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W A S H I N G T O N
Land of the W est! though passing brief the record of thine age,
Tht>u hast a name that darkens all on history’s w ide page.
Let all the blasts of fame ring ou t—thine shall be loudest far;
Let others boast their satellites—thou hast the planet-star.
T hou hast a name w hose characters of light shall n e’er depart;
T is stamped upon the dullest brain, and warms the coldest heart:

A  w ar-cry fit for any land w here freedom ’s to  be won;
Land of the W est! it stands alone—it is thy W ashington.

Rom e 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 w ings, though lofty they might soar.
W ere spread in false am bition’s flight, and dipp’d in murder's gore.
T h ose hero-gods, w hose m ighty sw ay w ould fain have chain’d the waves:
W ho fleshed their blades w ith tiger zeal, to make a world o f slaves;
W ho, though their kindred barr’d the path, still fiercely waded on;
O, w here shall be their "glory” by the side of W ashington?
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 w hen fell injustice threw  the challenge—sw ord to sword;
He stood the firm, the calm, the w ise, the patriot and sage;
He show ed no deep avenging hate—no burst of despot rage;
He stood for Liberty and Truth, and dauntlessly led on.
T ill shouts of v ictory gave forth the name of W ashington.

N o  car of triumph bore him through a c ity  fill’d with grief;
N o  groaning captives at the w heels proclaim'd him v ictor chief;
He broke the gyves of slavery w ith strong and high disdain.
And forged no scepter from the links, w hen he had crushed the chain.
He saved his land; but did not lay his soldier trappings dow n.
T o  change them for the regal vest, and "don” a kingly crow n.
Fame was too  earnest in her jo y —too  proud of such a son —
T o  let a robe and title mask a noble W ashington!

England, m y heart is truly thine, m y loved, m y native earth!
T hé land that hold’s a m other’s grave, and gave that mother birth.
O, keenly sad w ould be the fate that thrust me from thy shore,
And faltering m y breath that sighed, "Farewell for everm ore!”
But did I m eet such adverse lot, I w ould not seek to  dwell 
W here olden heroes w rought the deeds for Hom er’s songs to  tell.

A w ay,.thou gallant ship!” I’d cry, "and bear m e sw iftly  on;
But bear m e from my ow n  fair land to that of W ashington.”

Eliza Cook.

nP H E  special spring number of the Michigan Tradesman will be issued March 8 This will be one
most handsome editions we have ever published. The cover and advertising ca» s h h • l  , e

colors, and a large portion of the reading pages will be devoted to interesting and valuable I
spring styles.

We expect to send out a large number of extra copies, if you have a business friend wbc i n 
subscriber send us his name and we'will see that he receives a copy of this special number

Advertisers are requested to get their copy in as early as possible. If you are not a r g 1 d - t I
this edition will be a good one in which to test uie pulling powers of the advertis col *' * T*# 
Michigan Tradesman.



Our Brands of Vinegar
Have Been Continuously on the Market 

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

ing their approval on our brands for Q U A LITY ?
Mr. Grocer:—“ STA TE S E A L ”  Brand Pure Sugar 

Vinegar is in a class by itself, made from Pure Granular 
Sugar. To appreciate it you M UST recognize its most ex
cellent FL A V O R , nearer to Cider V inegar than any other 
kind on the market today—B EW A R E  O F  IM IT A T IO N S.

“ HIGHLAND'” Brand Cider and W hite Pickling  
“ OAKLAND” Brand Cider and W hite 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 Tim e,” 
eliminate ay mistakes and disputes WITH ONE W RITING, in the American 
Account Register System, wouldn’t you investigate its merits?

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

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

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

Fleischm ann’s

No
Cut«Down-Pivots in 

This Scale
We have built computing scales on all 

the known principles of scale construction, 
but our experience shows that our automatic 
scale with an actuating mechanism of two 
perfectly controlled spiral springs is the 
only practical and efficient basic principle 
on which an automatic computing scale 
canbe built.

Our 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. T h e  springs w ill n ev er w ear ou t.

Our co m p e tito rs  like to  ta lk  abou t our springs. T h e ir s ta tem e n ts  a re  ridiculous. 
Our springs a re  as p e rfe c tly  con tro lled  again st a c tio n  o f h e a t o r cold by ou r p a te n ted  
thermostat, as th e  th e rm o sta tic  co n stru c tio n  of th e  ba lance  w heel o f a  high-grade 
w a tch  con tro ls  th e  h a ir  spring.

B ew are o f C ut-D ow n-P ivo ts. If you do n ’t know w hat th ey  a re  o r how they  
c u t in to  your profits, w rite  us fo r d e ta iled  inform ation. P rac tic a lly  all heavy pendulum 
sca le s  use th is  dangerous and  im p rac tica l construction .

The BOSTON STORE. CHICAGO, w hich has used our sca le s  exclusively  for 
years, has ju s t p laced  an o rd e r fo r  30 of ou r im proved scales.

W hen buying com puting  sca les  be su re  to  g e t th e  b est. T hey a re  by fa r  th e  
ch eapest. If  you have old o r u n sa tisfac to ry  com puting  sca les  o f any m ake, ask fo r 
ou r exchange  figures.

W rite  fo r full deta ils. Your re q u e st fo r in fo rm ation  does not p lace  you under 
obligation  to ’us.

The Computing 
Scale Co. 
Dayton, Ohio

Moneyweight Scale Co.
58 State Street, Chicago

Qrand Rapids Office, 74 So. Ionia St.

District Sales 
Offices in All 

Prominent Cities
P lease  m en tion  M ichigan T radesm an  w hen w riting

Snow Boy keeps movi ng ou t -  Profi ts keep coming i n

m , ^
S ta rt y o u r Snow  Boy s a le s  a'm oving  

The way they grow will makeyour friends sit upand take notice
Ask your jobbers 

Salesman
Lautz. Bros.S Co. 

Buffalo,NY.
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M ETHOD IN  A DVERTISING .

Success is Not W on by Haphazard 
Hitting.

The successful advertiser does not 
work haphazard, or w ithout method. 
He knows just w hat his advertising 
should accomplish, and he directs his 
efforts tow ards 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 tha t the skill
ful advertiser should be able to find 
and eradicate. A dvertising is a 
"knowable quantity” to quote from 
the language gf one of our g reatest 
advertising experts.

Let us see w hat is m eant by m eth
od in advertising. I t  should be name- 
able or observable, if knowable. Ad
vertising though abstract in itself 
deals wholly with concrete things and 
in a concrete way.

A dvertising in general is either cre
ative or directive. I t  either creates 
a demand where none already existed 
or it directs existing demand into new 
channels.

T his m erchant, let us say, has in 
stock goods which are unknown to 
the buying public and for which a 
public taste or demand m ust 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 m ust be 
shown and its difference from all o th
er kinds explained so tha t the public 
may be led to enquire for it above 
o ther kinds now on the m arket. All 
the qualities which make for health 
in the user m ust be noted and the 
reader shown how it differs from o th 
ers in every respect. If this is prop
erly done, an in terest has been estab
lished in the food which needs only 
a repetition of the same statem ents 
in o ther 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.

This is a form of creative advertising.
In directive advertising many m er

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 num ber of people who buy 
their staples, groceries and all o r
dinary goods in other lines, from  the 
m erchants of this town. The demand 
for the staples which everyone uses 
is regulated by the num ber of people, 
hence m ust rem ain fixed unless more 
people move into this trade sphere.

A portion of this reasoning is cor
rect. B arring the slight increase dur
ing prosperous times and the addi- I

much of existing trade his way that 
one or more com petitors in his line | 
have found it best to  sell out and re 
tire or to remove their stock of goods [ 
to  another town. This frequently oc-1 
curs.

In creative advertising the m er
chant has the practical aid and co
operation of the w holesaler and job -1 
ber. This was not form erly the case,! 
but sharp com petition, the result of 
bringing so m any different articles 
on the m arket intended to supply the 
same needs, have really compelled 
these men to offer their assistance in ] 
creating a m arket for the goods in j 
order to  get the dealer to  handle j 
them. Thus, a traveling salesman 
presents a brand of rubber goods, 

ts, overshoes, etc., which the deal-
tion to the line of staples of goods er knows nothing about. put
formerly considered luxuries, the ha 
gross am ount of staples used does In 
remain about the same, or in other
words, it depends upon the num ber j and take on this 
of people.

But this does not prove tha t di
rective advertising is of no value to 
the retailer. These m erchants do not 
seem to  understand th a t for each in
a certain line there exists an oppor- j thing to make the new good 
tunity  to draw m ore of the present m ust do somethi 
demand to his store. W hat is now [

never heard of the brand before, 
uch a case, a m erchant will no t 1 

ive over an old, well known brand 
w one even if of- 

fered a larger profit than usual. H ej 
knows that a sm aller profit and a j 
steady demand is w orth more than a 
large profit with few and very irreg 
ular sales. The m aker m ust do some-

Iff tl
> introduce 

| selves and make their name coi
divided betw een half a dozen stores, am ong the peop
will make a good income for three of All tha t may be done to  esta
these stores. In  every tow n there the demand for the new line just
are usually one or more high class posed is a form of creative adve
stores of a certain line; one or two, ing for which the dealer has
not so good; a couple, very common, use or interest. I: the goods

Merely

are PrOTf d th
and tw o o r three m ere excuses for placed with him alone of all the deal- *,c h
stores.

D irective advertising on the part of 
tw o or three of these stores can be 
made to draw m ost of the existing 
demand, or trade to them  and away 
from  the poorer ones. H ence it is 
seen tha t directive advertising does 
not aim to establish a demand for 
som ething new, nor especially does 
it expect to  increase the demand, but 
it directs trade into new er and more 
w orthy channels. Sooner o r la te r it 
resu lts in reducing the num ber of 
stores in a town.

W e are not arguing for the estab
lishm ent of departm ent stores in ev
ery town. W e believe th a t a good 
grocer should rem ain a g rocer and 
no t strive to  expand by taking up 
hardw are or dry goods. L et him 
ra ther add som ething 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 legitim ate 
form of expansion in a business. But 
by his successful m ethods of store 
m anagem ent and the proper advertis-

ers in tha t line in town, he know s | m 
that all demand will come his way. te 
But if the tow n is large enough, suf- in 
ficiently scattered, or there are o ther I 
small tow ns near, the m aker of the I 
goods will place them  am ong o ther j of 
dealers in the line. Then our retailer j to 
sees a part of his trade falling off and | tr  
going to others and he rouses himself pc 
to the fact tha t he has a “very p resen t sp 
and lively need” to use a Biblical j te 
form of expression, for directive ad 
vertising to  call the dem and for the I 1 
goods his way and to  keep it there, i a 

W hat are some of the m ethods of 
directive advertising? There are three 
divisions, one of which is no t a very 
logical sub-division since it takes the 
name of the main heading. There 
are (1) A dvertising proper, which 
includes the use of the newspaper, 
store paper, personal or form letter, 
and all o ther means of attain ing pub
licity of tha t kind. (2) Store man
agem ent, by which is m eant special j idea 
sales, window displays, and in fact 
every point where there is contact 
between the business of handling the 
store and the buying public. (3) 
T reatm ent of the public, by which we 
mean the conduct of proprietor and 
sales people tow ards the buying pub-1 be

s at tall value witn 
or example, if the 
lave the best line c 
ny grocer in tow n / 
the average reader 
ie with this merch 
e this m erchant 
cialty of our Ch

Id 6

tea and 
sixty or

ing of them  he may have directed so lie.

make yo u a cup c>t tea tr om which
you can form ycmr own opinion.
Furthern lore, we select the: tea used
from an open ches t and offer to  sell
you any am ount oif the same tea  at
,'0c the pound. Am il  you; be con
vinced?” This state menit means
somethin g and infltlences a far larger
num ber t han ever call for tlte proof.

These are bu t a few of the many
ideas wh ich form the gre;at subject
of advertrising. I t  is5 w orthy the study
of the most intellec:tual sch<ila r  o r the
busiest village m erchant. I'.t m ust be
studied in both practical anid theoret-
ical fom se who expect to
use it wiith success . W e cl ose as we
began, atdvertising is not a haphazard
undertaking. C L. Charn her! a  in.
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W ASH ING TO N’S ADVICE.

It Means Something To the Nation 
To-day.

W ritte n  fo r  th e  T rad e sm a n .
T he 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 
w ith a green globe, over tne desk oi 
the old book-keeper.

As the clerk entered the low hum 
of a voice reached Ins ears. n e  nau 
made little noise m opening and clos
ing the door, and now ne walked soit- 
ly tow ard 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, " l ie  seems to 
have an idea tha t the Dem ocrats 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 w hatever plausible 
character, w ith the real design to di
rect, control, counteract or awe the 
regular deliberation and action of the 
constituted authorities, are destruc
tive to this fundam ental 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 m inority of the commu
nity; and, according to the alternate 
trium phs of different parties, to make 
the public adm inistration the m irror 
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.

“ ‘H owever 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 
governm ent; destroying afterw ard 
the very engines which have lifted 
them to  unjust domination.’ ”

‘‘W ho’s going to usurp the reins 
of governm ent?” asked the new clerk, 
as the voice ceased. “Show’ him to 
m el”

“I was just w ondering,” said the 
old book-keeper, w hether the new' 
Democratic House of R epresenta
tives will do the fair thing, or w heth
er it will play politics with the tariff 
and the approprition bills.”

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

“I t  will make a lot of difference 
to the business men of the country, ’ 
replied the old book-keeper, “w heth
er they go at their work with the 
interests of the people at heart, or 
w hether they play for points in the

political game. W ho 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 congressm an who 
w ants to get the glad hand when he 
goes back home? W ashington knew 
what lie was talking about when he 
spoke of com binations and associa
tions (representing either parties or 
trusts'! becoming potent engines by 
which cunning, ambitious and unscru
pulous men m ight be able to subvert 
the pow er of the people, to usurp for 
themselves the reins of governm ent.”

“ I do not see any combinations 
getting  hold of the reins of govern
m ent ju st yet,” laughed the clerk.

‘ Young man,” said the old book
keeper, “you do not seem to know how 
many in terests—‘business’ interests— 
have to give their consent before any 
law can pass the U nited S tates 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 G ov
ernm ent. There are a good many men 
in both political parties who w'ould 
rather see the republic go to  the 
dogs under their own adm inistration 
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 w ent on with 
his book:

“ ‘The alternate dom ination of one 
faction over another, sharpened by 
the spirit of revenge, natural to p a r
ty dissension which in different ages 
and countries, has perpetrated  the 
m ost horrible enorm ities, is itself a 
frightful despotism. But this leads at 
length to a more form al and perm a
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 com petitors, 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 w rote that, but 
whoever did is a crank. I guess our 
little party  fights w on’t put any kind 
of individual ruler on the throne at 
W ashington.”

“Y oung 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 adm inistration for cause, and 
then the new fellows play politics in
stead of correcting the evils which are 
complained of. T he man who w rote 
this knew wrhat he was talking about. 
He m ight have w ritten these words 
to-day as concerning present condi
tions.”

“H e’s a crank,” said the other. 
“W ho is he?”

“W ashington w rote this w arning,” 
was the reply. “You will find them 
in his farewell address. W as he a 
crank?”

“ I ’ve heard tha t he was next to his 
job,” admitted the clerk.

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

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

“ He m ust have understood how 
many different kinds of fools the peo 
pie would become,” was the grim  re 
ply. “H ere’s w hat he says about 
taking foreign possessions:

“ ‘If we rem ain one people under 
an efficient governm ent, 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 im possibility of 
making acquisitions upon us, will not 
lightly hazard the giving of us p rovo 
cation; when we may choose peace or 
w ar as our interest, guided by jus
tice, shall counsel.

“ ‘W hy forego the advantage of so 
peculiar a situation? W hy quit our 
own to stand upon foreign ground? 
W hy, by interw eaving our destiny 
wfith any part of Europe, entangle 
our peace and prosperity  in the toils 
of European ambition, rivalship, in
terest, hum or or caprice?

“ ‘I t  is our true policy to steer 
clear of perm anent alliance w ith any 
portion of the foreign w orld.’ ”

“Gee!” said the clerk. “H e m ust 
have seen w'hat was coming.”

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

“If you will look over the situa 
tion at present, you will see tha t the 
quarrels over the tariff are between 
local, or state, interests. General 
Hancock w'as right when he declared 
tha t the tariff was a local issue, al
though he got the m erry ha-ha for 
the rem ark 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 p ro 
tection of lum ber in order to  swell 
their profits. The W est would go to 
w ar with a flock of sheep on their 
flags in order th a t the price of wool 
m ight go up.

“And all the time the people—the 
common people—are paying too much 
for sugar,- and lumber, and woolen 
clothes. The G overnm ent m ight keep 
every sugarm aker, every sheep rais
er, every lum ber king, at the W al
dorf-A storia for life, with conse
quent luxuries, and then the people 
would be millions ahead every year 
if the prices of these commodities 
w ere kept down where they belong.’ 

“I guess you’re a free trader," 
laughed the clerk.

“N ot so you could notice it,” was 
the reply. “T here’s a middle ground

of common sense in the m atter. I ’ve 
long been w ondering if the new 
House of Representatives will find it. 
I ’m hoping so. T here 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, I wish tha t Edwin F. 
Sweet and all the o ther D em ocrats 
who have been elected in Republican 
districts, would get W ashing ton’s 
farewrell address and read it over 
carefully before they go to  W ash
ington. T ha t would help some. Then 
they m ight understand tha t they were 
no t sent there because they were 
Dem ocrats, but because the sentim ent 
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 pow er for a good 
m any years. If  they play politics 
they will get fired at the first op
portunity. L et them  study up W ash
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 w ith relation to  the experim en
tal postal savings bank indicate the 
hoarding of an enorm ous sum by 
those whose faith is no t in the tw en
tieth  century institutions w ith which 
m ost of us are acquainted. According 
to estim ates based upon the first 
m onth’s experience, the forty-six re 
ceiving postoffices will take in du r
ing the calendar year no less than 
$750,000, which indicates tha t with 
every postoffice in the country in 
w orking order the savings deposits 
for the first full year would approx
imate th ree-quarters of a billion dol
lars and perhaps even reach the b il
lion mark. T he fact th a t such an im 
mense sum has been hoarded, th a t so 
much actual cash has been kept out 
of circulation, gives a clear insight 
into w hat 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. W hile, of course, it is scarce
ly probable th a t succeeding years of 
full operation of the postal savings 
bank plan would draw  equal am ounts 
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 w hat 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 g lad to  give you any inform a

tion  regard ing  o u r m ethods, b u t o u r ideas 
com e ev ery  day . up-to -date  s to ck  o f new  ideas 
from  w hich you m ay s e le c t som eth ing  th a t  
will aw ak en  in te re s t, o r p re se rv e  th a t  in te re s t  
w hich is now  aw ake .

W rite  today  fo r  te rm s, re fe re n c es , e tc .

The Western Sales Co.
N ot In co rp o ra ted

99 Randolph St. f  hicago, Illinois
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IN  T H E  ORANGE GROVES.

Facts About a Fruit That Almost 
Everybody Eats.

W ritte n  fo r  th e  T rad e sm a n .
Los Angeles, F e b . 15—I have 

spent the past tw o weeks am ong the 
orange groves of South California 
and learned many facts in regard to 
the grow ing and m arketing of this 
fruit not known to m any of your 
readers who handle or consume the 
same. M any people consider an 
orange simply an orange, and yet 
there are so m any varieties produc
ed w ith qualities ranging from  excel
lent to  vile as to  astonish the unin
formed.

T he orange region extends from 
Los A ngeles to  the San B ernardino 
M ountains, nearly one hundred miles. 
I ts  w idth is from  forty to  sixty miles. 
T here are o ther sections in which 
oranges are grow n, but the above is 
considered the largest and therefore 
the m ost im portant. S tarting  at near
ly the level of the sea, the ground ris
es gradually to  the eastw ard until it 
a tta ins the altitude of 2,000 feet. On 
these slopes the oranges are grown 
and m arketed, and the quality of the 
fru it 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 im partial citizen 
of O ntario  where the best oranges 
grow, he would say unhesitatingly 
“The very best oranges grow n in tb  
w orld come from  the foothills oi 
Mt. Baldy. T hey are known as the 
M ountain View oranges, and when a 
box bears the ‘O. K.’ of the Moun 
tain View Packing and Shipping As 
sociation you can res t assured that 
you could no t obtain oranges of 
equal quality from  any other source. 
The citizen of C lairm ont will answer 
the enquiry by declaring tha t no 
groves equal those of the Clairm ont 
region for productiveness, flavor and 
juicyness, while the orange grow ers 
of Riverside H ighlands, Pom ona and 
o ther shipping centers will adm it tha t 
the Clairm onts and M ountain Views 
are good oranges, bu t they say they 
are not of equal quality to  those 
grow n on their own ranches.

O ranges ripen and are shipped from 
California every m onth in the year 
W hile there is to  the untrained eye 
no difference in the appearance of 
oranges th a t are ready to  pick and 
ship in the m onth of A pril and oth 
ers tha t m ust or should rem ain on 
the trees until the m onth of July, th 
experienced grow er knows there i: 
An orange th a t delights the eye may 
disappoint the taste  of the novice. Th 
cost of producing a crop of oranges 
is great. T he soil m ust be frequently 
fertilized and cultivated and long 
lines of trenches dug betw een the 
row s of trees for the purpose of irri 
gating the ground. W ater 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. F rosts are of 
frequent occurrence in the w inter sea
son, and while they are not always 
destructive, they make the business of 
the grow er precarious.

T he fru it is sorted and m arketed

through various agencies organized 
by the grow ers for tha t purpose. At 
O ntario  there are located three so rt
ing, packing and shipping w arehous
es. The largest employs sixty men 
and girls and five or six cars are 
loaded and dispatched to  the Eastern 
cities daily. Specially constructed 
m achinery 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 grow er why he did not 
ship his large oranges to  the m ar
kets of the East. H is reply w as: “Be
cause I can put nearly twice as many 
of medium sized in a box as I can 
of the large ones. O ranges are sold 
by the dozen in the m arkets of the 
E ast and N orth  and the dealer would 
ra ther sell two dozen(w hich he buys 
by the box) out of a box than  one 
Besides the medium sized orange: 
yield me a larger profit and I do not 
require so m any boxes for shipping 
my crop if I can sell the large size 
a t home.”

D uring the w inter season, when 
shipm ents are heavy, the cold w eath
er th a t prevails in the N orth  and in 
the E ast narrow s the m arket and ren
ders the business hazardous. W hen 

consignm ent to  the jobbers of 
Grand Rapids arrives a t K ansas City, 
for instance, the w eather prevailing 
in Michigan may be so cold as to 
require tha t the cars containing the 
fruit be routed to Cincinnati or Bal
tim ore or to some other m arket that 
may have an over-supply on hand but 
where the w eather conditions are 
favorable. Contingencies like these 
arise daily. The associations sell the 
fruit and pay the am ount received 
to the grow er less 20 per cent., which 
is retained until the close of the ship 
ping season, when the cost of the 
w ork done by the associations is de
ducted from  the am ounts retained 
from  the sales and the rem ainder is 
paid to  the growers.

I have talked w ith many owners 
of groves who declare tha t the busi
ness is unrem unerative. The long 
distances, from  tw o to  three thou
sand m iles; tha t the fru it m ust be 
shipped to  m arket, the high cost ot 
water, the frosts and the destruction 
of fruit in transit m akes it so.

Still, it is a g reat and an im portant 
industry. W hen the Panam a Canal 
shall be com pleted and opened for 
use, the grow er looks for im prove
m ent in his industry. In fact, it may 
be truthfully  said th a t about every in
dustry in California (all are m ore or 
less ham pered) expects to  derive 
great benefit when the ditch shall en
able shippers to  send their products 
to  m arkets by w ater, as they con
sider the rates of fre ight charged by 
the railroad transportation  companies 
too high.

T he farm ers and horticulturists of 
M ichigan are much m ore favorably 
situated to carry on their industries 
than are those of California.

T o  the expenses of the grow ers 
add the fact th a t in m any sections 
during the w inter season thousands 
of small stoves fed by distillate or 
o ther cheap fuel are placed between 
the row s of orange trees to  protect

them from the frosts. T he fires in 
these stoves m ust be rebuilt fre
quently and the expense is very- 
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.

U nscruplous grow ers and packers 
box up the poor, half-ripened or 
half-decayed fruit with the good, 
which accounts for the large num
bers of im perfect oranges the job
bers, dealers and eventually the con
sum ers receive.

California has been and still is 
cold. T ourists are w earing furs amt 
heavy wraps. T he rainfall is larger 
to date than usual

A rthur S. W hite.

A fter taking the 
out of the couti 
there will be a 
m ore than $300 
treasury  of the Ic 

T he Associati« 
a le tte r of thank 
N iagara Falls, ( 
the form er Secre 
G rocers’ Associa 
the convention 1 
the le tte r of tha 
m em ento of the 
Port H uron
W ellman is in
mittee >n is matte

O rigin of Slang,
W ritten  fo r  th e  T rad e sm a n .

Slang, the German word re 
creeps into o u r language in

P o rt H uron G rocers Happy.
P o rt H uron, Feb. 20—A t the meet- | 

ing of the G rocers and B utchers’ As
sociation last week the members 
showed them selves well satisfied with 
the recent State convention. The 
local men knew tha t they had made 
the P ort H uron convention the best 
ever held in any city in Michigan and 
this fact alone made them happy.

President F rank C. W ood pre
sided at the m eeting and called on 
each of the officers of the local As
sociation and the different comm ittee 
chairmen for their reports. Secre
tary  George S. Newberry. T reasurer 
E. N. Akers and State Secretary J. 
T. Percival made report? and all 
were accepted. The reports of the 

i comm ittee chairmen showed th at the 
different com m ittees had done much 
to  make the convention a success.

John A. Ryan, chairman of the 
Comm ittee in charge of the country 
store, made a report showing the 
receipts and expenses or tn e  -tore 
Follow ing his report he turned over 
to the Association a c^eck tor 
$639.69, the amount left after paying

->ur vigilane 
■jT six year

nders

5 tra t

;suit.

all stf >re expenses.
there is an accot
$135. which was <
iste (7. N. Y., con
the total receip
store up to $774.61

Mr. R yan’s rep
for much praise a

.ire a  awn r»m 
itanids maw

~Jnm
off

the Association pa 
to give Mr. Ryan 
ham, who worked 
the country store a

«tractive and 
jeprional oppo



i M I C H I G A N  T R A D E S M A N F e b ru a ry  22, 1911

SEWS OFTHE 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 D etroit, 
will engage in the jew elry business 
here April

Eaton Rapids—Misses Lena M at
thew and May H arris will open a fan 
cy goods store.

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

H arbor Springs—The C. W . Carr 
meat m arket has been purchased by 
John S tarr and J. F. Stein.

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

Grand H aven—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 establishm ent, Leslie J. 
Quinn, M anager, had a very success
ful opening last week.

Grand H aven—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 W ednesday instead of 
Monday evenings for the accommoda
tion of patrons after March 1.

H astings—F. R. Pancoast is clos
ing out his stock of jew elry and fix
tures at auction, and will retire from 
business, owing to  poor health.

Belding—T he 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. K err & Son has been 
purchased by J. M. Smith, of Avoca. 
and Em erson Cooper, of P ort Hope 

Litchfield—E. S. Stoddard has re
tired from E. S. Stoddard & Son and 
the business will be continued by 
H erbert Stoddard and W m. A nder
son.

Coldwater—F. E. Keyes, form erly 
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 m erchandise has 
been sold to George Nelson & Sons, 
of W hitehall, for 
$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

H art—John Fisher and Floren 
Fuller have purchased the Rhodes 
block and after rem odeling it will oc
cupy it with a line of general m er
chandise.

H oughton—Richard B. Lang, iden
tified w ith the dry goods business 
here for forty-one years, will incor
porate as the R. B. Lang D ry Goods 
Company.

Owosso—George A. McKenzie and 
B. N. M urdock have purchased the 
equipment of the People’s m eat mar 
ket, on W est Main street, and have 
taken possession.

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

Sparta—T he Sparta Lum ber 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.

D etroit—T he Builders’ E ngineer
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 Palm er has pur 
chased an in terest in Putnam ’s tin 
shop. They have consolidated th 
two shops and will continue the busi 
ness in the Densm ore building.

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

D urand—S. P. W ilkins and W i 
liam Moss, who lately bought th 
M cLaughlin stock onf merchandis

1 at Vernon, will move it here and open 
for business in the Brown buildin

C harlotte—George Hodgkinson, of 
St. Johns and F rank Kennelly, of 
D etroit, have form ed a copartnership 
under the style of H odgkinson 
Kennelly, to  engage in the m eat 
business here M arch 1.

Kalamazoo—The M ershon-B artlett 
Company has been purchased by F. 
B. Johnson, form erly M anager of the 
concern, and C. R. H oward, Cashier. 
The firm will be known as the John- 
son-How ard Feed Company.

D etroit—The Royal Valley Coffee 
Co. has engaged in business to sell 
tea, coffee and other food products, 

consideration of | w ith 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 g rist mill here, within 
tw o miles of his farm  in Kenockee

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 
E ast Main street, and will occupy all 
four floors w ith a wholesale and re
tail dry goods store. Mr. Stillman has 

string of stores.
Kalamazoo — A fter twenty-one 

ears in the hardw are trade, J. C. 
Bogard has retired, having sold his 
tock to  the Sprague H ardw are Co., 
hich will continue the business. R. 

A. Sprague, of V erm ontville, is the 
M anager of the new firm.

Pontiac—J. L. M arcero & Co.. 
bolesale dealers in confectionery, ci

gars, etc., have m erged their busi
ness into a stock company under the 
style of the M arcero M ercantile 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—W alte r V anderbilt, 
who recently resigned his position as 
Superintendent of the Crawford 
Chair factory, has purchased an in
terest in the W innie hardw are busi
ness, becoming actively associated 
w ith Tames W innie in the m anage
m ent of this old established enter 
prise.

H astings—H arry  Stowell, formerly 
of the firm of Stowell & W underlich, 
of Coats Grove, and W . A. Scott, for 
several years employed by W . A. 
Hall, have associated them selves in 

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

M arshall—The coming spring will 
see a num ber of changes in busi
ness locations. O wners of buildings 
are, however, slow about making 
leases as they are looking for higher 
ren t 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 occupieJ 
by J. Earl Nicholls, who will open 
a grocery store.

$3,500 has been subscribed and $1,400 township, w ith daily capacity
paid in in cash. seventy-five barrels of flour.

for
The

Manufacturing Matters.
D etroit — T he S tandard Foundry 

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

D etroit—T he T. F. Daigle Iron 
W orks has changed its name to the 
D aigle-Steger Iron  W orks.

D etroit—T he Chas. P. Sieder T ent 
& Awning Co. has changed its name 
to the Sieder M anufacturing Co.

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

D etro it—T he Acme Screw Co has 
engaged in business with an au tho r
ized capital stock of $30,000, all 
which has been subscribed and $3,000 
oaid in ip cash.

D etroit—T he W olverine Cedar & 
Lum ber Co. has been organized with 
an authorized capital stock of $30,000 
all of which has been subscribed and 
paid in in cash.

M ason—A rthur H ow lett has re 
signed as manager of the Mason

C ream ery Co. and purchased the 
business of N elson & W illiams, agri
cultural implements.

Oakwood—T he Lesse D etro it 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.

D etroit—T he D etroit Foundry & 
M anufacturing Co. has engaged in 
business w ith 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.

D etroit—T he Snedicor & H athaw ay 
Co., wholesale m anufacturer of shoes, 
has changed its name to the Snedicor 
H athaw ay 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 A r
cadia M irror W orks, w ith an au thor
ized capital stock of $15,000, of which 
$11,000 has been subscribed and 
$5,500 paid in in cash.

D etroit—T he Kinsey M otor Car 
Co. has been organized w ith 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  m anufacture 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  m anufacture and sell boilers and 
iron bridges, w ith an authorized cap
ital stock of $50,000, of which $25,000 
has been subscribed and $10,000 paid 

in cash.
D etroit—T he Phipps E lectric Auto 

Co. has m erged its business into a 
stock company under the style of the 
Phipps-G rinnell Auto Co., w ith an 
authorized capitalization of $100,000, 
of which $60,000 has been subscribed 
and paid in in property.

D etroit—T uttle  & Clark, m anufac
tu rers of harnesses, saddles, leather 
goods, etc., have merged their busi
ness into a stock company under the 
same style, w ith an authorized capital 
stock of $100,000, all of which has 
been subscribed and paid in in prop
erty.

Coldw ater—T he C. D. W arner Co., 
m anufacturer of medicines, has m erg 
ed its business into a stock company 
under the same style, w ith an au thor
ized capital stock of $5,000, all of 
which has been subscribed, $100 being 
paid in in cash and $4,900 in p rop
erty.

Corunna—The Fox & Mason F u r
niture Co. has increased its capital to 
$260,000. T his increase was made to 
perm it the purchase of the factory 
and business of the C orunna F urn i
ture Co. Officers of the new concern 
are: President, C. I. Fox,- A rcadia, 
V ice-Presidents, E. L. M ason, A. W. 
Green, C orunna; D irectors, the offi
cers and S. C. Brown, of Lapeer.
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GROCERY—  PRODUCE MARKET

I are still very reasonable and rice at j Coeoaxnxt 
[present prices is one of the cheapest per sack, 
foods on the market. | Crwibem

Provisions—Values closed a trirte

s—Me per 4am « 2 5

The Grocery Market.
Sugar—*The quotations are un- j 

changed, but raw s 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. T he differential 
betw een 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 g reater 
difference in price between raw  and 
refined than for some time past. Lo
cal dealers quote sugar a t 5.14.

Coffee—T he m arket has been un
settled and extrem ely nervous during 
the past tw o weeks, w ith prices go
ing both up and down. The option 
m arket has been forced down so it 
shows quite a decline on green cof
fee, but it will have to decline quite 
a little m ore before it will affect the 
m arket on roasted coffee to  any great 
extent.

Tea—The great activity in the m ar
ket caused by the no-color standards 
adopted by the U nited S tates Board 
of T ea E xperts has advanced the 
prices on all green teas 2@3c per 
pound, and even at the advance the 
sales have been rem arkably heavy. 
T he stocks of Japans, Gunpowders 
and Young H ysons have been bought 
up or w ithdrawn from the m arket to 
hold for advanced prices. The deci
sion of the Board to adopt only un
colored standards and work in h a r
m ony with the pure food law m eets 
with general comm endation, and it is 
believed that the change from green 
to the uncolored teas will gradually 
work itself out w ithout much dis
turbance and will be ultim ately bene- | 
ficial to the tea interests. Tt is cer
tainly a step tow ards pure teas and 
should be generally approved. The 
China m arket is unusually active and 
tea exporters are looking forw ard to 
heavy exportations during 1911. The 
shortage of o ther countries’ supplies 
will draw largely on the immense 
China stacks, and the fact tha t the 
adoption of Chinese tea as the bever
age of the German army, recom m end
ed by the German medical authori
ties, as m ore wholesome and ener
gizing than coffee is leading to the 
establishm ent of additional tea fac 
tories in t^e H ankow  district and ex 
tra  storage facilities in which the 
Governm ent is asked to  aid. Cey- 
lons and Tndias are firm and all va
rieties of teas have felt the advance.

Coffee—T he m arket has been u n 
settled and extrem ely nervous during 
the past tw o weeks, with prices g o 
ing both up and down. T he option 
m arket has been forced down so it

shows quite a decline on green cof
fee, but it will have to  decline quite 
a little m ore before it will affect the 
m arket on roasted coffee to  any great 
extent.

Canned Fruits—T here has been no 
I change in the prices of canned fruits 
• during the past week, but supplies are 
| not large in any line. Gallon apples 
are still firm and scarce, with prices 

l very high. T he supplies in the home 
| m arket are of a fair size with the 
I exception of plums, which are g e t-1 
ting well cleaned up and it is im 
possible to  get any more from either 
the E astern  or Coast m arket. T he j 
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 m arket, es- 
pecially on the three best sellers, 
which are corn, peas and tom atoes, | 
the m arket may be higher, as the 
demand is of a good size now and will 
w ithout doubt be much larger from 
now on. The shortage in cheap peas 
is being felt more keenly all the 
time and w holesalers who are sold 
out find it impossible to get any 
more supplies. There is no change 
in the m arket on tom atoes since the 
advance of about two weeks ago.

Canned Fish—There i* a slight in 
crease in the demand for canned 
salmon and sardines, which is thought 
to  be caused by the nearness of Lent 
and m ost of the retailers are stock
ing a little m ore heavily on tha t ac
count. The shortage is plainly visible 
now in both salmon and sardines.

Dried F ru its—The recent advance 
on raisins is well m aintained, even 
with the light demand which is gen
eral at this time of year. There is 
also a little shortage shown in some 
of the grades and 2-crown are sell
ing for nearly as much as 3-crown 
The m arket on apricots is the same 
as last week, but while prices are 
high, they are much below those of 

I a few years ago on apricots, and 
| there is a certain class of the trade 
tha t will have them, no m atter what 
the price is. The demand, however, 
is light for the time of year. The 
m arket on peaches is still low and 
they are the cheapest article in the 
whole line of dried fruits, but the 
demand is not large as yet. Prunes 
are holding just as firm as ever and 
stocks are low. C urrants and figs are 
holding at the same prices as q uo t
ed last week.

Rice—The m arket is much firmer 
than a short time ago and a small 
advance has been shown in some 
grades. The demand continues of a 

I good size from the retailer, as prices

[lower than a week agi 
hardly be said tha t t! 
weaker. The trade cot 
a larger run of hogs a 
Iation of product. P ad  
at leading centers 
slaughter of 115,000 nr

the season from Nov. 1 oi 
QO0 hog3, as com pared with 
far showing a year ago. Po 
at a decline for the week oi 
July, while May held steac 
[closed fnlYtC  low er and 
[unchanged to  2 ' ic  lower. La

-gg3

week last ; e r and l-ie 
, rra<rp ¿or Lem ons

sitm-

- Malagas.

-f3e  per ffit for 
lor  dark.

High

32:

The Produce Market.
T he usual w inter demanc 

“green s tu ff ' caused a slight  ̂
the local m arket this week. T1 
mand comes every year at tn- 

j bu t it is heavier this year than 
I cv ff oftTi before fi«ss 100i
I the price of lettuce so tha t fb< 
je rs are finding it difficult to  ! 
1 orders. T he same demand, n 
freely m oving m arket, has u 

1 fbe price or rndt^nc3’. C 
are also being offered and are 

l demand.
| In  speaking' of the w inter tra 
I commission men report a bann* 
in lemons, oranges and grap< 
The grape fruit sates have r 

I ed the m ost and in the opinion 
1 dealers the N orthern  people a 
[beginning to  enjoy this rrutt 
j dlers of grape fru it see the tun 
it will he as common as orana 
think it but a short distance o 

Apples—W estern. §2.25^3 p 
Bananas—Prices range fron 

i (fb2.50 according to size
Beans—$1.70 per bn. fo r ban 

ed; *2.7.>'i?3 fo r kidney.
Betts—aOc per bu.
B atte r — Local handler* 

cream ery at 26c for tubs and 
20c for No. I; packing stock. 

Cabbage—60c per doz.
f i r « 'Jlr
Celery—$1.50

50iS75c.
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T H E  BARGAIN-HUNTER.

Good Judgment Required To Avoid 
Useless Effort.

W ritten  fo r  th e  T rad e sm a n .
The rag-tag-and-bobtail sales art- 

scheduled for February and March. 
The w inter stock m ust be turned in
to cash in order tha t new goods may 
be purchased, and shelves m ust be 
cleared for the fresh stock. Som e
times it happens tha t the w inter trade 
has been very slow, and then other 
m erchants are pushing sales, in 
which case buyers are likely to get 
w hat they w ant for less than real 
value.

I t  is during this m onth and next 
that the bargain hunter comes forth 
in all her glory. She goes to all 
the sales, w hether she w ants to  buy 
or not, and is so well versed in the 
ways of mobs tha t 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 harm less 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 m erchant ever made a 
profit on their trade.

Still, they m ust be waited on, for 
the nickel or dime they spend during 
a rush is good at the bank, and no one 
m ust be treated with indifference in 
a well-conducted store. They m ust be 
waited on, but there are m erchants 
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. Y et they m ust be w ait
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. W ell, he runs a little de
partm ent store in a Michigan city 
and is long on February sales. He 
knows every fraud bargain-hunter in 
his town, and his clerks know m ost 
of them, so the real thing in nickel 
transactions is usually overlooked 
when good custom ers are there. In 
the language of Uncle Toe Cannon, 
they are not recognized for tha t 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 
im pertinences of these bargain-hunt 
ers. There was a time when he be
lieved tha t all customers ought to 
be treated alike, w hether they had a 
dime or a dollar to spend, but now 
he thinks tha t every woman who a t
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 m ighty good thing to put 
into advertising copy, but a bad thing 
to carry out in business. In  the first 
place, people do no t w ant to  be

“treated  alike.” You make them  an
gry if you keep them  w aiting for a 
person who is ju s t w asting your time. 
This talk of equality is all right, of 
course, but it is the wise farm er who 
picks his best fru it first.

Banbury, to  come back to  the 
story, form erly insisted on all peo
ple being treated  alike, as has been 
stated, now he excepts the February 
bargain-hunters who only w ant to 
see bargains and do no t intend to 
buy. H e has his clerks trained in 
this same line of belief since one 
rush day a couple of years ago.

On the m orning of tha t red-letter 
day Gibson’s wife cornered him as 
he was try ing to  get out of the front 
door unobserved, and disclosed to  him 
the fact tha t 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 tha t 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 N a
ture. H e said som ething like this to 
Mrs. Gibson, and she boxed his ears 
and handed him a sample of silk and 
a few thousand w ords of instruction 
regarding the February sale at Ban
bury’s.

B a n b u r y  was a friend of Gibson, 
so the la tte r rem embered the name. 
He managed to get to his office with 
the sample still in his possession, and 
the chances for G ertrude having 
som ething to  wear were excellent. 
Gibson sat down at his desk and 
w rote 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 him self 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. T hat is, there were six feet of 
women between him and an oppor
tunity to catch the eyes of the speak - 1 
er—that is. the clerk. H e w aited for 
some m om ents, 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 
som ething she did not know anything 
about herself.

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

H e held the envelope containing

the check and the  order aloft, th ink
ing to  catch the eye of the clerk in 
tha t way. Now, this clerk had once 
been invited to  a party  where a fam
ous man of le tte rs and a private sec
retary  to  a congressm an disported 
themselves, and she thought she 
should be treated  w ith the dignity due 
one moving in the jo in t circles of lit
erature and statesm anship, 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 tran s
fixed him w ith a glance like an icicle, 
which w ent through his overcoat, and 
his under coat, and his w aistcoat, and 
his tw o-dollar shirt, and his union 
suit,and his chest pad, and froze him 
so stiff tha t he wondered why the 
ho t air of the store did not m elt him 
and run him out through the crack 
under the fron t door.

“V ery well,” thought Gibson, “I ’ll 
w ait.”

So he waited and m elted a trifle. 
The sweet thing in violet silk talked 
in w ords and figures following to the 
c lerk :

“I t  was tw enty-seven. I ’m sure it 
was.”

“Y ou’re m istaken,” said the clerk. 
“W ell,” said the V iolet 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 V iolet Girl won 
out in the dispute and w ent away 
leaving tw enty-seven cents in the 
store. T hen six o ther women advanc
ed upon the clerk and began looking 
over the goods. Again Gibson wav
ed his envelope aloft and again tha t 
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 

w inter 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-

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

T he 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. T hat will sometimes 
do the businness, bu t in this case Gib
son wondered if the ice floe, or the 
blink, or the berg, were coming down 

¡Main street, or if it was m erely sail
ing overhead.

“W hy,” said the clerk, “this sale 
lasts only until 9:27, and it is now 
9:28,so you’ll have to  pay the regu
lar price.”

“Oh, I will!” cried Gibson, and he 
w ent back into the office and hunted 
up Banbury, w ho gave him a cigar, 
and listened to  his story  and w ent 
out to  the clerk.

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

T he clerk’s face was so cold and 
hard tha t it cracked one of the lenses 
in the boss’ spectacles.

“I  trea t everybody alike,” was the 
reply.

“W hy didn’t you take the envelope 
when he tried to  toss it to  you?” de
m anded the boss. “T hat w ouldn't 
have in terrupted  the bargain with the 
girl who spent tw enty-seven cents.”

“I thought,” replied the girl, falling 
back on the defense a woman can 
always make, true or untrue, “that he 
was try ing  to  flirt w ith me.”

“All righ t,” said Banbury. “You go 
and get your hat and cloak and your 
pay and get out of the store. I ’ll see 
if the o ther clerks know enough to 
take an order when it is offered in 
w riting, w ith a check.”

H e found out th a t m ost of them 
did. T he ones who didn’t were let 
out, and now B anbury’s store is not 
the chosen stam ping ground of bar
gain-hunters who soak up time under 
false pretenses. I t  takes judgm ent, 
but, then, it requires good sense to 
operate any business w hatever.

Alfred B. Tozer.

Business News F rom  the H oosier 
State.

Kendallville—Pray & D ietrich will 
open an up to date m en’s furnishing 
store about M arch 15 in the rem od
eled K rueger building.

Shelbyville—The Floyd D rug Co. 
has been organized w ith a capital 
stock of $15,000. T he officers are: 
Dr. R. M. Floyd, P resident; Jam es 
Philippi, V ice-President; P eter G. 
Kamp, Secretary and T reasurer, and 
W illiam V. D orsey is the o ther stock
holder. An em pty building for a 
plant has been obtained and it is ex
pected tha t it will be in operation 
early in March.

W abash—The W aring  Glove Com
pany, with factories at D ecatur, H unt 
ington and R ochester, will establish 
a factory here.

South Bend—T he Leo Eliel drug 
stores have been reopened, following 
the funeral of Mr. Eliel last week, 
and will be operated by the estate 
w ith Emil Reyer as M anager. The 
St. Joseph Loan & T rust Company 
has been appointed adm inistrator.

Auburn—T he 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 M anager of the In 
dependent Five and Ten Cent store 
to succeed Fred Earle, recently r e 
signed.

Are you doing anything to  get 
your share of the trade of the new 
families tha t come to  tow n? I t  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 jan ito r who 
cleans out the bank and som etimes 
it is the cashier.

ter.
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W hat Other Michigan Cities Are Do

ing.
W ritte n  fo r th e  T rad e sm a n .

T he 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 A ttorney for details of all city 
and State laws bearing on the general 
subject. M ayor Farrell is an active 
supporter of the m ovem ent and the 
Grade Separation Commission, made 
up of four m em bers, is securing data 
from other cities.

The Saginaw Board of T rade se
cured 112 new m em bers during the 
past month. The D irectors will en- 
deaver to secure a w eather bureau 
station for Saginaw and additional 
lights in the business district.

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

D etroit 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 B at
tle Creek Board of Education, says 
that it would be a paying investm ent 
fo r the m anufacturing interests there 
to build and equip a modern manual 
train ing school and turn it over to 
the School Board. He points out 
tha t these concerns are put to large 
expense in training workmen for their 
plants.

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

T he Cadillac Board of T rade will 
hold its annual banquet and sm oker 
T hursday evening, M arch 2.

President Umlor, of the T raverse 
City Board of T rade, says: “If  T rav 
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, K ansas & 
Texas will pay $200: the Cincinnati, 
Hamilton & D ayton will pay $400. 
This leaves the G. R. & I. Railroad, 
the M anistee & N ortheastern  and 
Pennsylvania systems, and the N orth 
ern Michigan T ransportation  Co. to 
hear from. From  the investm ent of 
$1,000 we will have an advertising 
capital of $3,000, with prospects that 
from the o ther sources m entioned we 
will get an additional $1,000, making 
a to tal of $4,000 for advertising pur
poses, provided our people will re 
spond. It is up to  T raverse to  realize 
rn  her assets, her charm ing summer 
climate, beautiful surroundings and 
riches in fruit, field, forest and 
stream .”

The D etroit Board of Commerce 
will undertake to  add 500 m em bers to 
its rolls during the next ten days, 
bringing the mem bership up to 
2,000.

The Saginaw Board of T rade has 
secured an agreem ent w ith the De
tro it & Mackinac road whereby

through m erchandise cars for the [ 
N orth will originate at Saginaw in
stead of at Bay City. At the present

Usefulness of Savings Banks. 
W ritten  fo r Cite T tad u n n i .

In a recent article reviewing
time Saginaw shippers must transfer i gen era! situation 
their goods at Bay City, causing de
lay and expense.

Stop-over privileges at Bay City 
and Saginaw have been granted on | take care of the works 
hom e-seekers' tickets to  destinations 
in the seventeen counties included in 
the territo ry  of the N ortheastern 
Michigan Development Bureau. Bay 
City is the headquarters of the Bu
reau.

An innovation in the way of school 
text books is the geography tha t is 
being prepared for use in the schools 
of Saginaw by the Board of T rade or 
that city. Bay City is also consider
ing this plan of practical' education, 
which starts at home.

Muskegon will endeavor to  boost 
the mem bership of its C ham ber of 
Commerce to 500.

Boyne City will have a new hotel.
Thos. W hite, the lum berm an, is at 
the head of the enterprise.

Statist, the leading 
i of London» states 
l of the American t>

commenced. 1 
ist, w ho recen 
business tou r 
States, w rites 
gardm g the t 
special stress 
value of the < 
the country.

Savings ban 
reaching field 
be seen from 

beyond fh< 
and beeon

fa

ctetx

Officials of Lowell have refused to duty rn the financial eermmTiy n f th

subm it to  the people the interurban country  The . e d i t o r s n [ strength*1
railway franchise asked for by An the  U nited State- may well tak
drew Fyfe, of Grand Rapids, in be pride in the w^trk they are dmnsjr -fietr
half of his company, which proposes berrert fee entire -^ommunTty as5 we
to  build an electric road from D etroit a« themselves.
to Grand Rapids, by way of Lansing. The^e is n/vffofri'z n v r*  I
Grand Ledge and Portland. Low 
w ants all the roads it can get, but i 
lieves tha t the franchise asked for 
too binding with reference to  the i 
of the streets, etc.

A fund of $2,000 is being raised 
T raverse City to  boost tha t regi 
which is declared to  be the best 5] 
on God’s footstool.

The H olland Board of T rade \ 
hold its annual banquet March 
with Congressm an Diekema as to: 
master.

T he first annual banquet of 
F rankfo rt Board of T rade, he 
15, was a -uccess. being atten 
300 mem bers and guests

Sanitary engineers engaged 
city of Benton H arbor ad vis 
as a source of w ater supply 
than Lake Michigan.

The Business Men's A ssoci: 
M arshall will hold its annua 
quet Feb. 24.

Calumet. H oughton and Hancock 
are protesting  against the new sched
ule of trains running betw een the 
Copper C ountry and Chicago. W hat 
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 m ust be 
paid for on the diner and a berth  en
gaged. The railroads operate their 
own diners and sleepers.

The B ooster Club of Pentw ater 
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 com bustion.” F. S. Verbeck 
was re-elected President.

The South Haven Board of T rade 
plans to  advertise the town exten
sively throughout the South and 
Southw est as a sum m er resort.

Almond GrifFen.

p e r ,p i  
drawi

D istributed  at W h olesa le  by

Judson Grocer Co.. Grand Rapids, Mich.
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D E V O T E D  TO  T H E  B E S T  IN T E R E S T S  
O F  B F S IN E S S  M EN .

P u b lish ed  W eek ly  by
TRADESM AN COMPANY
C o rn e r Io n ia  a n d  L ou is  S tree ts ,

G ran d  R ap id s, M ich.
Subscription Price.

T w o d o lla rs  p e r  y e a r , p a y ab le  in  a d 
vance.

F iv e  d o lla rs  fo r  th re e  y e a rs , pay ab le  
in adv an ce .

C an ad ian  su b sc rip tio n s , $3.04 p e r  y ear, 
p ay ab le  in adv an ce .

N o s u b sc rip tio n  a ccep ted  u n le ss  a c 
co m p an ied  by  a  s igned  o rd e r  an d  th e  
p rice  of th e  firs t y e a r ’s  su b sc rip tio n .

W ith o u t specific in s tru c tio n s  to  th e  c o n 
t r a r y  a ll su b sc rip tio n s  a r e  co n tin u ed  a c 
co rd in g  to  o rd e r. O rd e rs  to  d isco n tin u e  
m u s t b e  acco m p an ied  b y  p a y m e n t to  d a te . I

S am ple  copies, 5 c e n ts  each .
E x t r a  copies of c u r re n t  issu es , 5 c e n ts ; 

of is su e s  a  m o n th  o r  m o re  old. 10 c en ts ; 
of is su e s  a  y e a r  o r  m o re  old, $1.
E n te re d  a t  th e  G ra n d  R àp id s  P osto flice  

a s  Second C lass  M a tte r .
E . A. ST O W E , E d ito r.

February 22, 1911

GOULD IN FLU E N C E  PASSING.
The retirem ent 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 m ost im portant and oft
en spectacular part in the transporta
tion history of the U nited S tates in 
the last half century, and which, in 
18S0, 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 a t
tention to the brokerage business, 
took a hand in the fight between 
Drew and V anderbilt for control of 
the Erie, wrested tha t 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 upon 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, w recking it, in short, 
until he could buy it on his own 
terms. In this m anner 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 m anipulation, 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 w ent to 
George Gould.

Railroad experts have never ex
plained the failure of the Gould sys
tem of railroads to pay good divi-

dends. T he lines cover the m ost p ro 
ductive regions of the Mississippi and 
M issouri Valleys, and have connec
tions with both the A tlantic and P a
cific seaboards. Yet, w ith 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. T he only reasonable explana
tion is tha t the road has been oper
ated from W all street ra ther than 
from the physical headquarters of the 
svstem, and has been used for stock 
jobbing purposes ra ther than as a 
profit-earner for its stockholders.

The new influence, which is iden
tified with the in terests tha t 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.

T O  SE E  A R E A L  CZAR. 
Speaker Joseph Cannon, who has 

lorded it over the National House of 
R epresentatives for so m any years, 
will retire from the m any cares that 
have engrossed his attention, on 
M arch 4, and will take advantage of 
his release from office to have a va
cation in Europe. I t  is said tha t “Un 
cle Joe” has some curiosity to  see a 
real czar and compare him with the 
so-called czar with which legislative 
W ashington is so familiar. W hether 
the czar will be pleased to see Mr. 
Cannon is another question.

W hile many people have criticised 
Speaker Cannon for his apparently 
arbitrary  methods, candid persons are 
willing to admit tha t the tyranny of 
the Speaker has been the result of 
the system in vogue and the rules 
of the H ouse of Representatives, 
ra ther 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 m ust 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.

I t is to be hoped that during his 
European tou r 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 A m er
ican Speaker has for many years 
been unquestioned in all m atters of 
legislation. Americans can feel assur
ed tha t “Uncle Joe" will lose nothing 
by the comparison.

W ith the surrender of the speaker- 
ship by Mr. Cannon tha t historic and 
im portant office will lose much of its 
old-time power. U nder the new dis
pensation the Speaker will be merely 
the presiding officer of the House of 
Representatives, with no greater con
tro l over legislation than the revis-

ed and modified rules of the House 
itself may give him. H e will no long
er be a Czar, no r even a dictator.

FA ST IN G  F O R  AGE.
Since the first prophet lifted up his 

voice in lam entations 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 P eter Pan and 
his fairy brethren, people do “grow 
up" and become old. In  the w iser 
years of the world, age was com pen
sated for by tha t universal respect 
which w as paid to m aturity , experi
ence and knowledge. The w hite beard 
was an emblem of honor, as yellow 
curls were the aureole of adole
scence. But w ithin the minds and 
hearts of mankind there has ever been 
protesting rebellion against th a t “last 
scene of all—second childishness and 
mere oblivion.”

The fight for prolongation of life 
is life's g reatest tragedy. W hen the 
meridian is passed we turn  to 
thoughts and efforts f o r ‘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 w aters of 
life. M onarchs have abdicted their 
thrones in order to become ascetics 
tha t breath m ight be prolonged in 
tired bodies. Business in the m anu
facture and sale of philters, potions 
and charm s to stop the ravages of 
the years has ever been good, while 
those practicing the m ysteries of 
necrom ancy and adm inistering 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 num ber of years. F ast
ing for health is a venerable idea and 
practiced in m oderation it may have 
merit. One of the m ost earnest devo
tees of the theory tha t 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 w ent w ithout food 
for periods of forty  days, but about 
all he proved was the wonderful re
sistance of the human body to dubi
ous treatm ent. Dr. Tanner, who is 
now over 80 years old, boasts that 
he will fast eighty days and th a t he 
will live to be more than a hundred 
years of age. Success to  his efforts.

R E T U R N  PO STA G E.
W e Americans are prone to like 

asking questions. M any of us ask 
them  of strangers, specialists in their 
own peculiar line of work, yet under 
no obligation w hatever to observe 
our interrogation point. W hen they 
do so, it is through a courtesy which 
we are in honor bound to respect.

Yet the surprising feature is not 
so much w hat a variety of questions 
is asked, but that many forget to en
close a stamp for reply.

T hey not only ask a bit of valuable 
time, but show on the face of the 
m atter the fact tha t while they may 
be interested to the am ount of two 
cents, four cents is beyond the limit 
of the curiosity.

Now anyone who is able to answ er 
hard questions has a righ t to  value 
the time asked for to the am ount of 
two cents. This they may be perfect
ly willing to  donate; but when it 
comes to  dipping down into their 
own stam p box,—it scarcely seems 
w orth the while.

If you do not receive a reply to 
some question asked, the chances are 
tha t this is the reason. I t  is not so 
much the value of the tw o cents that 
the one in terrogated  regards. I t  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 W ashington executed in red 
is a w onderful talism an in opening 
the in terests of a stranger, and a busy 
one, very likely, to your w ants. He 
feels tha t 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.

T H E  ONAW AY W AY.
An outside concern sent a salesman 

into Onaway to  solicit trade, and 
this salesman had p re tty  good luck 
in getting  orders until the local m er
chants discovered the game. T h ere 
upon the local m erchants sought the 
assistance of the O naway Inter-Lake, 
and the new spaper generously devot
ed tw o columns to an appeal to  trade 
in Onaway. The article published 
was not m erely an appeal but figures 
wrere produced to  show th a t prices 
w ere ju s t as low in Onaway as any
where else, and quality as good and 
the service better. T he article closes 
as follows:

“The m erchant is here, and you 
and we w ant him to  stay here. We 
w ant 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 w ant to 
spend • our m oney to go on an ex
cursion or take a trip  who is it that 
fills our baskets w ith the necessaries 
of life and w aits until we can pay— 
the home m erchant every tim e and 
never, no, never, any outside con
cern.

“Perhaps we have taken more 
space than necessary, but le t that 
go, le t us all try  and cultivate a b e t
te r feeling for loyalty to  home, and 
cut out to  a much greater extent 
the outside concern and the mail o r
der house. At least let us investigate 
the m erits of the hom e m erchant 
first, be honest w ith him and w her
ever possible give him the benefit of 
the doubt, and from it will spring a 
g reater feeling of fraternalism  be
tween both  buyer and seller. L e t us 
do it for Onaway.

if

• r r
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T H E  O PEN  GATES.
Once m ore the Beautiful Gates 

have swung open, this time to  adm it 
the one who has so thoroughly famil
iarized the public with her broad 
views concerning the entrance to  the 
Beyond.

Elizabeth S tuart Phelps was the 
daughter of an Andover professor, 
and her first contribution to litera
ture was a story  to  the Y outh’s Com
panion when she was 13, for which 
she received in paym ent a subscrip
tion to the paper for a year.

For a num ber of years her literary 
genius then rem ained dorm ant so far 
as the w orld knew, but really gaining 
in streng th  by well directed study and 
training. Then came the horror of 
Pem berton Mill, and w ith it her op
portunity. She did not take this o p 
portunity  purely as it came to her. 
T he recital of the story of the ca
tastrophe, three miles and a half 
away, as it was reported through 
o thers or the press was not enough. 
W hen it came to her to write a story 
based on the tragedy she spent the 
best part of a m onth investigating. 
She visited the rebuilt mills, studied 
the machinery, talked with those who 
were fam iliar with the old conditions 
and had been through the conflagra
tion, ransacked the files of old pa
pers and accumulated much inform a
tion which could not be compressed 
within the lim its of a short story. 

. She w anted the cream of it. She gain
ed the sure foundation for her story. 
W hen it duly appeared in the col- 
. nins of the A tlantic M onthly, W hit

tier, H igginson and others of note 
were quick to  discover the new star 
in their field.

She was brigh t and original in her 
way of treating  old subjects. H er 
“Gates A jar,” inspired by the return- j 
ing troops and the vacant chairs of 
those never to  return , a t once found 
a receptive public. She had w ritten 
it w ith the hope tha t it m ight com
fo rt some few, but was totally  un
prepared for the immense success 
which it attained. She did a vast 
am ount of literary  w ork in the forty  
years afterw ards, taking up the part 
tha t came to her cheerfully and h an 
dling it w ith a simplicity and genuine
ness which won the respect of all.

SERVING PECULIAR PATRON.
A successful educator will tell you 

th a t any one can teach the good pu
pil. I t  is the mischief, the dull pu 
pil, or the vicious one, who needs 
special care in handling. I t  is much 
the same in trade life. There are 
custom ers whom any one can please 
—if they happen to  have good goods— 
while others can never be trusted  to 
any but the m ost tactful clerk with 
any assurance of an amicable transac
tion.

T here is the woman who is always 
looking for flaws, m oth holes in 
cloth and mouse holes in sugar. She 
m ay never find them , but she seems 
to  take an immense pleasure in n o t
ing any possible indication of trou 
ble. It takes patience to deal w ith her, 
yet she is likely to  be one of your best 
custom ers. So be patient and strive

to assuage her suspicions as quietly j 
as possible.

Then there is the one who prides j 
herself on a definite ideal, and rs j 
bound not to  be satisfied w ith a sub
stitute. You m ust patiently tea r 
down all the goods in the pile to get 
at tha t last piece, only to find tha t 
it is not just w hat she thought ft 
was. Of course, this is all “no trou 

j ble.” T o  insinuate anything else 
| would be an unpardonable offense.

There is the man who thinks any 
[old th ing will answ er the purpose on 
| the bill ordered by his wife H e is 
in a hurry  to get home and w hether 
it is brown cambric o r brown crash 
m atters little to him. Yon know, ri 
you have seen the order. His wife wilt 
know, too. Tt is fo r you to furnish 
the right thing even it you do have 
to invent a story to  hold him. Right 
is righ t: and he should observe the 
Golden Rule in his shopping.

Although you are kept as busy 
pacifying the tem peram ent 
Harities of your patrons a;

| m easuring off goods, take 
| rem em bering tha t it is a 
j business, and the more 
! you car perfect your pert 
j character the m ore profici 
i become as a salesman.

m g a negative : 
and I will get 

Carefully he 
p rin ted  sheet i 
in s’ tube, and

t ander.

Wan

jarre'-
•—<9.

id

o n n t them, 
and—you kn 
endars are t<

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

TW O  WAYS. 
An irate subscriber cam. 

, new spaper office and den 
account. This being given, 
paid it, with no evident go. 
“Have you received one •» 

j ca lendars '” asked the man 
| as he was about to leave, a

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 W INNERS AND TRADE HOLDERS 

Send for Catalogue Ask Your Jobber for H art B rands

W. R. ROACH & CO., HART, MICH.
Factories at HART, KENT and LEXINGTON—AU Model Plants 

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



10 M I C H I G A N  T R A D E S M A N F e b ru a ry  22, 1911

BE OF BOLD SPIRIT.

Do Not Let Obstacles Daunt or Mis
takes Hold You Back.

W ritte n  fo r  th e  T rad e sm a n .
The real personality of an in d i-! 

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. W eakness, backwardness, infirm
ity and declension are m atters of 
habit in m ost 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

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

Freedom , independence and self- 
governm ent 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.

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 tha t we w ant some one else 
to attem pt the work first.

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

A weak, backward spirit is not 
w orth 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, prom ising 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 w hat 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. W e 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.

W e need encouragem ent all along 
the line. Every child ought to be use
ful—many men, women and children 
are a burden ju s t because some one 
has not offered them  a hand that 
could teach them to walk by them 
selves.

L et us make our business grow 
by putting  faithful forces to  work 
in each departm ent. Let us build 
up so much courage within ourselves 
tha t 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 tha t may 
happen. We have too many failures

The individual freedom, liberty and 
independence of personal action given 
to man by the All-W ise Intelligence 
is the best pow er 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-

M istakes 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.

O ur 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 th a t may be learn
ed and none of us can hope to  get 
our lessons w ithout making mis
takes.

W e have many m erchants 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 m ixture of 
good and bad experiences.

Your business, my fellow m er
chant, is built upon the mistakes you 
made in your earlier career. You are 
reminded of them  every time you 
act, and by try ing to rem em ber 
them you grow  strong.

W e grow  great, not through never 
making m istakes but by profiting by 
those we make, by continuous per
formance, by building gloriously each 
day on the ruins of the past and by 

I rising with renewed force and fresh 
courage.

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

W e all realize on our investm ents 
if care is taken, why not realize a 
great profit on the investm ents we 
have made in the mistakes tha t were 
inevitable?

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

W e can not be ready for g reat ac
tion in a m inute; it takes time to 
build a business w orth 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 w ith a new 
business, as it were.

W e are too often unprepared when 
trials overtake us and tha t 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.
. L et 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.

. Edw ard Miller, Jr.

Sawyer’s SO Year» 
the People'»] 

Choice.

C R Y S T A L  
See that Top aj Blue.

For the
Laundry.

DOUBLE
STRENGTH.

Sold In
Silting Top  

Boxes.
Sawyer’s Crys

tal Blue gives a 
beautiful tint and 
restores the color 
to linen, laces and 
goods that are 
worn and faded.

It goes tw ice 
as far as other 
Blues.

Sawyer Crystal Blue Co.
88 B r o a d  S t r e e t ,

BO STO N -  •  M A SS .

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.

5 2  Highest Awards in 
Europe and America

Walter Baker & Co. Ltd.
Established 1780. D orch ester . Hass.

W e W an t B uckw heat
'I f  you have  any b u ck w h ea t g ra in  to  sell 

e i th e r  in  bag  lo ts  o r  carloads w rite  o r  w ire 
us. W e a re  a lw ays in th e  m a rk e t and c an  
pay  you tb e  to p  p rice  a t  all rim es.

W atson-H iggins M illing Co.
Grand Rapids, M ich.

Evidence
Is w hat th e  man from M is
souri wanted w hen he said 
“ SHOW M E .”

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”

M ad e  b y
G ra n d  R a p id s  G ra in  &  M illing: C o . 
194 C a n a l S t.,  G ra n d  R a p id s , M ich .

Are You a 
Troubled Man?

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

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

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

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

■VOIOT MILLING CO. 
GRAND R A PID S, M ICH.
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Plum Pudding of England.
“The roast beef of old E ngland" 

has become the roast beef of A m er
ica, N orth  and South, so far as con
cerns the raw product, but English 
plum pudding rem ains a d istinct^’ 
English product and prom ises to be
come of sufficient im portance in the 
foreign trade of the K ingdom as to 
be specifically named in official re 
ports.

F or m any years, and until quite re 
cently, the English housewife com
pounded and baked the plum pud
ding for home consum ption, and a 
Christm as dinner w ithout a plum pud
ding would have been incom plete 
w ith a form er generation.

This national confection still occu
pies the personal attention  of the 
thoughtful housewife, but not to  the 
extent of form er years, and for the 
reason tha t science has intruded upon 
the domestic economies and ingen
ious mechanism has displaced the 
dough trough and o ther kitchen 
utensils th a t were essential to  cooks 
of a few decades ago. I t  is not alone 
tha t with the use of m achinery the 
pudding has been, as a rule, im prov
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 
pow er to  produce is equal to supply
ing a world-wide demand.

The m anufacture of plum pudding 
is an infant industry of much prom 
ise. I t is mainly confined to London 
and is carried on by all the principal 
bakeries, delicatessen and other es
tablishm ents tha t purvey to the pub
lic w ants 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 tha t 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 Christm as cheer 
to  enliven the soldiers’ camp. T hou
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 
in terest in the pudding, added im
mensely to its popularity, and espe
cially as the soldier called loudly for 
more. T his was the opportunity  for 
intelligent and bold enterprise, and 
it was im mediately improved, with the 
result tha t to-day the bulk of plum 
pudding consumed in the U nited 
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 consignm ents are 
made before Christm as day.

Tn order to be prepared to  m eet the 
demand for their product, m anufac
tu rers begin active operations as soon 
as the new crops of raisins, currants 
and o ther required fru its appear in 
Septem ber. All the constituents of 
plum pudding, which do not include 
plums, are prepared and m anipulated 
by elaborate and expensive m achin
ery. C urrants are washed and stems

Shelf and Counter 
Display

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

realized theBut have 
effectiveness of the Uneeda  
Biscuit package for shelf and 
counter display?

T h e purple and white moist
ure-proof package is attractive 
in color and design. It lends 
itself to many novel display 
figures. It is suggestive and 
promising of good things within.

NATIONAL BISCUIT COMPANY

removed, raisins are stoned, nuts are 
shelled and ground, oranges and lem 
ons are peeled, the peel pared by m a
chinery. One firm last season used 
620,140 pounds of m aterials. In sup
plying plum pudding to m eet the de
m ands of the C hristm as season of 
1910, the num ber of puddings furnish
ed aggregated 250,000. There are 
three or four o ther London m anu
facturers each of whose output p e r
haps equals tha t described, and there 
are quite a large num ber of sm aller 
establishm ents in which plum pud
ping was supplied for home and for
eign consumption.

The pudding is put up in package? 
w eighing one to  five pounds each and 
securely packed to insure preserva
tion and safe transportation . P ro p er
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.

Covering for Bread.
I t  is generally accepted that a 

covering leads one to  expect 
goods within. Prepared foods ai 
exception to  this rule. T he taste  
designed, elegantly printed wra 
on a well-made carton leads 
would-be purchaser to look for g 
of a superior quality w ithin, am 
resents it if w hat he finds is no 
te r than som ething tha t i~ offer« 
a plain w rapper. The purchase 
w arranted in this expectation, 
justified in his resentm ent if the

Horses and the Sake

Gold in the Dough.
I t  is always there and in paying 

quantity. N o m iner’s pick ever open
ed a vein surer of pay ore than is 
open all the time in every grocery. 
U nfortunately the gold in the dough 
is lost sight of in the hurry, bustle 
and g litte r of business. I ts  value 
is under-estim ated, although dough 
worked in the right way earns the 
biggest sort of dividend. The dough 
o r cracker departm ent is inconspic
uous because it lacks the enthusiastic 
and continuous in tent of the store
keeper. H e im agines crackers sell 
them selves, which notion is as erron
eous as to  believe the mine yields 
m etal w ithout m iner, shaft or 
sm elter.

In  these m odern days, in the cit
ies, m other is not given to having a 
baking day in order to  keep the ja r 
filled w ith jum bles, 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 arm y that is w aiting to  be 
drilled in the cracker buying habit. 
Short-sighted is the grocer who fails 
to develop and push crackers. H e will 
find m ore profit in $100 w orth of bis
cuits and crackers than in $100 w orth 
of flour, bu tter or o ther of many 
staples tha t 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 tha t afford a liberal prof
it, but of them all, rem em ber none 
are in such favor and open to  ex
panding demand as crackers. They 
are nutritious, cheap, m eet the insa
tiable demand of children for a bite 
between meals, are indispensable at 
the 4 o ’clock tea and are the one a rti
cle of food acceptable at all hours, 
night o r day.

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

er deceives him. H as his ma tte r  any
bearing on the questio n of wrsopin sr

i bread ? Surely it has Is  it best.
then, fo r a baker to  s %y9 I will put
no w rapper on my bre ad: the ft those
w ho buy it will never be dis appoint-
ed?” Surely not. Th ç far better
courge is for him to make die best
loaf possible, put it in a w rapper

i such 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  breadmak ing. No bread
but the best is good en r>ugh fc r  eatin 12
purposes. Some bakers make bread
for paper-hangers to tise iti cleaning
wall paper; and tha t ca ft, çf.~ the best
of its kind. But the bread tha t is
best fo r cleaning walls is no criterion

ekTlcf *
taint

I t  takes a wise one to  cut expens
es w ithout cutting profits.
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Michigan Dairy en’s Association! 
and Its Growth.

Nearly fifteen years ago, it was the 
w riter’s pleasure to be present at 
the tw elfth annual meeting of the] 
Michigan D airym en’s Association, 
and 1 confess it was a proud moment 
of my life as a young butterm aker to 
win a number of coveted prizes.

This particular m eeting 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 mem bers 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 im portant function. 
In the course of his rem arks, he took 
the opportunity of scoring the sur
rounding farm ers (that were not! 
there) for showing so little interest 
in turning out to a m eeting 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 param ount question at! 
that time among lnitterm akers was, 
the best methods to use in ripening 
cream, and w hether starters were 
beneficial or detrim ental in the pro
cess of ripening. Prof. C. D. Smith 
of the A gricultural College in his 
convincing talks on how to make fine 
flavored butter, so impressed one 
good farm er’s wife of his ability as

a judge of butter, that she brought 
forward a small roll and urged him to 
pass judgm ent 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 dem urred from passing judgm ent, 
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 bu tter and 
cheese was also in the same room. 
G athered cream plants were an un
known quantity in the state at that 
time, but the years that have elapsed 
since tha t meeting, have w rought 
many changes, both in the m anu
facture and producing of dairy prod
ucts. The once silent m onum ents of 
the cream ery prom oters' 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 w ith 
the progress of time for which its 
past officers are entitled to  much 
credit, and especially Secretary W il
son with a record of 20 years of un
tiring efforts in making each m eeting 
bigger and better.

The rapid grow th of cream ery and 
cheese factory in terest has become so 
great in the past few years that a 
good portion of the annual m eeting 
program  has been devoted to their 
special interests. The experience 
has been that the number of farm ers

that attend these annual m eetings is 
com paratively small, in comparison 
to bu tter and cheese m anufacturers. 
For this reason auxiliary m eetings 
were instituted consisting of a pro
gram relative to  farm and dairy m an
agem ent and held in different parts 
of the State with beneficial results.

The 27th annual m eeting is to be 
held in Bay City, February 21st to 
24th. And if work counts for any
thing it will be a humm er, as no ef
forts are being spared by its officers 
in making it one of the m ost educa
tional m eetings ever held. Some of 
the features will comprise stock 
judging, a bu tter and cheesem akers’ 
scoring contest, m arket milk pro
ducers’ contest. Beautiful trophy 
cups are to be awarded to  the w in
ners in these contests. The Associa
tion has nearly 500 m em bers; it has 
outgrow n the possibilities of holding 
its annual m eetings in only the larg
est cities in the State. I t  requires 
som ething over 6,000 square feet of 
floor space to accommodate exhibit
ors of dairy and factory supplies, and 
machinery. W ith new officers come 
new inspirations. W ho therefore 
will question the success of the 27th 
Annual M eeting of the Michigan 
D airym en’s Association?

E. S. Powers, Sec.-Treas.

W hen a man makes himself con
spicuous by sitting around complain
ing, telling how hard it is for an 
honest man to succeed and tha t m erit 
never is recognized, you will be lis
tening to one of the biggest failures 
in the world.

Breaking an E gg W ith One Hand.
T he trick of breaking an egg with 

one hand is som ething tha t you 
should learn how to  do. I t not only 
gives you speed, but shows that you 
are a w orkm an thoroughly familiar 
writh your business. The trick can be 
acquired with a little practice. To do 
it nicely the hand should be a little 
m oist. Hold the egg in the right 
hand betw een the forefinger and the 
second finger w ith the thum b 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 thum b and 
the egg drops out, leaving the shell 
in the hand. W hile learning to do 
this the glass should be allowed to 
stand on the counter, so tha t if you 
fail the left hand can come to the 
assistance of the righ t; but just as 
soon as you know that you can break 
the egg w ith 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 
W hen you have become proficient 
with the right hand, try  the left until 
you can use either or both.

♦ * ♦
Did you ever notice that courtesy 

and a good hotel usually go hand in 
hand?

Dandelion Vegetable Butter Color
A p e rfe c tly  P u re  V eg e tab le  B u tte r  C olor 

and  o n e  th a t  com plies w itb  th e  pure  
food law s o f ev e ry  S ta te  and 

o f  th e  U n ited  S ta te s .
Masafactared by W ells & Richardson Co. 

B urlington, V t.

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

T hey are d esign ed  esp ec ia lly  to  p rotect e g g s  d elivered  by veh ic le . 
A b so lu te ly  stop breakage, prevent miscounts and satisfy customers.

T h ey  w ill save  you m ore than a cen t on every dozen  e g g s  d elivered  
— soon pay for th em selv es and then show a profit. A sk your jobber or 
our sp ec ia lty  sa lesm an , and w rite for our b ook lets, “ N o  B roken  E g g s ” and  
“ A dvertising S u g g estio n s for Star E g g  T ra y s .”

STA R EGG CARRIERS a re  licensed  u nder U. S  P a te n t  No. 722.512. to  
be used only w ith  tra y s  supplied by us M anufac tu rers , jobbers  o r  ag en ts  sup
plying o th e r  tra y s  fo r  use  w itb S ta r  Egg C arrie rs  a re  co n trib u to ry  in fringers  
of our p a te n t rights and s u b je c t them selves  to  liability  o f p rosecu tion  under 
th e  U. S. p a te n t s ta tu te s .

M ade in O ne  and  T w o  D ozen Sizes

Star Egg Carrier & Tray Mfg. Co. 500 JAY ST., ROCHESTER, N. Y.
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Plan Huge Produce Center. fit to  w holesalers if it accomplishes
T he wholesale produce dealers of its  purpose, and on the face of it it

Chicago plan to segregate their busi
ness. T his fact is announced by a 
com m ittee of South W ate r street 
m erchants who have had the m atter 
under consideration for some time.

T he move is intended to  perfect a 
system  whereby the business of these 
firms may be centralized and a p rod
uce Center be established which is 
compared in effect with the plan 
whereby the packing in terests have 
established the Union Stock Yards.

The tract considered for this pu r
pose consists of about 100 acres 
bounded by Ashland and W estern 
avenues and Thirty-fifth and Forty- 
fifth streets. The project contem 
plates the erection of enorm ous w are
houses and exchange buildings as 
well as retail m arkets and the build
ing of miles of railroad yards to  ac
comm odate 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 m erchants of South W ater 
street say it has been under discus
sion for the last eighteen m onths. So 
carefully have the secrets of the p ro j
ect been kept, however, tha t the story 
of the proposed move did not leak 
out until the m erchants made the in
spection.

The proposed site is in the heart 
of the central m anufacturing district 
on the Southw est Side, and is fav
ored by the South W ater street mer 
chants because of the railroad track 
facilities which are offered by the 
Chicago Junction R ailroad which 
would bring freight and refrigerator 
cars from every road entering Chica
go into the m arket district, as into 
the Stock Yards at the present time 

The project does not contem plate 
the abandonm ent of South W ater 
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, m ost of the houses now on 
South W ater street will retain 
branches there for the retail busi
ness.

looks plausible. I t  will no t be possi 
ble to know w hether it will stand the 
tes t of the courts. Perhaps the one 
draw back 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 sm aller sums 
will be considered. I t  is possible tha t 
it will be a means of cutting  profits, 
although if it is, it will be the fault 
of the dealers and not the method.

try  grated in bottles. T his 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 m ethod of rip
ening due to  the action of bacteria.

H ard  and soft cheeses differ main 
Iy in the fat constituents and methods 
of m anufacture, but m ost of all in 
their keeping quality, the hard cheese 
keeping for a p ro tracted  time

BAGS tS L .
F o r  B e a n .  P o ta t o e s  

F lo o r .  F e d  a ss i  

öfter

ROY B A JŒ ft
Wa*. .«Mm  S i l*» BUBUOlV

I t  is not desirable tha t a man 
like a horse, but ra ther that a 
work Tike a man.

Experiments With Cheese.
The American D epartm ent of Agr 

culture, which recently issued a cook
ery-hook compiled under Governm ent 
auspices, showing how to  make use 
of cheap cuts of meat, is now pre
paring a supplem entary volume on 
cheese. The new book will defend 
W elsh rarebit, and wdl destroy the 
superstition that it is a producer of 
nightm are, besides publishing recipes 
showing the best way of preparing the 
m idnight dainty—with and without 
beer. The D epartm ent has been ex
perim enting with cheese for a year 
V olunteer subjects have been fed o r 
cheese alone for days at a time, and 

ne person, under the direction of the 
D epartm ent, lived on bread and 
cheese for a year, and suffered no 
11-effects. Dozens of m ethods of 

preparing cheese are being compiled 
or the new publication, for the D e

partm ent of Agriculture is convinced 
that cheese is a splendid food and is 
asily digested.

A w onderful respiration calorim eter 
has been used by the Governm ent to 

eterm ine the effects of a cheese diet. 
I t is a cham ber within a chamber, a 
room double-walled, heat-proof, and 
big enough to  contain a chair, a bed, 
m d a small table enclosed in another 
room. So delicate is the calorim eter 
that a person enclosed therein for 
purposes of experim ent can not so 
much as move a finger w ithout an 
electrical apparatus registering  the 
esultant expenditure of energy.

Selling E ggs by the Case.
Philadelphia, Feb. 20—At a recent 

special m eeting of the B utter and 
E gg Board of the Produce E x 
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 tha t they will be quoted 
on the Board and in the official pub
lication of the Board. I t  is believed 
tha t in this way it will he possibl 
to escape the law which makes it 
impossible for a wholesaler
business in this State withoi 
ing the law. U nder the nfw

to do 
)Ut violat 

rule the
w holesalers 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 ro ts and spots, these are given 
to the buyer.

The new m ethod will be of bene

Tanglefoot
T he O riginal F ly  Paper

For 25 years the Standard 
in Quality

All O thers Are im itations

tanners  amt

m ots, f ir . » m . ETC
Crollo» St Rade» C*., Ltd.. Tm *  

Wf 9. MmrtseZ firamf Men
g ijiç  n s f t m t  H ides ~o- b e  aaaöe ia to  Etötn 

p r ic e s

W Y K E S  &  CO

Clover Seed and Beans
If a n y  to offer write m

ALFR E D  1. BR O W N  S E E D  C O .. G R A N D  R A P ID S
OTTAWA ARO LOUIS STR EETS

MICH.

EanMwfced 197*

The Varieties in Cheese.
The difference in cheeses is som e

times confusing to  those w ho have 
not access to  a large m arket. Edam , 
pineapple, Parm esan and Roquefort 
are hard cheeses; N eufchatel, cream 
and cottage cheeses are soft. Genuine 
cream cheese is made from rich 
cream thickened by souring, or sweet 
cream thickened by rennet. N eufcha
tel is a soft rennet chese made from 
cow's milk either whole or skimmed.

R oquefort is a hard rennet cheese 
made from the milk of sheep, the 
name being derived from the village 
of R oquefort 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 H olland and is made of un
skimmed cow 's milk.

Parm esan is an Italian cheese, 
known for centuries in tha t 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-

Wanted Quickly 
FRESH EGOS

«« * p  _  — _  Wtrotw l« Peatc n  H  SMuuu i
[f l O S d v y  D I O S .  tims. Office md * r d M w t  t a M  maS »ilirwM

Botti Phones 1217  Oram* RapMs.

The Vinkemulder Company
Jobbers and Shippers o  Everythin a  in:

FRUITS AND PRODUCE
G rand Rapids, M icf*.

W . C. Rea REA & WITZIG
PRODUCE COMMISSION

104-106  W e s t  M ark et S f . .  B u ffa lo . V  V.

•‘Buffalo M eans Basil

W Ï£z%

We want your shipments of poultry, b 
at high prices for choice fowls, chicken 
highest prices.

Consignm ents of fresh eggs and dairy butte 
RKKRREMCKS- M arine N ationa l Bank, CoHmaerei 

Paper» so d  H undreds of S hippers g ^ --------  ( m

uve am 
icks an<

tfm anG  
ess  get

Mantr a  i r  ml tun 
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DRY GOODS,
FANCY GOODS ̂  NOTIONS

have laid aside as probabilities, get 
the coats on her again and give her 
sensible, convincing coat talk (but, 
of course, we assume tha t the clerk 
is regularly stationed in this depart
m ent and knows the stock and the 
points in which individual garm ents

How To Handle the Customer W ho 
Is Hard To Suit.

How m any times have you had 
your custom er say, “Oh, I am so hard 
to suit.” The clerk who gets such a 
custom er is up against a difficult 
proposition; for in the first place, she 
gives w arning tha t she is going to excel).
be very particular and is going to use If you have a coat from a well 
her privilege of finding fault; and in known m aker on the custom er, cal! 
the second place, you are given no- her attention to the name in the col- 
tice that many others have tried to lar. She will recognize it as the 
please her and have failed. name she has seen in her magazines

Did vou ever notice tha t these “hard U t home. Tell her what the name 
to please” custom ers usually have a stands for, or if it is some o ther make 
friend or two with them  and the that is branded, tell her why the 
clerk so m any times is led to think | store has pinned its faith to this 
tha t the custom er is try ing to show I make and w hat the garm ents have 
off before her friend? W e would sug- proved to be to the women that have 
gest tha t the clerk had better not ar- bought them.
gue the case with the custom er any Go into details. The new style 
more than to agree with her tha t a collars and the new shaped pockets 
person should be particular about and the extra shield in the arm holes 
w hat she buys, and she should give Lead her on carefully and surely un- 
the custom er the impression that her til you have convinced her tha t th 
store ra ther prides itself on being coat she has pictured in her mind as 
able to suit the particular people. she sat at home is not made up this

We will suppose the scene is in the season, but the new styles th a t are 
garm ent departm ent. The custom er w orth while are right before her on 
wants a coat. The clerk has had exhibition. In short, lead her away- 
warning, so she knows a great many j from herself and her hard-to-suit 
garm ents m ust be shown and tha t she ; ideas, out into the large field o 
m ight as well get busy. j w hat they are all wearing.

No use to ask about color and size Never stop showing her so long a- 
and all those things—just show her | she will keep interested. She is go 
the goods. ing to  buy a coat somewhere, and you

Begin with a coat of a medium 
price and a staple color and first get

elem ent is try ing to make ou t that 
th is is w hat the bearishly inclined 
really do expect, but they know well 
enough tha t this is not so. I t  is sim
ply one of their pink tea argum ents 

support w hat should be an unten
able position. W hat the spinners, 
the m anufacturers 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. 
T his is w hat they have not had for 

long time, nor are they able to get 
at present.
T he present cotton situation means 
rofit fo r the speculator alone. It 

may mean a little extra som ething for 
the farm er, but the speculator is g e t
ting  the lion’s share. All the spin
ners and the m anufacturers are ge t
ting  out of it is a balance on the 

rong side of their ledgers.—Ameri
can Cotton and W ool Reporter.

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, yrou will know her size and 
the color she does not w ant and the 
style that m ust be different here or 
there. The next coat shown will rec-

have as good a chance to sell as any 
one.

Rut suppose you do not sell her 
ju st the same, your conscience will 
be clear, for you will know tha t the 
goods were shown intelligently. A 
saleswoman said to a m anager the 
o ther day, when she had failed to 
sell, “W hat more could I do?” and 
the m anager responded prom ptly 
“ Not anvthing. You did everythin

tifv some of these objectionable fea- | there was to be done. Y our cus
tom er was a hard one and you could 
not sell.”

There should not be anything bu

tures. W hen the custom er is well 
fitted, you will call upon her friend to 
corroborate vou in tha t assertion.

Now, the size once discovered, kind words for the clerk who doe
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

her level best w hether she sells or 
not. If she lets the custom er bluf 
her out or discourage her by savin 
she is very .hard  to suit and does not

the objection can not be overcome, i try, she should be called down, 
put such a coat aside. But when you she is not capable, then you knov 
have shown enough so tha t the cus- w hat to do. W . E. I
tom er is convinced that you have 
plenty of coats, and has made up her j 
mind, that one certainly m ust be over
particular who can not be suited in
such a showing, then it is time to 
settle her on some particular gar
ment.

Y our real work now begins. F o r all 
this prelim inary work has been done 
<o convince the custom er tha t you 
have the goods tha t should suit her. 
Becin again on the coats tha t you

Cheaper Cotton.
Enough has been said and w ritte 

in regard to  the state of affairs 
the cotton yarn m arket to obviat 
any necessiy for going into too com 
plete details, and the m ost pressing 
need of the entire m arket, including 
the cloth m arket as well, is cheaper 
cotton and nothing else. No one is 
expecting tha t cotton will sell down 
to  8 or even 10 cents. The bullish

Samples as an Excuse.
The m odern custom er for dress 

oods, unless she sees just w hat she 
,̂ ants at the start, looks for an ex

cuse to  get away w ithout buying. 
T he 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 w ith the clerk. H e m ust 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 righ t way.

SHIRTS
A lin e  o f m en ’s and y o u th s’ 

in d ress and w ork, sh irts. 
A range of s ty le s  and p a t
tern s and the w ay our gar
m en ts are m ade can n ot fail 
to  in terest the m ost critical 
buyer. P r ices  -range from  

$2.25 up to  $15 per dozen . 
Your in sp ection  is  invited .

P. S tek etee  & Sons
W holesale D ry Goods

Grand Rapids, Mich.

We are manufacturer* of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

Cori, Knott & Co., Ltd.
2«, 22, 24, 26 N. Division S t  

Grand Rapids, Mich.

»ECKER!
ko Oc 
La i»

)M P M Y n iO G O
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V /L Ä 5S Y  V Ä Ö nnN ö

S W A T C H E S  O N  R E Q U E S T

The Man W ho Knows 
W ears “ M iller-M ade”  C lothes

And m erch an ts  "w ho  know ” sell them . Will 
send  sw a tc h e s  and  m odels o r a  m an  will be 
sen t to  any m erch an t, an y w h ere , any tim e. 
N o obligations.

M iller, W att & Company 
Pine C lothes for Men Chicago

30 Dozen

Jumpers
To Close Out

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

These are all in first class con 
dition and w orth at present prices

Sizes are 34 to 44, assorted in 
attention.

of cloth $5 to $6.

bundle. Mail orders receive prompt

Grand Rapids
Wholesale Only

Dry Goods Co.
Grand Rapids, Mich.
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History of Hosiery.
The use of stockings originated in 

the cold country of the N orth, and 
probably the first were made of 
skins, and subsequently of cloth. 
They were also, until a com parative
ly late period, made all in one piece, 
with the trousers constituting the 
trunk hose of our ancestors.

By the separation of these gar
m ents, the art of knitting  orig inat
ed, in the first place, because of the 
warm th 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.

T he first name given to hosier- 
in France was chausses, which tern- 
m eant 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 O riental origin, as 
they appear in Phrygian costumes. 
The Amazons are depicted in the 
tight leg coverings and effected male 
attire. The name chausses was a l
so applied to mail arm or fastened be 
low the knee.

The term  “hose" was first given [ 
to leg coverings by the Saxons, and. 
as stated in docum ents of this race, 
were of buckskin, or in reality, leath
er. L ong hose with feet to them 
first came into notice in the four
teenth century, when short jacket-, 
doublets and other similar garm ents 
with “horrible disordinate scant” 
awakened the w rath of Chaucer, who 
declared tha t “the w earers of hose, 
which are deported in two colors, 
made the w earer seem as though the 
fire of St. A nthony or o ther such m is
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 tha t time the m aterials used were 
velvet and cloth, but these modes of 
covering were soon destined to be
come extinct, giving way to a knit
ted fabric. T he term “stocking” first 
presented itself as m eaning tha t part 
below the knee or “nether” socks. 
A fter this came silk hose, which were 
regarded as much of a luxury 
th roughout the sixteenth century. 
The year 1564 saw the m anufacture 
of the first pair of knit worsted 
stockings, and nine years afterw ards 
stockings of silk, w orsteds and other 
m aterials were very common. This 
hose was veryr curiously knit with 
open seams down the leg and with 
quirks and clocks about the ankles.

D uring the year 1859 W illiam  Lee, 
m aster of arts, and a fellow of St. 
m aster of arts, and a fellow of St. 
Johns, at Cambridge, invented the 
stocking frame, which com pletely 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 term ination of their m eans of

livelihood. Owing to  the g rea t oppo- | ■ 
sition brough t to  bear on him and f j 
his invention, Lee finally settled in 
N orm andy, and until his death, sev- - 
eral years later, made m any im prove-1 
m ents in his original invention. O th
er equally im portant inventions were ; 
made at short periods, bu t the next 
one of im portance was tha t of J. 
S tru tt, who go t 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

eral years follow ing many 
problem s were overcome 1 
inventors, such as the shapi 
fashioning of the fabric by  : 
means w ithout cessation of 
chine's action. However, e 
these m any im provem ents. 1 

j much else to be desired: b 
m any years afterw ard th a t i 
put in to  operation to  mal 

! pairs of hose at one time.
W idening on one m ad 

first put into practice by 
1 C otton in I860, and was cl 
¡lowed by im provem ent- v 
loured of the tightening o 

| T he last m ost im portant in 
the nineteenth century wa- 
1865, by the introduction 
chine capable of making - 
plain designs or in any co 
Since tha t tim e new ideas 
put into practical use froi 
time, with which we are a 
quainted, including m achine- tor 
plaiting, color striping and other 
modern im provem ents The best 
machines on the m arket at the pres- j 
ent time, for the construction of fuff- j 
fashioned hosiery, are built on the 
Cotton principle, and the knitting in j 
dustry is very much indebted to this 
o rig inator of such useful means of 
m anufacturing all kinds of hosiery.

H ow  the Small Town M erchant May 
Meet City Competition.

In spite of the fact tha t the stores 
of a big city alm ost invariably a r 
able to  provide goods asked fo r by 
the shopper, their com parative slow-

he in

sonabfy carried 
•alters would ke

difficult f th a t traf
r 4^rrs j ' !“fte 11

rng and \ know j i
from cn

the ma- ji to  in die
ren w ith 1I
here was 1 stores ;
if  it was Í tnpfeom
if#»3 ̂  wene 13$rg|Tft j

re many 1 w hat i

rtn<? waist
W ifliam 1 freelv 1

rjFseiy iw* j no? on

: threads. 1 to  Jt €U>
rentrotf of 1 wants.

in jsave  yf

Ttpe* aufi 
Tifvin

1 to com

H. A. SEWSHEIMER ft CO.
CINCINNATI

MMV F * C T f  * F » S O F

B O Y S  C L O T H E S

'T h e C row ding Armfcvce ®# Lswety W i e «  ** O e * i6 w

nes 3 of action is a sore t rial to peo-
pie who are in a hurry  an d e spec tally
to people of a nervous di spos ition
and those w ho are far er ough a long
in ife to become easily i rrit a ted and
eas Jy exhausted.

T his offers som ething of capita!
for advertising to the reta ler who
has to  contend with the com pet ition
of a large city near enough to perm it ¡ 
frequent shopping trip- of people in 
his locality.

Those who have been accustom ed | 
to  trad ing  in general stores or in the j 
sm aller departm ent stores are not j 
readily pleased with the service or 
the city stores where there is so 
much red tape and the stocks of 
goods are on so many floors and so 
far from each o ther tha t it takes 
an interm inable time to  do a small 
am ount of shopping, pay for the 
goods and get out. Such persons 
may be appealed to directly to  do 
more of their buying at home where 
the goods are easily at hand and the 
delays are reduced to  a minimum of 

| time, especially when the boss him-

U ttseea—N m d  P ro tec ts

N A I A D
D R E S S  S H I E L D

ODORLESS HYGIENIC
SUPREME IN

BEAUTY! QUALITY! CLEANLINESS!
Possesses tw o im portant and exclusive features, i t  3 M  de

teriorate w ith  age and fail to powder to the dress—cmm he 
quickly sterilized  by im m ersing tn boiling water cor a  few seconds 
only. At the stores, o r sample pair on receipt of 25 tents. Every pefer 
guaranteed. ________________

The C. E. CONOVER COMPANY
Vtm a f a c r u r f n

F actory , Red Rank. N ew  Jersey  1 «  F rank lin  Sr.. N ew  Y ork
W entch  M cLaren & C om pany . T o ro««»—Sole A gen ts  fa r  C anada
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Trend of Spring Shoe Buying—Fab
rics Taken Freely.

Style tendencies are no nearer set
tlem ent than two m onths ago. F ab
rics are sure to sell in quantities, but 
the shrewdest buyers are unable to 
decide on any particular kind.

W ill 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 sm art bu y 
ers have been upset and these m ana
gers now refuse to take any chances 
with spring footwear.

I t  was generally thought that vel
vet cloth was too heavy for warm- 
w eather shoes, but the m erchants 
who were free with such statem ents 
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. V elvets now 
look m ighty good to  the average 
buyer and the situation dem onstrates 
how uncertain the opinions of even 
the best managers are concerning 
spring styles.

Cravenettes have been bought in 
identical styles with velvets. This m a
terial is conceded to be one of the 
best fabrics for summer. Tt is hardy, 
thus m eeting 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 perm its of a nice finish and 
it can be easily cleaned. Ordinary 
soil can be removed and will not be
come perm anent and ruin the shoe as 
is the case of many other fabrics.

Silks are made up into handsome 
and showy footwear. T heir 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 m eet 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 tha t 
shoes made of fabrics are not w ar
ranted.

Silks, however, are more than like 
lv to have a big demand and nearly 
all large m erchants are stocking them, 
although some of them  m erely as a

precaution. They have been ordered 
in pumps and button boots. Short 
vamps again carry off the m ajor por
tion of orders.

W ith 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 
w riting many button boots made up 
in a semi-dark russet calfskin are 
selling freety. Pum ps of this lea th 
er were bought for early spring de 
livery, but the num ber 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 tha t fits well and 
which a ttracts through the excellence 
of the leather and workmanship. In  
other words, the trade w earing cus
tom shoes or footw ear having a cus
tom appearance is calling for dulls 
and buyers are laying in a liberal sup
ply of them for spring. P attern s and 
lasts are more varied in this line than 
in any other.

Short vamps, w ith high heels and 
m oderate long vamps with 1*4 to 2 
inch heels have been ordered. Lasts 
also range from the flat to the ex 
trem ely high-arched and toes in freak 
and to the narrow. Some firms have 
bought shoes w ith 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 m aterial is from 
a certain class of buyers who put 
com fort and convenience above any 
other consideration. Occasionally new 
custom ers are attracted  to  this good 
w earing and handsom e leather, but 
its chief sale is to an old and estab 
lished trade.

P aten t leathers have been hit hard. 
The call for shiny footwear is very 
small and will be sm aller the coming 
spring than for m any 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 w ere ordered, while 

1 canvas was bought in medium grades.

Strange as it may seem, button  boots 
were purchased for m idsum mer sale. 
I t is doubtful w hether shoes or 
pumps will carry off the bigger busi
ness.

In connection w ith w hites a curi 
ous and new developm ent is making 
itself known. W hether it will become 
perm anent is a question. Tt is divid 
ing spring and sum mer into tw o sea
sons. V ery fewr white shoes are ex
pected to  sell before July 1. Fabrics 
and o ther novelties will have the 
spring to themselves, but July 1 will 
see the s ta rt of a big w hite 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. O f course, 
until consum ers have their say, style 
m atters will be uncertain. If, however, 
spring and sum m er 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 form er dull m onths. 
This, in itself, is not to be regarded 
lightly for the reason tha t all shoes 
maybe sold at a reasonable profit 
and more m oney will be made w ith
out m aterially increasing the invest
ment.

W ith  whites and tans likely to be 
big sellers all through the sum mer and 
late into the fall, m ost buyers are 
feeling their way carefuly on black 
novelties. W hile orders for fabrics 
have been num erous they were not 
large. N or have m erchants been wi 
ing to anticipate beyond the call up 
to Easter. This, no doubt, is cause

by a desire to  try  out styles on con
sumers. Should one fabric stand out 
in demand above all others, tha t cloth 
will receive m any duplicate orders 
and be carried right through the 
spring and sum mer regardless of the 
white and tan  fad.

O rnam ents are being used w ith 
great freedom on pumps. These are 
m ostly small and they set off the 
th roat of the pump nicely. In  many 
instances they are buckles set with 
brilliants. T he designs vary but m ost 
of them  are small. In  high-priced 
pumps the Colonial effect will be 
shown. The tongues are much sm all
er, from one-half to  a third, than 
during the form er fad. Buckles to 
match the color are attached. These 
ornam ents are som ewhat larger than 
those fastened to regular pumps and 
are also set w ith brilliants.

Combinations of dull leathers, m ak
ing a sort of collar effect are expect
ed to be popular. A velvet pump hav
ing a dull leather trim m ing around 
the top and carrying a small o rna
m ent set with brilliants at the throat 
dem onstrates one of the effects tha t 
is likely to sell.

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

A Live Indian
So you will find

Rouge
Rex
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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sm art buyers are playing straps as 
one of the spring’s good sellers. T hey 
figure th a t m any women will refuse 
to buy pumps because of the possi
bilities of slipping. Still they w ant 
a low effect and a one or tw o-strap 
style will fill the bill nicely. Some 
firms have bought novelties in fa b 
rics made up w ith three and four 
straps.

T his coming spring and summer 
certainly will tax the buying ability 
of shoe m erchants. Fabrics, leathers, 
colors and patterns m ust be consider 
ed. To refuse to stock all styles 
may mean m issing the best seller, but 
on the o ther hand, an oversupply of 
shoes will result in a loss of money 
when cleaning out time comes. H av
ing a limited am ount of novelties on 
the shelves early in the season, so as 
to try  them  out on custom ers, and re 
ordering on the good sellers, is a 
method used by many successful m er
chants. T here never was a better 
time to try  this plan than at pres
ent.— Dry Goods Reporter.

Shoe Salesmen’s T houghts.
T he New England Shoe and L eath

er Association recently dined the 
traveling salesmen in Boston and nat
urally speechm aking followed the 
menu. H ere are some of the bright 
thoughts dropped by different speak
ers, which may have a general appli
cation :

“I venture to say tha t there is no 
one problem, the solution of which 
will be of so much success to the in 
dustry, as the one which will give 
to the shoe retailer a percentage of 
profit which he is so justly  entitled 
to. R etailers m ust have a fair profit, 
first, last and all the tim e.”

“The bane of the retailer next to 
small profits is extrem e 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 m an’s 
duty to find out not only w hat his 
house can make, but also w hat 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 w ith his custom ers.”

“T he salesman m ust be the medium 
through which the demands of each 
particular locality as to styles, lasts, 
patterns and quality of leather reach 
the m anufacturer.”

“W hen once the name of a desira
ble custom er finds a place on the 
books of the m anufacturer, every de
partm ent should co-operate to  keep it 
there. W hat is right is no t always 
expedient, and to  hold an account it 
may som etimes be necessary to 
strain a point in favor of the cus
tom er. I t  is much less expensive to 
retain him by the pursuit of a liberal 
policy than to get a new custom er. ’ 

“Any contract, w ritten  or verbal, 
between a m anufacturer and salesman 
carries w ith it m oral obligations for 
both which should be fulfilled to the 
le tter.”

A Merchant’s Resolutions.
W ritte n  fo r  th e  T ra d e s m a n .

I will no t mourn over money 
losses.

I will try  to avoid the mistakes of 
the past.

I will trea t all com petitors with 
fairness.

f will rectify mistakes at the first 
opportunity.

I will not delay ordering goods 
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 argum ent 
and dispute in selling goods.

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

I will not deny tha t others sell 
better goods or give better values 
than I, unless I can prove w hat I 
contend.

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

I will not urge a custom er to  buy 
w hat he does not need.

W henever practicable I will try  to 
persuade the custom er to buy the 
goods w hich  will be m ost economical 
in the long run.

I will thank any custom er 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 
unless T believe it my duty to do so.

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

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

I will rem em ber the old custom er 
who moves away from town, not only 
w ith thanks and good wishes but with 
a valuable present.

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

Thorough Comfort 
For Tender Feet

T h is is  a vici kid sp ecia lty  

in our P en tagon  W e lt  lin e  

called  our ‘ Corn Cure.

It rep resen ts  a il that good  

sh oem ak in g  can do in g iv 

ing relief to the foot from  

corns, bunions, crossed  

to es  and en larged  jo in ts. 

It is the acm e of foot- 

com fort and w ear quality

Rindge, Kalin bach T Logie & Co.. Ltd. 
Grand Rapid». Mich.

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

Any calling is noble in which one 
m inisters directly or indirectly to 
hum anity’s needs. Beside the finan
cial re turns one should receive satis
faction in knowing tha t his w ork re 
sults in good to  others. T o  forget 
this is to  love a part of the enjoy 
m ent—we may say, a part of the 
rightful proceeds—of one’s work. 
W hen one w orks not alone to  supply 
his own needs but to bless others he 
will strive m ore and more to  do his 
best. The finished product is an evi
dence not only of skill and know l
edge but of character and may be an 
incentive to  others to do be tte r and 
be better. E. E. W hitney.

W e live in a progressive age and 
we m ust keep step with progress if 
we would achieve success.

Be progressive in the m ercantile 
world. Never be a standpatter when 
im provem ent is at stake. R ather than 
that, be tter take a scout off the reser
vation occasionally as an insurgent.

Stock  the P rofit M akers N o w

H. B. Hard Pan
and

Elkskin Shoes
You cannot possib ly m ake a m istake by a d d in g  

the above lin es to your stock. They represent the 
tanners' best efforts to produce service giving  
leather com bined w ith  the sh o e m a k e rs ’ b e s t  efforts 
to produce s tu r d y , stro n g . * « a r - f e » s t i* t  sh o es  

that are com fortable to wear.

Your trade w ill soon be asking for this c la s s  o f  

shoes, and you better stock them now so  y o u  cast 
s u p p ly  the demand which is  su re  to  com e.

Our salesm an w ill show you. or we will gladly  
send a run o f s ize s  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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Hardware Conventions—Their Edu
cational Value.

The annual m eeting of the Michi
gan H ardw are D ealers’ Association 
will be held at Bay City M arch 7, 8 
and 9. An interesting program m e is 
being arranged, the attendance will be 
large and the indications are tha t the 
m eeting will be of g reat im portance 
to the trade and of great educational 
w orth. The value of these trade con
ventions is discussed very in terest
ingly and intelligently in the cur
ren t issue of Iron A ge-Hardware 
The article is pertinent at this time 
to the Michigan trade and in part 
follows:

At this season the m eetings of the 
various state organizations will com
mand the general attention of the 
trade, as jobbers and m anufacturers 
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 estim ation in which they will 
hold it and the attitude they will 
maintain tow ard it. There is, it may 
be, som ething of an apprehension on 
their part that the retail m erchants 
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 
w ith which retail m erchants have to 
do are so im portant, and some of 
them have so direct a bearing on the 
relations of the retail trade to both 
m anufacturers and jobbers tha t the 
coming conventions will be regarded 
with peculiar interest.

It is fundam entally im portant that 
the m em bers of the various associa
tions should come to their annual 
convention for the purpose of learn
ing w hat 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 ou t
ing or the enjoym ent of friendly in
tercourse. Incidentally there will be 
both of these benefits, but the chief 
end must be the work of the A sso
ciation and the advancem ent of trade 
in terests along business lines.

In some ways this is a critical time 
for the retail hardw are organization 
movement. For its own sake, that it 
may be w orthily representative of the 
great retail interests and that it may 
hold its own in the presence of co
vert, if not open opposition from o th 
er interests, it is necessary that the 
retail associations should see to it 
that the coming conventions may be 
guided by right principles, take the 
proper attitude for the protection of 
their own branch of trade, and so 
conduct themselves tha t they shall 
command the respect of both m anu
facturers and jobbers. As bearing on 
this m atter we point out some prin
ciples which should be recognized 
and some lines of policy which should 
be pursued.

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 
term s: O') They should oppose the 
encroachm ent of m anufacturers and 
jobbers on their trade, and, if neces 
sary, take m easures to prevent it: 
(2! they should again put them 
selves on record in opposition to the 
establishm ent 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 tha t re
tail m erchants 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, w hether by endeavor
ing to secure the co-operation of job
bers and m anufacturers in opposing 
them or by educating local m er
chants in regard to the best methods 
of m eeting such competition. These 
great trade problem s should have 
consideration in every convention, 
even although they are so well un
derstood that they call for little d is
cussion. and should call out clear cut 
statem ents of the retailer’s attitude in 
regard to them.

secure this continued usefulness and 
to increase it—for the associations 
have done only a small part of w hat 
they may do in these directions—it is 
needful tha t this educating and helpful 
influence be borne in mind in all the 
plans and in all the workings of the 
organizations. There is danger tha t 
those active in the associations will 
aim at the building up of the organi
zation rather than the benefiting of 
the trade. T he individual members, 
too, should not forget tha t the main 
responsibility for the usefulness and 
the success of the associations rests 
with them. I t  is their duty, loyally,
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M akers o f H ighest G rade E lec tro ty p e s  by 
all m odern  m ethods. T housands o f satisfied 
custom ers is o u r b e s t ad v ertisem en t.

Also a  com ple te  line  o f P rin tin g  M achinery, 
Type and P r in te rs ' Supplies.

A ssociations have done a splendid 
work in stim ulating and uplifting the 

] trade. They have im parted to it an 
j earnest spirit, an appreciation of it?
: dignity and to some extent an appre
ciation of its rights and opportuni- 

i ties. They have been influential in 
j introducing be tte r m ethods in the 
conduct of business and in giving a 

I m ultitude of valuable practical sug
gestions to  m erchants who are on 

j the lookout for pointers which will 
enable them to be better m erchants 
and to  make more money. W ork 
along these lines m ust be continued 
w ith unabated resourcefulness and 
vigor. H erein lies a large part of the 

1 associations’ usefulness. In  order to

TRADE WIMNER8

Pop Corn Poppers, 
Peanut Roasters and 
Combination Machines.

M a n y  S t y l e » .  
Satisfaction Guaranteed. 

Send for Catalog.
(INGERY MFG. C0..106-108 E. Pearl Sh.Clnclnnatl.0

\

SNAP YOURFINGERS
V

66 N. Ottawa St.

A t th e  Gas and E lec tr ic  T ru sts  
and th e ir  e x o rb ita n t charges . 
P u t i n  a n  Am erican L ighting  
System  and be independen t. 
Saving  in o p e ra tin g  expense  
will pay fo r sy s te m  in sh o rt 
tim e. N oth ing  so b rillian t as 
th e se  lights and noth ing  so 
ch eap  to  run.

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

Walter Shanktand ä  Co.
Michigan State Ageats

Giand Rapids, Mlcb.

Acorn Brass Mfg. Co.
C hicago

Makes Gasoline Lighting Systems and 
Everything of Metal

lERFBCT/ON
f Q U.0 '

IRONING80ARD

For $1.90
I will ship 
you com

plete Ironing Board 
and Clotbes Rack. No 
better selling articles 
made. Address i .  T. 
Brace, De Witt, Mlcb.

Mica Axle Grease
Reduces friction to a minimum.
It saves wear and tear of wa^on 
and harness. It saves horse en
ergy. It increases horse p o w e r .  
Put up in l and 3 lb. tin boxes, 
io, 15 and 25 lb. buckets and 
kegs, half barrels and barrels.

Hand Separator Oil
Is free from gum and is anti
rust and anti-corrosive. Put up 
in 1 and 5 gallon cans.

STANDARD OIL CO.
Grand Rapids, Mich.

fj-WeLightYourHome
Xandle-Power brilliancy—a t less th an  H cost of 

aerosene (and ten  tim es th e  light)—giving you
■Gas a t  1 5 c  P e r  1 , 0 0 0  F e e t
f (instead of $1 to  $2. whir-h 8»» Companie» 

charge). W ith th e  “ Handy”  Gaaoline L ig b t-  
I  lug  gyitem  o r "T rium ph”  Inverted  Indi

v idual L igh t jna get th e  best known »ub- 
1 f ti tn te  fo r daylight (and almost as cheap), ran  
read  or w orh in  any p a r t  of room—ligh t 
iy  a t  a  finger touch—d<*n't have to  move 

these Lights—the ligh t come» to  yon. W nt. 
fo r Catalogue and C ireulars (to  D*Pt. 26 *

Brilliant Gas Lamp Co 42 Stale St Chicago

Established la  IS7J

B est B g tlp p id  
Firm la  th e  State

Steam and Water Heating 
Iron Pipe

Fittings and Brass Qoods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The W eatherly Co.
18 Pearl S t. Graad Rapide, M lcb.

Weaver’s Choice Xcut Saws
Are Sold and Guaranteed by

CLARK-WEAVER CO.
Wholesale Hardware Grand Rapids, Michigan

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.



F e b ru a ry  22, 1911 M I C H I G A N  T R A D E S M A N 19

to  carry out the plans which are made 
for them , and to  give to their fellow 
m erchants the benefit of their experi
ences, so th a t in the discussions and 
in the interchange of opinions there 
may be brought out suggestions, in
form ation and counsel from a large 
num ber of m erchants. This would be 
of g reat in terest and much practical 
value.

pier and

1ÎS-S

The hardw are exhibitions, which 
are an im portant part of so many 
conventions, present a serious prob
lem which the associations m ust con
sider in a broadm inded and practical 
spirit. Tt is not enough tha t the ex 
hibitions as at present be a source 
of revenue. T his is but a small part 
of the usefulness which is within 
reach. W e have pointed out already 
tha t efforts should constantly  be 
made to have the exhibits education
al, so tha t even well posted hardw are- 
men may learn som ething from them, 
while those who are not so well p o st
ed will have an opportunity  of learn
ing much. W e repeat the sugges
tion, even although some who are in 
m anagem ent of the conventions are 
apparently  satisfied with things as 
they are. W e put before the trade a 
high standard to  which we believe th-‘ 
conventions m ust at least strive to 
attain. T hey m ust be carried on, too, 
for the purpose of bringing retail m er
chants and the m anufacturers into 
close relations, and be made the b a 
sis of direct business between the 
two.

I f  yo* 
contain; 
trp to  tha t mis-: 

I m ight cause you 
can not afford.

TMs is Wbat ffce

Royal System
Is Being for Retailers

In nearly all the associations there 
are houses doing som ething of a jo b 
bing business in connection with 
their retail trade. There are delicate 
questions in regard to these houses 
and their relations to  their fellow 
m erchants. T he associations have 
generally and very wisely given them 
the privileges of m em bership, and in 
nearly all cases they are am ong the 
most interested and influential of the 
members. T hey enter heartily into 
the spirit of retail hardw are associa
tion work. Unless, however, they are 
careful their g reater facilities in buy 
in or w i11 make them troublesom e com
petitors to their fellow merchants. 
T he 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 harm ony be
tween the different grades of retail 
m erchants is one of the happy re 
suits which should be accomplished 
by their being associated together in 
a spirit of fraternity . H ow  best to 
prom ote this is one of the questions 
which calls for considerations 
least some of the associations

deavor to  take away from him his [ w hat a first-class man 
business, why not join w ith him in spurt o r when overexi 
the endeavor to  bring in new bust- w hat a good man
ness? for a long term  of ye;

W hy not get all the progressive cit- -nry tf> j,ea |t j,. aiu 
izens of the com m unity to  join with 
you—the bankers, the lawyers, the 
real estate owners, the farm ers of the 
surrounding country—and say, “W e 
are going to  push this tow n and this 
com m unity; we are going to  adver
tise it. W e know tha t 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 C om  j 
munity, which has a capital of $1,000.- 
000 or m ore—its capital is the value L 
of all the property  in it—spend m o n 
e y  advertising tha t it may get the 
public in terested in w hat it has to  of-1 
fer?

N ot only will this get the outside 
public im pressed with the opporttm i- 
ties which your town and community 
have, but it will increase the know! 
edge of your own citizens concern j 

j ing their comm unity and make them 
take a new pride and confidence in it 

If  th e  population of your town w e re  
cut half in tw o to-m orrow , you and 
other business men would feel tha t it 
was a public calam ity and a woeful 
disaster.

Suppose th e  population were dou 
bled to-m orrow , how much would it 
be w orth to  you?

If you understood there was some 
movem ent on foot to  get one-haft of 
the people in your tow n to  leave it. 
you and o ther business men would 
quickly get together and endeavor to 
head off this movement. W hy not. 
then, get together and start a move
m ent to do just the o ther thing—to 

¡increase your population?
M any of the great and progressive 

cities of the country have awakened 
to  and realize keenly the value of 
this com m unity advertising. If it is 
a good th ing for a big city it is equal
ly a good th ing for a small one.

Make a beginning by getting  your 
local papers to  agree to  p rin t some 
thing about the advantages of your 
com m unity in each issue.

S tart the "G et-T ogether Move 
m ent,” and make your tow n grow: 
you will find tha t it will help your 
business more than anything yon 
have ever done.
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Man’s Possibilities.
T hat the first-class man can do in 

m ost cases from tw o 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 <i 
thorough and scientific study of the 
possibilities of men.

T his enorm ous difference exists in
< la-
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your business.
U nless your town and the sur

rounding com m unity increase their 
population and purchasing pow er you 
can not expect your business to  grow 
—unless it is at the expense of some 
o ther m erchant.

Instead of fighting him in the en

large field, as the w riter, together 
with several of his friends, have been 
engaged, with m ore than usual o p 
portunities, for tw enty years past, rn 
carefully and system atically studying 
this subject. Tt m ust be distinctly  un
derstood tha t in referring to possi 
bilities, the w riter does not mean
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W omen and Business.
W ritte n  fo r th e  T rad e sm a n .

This is to treat, not of business 
women, nor of business as an occu
pation for women who m ust earn 
their own living, but of the finan-l 
cial affairs of home women.

There are two theories as to what 
is a woman’s proper place in the 
w orld—two ideals of w hat 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 m ost charm ing, 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 argum ents.

S tranger yet, considering tha t the 
two positions taken are so diam etri
cally opposite, is the fact tha t ind i
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 grow s 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 m arry 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
m iliar to her. If  she makes an in 
vestm ent 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 w hat 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. I t  is entirely 
possible for a woman of this kind to

fill a useful place in the world, and 
lead a very happy and contented life.

H ere is the other type of woman, 
the kind who from babyhood up 

! seems predestined to be the graceful 
! ivy for some sturdy oak. All busi
ness is as so much Greek to her, she 
never knows nor w ants 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 judgm ent 
and decision. This kind of woman 
holds a wonderful fascination for 
strong afid self-reliant nature and is 
apt to m arry 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 h e r
self.

Between these two extrem e 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 som e
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 
w hat set of faculties is stimulated and 
developed. Education and environ
m ent will determine with m ost of 
these w hether 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 w hat they 
are educating her for. If only with 
the advent of a girl baby there came 
some sort of authoritative forecast 
of w hat 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.

W e are forced to acknowledge that 
i we can not tell anything about it.

If Fate were so considerate as al
ways to gran t 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.

U nfortunately  things do not come 
out so. Fate guarantees no immunity 
from m isfortune 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 tha t hitherto  
has known nothing but luxurious

shelter is exposed to the fiercest 
blasts of adversity.

M ost sensible people have come to 
believe that it is necessary and best 
for women to learn som ething about 
doing business.

Some women w on't acquire this 
knowledge because they consider ig
norance of all such m atters 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. T heir 
minds will not take hold of it. Na
ture seems to have exempted them 
from ever bothering their brains 
about money m atters, but by some 
slip in her calculations has failed to 
exem pt them from the need of un
derstanding such things.

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

Some women will look after tr i
fling details w ith painful accuracy and 
exactness; they will see to  it th a t the 
milkman never beats them  out of a 
single pint ticket and tha t the g ro 
cery bill is properly docked if one 
can of corn or tom atoes has gone 
wrong. Then they will en trust their 
very all to some sm ooth-tongued pro
m oter and receive in exchange w o rth 
less mining stock or high-priced lots 
in a tow n tha t is being ex travagan t
ly boomed, but which never emerges 
from  its chrysalis state.

T he idea frequently held tha t a 
woman never can get a square deal 
from  any one is erroneous. Some 
women, on getting  le t down a few 
times, become suspicious of every
body. T his is m ost unfortunate. 
T he great body of men are more 
scrupulous in dealing w ith a woman 
than w ith one of their own sex. No 
honorable man w ants to  take advan
tage of any wom an’s ignorance of 
comm on commercial usages. There 
are enough sharks—of both sexes— 
w ithout conscience or scruple, who 
are only too ready to  fleece any 
credulous and gullible woman of 
every cent she may have.

So let all women who can do so 
learn som ething about business. 
T here are enough who can not or 
will not learn anything of the kind to 
keep busy the charitable o rgan iza
tions and all such individuals as are 
willing to undertake the hard task of 
standing betw een the unscrupulous 
and their natural victims. Quillo.

mischiefmaking and office anarchy all 
loom big in the road to  failure.

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

T he girl who succeeds minds her | 
m anners. She is agreeable all the 
time, no t ju st when the notion strikes 
her or she has had a  le tter from him. 
There is no surer path to  failure than 
a sullen, grouchy disposition that 
shows itself in rudeness and sar- ! 
casm.

T he girl who succeeds does not 
gauge her m anners by appearances. 
M any a girl has learned too  late that 
shabby clothes do not always mean 
a custom er not w orth while. She is as 
attentive to  one patron as to  another 
and does not give indifferent a tten
tion to  the small buyer and gush over 
the lavish one.

The girl who succeeds never is 
heard whining about pull. She fo rg 
es ahead as hard as she can. not ex 
pecting to  be dragged in to  place by 
her looks or her influence. Pull does 
count in business, but to  a much 
more limited extent than the uniniti
ated imagine.

I t  is well to  learn tha t pull is not 
to be relied upon early in one's busi
ness career. A girl once w ent into 
an office in which her uncle was a 
heavy stockholder. She was clever 
and did good work, but her ambitions 
ran  away with her. A t the end of the 
first m onth she counted on a raise, 
and when it did not come she took 
to  wirepulling.

T he uncle interviewed the m anager 
and insisted on his niece being pro
moted above the heads of those who

had been in the office in 
m anager, being a man 
fused. Secretly he had 
the newcomer and had s 
a new office to  be ere at 
of influence so disgusted 
gave it to  another and t 
ded along m onths longe 
would had she trusted 
merits.

The girl who succeed; 
to  guard her physical 
works hard, but does n 
fo r tha t way lie shatters 
bad breakdowns. She 
but not am bition riddei

T he girl who would 
in the right groove 
w ithout a business hea 
make a good clerk, but 
a s ta r as a designer; -h> 

[children should no mo 
kindergartening than sfi 
who is stone deaf aspic 
tuoso.

The succeeder does 
| sand easily. W hen the 
| she may moan a little, 
not count herself inva 
thereby. W hen one thin 

! she is up and at it aga 
j it hopeless, turns qnic 
I th ing else.

N or does the succeed« 
' over-crowding in bush
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The Girl W ho Succeeds.
T he girl who insists upon regular 

m eal hours, no m atter w hat happens, 
and whose last hour of the m orning 
and afternoon is spent looking at the 
clock to  see if stopping time has no t 
come, is of no use these days.

U nfortunately  if not of use she is 
as common as the backbiter in w om 
en’s clubs or the rabbit of New Zea
land and nearly as great a nuisance.

T he girl who is always on the 
lookout for her rights and has no use 
for overflowing m easure save in her 
pay envelope is bound to make a fail
ure, w hatever her gifts. There is 
m any a time in business when a cov
eted engagem ent m ust be given up, 
the hours of sleep curtailed for an 
emergency. T he girl who does this 
freely, smilingly, is the girl who is 
in line when prom otion comes.

T he girl who succeeds is she who 
knows the value of trifles. She does 
not think the petty  details of an of
fice not w orth  bothering w ith ; she 
does not w aste her m inutes thinking 
they do no t m atter; she does no t 
shirk in little things.

She has no false notion of trifle 
e ither; she realizes th a t trifling her 
em ployer’s tim e is no trifle, th a t care
less, uninterested w ork m ust be reck 
oned w ith, th a t talking shop, gossip,

Tk  h p l v  
F toner

Better Than 
üapfe

cutescs;«? « m w i c j m i k  set 
— -J. mmm*

You have had calls for

SAPOLIO
If you filled them, all’s well; If you 
didn’t, your rival got the order, and 
may get the customer’s entire trade.
HAND SAPOLIO ie a special M M  l eap w p riier  i s  

enough for the baby’s skin, and capable e# w a i iksg mm 
Costs the dealer the sam e as legatee SAPOLIO bat h i jar
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A N N  ARBOR DELIV ERIES.

Merchants Have a Co-operative Plan 
and It Works Well.

W ritte n  fo r th e  T rad e sm a n .

Up to  about four years ago the 
old expensive, unsatisfactory, hit-or- 
miss ways of delivering goods pre
vailed in Ann A rbor as elsewhere. 
Every grocer and every butcher ran 
his own delivery wagon; and this, in 
m ost 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 
establishm ent, in which business was 
carried on by modern, up-to-date 
methods.

If the rigs were shabby and dilap 
idated, w hat 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?

W hen 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. I t  goes w ithout saying 
tha t the average delivery boj" would 
not give it proper care and a tten 
tion. So, under the old regime, the 
Ann A rbor 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 territo ry  at the 
same time, each going hither and yon 
w herever its particular store had an 
order to be left.

He >w much did a single delivery 
cost? No one could answ er tha t 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 num ber of years back. But just 
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 m orning 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 A rbor up to 
about four years ago, when a wave 
of uncommon good sensé seemed to 
strike the dealers of that city and 
the M erchants’ Delivery Company, a 
stock concern of tw enty-three grocers 
and butchers, was organized there. 
W hen you think of it. the wonder 
is. not tha t this companv was or 
ganized four years ago, but th a t it. 
or som ething similar, was not organ-

ized forty years ago; and no t that 
this one delivery system on co-oper
ative principles is in operation in Ann 
Arbor, but tha t som ething like it is 
not in operation in every place large 
enough to make necessary the deliv
ering of goods at all.

A t the time of organization each 
dealer tha t w ent into it turned in the 
horses and wagons he had on hand 
and was credited the am ount 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, sm art
appearing wagons and fine horses, 
not one of which can be bought 
for less than $200, substituted.

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

The actual w orkings 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 m arket puts up its own orders 
and routes them. The orders are 
placed in uniform baskets. At 6:45 
in the m orning a delivery wagon is 
due at the stores to pick up these 
baskets. T hirty  m inutes later the o r
ders from the tw enty-three stores 
and m arkets 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:o0 they are back again at the 
stores, and at 9 o’clock the second 
lot of orders go out from  the w are
house. The drivers pride them selves 
on their punctuality. The last deliv
ery in the forenoon starts  from the 
stores a t 10:15 and from the w are
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 custom ers, 
every m other’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 w hether 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 tha t 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 tha t de
livery m an is with her canned pum p
kin. The Ann A rbor housewife or 
boarding house keeper rests on the 
assurance, w arranted by all her past 
experience w ith the M erchants' D e
livery Company, tha t her order will 
get to  her in due season, and so she 
is tranquil and serene.

I t  is needless to say tha t this con
tinuous fram e of mind on the part 
of their custom ers lessens the wear 
and tear on grocerym en and m eat 
dealers very perceptibly. No m atter 
how well a store is conducted in every 
other respect, careless, blundering, 
unreliable delivering will cause 
the loss of the m ost loyal and best

paying patrons. U nder the Ann A r
bor sjrstem the m erchant knows that 
the delivering will be done all right 
anyway, and so can give his whole 
mind to the o ther parts of his busi 
ness. He is not distracted by hur
ry-up enquiries from irate customers, 
nor w orried 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 m anagem ent and good 
rigs and good horses to  drive. There is 
a fine esprit de corps am ong them. A 
position with the M erchants’ 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 m eat 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 treatm ent than a 
horse. N eglected, he soon takes on 
a bum appearance. On the o ther hand, 
the results of good feed and proper 
groom ing are just as readily m ani
fested.

Two barn men are employed by the 
M erchants’ Delivery Company, one 
for daytime and the o ther for night. 
The day man does all the feeding. 
Even in Ann A rbor, where illiteracy 
is unknown and all ranks and class
es exhibit culture and intellectuality 
in a rem arkable degree, it is not made 
im perative th a t a barn man shall be 
a university graduate; but it is re
quired tha t he shall know som ething 
about horses. This is really m ore es
sential and pleases the horses much 
better.

Last, but not least, does this co
operative delivery system suit the 
m erchants them selves? I t  does, b e 
cause it gives satisfaction to  their 
custom ers and is saving them  a good 
deal of money. Some dealers who 
hung out against the plan and would 
not become m em bers when the com
pany was organized now are eager 
to join.

A few facts and figures as to cost:
T his M erchants’ Delivery Com

pany at Ann A rbor has an invest
m ent of $20,000; $13,000 of this is 
in their warehouse, which is of red 
brick w ith cem ent floor. “ N othing to
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decay in the whole structure,” says 
Mr. K yer, the Secretary of the com
pany. T he barn is in the rear of this 
same building; $7,000 is invested in 
horses, wagons, harnesses and other 
equipm ent.

Instead  of its taking forty men or 
boys for the work, which was about 
the num ber required under the old 
individual method, now sixteen driv
ers are all th a t are needed, while tw o are unable to  make it les 
barn m en and one stenographer, who by a little forethought, you can b u n d  
also acts as book-keeper, complete your orders together som ewhat, the, 
the force. All the work is under one the lessened cost of delivery make 
superintendent. it possible to  sell on a low nsargi

patronage, every dollar of it, and if 1 
som etimes you should w ant a single 11 
article in a great hurry, do not fresi-1 
tate to o rder it. even if the profit on i 
that particular item i* not enough to f1 
cover the cost of delivery. f will S 
see that you get w hat you w ant; hut 
you understand just how it is: Every 
delivery, large o r small I with in 
I pounds'/, costs us ju s t so much W e s

buildin 
stock, 
cash A

Each m erchant pays in cash for 
the actual num ber of deliveries he 
has made. Each grocery order ot 
w hatever size, up to  100 pounds, is 
delivered for 3 cents.  If an order 
overruns 100 pounds, then it m ust 
take tw o tickets instead of one and 
costs 6j4 cents to deliver. A butcher’s 
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 m eat dealers, because their 
orders average considerably less in 
w eight than the grocery orders.

I t has been found tha t with pay
ing all the help, keeping up repairs, 
equipm ent, etc., and paying the sal
ary of the Superintendent, tha t de
livering actually can be done under 
this system  a t 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 g reatest economy 
possible, still costs as much as these 
figures indicate, w hat m ust it cost u n 
der the haphazard, individual, each 
dealer keep his own horse and deliv
ery man system  that generally p re
vails? T he answ er to  this enquiry, 
if the tru th  really could be gotten  
at, som etim es would be truly appall
ing. Perhaps it may be conducive to  
the average dealer's peace of mind, 
if no t to  the fullness of his pocket- 
book, that, as a rule, he can not tea  
a t all closely w hat his delivering does 
cost him.

A nother thought comes up. Now 
A nn A rbor, w ith its g reat student 
population, has very many fra te rn i
ties and boarding houses. Grocery 
and m eat orders average much larger 
there than in tow ns made up alm ost 
entirely  of private families. So one 
would naturally  reason tha t dealers 
there could afford the old m anner of 
delivering better than they can in the 
average town, where the orders run 
sm aller and so make delivery more 
expensive. In  o ther words, if 'A nn  
A rbor 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 th a t it is a 
good thing for a m erchant and a good 
thing for his patrons to know to  a 
fraction of a cent ju s t how much it 
costs in cold hard cash to  deliver an 
order of goods. I t  can not help but 
set going a campaign of education. 
T he shrew d and tactful dealer will 
naturally  instruct his patron som e
w hat in this w ise: "M y dear Mrs. 
Surepay, you know I appreciate your

of profit and tends to  keep d o w n  
prices, in which we are m utually in 
terested .”

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

Certain it is that many w  men. 
they knew that every delivery cost 
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 the ir way and leave the 
pound of crackers and the package 
starch with but little trouble, and n 
expense at all. W hen the dealer keep' 
his rig  and does his own deliver:ns 
there is some tru th  in this line r>: 
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 in terests ar 
identical, dealers may best secure 
profit and advancem ent by organiz
ing and working amicably together

g . a  a .

By President of the N, C. R. C.
T he annual round-up of the Na 

tional Cash R egister Company, a  
D ayton, this year was a great attar? 
abounding in en tertainm ent 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 rem arks

i t  is lack of decision tha t 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.

T o a ttrac t a tten tion , do somethin; 
unusual.

Money is no t all there is to sue 
cess.

If you plant potatoes you will ge 
potatoes. It we plant things in otx? 
selves tha t make for unhappiness, w 
will g e t unhappiness.

I t is the things tha t are prevea tabl 
tha t w orry me.

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

I would ra ther tear up ten dollar 
than to  lose an opportunity  to mak 
ten dollars when I could.

I 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.

I t  is ju s t as hard to keep a thin, 
after we get it as it is to get it-

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

We Mamriacfwre
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Relations of Traveling Salesman To 
Retail Merchant.*

The orders of the K nights of the 
Grip and the .U nited Commercial 
Travelers of Port H uron have n o ti
fied me that I 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 attem pt to  point out to yon 
the relations of the traveling sales
man to the retail m erchant.

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 e n 
joyed our beautiful parks, our sum
m er resorts, a trolley ride through 
the beautiful surrounding country, an 
auto ride to many points of in ter
est, a boat ride down the peerless St 
Clair River, or a m oonlight excursion 
on Lake Huron.

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

W e are pleased, nevertheless, to 
welcome you at any time of the year 
W e regret that this meeting is held 
in the middle of the week, when the 
great m ajority of our traveling sales 
men are on duty and unable to l>e 
present. W e hope, however, that 
vour sojourn in Port Huron will be 
pleasant. W e have numerous hos- 
telries which compare favorably with 
the best in the State, at which you 
may find accommodation. W e have 
amusements and means of en terta in 
m ent 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 I 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 m erchant 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 I have given 
little thought or attention to public 
speaking. For some years I was con
nected with a jobbing house through 
which I developed into a traveling

•A d d ress  by E . J . C o u rtn ey , tra v e lin g  
s a le sm a n  fo r th e  P o r t  H u ro n  b ra n c h  of 
th e  N a tio n a l G ro ce r C om pany , befo re  th e  
M ich igan  R e ta il G ro ce rs  a r d  G eneral 
M e rc h a n ts ' A ssoc ia tion  co n v en tio n  a t  
Port Huron.

salesman. The jobbing house, the 
traveling salesman and the retail 
m erchant 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 m ercantile business.” It 
is urged that a great deal of unneces
sary expense can be avoided by hav
ing the retail m erchant deal directly 
with the m anufacturer and the pro 
ducer. F o r years the Grange, an o r
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 I know every 
such business proved a failure. The 
patrons them selves 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 

I obtaining 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 m onths 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 consum er at the 
lowest possible cost. It has a duty 
to perform  which can be performed 
by neither the consum er 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 consignm ents which 
he would require would so enhance 
the price by way of freight and other 
expenses tha t he could not supply his 
custom ers 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 b e 
comes a very essential branch of the 
trade. Now the jobber can not deal 
directly with the consumer. There 
m ust 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 interm ediate 
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 I 
goods and m any other details m ark 
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-m onthly calls 
and is always up-to-date on prices 
and quality of goods. H e has every
thing systematized. H e can often tell 
the retailer ju s t w hat goods he w ants 
be tter than the retailer himself 
knows. He m eets the retailer face to 
face to  answ er for the quality of the 
goods sold.

In dealing through the traveling 
salesman the retailer is never tem p t
ed to  buy unnecessary or unsalable 
goods. H is store room s are seldom j 
stocked w ith large quantities of dead 
goods. H e buys in such quantity  as 
his trade calls for. The elem ent of 
waste which causes the greatest loss 
in every business is practically elim 
inated. W hat 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 his J 
best business friend. H e should e x - ! 
tend to him such courtesies as he can, 
for in so doing he is adding to his 
own profits. T he present day travel
ing man necessarily makes long trips. 
He m ust therefore accommodate 
himself to railway time tables and 
trolley cars, making such drives only 
as are absolutely necessary. H e is 
more im portant to  the retailer than 
any custom er and should receive first 
attention  when he visits your place 
of business. A fifteen m inutes’ de
lay at your store may cause him 
a five hours’ delay w aiting for the 
next train. A surly greeting may 
cause you to  miss seeing the m ost 
salable goods on the m arket. Look 
upon him, then, as an essential part 
of your business. As he comes period
ically into your store he will m eet you 
w ith a smile and a new storj'. He is 
prepared to  do business in the short
est space of time. H e does not w ant 
to  w aste your time and you should 
no t cause him to  w aste his. A few 
words, a survey of his samples, and 
you soon learn the orders you w ant 
sent in. Sent by him they go prom pt
ly. A lthough his hand-w riting 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 prom ptly as re 
quired.

H ow  different, should you be too 
busy to  interview  the traveling man 
and two days la ter find tha t you are 
short in certain  kinds of staple goods. 
You hustle around and look up the 
catalogue. You have difficulty in se-

The Fifty-fourth
You have been reading about the Citizens Telephone 

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

sr%
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lecting the goods w anted from the 
m any varieties. You spend the next 
day m aking up your mind ju s t w hat 
to  order. You send your order in 
form  and w riting  th a t puzzles the 
house. You are getting  out of your 
line of business. You w atch the mail, 
the express and the freight train , and 
can not understand why your order 
has been delayed. In  the meantim e

them  and a ttem pt to  recover w hat 
you have paid. You send your next 
o rder som ewhere else. T he faulty 
goods rem ain upon your shelves and 
you lose m ore in the one transac
tion than all the profit you ever 
made by this m anner of dealing.

Not so in case you deal w ith a

T o do this the re ta iler m ost
In touch w ith the fobbing Ik
and this he can do  only throng
traveling salesman.

In! con elusion : W e are well ;
that the traveling salesman has

[the bu tt o f all kinds of jokes.

M EW  Y O R K  M A R K ET.

Special Features of 
Produce

Mew York.

the  G rocery anc 
Trade

M —A t tfife w rit

m g to  show hat he is
traveling salesman. You find your o r- j responsible. H is meth 
der, when it reaches you, no t as rep- j he passes back and ft

j that he is a species or 
icing true, 
ire he parta 
as are at

an hour's 
i amusem«

“ G ive  h im  a  k in d  w o rd  a lw a y s  
H e 'll  g iv e  you  hack th e  s a m e  

F o r  th e  d o in g s  o f  so m e  M ack  sh eep  
D o n t g ive  th e  w h o le  t r ib e  b lam e.

your best custom ers have gone to  | resented. You know  he will return | road, seems to  con 
deal with some one who has on hand 
the goods which you failed to  order 
a t the p roper time.

Some few retailers seem inclined 
to  look upon the “drum m er” as the 
source of all their ills. Like the 
small boy who, when his teacher said,
“W illie, you* have a new b ro ther at 
your house,” began to  cry. H is teach
er, w ishing to console him, said, “ I 
think you should be pleased to  have 
a b ro ther to  play w ith.” W illie an 
swered, “ ’T a in t that. Pa will blame 
me. H e blames me for everything.”
T hey blame the drum m er for every
thing. T hey m eet him with a grouch.
T hey suspect tha t he is try ing  to  “do 
them .” T hey are surly when he calls.
They know all the bad points of the 
goods they have purchased from  him, 
the good qualities are never m ention
ed. Some one eventually comes along 
who does “do them ” good and plen
ty. T hey invariably invest in a 
“gold brick,” which lands them  in the 
bankrupt court. Suspicious of every
one they become a prey to  some 
sm ooth shark who sells them an o r
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. T ha t always in
jures his future success. H e tries to 
keep in touch w ith the m arket in your 
vicinity. H e has wide experience. He 
w ants you to  order such goods as 
you can readily dispose of. H e w ants 
increased business. H e studies the 
popular will and in m ost cases talks 
to  you frankly and truthfully . He 
w ants your confidence. H aving ob
tained tha t confidence he w ants to 
retain it. T his he m ust do in order 
to succeed. Y our in terests and the 
in terests of the traveling salesman 
are identical. You m ust succeed to 
gether. Of course, it is to be expect
ed tha t you will closely examine the 
goods purchased from him, that you 
will learn th a t the house from which 
you purchase always gives you a 
square deal, th a t there is no m isrepre
sentation.

In  order to  do business prom ptly 
there m ust be confidence. You ex
pect your custom ers 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. L et them  know tha t you rely 
upon them. Should they deceive you, 
then turn  them  down hard and buy 
elsewhere.

I t  is true th a t errors and m isun
derstandings may occur. Should you 
order by mail from Chicago or New 
York, having advanced your money, 
and find th a t the goods are not as 
represented, you are loath to return

esrtn upc 
e  some

t of Ese oea

in a day or two. You call it to  his 
attention. H ow  frequently you have [13 ta r  from 
known him to  untangle a difficulty 
tha t has arisen between you and the 
house. The faulty goods are re turn- j som etimes gain for him 
ed o r a proper discount is allowed [ that he does so t  deserv« 
you. You lose nothing by the transac- j ders on his weekly trip; 
tion. H ow  quickly in such cases the country  we would ask 
telephone is b rought in to  play be- w ords of the poet, to  
tween the salesman and his house, j 
and alm ost before you know it every 
thing is fairly and squarely adjusted.

There is another m atter over | 
which the traveling salesman has no 
control, which som etim es causes un
pleasantness to arise with the retail
er. T he present day jobbing houses 
th roughout the country  insist upon 
having their bills paid prom ptly. The 
vast m ajority  of such bills are so 
paid and m any of them  are dis
counted, tha t is, paid before they be
come due. There are, however, still 
some who are dilatory in m atters of 
this kind. T hey are financially re 
sponsible, it is true. T hey intend to 
pay everything they contract. They 
do pay it. T hey seem, however, to  
have acquired habits of delay. They 
are no t prom pt. Every business to
day is conducted upon such a narrow  
m argin tha t the funds invested m ust 
be kept active in order to  he able to 
continue modern business methods.
Every dealer should acquire the hab
it of paying prom ptly. I t  is a mere 
habit. Once acquired he would never 
turn hack to  the old worn out method 
of delaying from m onth to  m onth as 
long as he can get accommodation, 
and then finding the accum ulation- 
too great to  overcome. T he retail
er should train  his custom ers like
wise to  pay hills prom ptly, but in 
any event should not lay the respon
sibility upon the salesman. H e m ust 
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 m ajori
ty of retailers have learned to  work- 
in conjunction with the salesman: 
tha t you are pleased to  see him call, 
tha t you give him prom pt attention 
You learn w hat he has to  offer tha t 
is new. Tn m any cases you have your 
orders already prepared for him. You 
have m utual confidence in each other, 
hut there are yet some am ong yon 
who have the suspicions T have point
ed out.

G atherings of this kind bring us 
m ore closely together. W e here 
learn to  know each o ther b e tte r and 
oftentim es to  know is to  have confi
dence. I t  is true we m ust be on the 
alert at all times to  cull out what is 
false and fraudulent. W e m ust be 
progressive. W e m ust keep abreast 
of the times and learn all tha t is n e w  
in our particular branch of business.

courage or 
I0.S0ft hags

land, wrrs 
i reptctatn 
As be wa:

n  t r■%nA i-flnzr the 
coffee, 
same i 

WTtfe B 
„ a

iff» e r  t ;

S om e so -ea lied  good m en  slip *tr stam en
W h ile  a long- th e  ro a d  to  H eav en

G oes th e  d ru m m e r  w ith  h is  g r ip .” J7nrrrr

W ith the Salespeople. chansrmqr
C harlotte — Alderman Greenman j wiîî COTTI e

has resigned as M anager of the John sinner w?
T ripp clothing store. mains to

La Grange, Ind.—Charles U. Man- firmly fief*
ger has returned to  the Porterfield & Rovers
Son shoe store as a salesman, and the small
in the absence of R. L  Porterfield, the mark
who is on the road for the Mishawaka less t  p e i
W oolen Company from January  1 to fished.
April 1 of each year, will be in charge N ot an
of tha t place of business. gathered

St. Joseph—H. P.TCnudson has sold the usual
his interest in the Shepard & Ben- th a t is to
ning Co. and will return to  South Prim e to
Haven t o  take a position with M Pepper
H ale &  Co., where he was formerly are fairly
employed. ! d e s  are

H arbor Springs— Ed. M osier has ! jf| gr with
returned from F o rt W ayne and will but there
again take his old position in the Î the whoff
grocery store of W. C. C ram er R a re r-

Elgin Batter. show no
Elgin. 111.. Feb. 21—No change I seen. Go

was made in our quotation to-day. the
general idea being that the condr- fn r fpjnrAT
tions obtaining in the principal cen- Tn the

after Ma

»sib

ters w arranted present val 
fancy fresh goods. One hid 
Call at 26%c failed to bring 
goods over and above contra

are Maine

If m erchants in o ther cities wtIT 
follow the m ethods of those in On 
away they will find their home p e o 
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 w henever asked to do so . and 
often they do it w ithout being asked.

Rapids Mach 
•f its hnsine

The Gra
Co. has merged its business 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

m aking 
Maine. 3

ticalTy 
the demand

idntter has 
| exceeding tft 
specials dos' 

I 2n*4c : firsts.

g nan titres.

The “Schrouderis” has been im 
porated to  take over the drug b 
ness of Schrouder & Stonehous« 
this city. T he company is capft: 
ed at §31,500 common stock and i 
500 preferred and Berand Schror 
holds the control.

fe 'r r fire grinds 
led f c w i

'der
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M ichigan Board of Pharm acy. 
P re s id e n t—'W m . A. D oh an y . D e tro it. 
S e c re ta ry — E d. J .  R odgers, P o r t  H u ro n . 
T r e a s u re r—Jo h n  J . C am pbell. P igeon . 
O th e r  M em b ers—W ill E . C ollins, O w os- 

so : Jo h n  D. M uir, G ran d  R ap ids.
N ex t M ee tin g —G ra n d  R ap ids. Nov. 15. 

16 a n d  17.

M ich igan  Retail Druggists’ Association.
P re s id e n t—C. A. B ugbee. T ra v e rs e  C itv.
F ir s t  V ic e -P re s id e n t— F red  Brundage> 

M uskegon.
Second V ic e -P re s id e n t—C. H . Jongejan»  

G ran d  R ap ids.
S e c re ta ry —H. R. M cD onald. T ra v e rs e  

C ity.
T r e a s u re r—H e n ry  R ieehe l. G ran d  R a p 

ids.
E x e c u tiv e  C o m m itte e—W . C. K irc h -  

g e ssn e r. G ran d  R ap id s: R. A. A bbo tt, 
M uskegon : D. D. A lton. F re m o n t:  S. T . 
C ollins. H a r t :  Geo. T.. D av is. H a m ilto n .

Michigan State Pharm aceutical Associa
tion.

P re s id e n t—E . E . C alk in s. A nn A rbor. 
F ir s t  V ic e -P re s id e n t—F . C. Callow . 

R ead ing .
Second V ic e -P re s id e n t—W . A. H yslop . 

B oyne C ity.
S e c re ta ry —M. H . G oodale. B a ttle  C reek . 
T re a s u re r—W illis  I e ise n rin g . P o n tiac . 
N ex t M ee tin g —B a ttle  C reek .

Grand Rapids Druq Club. 
P re s id e n t—W m . C. K irch g essn e r. 
V ic e -P re s id en t— O. A. F an ck b o n er . 
S e c re ta ry —W m . H . T ibbs.
T re a s u re r—R olland  C lark .
E x e c u tiv e  C o m m itte e—W m . Q uigley ,

C h a irm an  : H e n ry  R ieehel. T h e ro n  F o rbes .

The Buying and Selling of Soap.
W hen 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

side of the advertised lines, it is the 
w rapper tha t sells the soap.

If I were putting  up a low-priced 
soap for toilet purposes, selling, say, 
a t “3 for a quarter,” I think I would 
lithograph my soap w rapper in every 
color of the rainbow, with lots of 
double dyed gold on top and then— 
sell the soap. Of course I mean this 
from the consum er’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 

j determine w hat grade will please her 
| and make the sale quickly. He has the 
! whole range of possibility before him 
j The game to him gets interesting: but 
! to the prospective purchaser it i*
| solely one of buying seriously, profit 
j ably, pleasurably and quickly.

Now from just one m an’s experience 
as a druggist the conversation runs 

| som ething like this: “W e have an ex
cellent scented soap here at 3 for 25 

J cents.” begins the clerk, handing out 
i the line that is being pushed because 
j of its m erits for quality tha t satisfy 
| the customer. If your store is in the 
; fashionable shopping district and 
! your custom er is “one of the four 
hundred of your city,” she will say: 
“No. I neglected to mention T want- 

i ed Blank’s soap.” The clerk: “We 
I haven’t B lank’s soap, but here is an 
| excellent soap of the same nature, 
recommended highly—”

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

i elsewhere.”
Some families have been known to 

cling to one kind of soap for years 
j and years, perhaps something that 
I their grandfathers and grandmother* 
(used. If you want to please these 
I people, your store being in their dis- 
j trict. you must keep the goods they 
! want.

I t ha* been my experience tha t the 
(better class of trade alm ost invaria- 
I bly know w hat 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 
' w hat they want. They are influenced 
i largely by the attractiveness of the 
| package, never buy the same kind 
j twice, or, to be m ore exact, order it 
so many times tha t you know their 

I favorite. If  your store is in the fac
tory  district your sales at times will 
run to grit soaps: and in all places a 

j small proportion of medicated soaps 
; If your store is in the m arket district 
I or the poorer home district, what will 
¡the good m other of six buy. whe

comes in to your store in “calico 
w rapper” attire, with two little to ts 
clinging to  her dress on opposite 
sides? W hat will she buy? Castile? 
Yes. Six big bars of Ivory? Yes. No 
fancy w rappers: 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 tha t present-day American 
spirit of extravagance which we are 
all more or less guilty of.

Then, too, I believe, from a some
w hat superficial study, that women 
buy 50 per cent, of the soaps sold: 
tha t more soaps are sold in the sum
m ertime or under Southern skies than 
in w inter or in N orthern territories: 
tha t fancy packages sell best during 
the holidays: tha t 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 m anufactur
ers of soaps. I believe further tha t 
in the product itself, the price, the 
quality and the elegance of the pack
age are the determ ining factors that 
go to create a dem and: 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 
w ealthy 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 m anufacturer by announcing that 
he has the goods. The newspaper, if 
vour store is downtown, is of course 
the m ost excellent medium for quick 
returns and the winning of public 
confidence. Y et while spending sev
eral thousands of dollars each year in 
advertising in the newspapers m y
self, I can not help but feel tha t a big 
window display of attractive soaps 
makes the goods “move” surely as 
the sun sets. The window m ust be 
attractively arranged, of course, and 
m ust be confined to  a display of one 
kind of soap: the prices m ust be 
stated: the goods shown to the best 
advantage: the great spirit of “creat
ing the desire” m ust be breathed in
to the exhibit there and on the coun
ters containing the same good* w ith
in the store. Surely a store tha t in
creases its business each year ought 
to show a proportionate increase in 
its soap departm ent. Tf yours does 
not. study your locality, your trade 
and then—advertise soap tha t appeal* 
to  “your people.” The field is ever 
widening. Shaving soaps in sticks, it 
powder and in paste tem pt buyers: 
and tend to  increase trade. More 
kinds are being nationally advertised 
as years go by—and advertising in
creases consumption. W hat is more, 
we druggists are beginning to see the 
good business sense of pushing a line 
that, as I figure it, pays on the aver
age about 40 per cent, gross profit.

So, of the ten showcases in my 
store I devote one to soaps. I favor 
windowr displays for moving the

goods. I believe in the attractive 
package. I think th a t even if you do 
not agree w ith me tha t the buying 
of soap on the part of the consum er 
is three-quarters “love” for the p rod
uct and one-quarter a m atter of al
kali and grease perfectly combined, 
tha t you will at least say tha t 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 
Pharm acy.

Meyer Brothers' Drug Co. Entertain
ment.

The annual entertainm ent and ball 
given by the employes of Meyer 
B rothers’ D rug Co., of St. Louis, 
Mo., under the auspices of Meyer 
B rothers’ Em ployes’ Mutual Aid As
sociation, took place on the eve
ning of February 15 and was a great 
success, w ith an attendance of over 
2,000. Stanley B. Simpson, M anager 
of the M eyer B rothers’ D rug Co., 
made the opening address of wel
come and a beautiful bouquet of flow
ers was handed to T. F. M eyer for 
his m other, the widow of the found
er of the M eyer B rothers’ D rug Co. 
Twelve leading acts in vaudeville 
were staged and all m et w ith great 
applause. J. W . King, the “King" 
of Im perial Crown perfumes, added 
another laurel to  his crown by con
vincing his fellow employes th a t he 
was a vocalist as well as a perfum 
ed. H is selections of “If I had a 
Thousand Lives to Live,” followed by 
the encore of “Simon the Collarer," 
were the hit of the evening. Dancing 
followed the entertainm ent. Much 
credit is due the E nterta inm ent Com
m ittee, consisting of J. Jos. Redmond. 
Chairman, A. C. Meyer, S. B. Simp
son and F rank Decker.

Violet Shampoo for Hard Water.
A liquid shampoo which will lather 

freely with w ater heavily charged 
with carbonates and lime may be 
made by m elting 250 gram s of co- 
coanut-oil in a suitable vessel by the 
aid of a sand bath. Dissolve 65.5 
gram s of potassium hydroxide and 
13.5 of sodium hydroxide in 350 c.c. 
of w ater and add the solution to the 
melted oil. Boil the m ixture gently, 
scraping down the sides of the ves
sel occasionally, until it begins to 
sputter. Keep the vessel w arm * stir 
the m ixture w ith a paddle for fif
teen m inutes, then stir in about 150 
c.c. of w ater and let the m ixture boil 
as before, scraping down the sides 
of the vessel and stirring  the m ixture 
occasionally. W hen it has reached 
the sputtering point, s tir it about ten 
m inutes; add 300 c.c. of w ater, and 
bring to a boil, beating thoroughlv. 
Remove from fire, add 400 c.c. of al
cohol and stir briskly until hom o
geneous m ixture is secured. T ran s
fer to  a suitable container and set 
aside to  cool, agitating  occasionally. 
F ilter through a pledget of cotton; 
add perfume, color and w ater 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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WHOLESALE DRUG PRICE CURRENT
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Acidum
A ceticu m  ............. 6 0 8
B enzo icum , G e r . . 7 0 0 75
B o rac ie  ................. 0 12
C arb o licu m  ......... 1 6 0 20
C itr ic u m  ............... 4 5 0 50
H y d ro c h lo r  ......... 3 0 5
N itro c u m  ............. 8 0 10
O x alicum  ............. 1 4 0 lh
P h o sp h o riu m , dii. 0 15
S a licÿ licum  ......... 4 4 0 47
S u lp h u ricu m  . . . .  1940 5
T a n n ic u m  ............. 7 o(w 8o
T a r ta r ic u m  ......... 38 0 40

Am m onia
A qua, 18 deg . . . . 4© 6
A qua, 20 deg . . . . 6 0 8
C arb o n as  ............. 1 3 0 15
C h lo rid u m  ........... 1 2 0 14

A niline
B lack  ..................... 2 0 0 0 2 25
B row n  .................... 8 0 0 1 00
R ed .......................... 4 5 0 50
Y ellow  ............. .... .2 5 0 0 3 00

Baccae
C ubebae  ............... 70© 75
J u n ip e r s  ............... 6 0 8
X a n th o x y lu m  . . . 1  0 0 0 1 10

Balsam um
C opaiba  ................. 6 0 0 55
P e ru  ........................2 0 0 0 2 30
T e ra b in , C a ñ a d . . 7 0 0 80
T o lu ta n  ................. 4 0 0 45

O o p a ib a  ...............1 7 5 0 1  85
C u b eb ae  .............  4 0 0 0 4  10

.3 00@3 50 
. . . 1  0 0 0 3  00 
. . .  100 12 

0

C o rtex  
A bies, C a n a d ia n . .
C ass iae  ..................
C in ch o n a  F la v a  
B u o n y m u s  a t r o . . 
M y rica  C e r if e r a . .  
P ru n u s  V irg in i 
Q u illa ia , g r ’d. . . .  
S a s s a fra s ,  po  30 
l l lm u s  ....................

E xtractum
G iy cy rrh iza , G la. 2 4 0  
G ly cy rrh iza , po  . .  2 8 0
H a e m a to x  ...........  11©
H a em a to x , I s  . . .  1 3 0
H a em a to x , y2s  . .  1 4 0
H a em a to x , % s . .  1 6 0

Ferru
C arb o n a te  P rec ip .
C itra te  a n d  Q u in a  
C itra te  S oluble  . .  
F e rro cy a n id u m  S
S olu t. C h l o r i d e -----
S u lp h a te , co m ’l 
S u lp h a te , com 'l, by  

bbL, p e r  cw t.
S u lp h a te , p u re  . .

Flora
A rn ic a  ......................  20©
A n th e m is  ................ 5 0 0
M a tr ic a r ia  .............. 3 0 0

Folia
B a ro sm a  .............  1 7 5 0 2  00
C ass ia  A cutifo l,

T in n ev e lly  .
C ass ia , A cu tifo l 
S a lv ia  officinalis 

44s a n d  % s .
TTva U r si ...........

15
2 00 

55 
40 
15 2
70

7

E v e c h th ito s  ..........1 0 0 0 1  10
G a u lth e r ia  ............4 8 0 0 5  00
G e ra n iu m  . . . .  oz 75
G ossipp il S em  g a l 70© 75
H e d eo m a  ............. 2 5 0 0 2  75
J u n ip e r a  ...............  4 0 0 1  20
L a v e n d u la  ...........  9 0 0  3 60
L im o n s  .................. 1 1 5 0 1  25
M en th a  P ip e r  . .2  7 5 0  3 00 
M en th a  V erid  . .3  8 0 0 4  00 
M o rrh u a e , g a l. . .2  0 0 0 2  75 
M yrlc ia  
O live . . .
P ic is  L iq u id a  . . .
P ic is  L iq u id a  ga l.
R ic in a  .................... 9 4 0 1  00
R o sae  oz...................8 0 0 0  8 50
R o sm a rin !  .........  0 1  00
S a b in a  .................... 9 0 0 1  00
S a n ta l  .................... 0 4 5 0
S a s s a f ra s  .............  9 0 0 1  00
S in ap is , ess . o z .. .  ©  65
S uccin i .................... 4 0 0  45
T h y m e  .................... 4 0 0  50
T h y m e, o p t............ © 1 60
T h e o b ro m as  -----  1 5 0  20
T ig lil ...................... 9 0 0 1  00

Potassium
B i-C a rb  
B ich rom a 
B ro m id e  
C arb  . . .
C m o ra te  
C y an id e  
Iodide ..
P o ta s sa ,
P o ta s s  N itr a s  o p t 
P o ta s s  N itra s  
P r u s s ia te  . . .
S u lp h a te  po

Radix
A co n itu m  .............  2 0 0

1 5 0
2 5 0

1 8 0
8 0

1 5 0 18
1 3 0 15
3 0 0 35
12© 15

o. 1 2 0 14
3 0 0 40

2 2 5 0 2 30
p r 3 0 0 32
p t 7 0 10

6 0 s
2 3 0 26
1 5 0 18

2 0 0 25
A lthae 3 0 0
A n ch u sa  ...............  1 0 0

0
200  
1 2 0  
16 0  
1 2 0

A ru m  po ...............
C a lam u s  ...............
G e n tia n a  po  1 5 .. 
G ly c h rrh iz a  pv  15 
H ellebore , A lba  . 
H y d ra s t is ,  C an a d a 00 

0 2  6C

G um m i
A cac ia , 1 s t pkd . ©  
A cac ia , 2nd pkd . 0  
A cac ia , 3 rd  pkd. ©  
A cac ia , s if te d  s ts .  0
A cac ia , po  ...........  4 5 0
Aloe, B a rb  ...........  2 2 0
Aloe, C ap e  ...........  ©
Aloe, S o eo tri -----  0
A m m o n iac  ...........  5 5 0
A sa fo e tid a  .
B enzo inum  .
C a tech u , I s  
C a tec h u , % s 
C a tec h u . 14s 
C am p h o ra e  
B u p h o rb iu m  
G a lb an u m  ..
G am boge  . .  _
G au eiacu m  po 35
K in o  ......... po  45c
M astic  .........
M y rrh  . . . .  po  50
O pium  .................
S h e lla c  .................  4 5 0
Shellac , b leach ed  
T r a g a c a n th  ......... 9 0 0 1  00

Herba
A b sin th iu m  . . . .  4 5 0 0 7  00
E u p a to r iu m  oz pk  20
L obe lia  . . .  .oz  pk  
M ajo riu m  . .o z  pk  28
M en tra  P ip . oz p k  23
M e n tra  Y e r oz p k  25
R ue  ........... oz p k  39
T a n a c e tu m  . . V . .  22
T h y m u s  V  oz p k  25

Ipecac , po .........
I r is  p lox  .............
Ia la p a , p r .............
M a ra n ta ,  14 s  . . .  
P o d ophy llum  po
R hei ........................  7 5 0 1  00
R hei, c u t  ........... .1 0 0 0 1  2
R hei. p v .................  7 5 0 1  0C
S a n g u in a ri, po 18 0
Scillae , po 45 . . .
S e n e g a  ..................
S e rp e n ta r ia  .........
Sm ilax , M ...............
Sm ilax , offi’s  H

200
8 5 0
5 0 0

0
0

5 5 0 60
2 0 0 0  2 21

5 0 0 55
0 13
0 14
0 1«

< 0 0 <6
0 40
© 1 00

1 2 5 0 1 35
0 35
0 45
0 75
0 45

5 b0câ)5 60
4 5 0 55
6 0 0 65

S p ig e lla  ................. 1 4 5 0 1  50
S y m p lo ca rp u s  . . .  0  25
V a le r ia n a  E n g  . .  © 25
V a le r ia n a , G er. 1 5 0  20
Z in g ib e r a  ........... 1 2 0  16
Z in g ib e r j  ........... 2 5 0  28

Semen 
A n isu m  po  22 . .
A pium  (g ra v e l 's )
B ird , I s  ...............
C an n a b is  Sfativa

C arn i po  15 . 
C henopod ium

Magnesia  
C alcined , P a t .  . .  
C a rb o rn a te , P a t .  
C a rb o n a te , K -M . 
C a rb o n a te  ...........

Oleum

5 5 0
1 8 0
1 8 0
1 8 0

S c illae  .................... 0
S c illae  Co................  0
T o lu ta n  .................. 0
P ru n u s  v irg . . . . .  0
Z in g ib e r  ...............  0

T in c tu re s
A loes ......................
A loes & M y r rh . .  60
A n co n itu m  N a p ’s F  50
A n co n itu m  N a p ’sR
A rn ic a  ....................
A sa fo e tid a  ...........
A tro p e  B e llad o n n a  
A u ra n ti  C o rtex  . .
R a ro s  m©. ..............
B en zo in  ...............
B enzo in  C o............
C a n th a r id e s  . . . .
C ap s icu m  .............
C ard am o n  ...........
C ard am o n  Co. . .
C ass ia  A cu tifo l . .
C ass ia  A cu tifo l Co
C a s to r  ....................
C a tec h u  .................... 5 0 1
C in c h o n a  ........... .. 50
C in ch o n a  Co. . . .  66
C o lu m b ia  .............  50
C u b eb ae  ...............  5 0 1
D ig ita lis  ...............  5 0 1
E r g o t ...................... 50
F e r r i  C h lo rid u m  35
G e n tia n  .................. 50
G e n tia n  Co.............
G u ia ca  ........... .. 5 0 1
G u iaca  am m o n  . .  6 0 1
H y o sc y a m u s  . . . .  5 0 1
Io d in e  ....................  7 5 1
Iod ine , co lo rle ss  75!
K ino  ........................  SOI
L obe lia  .................. §0
M y rrh  .................... 50
N u x  V om ica  . —  50
Opil ........................  1 50
Opil, c a m p h o ra te d  1 00 j
Opil, deodorized  2 00
Q u a ss ia  .................  50 j
R h a ta n y  ...............  50
R hei ........................ §0
S a n g u in a r ia  . . . .
S e rp e n ta r ia  .........  50
S tro m o n iu m  . . . .  60 j
T o lu ta n  .................  6 0 1
V a le r ia n  ...............  5 0 1
V e ra tru m  V eride  50 j
Z in g ib e r ...............  601

M iscellaneous

L u p u lin  ... ..............
I L ycopod ium  ___

M acis ......................
50 j M ag n esia , S ttlph . 
5 0 1 M ag n esia , S ulph . 
50! M an n ia  Sr. F . . . .  
50 M en tho l . . . . . . . .

j M o rp h ia , SN Y Q  « 
M o rp h ia . M ai. . 

60 M oschus C an ton  
cn I M y ris tie a , N o. I 

N u x  V om ica  po  IS
Os S ep ia  ...............

6 0 1 P ep s in  S aac , H  £ 
50 P  D  Co. . . . .  

P ic is  L iq  N  N  %
09 g a l. do*................
60 P ic is  L iq  q ts  . .  
50 P ic is  L iq  p in ts  . .  
- A P il H y d ra rg  po  8( 

P ip e r  A lba po 35 
50 P ip e r  N ig ra  po  22
50 P ix  B u r gum  -----
„  P lu m b i A cet . . . .

P u lv is  Ip ’e u t Opil 
50 P y r e n th r u m , bxs . 
751 & P  D  Co. doz

P y re n th ru m , p v
Q u a ss ia e  ...........

50 Q u ina , N . V. . . .  
50 i Q u ina , S. G er. .

1 OO  ̂ Qu ‘n a - 9  P  & ’

0 1 V an ffia  ...............  t l HM918
7 5 0 95 j S a c c h a ru m  L a ’s H|Éj| 2ft j 2S.nef S n tph  ------

O H t
Î #

6 5 0 70 S a la e in  ............... 4 T5| âWL g
3 0 5 S a n g u is  B ra e ’s . .  4 0 0  50 j L ard , e x t r a  . —

bbl 0  194 j Sapo, G  ................. H: IS  ] L ard . NOt 1 ___
L inseed  p u re  ffw  1

æ #
7 5 0 85 j Sapo, M  ........... . . 1 0 0  121 I  " HmloH! Í

4 500C M  Sapo, W  ........... .. 1 5 0  i a N e a t’s - fb o t. w  s t r Taffy
3 3 5 »  3 60 i S e id litz  M ix tu re 2 5 0  28 ! T u rp en tin e , l ü l  91
3 3 5 0 3 601 S in a p is  .............. #  is ! T u rp e n t in e , iesi»
3 3 5 0 3 60 S inap is . op t. . . fé  3$) W halev w in te r „ 7 # #

0 40 Snuff. M accaboy. P a in ts
2 5 0 40 De V oes ___ 0  541

5 © 10 Snuff STh DeV G reen . P a r is
3 0 0 3 5 1 Sof!?*» B o ra s . ,  I # | G reen . P e n in s u la r

fe • Brwrjis rw ..  5% ®  to  ? L ead, re d  . ...........
0 1 00 S oda  e t  P o t 's  T.a r t  25® 28 j Lead, w h ite  . .

| Soda. C arb  . . . __1 Wùfàt %\ O chre , ye! B e r  1% itâb
0 2 00 Soda. B i-C a rb s O chre, ye1 51amt m

00 Soda. A sh ........ .. 3% 0  4 i P u t ty ,  com m 'I 2*4
jp 60; Soda, S u lp h as % Patty ,- s tr^ t p r  2%  :

0 0 1 # 3  0ft R ed V en e tian  1%
0 30 S o ts . E th e r  Co. 5 0 0  35 S h a k e r  P re p ’d  1 25*5*1

ì 0 13 ! S p ts . M yreia  . 0 2  501 Term iU fon. E nm. 75®
1 0 0 12! V ini R<***t bbl 0 f V erm illion  P r im e
1 2 0 15 j S p ts  VYi R e r t »4 b  0 A m erican

1 3001 50 i S p ts . V i’I R ’t  II1 gi 0 ¡ W h itin s t G ilders '
. H 3pt<* VTf R ’r 5 ai a : W hit'ar P a r is  Mm’r
i ® 7 5 (S try c h n ia  O ryx 'I I  1-101 3» W H it’g  P a r is  Eng.

2 0 0 25| S u lp h u r, Roil S c liff ___________
8 0 101 S u lp h u r Subi. . . 6 W hitinsr. w h ite  i

17 0 27 T a m a rin d s  . 9 0  10 W a m s h e f
. .1 7 0 27 1 'TVr*»h#*T>th V>niice 4 0 0  50 Sbctra 7un>

7 1 7 0 27 ' T h eb rrn rm » * . . *2® -17 2TW.

. 2 0 0 25 A e th e r , S p ts N it 3f 3 0 0 35

.2 2 5 0 2 35 A e th e r , S p ts N it 4f *340 38
35© 4 A lum en. g rd po 7 3 0 4
7 0 0 7» A n n a tto  . . . 4 0 0 50

# 35 A n tim o n i, po . 4 0 5
15 0 18 A n tim o n i e t po T  4 0 0 50

A n tife b rin  ........... 0
A n tip y rin  .............  0
A rg e n ti N itra s  oz 0
A rsen icu m  .............  1 0 0
B alm  G ilead  b u d s  6 0 0  
B ism u th  Sr N  . . . 2  2 0 0 2  
C alcium  C hlor, I s  0
S alc ium  C hlor, 0 s  0
C alcium  C hlor, % s 0
C a n th a r id e s ,  R us. 0
C ap sic i F r u c ’s a f  0
C apsic i F r u c ’s  po  0
C ap ’i F r u c ’s  B po 0
C arm in e , N o. 40 0 4
C arp h y llu s  ...........  2 0 0
C ass ia  F ru c tu s  . ©

C ydonium  .............
D ip te rix  O d o ra te  3
F o en icu lu m  .........
F o en u g reek , po  .
L ini ........................
L in i, g rd . bbl. 5%
L obe lia  ...............
P h a r la r i s  C a n a ’n
R a p a  ........................
S in ap is  A lb a  . . . .
S in a p is  N ig ra  . . .

Spiritus  
F ru m e n ti  W . D. 2 0 0 0 2  50
F ru m e n t i  ...........  1 2 5 0 1  5'
J u n ip e r s  Co........... 1 7 5 0  3 50
J u n ip e r s  Co O T  1 6 5 0 2  00 
S a c ch a ru m  N E I  9 0 0 2  10 
S p t V ini G alli . .1  7 5 0  6 50
V ini A lb a  ..............1 2 5 0 2  00
V ini O porto  . . . . 1  2 5 0 2  00 

Sponges
E x t ra  yellow  s h ee p s ’ 

wool c a r r ia g e  . .  0 1  25
F lo r id a  s h e e p s ’ wool

c a r r ia g e  ......... 3 0 0 0 3  50
G ra ss  sh e e p s ’ wool

c a r r ia g e  ...........  0 1  25
H a rd , s la te  u se  0 1  00 
N a ss a u  sh e e p s ’ wool

13® 15
c a ia c e u m  .............
C e n t ra r la  ............. @ 10

4 0 C era  A lba  ........... 5 0 0 55
7 0 C era  F la v a  ......... 4 0 0 42

7 0 0 90 C rocus  .................... 4 5 0 50
1 2 0 15 C h lo ro fo rm  ......... 3 4 0 54
2 5 0 30 C h lo ra l H y d  C rss  1 2501 45
1 2 0 14 C hloro’m  S q u ibbs 0 90
7501 00 C h o n d ru s  ........... 2 0 0 25
50 0 4 04J C in eh o n id ’e G erm 3 8 0 48

0 31 C in ch o n id in e  P -W 3 8 0 48
7 0 C ocaine  ...............  3 0 5 0 3 25
6 0 C orks  lis t ,  le ss  70%
6 0 C reo so tu m  ........... © 45

7 5 0 81 C re ta  . . . .  bbl. 75 0 2
9 0 10 C re ta , p re p ............ 0 at
5 0 C re ta , p rec ip . 9 0 h
8 0 1C C re ta , R u b ra  . . . 0 8
9 0 10 C u d b ea r ................. 0 24

A b sin th iu m  ----- 7 5 0 0 8  00 c a r r ia g e  -------- 3 5 0 0 3 75
A m y g d a lae  D ulc. 7 5 0 85 V elvet e x tr a  sh eep s
A m ygdalae , A m a 8 00 8 25 wool c a r r ia g e  . . 0 2 00
A nisi .................... 1 9 0 0 2 00 Y ellow  R eef, fo r
A u ra n ti  C o rtex 2 7 5 0 2 85 s la te  u se  ......... 0 1 40
B ergam i! ........... 5 5 0 0 5 60 S y ru p s
C a jip u ti ............... 8 5 0 90 A cac ia  ................... 50
C ary o p h illi ......... 1 4 0 0 1 50 A u ra n ti  C o rtex 0 50

8 5 0 90 F e r r i  lod  ............. 0
C henopad ii ......... 4 5 0 0 5 00 Ip e c ac  ..................... © 60
C in n am o n i ......... 1 7 5 0 1 85 R hei A rom  ........... 0 50
C onium  M ae . . . 8 0 0 90 S m ilax  Offi’s  . . . 50© 60
C itro n e lia  ........... 6 0 0 7# S e n e g a  .................. 0 50

C u p ri Su lph . .
D e x tr in e  ...........
E m ery , a ll N os. 
E m ery , po.

3 0  10
7 0  10

0  8 
0  6

E rg o ta  . .po  1 60 1 5 0 0 1  66 
E th e r  Su lph  . . . .  3 5 0  40 j
F la k e  W h ite  . . . .  1 2 0  15
G alla  ........................ 0  30 i
G am b le r ...............  3 0  9
G e la tin , C ooper ©  60
G e la tin , F ren c h  3 5 0  60 
G la ssw are , f it boo 75%
L ess  th a n  box 70%
G lue, b ro w n  ___  1 1 0  13
Glue, w h ite  .........  1 5 0  25 j
G ly cerin a  .............  2 6 0  35 j
G ra n a  P a ra d is i  0  25
H u m u lu s  ...............  3 5 0  60
H y d ra rg  A m m o ’l 0 1  10
H y d ra rg  C h . .  M t 0  851
H y d ra rg  Ch C or 0  85i 
H y d ra rg  O x R u ’m 0  95 j
H y d ra rg  U n g u e ’m  4 5 0  50 
H y d ra rg y ru m  . . .  0  «-
Ich th y o b o lla , Am . 9 0 0 1  00 j
In d ig o  .................... 7 5 0 1  00 j
Iod ine , R esu b i . .3  0 0 0 3  251
Iod o fo rm  ...........  3 9 0 0 4  00 j
L iq u o r A rsen  e t

H y d ra rg  Iod. 0  25 
50 L iq. P o ta s s  A rs in it 1 0 0  12

The new home of the Hazeltine & Perkins 

Drug Co. to be occupied on or before March 1st, 

1911, corner of Oaks and Commerce Streets, three 

hundred feet from main entrance to the Union 

Depot, Grand Rapids.

W ho Pays for
Our Advertising

A N S W E R :
Neither the dealer nor h» cmstamers

By the growth of our basines 
in cost of salesmen, superinb 
plant to cover most of, it 
advertising m a k e s  it easy to :

n r o o g r
trace.

save er 
nel « e

ir advertising

LOW NEY’S COCOA
AND

PREMIUM CHOCOLATE for BAKING
All L O W N E Y 'S  p roduc ts  a re  lupurfi«». 
pay a g o o d  pro fit rad a re  easy »  s e ll

• 
V

I
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED

Index to  M erket»
B y w t s n s i

Col

A m m onia  . - 
A xle G rease

B
B ak e d  B ean s  
B a th  B rick  .
B lu ing  ...........
B room s .........
B ru sh es  -----
B u t te r  Color

C an d les  ...........
C an n e d  G oods 
C an n ed  M ea ts  
C arb o n  O ils .
C a tsu p  .............
C e rea ls  ...........
C heese  .............
(V iew ing G um
C hico ry  ...........
C hoco late  . . . .  
C lo th e s  L in es
Cocoa ...............
C ocoanu t 
Cocoa Shells
Coffee ...............
C o n fec tio n s
C ra c k e rs  .........
C ream  T a r t a r

D ried  F r u i ts  -----

F
F a rin a c e o u s  Goods
F eed  ..........................
F ish  a r d  O y ste rs  
F ish in g  T ack le  
F la \o r in g  E x tra c ts
F lo u r  ........................
F re s h  M ea ts  .........

G
G ela tin e  ..............................
G ra in  B ag s ........................ 5
G ra in s  ..................................  5

M
H e rb s  ..................................  *>
H ides a n d  P e lts  .............  10

J
J e lly  ......................................  <>

L
L ico rice  ................................ 6

M
M atch es  ..............................  6
M eat E x t r a c ts  .................  6
M ince M eats  ...................  6
M c la sses  .............................. 6
M u sta rd  ..............................  6

N
N u ts  ......................................  11

O
O lives .................................... 6

P
P ip es  ....................................  6
P ick les  .................................. 6
P la y in g  C a rd s  .................  6
P o ta s h  ..................................  6
P ro v is io n s  ..........................  7

Ft
R ice  ......................................  7
S a lad  D re ss in g  ...............  7
b a ie ra tu s  ............................ 7
Pnl Soda ............................ 7
S a lt ........................................  7
S a lt F ish  ............................  7
Seeds ....................................  7
Shoe B lack in g  .................  7
Snuff ...................................... 8
S oap  ......................................  8
Soda ......................................  8
f oda ......................................  8
S p ices  ..................................  8
S ta rc h  ..................................  8
S y ru p s  ..................................  8

T
T e a  ........................................  8
T obacco  .............................. 9
T w in e  ..................................  9

V
V in e g a r  ................................  9

w
W ick in g  ..............................  9
W ooden w a re  .....................  9
W ra p p in g  P a p e r  ........... 10

Y
Y eas t C ak e  ........................  10

A R C T IC  A M M O N IA
D ob.

12 oz. ova ls  2 doz. box 75
A X L E  G R E A S E  

F r a z e r ’s
l ib . w ood boxes, 4 doz. 3 00 
l ib .  t in  boxes. 3 doz. 2 35 
3141b. t in  boxes. 2 doz. 4 25 
lo tb . pa ils , p e r  doz . ..6  00 
151b. pa ils , p e r  doz. . .7  20 
'251b. pa ils , p e r  doz. ..12  00

B A K E D  B E A N S
l ib .  c an . p e r  d o z ...........  90
21b. can . p e r doz ........... 1 40
3lb . can . p e r  doz........... 1  80

B A T H  B R IC K
E n g lish  .............................. 95

B L U IN G
S a w y e r’s  P e p p e r  Box

P e r  G ross 
No. 3. 3 doz. w ood bx s  4 0-, 
No. 5, 3 doz. wood bxs 7 00 
S aw y er C ry s ta l B ag

B lue .............................. 4 00
BROOM S

No. 1 C a rp e t 4 sew  . .4  00 
No. 2 C a rp e t 4 sew  . .3  75 
Ni . 3 C a rp e t 3 sew  . .3 5C 
No. 4 C a rp e t 3 sew  . .3 25
P a r lo r  G em  ....................4 50
C om m on W h isk  ............1 40
F an cy  W h isk  ................1 50
W areh o u se  ...................... 4 50

B R U S H E S
Scrub

Solid B ack , 8 in ..............  75
-olid B ack . 11 in ............. 95
P o in ted  E n d s  ................  85

Stove

1 00 
1 3(

B U T T E R  COLOR  
r.-andelion. 25c s ize  . . . 2  00 

C A N D L E S
P araffine , 6s ..................  8
'*•'ra tlin e . 12 s  ................  814
W ick in g  ........................  20

C A N N E D  GOODS  
Apples

3!h. S ta n d a rd s  . .  @1 00
G allon  ................... 3 20@3 50

Blackberries
2 lb . ....................... 1  504? 1 90
S ta n d a rd s  ga llo n s  @5 0( 

Beans
B aked ...................  S5@ l 30
Red K idney  ........... 85@95

o * *
1  . .

Shoe
7
4 ..................................

7t>@l 15 
75® 1 25

-D in g  ...................
W ax  ........................

B lueberrie s
S ta n d a rd  ......................... 1 30
G allon  ...............................  6 50

C lam s
l i t tle  N eck . l tb .  1 00@1 25
I i t t le  N eck. 2tb. @1 50

C lam  Bouillon
B u rn h a m ’s 14 p t ............ 2 25
B u rn h a m ’s  p t s .................. 3 75
B u rn h a m ’s  q ts ................. 7 50

C h errie s
R» d S ta n d a rd s  ..............1 40
W h ite  ................................. 1 40

Corn
F a i r  ........ 90@1 00
Good ........................1 00@1 10
F a n c y  .................... @ 145

F ren c h  P eas  
M onbadon  (N a tu ra l)

p e r doz ......................... 2 45
G ooseberries

No. 10 ........................
H om iny

S ta n d a rd  .................
L o b s te r

u i b  ............................
I’b ..................
P icn ic  T a ils  .................... 2 75

M ackerel
M u sta rd , l i b ......................1 80
M u sta rd . 2tb. ..................2 80
Soused. 1141b..................... 1 80
fviused. 21b..........................2 75
T o m ato , lit*. ..................1 50
T o m ato . 21b.........................2 80

M ushroom s

.6 00

85

........ 2 40

........ 4 25

H o te ls (® 17 R iverside
B u tto n s . . .  . @ 14 S rick  . . .
B u tto n s , I s  ___ @ 23 Leiden • .

2 40

O yster«
Cove, l t b ................. 85® 90
Cove, 21b.................. 1 65@1 75

P lu m s
p |™ s  .................  1 00@2 50

P * as
M arro w fa t ........... 95@1 25
E a rly  J u n e ' ......... 95/&1 25
E a r ly  J u n e  s ifted  1 15@1 80

P e ach es
P ‘e • • • ; ................   90@1 25
No. 10 size  can  p ie  @3 00

P in eap p le
G ra te d  ................... 1  S5@2 50
s lic ed  ...................... 95@2 40

P u m p k in
.............................................. 85Good ............................  90

F a n c y  ........................ 1 00
G allon  ........................ 2 go

R asp b e rrie s
S ta n d a rd  ............. @

Salm on
C ol'a  R iv e r, ta i ls  , , . . 2  25 
Col’a  R iver, fla ts  
R ed  A la sk a  , , . . 1  60@ i
P in k  A la sk a  ___ l  20@1 30

S a rd in e s
D o m estic , *^s ...............3 75
D om estic, Vi M us..............3 50
D om estic , \  M us. &  7
F ren c h . 14s .................  7@14
F re n c h , 14s  ................ 18@23

S h rim p s
S ta n d a rd  ............... 90@1 40

S u cco tash
F a i r  ............................  83
Good .............................. 1  00
F a n c y  ................... 1  25@1 40

S tra w b e rr ie s
S ta n d a rd  ....................
F a n c y  ........................

T o m ato es
Good .......................  95@1 Id
F a i r  ........................ S5@ 90
F a n c y  ...................  @1 40
No. 10 ...................  @3 25

CA RBO N  O IL S 
B arre ls

P e rfe c tio n  ...........
D. S’. G aso line  . .
G as M ach in e  . . .
D eodor’d  N a p ’a
C y linde r .............  29 @3414
“  @2

@ 914
@1314
@23
@ 12%

E n g in e  ...............  16
B lack , w in te r  . .  8*4@10 

C E R E A L S  
B reakfast Foods 

B e a r Food  P e tt i jo h n s  1 90 
C ream  of W h e a t 36 21b 4 50 
E g g -O -S ee . 36 p kgs . 2 85 
P o s t T o a s tie s  T  No. 2

24 p k g s ........................2 80
P o s t T o a s tie s  T  No. 3

36 p k g s ........................2 80
A p e tiao  B iscu it, 24 p k  3 00 

18 I 
G rap e

p k g s ...................... . 1 95
N u ts , 2 doz. . .2 70
V ita , 36 l tb .  . . .2 85
-lak e , 24 l ib .  . o 70

.3 00

P illsb u ry ’s V itos, 3 dz. 4 25 
R a ls to n  H e a lth  Food

36 21b............................. 4 50
S axon  W h e a t  Food, 24

p k g s .............................
S h red  W h e a t B iscu it,

36 p k g s ......................... 3 60
K ellogg  s T o a s te d  C orn  

F la k e s , 36 p k g s  in  c s  2 80
V igor, 36 pk g s . ..............2 75
V oig t C ream  F la k e s  . .2  80
Z est, 20 51b....................... 4 10

Rolled Oats
R olled A vena. bbls. . .4  25 
S tee l C u t, 100 lb . s k .s  2 10
M o narch  b b l..................... 3 90
M on arch , 90 lb . s ac k s  1 80 
Q u ak er , 18 R e g u la r  . .1  38 
Q u ak er . 20 F a m ily  . . . 3  90 

Cracked W h eat
B u lk  ................................  314
24 21b. p k g s ........................ 2 50

C A T S U P
C olum bia . 25 p ts ............4 15
¡S n ider’s  p in ts  ................2 35
S in d e r’s  14 p in ts

C H E E S E
A cm e ......................
B loom ingdale  . . .
J e r se y  ......................
W a rn e r

.1 3s

@1514
@15
@16
@16
@16
@16
@15

L im b u rg e r
P in e a p p le  .46 @60
Ekp s a g o  ......... @20
PwiSfe. d o m estic  @13

C H E W IN G  GUM 
A m erican  F la g  S p ru ce  55
B eem an ’s  P ep s in  ......... 55
A d a m s’ P ep s in  .............  55
B es t P e p s in  ...................  45
B es t P ep s in , 5 boxes 2 00
B lack  J a c k  .....................  5s>
L a rg e s t  G um  M ade . .  55
S en  Sen ...................................55
Sen S en  B re a th  P e r ’f  1 00

! Y u c a ta n  ...........................   55
S p e a rm in t ................   55

C H IC O R Y
B ulk  5
R ed  .................   7
E ag le  1 1 »ï  51 j ; j 5
F r a n c k ’s  7
S c h e n e r’fe .................... 6

C H O C O L A T E  
W a lte r  B a k e r  & C o.’s

G e rm a n ’s  S w ee t ...........  22
P rem iu m  ............................  31
C a ra c a s  ..............................  31

W a lte r  M. L ow ney  Co.
P rem iu m , Vis ...............  80
P rem iu m . 14s .................  30

C ID E R . S W E E T  
"M o rg a n ’s ”

R e g u la r  b a r re l  5® g a l 10 00 
T ra d e  b a rre l, 28 g a ls  5 50 
54 T rad e  b a rre l, 14 g a l 3 50 
Boiled, p e r  ga l. «a
M ara , p e r  ga l. . .

COCOA
B a k e r’s  .................
C leveland  .............
C olonial, 14s . . . .
C olonial, Vés . . . .
E p p s  ........................
H u y le r  . . . . . . . . . .
L ow ney, U s 
L ow ney, U s  . . . .
L ow ney, . . . .
L ow ney , i s  . . . . .
V an  H ou ten . U s  
V an H o u tén , U s 
V an H o u ten ,
V an  H o h ten . IS .
W eb b  ......................
W ilber, *£s ...........
W ilb e r, U s  ...........

CO CO A N U T 
D u n h a m 's  p e r  lb.

U s, 51b. c ase  ............ 29
U s, 51b. c a se  ............ 28
U s, 151b. c a se  ............. 27
U s. 151b. c a se  ............  26
Is . 151b. case  ...............  25
U s  & U s, 151b, case  26U
S calloped  G em s ......... 10
Vis & U s. p a ils  .........  14U
B ulk , p a lls  ...................  13
B ulk , .b a rre ls  .............  12

C O F F E E
Rid

C om m on .......... ,.,.,10@ 13V 4
F a ir  .................................. 1 4 u
C hoice .........................    16U
F a h e y  ..............................  20

S an to s
C om m on .................  12@13U
F a i r  ................................  19
C hoice ............................  19U
F a n c y  ............................  29
P e a b e r ry  ........................ 20

M araca ibo
F a i r  ..................................  16
C hoice ...........................  19

M exican
C hoice ............................ 16U
F a n c y  ..............................  19

G u a tem a la
C hoice ............................  15

J a v a
A frican  ............................  12
F a n c y  A frican  ........... 17
O. G ....................................  25
P . G ....................................  31

M ocha
A ra b ia n  .......................... 21

P a c k ag e
N ew  Y ork  B as is

A rb u ck le  ........................ 21 50
L ion ..................................  21 50

M cL au g h lin ’s  X X X X  
M cL au g h lin ’s X X X X  sold 

to  re ta i le r s  only . M ail a ll 
o rd e rs  d ire c t to  W . F . 
M cL au g h lin  & Co., C h ica 
go.

E x tr a c t
H o llan d . U  g ro  boxes 95
F e lix , U  g ro ss  ................1 15
H u m m e l's  foil, U  g ro . 85 
H u m m e l’s  t in .  U  g ro . 1 43 

C R A C K E R S
N a tio n a l B isc u it C om pany  

B ra n d  
B u tte r

N . B. C. Sq. bbl. 6U b x  6 
S eym our, R d. bb l 6*4 b x  6 

Soda
N . B . C ., bo x es  ........... 6
S e lec t ................................... 9
S a ra to g a  F la k e s  ......... 13
Z e p h y re tte  ...................... 13

O y ster
N . B. C. Rd. bbl 6U  bx 6 
G em . bbl. 6U  b oxes  . .  6
F a u s t  ................................... 8

S w ee t G oods
A n im a ls  ............................  10
A p rico t G em s ...............  12
A tla n tic s  ..........................  12
A tla n tic . A sso rte d  . . .  12 
A v e n a  F r u i t  C ak e  . . .  12
B r i t t le  ..............................  1 1
B um ble  B ee  ...................  10
C ad e ts  ..............................  9
C artw h ee ls  A sso rted  . .  9
C h o co la te  D ro p s  ......... 16
Choc. H o n e y  F in g e rs  16

C hO cblate TbfeenS . . . 2  50 
C irc le  H o n ey  C ookies 12 
C u r ra n t  F r u i t  B isc u its  12
C ra ck n e ls  ................. • .. .  16
C o co an u t B r i t t le  C ak e  12 
C o co an u t S u g a r  C ak e  11 
C o co an u t T a ffy  B a r  ..1 2
C o co an u t B a r  ..................10
C o co an u t D ro p s  ..............12
C o co an u t M aca ro o n s  -.18 
C o co an u t H on . F in g e rs  12 
C o co an u t H on . J u m b 's  12
Coffee C ake  .......................10
Coffee C ake, iced  . . ¡ . .1 1  
C ru m p e ts  .10
Dihnfer BisCuR . . . . . . . . I f
D ix ie  S u g a r  C&okies . .  9
F a m ily  Codkife . . . . ____ 9
F ig  C a k e  A sS brted  . . .1 2  
F ig  Newtdnjs . . . . . . . . . . iz
F to rab e l C ake  ................. 1ZV6
F lu te d  C o co an u t B a r  10
F ro s te d  C re am s  ................8
F ro s te d  G in g er C ookie 8
F r u i t  L u n ch  iced  ..........10
G in g er G em s .................... 8
G in g e r G em s, iced  _____9
G ra h a m  C ra ck e rs  ......... 8
G in g er i n a p e  F a m ily  . § 
G in g e r Sri&pS N ; B. 6 . 7V4 
G in g e r § n a p s  N. B. C,

S q u a re  ............................ 8
H ip p o d ro m e  B a r  ............12

goney  C ake. N . B. C. 12 
d n ey  F in g e rs  As. Ic e  12 

H o n ey  Ju m b le s , Iced  12
H o n e y  F la k e  .................  12V4
H ouseh o ld  C ookies . . . .  8" 
H ouseho ld  C ookies Iced  9
Im p e ria l ............................  9
J e r s e y  L u n c h  .................  9
J u b ile e  M ixed ..................10
K re a m  K lip s  . . . . . . . . . .  1 |
L ad d ie  . . . f t
Lertton Gerris . . . . . . . . . .  10
L em on B isc u it S q u a re  S
LenlOn W a fe r  ................ 17
L em d n a  .................................9
M ary  Anri s . . . . . . . . . . .  9
M arsh m allo w  W a ln u ts  I t  
M olasseS c a k e s  . . . . . . .  8
M olasses  C akes, iced  9 
M olasses F r u i t  C ookies

Iced  ................................... 11
M oD sses S an d w ich  . . .1 2
M ottled  S q u a re  ..............10
O a tm ea l C ra ck e rs  . . . .  8
O ra n g e  G em s .................  9
O rb it C ake  ........................ 14
P e n n y  A sso rte d  ................9
P e a n u t  G em s .................. 9
P re tz e ls . H a n d  M d . . . .  9 
P re tz e le tte s .  H a n d  M d. 6 
P re tz e le tte s ,  M ac. M d. 8
P r im ro s e  C ak e  ................10
R a is in  C ookies ................10
R a is in  G em s . . . . . . . . . .  11
R ev ere , A sso rte d  . . . . .  14
R itten h o u S e  F r u i t  

B isc u it . . , , , . . , . , . . , , 1 0
R u b e  , ______________ 9
S calloped  G em s ..............iO
S co tch  CoOkieS . . . . . . . .  10
^nic'-d  C u r ra n t  C ake  ..1 0
S u g a r  F 'ingers  ................12
S u lta n a  FT uit B isc u it 16 
S p iced  G in g e r C ak e  . .  9 
Spiced  G in g e r C ak e  le d  10
S u g a r  C ak es  ...................  9
S u g a r  S q u a re s , la rg e

o r  sm all ........................ 9
S u n n y s id e  Ju m b le s  . . . .1 0
S u p e rb a  ..............................  8
S ponge  I a d y  F in g e rs  25
S u g a r  C rim p  ...................  9
V a n illa  W a fe r s  ............. 17
W a v e rly  ............................Iff

In -e r  Seal Goods
p e r  doz.

A lb e rt B isc u it ............... 1 00
A nim als  ..............................1 00
A rro w ro o t B isc u it ___ 1 00
A th e n a  L em on  C ak e  50
B a ro n e t B isc u it ...........1 00
B re m m e r’s  B u t te r

W a fe rs  .............................1 00
C am eo  B isc u it ................1 50
C heese  S an d w ich  ......... 1 00
C h o co la te  W a fe rs  ......... 1 00
C o co an u t D a in tie s  . . . .  1 00
F a u s t  O y s te r  .................... 1 00
F ig  N ew to n  .................... 1 00
F iv e  O’clock  T e a  ..........1 00
F Y otana  ...............................1 00
G in g e r S n ap s . N . B. C. 1 00 
G ra h a m  C rack e rs , R ed

Isabel .............................. 1 00
L em on  S n a p s  ...............  50
O a tm e a l C ra ck e rs  . . . . 1  00 
O ld T im e  S u g a r  Cook. 1 00
O val S a lt B i s c u i t ...........1 00
O v s te re tte s  ...................... 50
P re tz e le tte s ,  H d . M d. 1 00
R o y al 'i o a s t  .................... 1 00
S a ltin e  B isc u it ................1 00
S a ra to g a  F la k e s  ............1 50
Social T e a  B i s c u i t ___ 1 00
S oda  C ra c k e rs  N . B. C. 1 00 
S oda  C ra c k e rs  S e lec t 1 0<> 
S. S. B u t te r  C ra c k e rs  1 50
T 'n eed a  B isc u it .............  50
T’n e ed a  J in je r  W a y fe r  1 00 
I ’n eed a  L u n c h  B isc u it 50
V a n illa  W a fe r s  ..............1 00
W a te r  T h in  B isc u it . .1 0 0  
Zu Zu G in g e r S n a p s  . .  50
Z w ieback  ...........................1 00
In S pecial T in  P a c k ag e s .

P e r  doz.
F e s tin o  ...............................2 50
N ab isco , 25c .................... 2 50
N ab isco . 10c .................... 1 00
C h am p ag n e  w a fe r  . . .  2 50 

P e r  t in  in  b u lk  
S o rb e tto  .............................1 00

~ T
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N ab isco  ............................. 1  75
F e s tin o  ............................. 1  50
B e n t’s  W a te r  C ra c k e rs  1 40 

C REA M  T A R T A R  
B a r re ls  o r  d ru m s  . . . .  33
B oxes ................................... 34
S q u a re  c a n s  .................... 36
F a n c y  c ad d ies  ...............  41

D R IE D  F R U IT S  
A pples

S u n d ried  ....................
E v a p o ra te d  .................... 1 2 V4

A p rico ts
C alifo rn ia  . . . . .  .12V4@14V6 

C itro n
C ora iean  @i§

C u rra n ts
Im p ’d 1 lb . p k g . @10
Im p o rted  bu lk  . @ 9%

Reel
L em on  A m erican  . . .  ill 
O ra n g e  A m e ric a n  . .  13 

R aisin s
C o n n o sia r C lu s te r  . . . . 3  25
D e sse r t C lu s te r  .............4 00
Loose M u sca te ls  3 C r 5V4 
Loose M u sca te ls  4 C r 6V4 
L . M. S eeded  1 lb . 7V4@8 

C a lifo rn ia  P ru n e s  
L. M. see d ed , bu lk  . .  ?V4
S u ltan a s , B leach ed  . . .1 2  
100-125 251b, b 6x e § ,,@  8V4 

90-100 251b. b d x e s ..@  9 
80- 90 25tb. boxes. . @ 9 V** 
70- 80 251b. b oxes. ,@ i0  
60- 70 25!b. b o x e s ..  @10*4 
50- 60 25tb. b o x e s . .@11 
30- 40 251b. boxes..@ 12V 4 

Vic le ss  in  501b. c a se s  
F A R IN A C E O U S GOODS 

B eans
D ried  L im a  .....................  7
M ed. H a n d  P ic k e d  . . . 2  35 
BrOwn H o llan d  . , . . . . , 2  85 

F a r in a
25 1 Ib. p a ck a g e s  . . . .  1 50 
B ulk , p e r  100 lbs. , . . . 3  50 

H om iny
P e a rl. 100 rb, s ac k  . , , . 1  76 
M aecardni ad d  V erm icelli 
D om estic . 10 fb. b o x . ,  rtC 
Im p o rted , 25 rb, box  . .2  60 

P e a r l  B arley
C h e s te r  ............................. 3 75
E m p ire  ............................. 4 75

P e a s
G reen , W isco n sin , bu.
G reen , S co tch , b u .............2 80
Sp lit, 1b................................. 04

S age
E a s t  In d ia  ........................ 5
G erm an , s ac k s  ............... 5
G erm an , b ro k e n  pkg . . .  

T ap io ca
F la k e , 100 Id . s a c k s  . .  6 
P e a rl, 130 Ib. s a c k s  . .  4%
P e a rl, 24 lb . p k g s ...........7*4
FL A V O R IN G  E X T R A C T S  

F o o te  & J e n k s  
C o lem an  V an illa

N o, 2 Size ..................  14 00
No. 4 Size . .  .................. 24 00
N o. 3 s i B e ........... .............36 00
No. 8 s ize  . .  ..................48 00

C o lem an  x rp , L em on
N o. 2 s ize  ..............    9 60
No. 4 s ize  .......................18 01
No. 3 s ize  .......................21 00
No. 8 s ize  .......................36 00

J a x o n  M ex ican  V an illa
1  oz. ova l ....................... 15 00
2 oz. o v a l .......................28 20
4 oz. f la t .........................55 20
8 oz. fla t .......................108 00

J a x o n  T e rp . L em on
1 oz. ova l ....................... 10 20
2 oz. ov a l .......................16 80
4 oz. fla t ...........................33 00
8 oz. fla t .........................63 00

J e n n in g s  (D . C. B ran d ) 
T e rp e n e le ss  E x r a c t  L em on  
N o. 2 P a n e l, p e r  doz. 75 
No. 4 P a n e l, p e r  doz. 1 50
N o. 6 P a n e l, p e r  doz. 2 00
No. 3 T a p e r , p e r  doz. 1 50
2 oz. F u ll M easu re  doz. 1 25 
4 oz. F u ll M easu re  doz. 2 40 

J a n n in g s  (D . C. B ran d ) 
No. 2 P a n e l, p e r  doz. 1 25 
No. 4 P a n e l, p e r  doz. 2 00 
No. 6 P a n e l, p e r  doz. 3 00 
No. 3 T a p e r , p e r  doz. 2 00
1 oz. F u ll M ea su re  doz. 90
2 oz. F u ll M ea su re  doz. 2 00 
4 oz. F u n  M easu re  doz. 4 01 
N o. 2 P a n e l a s s o r te d  1 00

C re sc e n t M fg. Co. 
M ap le in e

2 oz. p e r  doz ......................3 00
M ichigan M aple S y ru p  Co.

K a lk a s k a  B ra n d  
M aple, 2 oz.. p e r  d o z .. .2  23 

G RAIN  BAGS 
A m oskeag , 100 in b a le  19 
A m oskeag , le ss  th a n  b l 19*4 

G RA IN  A N D  FL O U R  
W h e a t

R ed ................................  85
W h ite  ..............................  83

W in te r  W h e a t F lo u r 
L oca l B ra n d s

P a te n ts  ............................  5 20
S econd  P a te n ts  ...........  h. 00
S tr a ig h t  ............. ..............  4 60
S econd  S tr a ig h t  ...........  4 40
C le a r  ................................  4 00

F lo u r  in  b a rre ls ,  25c p e r  
b a rre l  a d d itio n a l.

L em on  & W h ee le r  Co. 
B ig  W o n d e r V4s c lo th  4 50 
B ig  W o n d e r V4s d o t h  4 50 
W o rd en  G ro ce r C o.’s R ran u
Q u ak er , p a p e r  ............... 4 70
Q u ak er , c lo th  ................. 4 60

W y k es  & Co.
Elclipse ............. .. 4 60
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L em o n  & W h ee le r  Co. 

W h ite  S ta r ,  % s c lo th  5 50 
W h ite  S ta r ,  Vis c lo th  5 40 
W h ite  S ta r ,  % s c lo th  5 30 

W o rd en  G ro ce r Co. 
A m e ric a n  E a g le , Vi c l 5 35 
G ra n d  R ap id s  G ra in  & 

M illing  Co. B ra n d s
P u r ity ,  p a t e n t  ................5 00
S ea l of M in n eso ta  . . . .  6 10
W iz a rd  l1 lo u r  ................ 4 60
W iz a rd  G ra h a m  ............4 60
W iz ard  G ran . M eal . .3  6o 
W iza rd  B u c k w h e a t . .6  0<
R ye ..................................... 4 40

S p rin g  W h e a t F lo u r  
R oy  B a k e r 's  B ra n d  

G olden H o rn , fa m ily  5 40 
G olden H o rn , b a k e r s  5 30
W isconsin  R ye  ............. 4 50
J u d so n  G ro ce r C o.’s  B ra n d
C ereso ta , Vis ...................6 20
C ereso ta , ViS ............. . . . 6  10
c e r e s o ta ,  % s ................... 6 0
L em on  & W h ee le r’s  B ra n d
W ingold, Vis ................... 6 00
vVingold, Vis ...................5 90
W ingold , Vis ....................5 80
W o rd en  G ro ce r C o.’s  B ra n a
L a u re l, Vis c lo th  ...........5 80
L a u re l, Vis c lo th  . . . . . . . 6  7o
L a u re l, Vi & Vis p a p e r  5 60
L a u re l, Vis c lo th  ........... 5 8o
V oig t M illing  C o.’s  B ra n d
V oig t’s  C re sc e n t ........... 5 60
V oig t’s  F lo u ro ig t . . . .  5 60 
V oig t’s  H y g ien ic

G ra h a m  .................... 5 00
V oig t’s  R o y a l ............ . .6  80

W y k es  & Co.
S leepy E y e , Vis c l o t h . . 6 00 
S leepy  E y e , Vis c l o th . . 5 90 
S leepy  E y e , Vis c l o t h . . 5 80 
S leepy E y e , Vis p a p e r  5 80 
S leepy  E y e , Vis p a p e r  5 80 
W a tso n -H ig g in s  M illing  Co.
p e rfe c tio n  F lo u r  ............5 00
T ip  T op  F lo u r  ................4 60
G olden S 'heaf F lo u r  . .4  20 
M a rs h a ll 's  B e s t  F lo u r  5 80 
P e rfe c tio n  B u c k w h e a t 3 00 
T ip  T o p  B u c k w h e a t 2 80 
B ad g e r D a iry  F e e d  24 00 
A lfa lfa  H o rs e  F e e d  26 00
K a fir  C o rn  .......................1 3o
H o y le  S c ra tc h  F e e d  . .1  50 

M eal
B o lted  ..............................  3 40
G olden G ra n u la te d  . . . 3  60 
S t. C a r  F e e d  s c ree n e d  20 00 
H o. 1 C orn  a n d  O a ts  20 00
C orn , cracK ed ................19 00
C orn  M eal, c o a rse  . .1 9  00 
W in te r  W h e a t  B ra n  26 00 
B uffa lo  G lu ten  F e e d  30 00 

D a iry  F eeds 
W y k es  & Co.

O P  L in seed  M eal ..3 7  50 
O P  L a x o -C a k e -M e a l 34 00
C o tto n see d  M ea l ..........30 00
G lu ten  F e e d  .................. 26 00
B re w e rs ’ G ra in s  ..........26 00
H a m m o n d  D a iry  F e e d  24 00 

.........26 00

P R O V IS IO N S  
Barreled P ork

C lea r B ack  .................  22 00
S h o r t C u t ...................... 20 00
S n o r t C u t C le a r  ..........20 50
B ean  ..............................  20 00
B risk e t, C lear ...........  23 00
P ig  ..................................  23 00
■ Hear Kam iL 26 00

D ry  S alt Meats
S P  B ellies  ........................16

Lard
P u re  in  t ie rc e s   11 (gillVi
C om pound  la rd  ...........  9
80 lb . t u b s . . .  .a d v a n c e  Vi

8 Í) 10 1 1

60' lb . tu b s  
50 lb . t in s  
20 lb . p a ils  
10 lb. p a ils  
5 lb . p a ils  
8 lb . p a ils

Vi

M ess, 10 lb s. . 
M ess, 8 lb s. . . .  
No. 1, 100 lbs.
No. 1, 40 lbs. .
No. 1. 10 lbs. .
N o. 1, 8 lbs. ..

W hite .
100 lbs.
50 lbs.
10 lbs.
8 lbs.

100 lbs.
40 lb s.
10 lbs.

201b. c a n s  
101b. c an s .

4  dz. in  cs. 40 B ushels, w ide b a n d . .1 IS : C r » n  N n t *4%
% dz. in  cs. L 35 M ark e t .......................... m C u re #  N*k l  ... . .  »
2 dz. in  cs. i 45 S plin t, la rg e 5# : C are t!  No. Z , . .  i
2 dz. in  cs. L 55 S p lin t, m ed ium  . . . . . . .X f 1 f«It if ¿i-* f f f

. 1 40 | F a ir  ; . . . .
1 G ood . . . .

. . 0: 75 S C hoice . .
! M ich igan

. .1 12

P ure Cane

B u tte r  P la te s

.2 10

B ra n d  
K a lk a sk a , p e r  dox.

I EA  
Japan  
m edium

00

A lfa lfa  M eal
O a ts

M ich ig an  c a r lo ts  . . . .  36
L ess th a n  c a r lo ts  ..........38

C orn
C a r lo ts  ............................  48
L ess  th a n  c a r lo ts  . . .  50

H ay
C a r lo ts  ..........................  16
L ess th a n  c a r lo ts  . . .  17

M A P L E IN E
2 oz. b o ttle s , p e r  doz. 3 00 

M O L A SSE S 
N ew  O rlean s

F a n c y  O pen  K e ttle  . .  42
C hoice ................................. 35
G ood ................................. 22
F a i r  ..................................... 20

H a lf  b a r re ls  2c e x tr a  
M IN C E  M EA T

P e r  c a se  ........................  2 85
M U STA R D

44 lb . « lb . b o x  ...........  18
O L IV E S

B ulk , 1 g a l. k eg s  1 10® 1 20 
B u lk , 2 g a l. k eg s  95® 1 10 
B u lk , 5 g a l. k eg s  OOi^l 0.
S tu ffed , I  c s ......................  90
S tu ffed . 8 oz. .................. 1 35
S tu ffed , 14 oz .................... 2 25
P i t te d  (n o t s tu ffed )

14 oz..............................2 25
M an zan illa , 8 oz ...............  90
L u n c h , 10 oz ........................1 35
L u n ch , 16 oz......................2 25
Q ueen, M am m o th , 19

oz. .................................3 75
Q ueen , M am m o th , 28

oz. ...................  5 25
O live C how , 2 doz. cs,

p e r  doz ............................2 25
T O O T H  P IC K S  

H ard w o o d  T o o th  P ic k s  2 00
Id e a l ..................................... 85

P IC K L E S  
M edium  

B a r re ls ,  1,200 c o u n t . .7  75
H a lf  bb ls ., 600 c o u n t 4 50
5 g a llo n  k e g s  .................... 2 25

8 m a lf
B a r re ls  ................................. 9 00
H a lf  b a r re ls  .................... 5 25
5 g a llo n  k e g s  ..................1 90

G h e rk in s
B a r re ls  ............................. 11 00
H a lf  b a r r e ls  ...................... 5 00
5 g a llo n  k e g s ..................... 2 75

S w e e t Sm all
B a r re ls  ............................... 13 60
H a lf  b a r re ls  .................. 7 50,
6 g a llo n  k e n  ..................3 00

.ad v a n c e  
. a d v an c e  
.ad v a n c e  %
.a d v a n c e  % 
.a d v a n c e  1 
.a d v a n c e  1 

S m oked  M eats
WflTng, 12 lb . a v e r a g e .  .14Vi
H a m s, 14 lb . a v e ra g e  i t .  
H a m s , 16 lb . a v e r  13% @ H  
H a m s , 18 lb . a v e r  13® 14 
¡skinned H a m s  . .14%n#H5 
H a m , d r ie d  b eef s e t s  . .1 7  
C a lifo rn ia  H a m s  ..1 1 ®  11 Vi 
P ic n ic  B oiled  H a m s  . .  io
ftoilpd H a m  .................... 20
B e r lin  H a m , p re s s e d  ..1 1  Vi
M in ced  H a m  .................. IS
rsacon ........................  16®16Vi

S a u sag e s
B o logna  ........................... 8Vi
L iv e r ......................  7Vi® 8
F r a n k f o r t  .............  9 Vi @10
P o rk  ................................... 11
V eal ................................... 11
T o n g u e  ............................... 11
H e ad c h e ese  ....................  9

B eef
B oneless  .......................... 14 00
R um p, new  .................... 14 00

P ig ’s F e e t
Vi b b ls ................................. 1 20
Vi bb ls ., 40 lb s ................. 2 15
Vi b b ls ................................... 4 00
1 bb l....................................... 9 00

T  rip e
K its , 15 lb s .......................  90
Vi b b ls ., 40 lb s ................1 60
Vi bb ls., 80 lb s . . “ “

C as in g s
H ogs, p e r  lb ........... .. i
B eef, ro u n d s , s e t  .........  !
B eef, m idd les , s e t  . . . .  ‘
S heep , p e r  b u n d le  -----  i

U nco lored  B u tte r in e
Solid d a iry  ........... 10 @12
C o u n try  R o lls  ..........11® 18

C an n ed  M eats
C orned  beef, 2 lb ...........3 60
C orned  b eef, 1 lb ........... 1 95
R o a s t beef, 2 lb ................3 60
R o a s t beef, 1 lb ................1 95
P o tte d  H a m , V i s ...........  50
P o tte d  H a m , Vis . . . .  90
D eviled  H a m , Vis . . . .  50
D eviled  H a m , V i s ......  90
P o tte d  to n g u e . Vis . . . .  50 
P o tte d  to n g u e . Vis . . . .  90

R IC E
F a n c y  ...................... 7 @ 7Vi
J a p a n  .................... 5%@ 6Vi
B ro k en  .................... 2%@ 3 Vi

SA L A D  D R E S S IN G
C olum bia , Vi p i n t .........2 25
C o lum bia, 1 p in t  ............4 00
D u rk e e ’s, la rg e , 1 doz. 4 50 
D u rk e e ’s, sm all, 2 doz. 5 25 
S n id e r’s, la rg e , 1 doz. 2 35 
S n id e r’s , sm all, 2 doz. 1 35 

S A L E R A T U S  
P a c k e d  60 lb s . in  box. 

A rm  a n d  H a m m e r  . .3 00
D e lan d 's  ..........................  3 00
D w ig h t’s  Cow ................3 00
L. P ..........................................3 00
S ta n d a rd  ............................. 1 80
W y an d o tte , 100 % s . . . 3  00 

SA L  SODA
G ra n u la te d , b b ls ..............  80
G ra n u la te d , 100 tb s . cs. 90 
G ra n u la te d , 36 p kgs . . .1  20 

S A L T
C om m on G ra d e s

100 3 lb . s a c k s ___ ¡ . . . 2  40
60 5 lb . s a c k s ................2 25
28 10Vi lb . s a c k s  ___ 2 10
56 lb . s a c k s  ....................  32
28 lb . s a c k s  .................... 17

W flrs3w
56 lb . d a iry  in  d rill b ag s  40 
28 lb . d a iry  in  d rill b ag s  20 

S o la r R ock
56 lb . s a c k s  ......................  24

C om m on 
G ra n u la te d , fine
M edium , fine .................... 95

S A L T  F IS H  
Cod

L a rg e  w ho le  . .
S m all w ho le  . .
S tr ip s  o r  b r ic k s  7% @10%
P o llo ck  .................. @ 5

H a lib u t
S tr ip s  ................................. 15
C h u n k s  ............................  16

H olland  H e rr in g  
T . M. w h . hoop , b b ls  11 50 
T . M. w h. hoop , % bbL 5 75 
Y .  M . w h. hoops, k eg s  75 
Y. M. w h . hoop  M ilch ers

k e g s  ..........................  85
Q ueen , b b ls .............................10 75
Q ueen , % b b ls ...........................5 50
Q ueen , k e g s  ......................  65

T r o u t
N o. 1, 100 lb s ..............................7 50
N o. 1. 40 lb s .......3 25
N o. 1, 10 lb s .......................  90
No. 1. 8 Thw........................  76

8 lb s.
S H O E  B L A C K IN G

H a n d y  Box. la rg e  3 d z ----- - _  -  .  „
H a n d y  B ox, sm a ll -----1 25 R eg u la r , C ho
B ix b y 's  R o y al P o lish  85 j R eg u lar. _ is

S u n d ried  
#5 j S u n d ried , cho ice  

S u n d ried , fa n cy  
5ft R eg u lar , m ed ium

.2  25

.24®  26 j 

.30®  33 j 

.36®  40 

. 24® 26 Ì

25»)
Ce

85 m edium

.43

B ask e t-f ire d  
B ask e t-f ire d  
B a s k e t-f ire d , fa n c y
N ibs ..............................
S if tin g s  .......................
F a n n in g s  ...................

G u n p o w d er 
M oyune. m ed ium  .. 
M oyune. cho ice  . . .  
M oyune, fa n cy  . . . .  
P in g su ey , m ed ium  
P in g su es

M iller’s  C row n  P o lish  
S N U F F

S co tch , in  b la d d e rs  . .
M accaboy , in  j a r s  . . .
F re n c h  R ap p ie  in  j a r s  

SO AP
J . S. K irk  & Co.

A m erican  F a m ily  ..........4 00
D usky  D iam ond  50 8 oz 2 8 >
D u sk y  D ”n d  100 6 oz 3 80
J a p  R ose, 50 b a rs  ----- 3 60
Savon  Im p e ria l .............3 00 ~
W h ite  R u ss ia n  ............. 3 601 *> -7*
D om e, ova l b a rs  ...........3 00 _
S a tin e t, ova l .................... 2 70 j  V
S n o w b erry , 100 c a k e s  4 00 ' ' ¿ M a n *

P ro c to r  & G am ble  Co. F o rm o sa , f a n c y * . . . . . 4
L enox  ................................. 3 3
Ivo ry , 6 oz.............................4 00
Iv o ry , 10 oz.........................6 75
S ta r  ....................................... 3 85

L a u tz  B ros. & Co.
A cm e, 30 b a rs , 75 lbs. 4 00 

4 00 
3 80

J50 m  c r a te  . 
C h u m s  

5 g a l., each  
10 g a l., e ac h  

C lo th es  P in s

20 2% doz. 
-a te s  a n d  !

Wool
n w ash ed , m ed. j
n w ash ed , fine  — |

C O N F E C T IG N S  
S tick  C an d y
dar

>tan
4%

¡es , .o J» . case  
Mixed Candy

Y oung H yson

Mop S tick s
F o rm o s
A m oy, m ed ium  .............
A m oy, cho ice  . . . . . . . .

English B reakfast
M edium  ............................
C hoice

ip se  p a te i
1 com m e
2 p a t. bi

s p r in g  85;

ioide

A cm e, 25 b a rs ,  75 lb s  
A cm e, 25 b a rs ,  70 tbs.
A cm e, 100 c ak e s  ............3 zi>
B ig M as te r, 70 b a rs  . .2  83
G erm an  M o ttled  ............3 50
G erm an  M o ttled , a oxs 3 4' 
G e rm an  M ottled . 10 i>x 3 40 
G e rm an  M ottled , 25 bx  3 35 
M arse illes , 100 c ak e s  . .6 00 
M arse ille s , 100 e k s  5c 4 00 
M arse ille s , 100 c-k to il 4 06 
M arse illes . % bx  to ile t 2 10 

A. B. W ris ley
Good

F a n c y

C eylon,
F a n c y

India 
cho ice  .

. .  30
40® 45

TO BA CCO  
F in e  C o t

B lot ___
H ia w a th a . 
H ia w a th a . 
N o L im it. 
N o  L im it, 
O jib w a , 1» 
D jibw a,

ip a p e

Pails

'o o th  p ic k s

to C re a m  m ixed  
C ream  B oa  B oas 
F an cy — ttt P a tts

Attuar*

C h ee r ......... . ' . . . .  4 00 O jib w a
ra p s

P e to s k ey  C hief, 7 < 
P e to s k ey  C hief, 14 
¡s te rling  D a rk , 5c . .

90

O ld C o u n try  .................... 3 40
Soap Powders

S n T i z ? ° y \  24S. fa:m '! y . .4  0 0 1 S w ee t Cut*
Snow  Boy, 60 5c ............2 40 -iw eet Cuba
Snow  Boy, 30 10c . . . .  2 40 
Gold D u st, 24 la rg e  . .4  50
Gold D u s t, 100-5c ..........4 00
K irko line , 24 41b. ......... 3 80
P e a r lin e  .............................3 75
S o ap in e  ...............................4 10
B a b b i t t 's  1776 ................3 75
R ose ine  ...............................3 50
A rm o u r’s ...........................3 70
W isdom  ..............   3 80

2S K

16
S w ee t C 
S w ee t C 
S w ee t C uba, % r 
S w ee t B u rley , 5c 
afweet M ist, % g 
S w ee t B urley , 24 
T ig e r , % g ro ss  . 
T ig e r , 5c t in s  . 
U ncle D aniel. 1 1 
U ncle D aniel, 1 c 

P lug

5 oo ;
4 20,

T a b s
. S tandard»  No. I  ^ ru

! leak  C ream  .

5 7¡jj L S ta n d a rd . No* i  5 50 \ a a t o  B u b b le
5 7»)i jô-tïlk. C able, No. 1 .... $ 0*> F a iic jr—in
4 90] i. C ab le. No. 2 [ O ld  if asnion«e
0 001

Lvo.
. C able. No. 3 
1 F ib re  ----- . . .

s e s  iCiSses 
C ira n te  JeBie

Soap Compounds , „
J o h n so n ’s  F in e  ............... 5 10 it  ̂ m - > a v *L' iS '
J o h n s o n ’s  X X X  ...........4 25 l D r u m m o n d .N a t
N in e  O 'c lock  ....................3 30 -  «  3 “ L
R u b -N o -M o re  ................. 3 8 S p ™ m m o n d  >*af

Scouring f Per doz- ■
E n o ch  M o rg an ’s S ons B a t tle  A x .........

Sapolio , g ro ss  lo ts  -----9  0O [ t r a c e r  ................
Sapo lio , h a lf  g ro . lo ts  4 5 0 f  B ig F o u r  
Sapo lio , s in g le  b o x es  2 25UBoot J a c k  . . . .
Sapolio , h a n d  . . . . . -----2 2 5 »B ullion , 16 ox. .
S 'courine M a n u fa c tu r in g  Co f C lim ax  G olden J 
S co u rin e , 50 c ak e s  . . . . 1  80 D ay s W ork  . . .  
S co u rin e , 100 c ak e s  . . . 3  5 0 ¡D e rb y

5ft*. Boxes
til ìii'ìh if -

3oc
WasHboards
GiOOe .  .  e r » .

kiteti
fm.. Uà 
urn m

te d
4»

W indow  C le an e rs

28 f14 in
SODA

B oxes ................................... 5%
K egs, E n g lish  .................. 4%

S P IC E S  
W hole  S p ices

A llsp ice, J a m a ic a  .........13
A llsp ice, la rg e  G a rd en  11
C loves, Z a n z ib a r  ...........18
C ass ia , C an to n  ............... 14
C ass ia , 5c pkg . doz........ 25
G inger, A fric a n  ................ 9%
G inger, C och in  ............... 14%
M ace, P e n a n g  ............... 70
M ixed, N o. 1 . . . . . . . . . 1 6 %
M ixed, N o. 2 ....................10
M ixed, 5c p kgs . d o z .. .  45
N u tm e g s . 75-30 ............. 30
N u tm e g s , 105-110 .........20
P e p p e r , B lack  ............... 14
P e p p e r, W h ite  . . . . . . . . 2 5
P e p p e r, C ay en n e  ........... 22
P a p r ik a , H u n g a r ia n  . .  

P u re  G round  in B ulk
A llsp ice, J a m a ic a  .........12
C loves, Z a n z ib a r  . . . . . . 1 9
C ass ia , C an to n  ............... 12

I G in g e r, A fric a n  ............. 12
_  M ace, P e n a n g  ..................75
@ N u tm e g s . 75-80 .............35

7 I P e p p e r, B lack  ..................11%
P e p p e r, W h ite  ............... 18
P e p p e r , C ay en n e  ...........18
P a p r ik a ,  H u n g a r ia n  ..4 5  

ST A R C H  
C om

K in g sfo rd , 40 lb s ............7%
M uzzy, 20 l ib .  p kgs . . .  5% 
M uzzy, 40 l ib .  pkgs. . .5  

G loss 
K in g sfo rd

S ilv er G loss, 40 l ib s .  7%. 
S ilv e r G loss, 16 3lb s . 8% 
S liv e r G loss, 12 M bs. 8% 

M uzzy
48 11b. p a ck a g e s  ...........  5
16 51b. p a c k a g e s  ...........  4%
12 61b. p a ck a g e s  ........... 6
501b. bo x es  ........................ 2 \

S Y R U P S  
C om

B ro s ..................................... 83
G ilt E d g e  ........................ 48
Gold R ope, 7 to  lb ........... ¿>8
Gold R ope. 14 to  rb. . .  58
G. O. P ................................. 32
G ra n g e r  T w is t  ...............  48
G. T . W . ..........................  37
H o rse  S hoe .....................  43
H oney  D ip  T w is t . . . .  45
jo lly  T a r  .......................... 40
J .  T „  8 oz. ...................  35
K e y s to n e  T w is t  ...........  46

W ood B ow ls

WRAPPtñK

kaoasftTi prsm 
k»OZeft0£8» p&fcfc
im p e r ia ls  ............... *#
M o tto e s  _____       35
Cream i B a r  . . . . . . . . . . .  69
c  j*. p e a n u t  B a r  «9 
H a n d  M ade  C rm »
C re a m  W a f e r s --------- 46
Strings R ock — ___. . .  M

¡ W im e rg re e a  B e r r ie s  *9 
O ld  T im e  A ss o rte d  X 7» 
B u s te r  B ro w n  G ood S S* 
U p - to -d a te  A ss tm ’t  3  *.» 

I T e n  S t r ik e  M e  S —  .*  5»
! i eu  S tr ik e  No, X ___ * »
T e n  S tr ik e . S u m m er

a s s o r tm e n t  --------  •  15
P sp  C ars

K is m e t ............. ................... 48,: í  Irftarïi. M anila' . j  ! C ra c k e r  J a c k  . . . . X *
N obby  S p u n  Roll ......... ^8 j B u tc h e rs ’ M an lia  ____ ...2%, G iggle*. 5e pkg. 3*. X ¡4
C a r ro t ....................................... 235 [ W hy B u tte r .  SÉ! • 13  I p o p  C orn  B alls 200» 5 IS
P e a ch e y  ............................ 40 j .vguinr 2ft ! A zu lik it 100s t  S
P icn ic  T w is t ...............  • 45} W ax  B u tte r ,  r 19 Oh My 100s . ............. X aft
P ip e r  H e id sick  • ............... 69 j V Ê A ST C A K E Cough' D rag»
R ed icu t, 1% oz. ........... I M ag ic , 3 doz. 1 i5 i P u tn a m  M en tho l 1 M
R ed L ion .......................... 30 [ S u n lig h t, 3 doz . 1  Oft S m ith  Bros. .......... X s
S h e rry  C obbler, 10 oz. 2# j iO Z • . . 5ft | M UTS—W M »
S p e a r H ead , 12 oz.......... 44 j .1  IS  A lm onds, T a rrag o n a .
S p e a r  H ead . 14% oz . . 44 j y « » « *  rV FU hrn Ë. .1 00 i A lm onds. £*raise .
B pear H ead , 7 oz. . — 47| f'.i&a.sT f f n a m ,  11% doz. , 5$ Aim#>ncEs, C a l d o o i s
S o u a re  D eal ............. * - * F R E S H F IS H s o ft sh eE  . . . . . . . . .

32

M ackerel
P O T A S H  'M e s s ,  100 lb s ................... 16 50 B a r re ls  ................................. 3 '

B abbitt’s  .......................... 4 00 M en , 40 lb s......................  7 00 H a lf  b a r re ls  ....................  24

S td r  ............. ..
S ta n d a rd  N a v y  --------
T en  P e n n y  ......................
T ow n  T a lk  14 oz. . .
I  a n k e e  G irl .................

T W IN E
C o tto n , 3 p ly  ...............
C o tto n , 4 p ly  ......... ..
J u te ,  2 p ly  ..................
H em p , 6 p ly  ........... ..
F lax , m ed iu m  ...............
W ool, 1 tb . ba le s  

V IN E G A R
H ig h la n d  ap p le  c id e r 
O a k lan d  ap p le  e id e r .
S ta te  S ea l s u g a r  .........

g ra in  p u re  w h ite  . .
B a rre ls  free .

W IC K IN G
No. 0 p e r  g r o s s .............
No. 1 p e r  g ro s s  . . . . .
No. 2 p e r  g ro ss  — . .
No. 3 p e r  g ro ss  ...........

W O O D E N W A R E  
B ask e ts

B u sh e ls  .................. £ OS G reen  No.

Per lb.

OOK
I M ackere l . . . ------

.30 1 F in n a n  H ad d ie ,  ____ _ 12P&

. 4ft ; R oe S had  . . . . . .
,5ft S had  R oe. each
.75 | Speck led  B ass  ............... 8%

H ID E S  A N D P E L T 'S

Hickory
Ohio,

h e s tm its , Mew Y ork  
á t a t e ,  p e r  bo , _

S p a n ish  P e a n u ts  W *
P e c a n  H a lv e s  . MSB 
W a ln u t H a lv e s  . „ i t i  
F ib te r t  M ea ts  § 3 »
A lic a n te  iH iiumwIS # 6 8  
J o rd a n  A lasen#»  , -  # « ■

F a n c y  H  P  B an s % TV
B oasted  -------- 9  TV

Choicer ram , EE. P ,  J i m -
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Special Price Current
A X L E  G R E A S E Jute

Cotton V ic to r

. 90 

. 1 05 

.1 50

M ica, t in  boxe; 
P a ra g o n

B A K IN G  P O W D E R  
Royal

10c s ize  90 
%Ib. c a n s  1 35 i 
6oz. c a n s  1 9 0 j 
%Ib. c an s  2 5 0 1 
%R>. c a n s  3 75 
l ib . c an s  4 80 j 
¿lb . c a n s  13 00 j 
5Tb. c a n s  21 50 j

Y O U R  
O W N  

P R IV A T E  
B R A N D

Cotton W indsor

Cotton Braided
50ft.
40ft.
60ft.

.1 10 

.1 35 

.1 60

.1 30 

.1 44 

.1 SO 
.2  00

.1 35 
. 95 
. 1 65

S A FE S

Galvanized W ire  
No. 20, each  100ft. long  1 90 
No. 19. each  100ft. lo n g  2 10

C O F F E E
Roasted

D w i n ell - W rig h t C o.’s B ’ds I

F u ll lin e  of fire a n d  b u r 
g la r  p roo f s a fe s  k e p t in  
s to ck  by  th e  T ra d e s m a n  
C om pany . T h ir ty -f iv e  s izes  
a n d  s ty le s  on h a n d  a t  a ll 
t im e s —tw ice  a s  m an y  s a fe s  
a s  a re  c a rr ie d  by  a n y  o th e r  
h o u se  in th e  S ta te . I f  you 
a re  u n a b le  to  v is it  G rand  
R ap id s  a n d  in sp ec t th e  
lin e  pe rso n ally , w rite  fo r 
q u o ta tio n s .

SOAP

R eaver S oap  C o .'s  B rand

100 cakes. la rg e size . .6 50
50 cakes. la rg e size . .3 25

! 100 cakes , sm all s ize . .3 85
1 50 cakes. sm all s i z e . . 1 95

W ab ash  B ak ing  P ow der 
Co., W ab a sh , Ind.

80 oz. t in  c an s  ............... 3 75
32 oz. t in  c a n s  .............1 50
19 oz. t in  c an s  ...............  85
16 oz. t in  c a n s  ...............  75
14 oz. t in  c an s  ...............  65
10 oz. t in  c a n s  .............  55
8 oz. t in  c an s  ...............  45
4 oz. t in  c a n s  ...............  35

32 oz. t in  m ilk  pa il . .2  00 
16 oz. t in  b u c k e t ...........  90
11 oz. g la ss  tu m b le r  . .  85
6 oz. g la ss  tu m b le r  . .  75

16 oz. p in t  m aso n  j a r  85

CIG A RS
Jo h n so n  C ig a r C o.’s B ran d

t \  ' W /

S. C. W .. 1.000 lo ts  ___ 31
E l P o r ta n a  .......................... 33
E v en in g  P re s s  ....................32
E x e m p la r  ...............................32
W orden  G ro ce r Co. B ran d

B en  H u r
P e rfec tio n  .............................35
P e rfe c tio n  E x t r a s  ............35
L o n d res  .................................85
L o n d res  G ran d  ..................35
S ta n d a rd  .............................. 35
P u r ita n o s  ...............................35
P a n a te lla s , F in a s  ..............35
P a n a te lla s , B ock ................35
Jo ck e y  C lub ........................ 35

COCOANUT
B a k e r’s  B raz il S h red d ed

T ra d e s m a n  C o.’s B ran d

W h ite  H ouse, l ib .  . . .
W h ite  H ouse , 21b. . ..
E x ce ls io r, B lend , l ib  
E xce lsio r, B lend, 21b.
T ip  Ton. B lend, l ib .  .
R oyal B lend  .................
R oyal H ig h  G rad e  . . .
B oston  C o m b in a tio n  ...........¡B lack  H aw k , f i \ e  bx s  2 40

B lack  H aw k , te n  b x s  2 25 
T A B L E  S A U C E S

H alfo rd , la rg e  ...............3 75
H alfo rd , sm all ...............2 25

1 B lack  H a w k , one  b ox  2 50

D isti United by  Ju d so n
G rocer Co.. G -and R ap id s;
I^ee & C ady, D e tro it;  S y -
n ions B ros. & Co.. S'agi-
n aw ; B row n D av is  &
W a rn e r. Jack so n : G ods-
m ark . D u ra n d & Co.. B a t-
tie  Ci 
T oledo

eek ; F i el bach  Co..

F IS H IN G  T A C K L E
to  1 in ................................  6

l i t  to  2 in ................................  7
114 to  2 in. ........................ 9
1% to  2 in .................................11
2 in ............................................. 15

in. .20

Cotton Lines
No. 1. 10 fee t .......................  5
No. 2. 15 fee t .......................  7
No. 3. 15 fee t .......................  9
No. 4. 15 fee t ........................10
No. 5. 15 fee t ........................11
No. 6, 15 fe e t ................... 12
No. 7, 15 fe e t  ........................15
N o. 8, 15 fe e t ........................18
N o. 9, 15 fe e t ...................20

Linen Lines
Sm all ....................................... 20
M edium  ...................................26
L a rg e  ....................................... 34

Poles
B am boo. 14 f t . ,  p e r  doz. 55 
B am boo. 16 f t. ,  p e r  doz. 60 
B am boo , 18 f t. ,  p e r  doz. 80

Use

Tradesman

Coupon

Books

10 5c pkgs ., p e r  case  
36 10c pkgs.. p e r case  
16 10c a n d  38 5c pkgs. 

p e r  c ase  .................

60ft
72ft
90ft
60ft

C L O T H E S  L IN E S  
Sisal

3 th re a d , e x t r a . . 
3 th re a d , e x t r a . .  
3 th re a d , e x t r a . .  
6 th re a d , e x t r a . .

2 60

1 70 
1 29

(2ft. 6 th re a d , e x t r a .

S m all s ize , doz ..............40
L a rg e  size , d o z ..............75

G E L A T IN E
C ox’s. 1 doz. la rg e  __ 1 80
C ox’s. 1 doz. sm all . . . 1  00 
K n o x 's  S p a rk lin g , doz. 1 25 
K n o x 's  S p a rk lin g , g r. 14 00
N e lso n 's  .............................1 50
K n o x 's  A cidu 'd . doz. . .1 25

I O xfo rd  ................................  75
P ly m o u th  R ock  ..............1 25

Made by

Tradesman Company
Grand Rapida, Mich.

Lowest
Our cata logu e is  “ the  

w orld’s lo w est m arket” 
because w e are the  

largest buyers of general 
m erchandise in  A m erica.

A nd b ecau se  our com 
paratively in ex p en s iv e  
m ethod of s e l l i n g ,  
through  a ca ta logu e, re

du ces costs.

W e  se ll to  m erchants  

only .

A sk for current ca ta 
logue.

Butler Brothers
New York

Chicago St. Louis 

Minneapolis

W hen in 
Doubt 
Telephone 
And
Find Out
Y ou 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-WANTS DEPARTMENT
\J \c r t i^c i i icnts  inserted unJer this head for two

,i ;ì •,i ! r .'(/iiMiiir.us in -et non. N o  char/-: ¡•: >

B U S IN E S S  C H A N C E S .
W an ted —T o  buy , a t  once, sm a ll s to ck  

of g e n e ra l m e rc h a n d ise  in  a  sm a ll to w n  
o r w ould  lik e  lo ca tio n  fo r  a  new  s to ck . 
A d d re ss  B u sin e ss , c a re  T ra d e s m a n . 223

T Y P E W R IT E R S . I F o r  Sal©—D ru g  s to ck  a n d  fix tu re s  w o rth
T y p e w rite r s  of a ll m ak es . F u lly  g u a r -  $2,5oO. W ill sell fo r  $1.600 if  so ld  qu ick , 

an te ed . F re e  t r i a l  an y w h e re . S end  fo r  l A d d re ss  W. C. P ., c a re  T ra d e s m a n . M>* 1
c a ta lo g u e  a n d  sp ec ia l p r ic e s . W . W h ite - I  p o r  ga je—O ne o f th e  o ld e s t e s ta b l is h e d ' 
head , 30 u a s a lle  S t., C h icago , 111. _| g en era j  m e rc h a n d ise  a n d  m illin g  b u s i-

Good o p en in g  fo r tw o  f ir s t- c la s s  s to re s . 
O ne g ro c e ry  a n d  one d ry  goods a t  S tu r 
g is , M ich igan . S u itab le  lo ca tio n  av a ilab le . 
L a rg e  b u s in ess  room  w ith  fine w ell l ig h t
ed b a se m e n t. C e n tra lly  lo ca ted . A d 
d re s s  R . S'. T rac y .____________________222

W ill p a y  c a s h  fo r  s to c k  of sh o es  a n d  
ru b b e rs . A d d re ss  M. J .  O., c a re  T r a d e s 
m a n ______________________________  221

F o r  Sale—A  good c lean  s to c k  of d ry  
goods, sh o es , g e n ts ' fu rn ish in g s  a n d  
c ro c k e ry  in  one  of th e  b e s t l i t t le  to w n s  
in M ich igan . P o p u la tio n  400, w ith  e x 
c e l le n t su rro u n d in g  c o u n try . S tock  w ill 
invo ice  a b o u t $4,000. H a v e  no  b a rg a in  
b u t a  good c lean  s to ck . N o  co m p e titio n . 
S tr ic t ly  c a s h  b u s in ess . D o ing  n e a r ly  
$10,000 p e r  y e a r  a n d  c h an c e  to  in c re a se  
sa le s . C ash  c o n s id e ra tio n  on ly . W rite  
G. W . R e u te r , O n o n d ag a , M ich._____ 219

F o r  ¡sale— ¡splendidly e q u ip p ed  d ru g  I n e sse s  in  M ich igan , lo ca ted  a t  C om stock  
to re , e c lean  s to ck , doing: good b u s in ess . I p a rk ,  inven to ry^  ta k e n  J a n u a r y  5, sh o w s | 
row ing a g r ic u l tu ra l  d is t r ic t ,  sp len d id  I g ro c e rie s  $1,288.78; d ry  goods, $2.247.18; 

o p p o rtu n ity , o w n e r  re t i r in g  fro m  d ru g  I c o o ts , sh o es  a n d  ru b b e rs , $1,581.28; h a ts  
b u sin ess . J .  F . H o ld en , M ario n , M ich, a n d  caps , $137.49; h a rd w a re , $310; d ru g s

22« I a n d  p a in ts , $1,078.58; flour, feed  a n d
F o r  Sale—G en era l

N o rth w e s te rn  O hio  tow  
lion . A n  A l b u sin ess . A d d re ss  R oom  1, 
W allace  T h e a tre  B ldg ., P e ru , In d . 211 I look i t  o v e r a n d  m a k e  m e a n  offer, 

j b e r t  E . C a r te r ,  R ece iv e r, P lu m b -H a y e s  
F o r  S'al©—S to ck  of b a z a a r  goods in  | M ercan tile  Co., M ill C reek , M ich . 166 j 

good S o u th e rn  M ich igan  to w n  of 2,500 j g-o r  —G ro c e ry  a n d  shoe  s to ck  in 
n n a b i ta n is .  D oing  a  p a y in g  b usiness. [ 5}ve to w n  C en tra l M ich igan . O ne 'o rn -
n y o ic ts  a b o u t $2.«00 to  $2,uOO. G ood op- i p e tito r . 

p o r tu n i ty  fu r  one w ish in g  to  c o n tin u e  th e  [ ni>n 
A d d re ss  N o. 210, c a re  T rad e s -  

210

To Merchants Everywhere
G et in line  fo r  a  rousing Jan . o r  F eb . S pec ia l 

Sale . Our w onderfu lly  effective  m ethods win 
c ro w d  you r s to re  w ith satisfied  custom ers. 
O ur le g itim a te  personally  co n d u cted  sales 
leav e  no  bad a f te r  effect, and tu rn  your su r
plus goods in to  read y  cash. W rite  us today.

C O M STO CK .-G RISIER SA LES C O .
907 u m o  B u ild ing  I oiedo, Ohio

T h e re  h a s  b een  m illions  of m o n ey  m ad e  
in th e  m e rc a n tile  b u sin ess . You c an  do 
a s  w ell. W e h a v e  th e  lo ca tio n , th e  bu ild  
in g  a n d  th e  b u s in ess  fo r  you. W e h av e  
a ll w e w ish  a n d  w a n t to  g e t  o u t. W rite  
u s  fo r  fu ll in fo rm a tio n . A d d re ss  N o. 220 
c a re  T ra d e s m a n . 220

F o r  Sal©—T o th e  t r a d e  on ly , 250 b a r  
re ls  T a rp e n t in e  ( s u b s t i tu te  fo r  tu rp e n  
t in e ) ,  in  lo ts  to  su it. S am p les  a n d  p ric e s  
m a iled  upon  re q u e s t. T h e  A lc a tra z  Com 
p an y , D ep t. C., R ich m o n d , V irg in ia .

_____________________________218_
t  o r  Sa le—O ne of th e  b e s t d ru g  s to re s  

in  b e s t  lo ca tio n  in  sm a ll to w n  in  S ta te  
N ew  s to ck . E x p e n se s  v e ry  lig h t. N  
c u t  p ric e s . C ash  b u s in ess . R ea so n s  fo r 
se lling . I f  you w a n t  to  buy, w rite . A d 
d re s s  D ru g s , c a re  T ra d e s m a n ._______21

W a n te d —T o r e n t  s to re  b u ild in g  in  
G ra n d  R ap id s  o r  S o u th e rn  M ich igan , a n y  
good s ta n d  n e a r  ru n n in g  c re am ery , H oi 
la n d  o r G e rm a n  to w n  p re fe rred . N o  d ead  
to w n  co n sid e red . G ive fu ll p a r t ic u la rs  
s ize  of bu ild ing , lo ca tio n , w h y  fo r  r e n t  
o r v a c a n t, te rm s , e tc . A d d re ss  R. A, 
G ouw ens, S o u th  H o llan d , 111._________ 216

F o r  S a le—620 a c re  fa rm , 100 a c re s  
t im b e r  la n d  th a t  h a s  been  c le a red  sev e ra l 
y e a rs  in  c u ltiv a tio n , 100 a c re s  tim b e r 
la n d  n o t c le a red , 420 a c re s  p ra ir ie  lan d  
a b o u t 300 a c re s  of w h ich  can  b e  p u t in  
ric e ; good im p ro v em e n ts , a ll fenced , fiv 
h o u ses  a n d  la rg e  b a rn . W ill a cc e p t 
$10,000 of p u rc h a se  p ric e  in  o th e r  p ro p  
e try .  P r ic e  on th e  620 a c re s , $40 p e r 
a c re . A d d re ss  R . H . W oolfo lk , S tu t tg a r t  
A rk . ___________ 215

Bring Something to Pass
Mr. M erchan t! T urn  o v e r your " le f t  overs  

Build up your business. D on 't sacrifice  th e  
c re am  of your s to ck  in a  spec ia l sale . U se the  
p lan th a t  brings ail th e  p ro sp ec tiv e  buyers 
fa c e  to  fa c e  com pe tition  and g e ts  resu lts, 
personally  co n d u ct my sales and g u a ran tee  
my w ork. W rite  me. JOHN C. GIBBS, A uc  
tion eer, M t. Union, la .

h a rd w a re  s lo ck , « ra in . $562; s to re  fixtures,_ a e -
m 2 500 ooD ula-1 c o u n ts  rece iv ab le . $24**.1;>, h o rse s , -e- 

1 h id e s  a n d  h a rn e ss e s ,  $502.00. C om e and

S afes  Opened— W. 
pert aiuti Locksmith

f* Sloeum . j a íé  3K- 
®  »jttaw a street.

Grand Rapids. Mich IM

regi st er eheaD. J
i «sccsu-iit JÄßCäwiMsy 
♦iífress Jk . SK.. Tare

M ichigan T radesm a n. 54B
rt£L i> '

_____________________________________  - . - ___________-

A d d re ss  N o. I l l , c a re  Tradew -in
C ash  fo r y o u r b u s in ess  o r  re; 

I b r in g  b u y e r  a n d  s e lle r  to g e t 
m a tte r  w h e re  lo c a ted  if  you wan 
•«ell o r  ex ch a n g e  a n y  k in d  o f be 

ro p e r ty  a n y w h e re  a t  a n y

F o r  Sa le— S to ck  of b a z a a r  goods, in - 
o ic ing  *o,00j . C an  be reduced . W ill

sell c n ea p  if ta k e n  soon. L o c a te d  in  __ ___
good live  to w n , 10,000 p o p u la tio n , e a s t  [ F ra n k  P . C leveland . R ea l E  

h o re  L a k e  M ich igan . Good re a so n  foi 
selling . A d d re ss  N o. 20' c a re  T ra d e s 
m a n . 209

1281 A d am s E x p re s s  Bu 
llinois.

i? o r Sa le  — S tr ic tly  m o d e rn  g rocery of m ere h an d ise . M u st b e  ch eap . H . _  - -
s to ck  a n d  fix tu re s . F in e  tra d e . B es t K äufer. M ilw aukee . W is 92 i w ho w ill ta k e  $f>. -*ti
tow n  in  M ich ig an , G en era l de liv e ry . A d- F o r Silie— Res-ici6r.ee, s tore  building and ! C ity  Civ and enr z im  as©»1 SÉI »
d re s s  A. E . M otley , N o. 1 W in d so r T e r- stock  of genera l m e re handle»*. Good fo- ; t*r on. lease  for ft. tféftïi o f yesw».
race , G ran d  R ap id s , M ich. 208 cation  o n tw o  railroads and in cen ter  o f 1 L ease preferred. W Sm ym

F o r  Rale— O ne of b e s t lit t le  grocery d a iry  r< wintry, tributary to  a  new  Van
a n d  d e lic a te s se n  s to re s  on S o u th  side. Cam p c ondensery. ill health , reason for

Ì W a r  r- r i  CVrîi * n r ne aerai -«tor* m iar
w ith  liv in g  room s, s te a m  h e a t ,  h o t 
w a te r . R e n t on ly  $20; n ice  lo ca tio n . A d 
d re s s  O. H a m ilto n , 4342 C o tta g e  G rove 
A ve., C h icago . 206

celling. Enquire o f C. L. Robertson. 
U iph isan  or Rval P  Riesrs. Sand s  and  aav

; C reek . M ich. ...........
: —W anted—S tock  general m e rch an d ise I £ w i C s  3b r

J e w e lry  a n d  g e n ts ' fu rn is h in g  s to re , I < 
w est s ide , d o in g  n ice  b u s in e ss ; good op-1 : 
p o r tu n i ty  fo r  a n y  y o u n g  m a n  d e s ir in g  I 
g o ing  in to  b u s in e ss ; f ir s t- c la s s  t r a d e ; !  
long  le a se  fo r  c h ea p  r e n t ;  good m an u -1  
f a c tu r in g  c e n te r ;  w a tc h m a k e rs  look in to l  
th is , a s  I  h a v e  f a i r  w a tc h  t r a d e ;  m u s t j 
sell a s  a b o u t to  le av e  D e tro it.  A d d re ss ! 
No. 204, c a re  T ra d e s m a n . 204

S p lend id  d ry  goods o p p o rtu n ity  in  good 
c o u n try  to w n  of 1,400, A l fa rm in g  e o u n - 1 
try . S to ck  in  good co n d itio n , a  ch an c e  to  
s te p  in to  a  good liv e  b u sin ess . S to re  h a s  
good re p u ta tio n  a n d  s ta n d in g  in  th e  co m 
m u n ity . O w n er h a s  o th e r  b u s in ess  in 
te r e s t s  a n d  w a n ts  to  sell a t  once. A d
d re s s  VV. E . C., c a re  T ra d e s m a n . 203

Here Pointer
F o r  Sale— S to ck  of g ro c e ry  f ix tu re s , 

T o ledo  C o m p u tin g  sca le , A m e ric a n  S lic 
in g  M ach in e , e tc . O sca r H esse , H ow ell, 
M ich. 202

F o r  S a le—S tock  of sh o es  a n d  m e n 's  I 
fu rn ish in g s  in  one o f th e  b e s t c o u n try  I 
to w n s  in  th is  S ta te .  Is  a  m o n ey m ak er. I 
O w n er re tir in g . A g e n ts  n e ed  n o t app ly . I 
A d d re ss  N o. 2ol, c a re  T ra d e s m a n . 201

F o r  S a le—A t a  g r e a t  b a rg a in , b ra n d  
new  u p - to - d a te  s to c k  of c lo th in g  a n d  | 
g e n ts ’ fu rn ish in g s . W o u ld  in v e n to ry  
a b o u t $6,500, in c lu d in g  f ix tu re s . C o rn e r 
s to re , b e s t  lo c a tio n  in  c ity . E n q u ire  a t  
M ercan tile  B ro k e ra g e  t o . ,  B ay  C ity , 
M ich . 191

S to c k  a n d  fix tu re s  in  h u s t l in g  c ity  to  
t r a d e  fo r  s m a lle r  s to c k  o r  sm a ll fa rm . 
A d d re ss  N o. 188, c a re  T ra d e s m a n . 188

W e b uy  a n d  sell a ll k in d s  of m in in g , J 
b a n k  s to ck . L ife  In s u ra n c e  Co., G as & 
E le c tr ic  L ig h t Co. A n y th in g  in  th e  in -1  
v e s tm e n t line . W r i te  u s fo r  in fo rm a tio n . 
C. S. M a th e r  & Sons, C h icago , III. 187 I

F o r  Sal©—A m e rc h a n d ise  p ed d lin g  w a g  
on, b u ilt  fo r  c a r ry in g  g ro ce rie s , n o tio n s  
s h ir ts ,  o v e ra lls , oils, e tc . F o r  p a r tic u la r  
a d d re ss  J . F . S c h w itte rs , P ro p h e ts to wm.___________________  214

F o r  S a le—N ew  s to c k  o f g e n e ra l  h a r d 
w a re  in  good tow n . A d d re ss  N o. 176,
c a re  M ich ig an  T r a d e s m a n . _________176

F o r  S a le ^ T w o  a u to m a tic  co in  s lo t 
w e ig h in g  sca le s , $30; in  good o rd e r; th e y  
a re  m o n e y m a k e rs ; a ll p ro fit. O u r to w n  
now  lic en se s  th e s e  m a c h in e s  is  m y  re a -  
non fo r se lling . W . F . Z ieg ler, S a lin a ,
K an .______________________ ____ _______ 213_

F o r  Sa le—O nly lu n ch  room  in  v illag e  of 
1,200, a lso  h a n d le  c an d y , f ru i ts ,  ice  c ream  
soda, c ig a rs  a n d  tobaccos . N ew  p e a n u t 
a n d  po p co rn  m a c h in e  c o s t $218. D oing  
good b u s in ess . B u ild in g  15%x50, s to re  
15(6x30, th re e  liv in g  room s. $1,500 if  t a k 
en  a t  once. I ll h e a l th  on ly  re a so n  fo r 
se lling . A. H o lsap le , W itte n b e rg , W is.

212

N ew  M exico , P eco s  V a lley  I r r ig a te d  
la n d  to  ex ch a n g e  fo r  lan d , c i ty  p ro p e r ty  
o r  m e rc h a n d ise . B la ir  & Co., R osw ell, 
N ew  M e x ic o ._____________________ 185

D ru g  s to re  in  s m a ll to w n , w a ll p a p e r , 
fa n c y  goods, books, s ta t io n e ry , school
books, s o d a  fo u n ta in ,  e tc . N ice ly  fitted  
o u t. In v e n to r ie s  a b o u t $3,000. I  h a v e  
o th e r  b u s in e s s  a n d  m u s t  se ll q u ick .
T e rm s  m a d e  to  s u i t  p u rc h a s e r .  A d d re ss  
N o . 182, c a re  T ra d e m a n . 188

F o r  S a le—A s to c k  o f g e n e ra l m e r 
c h a n d ise  in  a  r e s o r t  to w n  o n  th e  A. A. 
R . R . in  a  f r u i t  b e l t  a n d  good fa rm in g  
c o u n try . S to ck  $6,000. Good tra d e . C ash  
s y s te m . A d d re ss  B ox  O, B eu lah , B enzie  |
C o . ,M ic h .____________________________ 182_

F o r  S a le—B a k e ry  a n d  r e s t a u r a n t  M u st 
se ll a t  once. F . W . S te a rs ,  C o n s ta n tin e , 
M ich . 177

Y oar 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 
p e o p l e  who n a v e  
bought, sold or ex
changed properties as 
the direct result of ad
vertising in this paper.

F o r  Sa le—F ir s t - c la s s  g ro c e ry  s to re  a n d  
f ix tu re s  in  F lin t. O th e r  b u s in e ss  co m 
pels  m e to  sell. A d d re ss  N o. 172, c a re
T ra d e s m a n . ___  772

T h e  la rg e s t  lin e  o f new  a n d  seco n d 
h a n d  so d a  fo u n ta in s , w ire  c h a i r s  a n d  
ta b le s  in  W e s te rn  M ich igan . S to re  a n d  

T o  R e n t—A n A  No. 1 lo ca tio n  fo r  a  office fix tu re s  o f a ll k in d s . B a rg a in s , 
d ry  goods a n d  shoe  s to re . W r i te  fo r  M ich igan  S to re  & Office F ix tu re  Co., 519- 
p a r tic u la rs .  A d d re ss  H . T . P o p p en , 521 N . O tta w a  S t., G ra n d  R ap id s , M ich. 
P e o ria , M , 224 1«*

MICHIGAN TRADESMAN



82 M I C H I G A N  T R A D E S M A N February 22, 1911

Canned Hominy.
The canned hominy industry was 

originated by a man by the name of 
H opkins in 1894, in New York State. 
The firm tha t 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 enorm ous 
business; but the packers went 
w rong 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 tha t used 
by our grandm others in the making 
of the old-fashioned lye hominy, ex 
cept tha t packers use caustic soda 
in rem oving the hulls instead of the 
old-fashioned wood lye used by our 
ancestors.

I t  is prepared from  select white 
corn, and, as stated, the hull is re
moved by caustic soda and th o r
oughly washed and processed similar 
to o ther canned goods.

Hominy packers have been up 
against two serious propositions, to- 
w it: Sour hominy and black hominy.

Sour hominy is really a misnomer. 
I t  should be called sweet hominy, for 
when hominy is in this condition it 
is not sour but has a sickening sw eet
ish taste. N ot one person in ten de
tects it, and in nine times out of ten 
it is eaten fo r good hominy. Any 
hominy tha t has a sweetish taste is 
sour.

Black hominy has caused hominy 
packers more loss of sleep than any 
thing else, as no chem ist 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 m onths when none 
of it will develop and then it will 
suddenly show up.

Canned hominy is a wholesome a r 
ticle. I t  is fast establishing itself as 
a favorite dish w ith the American 
people. I t  is extensively used in the 
South and W est and in the states of 
Illinois, Iow a and Ohio, i t  has 
never gained a foothold in Eastern 
States. The industry is grow ing by 
strides and bounds, and the day is 
no t far distant, perhaps, when as 
much of it will be used as canned 
corn.

Canning Codfish.
A recent consular report points out 

tha t 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 w ater 
The canned product, in appearance of 
w hiteness and delicacy of flavor, 
comes very near the fresh cod. The 
cod may yet become a real aristocrat 
am ong fish. Experim ents in the can
ning of cod have been carried on 
for some time in Prince Edw ard I s 
land by an American firm of lobste» 
packers which operates a num ber of 
canneries in th a t Province. The re
sults are m ost encouraging, and a

m arket has been found for the out
put. The fish is first pickled, then 
steamed and put into cans of com 
mercially convenient sizes. The 
m ethod requires tha t the fish used 
be fresh from the w ater, a t once 
thoroughly cleansed, and tha t the 
cans be absolutely pure and free from 
all deleterious m atter. U nless 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 m arket. If the canning 
process proves as successful as it 
prom ises to be, it will open up a 
widening m arket for the cod and 
other food fish of the N orth A tlan
tic w aters. 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 N orth 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 o ther spe
cies.

W hy Some People Do So.
T he average m erchant seems to 

feel tha t people patronize mail order 
houses simply because they have a 
grudge at the m erchant.

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 
w arm est kind of friendship for his 
local merchants.

Then, you ask, w hy does he not 
patronize the m erchant if he feels 
friendly tow ard him? W ell, there are 
m any reasons. Take, for instance, 
the farm er. H e does not always buy 
all his goods from  his home m erchant 
for the same reason tha t you do not 
always buy all the goods you buy in 
a certain line at a certain store in 
your own town.

Farm er Jones may not feel any en
m ity tow ard m erchant 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. P er
haps while looking through the 
big catalogue he saw som ething there 
tha t he had not seen in the local 
stores, som ething tha t appealed to 
him. Now, the m erchant may have 
had the same thing in stock—but he 
had failed to  tell Mr. Farm er Jones 
about it. T he mail order house did 
tell him tha t they handled the article 
and the mail order house got the 
business. You have no doubt done 
the same trick m any and m any a time 
when you have gone to  m arket in the 
big city. You have seen a num ber 
of articles tha t struck your fancy 
and you bought them. Then when 
you got home your fellow m erchant 
across the street said to  you tha t 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 m erchant w ho, did tell you, 
though you were a close friend of 
your fellow m erchant.

Now when the catalog house has 
caused the custom er to take the first 
step it is easier to  cause him to take 
the next. H ere is where their pow er
ful salesmanship comes into play. 
T hey make a point to  get his interest, 
they show him som ething tha t a p 
peals to him and arouses his interest 
in their goods and he buys w ithout 
giving the local m erchant the slight
est thought.

So, Mr. M erchant, when you see 
one of your custom ers sending away 
for goods do no t jum p at the conclu
sion tha t the person has turned 
against you, but get busy and see if 
he is not doing it simply because 
your catalog house com petitor is 
using a h igher type of salesmanship 
than you are using in your business.

Select Oysters Scarce.
T he present season in the oyster 

industry prom ises to  surpass the de
m and of any previous year. W hile 
the Chesapeake Bay and its tribu 
taries have furnished a fair supply 
of bivalves to m eet 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 draw n from  the stand
ard catch of dredge boats and tong- 
ers.

N otw ithstanding these conditions, 
M aryland still m aintains her position 
in the fron t rank of oyster-produc
ing states, furnishing a grade unex
celled in quality and flavor far ahead 
of all com petitors, says the American 
of Baltim ore. Baltim ore oysters es
pecially, w hether canned or in the 
raw state, need no fu rther advertise
m ent o ther than tha t they are from 
the w aters of the Chesapeake Bay, 
where they do no t need any artifi 
d a ily  fattening process to  place them 
am ong the m ost edible and w hole
some food to  be obtained.

Voicing the opinion of a well 
known packer, oysters, like all o ther 
food products, were given m uch un
due notoriety  during the “pure food 
agitation” of several years ago, but 
as m ost of the attacks were unw ar
rantable, the result was to bring the 
facts regarding oysters to the a tten
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
w ard every im provem ent which sci
entific investigation m ight suggest, 
the  packers, instead of opposing the 
authorities, co-operated w ith them , 
and the result is tha t the public eats 
its favorite oyster with a full know l
edge of its cleanliness, purity, abso
lute lack of adulteration, and the 
gradual re turn  of confidence has 
stim ulated an unprecedented demand.

D etroit—T he Canfield M anufactur
ing Co., m anufacturer and dealer in 
leather goods, has m erged its busi
ness in to  a stock company under the 
same style, w ith 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, bu t it also means bet
te r work.

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.

T he annual banquet date was dis
cussed and it was about decided to 
hold it in the P ress building M arch 
27. T he 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, 25@ 
28c; dairy, 18@22c; rolls, 16@18c; 
poor, all kinds, 12@14c.

Eggs—Strictly fresh, 19@20c; cold 
storage candled, 13@14c.

Live Poultry  — Fowls, 16@17c; 
chickens, 16@17c; ducks, 17@18c; 
old cocks, ll@ 12c; geese, 15@16c; 
turkeys, 18@21c.

D ressed Poultry—Old cocks, 12c; 
fowls, 16@17c; chickens, 16@18c; 
turkeys, 20@25c; ducks, 18@20c; 
geese, 13@14c.

Beans — Pea, hand-picked, $2.10 ; 
medium, hand-picked, $2.10; red kid
ney, hand-picked, $3; w hite kidney, 
hand-picked, $2.50@2.75; m arrow , 
hand-picked, $2.30@2.40.

Potatoes—40c per bu.
Rea & Witzig.

D etroit—A  new company has been 
incorporated to  m anufacture gar
m ents, millinery, etc., under the style 
of the American Girl G arm ent Co. 
T he 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 w hether o r no t 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.”

________ B U S IN E S S  C H A N C E S ._________
S to c k k e e p e r  a n d  re c e iv in g  c le rk  fo r  

d e p a r tm e n t s to re . E x p e rien c e d  a t  h a v 
in g  c h a rg e  of d e p a r tm e n t.  C an  In s ta ll  
u p - to - d a te  re c o rd  sy s te m . A d d re ss  A. 
W . C o ates , G. D. F a lls  S ta . ,  N ia g a ra
FaU s, N . Y .__________________________ 230

F o r  Sale— S to c k  of g e n e ra l m e rc h a n d ise , 
in v o ic in g  $6,000; good fa rm in g  loca lity . 
A d d re ss  P . O. B ox  232, D eSoto , 111.
________________________________________229

T h o m p so n , th e  "D ruggist, b re e d e r  of 
s in g le  com b B uff O rp in g to n s , A m e ric a ’s 
le a d in g  fow l. B ird s  u n s u rp a ss e d . S to ck  
a n d  eg g s  fo r  sa le . "W rite m e  y o u r  w a n ts .
C o v ert. M ich igan .____________________228

W a n te d —L a d y  c le rk  in  g e n e ra l  s to re
w ith  ex p erien ce , k n o w led g e  o f a cc o u n ts  
a n d  t ru s tw o r th y  in  e v e ry  w ay . E n c lo se  
te s t im o n ia ls  a s  to  c h a r a c te r  a n d  a b il i ty  
in  f ir s t  l e t t e r  a n d  s t a t e  s a la ry . C. B. 
M ansfie ld  & Co., C olling , M ich. 227

mailto:2.50@2.75
mailto:2.30@2.40


'T ’HE grocer really 
doesn’t w a n t  

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—If she tries it. she'll order it again. 
To sell Argo— stock it.

CORN PRODUCTS REFINING COMPANY
N E W  YORK

Here’s 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

rlffcñ

Best advertised 
and m ost popular 
American Cereal

lflumriWftri
Í

d n s Æ

GROCER CONSUMER
*N O  SQUARE DEAL POLICY

Some time ago I 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. I 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 
containing a biscuit— popular and well known. Upon examination I found these iecidediy rancid and jntir for Pood. I 
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 is a 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 
for themselves, the reputation of their product, and the better for the grocer. I just want to add here hat among foe Cereals 
put out as damaged by smoke, none of which had the least trace of smoke, were "Kellogg s loaded: Cam 
Flakes,” (and three other brands*) and others, not one of them crisp and fresh but KeHoggs Toasted G an  
Flakes. W hy? 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  
warehouse room, the square deal policy s  the best and only policy for the Grocer.

*  Names furnished on application.

*  REPRINT FROM “UP-TO -DATE”
Edited by J. W . Rittenhooae, offiaai organizer o f the Retail 
Merchant’s Association o f Pennsylvania, is, according to  i ts  
official tide “Published in the interest o f  the Retau Mer
chants o f Pemisyhrama for the purpose of Promoting O r
ganization and Maintaining in Pennsylvania the largest 
Body of Organized Merchants in d ie United S tates”

rr PAYS EVERYONE TO STICK TO
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This isthe Scale that buys itself
%

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

The customer’s side of 
the A n g l d i l e  shows 
pounds and ounces on. 
largest dial used for any 
counter scale.

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. T here 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.
T he 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.

T'RISCUIT, the 
s h r e d d e d  

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

\
W e 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 mea1 as a /oast, with butter, cheese or marmalades.

T h e

Shredded
Wheat
Company

Niagara
Falls
New

YorK
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C om m on-Sense 
On Safes

We Employ No Salesmen 
We Have Only One Price
Y es, we lose som e sales by having only one price on 

our safes, but that is our way of doing business and it wins 
oftener than it loses, sim ply because it em bodies a correct 
business principle.

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

If You Want a Good Safe—
and want to pay just what it is worth and no more

—Ask Us for Prices

Grand Rapids Safe C o .
T radesm an B uild ing

Grand Rapids, Mich.


