. large __ 180

Cox’. 1 doz. small .01 00

ﬁnox's gparming, tioz.:ul1 %g Trad C

nox's arkling, gr.

Nelson's partin g ..... g ......... 1 50 ragesman ompany
Knox's Acidu'd. doz. ..1 25

Oxford 7!

Grand Rapida, Mich.

Lowest

Our catalogue is *“the
world’s lowest market”
because we are the
largest buyers of general
merchandise in America.

And because our com-
paratively inexpensive
method of selling,
through a catalogue, re-

duces costs.

We sell to merchants
only.

Ask for current cata-
logue.

Butler Brothers

New York
Chicago St. Louis

Minneapolis

February 22, 1911

When in
Doubt
Telephone
And

Find Out

You can reach all
points by long
distance tele-
phone, if
you

Use
The
Bell

Hart

Little Quaker
Peas

Are Delicious

JUDSON GROCER CO.

Distributors

Grand Rapids, Mich.
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BUSINESS CHANCES.

Wanted—To buy, at once, small stock
of general merchandise in a small town
or would like location for a new stock.

Address Business, care Tradesman. 223

Good opening for two first-class stores.
One grocery and one dry goods at Stur-
is, Michigan. Suitable location available.
arge business room with fine well light-
ed basement. Centrally located. Ad-
dress R. S. Tracy. 22

Will pay cash for stock of shoes and
rubbers. Address M. J. O., care Trades-
man 221

For Sale—A good clean stock of dry
goods, shoes, gents' furnishings and
crockery in one of the best little towns
in Michigan. Population 400, with ex-
cellent surrounding country. Stock will

invoice about $4,000.
but a good clean stock. No competition.
Strictly cash business. Doing nearly
$10,000 per year and chance to increase
sales. Cash consideration only. Write
G. W. Reuter, Onondaga, Mich. 219

To Merchants Everywhere

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

COMSTOCK.-GRISIER SALES CO. .
907 umo Building loiedo, Ohio

Have no bargain

_ There has been millions of money made
in the mercantile business. You can do

as well. We have the location, the build
|nF and the business for you. We have
all we wish and want to get out. Write

us for_full information.
care Tradesman.
For_Salo—To the trade only,
rels Tarpentine (substitute for (
tlneP, in lots to suit. Samples and prices
mailed upon request. The Alcatraz Com
pany, Dept. C.,, Richmond, Virginia.218

Address No. 220
220

250 bar
turpen

tor Sale—One of the best drug stores
in best location in small town in State
New stock. Expenses very light. N
cut prices. Cash business. Reasons for
selling. If you want to buy, write. Ad
dress Drugs, care Tradesman. 1
Wanted—To rent store building in
Grand Rapids or Southern Michigan, any
ood stand near running creamery, Hoi
and or German town preferred. No dead
town considered. Give full particulars
size of building, location, why for rent
or vacant, terms, etc. Address R. A
Gouwens, South Holland, 111 216
For Sale—620 acre farm, 100 acres
timber land that has been cleared several
ears in cultivation, 100 acres timber
and not cleared, 420 acres prairie land
about 300 acres of which can be put in

rice; good improvements, all fenced, fiv
houses and 'large barn.  Will accept
$10,000 of purchase price in other prop
etry. Price on the 620 acres, $40 per
acre. Address R. H. Woolfolk, Stuttgart
Ark. 215

Bring Something to Pass

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

For Sal©—A merchandise peddling wag
on, built for carrying groceries, notions
shirts, overalls, oils, etc. For particular
address J. F. Schwitters, Prophetsttﬂ/
m 4

For Sale—New stock of general hard-
ware in good town. Address No. 176,
care Michigan Tradesman. 176

For Sale®Two automatic coin slot

weighing scales, $30; in good order; they

are moneymakers; all profit. Our town
now licenses these machines is mg rea-
non for selling. W. F. Ziegler, Salina,
Kan. 213

For Sale—OnIly lunch room in village of
1,200, also handle candy, fruits, ice cream
soda, cigars and tobaccos. New peanut
and popcorn machine cost $218. Doing
%ood business. ~ Building 15%x50, store
5(6x30, three living rooms. $1,500 if tak-
en at once. Ill health only reason for
selling. A. Holsaple, Wittenberg, WIS:'LZ

To Rent—An A No. 1 location for a
dry goods and shoe store. Write for
particulars. Address H. T. Poppen,
Peoria, M, 224

inserted unJder
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BUSINESS-WANTS DEPARTMENT

this head for two

in -et non. No char/-: j«>

TYPEWRITERS. I
Typewriters of all makes. Fully guar-
anteed. Free trial anywhere. Send
catalogue and special prices. W. W hite-I
head, 30 uasalle St., Chicago, 111

$2,500. Will sell for $1.600 if sold q
forlAddress W. C. P., care Tradesman.

__| generaj

For Salo—Drug stock and fixtures Wo_rtkh
uick,
M1
por gaje—One of the oldest established’
merchandise and milling busi-

For jsale—ijsplendidly equipped _drug Inesses in Michigan, located at Comstock  Safes Opened—W. f* Sloeum. jaié 3K-
tore, eclean stock, domg: good business. | park, inventorg" taken January 5, shows|8ert aiuti Locksmith ® »jttawa street.
rowing _agricultural district, splendid lgroceries $1,288.78; dry goods, $2.247.18; rand Rapids. Mich IM
opportunity, owner retiring from drug Icoots, shoes and rubbers, $1,581.28; hats i «scosu-iit  JARCAWIM
business. " J. Holden, arion, Mich, and caps, $137.49; hardware, $310; drugs ist heaD J eiifress k. K Ta%
22« ' land paints, $1,078.58; flour, feed and Kﬁ%ﬁiegn e‘rsgdésman : " 5B
For Sale—General hardware slock, «rain. $562; store fixtures, ae- g > ’
Northwestern Ohio tow™ 2500 ooDula-1 counts receivable. $24**T> horses, -e- rtELi> '
lion. An_Al business. Address Room }_”hld;s_tand harngsses,k $502.00. Cfofme and
1 ' "I look it over and make me an offer,
Wallace Theatre Bldg., Peru, Ind. 211 ey B Carter, Receiver, Plumb-Hayes
For Sal©o—Stock of bazaar goods in| Mercantile Co., Mill Creek, Mich. 166
good Southern Michigan town of 2500j g-or —Grocery and shoe stock in
nnabitanis. Doing a paying business. [5}ve town Central ‘Michigan. One ‘'orn-
nyoicts about $2.«00 to $2,u00. Good op- I petitor. Address No. Ill, care Tradew-
portunity fur one W|sh|ng to continue the [ ni>n n
Address No. 210, care Traéjl%s- Cash for your business or re;
_ I bring buyer and seller toget
For Sale—Stock of bazaar goods, in- matter where located if you wan
oicing *0,00j. Can be reduced. Will «ell or exchange any kind of be
sell cneap if taken soon. Located in roperty anywhere at any
good live town, 10,000 population, east[Frank P. Cleveland. Real E
hore Lake Michigan. ood reason foi 1281 Adams Express Bu
selling. Address No. 20 care Trades- [linois.
man. 209
i2or Sale — Strictly modern grocery of merehandise. Must be cheap. H. _
stock and fixtures. Fine trade. Best Kaufer. Milwaukee. Wis 92 jwho will take % i i
town in Michigan, General delivery. Ad- For Silie—Res-iciér.ee, store building and 1City Civ and enr_ zim as©»1 SE »
dress A. E. Motley, No. 1 Windsor Ter- stock of general merehandle»*. Good fo- ; tr on. lease for ft tféftii of yesw».
race, Grand Rapids, Mich. cation on_two railroads and in center of 1lLease preferred. wsmym
l(:jord IRaIe—One of best Iitéle r?roc'edry dcalry r<\évr:r&terr¥§ert);-lbuitl?r¥eetlotharggsménvf%nr )
an elicatessen stores on outh side. Camp ¢ ry. , i i i aerai -«tor* Mmiar
with living rooms, steam heat, hot celling. E”hqu“’e fR o IF_’ R_Roberésond.' Warr-ri CVrii =nr ne e o
water. Rent only $20; nice location. Ad- Uiphisan or Rva lesrs. san
dress O. Hamilton, 4342 Cottage Grove ;Creek. Mich. ... IEwiCs 3br
Ave., Chicago. 206 : —Wanted—Stock

Jewelry and gents' furnishing
west side, doing nice business;
portunity for any young man
oing into business; first-class trade;!
ong lease for cheap rent; good manu-1
facturing center; watchmakers look intol
this, as | have fair watch trade; mustJ
sell as about to leave Detroit. Address!
No. 204, care Tradesman. 204
ortunity in good

Splendid dry goods opX

country town  of 1,400, Al farming eoun-1
try. Stock in good condition, a chance to

step into a good live business. Store has

good reputation and standing in the com-

munity. Owner has other business in-

terests and wants to_sell at once. Ad-

dress W. E. C., care Tradesman. 203

For Sale—Stock of grocery fixtures,
Toledo Computing scale, American Slic-
ing Machine, etc. Oscar Hesse, Howell,
Mich. 202

For Sale—Stock of
furnishings in one of the best country |
towns in this State. Is a moneymaker. |
Owner retiring. Agents need not apgly.l
Address No. 2ol, care Tradesman. 201

For Sale—At a great bargain,
new up-to-date stock of clothing
gents’ furnishin?sA Would
about $6,500, including fixtures.
store, best location in city.
Mercantile Brokerage to.,
Mich.

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

We buy and sell all kinds of mining, J
bank stock. Life Insurance Co., Gas &
Electric Light Co. Anything in the in-1
vestment line. W rite us for information.
C. S. Mather & Sons, Chicago, Il 187 |

New Mexico, Pecos Valley Irrigated
land to exchange for land, city propert?/
or merchandise. Blair & Co., Roswell,
New Mexico. 185

Drug store
fancy goods,
books,

store, 1<
good_ op-1:
desiring |

shoes and men's|

brand
i and |
inventory
Corner
Enquire at
Bay City,
191

in small town,
books, stationery, school
soda fountain, etc. Nicely fitted
out. Inventories about $3,000. 1 have
other business and must sell quick.
Terms made to suit purchaser. Address
No. 182, care Trademan. 188

For Sale—A stock of general mer-
chandise in a resort town on the A. A.
R. R. in a fruit belt and good farmin
country. Stock $6,000. Good trade. Cas
system. Address Box O, Beulah, Benzie
Co.,Mich. 8

For Sale—Bakery and restaurant Must
sell at once. F. W. Stears, Constantine,
Mich. 77

For Sale—First-class grocery store and
fixtures in Flint. Other business com-
els me to sell. Address No. 172, care

radesman. 772

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

l«*

wall paper,

second-
chairs and

general merchandise

Here Pointer

Yoar advertisement,
if placed on this page,
would be seen and read
by eight thousand of
the most progressive
merchants in Michigan,
Ohio and Indiana. We
have testimonial let
ters from thousands of
people who nave
bought, sold or ex-
changed properties as
the direct result of ad-
vertising in this paper.
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Canned Hominy.

The canned hominy industry was
originated by a man by the name of
Hopkins in 1894, in New York State.
The firm that packed it placed it all
over the country and for a time it
was a great seller and seemed des-
tined to develop into an enormous
business; but the packers went
wrong in the process and the hominy
developed “sours.” The industry was
taken up by others with better suc-
cess.

The method of preparing hominy
fot canning is similar to that used
by our grandmothers in the making
of the old-fashioned lye hominy, ex-
cept that packers use caustic soda
in removing the hulls instead of the
old-fashioned wood lye used by our
ancestors.

It is prepared from select white
corn, and, as stated, the hull is re-
moved by caustic soda and thor-

oughly washed and processed similar
to other canned goods.

Hominy packers have been wup
against two serious propositions, to-
wit: Sour hominy and black hominy.

Sour hominy is really a misnomer.
It should be called sweet hominy, for
when hominy is in this condition it
is not sour but has a sickening sweet-
ish taste. Not one person in ten de-
tects it, and in nine times out of ten
it is eaten for good hominy. Any
hominy that has a sweetish taste is
sour.

Black hominy has caused hominy
packers more loss of sleep than any
thing else, as no chemist has yet
been able to- ascertain the cause of
it. The hominy turns black in the
can after it is packed and no one
has been able to find why it does
it. The peculiarity of it is that, take
a day’s pack, it will not be found in
the entire pack, but only in spots,
and there may be months when none
of it will develop and then it will
suddenly show up.

Canned hominy is a wholesome ar-
ticle. It is fast establishing itself as
a favorite dish with the American
people. It is extensively used in the
South and West and in the states of
Illinois, lowa and Ohio, it has
never gained a foothold in Eastern
States. The industry is growing by
strides and bounds, and the day is

not far distant, perhaps, when as
much of it will be used as canned
corn.

Canning Codfish.

A recent consular report points out
that the cod taken from the Gulf of
St. Lawrence and at once prepared
for the table is a delicacy far supe-
rior in appetizing appearance and
flavor to the dry cod of commerce. A
method has been found to can this
fish as it is taken from the water
The canned product, in appearance of
whiteness and delicacy of flavor,
comes very near the fresh cod. The
cod may yet become a real aristocrat
among fish. Experiments in the can-
ning of cod have been carried on
for some time in Prince Edward Is-
land by an American firm of lobste»
packers which operates a number of
canneries in that Province. The re-
sults are most encouraging, and a
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market has been found for the out-
put. The fish is first pickled, then
steamed and put into cans of com-
mercially convenient sizes.  The
method requires that the fish used
be fresh from the water, at once
thoroughly cleansed, and that the
cans be absolutely pure and free from
all deleterious matter. Unless the
highest degree of cleanliness is ob-
served the product will not keep.
Properly done up the canned cod is
a guaranty of absolute purity. The
canned fish may soon drive the dried
from the market. If the canning
process proves as successful as it
promises to be, it will open up a
widening market for the cod and
other food fish of the North Atlan-
tic waters. An increased demand for
canned fish will result in the expan-
son of the fisheries and in higher
prices. The cod is the leading food
fish caught in the North Atlantic.
The value of this branch of the fish-
eries to the Dominion of Canada is
now nearly $4,000,000 annually. Since
1869 the cod has yielded Canada an

income of $150,000,000, leading sal-
mon, lobsters and all other spe-
cies.

Why Some People Do So.

The average merchant seems to
feel that people patronize mail order
houses simply because they have a
grudge at the merchant.

This is by no means altogether
true—it may possibly be in some in-
stances, but not always. Many a man
sends to the mail order house for
goods when he has nothing but the
warmest kind of friendship for his
local merchants.

Then, you ask, why does he not
patronize the merchant if he feels
friendly toward him? Well, there are
many reasons. Take, for instance,
the farmer. He does not always buy
all his goods from his home merchant
for the same reason that you do not
always buy all the goods you buy in
a certain line at a certain store in
your own town.

Farmer Jones may not feel any en-
mity toward merchant Johnson, still
he may not do all his grocery trading
at Johnson’s. He does not do all
his trading in the home town for
some of the very same reasons. Per-
haps while looking through the
big catalogue he saw something there
that he had not seen in the local
stores, something that appealed to
him. Now, the merchant may have
had the same thing in stock—but he
had failed to tell Mr. Farmer Jones
about it. The mail order house did
tell him that they handled the article
and the mail order house got the
business. You have no doubt done
the same trick many and many a time
when you have gone to market in the
big city. You have seen a number
of articles that struck your fancy
and you bought them. Then when
you got home your fellow merchant
across the street said to you that he
carried a full line of the same identi-
cal things—but then he had not told
you about it, so you patronized the
city merchant who, did tell you,
though you were a close friend of
your fellow merchant.

Now when the catalog house has
caused the customer to take the first
step it is easier to cause him to take
the next. Here is where their power-
ful salesmanship comes into play.
They make a point to get his interest,
they show him something that ap-
peals to him and arouses his interest
in their goods and he buys without
giving the local merchant the slight-
est thought.

So, Mr. Merchant, when you see
one of your customers sending away
for goods do not jump at the conclu-
sion that the person has turned
against you, but get busy and see if
he is not doing it simply because
your catalog house competitor is
using a higher type of salesmanship
than you are using in your business.

Select Oysters Scarce.

The present season in the oyster
industry promises to surpass the de-
mand of any previous year. While
the Chesapeake Bay and its tribu-
taries have furnished a fair supply
of bivalves to meet the demands of
iocal and out of town trade, select
stock has been scarce. The supply
of raw stock as a consequence has
largely been drawn from the stand-
ard catch of dredge boats and tong-
ers.

Notwithstanding these conditions,
Maryland still maintains her position
in the front rank of oyster-produc-
ing states, furnishing a grade unex-
celled in quality and flavor far ahead
of all competitors, says the American
of Baltimore. Baltimore oysters es-
pecially, whether canned or in the
raw state, need no further advertise-
ment other than that they are from
the waters of the Chesapeake Bay,
where they do not need any artifi
daily fattening process to place them
among the most edible and whole-
some food to be obtained.

Voicing the opinion of a well
known packer, oysters, like all other
food products, were given much un-
due notoriety during the “pure food
agitation” of several years ago, but
as most of the attacks were unwar-
rantable, the result was to bring the
facts regarding oysters to the atten-
tion of the public.

Taken as a whole, the production
of the oyster as a food article has
been carried on under ideal condi-
tions, but being alert and inclined to-
ward every improvement which sci-
entific investigation might suggest,
the packers, instead of opposing the
authorities, co-operated with them,
and the result is that the public eats
its favorite oyster with a full knowl-
edge of its cleanliness, purity, abso-
lute lack of adulteration, and the
gradual return of confidence has
stimulated an unprecedented demand.

Detroit—The Canfield Manufactur-
ing Co., manufacturer and dealer in
leather goods, has merged its busi-
ness into a stock company under the
same style, with an authorized capi-
tal stock of $5,000, of which $2,500 has
been subscribed, $500 being paid in in
cash and $750 in property.

The brotherhood of man does mean
better wages, but it also means bet-
ter work.

February 22, 1911

Grand Rapids Grocers.

At the regular semi-monthly meet-
ing of the Retail Grocers’ Association
of Grand Rapids, held Feb. 21, the
President and Secretary gave their
reports of the State convention held
at Port Huron. Wm. Drueke gave
his version of the convention from
the traveling man’s standpoint. The
members were urged to keep in
touch with the trade condition of the
State by taking one or more trade pa-
pers.

It was decided to make a special
campaign for new members and to
try to have at least 200 members by
the time the next State convention
meets at Traverse City.

The annual banquet date was dis-
cussed and it was about decided to
hold it in the Press building March
27. The date was not decided upon
definitely.

The question of handling goods
such as baking powder and other
package goods which contain coupons
or tickets, redeemable by the trad-
ing stamp companies, was discussed,
and some action will be taken at the
next meeting.

Butter, Eggs, Poultry, Beans and Po-
tatoes at Buffalo.
Buffalo, Feb. 22—Creamery,
28c; dairy, 18@22c; rolls,
poor, all kinds, 12@14c.
Eggs—Strictly fresh, 19@20c; cold
storage candled, 13@14c.

25@
16@18c;

Live Poultry — Fowls, 16@17c;
chickens, 16@17c; ducks, 17@18c;
old cocks, ll@12c; geese, 15@16c;

turkeys, 18@21c.

Dressed Poultry—OId cocks,
fowls, 16@17c; chickens,
turkeys, 20@25c; ducks,
geese, 13@14c.

Beans — Pea, hand-picked, $2.10;
medium, hand-picked, $2.10; red kid-
ney, hand-picked, $3; white kidney,
hand-picked, $2.50@2.75; marrow,
hand-picked, $2.30@2.40.

Potatoes—40c per bu.

Rea & Witzig.

12¢;
16@18c;
18@20c;

Detroit—A new company has been
incorporated to manufacture gar-
ments, millinery, etc., under the style
of the American Girl Garment Co.
The concern has an authorized capi-
tal stock of $10,000, of which $6,000
has been subscribed, $3,000 being paid
in in cash and $3,000 in property.

You can tell whether or not a man
buys his own clothes or his wife buys
them for him. If he buys them he
says “trousers.” If she buys them,
he says “pants.”

BUSINESS CHANCES.

Stockkeeper and receiving clerk for
department store. Experienced at hav-

ing charge of department. Can Install
up-to-date record system. Address A.
W. Coates, G. D. Falls Sta., Niagara
FaUs, N. Y. 230

For Sale—Stock of general merchandise,
invoicing $6,000; good farming locality.
Address P. O. Box 232, DeSoto, 1l

229

Thompson, the "Druggist, breeder of
single comb Buff Orpingtons, America’s
leading fowl. Birds unsurpassed. Stock
and eggs for sale. "Write me your wants.
Covert. Michigan. 228

W anted—Lady clerkingeneral store
with experience, knowledge of accounts
and trustworthy in every way. Enclose
testimonials as to character and ability
in first letter and state salary. C. B.
Mansfield & Co., Colling,Mich. 227


mailto:2.50@2.75
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"T’HE grocer really
doesn’t want
to sell bulk starch.

He realize?! the trouble
and loss hi handbm? it—
scooping and weighing: and
putting if in a paper bag,
to say nothing of the little
broken pieces which settle

at the bottom of the bin and which he can't well serve to his customers.

But what is there to take its place?

Argo—the perfect starch for all laundry uses—hot or cold starching—in the big clean package

to be sold for a nickel. That's the answer.

You don't have to explain it but once to your customer—f she tries it. she'll order it again.

To sell Argo—stock it.

CORN PRODUCTS REFINING COMPANY

NEW YORK

Here5 The Proof

Kelloggs ""Square Deal Policy Protects Both

Price Protected-
Trade Profits
Assured

No “Free Deals”
to induce
Price-Cutting

No “Quantity
Price” to favor
big buyers

Nothing to
encourage over-
buying goods

No Coupon
or Premium
Schemes

safa

Best advertised
and most popular
American Cereal

Iflumriwftri dnsZ&

GROCER CONSUMER B o

the same
*NO SQUARE DEAL POLICY
Some time ago | assisted in adjusting a fire loss for a grocer. Among the stuff set aside or adjustment of loss sustained
was a lot of breakfast food supposed to be damaged by smoke. 1 opened sevens! packages and round them not damaged
by smoke— but decidedly stale, and refused to make any allowance whatever on these. W e also found a or of packages Goads never
containing a biscuit—popular and well known. Upon examination | found these iecidediy rancid and jntir for Pood. | g‘sool’v?j(iltg
learned later that all these goods had been bought in large quantities in order to get he once; and. » is often the case;
the quantity could not be disposed of while fresh and saleable Age does not improve anything edible. There isa iinut
even to ageing Limburger and Rocheford cheese—where loud smell gives some class in he nostril of the epicure, but [ have
yet to find the first cereal or package foods, or foods sold in any form, that improve by age. and the sooner nanutaeturess
of food-stuffs change their system of quantity price and follow the "Square D eaf policy of a Battle Creek cereal the better S°|d_ m tf m
for themselves, the reputation of their product, and the better for the grocer. | just want to add here hat among foe Cereals thei

put out as damaged by smoke, none of which had the least trace of smoke, were "Kelloggs loaded: Cam

Flakes,” (and three other brands*) and others, not one of them crisp and fresh but KeHoggs Toasted Gan
Flakes. ~Why? Kellogg’s was the only cereal there not bought in quantity, single case purchases kept r
on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, considering quahtv', capital m
. ’ Pnce thea w
warehouse room, the square deal policy s the best and only policy for the Grocer.
* Names furnished on application. 30 €APCINPCMMPpY
* REPRINT FROM “UP-TO-DATE”
Edited by J. W. Rittenhooae, offiaai organizer of the Retail
Merchant’s Association of Pennsylvania, is, according to its

official tide “Published in the interest of the Retau Mer- ftppmmm mmmesM
chants of Pemisyhrama for the purpose of PromotingOr- profit to the
ganization and Maintaining in Pennsylvania the largest grocer

Body of Organized Merchants in die United States”

rr PAYS EVERYONE TO STICK TO

Sacked by the
Kifew— e
and



Thisisthe Scale

%

The merchant’s side of
the Angldile. In the cen-
ter is shown an enlarged
view of its famous com- largest dial used for any
puting chart. counter scale.

The customer’s side of
the Angldile shows

It will nay 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.

Angldile Computing Scale Company
110 Franklin St. Elkhart, Ind.

that buys Itself

pounds and ounces on.

RISCUIT, the

shredded

wheat wafer, can

be eaten in more

ways than any other

grain product ex-

cept bread, conse-
quently it is not only easy to sell, but because it takes part in so
many meals a package is used quickly. You can depend on lively

sales and a steady, constant all-year demand for

\

We help the sale of Triscuit by extensive magazine, newspaper,
street car advertising, by sampling and demonstration in connec-
tion with Shredded Wheat. It will pay you to push Triscuit be-
cause you can be sure it will please your customers. Just call at-
tention to its many uses as shown on the back of the carton. |If
your customers like Shredded Wheat for breakfast, they will like
Triscuit for any mealas a /oast, with butter, cheese or marmalades.

The Niagara
Shredded Falls
W heat New
Company YorK

We Employ No Salesmen

We Have Only One Price

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

business principle.

IN the first place our prices are lower because we practically have
no selling expense and in the second and last place, we count one
1/0 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

Common-Sense
On Safes

Grand Rapids Safe Co.

—Ask Us for Prices

Tradesman Building

Grand Rapids, Mich.



