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Where Rouge R ex Leather Is Made 0 p>

O F F IC E  A N D  S A L E S R O O M S

S H O E  FA C T O R Y  
W here Rouge R ex  S hoes Are Made

The Plant and the Product

T he IVlark 
of

Q uality  
In High Grade 

Footwear

T he Guide to  
G enuine  

Foot Comfort 
and

Serv i ceabil ity

W rite  T oday and Secure the A gency  for Rouge R ex Shoes 
Send for N e w  Spring Catalog

Hirth-Krause Company
Hide to Shoe

Tanners and Shoe ^lanufacturers
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Pick the Pickle from Mnehigai

Sweet and Sour Pickles
Baked Beans
Pure Fruit Preserves

Jellies and 
Butter

Pure Apple Cider Vinegar 
Mustards and Condiments

Williams1
High Grade

Food
Products

Detroit

Mr.Pidde of ft
Prepared with the Greatest Care front Selected Materials in Modern and Sanitary

Kitchens
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Wood Shingles

For those who 
know about

Reynolds 
Flexible 
Jlspbalt 
Slate

IN  COLORS

As an up-to-date 
dealer or contractor 
you should know 

all about the
Latest Thing Out in 

Roofing Slate

G U A R A N T E E D  FOR 20 YEARS
r-p'HE Reynolds Flexible Asphalt Slate is the best roofing material known today. Has a rich architectural ap- 

1  pearance on a building and lasts a lifetime. Needs no paint or preservative and is fire a n d  lightning proof. 
ThesePslate are 8x13 inches in size and are laid 4 inches to the weather. Cost no more than best wood s i g 
but outlast them over and over. A descriptive booklet free for the asking. Write for it.

ESTABLISHED 1868

H. M. REYNOLDS ROOFING CO. Grand Rapids, Mich.

Feed Dealers! Are You “N ext” to  
Our MIXED CARS?

State A gen ts

p v o  you know that we can ship 
■E' you a mixed car load of all 
the well known feeds from our 
transfer house at Hammond, Ind.,
(Chicago) or through rates from  the w est and SAVE  
YOU MONEY? Our latest D elivered price list w ill 

g ive  yo u  the figures. W rite for it.

Wykes & Co., Grand Rapids, Mich.
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ANNOUNCEMENT
/ ^ \ N  March 1st w e acquired large additional floor space,

w h ich  w ill enable us to  carry all the stock of our dif­
ferent departm ents in the same block.

O w ing to the changed conditions in the w holesale gro­
cery  business, there has grow n up a disposition on the part 
of the retailer to  exp ect the jobber to  carry the surplus needs 
for business, and w e  have from tim e to tim e enlarged our 
floor space to  m eet these requirem ents.

T h e phenom enal grow th of our Coffee Roasting depart­
m ent and T ea Department have necessitated large increased  
stocks in both of these departments.

Our grow ing trade has also com pelled us to  enlarge our 
stock  and required further additions to our floor space.

W ith  this last addition, h ow ever, w e have acquired 
sufficient capacity to take care of a large increase of trade 
and to  continue to  carry one of the largest and most com plete  
stocks in the state.

W e are, therefore, better equipped than ever to  continue  
our w ell established policy  of the careful and prompt han­
dling of all orders entrusted to our care.

W o r d e n  Q r o c e r  (  o m p a n  v

21, 23, 25, 27, 29 Ottawa St.

G R A N D  RAPIDS, MICHIGAN

T he Prompt Shippers
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The Coffee of Quality

For Sale by Most Retail Grocers

Roasted and Packed Daily by

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

Wholesale Grocers Tea Importers and Coffee Roasters
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GRAND RAPI Di 
SHOE. /

TRAOEMABK WeWSTEREO

Mr. Merchant:

T^\OESN T it make you feel good to have your cus- 
E '  tomersay: "I want another pair of shoes just like 
the last pair I bought ( The more shoes you sell with 
this trademark, the oftener you will have this pleasant 
experience.

Our factory has been thoroughly overhauled ami 
systematized by experts and is now one of the most 
up-to-date plants in the country.

We feel confident our customers will notice and 
appreciate the improved workmanship anil service.

The high quality of our shoes will he maintained 
as we use only the best materials.

The fall line will be stronger than ever, many new 
features being added and old good sellers improved 
by new lasts and patterns.

Rindge, Kalmbach, Logie & Co., Ltd.
10-12-14-16-18-20-22 North Ionia Street G ra n d  R ap id s , M ich ig an

M anufacturers of 
M e n ’ s a n d  B o y s ’ 
shoes for hard wear 
in G o o d y e a r  W elts  
and Standard Screw . 
Regular heights and 
H igh Cuts.
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I .

Why Should You 
Use Light?
Because—first—you need it— 
again—it pays well.
Time was—and that not so 
long ago—when but little at­
tention was given the subject.
But—look back for an instant 
to those progressive and pay­
ing establishments you have 
yourself seen in the last couple 
years.
Yes—they were well lighted 
and had you asked—why?— 
you would have been told that 
light has been found quite as 
necessary as GOOD advertis­
ing or even good quality.

THE PUBLIC WILL NOT BE KEPT IN THE DARK!

Why Use Gas Light?
Because, with up-to-date appliance such as we can furnish—you 
can secure a greater amount of light and at lower cost, w ith gas 
than with any other illuminant. And the quality of light is such 
as is best suited to the eye,

Why Light With Gas Arc Lamps?
Because the large units are the most efficient and the most eco­
nomical for large area lighting. Gas Arc Lamps are made in var­
ious sizes —300 to 500 candle power—to suit various requirements.

As to Smaller Units
Arcs cannot always be used. For some purposes single burner 
lamps are an advantage. Single burners are used exclusively in 
the home. Reflex Single Burner Inverted lamps typ ify  what is 
best and most efficient in modern single burner lighting.

The Final Word
We don’t theorize. If you are in the market for more and better 
light we will go so far, if necessary, as to make a practical dem­
onstration on your premises—and convince you by fact and fig­
ure before we ask you for a penny.

Citizens 4321 
Bell M. 637

GAS COMPANY
Pearl and 
Ottawa Sts.
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All Kinds of Bags
But M ore Especially

P otato  Bags
A t T his Particular T im e o f the Year

I can ship the same day I receive your order. T h is is 
one reason w h y  m y business has continued to  grow. T he  
other reason is I w ill treat you  right.

For Flour 
Feed 
Grain 
Beans 
Cement

Roy BakerJk W m. Aides Smith Bldg. 
Grand Rapids. Mich.

W E  A R E  P R E P A R E D
THIS SPRING, AND OUR D E P A R T M E N T S  ARE 
LOADED WITH NEW DESIRABLE MERCHANDISE

Grand Rapids D ry Goods Company
WHOLESALE ONLY G R A N D  RAPID*' MICHIGAN
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W A T E R  POW ER E L E C T R IC IT Y

This modern agent is today welcomed every­
where. It is promoting the prosperity and building 
up our cities and villages throughout the state.

The advantages of this force are too apparent, 
which is solving the power problems of the manu­
facturers, large and small.

It means money made and saved where this eco­
nomical and efficient power is used, which is lowering 
the cost of production all over the world.

Electric service is at your command every hour 
of the day or night. No matter what time you need 
it. it responds instantly at the pressing of a button. 
You may have light, heat and power, one or all at 
the same time, at a cost that is today within the 
means of everyone.

Grand Rapids-Muskegon Power Co.
Citz. Phone 4261 47 IVIOUFOG St., Graild Rapids, Midi. Bell Phone 2477
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S o m e  V ie w s  o f D o m estic  and D ress G ood s  
D epartm ents

SPRING GOODS
WE are showing an excep- 
tionally fine line of Dress 

|&V,Vjp Goods ,  Ginghams. Per- 
cales. Silk and Mercerized 

Wash Goods, Laces. Embroideries, 
Ribbons, Hosiers', L nderwear.Shirts. 
Shirt Waists, Muslin Underwear ,  
Rugs, Linoleums, Floor Oilcloth,  
Lace Curtains, Draperies. I-a dies’ and 

Gents’ Furnishings
W e win appreciate *  caH -*> dwr w e a w f to r e  
the  oppmft w w y fo> dim * otw ♦ jcwiw* fcees.

P A L L ST E K E I EE & S O N S
VV hoteNik 0ry Gor»d  ̂ (fR AND R APli)S tflCH.

W e Illustrate T w o Articles That Should be in Every
Hardware Store

Alum ino Oil Heaters 
M eyer’s Spray Pum p

Foster, Stevens & Co.
10 and 12 Monroe St. " Grand Rapids. Mich.

We have these in four sizes:
No. 01 Retails at $3.00 Each 
No. 1 Retails at 3.50 Each 
No. 2 Retails at 4.50 Each 
No. 3 Retails at ri/JO Each
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You, Mr. Merchant, Make Two 
Profits on Fanchon Flour

You make an actual money profit on every sack of Fanchon. A profit that 

can be large or small according to your selling efforts. The quality of Fanchon 

w ill make good at a higher retail price than any flour sold in your community.

The other p ro fit is g ood -w ill p ro fit— business bu ild ing  pro fit.

The exceptional quality of Fanchon captivates the housewives. Like one 

merchant wrote, “ There’s a round trip in every sack of Fanchon.

Every sack sold rea lly  means tw o customers— the purchaser and her 

neighbor.

And the quality uniformity of Fanchon keeps the trade coming— gives per­

manence and gives continual growth.

Every Fanchon buyer purchases w ith  a sm ile— takes as much d e ligh t in 

buying Fanchon as you do in se lling .

Selling your trade merchandise that gives them greater satisfaction than 

do goods purchased at your competitors, is building business on a solid 

foundation.

That’s the good -w ill p ro fit you get from Fanchon sales.

A great many of our trade are having remarkable success with Fanchon. 

We shall be glad to tell you about Fanchon quality and the special selling and 

advertising service the manufacturers give all merchants selling Fanchon.

A guarantee o f qua lity  is prin ted on every sack of Fanchon.

Judson Grocer Co.
Grand Rapids, Michigan
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The Fourth National Bank
U N ITED  STA TES D EPO SITA RY

G R A N D  R A P ID S . M IC H IG A N

OFFICERS :

Wnr. H. Anderson.
President

Ino. W. Blodgett,
¥ice-President

L  1. Cauhin,
Cashier

I. Clinton Bishop.
Msst. Cashier

mRECJOftS
Christian Berfsdr ionie W SfodSgelf jit dienemm

Samuel If. Lemon Amos S. Wusseiman
Roberti). Graham James L

Savings Deposits

St ehre a ?. jPeaetes MFlUasn t  Sjv
f.jtnr, f  5. Snanstrsn StiÄaw ■* Ante-

Commercial Deposits

3 Per Cent Inter- 3 1*2 Per Cent
est paid on Savings 
Dep< xsits.

IHN»

Interest paid on Cer­
tificates of Deposit 
left One \  ear.

Compounded 
Semi -Annua l ly

Capital Stock
§300,000.00

Surplus and I ndi- 
vifled Profils

§240,000.00

SWEET

TEETH

FILLED

WITHOUT

p m

Rapidi. MichiganGrandOne Block From Union Depot

SOMETHING

NEW

THE

TIME

VISITO RS W ELCOM E
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The 
New 
Home 
of the

The 
Cigar of 

High 
Degree

EL PORTANA

Where Sanitation 
is Featured

G.J.JohnsonC igar C o.

Grand Rapids, 
Michigan
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Rempis & Gallmeyer 
Foundry Co.

Manufacturers of All Kinds of

Iron, Brass and Aluminum

CASTINGS
Lawn and Park Settees, Vases, Roof Castings, 

Carriage Steps, Hitching Posts 
Street and Sewer Castings, Also Building Casting

And Sole Manufacturers of the

Rempis Patent Oscillating Sleigh Knee
And the

Rempis Cement Block Machine
Write for Prices.

Citizens Phone 1509 60-68 North Front Street

You
Will Feel 
Well Paid

W lie n  you  have looked into the m erits of

The Proudfit
Loose Leaf B inders

For A ll Purposes

O ne Sheet 
T o A n y  Capacity

A n y  Size or 
Ruling

W R IT E  U S

The Proudfit Loose Leaf Co.
Grand Rapids, M ich .

1 OOO P enny Post
Cards

and a No. 4 Rack. Price 
Cards, Etc..

C o m p le te  fo r  $ 6

These cards will be all new 
and up-to-date and will be 
assorted as follows:

400 Easter 
200 Comics 
200 Birthday 
200 assorted Views with 

name of your tow n.

1,000 New, Quick Selling Post 
Cards and a SI .50 Post Card Rack 
for S6.00.

THE WILL P. CANAAN CO.
195 N . O ttaw a St.

G rand  R ap id s, - M ich ig a n

St.

St.

W ill
M r. Storekeeper 
Please A nsw er

S i. IF  l  am not h ittin g  the nail on the head it is because it is driven  
b elo w  the lev e l b y  other m illers w h o  m ake good flour.

It is the old story  of g iv in g  y o u r  custom er just w h a t th ey  ask 
for, w h en  the dem and is created b y  honest m ethods and backed  
b y  an h onest a rtic le—lik e “P u r ity  P atent Flour.

Y o u r  decision  about carrying " P u rity  P aten t” Flour is the last 
w ord , but it is you r  business to  advise y o u r  custom er ju st as it  
is to  keep y ou r stock  free from  inferior articles.

St. If y o u  have any real h onest reasons for not carrying 'P u rity  
P aten t” Flour please tell y o u r  custom ers about it.

St. P eop le w ill b u y  " P u rity  P atent” Flour. T h e sales are grow in g  
e v ery  day. e v e r y  w eek  and e v ery  m onth. W  e w a n t y o u  to  
reap the benefits in dollars and cen ts, as w ell as the good w ill  o f 
the custom ers that you  supp ly  w ith  it.

3 i. W h en  yo u  drop out the back door to  the store o f the progres­
siv e  fe llo w  around the corner, and get a sack o f " P u rity  P atent 
Flour for y ou r custom er, y o u  are p laying "the dog tn the m an­
ger” act w ith  no cred it or profit to  yourself.

St. T h is  is p retty  plain talk, but the case dem ands it. I w a n t you r  
nam e added to  the n in e ty -se v en  per cent o f  grocers that sell it 
n o w  in ^Western M ichigan.

Y ou rs v e r y  tru ly .
L. FR E D  P E A B O D Y . M gr

Grand Rapids Grain W Mill Co.
P. S. " P u rity  Patent" "ALVi^AYS R ISES
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Wilmarth Show Cases Always Please

Wilmarth Show Case Co. ;; Grand Rapids, Mich.

We have a Wilmarth show case for every 
department need and any department can be 
strengthened by the judicious use of up-to- 
date show cases

Because

They are built by skilled workmen 

Only the best material is used in them 

They are the result of 17 years of 

experience in show case building

Our Crystal show case

The finest a ll plate glass 
show case on the 
market

Made in many styles 
and sizes

A Display of Shoe Findings

We carry 1500 cases in stock ready for 
immediate shipment. Write for our latest cat­
alog. It w ill interest any merchant.

A Very Practical Shirt Case

This trade mark is your guarantee of

High Quality, Excellence of Design and Moderate Price
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Hom e of the "H. B. Hard Pan” and “ Bertsch” Shoes.

T h e Bertsch G ood­

year W elt and the H. B. 

Hard Pan S ta n d a r d

Screw  Shoes for Men.

'fèti*

MR. LIVE DEALER:

IF it is your desire to give to your trade the best the market affords, and you are not han 
dling either one or both of the above lines, you are missing that something which spells 

the difference between a shoe that does passing well under ordinary wear and the shoe that 
has made good for years under the most severe service. They made good with the wearer 
and made friends for the merchant—and for us.

Our Spring Illustrated Catalogue is about ready. Are you on our list: If not, send a 
card and we will mail you one. “THEY W EAR LIKE IRON”

H EROLD-BERTSCH  SHOE CO.
Makers of Shoes Grand Rapids, Mich.

OLD NATIONAL BANK
Grand Rapids, Michigan

Shall w e  
Send 
You

a Run of 
Sizes

in our new  
“CROWN " 

T oe
“ BERTSCH" 

Welt

Capital, Surplus and Und. Profits
D e p o s its ...................................
A s s e ts ...................................

$1,462,582.44
5,945,673.14
8,207,258.08

OFFICERS

WILLARD BARNHART. President 
CLAY H. HOLLISTER, Vice President 
WILLIAM JUDSON, Vice President 
GEORGE F. MACKENZIE, Cashier 
HERBERT A. WOODRUFF. Asst. Cashier

DIRECTORS

WILLARD BARNHART, Pres. Nelson Matter Fum. Co. 
JOSEPH W. MARTIN, Capitalist.
W. R. SHELBY. V. P. & Treas. G. R. & Ind. Ry. Co.

L. H. WITHEY, Pres. Michigan Trust Co.
WILLIAM JUDSON, Pres. Judson Grocer Co. 
CARROLL F. SWEET. Pres. Fuller & Rice Lbr. & Mfg. Co. 
W. D. STEVENS, Foster, Stevens & Co.
CLAY H. HOLLISTER, Vice Pres. Old National Bank 
HENRY IDEMA. Pres. Kent State Bank 
JOHN C. HOLT, Vice Pres. Antrim Iron Co.
EDWARD LOWE. Capitalist.
FRANK JEWEL, Pres. Clark Iron Co.
WM. ALDEN SMITH. United States Senator 
JAS. F. BARNETT, Capitalist.
BENJ. S. HANCHETT. Pres. G. R. Railway Co.
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NOW is the Logical time to Buy Goods for Your Spring Trade
And THIS is the Place to Buy

We are Manufac­
turers and Job­
bers of the Larg­
est and Most Up- 
to-date lines of... 
HARNESS, 
COLLARS, 
STABLE 
SHEETS, 
DUSTERS,
FLY NETS,
HAMMOCKS,
RUBBER
GOODS,
CRAVENETTES,
SADDLERY
HARDWARE.

BROWN & SEHLER CO.

HARNESS FACTORYC A B R i f t c e s  w fl Co n s. _tig*. MHS ' £§ M mfi&Ssr-S- is te  m e t m3 fm  . ■■ S8BS
i WFR'S *  HARMES S * -COLL ARS

pSIP! l ié  Site I
FUR COATS ROBES BLANKETS

m m  m i T i l i  i

We are Jobbers 
and carry a fu ll 
line of.... 
VEHICLES, 
FARM
IMPLEMENTS, 
BRYAN PLOWS, 
LEROY PLOWS, 
BUCH’S 
ROLLERS, 
and CUTAWAY 
HARROWS.

¥¥¥

You take no risk when you handle our goods, because we guarantee every ar­
ticle we handle to be Equal, if  not Superior, to any other of its kind.

Write us for our Catalog A BROWN & SEHLER CO. Grand Rapids, Michigan

The VINKEMULDER COMPANY
GRAND RAPIDS, MICHIGAN

We are distributors for

Golden Flower Brand 
Redland Navels 

THE BEST ORANGES GROWN

/^ \U R  Banana ripening rooms 
are working night and day 

and we always have plenty nice 
ripe, plump, yellow fruit on hand.

SEND US YOUR ORDERS
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Established 1872

Lemon & W heeler Company

w l

M

J J

i
ß£*&*t

Wholesale
Grocers

C B w *

mmr

*» J f

«L  I

Grand Rapids Kalamazoo

Usefulness is the right by which business lives.
We believe that “as w e  serve, so shall w e  profit.”
We aim to perform a double service to the community from whose patronage 

we thrive.
For WE believe that the Wholesale Grocer serves his Retail Grocers best who 

helps the retailer to serve the Public best.
On this principle we commend to the Retail Grocers of Michigan our

COFFEE

PRODUCTS
Representing the highest value of quality

SOUPS PORK AND BEANS CHOCOLATE
MACARONI COCOA PICCALETTE

SALAD DRESSING  
SPAGHETTI

Lemon & Wheeler Company
We are also distributors of “Plantista,” that good Havana Cigar
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Corl, Knott & Co., Ltd.
Importers and Jobbers of Millinery

Trimmed Hats a Specialty
20-26 N. Division Street, Grand Rapids, Mich.
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La Flor de Michigan

T h ey  “Keep the Q uality  Up”
Distributed by Over FORTY Jobbers in The State
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R O Y A L
SALAD  DRESSING

For sale by the BEST 
Grocers

Served in the BESI  
Cafes

Used in the  BEST 
Homes

Because IT IS the 
best

For Sale Only by the

HORTON-CATO MFG. CO.
DETROIT. MICHIGAN - WINDSOR. CANADA

ANNOUNCEMENT 
Jennings iftfg. Co.

We are now located in our new home, 
the Hopson Building, 25-27 Campau St., 
where we occupy 22,000 square feet of 
space devoted to the manufacturing and 
shipping of our well known lines

Jennings Flavoring Extracts 
Dorothy Demon Perfume 
Jlnd Coilet Preparations

in connection w ith many other specialties.

We are largely increasing our capacity 
and expect to do a larger volume of busi­
ness. Your inquiries will receive prompt 
attention.

Jennings lUfg. Co*
25=27 Campau St. Grand Rapids, mich.

A S S E T S
$ 10,000,000.00

Grand Rapids National City Bank
Corner Monroe and Ottawa Streets

City Trust and Savings Bank
Main Office, Campau Sq.—Branch, M onroe and D ivision

■ 0 PAID O N  , /  0/ PAID O N
0  SAVINGS DEPOSITS % J  / l  Q  SAVING S CERTIFICATES
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Why General Merchants Need Us
By General Merchant we mean every retailer who handles mixed stocks, whether his store be 

called a general store or a variety store.
We are specialists in General Merchandise.
Wholesaling General Merchandise IS our business—our only business.
Our catalogue contains the most extensive line of General Merchandise handled by any whole­

sale house on earth. Fifty-five complete departments appear herein.
The store our buyers keep everlastingly in mind when they pick out wares, is the gen­

eral store.
We choose the goods and grades and styles that are wanted by the people who trade at 

general stores.
We appreciate that the prime need of the general merchant is large variety for small invest­

ment. Therefore our goods are put up in small packages, and wherever possible we assort styles in 
the package.

We do not press you to buy a quantity. You may buy one dozen or twenty dozen as you 
like. You are the judge. The price is the same.

In many lines we are by common consent “headquarters.” We control the production and 
sale of a host of quick-selling, profit standing specialties which can be bought nowhere else.

In many lines we absorb entire factory outputs, thus saving the usual selling expense of 10 to 
15 per cent.

In other lines we own or control our own mills so there is no profit save ours between first 
cost and you.

We do not sell no-profit “staples” like domestics, nails and sugar, which are commonly sold 
for glory.

Neither do we handle the slow selling items which appear in the “big” lines of the one-line 
jobbers. We do the sifting for you.

We specialize in popular priced goods—which are the fastest sellers and the best trade pullers 
in a general store or any other store. In goods to retail at 5, 10 and 25 cents and other popular 
prices, our lines are longest and strongest in the trade.

The price we print is our only price—the same in our catalogue and in our sample room. It is 
the same for all.

Our huge open stocks make it possible for the general merchant to buy in quantities as wanted, 
and be sure of getting goods by return shipment.

In seasonable goods we keep a full stock close up to the end of the general merchant’s 
retail season.

We are factors for honest quality. We do not sell trash. We do not cheapen merchandise to 
make a bargain showing on paper.

We ask no favors. We ask no odds. But we respectfully submit, Mr. General Merchant, that 
you are not fair to yourself unless you take into account in every department and in every pur­
chase the one big house which specializes in General Merchandise and in such wares sets the pat­
terns for all America.

B U T L E R  B R O T H E R S
Exclusive Wholesalers of General Merchandise

N E W  YO RK  CHICAGO ST . LOUIS M INNEAPOLIS

Sample H ouses: Baltimore, C incinnati, Dallas, Kansas C ity, M ilwaukee, Omaha
San Francisco, Seattle
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TH E IR O Q U O IS
The accompanying illustrations are of the factory of The Iroquois Co., one 

of Michigan's leading institutions in the cigar manufacturing industry.
'This company, established in 1900. has earned an enviable reputation for 

the excellence of its product, a fact well evidenced by the wide distribution of

C IG A R  F A C T O R Y
kind. • Those who have visited the clean, well-ventilated workrooms, with their 
flood of light, and witnessed the care used on every hand to protect the product, 
realize that so-called “ sanitary conditions" are not a myth in this instance, but a 
tangible fact. The building is supplied with spacious lavatories and a well-

IrOQuois Cigao". 
[ Factory-

ESS
RW4 mm
¡ m
pipi' gws*
pgp

□9ft*

its brands—the Oporto and the Iroquois—the output of which runs into the mil­
lions and are sold in every city and hamlet of Michigan and many other states 
from New’ York to California.

In point of cleanliness and sanitation this plant is an exemplary model of its

equipped dining hall for the benefit of the employees.
The business is under the able management of Mr. W. C. Wells, and his 

fine establishment betokens sincerity of purpose as it pertains to their motto: 
“ Keep the Quality up."
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Business
S u c c e s s

EPENDS in a large 
measure upon a 

bank account—without 
money no business can 
prosper—with it the 
gateway to success is 
ever open—every day 
opportunities arise for 
safe and profitable in­
vestments.

Take your bank seriously—it 

is here for your good and your  

good means the good of the  

com m unity—learn its personality  

w e ll—m any tim es y o u  can turn  

to your bank in tim e of need.

W e w ill w e lco m e  yo u r a c c o u n t

Jobbers

Brooms
Brushes
Baskets
Pipes
Purses
Mantels

500 fe e t so u th w e st o f  
U n ion  D ep o t

Grand Rapids, Mich.

Hand and T r u J o  
M ac h i n e  1 O U IS

Machinists
W E S T E R N  M IC H IG A N  A G E N C Y  FOR

Brown & Sharpe Mfg. Co.
MILLING CUTTERS, REAMERS, ETC.

Drills, Taps, Dies, Lathe Tools and Chucks

ALDEN & JUDSON
39 Bridge Street G R A N D  R A P ID S , M IC H IG A N

“ T h e  C ro w n in g  A ttribute o f  L o v e ly  W om an is C lea n lin ess”

U n seen —Naiad P rotects

NAIAD
D R E S S  S H I E L D

ODORLESS HYGIENIC
SU PR E M E  IN

B EA U T Y ! Q U A L IT Y ! CLEANLINESS!
Possesses two im portant and exclusive features. It d o es n o t d e ­

te r io ra te  w ith  a g e  and fall to powder in the dress—can be e a s ily  and  
q u ick ly  ste r iliz e d  by im m ersing in boiling water for a few seconds 
only. A t the stores, or sample pair on receipt of 25 cents. E v e ry  pair  
gu ara n teed .

T h e C. E. C O N O V ER  C O M PA N Y
Ma nufacturers

F actory , Red Bank, N e w  Jersey 101 Franklin St., N e w  Y ork

W en ich  M cLaren & C om pany, T o r o n to —S o le  A g en ts  for Canada
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The Key Note of Spring 
Fashions is Flexibility

That is what a woman’s figure attains when 
she wears pexibone corsets.

TRADE MARK

pexibone boning is thin, flat, resilient, strong, durable, 
non-rustable. It w ill bend double without 
breaking.
Corsets boned with it are more comfortable. 
They have all the good points of other cor­
sets, and besides—wear tw ice as long. That 
maks them double value.

pexibone Corsets are made of fine fabrics. There is a 
model for every type of figure.

Prices one to five dollars.
We also make Colonial accessories, brass­
ieres, bust pads, back pads, ruffles, bustles, 
sanitary belts, one hundred and fifty  items 
and the Crosby front-lacing corset.

Our booklets, catalogs, newspaper and magazine ads will be 
sent to any m erchant on request.

Coronet Corset Company
Cor. Lyon and Campau Sts., Grand Rapids, Mich.

T here is nothing in Safe Banking that 
w e cannot perform

Peoples Savings Bank
of Grand Rapids, Mich.

March 4, 1911

RESOURCES
L o a n s .................................................................. $1,797,813.49
Banking House - .................................... 35,000.00
Cash and Clearing House Items - 129,816.28
Deposits with Reserve Agents - 266,001.43

$2,228,631.20
LIABILITIES

Capital S t o c k ..................................................... $ 100,000.00
S u rp lu s..............................................................  100,000.00
Undivided P r o f i t s ............................................  11,692.65
Deposits..................................................... - 2,016,938.55

$2,228,631.20
T h e  P eop les Sav in gs Bank o f Grand Rapids, o ffers all the advantages  

o f a safe, stron g , co n serv a tiv e  y e t progressive  in stitu tion . Its resources  
are sound to  the core  and its co n n e c tio n s  u n qu estion ab ly  th e  best.

In addition to  S avin gs A cco u n ts w e  so lic it, and are prepared to  re­
c e iv e  a ccou n ts o f  Banks, B ankers, C orporations and Firm s on  fa v o r ­
able term s, and w ill be pleased to  m eet or correspon d  w ith  th o se  w h o  
con tem p late  o p en in g  n ew  accou nts.

THOMAS HEFFERAN, EUGENE D. CONGER,
President Cashier

The Best Advertised Cereal 
Food in America

Last year over 100,000 visitors to Niagara Falls 
passed through our factory and saw Shredded 
W heat being made ; every one became a living 
advertisement for its purity and wholesomeness.

Last year our advertisements in the magazines 
and newspapers reached a combined circulation of 
10,000,000 people and told the story of Shredded 
W heat 112,000,000 times.

Last year we demonstrated Shredded W heat in 
many cities and towns and gave away, including 
house-to-house sampling, 20,000,000 Shredded 
W heat Biscuits.

This Year W e’re Doing 
Even More Advertising

Is it any wonder that Shredded W heat is the 
easiest-to-sell cereal food ?

And it pays you a good profit.

THE SHREDDED WHEAT CO.
NIAGARA FALLS, N. Y.
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Established 1885

Alfred J. Brown Seed Co.
Growers, Merchants and Importers

s't€0_jCO^ SEWS .ALFRED ABR» 
^  I  I I  f i l l

General Warehouse and Offices, Cor. Ottawa and Louis Sts.

Grass, Agricultural and Garden

Seeds
Grand Rapids :: Michigan
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N a t i o n a l  G r o
W holesale Grocers, T e a  Im * j

General Offices,
DISTRIB I l

I i g h t  House and
The Largest Jobber of < I

With its Houses so Located that a Retailer’s Wants

One Hundred Salesmen Rep i
Detroit, C. Elliott & Co.

WM. R. SPENCER, Manager

Saginaw, 

Bay City, 

Jackson,

Phipps, Penoyer & Co.
W. C. PHIPPS, Manager

Gustin, Cook & Buckley
F. J. BUCKLEY, Manager

Lansing,

Port Huron,

Decatur,

Jackson Grocer Co.
W. J. BUTTERFIELD, Manager

National Grocer Co.
F. E. ELLIOTT, Manager

National Grocer Co.
H. S. ELLIOTT, Manager

National Grocer Co.
J. S. McCLELLAND, Manager

MILLS AND MANUFACTURING DEPT. A
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C e r  C o m p a n y
i * porters, Coffee Roasters
, Detroit, Michigan
i I UTORS OF

R E D  C A P
Groceries in Michigan

Food Products

s m Can Be Intelligently and Promptly Supplied 

3 resent the Following Houses:

Grand Rapids, 

Traverse City, 

Cadillac, 

Manistee, 

South Bend,
t

Sault St. Marie, 

Escanaba,

Musselman Grocer Co.
M. D. ELGIN, Manager

Musselman Grocer Co.
H. A. MUSSELMAN, Manager

National Grocer Co.
ED. KRUISENGA, Manager

National Grocer Co.
H. A. MUSSELMAN, Manager

National Grocer Co.
WM. H. SWINTZ, Manager

Musselman Grocer Co.
ED. STEVENS, Manager

National Grocer Co.
M. J. RYAN, Manager

29-35 LARNED ST. WEST, DETROITJL
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Without
Autographic
Attachment

With
Autographic
Attachment

Protect Your 
Profits

■HE NATIONAL CASH REGISTER shown in this 
picture is known as a Drawer Operated Cash Register. 
It operates by pressing the amount keys, the operating 

button and closing the drawer.
Locked up inside the register is a strip of paper. Every 

time the register drawer is opened the reason why it was open­
ed and the initial of the person opening it, is printed on this 
strip of paper. If a cash sale has been made, the printing tells 
how much it was and who made it, also of all received on ac­
count, charge and paid out transactions.

The amounts of all cash received are added into one grand 
total. The total is under lock and key and is accessible only to 
the uroprietor. Every time the register is operated a count is 
kept on separate adding wheels. This tells you how many cus­
tomers were waited on.

With a National Cash Register in vour store you get more 
protection at a smaller cost than any other system will give you.$100

Autographic Attachment is a Great Convenience

■HIS MODEL, equipped with the autographic attachment, 
here shown, enables you to write at the side of the printed 
information any further details of the transaction.

You can write the person s name that had goods charged, or 
paid you money on account.  ̂on can tell to whom and what for, 
money was paid out.

These daily records furnish a complete history of each day s 
business, and can be hied away for future reference.

■t \ ^ 

IS &

The Autographic Detail-Strip Gives You Full Information
Section of sales-strip, showing printed and written entries. The printed amounts are added up by the register

CULcmaa/ éjeji. C<rx APd - 0 .7 5
BCa - 2  .0 0

/}ftr3s CL — ARc 1 0 . 0 5

fy'mgaae/ APd - 0 . 5 0
y K Ca - 1 .7 3

DCa - 0 . 7 2
ECh - 4 . 9 1

—Proprietor paid out 75 cents 
for expressage.

—Bert sold 2 bushels of pota­
toes for $2.00 cash.

—Proprietor collected balance 
on account, $10.05, from 
Mrs. A. Meyer.

—Proprietor paid out 50 cents 
for draying.

—Karl sold a ham for $1.73 
cash.

—David sold 2 lbs. of coffee 
for 72 cents, cash.

—Edward made a charge sale 
$4.91 to Mrs. J. C. Williams

■ VERY time the register is 
used, there is a printed record 
of that transaction made. This 

record is under lock and key—it 
can’t be altered or destroyed. It not 
only shows the amount and kind of 
transaction, but the initial of the per­
son who made it. This is the same 
as having every person who uses 
the register sign his name to each 
transaction.

You can buy this style National Cash Registers from $40 to $135 according to size and what they do

T h e National Cash Register Com pany
Dayton, Ohio
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2 0 th  C entury D ouble D eck R evolving Cabinet N o . 2 0 0

2 0 th  C entury Center R evolving Cabinet N o . 101

Am erican Beauty D isplay Case N o . 4 1 2

Offices and Show Rooms under 
Our Own Management :

233 Jackson Boulevard, Chicago 
1329-1331 Washington Avenue, 

St. Louis.

The largest manufacturers of 
Store Fixtures in the World.

MERCHANTS
OF

Michigan, Indiana and Ohio:
A  revolution  has recently taken place in 

the display of M en’s, Ladies’ and C hildren’s 
ready-to-wear garments. It is as practical and 
econom ical for the G EN ER A L STO RE, as the  
Departm ent and C lothing Stores.

T H E  REVO LVING W A R D R O BE  SYS­
TEM  is destined to supersede all others. T h e  
cost measured by rod capacity is but little m ore 
than the Old Style W all Case or T elescop in g  
Slide Cabinets. John W anamaker, of N ew  
Y ork and Philadelphia, and Jordan Marsh & 
C o., of Boston, have throw n out thousands of 
dollars o f exp en sive fixtures to install the R e­
vo lv in g  System .

W rite for Folio D, g iv in g  full inform ation.

Telescoping Slide Cabinets at low prices should 
you desire them. Show Cases and Fixtures of all kinds. 
Let us figure on your requirements—one case or an 
outfit.

Grand Rapids Show Case Co.
L u tke S c o S n d , O re. Grand Rapids, Mich.

K EN T ST A TE BANK
GRAND RAPIDS, MICHIGAN

Has the Largest Capital and R esources of any State or Savings Bank in W estern M ichigan

Capital - - $500,000.00
Surplus and Profits 250,000.00

ASSETS EXCEED SEVEN MILLION DOLLARS

H E N R Y  ID E M A , P resident. JO H N  A . C O V O D E , V ice -P resid en t. J. A . S. V E R D IE R . C ash ier.

Savings A ccounts draw interest at 3% if left three m onths or longer, 
interest com pounded sem i-annually.

3% paid on Certificates of D eposit if left six  m onths, or 3^2% if left 
one year.

Bring or send us your M oney, Draft, Post O ffice Order or Personal C heck. 

W E RESPECTFULLY SOLICIT YOUR PA T R O N A G E
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L E E  &  C A D Y

Wholesale Grocers

Detroit,
Kalamazoo,

Saginaw,
Bay City.

Corner Fort Street West and M. C. R. R. Take Fort Street Car. Five Minutes Ride from City Hall
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FINE COFFEE
That’s what thousands upon thousands of enthu­
siastic users are saying about “WHITE HOUSE” 
COFFEE. The emphasis is always put on the 
word ‘‘f i n e "  too; and enough of it to carry con­

viction to the minds of thousands more who 
will take it on  f a i t h —the faith promoted by 

a real desire to get hold a coffee that is 
REALLY and TRULY FINE. Some 

of your customers would like
to get hold of "W hite House 

—on Faith.

Distributed at Wholesale by

Worden Grocer Co., Grand Rapids, Mich.

“Gutmann’s Special”

■OU DON’T buy cases every day, so you want good ones when you 
do buy. “ Gutmann’s Special”  is not only a “ necessity”  but an 

“ ornam ent.”  Frames are built not just made of oak or birch, any finish. 
Can be furnished with 6 inch oxydised legs if desired. Case fitted with 
R. plate shelves on adjustable nickel-plated key hole brackets. Glazed 
with bevel plate, glass top, inlaid: front, ends and sliding doors with
D. S. A. glass.

Prices F. 0. B Chicago
6 ft. long, 42 in. high, 26 in. wide, 1 piece top and front . . S28.50
8 ft. long, 42 in. high, 26 in. wide, 2 piece top and front . . . 38.00

W rite for C atalogue

The Gutmann Store Fixture Co.
387=389 Wabash Ave. Chicago. ML

Stimpson No. 75, Weighs and Computes to 100 lbs.

Thousands of M erchants in M ichigan, O hio and Indiana are Using

Stimpson Computing Scales
The Stimpson Automatic Scale is made in many styles and rapaci­

ties. ranging in price up from $40. There is a Stimpson adapted to the needs 
of every grocer, butcher, general merchant and confectioner.

The Stimpson is fully guaranteed and complies with the Weights and 
Measures Laws of the States of Michigan. Ohio and Indiana as well as 
those of all other states and the standardsof the United States Government.

We have the only automatic counter scale with one hundred pounds 
capacity and the No. 75. shown herewith, is the only one in existence that 
weighs and computes one hundred pounds.

Stimpson Automatic Scales are sold on small monthly payments with­
out interest or with a liberal discount for cash. If you are using an old 
computing scale or a new one that does not give satisfaction we will make 
you a liberal allowance for it.

Mail us a postcard T O D A Y . It w ill n o t ob ligate  
y o u  to  buy, but w ill bring y o u  full particulars.

OVER FIFTEEN YEARS ON THE MARKET

Stimpson Computing Scale Co.
Detroit, - Michigan



M I C H I G A N  T R A D E S M A N March 8, 1911a32

The Woodhouse Co.
M o ved  to

5 and 7 So. Ionia S t.

Exclusively
Wholesale

Cigars, Tobaccos 
and

Cigarettes
M

J O H N  T. W O O D H O U S E  
P res id en t

C H A S .  A T. S T E L L M A N N  P. C . P A Y E T T E
V ice P res id en t S e c 'y  & Mgr.

We Are a Commercial and Savings Bank and Want Your Account

■O CARE for our rapidly increasing business we 
have increased our capital stock to $200,000, 

Assets over $3,000,000.
O F FIC E R S

CHAS. W. GARFIELD. President FRANK S. COLEMAN. Cashier
DANA B. SHEDD. Assistant to President ARTHUR M. GODWIN. Assistant Cashier

ORSON A. BALL. Vice President
D IR E C T O R S

N. FRED AVERY, Pres. Worden Grocer Co. WILLIAM H. GILBERT, Sec'y American Paper Box Co. 
ORSON A. BALL. Vice-President. Vice-Pres. Judson Grocer Co. FRANK JEWELL, Clark Iron Co. 
AARON BREWER. Capitalist and Farmer FRANK E. LEONARD. H. Leonard & Sons
ROGER W. BUTTERFIELD. Pres. G. R. Chair Co. LESTER J. RINDGE. Rindge-Kalmbach-Logie Co. 
FRANK S. COLEMAN. Cashier WILLIAM ALDEN SMITH. United States Senator
GEO. M. EDISON, Capitalist GEORGE G. WHITWORTH. Treas. Berkey & Gay Furniture Co.
JOHN B. MARTIN. Capitalist ARTHUR H. VANDENBERG. Mgr. Grand Rapids Herald

CHARLES W. GARFIELD. President
Y ou W ill E n jo y  C ou rteous T reatm ent at T h is  Bank and W e  W ill 

A ppreciate Y our Patronage.

3%  and 3J4%  Interest Paid on Deposits

O n ly  bank north side M onroe S t.—C orner Ionia St.

IF y o u  w ere to have a fire to-n ight w ould  your safe bring its contents through safely? T he  
chances are 10 to 1 that it w ould  not if you  have an old style safe. A s  a good business man 
can you  afford to take the chances? N e w  safes are m uch cheaper than th ey  use to be.

—  G et our Prices ............... .........

Cor. Ionia and Louis Sts. ( J f ^ n d  R a p i d s  S a f e  C o m p a n y  Grand Rapids, M ich .
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Consumers A re W edded 
to the

Hart Brand Canned Goods
Because Quality is A lw ays Notable

All products packed at our five plants in west Michigan, in the finest 
fruit and vegetable belts in the Union, are grown on our own lands 

adjacent to the various plants; packed fresh from the fields and 
orchards, under best sanitary conditions, insuring exquisite 
flavor, fine texture, natural color. Every can is well filled.

The H A R T  BRANDS Satisfy Consumers 
T hey are Trade W inners and Trade Holders

Vegetables: Peas, Com, Succotash. Stringless Beans. 
Pork and Beans, Pumpkin. Red Kidney Beans. 

Tomatoes, Spinach. Beets
Fruits: Cherries, Strawberries, Red Raspberries.

Black Raspberries. Blackberries.
Plums, Pears, Peaches

W . R. Roach 6? Company
H A R T M ICH IG A N
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We Are the W e Are the M ichigan Selling A gents for the Famous We Show Over

Selling Agents
For the Celebrated

Homer
Laughlin

Dinner and Toilet 
Wares

And Many Other 
Famous

American and 
English 

Potteries
And Sell Their 

Products at

Factory Prices
On a Strictly

Commission
Basis

We Save You

Money

“LEO N A RD  CLEANABLE”
ONE-PIECE PORCELAIN LINED

R E F R I G E R A T O R S
For the Home, Store, Hotel and Restaurant

They Are 
Handsome 

and
Durably

Made

Are Easily 
Kept Clean

Require But 
Little Ice

The "Leonard Cleanable" Refrigera­
tors have T w e lv e  D istin c t W alls, the  
B est Insu lating M aterial A ir  T ig h t  
L o ck s and consequently are the most 
E con om ica l to  O perate.

This illustra­
tion show s our 
latest improve­
m ent. the

Germ Proof 
One-Piece 
Porcelain 

Lining
Leaving n o t  

even the sm all­
est s p a c e  for 
filth to accu­
mulate.

THE “LEONARD CLEANABLE” REFRIGERATORS
Are backed by a 30 years’ record of unprecedented success and continuous improvement. Our 
magnificent new plant is not only the best equipped in the world, but the largest as well, having a 
capacity of 30.000 refrigerators per year and is kept running full time the year around.

Secure A g e n c y  for  Y our T o w n . A sk  U s for  C atalog and D iscou n t.
T o  Insure Prom pt S erv ice  A ddress

H. Leonard & Sons, Grand Rapids, Mich.
Manufacturers, Agents, Importers and Jobbers

Two Hundred 
Patterns

In Open Stock

Dinner Wares
Including the 

Famous 
product of

Haviland & 
Company
And Other 

Leading Makers 
of

French and 
German China

Also Complete 
Lines of

House Furnishing 
Goods

Enameled Wares 

Silver
Cut Glass, Etc.

19-41 LARNED ST. EAST DETROIT, M ICHIGAN

=  BURNHAM , STOEPEL £? CO.
Wholesale Dry Goods and Carpets
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The Special Edition
The Advertising Is Its Most In­

teresting Feature

r

W ritten  for  th e  T ra d esm a n .
If three men w itness a dog fight 

or a runaw ay there will be three to ­
tally different descriptions of w hat 
took place when the three men come 
to  relate the incident to their 
friends. Did you ever hear three 
men who had w itnessed the burning 
of a building tell about it? If you 
have, you m ust know tha t no two 
men ever yet saw anything at all 
from  the same angle.

The hum an brain seems to have a 
faculty of shaping and coloring every 
im pression which comes to it so tha t 
it will harm onize w ith the old ideals | 
or prejudices which have long dwelt 
in the funny little cells of which 
the gray m atter is composed. If you 
state a proposition to  three men and 
they chance to  agree upon it, you will 
learn, by fu rther enquiry, tha t they 
do no t all adopt the idea for the 
same reason.

If the hum an family had not, cen­
turies ago, formed the habit of be­
ing guided by precedent, the world 
would be in an awful plight just 
now. I t  is true th a t all human 
progress has been made in defiance 
of precedent, but w hat was law in 
E ngland before there were any rail­
roads, or telegraph lines, or trust 
companies, is law in the U nited 
States now, if you leave it to the 
supreme courts.

If you don’t believe all the above 
Solomon, go into the business houses 
and ask the m anagers the following 
question :

“W hat is the good of a special 
edition of a trade paper?”

Provided you don’t  get throw n out 
before you have caught your breath 
you will get ju s t as m any different 
ideas as you visit offices. These ex­
pressions of opinon will range all the 
way from  forty  below zero to  two 
hundred above. You will get the 
best answ ers in the m ost successful 
houses. T ha t is, the best from the 
viewpoint of the special edition 
maker.

Concerning the m erits and dem er­
its of the special edition, a jobber 
said no t long ago:

“Oh, I don’t know w hether there 
is any m erit in the special edition 
or not—th a t is, any special m erit— 
but I do know tha t if there is any 
m erit in advertising at all it is in 
keeping constantly  at it. If a firm is

calling the a tten tion  of the public 
to  a certain line of goods, it goes 
w ithout saying th a t the attention  of 
the public can not be too often call­
ed to the goods.”

T his is the principle upon which 
w hat is called publicity advertising is 
put out. Publicity advertising calls 
attention  to  the th ing itself. I t  does 
not tell you where you may buy it.
I t  just says th a t Sapolio, or Ivory 
Soap, o r Grapenuts, or the D ayton 
Cash R egister, or T oasted Corn 
Flakes, are the best ever and w orth  
the money a dozen tim es over. The 
advertisem ent does no t tell you 
w here to  buy, often does not give 
the price. I t  ju s t tells you about the 
quality of the thing.

Now, the advertiser who buy 
space in a special edition because 
he w ants to keep pounding at the 
public is som ething like the prece 
dent man. H e accepts the w ord of 
others. H e know s tha t all the great 
fortunes which have ever been made 
in trade have been acquired by ex­
tending the circle of trade by m eans 
of advertising. H e ju s t keeps pound­
ing away and usually wins out.

A m an who advertises in everything 
was censured by a partner one day 
for paying a very large price to  a 
'raveling  pain ter to  put the name of 
one of his products on a rock in a 
desert som ewhere on the w est bank 
of the Nile. “ I t  is money throw n 
away,” howled the partner. The ad­
vertiser laughed a t him.

“ I t  is one of the best advertise­
m ents I ever had,” he said. “If you 
see the name of tha t product in a 
home paper you think nothing of it. 
If you see it in a London paper you 
notice it especially because it looks 
like home. If you see it in Constan­
tinople you w rite your friends about 
it and put it in your le tte r to  your 
home paper. If you see it on a rock 
in an African desert you pu t it in 
your book and talk about it wherever 
you go. Now, I have seen notices of 
th a t rock advertisem ent in pure read ­
ing m atter in papers which I could 
never have bribed to  m ention the a r­
ticle in such position. I t  has been 
talked of in hundreds of clubs and 
railway coaches and hotels. Fine 
business, tha t!”

T here is another advertiser who 
uses special editions because he 
w ants to  tell his regular custom ers

who take the paper tha t he 
som ething they ought to  buy. 
man does not believe w hat is 
to him about the extended circ 
influence. H e m ight if he tin 
gated, but he is only after his 
custom ers w ith some new pro 
tion. One of these men was t 
to crowd three thousand w ords 
a tw o-thousand-w ord space wh 
friend told him th a t he was getting  | f t  j3 
too com pact an advertisem ent, an d I jg fjj 
tha t no one would read all th a t fine 
type.

“If  they are in terested in sugar," 
was the reply, “they  will read rL If 
they are no t interested in sugar I do 
not care w hether they read it or 
not.”

T his was good sense, the kind of 
judgm ent the paten t medicine men 
use when they jam  a space full of 
agate type. If  a man has the dis­
ease they are talking about he will 
read the notice if he has to  get a 
glass to  do it. All these ideas make 
the advertising in a special edition 
well w orth reading. In fact, the ad­
vertising is always the best feature of 
such issues. But the real reason why 
the advertisem ents form the best part 
of an issue was stated  nicely by an 
advertiser, and is w orth reproducing 
here.

“ I regard a special edition of a 
trade paper,” he said, “not as a news­
paper issue, but as a catalogue. T hat 
is just w hat it is, a catalogue of the 
th ings a retail dealer needs in his 
business. I t  is not the catalogue of 
one firm, but the catalogue of scores 
of firms in com petition with each 
other, and that is why it is valuable.
If there is anything new in the dry 
goods or provision, or drug or shoe, 
o r any o ther line, you will find it in 

j the catalogue.
“These catalogues are instructive 

and handy about a retail store. Look 
inside for anything you w ant is the 

I rule. The special issue which has 
the m ost advertising is the m ost val­
uable. Such issues will be kept for 
m onths by m erchants. I know w hat 
I  am talking about, fo r I used to  copy 
addresses from them when I was in 

| the retail business.
“The catalogue business is w hat ts 

| making the mail order houses. Peo- 
| pie can no t step over to  Chicago or 

New York to look over th e  immense 
stock they carry, but there, righ t on 
the table in the evening, when there 

j is nothing to do but to  discuss posst- 
I hie purchases, lies the catalogue. 
There are things described in the

here is the c 
are the prices. T  
thing, say an 01 
catalogue ju s t to  
Eke, and before 
w ith it they ha.v

-gae. and

m ss  they
me together,' they  say, 
ta l m erchant loses a  lo 
is the  catalogue th a t d  

: looking through or
g reat stocks to  look through a
logue.

“I t  is ju s t about the same wi
special edition of a  trade  pape
advertise in it because o th e r mei
I w ouldn't care to  have m y 3»

I tisem ent there  if it  was the only one. 
j I w ant the man who is in terested in 
I sugar, in safes, in shoes, in d ry  g o o d ; 
in drugs, in breakfast roods, in cloth 
mg, to  read my advertisem ents. Dc 
you see the point?

“W hen a man who w ants to  know 
w hat is doing in shoes and the res 

j picks up the issue he is in a recep 
I rive fram e of mind. W hen he get. 
through looking up the things h< 

I started  in with he will glance throng: 
the advertising pages to r somethin!

[ see a  
Ies the _ 
sees them  t 
see if anyt 

perhaps, 
a t all. W he 
the th ings

book which the p 
: of, and there are pi 
[just how they fool 
der tha t the mail

ttron never heard 
ctures which show 
:. Is it any won- 
jrd e r houses drew

[ millions of dollars every year from 
the small tow ns and the country ?

[ new. T hen he
tisem ent. H e handl*« crnAds 
im port. W hen he 
rioned he looks to 
new is offered. H 

[ never bought of me 
is making notes of 
w ants he will probably make a  note 

| of m y goods. W hen he sits  down so 
w rite to  the o thers he will address 

I an enquiry to  me. I f  he com es to  
tow n to  look things over he will call 

j a t my place. T ha t is, if I  have iturn- 
I ished good copy fo r the advertise- 
| m ent.

“T here  is a  g rea t deal in the copy 
you furnish. Many a  paper has been 
blam ed because of bad results when 
the fault was w ith the copym aker. 
H ere is one place where the mail or­
der house has som ething on the lo­
cal m erchant. The m atter m the cat- 

1 alogues is w ritten by experts. T he 
descriptions are exact and in te re s t- 

| ing. T he w riter talks only business 
j and presents his case in a  good way. 
Now, I’m not kicking on clerks *• it 
it is a  fact tha t the catalogue is oft- 

j en the  b e tte r salesman. I guess tha t 
I is about enough to  say on the sub 
ject.

“Now, fo r the  reasons given above, 
I assert th a t the m ost in teresting  :ea- 

j rare  of these special editions is the 
| advertising. I  w ouldn 't Look a t one 
o f them  if there  w ere no advertising. I 
like the catalogue feature of them 
W hen I  look them  over I  always 

[have my attention  called to  tilings 
[which I  had no t thought of before. ’ 

Alfred 3. Tozer.
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Michigan Hardware Men’s
Seventeenth Annual Convention 

At Bay City
1 he seventeenth annual m eeting of . ‘that would be good advice for al

the Michigan Retail H ardware As­
sociation at Bay City opened T ues­
day with a large attendance, repre­
senting all parts of the State. The 
sessions are held in the Council 
Chamber in the city hall, while the 
National Guard arm ory is filled with 
a large and comprehensive hardware 
exhibit. The convention will con­
tinue until Thursday, closing with an 
elaborate banquet at R idotte hall, 
which the traveling men will arrange 
and which it is expected will be full 
of pleasant surprises. Among the fea 
tures at the convention will be ad­
dresses b}’ E. St. Elmo Lewis, of De­
troit, on “Creative Salesmanship;" 
Saunders Xarvell, editor of the H a rd ­
ware Reporter, St. Louis, will give 
"Tust a Hardware Chat," and M. L. 
Carey, of Argos, Ind.. Secretary of 
the National Association, will make 
an address. The Bay City m erchants 
have arranged a fine program m e of 
entertainm ent for the spare time be­
tween sessions.

President O. H. Gale, of Albion, in 
his annual address, delivered at the 
opening session, said:

“In m eeting with so many familiar 
faces at this, our seventeenth annual, 
convention, I feel, with no small 
amount of pride, that I am privileged 
to be a member of this Association, 
whose membership, about S00, is 
made up of so bright and intelligent 
a class of business men.

“The Michigan Retail Hardware 
D ealers’ Association was organized 
as the result of a call sent out by 
F. S. Carlton, of Calumet, at H otel 
Cadillac, D etroit, July 9, 1895. This 
Association started with eighteen 
charter members, who saw the many 
advantages to be derived by having 
such an organization. Many of these 
charter members were our leading 
hardware m erchants of the State.

“F or the first few years this As­
sociation m et with much discourage­
ment, some of the officers having to 
lower their own bank accounts to 
take care of the necessary expenses 
of the Association. Had it not been 
for the determined efforts of these 
charter members, their officers and 
new members who followed, hard­
ware conditions in Michigan would 
have been quite different to-day.

“In this connection I have been 
asked several times recently, ‘W hat 
good has this Association done?’ I 
am tem pted to go through a long list 
of the good things we have accom 
plished, when I recall a couple of ar­
ticles tha t have left some impression 
in my mind:

“First. ‘A person who talks too 
much is apt to have impaired hear­
ing.’ Second. W hen Mayor Gaynor 
was advised by his physician not to

most anybody to take.’ So I have 
promised Mr. Scott tha t the Presi­
dent’s address this year would be 
brief.

"I think you will all agree with 
me when I say tha t every man here 
is less selfish, broader minded, of 
larger calibre and more on the au­
tom atic repeating order than on the

when a man, who m akes an article 
and sells direct to the hardware 
trade, told me tha t only eight of his 
custom ers in Michigan take advan­
tage of his 2  per cent, cash discount, 
while his custom ers in the Southern 
and W estern  States nearly all dis­
count with him. He said that he was 
telling this experience to a stove man, 
who said tha t only 5 per cent, of 
the hardw are dealers in Michigan dis­
count their stove bills. Now there 
m ust be som ething radically w rong 
in Michigan. Is the cause of this 
condition som ething tha t this Asso­
ciation can help or rem edy? Have 
we made a thorough enough study of 
our own conditions and of w hat our 
policies should be in conducting our 
business? Have we considered the

P resident O. H . Dale

im portance of m aintaining prices’ 
W ouldn’t 5 per cent, profit on gross 
sales look m ighty good on the ba! 
ance sheet at the end of the year?

“W e have planned plenty of time 
for the question box, so let us use 
it freely. I believe that every man 
who attends this convention is here 
for the good he can get out of it, 
so let us make these m eetings heart 
to heart revivals and see if we can 
not revive business conditions in our 
respective localities.

“I t  seems to me tha t the best p rof­
its in the retail hardw are business are 
the cash discounts, and not one of us 
can afford to pass them up if we have 
to hire the money to do so.

“A cash buyer not only strengthens 
his credit but this puts him on a 
‘right price’ buying basis. Then, too, 
a cash buyer is not so apt to get 
reckless and overbuy.

“Of the different trade evils staring 
us in the face at this time, it seems 
to me tha t the catalogue house ques­
tion should not be lost sight of. The 
men operating these large houses are 
making a daily study of how they 
can reach and supply more of our 
custom ers. To show you how suc­
cessful they have been, ask your 
postm aster how his money order re ­
ceipts and pay-outs compare with 
those of ten years ago. O ur post­
m aster recently told me that ten 
years ago the money order receipt^ 
were 10  per cent, short of pay-outs, 
and that to-day they are from $300 
to  $700 a day more than pay-outs: 
tha t they sell from seventy-five to 
140 money orders a day, and that the 
rural carriers will average $5 a day. 
No doubt the banks and express o f­
fices have had similar experiences.

“Now we have the rural parcels 
post bill, which has for the first time 
been passed by the Committee on 
Postoffices and Post Roads up to the 
Senate Committee, and backed by the 
President and Postm aster General.

"I believe, brother hardw are men, 
we are facing a more serious condi­
tion in this regard than we have yet 
faced. The thing to do is to get 
busy quick and keep busy. O rganize 
a business m en’s assc|ciation in your 
own tow n; not a dead one, but a real 
live one, with dues high enough to 
employ a very active and capable 
secretary, whose duties are to sup­
ply each m em ber with credit ratings

old single barreled, muzzle loading 
style for having been a mem ber of 
this Association. O ther replies to 
this question will be made when 
P orter W righ t opens the question 
box. They say tha t P orter w ent into 
a barber shop while in Denver last 
sum mer and the barber said, ‘A hair 
cut?’ P orter said, ‘No, I w ant ’em ail 
cut.’

“This brings to mind the gag my 
small boy sprung on me recently: He 
came running in from the barn, a p ­
parently  excited, and said, ‘Papa, 
the cow fell down.’ I enquired if it 
hurt her, when he replied tha t ‘she 
only strained her milk.’

“Now, getting  down to the serious
side of our condition, I was very 

talk too much an editor rem arked much surprised a short time ago

W ho Pays for
Our Advertising?

A N S W E R :
Neither the dealer nor his customers

By the growth of our business through advertising we save enough 
in cost of salesmen, superintendence, rents, interest and use of our 
plant to cover most of, if not all, our advertising bills. This 
advertising makes it easy to sell

LOWNEY’S COCOA
AND

PREMIUM C H O C O LA TE for BAKING
All LO W N EY ’S products are superfine, 
pay a ro o d  profit and are easy to  sell
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and addresses of custom ers and new­
comers, and to inform  you of their 
changes.

“Abolish fake and program m e ad­
vertising where m ost of the proceeds 
go to  an out of town prom oter in ­
stead of to charitable institutions in 
the town.

“W e recently organized a Business 
Men’s Association in our city, Al­
bion, and the m em bers were sur­
prised when I told them of having 
received several enquiries regarding 
the reputations and characters ot 
residents in our city from  a school 
of correspondence in Chicago. T his 
school is no other than a large outfit­
ters installm ent house in Chicago— » 
•wolf in sheep’s clothing’—getting  in 
form ation from us to supply our cus­
tom ers with goods which should be 
purchased from us.

“Many dealers had been replying 
prom ptly to these enquiries, suppos­
ing they were assisting our citizen- 
to improve their educational advan­
tages.

“ It should also be the duty of the 
Secretary to furnish a list of people 
who buy from catalogue houses.

“W ith this inform ation and a de 
termined effort on our part we can 
bring our business nearer a cash ba 
sis and have a good many less peo 
pie im posing upon us by sending 
their money away and only buying 
from us when they w ant credit or can 
not wait for goods to come from Chi 
cago.

“As an illustration I have in mind 
a farm er in our vicinity who wa

regular custom er of the catalogue 
house. H e brought in a load of peach­
es to  sell, stopping at the first gro- j 
eery. Peaches were then selling for 
$3 . They offered him 50 cents. Of j 
course he was disgusted, and the g ro ­
cer told him to  send them to  the 
people he traded with in Chicago 
T he farm er w ent to  every grocery in 
the city and received the same re­
ception. He told the last grocer to 
take the peaches at some price and 
in the future he would spend h - 
money in the same town where bo- 
expected to sell his produce. 1 un­
derstand he has since been loyal to 
the m erchants in his home town.

Let us try  this out, gentlemen 
O rganize as soon as you get home 
and you will find the result will be 
more business and better profits than 
on a like am ount of time and money 
expended elsewhere.

“R egarding mutual insurance, 
wish to reiterate the statem ent made 
{H our form er President, C has. A. 
Ireland, at last year’s convention, in 
which he said: The subject of mutual 
or co-operative insurance is one that 
should and does in terest all hardw.

“T he efficient work of our 
President, Chas. A. Ireland.

“T he untiring  work of ou: 
esteemed Secretary, A rthur .

“T he strenuous work of 
! hibit Comm ittee and all the 
I com m ittees and individual i 
who have assisted in making 
vention the success it promisi

“N ot overlooking the good 
I the officers of the National 

H ardw are D ealers’ Assort» 
the co-operation of the 
salesmen.

1 daily lives, do not have enoi 
I side ration for the traveling - 

who are in a position to tat 
m any ways if we show a  efi 
on our part to be courteous 
W e all have days of tryin 
tion? in business, but let us 
our feelings to  those with v 
come in contact.

"T o  my mind the w ords

ting:

|  ̂  ̂ '■a - - ' n' L ^ 
W hen life moves along irk

'W ith  the  iateagw aoie

men. I believe it to be the duty or 
all our mem bers to carry at least

But the man worth whin

reasonable am ount of m utual in-ur W hen everything goe - d
ance. T o  my mind it is one or the ve? for
things that will eventually hoi ft our -u ece^ o r l tfu -t that you will ext
State associations together. to him the same loyal - ipp. ,rr

“Do not lose sight of the good has been rendered me. am I f wi-1
money to  he sstved in mutual instil assure you that while rfn
ance. ‘has been a  busy one. it hr

“ In closing there are m any things of the m ost pleasant ye
that should not be overlooked: 1 life and the acquaintance-

A a t  T #  3e  CaffecL

Citizens Telephone Co.
An Unequalled Record of Growth

1,200 Michigan towns reached by 
us. 1 Jse our Long Distance Lines.

v *

3,000 satisfied stockholders receiv­
ing regular 2 per cent Quarterly 
Dividends. .>4 alreadv paid.
Will You get one next tim e '

Write for Blank.

Citizens Telephone Co,
Grand Rapids, :< M ichigan

YEAR
T e l e p h o n e s  in St a t e  L i n e

C i t y  E x c h a n g e T e l e p h o n e s

1896 832 None

1897 1976 1628

1898 2339 2028

1899 2915 5677

1900 3347 20,000

1901 3588 22,000

1902 4523 24,155

1903 5165 33,069

1904 5605 49,658

1905 6633 60,708

1906 7823 80,013
1907 8874 95,775
1908 9375 101,205
1909 10,010 103,289

1910 12,000 117,576
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News of the
Business World

M ovem ents of M erchants.
Golden—G. E. Reid is putting in 

a stock of goods in the W ilson build 
ing.

H olland—Leonard Schadalee has 
opened a grocery on W est Thirteenth 
street.

Perry—Darwin Smith has bought 
D. D ePue’s interest in the meat 
m arket.

D iorite—The Diorite Store Co. has 
increased its capital stock from $6,000 
to $20,000.

Sturgis—B. H em es has opened a 
new grocery in R. Balkens' building, 
on N orth street.

H arrisville — The Sheap-Johnson 
Seed Co. has changed its name to F. 
G. Johnson & Co.

M arion—H. C. Goldsmith, of S her­
man, has purchased the drug stock 
of Dr. W. S. Davis.

Brice—J. H. Fockler is closing out 
his stock of general merchandise and 
will go out of business.

P ort H uron—J. H. H arford, of the 
W hite Credit C lothing Co., will open 
a branch store in Elyria, O.

Durand—Mrs. W. J. Conklin, of 
Perry, will open a millinery establish­
m ent here about March 15.

Plainwell—Geo. Petrie and Chas. 
Newman are the new proprietors of 
the E ast Side m eat market.

Boyne City—Frank Thom pson will 
occupy the Selkirk store with a line 
of men’s furnishing goods and cloth - 
ing.

Benton H arbor—J. N. O sborne and 
son have purchased the grocery stock 
of H. Skelly & Co., on Pipestone 
street.

H astings—John M cLravy has pur 
chased the feed store formerly own­
ed by M. W. Hicks, on W est State 
street.

Bloom ington—E. S. Merrifield & 
Son have purchased the business 
form erly conducted by Hammon & 
Davis.

Nashville—The Nashville Merchan 
dising Company has opened in the 
Newton block, with Fred G. Baker 
as Manager.

Kalamazoo—Titus, Van H orn & 
T itus are interested in the new g ro ­
cery opened by Carl H errm an, at 416 
W est Main street.

Ashley—H enry Rose’s dry goods, 
clothing and furnishing goods store 
burned last week. Loss $10,000: cov­
ered by insurance.

Frem ont — A lbert K ingsford has 
purchased an interest in G. W. Bis- 
bee’s music store and the firm name 
will be Bisbee & Co.

T ustin—Ralph Mellon has sold his 
in terest in the m eat and grocery 
business to Em m et Pullman, who will 
continue the business under the style 
of V. Pullm an & Co.

Eaton Rapids—D. B. Satorsky, of 
C harlotte, will open a dry goods

store as soon as he can fit up the 
building he has leased.

Kalamazoo—George Freem an, for 
four years Superintendent in the W it- 
mer bakery, has resigned to engage 
in business for himself.

Fennville—F. A. M owers has ren t­
ed the lower floor of the H utchins 

I block and contem plates putting  in a 
fine new line of furniture.

Kalamazoo — W illage Bros, have 
bought the grocery stock of Jacob 
Lewis and will continue the busi­
ness in the same building.

V icksburg — Frank Milliman has 
sold his m eat m arket to F rank Bur­
dick, of Scotts. E m m ett Boardman 
will continue as m eat cutter.

Benton H arbor—Richard C. Ban- 
von has purchased the Blackler m eat 
m arket and will continue the busi­
ness, assisted by J. E. Dunbar.

Chester S tation—Jacob Summers, 
who has conducted the general store 
here for many years, has sold to his 
son-in-law, M. W . Amspacher.

Kalamazoo—John and Chas. W est- 
rich have opened a grocery and meat 
m arket on E ast avenue. T heir stock 
is entirely  new and business is good.

C harlotte—The firm of Doyle & 
Penhallegon has been changed to A. 
J. Doyle, Mr. Doyle having purchas­
ed the in terest of the junior partner.

K ent City—C. H. S trobridge has 
sold his in terest in the firm of Fonger 
& Strobridge to O. A. Fuller. T he firm 
is again known as Fonger & Fuller.

Dowagiac—J. Ellman and M. Lu- 
bor have rented the H erkim er build­
ing, on Commercial street, and will 
open a grocery store and m eat m ar­
ket.

Kalamazoo—E. Eaton, who recent 
ly moved here from Chicago, has 
opened a small grocery and delica­
tessen on Portage street and is do­
ing nicely.

Kalamazoo—C. D. H anger and A. 
H. M artin, under the. style of the 
H anger-M artin Company, have open­
ed a clothing store at 152 South Bur 
dick street.

Kalamazoo—Thom as W ierenga, of 
Grand Rapids, has purchased the 
paint and paper hanging business 
form erly conducted by C. V eenstra, 
John street.

H arbor Springs—D. H. Redmond 
has retired from the dry goods firm 
of the S. B. Ardis Co. The business 
will be continued at the same stand 
by Joseph W arnock.

East Jordan—The stock of m er­
chandise of M. F razer has been sold 
to I. Nurko, of Boyne City, on his 
bid of $3,326, which is about 80 per 
cent, of the inventory.

Corunna—Seal Morse has sold his 
interest in the grocery firm of Morse 
& Mills to Fred Kay, and the busi­
ness will be continued under the 
style of Kay & Mills.

M anton—T he LaB onte & Ransom 
Company have opened a branch gen­
eral m erchandise store in Kingsley 
and the sto re  will be under the m an­
agem ent of Claude Moore.

Charlevoix—T he Iddings’ hardw are 
store has reopened w ith Chas. B. 
Gale, of Calumet, a b ro ther of Mrs. 
Iddings’ in charge, until the Probate 
Court appoints an adm inistrator.

D elton—John Burke has purchas­
ed the rem ainder of C. H. O sborn’s 
stock of clothing and will continue 
the business. He was for several 
years clerk in the O sborn store.

Eaton Rapids—Thom as E. Smith 
has put his agricultural im plem ent 
business into the hands of Crane & 
Crane and has taken his wife to 
K ansas City owing to  her ill health.

St. Johns—A. L. Goodrich, after 
conducting the hand laundry here for 
a num ber of years, has sold to  Mr. 
Johnson, of H astings, and purchased 
the general store of A. W . M orri­
son.

Copemish—R. K. Lewis has taken 
the store recently closed by the death 
of J. S. Grant, and will carry a com­
plete line of home made baked goods, 
light groceries, candies, cigars and to ­
baccos.

Adrian—Edwin S. and R obert B. 
Charles, Jr., have purchased the in­
terest of their father in the Charles 
stores and will continue the business. 
The father will spend several m onths 
in California.

Fennville—H. L. Reynolds, Super­
in tendent of Schools a t E aton Rapids, 
has resigned and when the school 
year ends he will come here to take 
an in terest in his b ro ther’s grocery 
and shoe business.

Ypsilanti—H. H utchins & Co. have 
engaged in business to  conduct a 
five and ten cent store, w ith an auth­
orized capital stock of $6,000, of 
which $4,000 has been subscribed and 
$1,600 paid in in cash.

Kalamazoo—P. F. D elahunt, of this 
city, and C. W . Edwards, of Shelby, 
have purchased the Dunn & Co. dry 
goods store a t Rockford, 111., and will 
continue the business. Mr. Edwards 
is the 'active M anager.

M unising — T he firm of Olson 
Bros., m erchant tailors and dealers 
in m en’s furnishings, have given no­
tice tha t the partnership will be dis­
solved. T he business will be con­
tinued by Alfred Olson.

Lansing—Louis Beck, clothier, has 
merged his business into a stock com­
pany under the style of the Louis 
Beck Co., w ith an authorized capital 
stock of $25,000, of which $20,000 has 
been subscribed and paid in in prop­
erty.

Lowell — Jacob Dykehouse, of 
Grand Rapids, has purchased the Nel­
son grocery stock. T he business will 
be continued under the active m an­
agem ent of W ill Flynn, who has been 
employed in this store for a num ber 
of years.

D etro it—A new company has been 
organized under the style of the 
Scheiwe Storage Co., w ith an auth­
orized capital stock of $30,000, of 
which $16,500 has been subscribed, 
$250 being paid in in cash and $16,250 
in property.

Petoskey—L. N. O verholt & Com­
pany have engaged in the general 
grocery and bakery business, w ith an 
authorized capital stock of $10,000, of 
which $5,500 has been subscribed, 
$310.19 being paid in in cash and 
$5,189.81’ in property.

Ann A rbor—W m. Johnson, of D u­
luth, and Julius U ngerer, of this city, 
have acquired in terests in the Wm. 
Goodyear D ry Goods Company and 
Mr. Goodyear, while retaining a con­
tro lling  interest, will relinquish the 
active m anagem ent to them.

Kalamazoo—Jay  J. Canfield, for 
m any years an employe of the local 
branch of the Grinnell B ro thers’ 
piano emporium, has been made 
M anager of the T raverse City branch 
and will soon leave for th a t city. He 
will have five counties under his su­
pervision.

A drian—T he grocery business es­
tablished by W . C. Koehn eighteen 
years ago, which has been operated 
by his widow since the death of Mr. 
Koehn, was taken over M arch 1 by 
the son, John W . Koehn, and the 
business will be continued under the 
style of K oehn & Son.

D etroit—Ewald Scheiwe, dealer in 
coal, wood, etc., has m erged his busi­
ness into a stock company under the 
style of the Scheiwe Coal & Coke 
Co., with an authorized capital stock 
of $30,000, of which $22,000 has been 
subscribed, $250 being paid in in cash 
and $21,750 in property.

Grandville—A new company has 
engaged in business to  carry on a 
m ercantile business, buying and sell­
ing coal, wood, lumber, building m a­
terials and ice, w ith an authorized 
capital stock of $5,000, of which 
$2,589 has been subscribed, $400 be­
ing paid in in cash and $2,189 in 
property.

O tsego — T he Queen Elizabeth 
Shoe Co., of R ochester, N. Y., is 
moving its plant here and will lo ­
cate in the building form erly occu­
pied by the Eady Shoe Co. J. Heil- 
born, the Superintendent, and his as­
sistant, O tis Richards, are here in­
stalling the machinery. The company 
m anufactures a line of infants’ soft 
sole shoes.

Stanton—Charles L. Meach, of the 
hardw are firm of John W . S. P ier­
son & Co., of this city, has sold his 
in terest in the business to form er 
C ounty T reasu rer B. L. Gaffield. He 
has associated him self w ith his b ro th ­
er-in-law, C. E. W hite, fo r several 
years drug clerk for the E. D. H aw ­
ley Co., and they have purchased the 
Gee H ardw are Co. stock at Lake- 
view.

W . E. Swift, general salesman for 
the Calumet Baking Pow der Co., of 
Chicago, visited the retail grocers at 
a recent m eeting and explained the 
m ethods his com pany used in protect 
ing the m erchants from  price cutters: 
he also spoke of the danger of han 
dling private brands.

T he W orden Grocer Company has 
leased four floors of the adjacent 
Caulfield building, on South O ttaw a 
street, representing  24,000 square feet 
of floor space, and this will allow for 
the com pany’s expansion of business.
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Grocery and
Produce Market

The Produce M arket.
T he Lenten season Suds the m ar­

ket well supplied w ith nearly every­
thin*. T he home grow n products a t ' 
supplem ented w ith alt sorts of green 
stuff from the South, including straw ­
berries, fresh tom atoes, new po ta­
toes, green peppers and wax beans. 
T he retail price of the unseasonable

T he G rocery M arket.
Sugar — Prices rem ain unchanged 

from  last week. M ichigan, 5.04; 
Eastern  5.24 in the M ichigan market.

Coffee—The option m arket on cof­
fee has shown a little m ore streng th , 
which was probably caused by the 
news tha t the valorization com m ittee 
had decided not to attem pt to  sell 
1 ,2 0 0 ,0 0 0  bags during April, as was 
first stated, but will only offer 600,000 
bags and hold the o ther 600,000 bags 
back until H avre m arket is quoted 
at 7 5  francs, which is more than a 
cent above present prices. T here is 
no change in the m arket on spot cof­
fees, and the demand is just of a fair 
size for the time of year. T he fact 
tha t certain large in terests in the 
E ast bought heavily last week has 
not seemed to  affect the m arket to  
any great extent.

Canned F ruits—The m ovem ent in 
gallon apples has been light owing to  
high prices which have been m ain­
tained by the packers. The m arket 
on California fruits is unchanged, 
but the demand on some lines shows 
a little increase during the week, es­
pecially on peaches. T he supply of 
pears as well as apricots is said to  
be very limited on the Coast. The 
demand from the retail trade, while 
not large, is steady, but m ost retail 
ers are taking stock sparingly.

Canned V egetables—T he m arket 
on canned vegetables is very firm 
and stocks are gradually grow ing 
smaller, but the business transacted  
during the past week has no t been 
very large in any particular line 
O pening prices on futures have been 
announced and they are some higher 
than those quoted a year ago, but as 
yet very little business has been 
transacted.

Dried F ru its—The consum ing trade 
still demands prunes and a fair 
am ount of business has been done in 
this line during the past week, al 
though prices are the highest known 
T he m arket on the rest of the line 
is firm and stocks are small. Raisins 
have been quite active during the 
past two weeks and prices show a 
slight advance.

Rice—T here is very little change 
in the rice situation. Prices are hold­
ing the same as quoted last week on 
both H onduras and Japans. T he de­
mand shows no increase over tha t of 
las t week. Advices from the South 
still report a firm tone, but business 
is light. Despite this fact, the sellers 
have not weakened any and are ask­
ing full prices and granting  bu t few 
concessions.

Olives and Olive Oil—The m arket 
on both olives and olive oil is very 
firm, as a result of the continued 
heavy demand and the short supply. 
The business in plain M anzanillas is

stuff is naturally  
also restric ted  some by the short sup- i well to  the high c!
ply.

Syrup and Molasses—The demand 
for m olasses is ju st of a fair size and 
prices remain unchanged daring the 
week. Sugar syrup is still cheap and 
in good demand. T he demand is 
light on maple goods and prices re ­
main the same as during the past 
week.

m arket is still 
is now so far 
conditions are 
is a shortage in poultry, at 
being supplied from CMcagc 
prices remain the same. T1 
season is beginning to  tape 
prices are h igher and firm 
are having conservatively oi

fTTtlOCc Wt

Apples—W estern. 
Bananas— Prices r 

according to  size.
Beans— per  c 

ed; fo r kid
Sed: S CH?'

etables and the 
Salt and Canned Fish—T he dem and ket are large < 

on all kinds of salt and canned fish demand at pric 
has been exceptionally heavy, which they have beer 
was probably caused by the begin -1 qtrotatior 
ning of Lent. T he m arket on m ost 
of the line of salt fish is firm with noj 
change in prices since a week ago.
The supply of canned salmon is grad" 
ially grow ing sm aller and w ith still 

many m onths before the pack of 1911 
can be had there is sure to  be a great 
hortage.

Provisions — V alues closed last 
week on the Chicago m arket ja s t a 

ittle higher than at the close of the! 
preceding week. This show ing was 
because some of the larger shorts h a d . 
taken profits by buying on declines,! 
which, with a be tte r southern call forj 
m eats and a  be tter foreign demand 
for lard, along with the closing gram  * 
bulge, affected values and sentim ent.
Fine w eather for feeding is making 
ow ners of live stock lay on all the 
fat the anim als can take. T his tend- 
ency to  hold hogs back keeps prices 
relatively h igher than produce, as 
speculators continue to  anticipate a i slze 
big run of hogs when the anim als are 
finished. The w inter packing season 
closed with 2 0 0 ,0 0 0  less hogs slaught­
ered at leading centers than fo r the 
corresponding period a year before, 
or 8,525,000, as com pared with 8.725,
00 hogs. Pork  closed the week with 
gains of 7j4@ 17jic, lard gained 5@
10c and ribs 2|^@ l'7J^c. N ear de­
liveries were in all cases the strong­
est.

.«2 T 5 (

Busm ess News From  x e  
State.

pei

f io .50 per

-Mr

I t  oney—1 5 ^  16c 
e r and 1 2 c foi

T he H azeltine & Perkins D rug 
Company is this week moving into 
its handsom e new building at Oakes 
and Commerce streets. T he company 
has been located at O ttaw a and Cam 
pau streets for tw enty-six years, and 
in recent years has been badly c r o w d ­
ed. T he new building is 1 0 0  feet 
square, five stories and basem ent, 
with light on three sides. I t  is o: 
ornam ental brick, mill construction, 
and especially designed for the com­
pany. I t  will he one of the m ost co n ­
veniently arranged drug houses in 
the country. T he business offices will 
be on the first floor, the salesroom s 
on the second floor and the o ther d e ­
partm ents above. Tt will take sev­
eral days to  become thoroughly set­
tled in the new quarters, but so care 
fully were the arrangem ents made for 
the rem oval tha t the company will b : 
“at hom e” with very little  delay.

per box.
Lettuce—t-fc per ffv for lea 

$2.25 per hamper.
Onions— Spanish. ST 50 pe 

home grown, 70c per on.: gr 
per doz.

O ranges — Redland navels 
box: W ashington navels, *2

Pop Corn—90c per bn. :« 
per lb. for shelled

Potatoes—T he m arket is s 
25@30e at outside buying p<

Poultry—Local dealers pas 
hens: 12c for sp rings: 9c 
roosters: 16c for ducks: 12c r 
and 19c for turkeys.

Radishes— 30c per dnz.
Sweet Potatoes —■ Kiln-drh 

per hamper.
Veal—D ealers pay t*V<8 lO'

Petoskey tere

M ichigan Retail D ruggists H ave a 
N ew  Secretary.

T raverse City. March 7-—W ill you 
please note the change in Secretary 
of the Michigan Retail D ruggists' 
Association? H. R. M acDonald hav­
ing accepted a position with the Ful­
ler & Fuller Co., of Chicago, has ten­
dered his resignation as Secretary 
He had put so much time and work 

[into the office tha t we were loath to

aprt;
paid
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Annual Meeting
And Banquet of No. 131 U. C. T. 

a Big Success.
T he meeting of Grand Rapids 

Council Xo. 131 U nited Commercial 
T ravelers of America, Saturday, 
March 4 , was the largest, best and 
m ost interesting m eeting No. 131 has 
ever had—as it was the annual m eet­
ing at which time officers are elected 
for the coming year and also the 
fact that Grand Counselor C. A. 
\ \  heeler accompanied by his entire 
executive comm ittee and a large rep­
resentation of Supreme and Grand O f­
ficers would he in attendance the 
Council room s were “capacity full” 
and prom ptly at 12:30 the m eeting 
was called to order by Senior Coun­
selor, H. Fred De Graff and the an­
nouncem ent then came in that visit­
ors were waiting at the outer door 
and the page was instructed to admit 
them  to the inner room. The visiting 
brothers as introduced were:

Supreme T reasurer—Riley N. Hull, 
Columbus, Ohio.

Grand Counselor—C. A. W heeler, 
M arquette, Mich.

Grand Jr. Counselor—Geo. B.
Craw, Petoskey, Mich.

Grand Past Counselor—A. T. Lin­
coln, Hillsdale, Mich.

Grand Secretary—Fred C. Richter, 
T raverse City, Mich.

Grand Conductor—John Q. Adams, 
Battle Creek, Mich.

Grand Page—E. A. W elch, K ala­
mazoo. Mich.

Executive Comm ittee — John A. 
Hoffman, Kalamazoo: Jam es F. Ham- 
mell, Lansing: John D. M artin, Grand 
Rapids: Angus G. M cEachron, De­
troit.

Grand Chaplin, W. S. Lawton, be­
ing an officer of Grand Rapids Coun­
cil, occupied the chair of his office.

The page announced that a large 
class was in waiting ready for initia­
tion and the Secretary-Treasurer, 
H arry D. H ydorn, was sent out to 
make ready, prepare and get their 
money— H arry  is always looking for 
some money—at this point the de­
gree team made their entrance under 
the leadership of b rother Jim  Gold­
stein. In their uniforms and executing 
their march they certainly made a 
fine showing. R eturning to the outer 
room for the candidates they brought 
in the lucky number of 13—no that is 
not unlucky for Grand Rapids Coun­
cil Xo. 131 was organized with 13 
charter members and is now the 
largest in Michigan and up among 
t^e large Councils, under the ju ris­
diction of the Supreme Council.

Considerable time was given to 
the discussion of a proposed bill to 
come before the State Legislature 
making it com pulsory to buy a ticket 
before entering a train or pay the 
conductor at the rate of three cents 
a mile. A special comm ittee was ap­
pointed and drew up resolutions 
which w'ill be taken care of by the 
legislature comm ittee at Lansing.

The election of officers was then held 
and the business of Grand Rapids 
Council Xo. 131 for the next year 
will be handled by the following offi­
cers :

Senior Counselor—H. R. Bradfield.
Junior Counselor—J. H. Mann.
Past Counselor—H. F. De Graff.
Secretary-T reasurer—H arry  D. H y­

dorn.
Conductor—F. D. Ewing.
Page—O. W. Stark.
Sentinel—“ Daddy” A. T. Driggs.
Executive Committee—W. K. W il­

son, E. C. Jones, X. H. Graham, H. 
C. McColl.

W hen Grand Rapids Council Xo.
131 was first organized Mr. D riggs 
was elected Sentinel and each year 
lie is elected to succeed himself for 
the boys want no other person in 
that office so long as “D addy” Driggs 
will qualify and fill his bond as cus­
todian of the "Two Sw ords” and 
other numerous articles. Some short 
talks were given by visiting Grand 
Officers and it was lam ented tha t 
more of them could not tell some of 
the good ideas and suggestions they 
always have for the betterm ent of 
the organization.

There was also present m any visit­
ing brothers from M uskegon Council 
Xo. 404 with good things to tell about 
Muskegon and w hat preparations 
were being made there for the m eet­
ing of the Grand Council in June, but 
the hour was draw ing near when all 
wanted to get away’ to wash up and 
dress up for the banquet called for 
6 :3 0  at the Pantlind. A fter the instal­
lation by Grand Counselor C. A. 
\ \  heeler of the newly elected officers, 
the largest and best m eeting ever 
held by the local Council was duly 
closed until reopened again in the 
name of Unity. Charity and T em per­
ance (L . C. TA also U nited Com­
mercial Travelers.

The ninth annual banquet of Grant 
Rapids Council Xo. 131 U nited Com 
mercial T ravelers was held at th< 
Hotel Pantlind last Saturday evening 
the travelers being seated in the ban 
quet hall at 6:30 o’clock. I t was th< 
largest gathering of commercial mer 
and their wives which has ever at 
tended an annual banquet in this citv 
there being over 250 people presen’ 
and filling the banquet hall to over­
flowing. The menu which was pro 
vided was excellent and was servec 
in a rapid fire manner, after whicl 
a very pleasant evening of entertain­
ment was enjoyed.

The new Senior Counselor, Homei 
Bradfield, acted as T oastm aster foi 
the occasion and introduced the 
speakers of the evening. The guesti 
of honor were, the Hon. Chase S 
Osborn, Rev. J. T. H usted, Roy K 
M oulton, W alter K. Plumb and the 
Grand and Supreme Officers of this

State in U. C. T. consisting of Riley 
N. Hull, Supreme T reasu rer; C. A. 
W heeler, Grand Counselor; Geo. B. 
Craw', Grand Junior Counselor; A. T. 
Lincoln, Grand Past Counselor; Fred 
C. Richter, Grand Secretary; John Q. 
Adams, Grand Conductor; E. A. 
W elch, Grand Page; John A. Hoff­
man, Jam es T. Hammell, John D. 
M artin, A. G. M cEacheron, Grand 
Executive Committee.

The Hon. C. L. Glasgow, who has 
been a guest at every banquet for 
several years wras again present and 
was heartily welcomed by everyone. 
Rev. J. T. H usted gave a short ad­
dress on the topic, “The Traveling 
Man s W ife.” Mr. H usted was well 
received and his address was pleasing 
to all. Roy' K. M oulton made a few 
hum orous rem arks in his usual sol­
emn way and made a decided hit. 
\ \  alter K. Plum made a short address 
on "The Traveling M an,” which was 
very com plim entary to  those present, 
especially our handsome and dis­
tinguished toastm aster.

H 011. Chase S. O sborn spoke for 
about 15 m inutes and we had some 
speech from him in that length of 
time. The G overnor spoke of the 
time when he was a young lad and 
lived in a small village of four cor­
ners w'here the event of a traveling 
man coming in town was an assur­
ance of all the latest news of the 
world, the best funny stories and also 
a sight of well fitting clothes. The 
Governor stated tha t he was very 
glad indeed to attend a banquet 
where the ladies were present and he 
called them the traveling m an’s 
“Pard .’ He said tha t he had not 
spent such a restful evening or en- 
enjoyred such a nice program  in a 
great many m onths. He paid our 
Council a great complim ent and 
hoped tha t he w’ould be able to a t­
tend another of our banquets and if 
he received an invitation he would 
surely attend. (H e will get the invi­
tation all right).

The Governor stated tha t the bills 
which were before the Legislature in 
regard to a three cent fare on steam 
roads when you paid on the train 
would “never get by him,” also tha t 
he hoped to see a 500 mile in ter­
changeable mileage book at $1 0 .

Secretary-T reasurer H appy H arry  
H ydorn made a few rem arks in which 
he thanked the boys and also the 
“ Pards ’ for their very' hearty  sup­
port extended to Xo. 131 during the 
past yrear. Happyr H arry  also writh a 
neat little speech presented our re­
tiring  Senior Counselor, H. Fred De 
Graff with a U. C. T. charm  on behalf 
of the Council.

Mr. De Graff in h is retiring  speech 
also thanked the Council for the 
hearty  support which had been ac­
corded him during the year.

Supreme T reasurer R. X*. Hull 
made a few rem arks in regard to the 
fine condition of the order and Grand 
Counselor C. A. W heeler also spoke 
along these same lines.

John D. M artin, of Grand Rapids, 
made a few very pleasant rem arks 
which were greatly  enjoyed by all.

Mrs. Fred Richards gave a select 
reading: W m. Fenton rendered sev­
eral songs: A rthur Borden sang a

little and shot a little and presented 
a very pleasant line of enterta in­
ment. Ferd. W arner played a few 
selections on the piano and other 
music was furnished by the orchestra.

The N ational Candy Co, presented 
each lady with a nice box of B itter 
Sweets and the Johnson Cigar Co. 
presented the gentlem en with a very 
neat card case.

Everyone present enjoyed them ­
selves immensely and the verdict was 
tha t this was the finest banquet which 
No. 131 ever held.

The credit for the fine time is due 
to the very able com m ittee which had 
the affair in charge and was com­
prised of Fred T. Croninger, chair­
man, Thom as J. Modie, H arry  J. 
Shellman, W ade A. Slawson, H. B. 
W ilcox and Clifford C. Herrick.

Grand Rapids Council is growing, 
and grow ing fast and we wish that 
every commercial traveler who makes 
his home in our city m ight become 
a m em ber of this Grand Order.

G. Counselor C. A. W heeler, of the 
Michigan U nited Commercial T rav­
elers and A. G. M cEachron, Chaplain

R iley  N, H ull, S u p rem e  T r e a s u re r

of the Michigan K nights of the Grip, 
addressed the Evening Press news­
boys happy' hour Sunday afternoon 
and made a great hit. They talked 
to the boys just as though they were 
once boys them selves, and undoubt- 
edly gave the y'oungsters some excel­
lent advice. _ “N ever turn down a 
chance to do som ething tha t you 
have never done before, and are not 
sure that you can do,” said Coun­
selor W heeler. “D on’t be afraid of 
failure, for if yrou are persevering 
you will learn your weak points by 
failures and will overcome them and 
finally win success.”

Chaplain M cEachron urged the 
boys to make the m ost of their op­
portunities. “Remember, boys,” he 
said, “that perhaps some business 
man w'ho is casting about for a 
bright, capable boy, may have his 
eye on you. If he sees you sm oking 
cigarettes and going about your work 
indifferently he probably will pass 
you byr and you will lose an oppor­
tunity that would mean much to you. 
A bright energetic newsboy who 
goes about his business in a brisk 
and determ ined way stands a good 
chance of a ttrac ting  the attention of 
some business man who may start 
him on the wray to success in his 
life’s work. R em em ber tha t your 
conduct now is more im portant than 
yen realize.”

*
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SE N A T O R  B U R R O W S.
The close of the sixtv-first Con­

gress last week brought to  an end 
the public career of Senator Julius 
Caesar Burrows, a career that cover­
ed eight term s in Congress and two 
and a fraction term s in the Senate, 
a total of thirty-tw o years. I t  is not 
recalled tha t any other man in M ich­
igan history has served so long. 
Thom as W. Ferry, in Congress and 
the Senate, served tw enty years, 
O m ar D. Conger eighteen years, 
Zach. Chandler and Jas. McMillan 
each eighteen years. Of present day 
statesm en Senator W m. Alden Smith 
has sixteen years to his credit, and 
Congressman Sam. W . Smith and E 
L. H am ilton each fourteen years.

Senator Burrow ’s service has been 
as honorable as it has been long, and 
he will be entitled to grateful re­
mem brance in the history of State 
and Nation. It can not be said of 
him that his abilities were of high 
order: that he was a great statesm an 
of the constructive type. But he 
was honest, his intentions were ever 
the best and never was his loyalty to 
party  open to question. He never 
blazed the way, but when national 
conventions or party  leaders declared 
part}' policies, none were more faith ­
ful or able in upholding them. In the 
days when party  lines were sharply 
drawn “regularity” was a virtue. In 
these modern times “insurgents” 
and “progressives” are fashionable. 
Brought up in the old school. Sen­
a to r Burrow s rem ained "regular” to 
the last. TTe was a defender of the 
ill odored Lorim er and ten years ago 
this is w hat would have been expect­
ed of him as a Republican, and he- 
would have been applauded for it by 
Republicans everywhere. Public sen­
tim ent and party  lines are not what 
they were. It is Senator Burrows 
who is unchanged, a party man to the 
end, as firmly convinced as ever that 
a Republican can do no wrong. The 
closing incident in his long and 
useful career, the defense of Lorim er, 
is to  be regretted, but it will soon be 
forgotten, and the many good things 
he did will be rem embered. And. per­
haps, this is as it should be.

Senator B urrow s was w ithout

m eans when he entered upon his pub­
lic career a generation ago. H e re ­
tires from office no better off finan­
cially than when he w ent in. In  this 
respect he has not been so fortunate 
as his colleague, Senator W illiam A l­
den Smith, who has become a half 
millionaire or be tter and is able to 
live in his own mansion in W ashing­
ton. A t various tim es it has been 
charged tha t Senator Burrow s has 
been the good friend of “the in te r­
ests,” but if any such relations ex ist­
ed it is certain they have not added 
to  his worldly wealth. H e is now 74 
"years old, happy in his domestic re ­
lations, in good health and mental 
vigor. H e is a m em ber of the Mone­
tary  Commission, which will give him 
occupation and a m odest salary, and 
he has friends and mem ories to  help 
make the days of old age pleasant.

T H E  S E E D  Q U E S T IO N .
In every comm unity a good trade 

in garden seeds may be worked up 
if you go after it w ith a determ in­
ation. Once every one practiced sav­
ing their own seeds, but it is now 
cheaper to buy save in a few varie­
ties: and even these one w ants to  re ­
new frequently to insure vigorous 
strains.

Secure your stock from some 
standard dealer, and thus have som e­
thing which you are not afraid to 
guarantee as fresh and true to name. 
There are many old seeds put upon 
the m arket in the country grocery 
which have practically lost their vi­
tality. If they germ inate, the process 
is slow and the plants are weak. This 
fact has given the seeds thus sold a 
bad reputation, and some have vowed 
many times tha t they will send di­
rect next time, and not get caught 
with time so limited tha t they m ust 
again depend upon local stock. Yet 
people do repeat the process, at least 
to a certain extent, year after year.

This is your chance to show them 
that there is a difference in seeds and 
tha t you have the good ones. You 
can sell in bulk to suit the needs of 
the individual and save him postage. 
W ith the nice looking seeds before 
him he is apt to order more gener­
ously than when depending upon the 
catalogue descriptions.

A nother chance for you to build 
up is to  be able to tell just w hat v a ­
rieties are best for certain purposes 
A custom er wanted the Fordhook 
squash seed and hunted in various 
placed, one dealer try ing to  palm 
off a crook-neck variety as a substi­
tute for the “hook.” H e really .did 
not know the difference: but, luckily, 
she did. I t  is up to you to distin­
guish between your early and late 
peas, and to know som ething of their 
habits. A single evening spent with 
your catalogue will give enough in 
form ation along this line to enable 
you to  push your goods with confi­
dence which is justified.

Less attention  to  price and more 
attention  to quality m eans better 
trade and m ore profit. Remem ber 
tha t it is no t always (no r even in a 
few instances') the grocer who is do­
ing a big business tha t is making 
money.

T H E  P A R K  IN  SP R IN G .
O nly the willfully blind will be 

able to  dodge the point tha t the pub­
lic park, when nature is ju s t awaken­
ing, is no t only an in teresting  and 
beautiful but an invigorating place. 
I t  puts new life into the sluggish cir­
culation; and the m any bottles of 
patent medicine for which it is a 
w orthy substitute m ay make the 
drug business a little less brisk along 
the one special line, but will sure­
ly m aterialize w ith a renewal of ener­
gies in o ther directions which will 
more than balance the deficit.

W hat is m ore cheering than the 
first dandelion peeping out from the 
freshening sod? I t  puts new hope 
into the soul. I t  brings new joy to 
the heart. I t  proves tha t extra ef­
fort, even amid seemingly drear sur­
roundings, will bring success.

M any of the sum m er birds are w an­
dering back, and while the process of 
nest building may not have yet be­
gun, the little  w orkers are lessen­
ing the crop of insect life in a way 
tha t is refreshing to those who have 
a ho rro r fo r things tha t crawl. 
Should a belated snow storm  in ter­
rup t their enjoym ent, they seek shel­
te r in some of the thickest of the 
evergreen shrubbery. Surely God had 
the birds in mind when he made the 
cedar and the spruce: for w ithout 
these sheltering branches our feath 
ered friends m ight often suffer in 
the cold storm s of April.

T ruly  is the park the city play­
ground: the one spot where we can 
throw  aside business cares and w or­
ries, and enjoy the beauties of na 
ture and of art. I t makes joy, peace, 
happiness; it lessens crime and makes 
better the life and purpose of those 
whom we already regard as good. 
Living up to  the greatest of possi­
bilities w ith the park system is one 
of the ways by wdiich we may lessen 
the demands for prisons. I ts  main­
tenance costs less and it is infinitely 
m ore satisfactory.

T IM E L Y  W IN D O W  D R E SSIN G .
E very season at cherry-bloom ing 

tim e the Japanese repair to the gar­
dens and enjoy a feast of the soul. 
I t  is not ours to revel in the peculiar 
beauty which has cost this nation so 
m any generations of careful breed­
ing and selection, but we may have in 
every window some touch of the 
charm so pleasing to  them.

Som ething which breathes with 
the new life is always appropriate. A 
few branches of the common pussy 
willow placed in a glass of w ater in 
a sunny window will speedily d e ­
velop into a th ing of beauty. A few 
bulbs of crocus, hyacinth or Chinese 
lily will answ er the same purpose 
in a m ore elaborate m anner if you 
thought to  plant them last fall. If 
you feel disposed to  invest a small 
am ount in greenhouse plants, there 
are m any from  which to  select, a i 
though you miss the inspiration g a in ­
ed from w atching things grow  from 
the first. But as the -space assign 
ed for this purpose is in any case 
limited unless this be along your spe 
rial line of business, make the cen­
tral piece as attractive and striking

as possible. See that it is in h a r­
mony w ith your line of goods. Bril 
liant contrasts in color are apt to 
clash; and the soft, delicate textures 
are best seen in connection with the 
m ost dainty floral combinations.

If grow ing plants or cut flowers 
are im practicable, tissue paper im ita­
tions serve nicely to brighten the 
background in an otherwise plain e f­
fect. T he color scheme may be per­
fectly adapted, for there are alm ost 
countless com binations from which 
to  choose.

If the paper flowers offered by the 
professional are not to  your taste, 
there are those in your own vicinity 
who for a nominal sum will be glad 
of the chance to do your decorating. 
The m aterial is trifling in cost, and 
the possibilities in proper hands are 
alm ost boundless. Roses are quickly 
made and lilies against a dark back­
ground are always admired. W h e th ­
er the touch be of real life or o n l y  
its semblance it puts new life into 
your window.

P R O T E C T  T H E  B IR D S.
In  m any comm unities our most 

beautiful songsters and insectivorous 
birds are becom ing all but extinct, 
and mainly through the though tless­
ness if not cruelty of man. I t  is an 
easy m atter to so annoy them  and 
annihilate their breeding places that 
they will desert the locality if they 
do not pay the penalty of persistence 
w ith their lives. T he destruction of 
tim ber has rem oved m any of their 
shelters, but w ith this comes an a n ­
tidote in the public parks, if rightly 
used.

Those of our m igratory  birds first 
to re tu rn  are often caught in a late 
snow storm , and unless some safe r e ­
trea t is at hand they m ust m any of 
them  perish. There is ho be tte r nat 
ural shelter than a clump of thick 
evergreens; and those having N or­
way spruce o r similar trees from 
which to  make observations will be 
surprised at the num ber of our w ing­
ed friends frequently sheltered w ith ­
in a single tree at such times. Plant 
them liberally both in parks and pri­
vate grounds if you would allure the 
birds.

I t  is said th a t a single quail is 
w orth five dollars to  the farm er as 
an insect and weed destroyer. Even 
although ~we "may i*ot~happen to  be 
farm ers, we all thrive upon the pros­
perity  of the farm er and should.-' en 
joy  prom oting his interests. E spe­
cially should all bird lovers enjoy the 
clear note-« of “Bob W hite” from the 
thicket. A quail in the thicket is 
w orth m any in the soup; for its de­
light is perpetual.

A robin will collect for its nest­
lings, so P rofessor Treadw ell has fig­
ured it out, sixty-eight w orm s each, 
daily, and H igginson, in his delight 
ful O ut of D oor Papers, pictures the 
“exhausting labor of yonder robin, 
whose winged, picturesque day is 
spent in putting  w orm s into insatia­
ble beaks a t the rate of one m orsel 
in every three m inutes.” Study the 
birds and you will soon learn to  love 
and protect them. T hey are am ong 
our very best friends.

«if*
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T H E  SP R IN G  O P E N IN G .
There is no season of the year so  

entrancing as spring, when ev ery­
thing is bubbling w ith new life. 
There is a freshness in the air and 
in the rapidly developing verdure, 
while the bursting stream s purify and 
quicken. T he vernal b lossom s have 
a charm distinctively their own and 
the song birds' are always full of 
joy. T he awakening of nature is 
characterized by a general renewal Of 
life and vigor in a manner which is 
not w ithout its w holesom e lessons.

M ost firing is it that the “spring 
opening” com es when there is prom ­
ise on every hand of new life and 
vigor. Let it be a bursting o f the 
stream s of energy; a prom ise of 
bounteous treasures. W hatever your 
line o f goods, there is a glorious 
chance to press the new consign­
m ents to  the front, and give to them  
the freshness of the first spring b los­
som s.

First, take notice how M other N a­
ture sends her rains to  wash away 
the dross. One o f the chief charms 
of spring is the cleanness on every  
side. The need o f a general renova­
tion is apparent. N ot only  should 
w indow s and show cases be immacu­
late and shining, but make sure that 
no traces of dust are left upon the 
shelves to  soil your fresh goods and 
brand them  as left-overs.

Nature puts forth green leafage at 
every step, both over our heads and 
under our feet. T he best substitute 
for this in the hands of the trades­
man is paint, the covering which  
brightens and protects as well a? 
makes clean and insect proof. Tt is 
cheap and easily  applied. D o  not be 
chary of it, for aside from rendering  
your w oodwork longer lived it gives 
the clean, fresh look not obtainable 
through any other means. N o m at­
ter how  choice your display, the lack 
of paint w ill give as dilapidated an 
appearance as will a worn-out har 
ness tied up with strings to  the fancy 
horse.

Tf you happen to  be a m illiner, you 
have no hesitancy about what you  
will place in your front w indow. The 
Easter bonnet is too w idely herald­
ed to  require notice here. But it 
you happen to be a hardware man 
the path m ay not seem  so clear; and 
yet the voice of spring is just as in ­
sistent for you. Press your hoes and 
rakes to  the front. Get out the lawn 
m ow ers and push the wheel tools  
out where people can not m iss see 
ing them . Be ready to  prove by well 
presented facts that they w ill save 
their price in a single season to  any 
one w ho values his or her tim e; and 
no one has a right not to  value their 
own tim e in this age o f the world.

B esides show ing new and season­
able goods, show  that you are your­
self imbued with the new life of 
the season; that there are strong­
er im pulses for good rushing through 
your veins, like the sw elled stream s 
bounding down the hillsides. Show  
that you are putting forth new ef­
forts to  expand your business; that 
you are bound to grow. Prove that 
you have an abundance o f good  
th ings com ing as surely as are the

vernal b lossom s, , W hile yptt -have 
not been dorm ant like the plants—  
of course not—th e invigorating, air 
and renwed surroundings bring with  
them  corresponding . stim ulants to 
trade. ' ‘ *  l t  f

N ever was there a ,ifrfpfri£ \  fitting 
time to  show y o u /’ dnefgy.1 Gdrnfs, 
season and thfeiJ&d6<f o f y d n f  p&trons 
are ih nnlsoif'th'4^ .this* is? tire season 
pre-Cmfne'nt fcff,'<16ih^ tfiin'gs.' ¡T rans­
form ations ' are . made ‘ with m agic 
SWiftness." 'I t  is- Nature’s seedtime. 
M ike i tEalsd your ¿wrf. P lan t with 
hoitor/ vigor ahd‘ enthusiasm  and the 
returns w ill su rd y  'reward' you.

T H E  C H A M P IO N  S N E E Z E R .
A sneezing match w as recently re­

ported, from , the State of P ennsylva­
nia. T he victor, it is said, scored  
th irty-tw o sneezes from one pinch of 
snuff. H is  amiable rivalry in nostril 
agility  m akes the pie-eating contest 
look slow  and indifferent, and re­
calls how  a habit which once apper 
tained to  ladies and gentlem en of 
high breeding has fallen to  be a freak 
of fun. The remarkable th ing about 
snuff and sneezing is how  the habit 
of taking snuff has passed com plete  
ly  out of fashion am ong the socially  
great. A century ago it was a king  
ly  act to  take snuff. Now adays you  
would be a “dub if it were found on 

I your person. Our first chief execu­
tives took snuff— am ong other things 
— and they used to  exchange snuff 
boxes. T he sim ple fact is that tak ­
ing snuff, like taking wine in gross 
quantities, has ceased to  be because 
men and w om en have grown wiser. If 
we w ant to  sneeze to-day w e do not 
pass a snuff box, we beg pardon, rush 
behind the barn or the handkerchief, 
and let it go  at that.

T he reason country boys succeed 
in the city is that they learned to 
work before com ing.

Shelf and Counter 
Display

In these days of progressive 
merchandising it isn’t necessary 
to preach the advantage of a 
well-ordered, attractive store. 
But have you realized the 
effectiveness of the Uneeda 
Biscuit package for shelf and 
counter display?

T he 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

PROGRESSIVE DEALERS foresee that 
certain articles can be depended 

on as sellers. Fads in many lines may 
come and go, but SAPOLIO goes on 
steadily. That is why you should stock

HAND SAPOLIO is  a  special toilet soap—superior to any eth er  i s  c i e U m i  w ays—ériiretr 
enough for the baby’s  sk in , and capable of rem oving any stain.

Costs the dealer th e  sam e as regular SAPOLIO, but should be sold a t 1# cents per
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Immigrant to Importer
H. Hamstra’s Splendid Success the 

Work of Ten Years
It has been said that success in life I ed at the idea and voluntarily turned 

is not so much a m atter of opportu- over his agency to him. The line was 
nitv as of concentration and persever- Dutch cocoa, H aarlem  oil, brushes, 
ance. In the case of H arm  H am stra, etc. Mr. H am stra began business 
of H. H arstra  & Co., success, and peddling goods from house to house, 
well deserved success, has come but this seemed a slow and uncertain 
through these two features in his route to success, even when he pur-
sturdy Dutch character, adding at the 
same time initiative and energy of 
purpose. Mr. H am stra did not wait 
for opportunity to come: but went 
out and made that opportunity.

Rorn in a little Dutch tow n in the 
province of Friesland, early in life he 
determined to seek fortune in the 
land of opportunity across the sea. 
W ith  a number of young men friends 
he sailed steerage on the Steamer 
Statendam, of the Holland Amerika 
line in O ctober, 1 0 0 1 . The young 
men were members of the village 
band and took their instrum ents 
along and during the voyage were in­
vited to play in the salon for the 
entertainm ent of the other passen­
gers.

W hen Mr. H am stra landed in New 
York he had just $3 in his pocket 
and his only stock in trade was a 
willingness to work at anything that 
m ight ofFer. He soon found a job at 
chopping wood, then became a brick 
carrier and then a lather. He board­
ed with an American family and 
spent his nights studying English. In 
Patterson he m et the lady who after­
ward became his wife and true help­
meet. In  Patterson  he m et a coun­
trym an, Mr. V ander Laan, an im­
porter of Holland books and special­
ties, and it was from him he gained 
the idea of engaging in trade as an 
im porter. In Sept., 1903, Mr. H am ­
stra came to  Grand Rapids and the 
first acquaintance he made was that 
of A. Guikema, a Fifth avenue g ro ­
cer, representing an E astern im porter 
of Dutch goods. W hen Mr. H am ­
stra m entioned his own plan to be­
come an im porter, Mr. Guikema smil-

chased a horse and wagon to help 
in making the rounds. The venture 
was not a success, but this did not 
deter him from going back to Jersey 
to m arry the girl of his choice, and 
he declares this was the best thing 
he ever did, as it gave him an incen­
tive to work and cordial encourage­
ment. Mr. H am stra leased a stor** 
with living room s above, on South 
E ast street near Thomas, at $8  per 
month, and became an im porter on 
better lines. Instead of try ing to  sell 
direct to the consum er he sought to 
build up a jobbing trade. H arry  
M eyer was engaged as a salesman 
and the relations were so pleasant 
from the beginning that he is now a 
partner in the enterprise. As a job­
ber Mr. H am stra succeeded from the 
first. H is first order was for $ 1 0 0  
w orth of Dutch tea, and this tea went 
off in no time. More tea was ordered 
and gradually other things were add­
ed to the line, and the Dutch g ro ­
cers in Grand Rapids and in W estern 
M ichigan began to look more and 
more to M r .1 H am stra for their sup­
plies. In  1907 Mr. H am stra made a 
trip  to the Old Country to  see what 
the Dutch m arket offered that could 
be im ported to advantage. In the lit­
tle village of Dockum he bought a 
tin of Frou F rou at a small delicates­
sen store, and so pleased was he with 
the goods tha t as an experim ent he 
ordered a box of sixty pounds. It 
has been F rou Frou, under the push 
and ability of Mr. H am stra, tha t in 
four years has made his firm one of 
the largest biscuit im porters in the 
U nited States. Mr. H am stra secured 
the American agency for the wafer

A Scene in Holland

from W ed. B. Van Doesburg, propri­
etor of B iscuit-Fabriek “De Linde- 
boom ,” of M ydrecht, H olland. Under 
Mr. H am stra’s direction and guid­
ance the business grew  so rapidly 
that he was appointed Am erican m an­
ager for the H olland concern. T o ­
day this firm is handling a business 
with distributing points all over the 
U nited States and Canada, w ith a rec­
ord of progress behind it that is 
astoundisg considering the m arvel­
ously short tim e that it has been in 
being. So popular did Frou Frou be­
com e that im itators sprang up both 
in this country and abroad and it 
became necessary to resort to  the

sands of pounds annually. Carload 
shipm ents are no t at all rare. This 
city is the center of the F rou  Frou 
in terest in this country, but much of 
the distribution is done from New 
York.

In  addition to F rou F rou  H. H am ­
stra & Co. handle the famous Droste 
Dutch cocoa, and o ther specialties. 
T he business has grown to such p ro ­
portions tha t they are easily the larg ­
est im porters of foreign goods in 
Grand Rapids, and every year sees 
the volume of their trade larger and 
the territo ry  they cover wider. Mr. 
H am stra’s splendid success as a busi­
ness man has been due to his energy,

H . H am stra

courts for protection against the im- ! perseverance, industry and ability, 
proper use of the name. In every j From  im m igrant boy with $3 in his 
litigation  undertaken Mr. H am stra pocket, and w ithout even a knowl- 
has won. T he manufacture of Frou edge of the E nglish language, to this 
Frou, it m ay be added, dates back j c ity’s largest impor ter, all in ten 
to  1826, w hen the grandfather of the j years, is an achievem ent that m ight 
present proprietor, a first-class pas- j w ell make any man proud. Mr. Ham- 
try man, began m aking honey cakes. ! stra has made m any trips to his na- 
T he business descended to  his son tive land in recent years on business, 
and then to  the latter’s sons, and | H e will go  again this spring and will 
after m any experim ents they brought I take w ith him his fam ily to spend 
forth the cream filled wafer, and such several m onths, and an autom obile 
has been the favor w ith which it  has tour of the Netherlands is probable.
been received that the demand for it j ♦  ♦  ---------
com es from  all parts of the world. A cynical friend defines a picnic 
T he im portations to  H . H am stra & I as a place where your w ife’s relations 
Co. in th is country am ount to  thou- seem  to enjoy them selves.
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Delivering the Goods.
W hen working for the betterm ent 

of your business an im portant item  
that should not be overlooked is the 
delivery end of the business. The de­
livery man can hurt your business 
just as much if not m ore than a poor 
clerk.

A fter a custom er has purchased

departm ent, that is  where his re­
sponsib ility ends and that of the de­
livery man begins.

W hen the delivery man starts out 
with his load he should see that he 
has every package listed, and if he 

I finds anything w rong he should make 
i it a point to  see that the m istake is 
Scorrected before he leaves the place.

| custom er needs som ething in a harry 
A  delivery man is  seldom  too  busy 
but that he can make a few  special 
trips during the day, and in th is way  
by doing sm all favors win a custom ­
er for the store.

A nother im portant thing is to  see 
I that the goods are delivered in good  
shape as well as on time.

A good m any m en get in the habit

W hen delivering packages 
too  heavy fo r  the  woman
house 1»  handle sh e  ie ä s e r y  a
should see th a t i t  is. p u t w here i
vornan w an ts it_ so. she tfi tes ■m t
have so; w ait unci£ h e r i&safeuut can
hom e B 
Jfanv cnsterner*

can pu t x  as sis

th e  store. T hey  o rd e r  good

A nother Scene in H olland

her goods she looks to you to deliv ­
er them  in good condition as w ell as 
prom ptly. If a com plaint is register­
ed against the delivery man, start at 
the bottom  and find where the fault 
lies and place the blame where it be­
longs. If a clerk sells a custom er a 
bill of goods, wraps it up right and 
prom ptly turns it over to  the delivery

A good deal of trouble can be avoided 
by doing this and perhaps m any a 
custom er saved during the year. D e­
liveries should be made at certain  
hours every day; for instance, the first 
load at half-past eight in the m orn­
ing, the next a couple of hours later. I ors. But try to pi 
and so  on during the day. A lso  be | how. It does not paj 
ready to  make special deliveries if a | short.

j o f dropping the goods at the first 
convenient place they find in the 
house. This should be avoided. The 
good s should be taken into the house, 
where they are out of the way at 
rain or snow.

By doing th is wherever the doors 
are not locked w ill save m erchan­
dise, make your custom ers feel bet­
ter, and a lso  g ive  the delivery man 

I the feeling that he has cone  bis duty 
and delivered the g.-ods in the right 
way.

System  is what counts in the de­
livery business as well as in an. 

(other part o f the store; and where a 
I store ow n s its own w agons rules can 
j be enforced with a little  trouble on 
the part of the proprieto 
that the clerks do their 
sisting the delivery man ri 
his goods system atically.

O f course, som etim es 
are unreasonable in asking yoi 
send up goods right away when  
in reality do not care whether 
get them im m ediately or not, 
these are tew, and m ost peopfi 
a little  judgm ent in asking thes«

seem-; 
in as

rustomer

way

Sigps of äprmg.

Postum Cereal Company, Ltd.. Battle Creek, Michigan

If the Advanced Price of Coffee
Leads people to change to

P O S T U M
They save something for their purses—but, the far more important gain comes from 
leaving off coffee with its poisonous drug—caffeine—and using in its place POSTUM, which contains 
the food elements from wheat for repairing the injury done by coffee.

There is no advance in the price of POSTUM.

Continuous, truthful advertising has created a steadily increasing demand and the sale is guaranteed! 

There’s good profit to grocers on Postum and many use it in their own homes.

“There’s a Reason”
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Improving Quality Of Eggs
Efforts To Improve ¡Conditions 

Causing Heavy Losses
IM P R O V IN G  Q U A L IT Y  O F  EGGS made to secure uniform legislation in

I many of these states so as to estab- 
Efforts T o  Im prove Conditions Cans- | , ish thc ]oss. off system  of 5uying at

least during the hot months.
In the work of investigation

ing H eavy L osses.
An active campaign for the ini* 

provem ent of farm eggs in the Mid­
dle W est was undertaken last sum­
m er by the Bureau of Animal Indus­
try  of the U nited S tates D epartm ent 
of A griculture. This work was p re ­
ceded by a general survey of the 
field in the spring of 1908, which 
showed that an enorm ous loss was 
being sustained annually as the re ­
sult of spoiled and deteriorated eggs. 
T his loss results from the ignor­
ance, carelessness or indifference of 
the farm er and from the dilatory and 
unsatisfactory m ethods of m arketing 
in vogue. The actual money loss is 
suffered mainly by the farmer, while 
the loss in quality is borne by tin- 
consumer. A report of this prelim i­
nary investigation was published as 
Circular 140 of the Bureau of Animal 
Industry.

va­
rious lots of eggs were traced from 
the time they were produced on the 
farm until they reached the packing 
house, ;n order to determ ine the fac­
tors causing deterioration and to 
study how conditions of handling and 
shipment may be improved.

The results thus far have been so 
satisfactory tha t it is proposed to 
continue the work in K ansas in about 
the same m anner during the coming 
summer.

| Cost of L iving I s  L ess T his Spring 
Than a Year A go.

W ritten  fo r  th e  T ra d esm a n , 
j There has been a m aterial drop in 
I the prices of nearly all food products 
from those tha t prevailed a year ago, 
and the high cost of living has de­
creased by a large per cent. Nearly
all varieties of soil products, p o u lt^ . 

The campaign of the past summer £ , , , ,. . .  _ | m eats and fish are cheaper at whole­
sale—one of the m ost noticeable is 
the decline in the price of eggs. A 
year ago they were wholesaling 
from 25 to  27 cents per dozen, while

T he m an w ho is  afraid he w ill la­
bor too  hard never stands at the top  
of the salary l i s t

The Popular 
Flavor

Better Than 
Maple

Order from your 
jobber or

The Unis Hilfer Co 
Chicago, III.

TH E C R E S C E N T M AN UFA CTU RING  CO. 
SE A TTLE, W ASH.

K a lk a sk a  B ra n d
S Y R U P
SUGAR

MAPLE EXTRACT
H as the Flavor of the W oods

M ichigan Maple Syrup C o. 
Kalkaska, Mich.

Send for our 1911 prices

Grand Rapids Electrotype Co.
1 Lyon S t., Grand Rapids, Mich. 

Makers of Highest Grade E lectrotypes by 
ail modern methods. Thousands of satisfied 
customers is our best advertisem ent.

Also a com plete line of Printing Machinery. 
Type and P rin ters ' Supplies.

Established 1876

Wanted
Fresh Eggs, Red Kidney Beans

had for its ultim ate end the im­
provem ent of conditions surrounding 
the handling and m arketing of eggs, 
and consequently the im provement 
of the quality of the egg itself as it 
reaches the consumer. Coincident 
with such im provem ent there will be 
a saving to the farm er of a great 
part of the money loss at present sus­
tained.

The efforts have so far been di­
rected mainlv to education in better

to-day they are 19 cents, w ith the 
prospect of a still lower price.

L ast summer the egg packers of 
the country stocked heavily for cold 
storage on a general price of 22  
cents per dozen. To-day these same 
eggs are now selling at half tha t 
price in New Y ork and Chicago. Last

methods, co-operation with egg buy- week a carioad of these storage eggs 
ers and state^ authorities, and expert-1 sold in the jobbing m arkets in Chi­

cago for a nickel a dozen. The pricem entation. T he actual w ork has been 
done m ostly in the State of Kansas. 
T he educational work has been done 
by departm ent field men going 
am ong the farm ers and im pressing 
upon them the necessity of keeping 
eggs intended for m arket in a cool, 
dry place and of m arketing them fre­
quently. Incidentally they have giv­
en the farm ers help whenever possi­
ble in the practical m anagem ent and 
breeding of poultry, and have urged 
the keeping of pure-bred poultry.

The Bureau sought and obtained 
the co-operation of the egg buyers 
of Kansas, and as a result the “loss- 
off” or quality system of buying was 
brought into use. By this system 
the bad eggs are rejected and only 
the good eggs paid for. There is no 
m easure which has such a definite 
and far-reaching influence for the im­
provem ent of the commercial egg 
than th e . general adoption of this 
system of buying and selling. Thc 
State food authorities also co-operat­
ed by prosecuting under existing 
State law cases where bad eggs were 
sold. On account of the material 
im provem ent effected in the Kansas 
eggs the movem ent has spread to  ad­
jacent states, and efforts are being

to farm ers at present is 15 to  15

Moseley Bros. Wholesale Dealers and Shippers of Beans, Seeds and Pota­
toes. Office and Warehouse Second Ave. and Railroad.

Both Phones 1217 Orand Rapids, Mich.

We Supply the 
BEST in

Rubber Boots 
And Shoes

A t the Lowest Possible Price 
Complete Catalogue Mailed Promptly

Detroit Rubber Co. Detroit, Mich.

It will take More Than a Fire to check our progress
On the night of February 21st, our business at 14-16 Ottawa St., Grand Rapids, was destroyed by fire, but 

we were doing business the next morning just the same. W e are temporarily located at 33 N. Ionia 
St., while our old location is being rebuilt and remodeled. Business will be continued as if nothing 
had happened. All orders are being taken care of promptly, and we are buying as heavy as ever.

Send your... 
POULTRY, 
BUTTER,
EGGS,
VEAL and HIDES 
to us.

Spot Cash and a 
Square Deal is our 
method.

Loading Day at Our Fremont House.

A. T. PEARSON PRODUCE CO.
14-16 Ottawa St. t e m p o r a r y  l o c a t i o n , 33 n . i o n i a  St . Grand Rapids, Mich.
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cents per dozen for fresh laid, while 
a year ago it was double that.

B utter is another comm odity that 
enters very largely into the family 
food bill. A year ago cream ery was 
30 cents and above, while to-day it is 
on a dow nward scale a t 23 cents. 
D airy, which a year ago brought 25 
cents, is now plenty at 21  cents on 
a weak m arket, with storage houses 
making a still lower figure in New 
York.

O ne of the products m ost used b;: 
every family is flour, and the drop 
of $1  a barrel from  prices tha t pre 
vailed a year ago is a m ost welcome 
one to every family.

The price of sugar, granulated, is 
greatly reduced from  th a t ruling last 
year. W hen it is considered the co n ­
sum ption of sugar in the U nited 
S tates is eighty-five pounds per cap i­
ta yearly, buying it for twenty-one 
pounds for $1 is far different than 
tha t of sixteen and one-half pounds 
for the same price a year ago.

T he price of w heat is now 85 cents 
per bushel, while a year ago it was 
$1.19. W hile the farm er is not get­
ting so much for his wheat, the d if­
ference in yield will more than offset 
the difference in price between this 
season and last.

One of the m ost noticeable chang­
es in prices is tha t of fish. The com­
paratively open w inter and good 
catch perm itted the trade to  be 
nearly supplied w ith fresh caught, so 
tha t the frozen stock was not tap 
ped to  any extent. H olders of froz­
en fish are now caught with a big 
supply on hand w ith the opening 
season near. The result is the con­
sum er is reaping the benefit of low 
prices on this, one of the chief sup­
plies of food. In  Chicago the price 
for fish is 50 per cent, low er than a 
year ago. One big firm is offering 
fresh stock at 3 cents per pound. To 
sustain w hat has been said in this 
article on the drop of prices of food 
products the following com parative 
table will bear out fully the sta te­
m ents m ade:

M ar. 1, 1911 M ar. 1, 1910 
D airy b u tte r . . 2 1  23 @25
Cream ery ........ 25 30
F.ggs .............. 19 25 @27
Cheese ............ 16 ̂ 1854
W heat ............ 85 $1.19
Flour, bbl., . . w* ‘«■a o a> o $6.70@7.10
Celery, per doz. 

bunches -----30 60 @70
Beets, bu., . . . 50 @60 60 @75
Leaf le ttu ce .. 16 15
H ead, bu., — $1.25 $2.50@2.7>
Potatoes ........ 45 60
Sweet, ........... $1.50 $1 .2 0

Grape fruit, per
box ............... $3.50@4.00 $3.25@4.70

‘O ranges, box, $2.50@3.25 $2.25@2.80
Fowls, live, . .1 2 Í4J4
Chicks, live, . .13 17 @18
Ducks, live, . . .14 16 @17
T urkeys, live, .19 18 @ 2 0

D ressed cows 3 ^ @  4 5 @ 7
Steers and heif 

ers ............... 5J4@10 6 @ 8 y'2
D ressed veal . . 8  @ 9 7 @10
D r’d m utton . . 7  @ 8 1 0  @ 1 1

Lam bs ........... .1 1  @ 1 2 13 @14
D r’d hogs ---- 8 V£@ 9 11^@12*4
P ork  loins . . . • 1 1 ^ @ 1 2 15
P ork  bu tts . . . .ioj-S@n 14

Seed and Seed Prospects for the New I 
Season.

W ritten  for th e  T radesm an.
Prices of farm  seeds th is  season 

rule about the same as a  year ago 
except tim othy, which is retailed at Í 
$ 6  per bushel, $ 2  h igher than a  year 
ago. N ot since the close of the war, I 
in 1865, has tim othy been so high j 
as a t present. A t tha t time it sold 
for $4 per bushel.

T he cause of the advance of nearly 
33 per cent, is due solely to  the short 
crop last season in the great tim o­
thy seed states of Illinois, Iow a and 
Missouri. The shortage is attributed 
to  the dry  season tha t prevailed, re­
sulting in only about a third of a full 
crop being harvested. In the East, 
where tim othy seed is grown in lim ­
ited quality, there was a fairly good 
crop, but it was also affected by the 
dry w eather. But little tim othy is 
raised in M ichigan, the greatest crop 
being red clover.

T he clover hillers have ceased 
w ork and the num ber of bushels of 
seed was grea ter than last season. 
Michigan seed is preferred in the 

| m arket because of it being free from 
foreign and weed seed.

Clover seed is im ported from  fo r­
eign countries, but farm ers will not 
buy it when American grow n is to  
be had, because when first im ported 
it was full of seed from noxious 
weeds. T he U nited S tates D epart­
m ent of A griculture made an inves­
tigation and m ore recently  the im ­
ported clover seed has to  pass a 
rigid inspection. T his has caused 
shippers abroad to  come up to the 
requirem ents imposed by the de­
partm ent. T he feeling against fo r­
eign clover prevails am ong farm ers, 
and little, if any, of it appears in the 
m arket in the W est.

T he season for seeds has hardlv 
opened, but dealers report th a t en­
quiry indicates there will be a larger 
sowing this spring than usual.

Seeds for garden and truck farm ­
ing are reported excellent by most 
growers. L ast year there was a 
shortage of cucumber seed owing to 
the severe drought, and there was a 
sharp advance in the price. The pric­
es for garden seeds will rule about 
the same as last season. T he indica­
tions are tha t there will be more of 
these seeds sown because m any truck 
farm ers propose increasing their 
acreage.

Flow er seeds of all kinds will be 
in plenty because of the good sea­
son and prices will not be much 
changed from form er years.

T he prices of farm  im plem ents r e ­
main about the same as last year. 
Dealers report tha t the outlook for 
sales of farm ing m achinery is better 
than for m any years past. A lthough 
it is early for sales, m any orders 
have been placed and a large num ber 
of tentative ones await the opening 
of the season to  be closed. Should 
the reciprocity trea ty  with Canada be 
ratified, while it would no t affect this 
year’s sales materially, it will have a 
m ost im portant bearing on the trade 

f in American farm m achinery in the 
future.

I t  is possible to  accomplish m any j" 
results through the use of ‘main I 
strength  and aw kwardness,” but it  is I 
ever so much easier, quicker and bet- | 
te r to  mix in some brain work and I 
cut down the physical effort. j_

Honorbilt
Fuse Sh n c a 

For Mem
A SNAPPY U N E

/e?
Tanners and Dealers hi

Mica Axle Grease! « " * * ■ * .* *
Reduces friction to a minimum. 
It saves wear and tear of wagon 
and harness. I t saves horse en­
ergy. It increases horse power. 
Pur up in i and 3 lb. tin boxes, 
10 , 13 and 2 5  lb. backets 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 3 gallon cans.

STANDARD OIL CO.
(fraud Rapida, Wck.

Crofton Sk R e d e s  C o., LM.„ Ti 
27  9 . SSarftet S t-, ( n e i  gaptU*, ISMS.

Mdp os f m r  H ides M 1
Pi-tee* Swewfeesw

IBI
Paese«

« . R. Ranch k  Cdu Hart, tfefc.

M ichigan P eop le W as* SGehtgaa. Psu&aea*

Pnndefina Vegetable Entier Caisr
perfectly Pure Vesecarue Batter CMnr 
and one cImk complies witì» sine pore 

food law* of every S ta te  and 
of she United States.

1 f
He—factera* by W #n* A Ricírarisorc Co. 

B a rtta fla a . V f.

W C R~ REA & WITZIG J ,
PRODUCE COMMISSION

104-106 W est Market S t., Buffalo, V  V.
“ Buffalo Means Business'*

W e want your shipments of poultry, both live and dressed. Heavy iem and 
at high prices for choice fowls, chickens, ducks and turkeys, and we can get 
highest prices.

Consignm ents of fresh eggs and dairy butter wanted at ail times. 
REFERENCES—Marine National Bank. Commercial Agent», Express Companies. Trad* 

Papers and Hundreds o f  Shippers, Established 1973

A Reliable Name
And the Yeast 
Is the Same

F leisch m an n ’s
Our Brands of Vinegar

Have Bees Continuously an the lUrlcet 
For Over Forty Years

Is this not conclusive evidence of the consum ers stamp- I 
in g  their approval on oar brands for Q U A L IT Y 1

Mr, Grocer:—‘'ST A T E  S E A L "  Brand Pure Sugar | 
Vinegar is in a class by itself, made from Pure Granular 
Sugar. To appreciate It you M U ST  recognize its m ost ex- I 
cellent F L A V O R , nearer to  Cider Vinegar than aay other | 
kind on the market today—B E W A R E  O F  IM IT A T IO N S f

‘ 'HIGHLAND”  Brand CMer m I  W hite fV kh w g  
‘•OAKLASO”  draw * C ider am* W h ite  p&fcjmg 

“ STA TE S E A L " B rand S u g a r V ia e p r  
Our Brands of Visegsr are profit winners. Ask » n r  «m en.

Oakland Vinegar & Pickle Co. Saginaw. tUdk.

mailto:6.70@7.10
mailto:3.50@4.00
mailto:3.25@4.70
mailto:2.50@3.25
mailto:2.25@2.80
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The Merchant-Farmer
In Early Days The Two Were 

Often Combined
W ritten  fo r  th e  T ra d esm a n .

The combination of two callings 
is often deprecated by the theoretical j 
man of the world, and perhaps justly  
in certain conditions. Nevertheless 
the combination of m erchant-farm er, 
m erchant-logger and mill owner has 
been successfully formed, many such 
cases having come under the observa­
tion of the writer.

One case in particular recurs to 
mind: that of a successful farm er 
who, after having broken a hole in 
the wilderness, establishing himself 
in a successful farm business, turned 
his talents tow ard the m ercantile line", 
founding a very well stocked store, 
which was not only a profitable ven­
ture, but brought its owner into pub­
lic notice, and, as in the case of the 
lam ented Zach. Chandler, finally land­
ed him in the arena of State poli­
tics.

Now. a man who can succeed as 
a farmer, as a m erchant and as a 
lumberman often appeals to the good 
sense of the people as one who 
would make a capable legislator. Such 
a man was Philo R ugsdale. Of rug­
ged constitution, hardened physically 
by outdoor life incident to  farm and 
forest exploitation, he went into pol­
itics ably equipped for the work.

Philo, as the candidate of the pro­
gressive party, won out and found 
himself in the State Legislature, 
where, despite the fact that the body 
was made up mostly of lawyers and 
petty  politicians, he made his mark 
as one of the ablest men in tha t 
body. F irst in the Low er House, 
then in the Senate our farm er-m er­
chant proved his ability as a first- 
class legislator.

Once, at Grand Haven, he made a 
ringing speech on an im portant m at­
ter of interest to the lumbermen of 
the w est part of the State. That 
speech sounded the key note to  the 
next campaign, placed Philo Rugs 
dale at the fore front of political 
prominence and alarmed the rugged, 
honest, fearless man of the people— 
alarmed him as to his own safety.

Despite his exalted character and 
successful business m ethods Philo had 
a streak of indolence running through 
his nature like a silver thread among 
the gold strands of a woman's fading 
hair. He loved his home and its as­
sociations. He had served his State 
with two term s in the Legislature and 
longed to get back to  his own peo­
ple and the quiet of his home once 
more.

“W ho is tha t m an?” asked an ad­
m iring business man of the Haven, 
thrilled by the natural eloquence of 
the farm er-m erchant.

“ It is Philo Rugsdale, of the up­
river country,” was the reply.

“W ell, by George, he shall be our 
next congressm an.”

Such was the enthusiasm  aroused 
by the speech and the man.

I t  did not come to fruition, how­
ever. Philo put his foot down on the 
proposition to make of him a na­
tional figure. “I am not after fame,” 
said he when urged to put himself 
forward as a candidate for Congress. 
“ I am now com fortably well off; the 
quiet enjoym ent of home is more to 
me than the fame of an Abraham 
Lincoln—I will not lift a finger to go 
to Congress.”

ou need not do a thing your­
self’.’ urged the friend. “W e will see 
to all tha t: you shall be our next 
congressm an—”

“No, no,” with hand upraised in 
protest. “I can point you to  the 
very man you want. H e comes of 
a successful family of lum berm en, is 
young, patriotic to  the core and in 
every way w orthy. As for myself, 1 
have had enough.”

“Your good service in the Legisla­
ture deserves rew ard,” protested the 
friend. ou supported Governor 
Blair in all his efforts to forw ard the 
cause of the U nion; you made some 
Copperheads sm art: now it is the Na­
tional Congress for you.”

But no argum ent should shake 
the farm er-lum berm an. He had had 
enough, and was content to  return  to 
the shades of private life. W hen im­
portuned to name the man he thought 
fitted for Congress, he said:

“ I will point you to a native born 
M ichigander who is the logical candi­
date. T am from Maine, but right 
here in your m idst is a M ichigan man 
who is all right politically and p a ­
triotically; I refer you to Thom as 
W hite Ferry, of Grand H aven.”

Philo’s suggestion was subsequent­
ly acted upon. W hite F e n y  was 
nominated and elected, afterw ards be­
coming a prom inent figure in the 
State and Nation, second only to the 
im m ortal Zach. Chandler himself. 
Few men would throw  aside a crown 
as did our farm er-legislator. One of 
N ature’s noblemen, he pursued the 
even tenor of his way, supporting 
with voice and money the sacred 
cause of the Union, which for more 
than four years was threatened with 
disruption.

As a farm er Rugsdale was first of 
his day: as a lum berm an he was 
richly rew arded: as a man he never 
had his superior. All honor to his 
memory.

Some of the early business men 
the Michigan woods combined farm ­
ing with lumbering. This seemed a 
very successful union, the farm feed 
ing the needs of the lum ber camp 
The camp store was not uncommon 
although only a few unscrupulous 
seekers after a fortune were mean 
enough to  insist on paying off their 
workmen from the store at greatly  
enhanced prices.

One little  store in particular built 
¡up quite a business in the very heart 
* of the w ilderness catering to  the

w ants of the lum ber camps. This 
store was not over 1 2 x2 0 , w ith a rude 
board counter on one side, m olasses 
and vinegar barrels taking up space 
along the opposite wall. H am pers of 
dried codfish lay on barrel heads, 
dried apples and herring  coming in 
for a space.

V ery few feminine goods found 
sale here, since the population was 
m ostly masculine. Tobacco, boots, 
pacs and clothing filled the rough 
shelves. T he patrons were m ostly 
backwoodsmen and Indians. The 
lum berjack as now designated is a 
comparatively modern invention; tha t 
is, having its birth  as a designator of 
woodsman since the close of the Civil 
W ar.

From  a small beginning am ong the 
pines, amid the rudest surroundings, 
some of the greatest m ercantile for­
tunes have been builded. One of the 
millionaires of Chicago got his first 
train ing as a m erchant selling from a 
pack to the Indians, trading goods 
for furs. I t is not in the scope of 
this brief article to even outline the 
great things tha t came from infancy 
am ong the pines.

One of these backwoods traders, in 
an evil hour, im ported a barrel of 
French brandy to  the woods. You 
m ay be sure he had patrons enough 
and to spare. The Indians were lib-
eral partakers of the Frenchm an’s
joy, and a general pow-wow of
sounds followed.

As a m atter of self defense the
trader was obliged to  pour out his 
brandy before half its contents were 
sold, and tha t was his last experi­
m ent in the line of liquid refresh­
ments.

Some of the pioneer lum ber-m er­
chants builded better than they knew 
Flourishing cities have grown up on 
the spot where the first little log 
store was erected. Even although the 
N orth woods were originally peo­
pled by a cosm opolitan race, with 
criminal fugitives from m any lands 
making up a considerable per cent, 
of the population, yet, in the main, 
crime was not over extensive, and 
some of those who, in another land 
were under the ban of the law, be­
came good citizens in the new, wild 
land they had finally espoused.

Farm er-m erchant, lum berm an-m er­
chant, both have been successful, and 
although there is possibly such a 
thing as “having too many irons in 
the fire,” it has been clearly demon­
strated that the following of one par­
ticular line of business is not abse 
lutely necessary to success.

Great men and great businesses 
sprang originally from the loins of 
the humble backwoods shack. D e­
spite not the day of small things.

J. M. Merrill.

Im provem ent in Farm ing M ethods.
T ha t agriculture in this country is 

moving tow ard a higher plane is now 
beyond the region of doubt. How 
much of the change is due to  ad­
vanced educational teachings through 
the activities of many governm ent 
institutions to prom ote in terest in a 
higher range of scientific farm ing and 
superior practical m ethods of doing 
the work, can hardly be estim ated.

The best thought and m ost in ten­
sive study are in the line of a higher 
range of soil cultivation. Conditions 
of climate being equal, grain produc­
tion is advancing in acreage yield. 
Leaven is now in the dough and fer­
m entation is going on, which proc­
ess may well be expected to  con­
tinue until the whole system  of high 
soil culture will naturally  be raised to 
a higher standard.

H igher values of both m eat and 
bread introduce greater in terest in 
the subject which, w ith diminishing 
acreage of new land to be exploited 
is the force behind the movem ent.

In every part of the country im­
provem ent is noticeable, w hether it 
be in the raising of food products or 
other m aterial of the farm. T he h igh­
er prices stim ulate activity and sup­
ply the m eans to  do the work.

Early settlers, largely w ithout 
funds, could not if they would push 
scientific agriculture. W ith  them  it 
was first a struggle for existence, 
while, long periods of low prices fo l­
lowed. Farm ing, like all o ther in­
dustries, to reach highest possibili­
ties m ust be capitalized and not until 
recently has this succeeded.

Consumers in o ther lines of work 
complain of the change, which is hu­
man, but a fair division of opportu­
nity is due to all and equal justice is 
the right of all.

It can hardly yet be fairly said that 
farming brings in rew ards above its 
deserving as compared with occupa 
tions in o ther fields of industry.—E x ­
change.

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 tha t 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. W rite us today!

VOIGT MILLING CO. 
QRAND R A PID S, M ICH.

«At

*0*

I t



March 8, 1911 M I C H I G A N  T R A D E S M A N IS

O ur G rocery Topics.
The m odern system  of packing 

dried fruits in cartons and baskets is 
convenient and seductive, but de­
m ands special vigilance on the part 
of the dealer, because moldy or ac­
tually ro tten  fruit is som etimes found 
in the packages, to the disgust of the 
custom er and the injury of the deal­
er’s trade. W orm y and ro tten  figs, 
moldy evaporated apples and dam ag­
ed dates are am ong the discoveries 
tha t the consum er may make. It is 
always wise to dispose of dried fruits 
as rapidly as possible, for the goods 
deteriorate more or less rapidly how ­
ever packed.

Standardize the store, as to quali­
ty, making the standard as high as 
possible, and a valuable reputation is 
soon secured. One of the m ost objec- 
tionble things from the consum ing 
point of view is the irregularity  of the 
groceries sold at some stores. One 
article is fine, another indifferent and 
another poor, and so it goes, while 
articles originally good m ay fall off 
in quality on account of too long 
keeping. Strike a key note w ith bu t­
ter or coffee and tune all the rest of 
the stock up to it. W here the palate 
and stomach are concerned this pol­
icy will pay.

for a certain quantity of spice and 
the cake is lacking in spice flavor, the 
m urder is out, the blame is put where 
it belongs. H ence quality in 9pices is 
a good draw ing card. W hite pepper, 
however, is an indictm ent of popular 
intelligence, as a rule, as its color is 
the only thing tha t recom m ends it to 
m ost people.

Tt is hard to tell the difference be­
tween cheap and fine spices, unless 
one is an expert or has used them in 
cooking. The cook can tell. Strength 
is soon missed, if lacking, however, 
and particularly  in pepper when used 
on the table. F lavor is less quickly 
missed. But if a cooking recipe calls

T he demand for molasses fell oft 
years ago because of adulteration, 
thus showing how natural law o per­
ates for the cure of tha t evil, and a 
similar effect, although, perhaps not 
so pronounced, was seen in the jelly 
trade. Now, however, m olasses and 
jellies are regaining their form er 
popularity, the quality of the stand 
ard grades causing all classes of con­
sum ers to consum e them  m ore freely 
than for m any years. Indeed, the 
sweet too th  of the American people 
is being catered for in a rem arkable 
m anner, and the appetite for sweet 
th ings seems to  grow  with w hat it 
feeds on, as w itness the extraordinary  
consum ption of candy. Even sweet 
pickles sell freely and we find sugar 
in our catsup.

A tem porary drive in crackers mas 
result in turning whole families int< 
consum ers of fancy crackers.

The prune is gaining favor as a 
standard dessert dish, and notw ith­
standing the jokes of the newspaper 
hum orists, it deserves all of the pop­
ularity it ever enjoyed. Its  hardened 
ex terio r covers a source of much 
healthfulness and palate zest, tt 
keeps well and pays a fair profit, ft 
is also amenable to  a freshening up 
treatm ent when its wrinkled front 
grow s ashy and flinty with age. In a 
stewed state the sm aller and usually 
cheaper prunes are as palatable as the 
larger fruit, a god-send to  the  con­
sum ers w ho m ust count the pennies. 
Cooking recipes for prunes are 
worth d istributing  by the grocers, as 
new form s of preparing them tend to  
create new outlets for the fruit

or m e 
ed by the  ifavoi
palate te s t is d

Old friends, .
to tflfcs delectal
old hr;m ds. the

;ced

rue
?d a thou« 
battle and 
th a t have made t 
affections or th< 
spect of the g r 
no  apologies,, tb
eomitrms

ditte

A nother form  in which sugar is 
freely consum ed is in fancy crackers. 
No m ore rem arkable trade develop­
m ent has been known than the 
grow th of the sale of crackers. T he 
daintiest tastes are tem pted by the 
daintiest form s of the biscuitm aker’s 
product, and the per capita sale is still 
grow ing, helped by the assistance of 
enterprising grocers who do not hes­
itate to  sacrifice gross profit now and 
then in order to  make big net profits.

Catsup should be choi 
13 used as a garnishm er 

! and an inferior article n 
i consum ers against the 
| used with. Also an in 
scon grow s distasteful tc 

| er, w hereas a good b 
back the buyer for mor« 

j ishing how g reat a  vogt 
catsup soon obtains in n 
especially am ong the y 
will be eaten with me 
crackers and bread, and 
to  make palatable the 
lunches tha t over-drivei 
reso rt to  in the middle > 
is a m istake to  sacrific 
of catsup to  price. T< 
should have a predomi

it is aste 
a standa

A Trade W inner and 
A Trade Holder is....

New Perfection
Our moderate capacity and splendid trade prevents us calling personally on every  

M ichigan merchant; but w e  extend our greetings to  ALL through the Michigan 
Tradesman. W e have som e exclu sive  territory left, and if w e  are not represented  
n o w  in your tow n , w rite for the agency before your com petitor gets it. M e develop  
the trade after yo u  get the flour in stock . W rite us for our selling pfcm T O D A \ .

W a tso n -H ig g in s  M illin g  C o.
Successors to  W atson & Frost C om pany
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Coast Surplus of Labor
General Strike is Ordered in Los 

Angeles May 1
W ritten  fo r  th e  T ra d esm a n .

Los Angeles, Cali., Feb. 25—A Mr. 
Sauter, who resides in Holland, 
Mich., is spending the w inter here 
w ith a m arried daughter. He has 
resided at H olland many years and 
is prom inent in the business, social 
and political affairs of tha t city. I 
m et him at the m onthly picnic of 
the Michigan Association to-day. In 
the course of our conversation he 
said: “The Pacific coast offers no in­
ducements for the poor man. There 
are chances for men of means to in ­
crease their wealth here through d is­
creet investm ents, but for the men 
who have nothing but labor to sell 
there is no room. In every coast 
city I have visited there is an 
excess of common labor. This is as 
true of the in terior towns as cities 
A great many men are driven to com ­
m it deeds of crime in order to ob ­
tain the means necessary to provide 
for their tem porary wants. Men in 
the E astern and Middle S tates who 
are well employed should remain 
where they are.”

A le tte r received by the w riter 
from  a business man living in Seattle 
states tha t thousands of men are 
stranded in tha t city and can not ob­
tain employment and Mr. Joseph D. 
Jones, an attorney of tha t city, who 
is spending the w inter here, confirms 
the statem ent. H e hopes, however, 
tha t conditions in business and the 
industries will improve.

In passing through a short section 
of N orth Broadway this m orning I 
noticed in the little plaza in front of 
the ancient Spanish mission fully 500 
idle workingm en waiting for some 
one to give them employment. Scat 
tered along the street, within a dis­
tance of one-half mile, I noticed at 
least 500 more. In  spite of this over­
supply of labor, I am informed that 
a strike of all men belonging to  the 
local unions fo r shorter hours and 
more pay has been ordered to take 
place on May 1 . Tf the claim is true 
tha t there are 18,000 men employed 
by the m anufacturing industries of 
Los Angeles and any considerable 
num ber of this class of citizens 
should respond to the call, the busi­
ness interests of the city will be se­
riously affected and the social prob­
lems resulting will cause anxiety to 
say the least. A statem ent was pub­
lished widely last week tha t the 
American Federation of Labor had 
prom ised to finance, an effort to 
unionize Los Angeles for the sum 
of $500,000.

A t the South Hill street entrance 
to  Central Park, in the heart of the 
business district, the city of Los An­
geles is erecting a rest and comfort 
station, where the weary tourist and 
the residents may rest and enjoy to i­
let facilities. I t is located right on 
the sidewalk and is large enough to

house all the Governm ent officials 
of a small city. I t will cost 550,000. 
W hile the work is in progress the 
great Baptist temple, located at the 
N orthern entrance of the park, will 
remain open for all who need room s 
for rest and recreation. The rooms 
are used largely by young women 
after business hours. A piano, sev­
eral sewing machines, books, m aga­
zines and newspapers are provided. 
The room s remain open until 0 
o’clock at night and are in charge of 
a committee of ladies of the church. 
I t sems impossible to induce the au­
thorities to erect a rest and com fort 
station in Grand Rapids.

W illiam Thum , a multi-millionaire, 
form erly a resident of Grand Rapids; 
was an unsuccessful candidate for 
the office of M ayor of Pasadena last 
week. He favored liberality in city 
affairs.

Charles B. Kelsey, who is spending 
a few days in this region, played golf 
this m orning with Charles B. Judd.

Among the attendants at the 
m onthly picnic of the Michigan A s­
sociation this m orning were O. W. 
Blain, form erly engaged in the prod­
uce commission business in Grand 
Rapids: E. E. Allen, of Santa Ana. 
form erly a law partner of Moses 
T aggart, in Grand Rapids: W. F. 
Shedd. an attorney who took up a 
residence here tw o years ago: Geo 
Besancon, form erly w ith the Grand 
Rapids Gaslight Company, and “Cal.'’ 
Colton, a b ro ther of the late John 
B. Colton. “Cal.” was a m em ber of 
the Sixth Michigan Cavalry and is 
badly crippled. Among his boyhood 
chums, concerning whom he enquired 
of the w riter especially, were “Dick” 
Blumrich, of the H. Schneider Co., 
and Capt. Charles E. Belknap.

Alfred Crawford, a prom inent g ro ­
cer in Grand Rapids forty  years ago, 
sold out his business here -recently 
and retired.

Men engaged in small- businesses 
here complain because they can not 
obtain leases of the prem ises they 
occupy for more than one year, and 
tha t rentals are advanced whenever 
a lease is renewed.

D ealers in provisions are ven 
much stirred, up over the announce 
m ent tha t the City Inspector of 
W eights and M easures proposes to 
ascertain w hether a person buy in 
meat, fish or o ther provisions should 
be obliged to  pay for the paper in 
which it is wrapped at the same 
price he buys his meat. Complaints 
have been sworn out against two 
dealers in m eats, and their right to 
charge m eat prices for paper is a 
question tha t will be tested in the 
courts. One retailer is accused of 
selling a custom er thirty-seven pounds 
of meat, two pounds of which, how­
ever, were paper. I t  is figured that

the paper, fo r which the custom er 
paid 4(5 cents, represented 5 per cent.* 
of the package. A package of b a ; 
con weighing seven pounds,, of,w hich 
it is said five ounces-w as ,pap{:r,, was. 
sold to another ..custom er .at the prei 
vailing cost of batort, 38 ieuts,* tb’d 
consum er paying 10  cents for the 
paper. As the paper used in w rap­
ping meat, fish and game cost from 
3 to  5 cents per pound, the profit on 
it at the price paid for m eat is lib ­
eral to say the least. As a m atter of 
course none of the dealers in m eats 
in M ichigan charge anything for the 
paper used in w rapping up provisions. 
Y ears ago, in fact, m any years ago, 
when a custom er purchased a steak 
from the village butcher he carried 
it to  his home with a long skewer of 
wood. The scales in which it was 
weighed were seldom cleaned, but 
the butcher saved the cost of wrap 
ping paper. A rthur S. W hite.

AGO 
skstwD 
0ÏHÜW

SWATCHES ON REQUEST

Sawyer’s
C R Y S T A L  

Saa that Top

SO Year» 
,th* Ptoplt't 

Cholc*.

—  R in e -

M anaged husbands usually need it

The Man Who Knows 
W ears “ Miller-Made”  Clothes

And m erchants "who know” sell them. Will 
send sw atches and models or a  man will be 
«ent to any m erchant, anywhere, any time. 
No obligations.

Miller, W att ¿¿Company 
Pine Clothes for Men Chicago

For the
Laundry.

DOUBLE
STRENGTH.

Sold in 
Sifting Top 

Boxes.
Sawyer’s Crys­

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

I f  joes twice 
as tar me a ttar 
Biota,

Sawyer Crystal Blue Co.
88 B ra n d  Ström t,

B O S T O N *  •  M A S S .

Klingman’s Sample Furniture Go.
The Largest Exclusive Retailers of 

Furniture in America

Where quality is first consideration and where you 
get the best for the price usually charged for the 
inferiors elsewhere.

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

Corner Ionia, Fountain and Division Sts.
Opposite Morton House Grand Rapids, Mich.

W e Manufacture

Public Seating
Exclusively

r h l i r r l l P Q  W e furnish churches of all denom inations, designing and 
building to harmonize with the general architectural 

schem e—from the m ost elaborate carved furniture for the cathedral to the 
modest seating of a chapel.

^ r h n n f c  The fact that we have furnished a large majority of the city 
u v l l U U I S  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. E xcellence of design, construction and 
materials used and moderate prices, win.

I f lr i f fP  H o l l o  W e specialize Lodge H all and Assem bly seating. 
L U U ^ C  l i a i l a  Our long experience has given us a knowledge of re­
quirements and how to meet them . Many styles in stock and built to order, 
including the more inexpensive portable chairs, veneer assembly chairs, and 
luxurious upholstered opera chairs.

W rite D ept. Y.

Hmencan Seating Company
215 Wabash Ave. CHICAGO, ILL.

GRAND RAPIDS NEW  YORK BOSTON PHILADELPHIA
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Spring trim of the Herpolsheimer window arranged by O. H. Heinig.

Spring Time Blossoms 
in Decorative Schemes

Spring offers m ore opportunities to  velvet, which m akes a happy combi- 
the decorator than any other season nation w ith the apple b lossom s. Oth- 
of the year. T he b lossom ing out er b lossom s m ay be used in the 
of the trees and flowers lend them - judgm ent o f the trimmer, 
selves to  the m ost delicate and har- T his arrangem ent and design will 
m onious tones and color combina- prove an excellent setting for cos-
tions that any one could w ish  for. 
In the accom panying design we have 
striven to  give to  the setting that 
light and airy appearance that is 
characteristic of early spring and 
which appeals so strongly to  the 
shopping public that has been housed  
up for three long winter m onths.

T he first step in the construction  
of the design w ith which we have to 
deal is the framework. Narrow  
strips of w ood are cut into lengths 
from one-half inch lumber, ranging 
from three to  eighteen feet in 
length. T hese m ay be dow el sticks. 
T hese strips are thickly covered with  
apple b lossom s and foliage. A t the 
top of the background large clusters 
of b lossom s are placed at different 
intervals. T hese balance the decora­
tions and give it an irregular appear­
ance as well, thi s avoiding stiffness 
or form ality in the arrangement. 
T hese circles average eight inches in 
diam eter, and can be cut from heavy  
cardboard. T he background and 
flooring is covered with a dark green

tumes, as it has little  detail to  divert 
attention from the m erchandise. It 
is neutral in color and the setting  
occupies but little space.

O. H . H einig, 
W ith H erpolsheim er.

W HERE AND HOW THEY WORK

The Decorator's “Den” Like Prop­
erty Room of a Theater.

A  “den” o f the w indow  trimmer for 
a big departm ent or dry goods store  
is a busy place these days, w ith the 
spring openings only a week or, at 
m ost, tw o w eeks away. It is a place 
of hard thinking, much work and of 
as great m ystery as the household of 
small children just before Christmas.

T he w indow trim m er’s quarters 
m ight properly be called a studio or 
atelier, for the w indow trimmer is 
an artist and his creations, although  
for but a day, are full of grace and 
beauty, but after a v isit to  where the 
trim m ers in this city do their work, 
"den” seem s the appropriate word.

T he “den” has a striking resemblance 
to the property room of a theater it  
is cluttered w ith the m aterials of the 
trim m er’s art. There are dummte 
and frames, and Forms and iis tare- 
in great variety. There are paint 
pots and backgrounds There ar- 
flowers and trees and foliage, birds 
and butterflies and a lot of other 
things. It should not be imagined 
that the w indow dresser is given 
carte blanch in the m atter of ex­
pense. On the contrary, he is held 
down and he m ust use his materials 
with econom y and intelligence o r  
there w ill be trouble, and the clutter  
in the “den” is due to the need of 
saving things to  use in other com ­
binations.

It has been said that the window  
trimmer is an artist. And he is. His 
first step in dressing a w indow is to 
prepare a drawing in co lors o f  what 
he desires to  produce. T his draw­
ing is to  scale, and when rt has been 
approved the house carpenter is call­
ed in to  make the necessary frames 
for the background. T h ese  frames 
are in sections for convenience in 
handling, and when com pleted the 
trimmer gets busy w ith h is m aterials 
The dum m ies are dressed and all the 
other m aterials for the display are 
assem bled. Som e evening the cur 
tains are drawn, the old display is 

, hastily rem oved, the new background  
and settings g o  into  place according  
to  the plans, and the goods for the 

j new exhibit are installed. It is rusn 
work from the tim e the curtain is 
drawn, but the preparations have 

■ been well made, and in the m orning

t  those who pass.

sense. H e m ust produce a window 
tha t will please the eye, bu t he m ust 
never lose sight of the fact th a t the 
prim ary purpose fs to  advertise the 
goods tha t are f< r  sale within. H e 
m ust have a  fine sense of the har­
monies in color and material. He 
m ust be in close touch and sym pathy 
with the store policy and he and the 
advertising departm ent m ust work 
together. He m ust have originality, 
and the best of taste, and at the  
same time be alive to  his responsi­
bilities. The trim m er can make - >r 
m ar trade, and his position is of rec­
ognized im portance in any up to- 
date establishment.

in window trim m ing circles Ger­
many is said to be in the lead of ail 
o ther countries. In this country 1 .»• - 
cago is said to  be the city  of the  « m .  
beautiful window displays, far sur­
passing New York. This city has 
some very clever trim m ers and the 
displays shown here are more artistic  
than will be seen in D etroit. A m ong 
the best know n of the focal a rtis ts  
are O. FL Hern ig, o i  Herpoi+nemr- 
e r 's : H arry  fSharz, of Spring 's: I .  A. 
M anna, of the Boston S tore. M. 
V erschoor, o f S teketee’s: C. P o tter, 
of Friedm an's, and F. C. T odd , *»c 
Ira  M Sm ith's. These ire  the bfg 
M onroe street stores with ever- 
ebanging and always artistic  win­
dows. StegeFs and K îem 's have 
handsom e windows in women s 
gow ns, F oster, Stevens St Co. alw ays 
have handsom e w indows in hard-
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ware, B axter and Houseman & Jones the whole line by heart, and who will j Show cards, price tickets and in­
pay much attention to window dis- take down individual shoes and point j scriptions inviting the attention  of 
plays in clothing and men's furnish- out their merits. T he casual passer- 
ings. The H erkner and P re u s se r’by outside the store window has no 
jewelry windows always a ttrac t at- one to explain and the very points
tention. A later developm ent of w in -  which make a 
dow trim m ing is in the grocery and j or valuable or 
m eat lines. T he Grand Rapids Gro 
cerv and Daane & W itters, grocers, j “played up.’

certain shoe new 
stylish may es­

cape the attention if the shoe is not

the man on the sidewalk and describ­
ing the goods, will be found of much 
assistance in m ost stores and m ost 
neighborhoods. T he hasty  glance, in 
the quick walk past the store, does 
not give much opportunity  to  accost 
and hold and talk  to the consum er,

more than you would hire a deaf erby when goods alone will fail, 
mute salesman as a store helper. | Exposure in the window, if long 

either one will sell as m any shoes | continued, hurts m any kinds of 
as they would if they had the power j goods. Color fades and ferm entation 
of speech. There should be window | jg apt to  set in when certain bot-
cards and price marks.

It is an old truism  tha t a good dis-
I tied goods are exposed. D ust and 
! flies add to  the perils of exposed gro-

play window is itself a salesman. W e ceries and delicatessen w ares in the 
fully believe, however, th a t these ! window, w henever these evils a r t  
“silent salesm en” are, on the whole, I m ittedlum per- lu lu lu lu lu lu n 
not doing much more than one-half I perm itted to  en ter the window. The 
so much good as they m ight do, if ! period of exposure should therefore 
more attention  were paid to making j be short, or else the quantity  of each

j kind of goods exposed should be very 
| small. W here there are package 
goods to  be exhibited, such as teas 
and coffees, canned goods and dried 
fruit, the packages can be grouped

them say something.

The Grocer’s Window.
The grocery windows are showing 

the progress of the idea tha t adver-

and Kling, m eat, pay alm ost as Do not put out a deaf mute win- but if there are w ritten  w ords they 
much attention to their window dis- dow that does not say a word, any wjn catch the eye and hold the pass- 
plays as do the dry goods people, and 
how attractive these windows can be 
made is a revelation to the people 
of Grand Rapids.

The trim m ers in Grand Rapids aim 
to make their displays seasonable. I t  
is a fall setting for fall goods in the 
autumn and spring settings for spring 
goods. Much attention is paid to the 
change of seasons, to the coming of 
holidays and festive occasions. The 
aim is to rem ind people of coming 
events and to create desires which 
m ight never be awakened but for a 
friendly nudge from the window 
trim m er. These special seasons and 
dates help to lend variety. T he trim ­
m er has work to do at all seasons 
and at all times and his activity is 
ever in evidence, alike on new goods, 
on staples, on m ark-downs and spe­
cials. He is the “indexer” of w hat 
is going on in the store, the guide to 
bargains and “copper” to  bring cus­
tom ers inside. And the trim m er, it 
may be added, is the m ost m odest of 
men. H owever he may work, w hat­
ever talent he may put forth—not he 
but the store gets the credit for w hat 
he does. The trim m er is unknown to 
the w orld’s fame; it is the store that 
gets the glory.

In this city the trim m er not only 
dresses the windows but he decorates 
the interiors when decorating is to 
be done. At the H erpolsheim er store, 
for instance, for a spring opening it 
is spring all through the big e s tab ­
lishm ent as well as in the window’s, 
and this work devolves on Mr.
Heinig, and it is always well done.
T he trim m ers also w rite the price 
and o ther cards and placards and in 
this often show skill of a high order 
in artistic lettering.

The accom panying illustration is of 
H erpolsheim er’s window a year ago 
I t  w’as designed by Mr. H einig and 
attracted  much attention. H e is now 
deep in the preparation for this year's 
display, but, of course, is not savin 
a word as to  w hat form his efforts 
will take. Not until the curtain 
drawm a week or so hence will the 
public know w hat his plans are, and 
then there will be a pleasing sur­
prise.

display your saws and know their 
selling points, and this is especially 
im portant as the building season 
opening is a t hand.

Christmas display of meats in the m arket of A. J. Blackburn & Co.. Rock­
ford. It was one of the handsomest in the state. The firm believes in displays 
th a t please customers and awaken appetite.

tising pays, th a t people can be per­
suaded to buy by seeing w hat is of­
fered. T he attractive dressing of the 
grocery window is becoming more 
and more custom ary and effective. 
The more the m erchant learns of the

around a single glass dish or saucer 
containing the contents of a single 
package of the goods.

Display Your Saws.
There is scarcely an article in 

value of good advertising the m ore j builders’ tools th a t possesses more in

T he Shoe W indow.
Discussing the trim m ing of a shoe 

w’indow’ the D ry Goods Econom ist 
suggests a pyramid trim  for a large 
window’, using fixtures of different 
heights. Not too many shoes should 
be shown for this will confuse the 
observer and no definite impression 
will be retained. T o build up a w in­
dow like a case in a sample room 
shows a wholly mistaken idea of the 
powers of the human eye in selection 
and discrim ination. In  the sample 
room  there is a salesman who knows

careful is he to make the w in d o w ! 
display talk clearly and im pressively i 
to  the public. I t  is the dealers who j 
“do not believe advertising pays, any­
way,” who are careless about the use 
of the store window. The window 
display should have the dealer’s per­
sonal attention, so long as his busi­
ness will perm it. I t  should not be 
turned over to  an inexperienced clerk 
as som ething beneath the dignity of

dividuality than saws. T he hardw are 
dealer and his salesmen should be 
thoroughly posted on the special fea­
tures of his line of saws if he ex­
pects to  w ork up a trade in them  
Call a ttention  to  the saw branch of 
your business by having them  attrac­
tively displayed against the wall or 
o ther suitable place. T he window 
should also occasionally be trim m ed 
w ith them . T he way some hard

the older clerks or tha t of the grocer ware stores handle saws you would 
himself. I t  should have the same at- never know th a t they had them  for 
tention as the store advertising in 1 sale, unless you asked for them . They 
the new spapers; and, when the print- are laid away in draw ers, or flat on
ers’ art is not utilized in any way, 
then the window display should have 
so much m ore care. I t  should then 
become as the apple of the dealer’s 
eye.

Attractive Hardware Store. 
H ardw are dealers too often fail to 

advertise and likewise fail to  make 
the ir stores attractive. In fact, w rit­
ing about the attractiveness of hard ­
w are stores is like com posing an a r­
ticle on “Snakes in Ireland.” You are 
soon out of m aterial. The trouble 
seems to  be a leftover idea from  the 
tim e when men did all the buying 
and some hardw are dealers were 
afraid to  m ake their stores too nice 
looking, lest they drive their trade 
away. Somehow the departm ent 
stores, and the racket stores, and the 
drug stores, and the dry goods stores, 
and the up-to-date grocery stores do 
not seem to  drive people away and 
they are b righ t and attractive and 
l ig h t

Remember, too, tha t women con­
stitu te 80 per cent, of the shoppers 
nowadays, and if you w ant women 
to  run after you why you have to 
coax them  w ith som ething b righ t and 
alluring—any m arried man can tell 
you that. H ow  do you expect to 
sell women enamel w are and tack 
hamm ers, and picture books, and 
every o ther kind of household fix­
ings if you do not make your place 
so enticing and so appetizing in looks 
tha t they can not get by?

Do you not know tha t women are 
by nature m ost fond of p re tty  things 
—man being the notable exception, 
and tha t this is an age of sunshine 
and sanitation and cleanliness, and 
tha t cobwebs and dirt and untidiness 
in your store are sure losers and 
the w orst handicap im aginable? 
W hose fault is it, bu t yours, if the 
drug store sells more cutlery than 

ou do, and the departm ent store is 
getting  the lion’s share of the house 
furnishings? Now, do not fool your­
self and say it is all a question of 
price, and tha t you can not compete 
in price, and set down and fold your 
hands and le t it go at that.

People naturally  look to you to sell 
all these things, bu t you have to 
make your store so attractive tha t 
buyers naturally  drift there. Re­
m em ber always th a t the shiny, glit­
tering  spoon bait catches m ore fish 
than one they can not see.

Then, too, do not im agine tha t just 
because a carpenter w ears overalls 
or a mechanic has grease on his 
hands, th a t he prefers a dingy dark 
store where you can not read the 
figures on a square or tell a 9-16 bit 
from  1-2 by its m arkings. Brighten 
up your store and have the glad 
hand at the fron t door always in 
w orking order and you w on’t have 
time to think about the drug store 
and the departm ent store and the 
o ther fellows who are now taking 
your business away because they are 
m ore up-to-date than you are.— 
H ardw are R eporter.

shelves where they can not be seen 
T he law of suggestion is too  often 
overlooked by some dealers. T he 
sight of an article will rem ind a cus­
tom er that he needs it. Prom inently

The m ost successful buyers are the 
men who know some good d rum ­
m ers well enough to take those good 
drum m ers home to a good dinner.
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A Wholesale District
It Is Built Up Only By Persistent 

Individual Effort
W ritten  for th e  T radesm an.

W hen W illiam W iddicomb traveled 
over to Milwaukee to  sell chairs 
made at the W iddicomb factory on 
the W est Side there was no such 
thing in Grand Rapids as the w hole­
sale district. Ionia street from  Lyon 
to C herry w asn’t much, and O ttaw a 
street and the thoroughfares where 
w holesalers now flourish were devot­
ed to little low buildings of wood 
and vacant lots.

If Mr. W iddicomb w asn’t the very 
first salesman to offer Grand Rapids 
goods to the outside w orld he was 
am ong the very first. H e sold furni­
ture, because furniture could be pro­
duced cheaply in a settlem ent in the 
forest, and it w asn’t long before a 
host of traveling men were offering 
Grand Rapids furniture to the m er­
chants of the Middle W est.

Furniture salesmen w ent out be­
cause this was a good point for m an­
ufacture, and in a short time grocer 
salesmen w ent out because this was 
a first class distributing point. I t  is 
one thing to  sell the natural products 
of a country over a wide range of 
territo ry , and another thing to bunch 
the products of o ther states and 
lands and push them  out in com peti­
tion with established houses in bigger 
cities.

So there were cold-w ater-throw ers 
when men began to talk  wholesale 
houses here, and Uncle Si and Deacon 
Jerem iah, sitting  in the chimney cor­
ner, said tha t it never, never would 
pay. Now, this issue of the T rades­
man is a p re tty  good directory of the 
wholesale business in Grand Rapids, 
and the reader can see w hether it 
paid or not. There are wholesale and 
jobbing houses in Grand Rapids of 
which the average citizen knows 
nothing at all. The city is develop­
ing so rapidly along commercial 
lines tha t the average resident doesn’t 
keep up with it.

If  you go out “on the road” you 
will run across salesmen from Grand 
Rapids selling goods which you never 
heard of as coming from your own 
town. I t  is probable tha t no one 
knows exactly how m any traveling 
salesmen—those missionaries of p ros­
perity—there are traveling out of 
Grand Rapids, although the editor of 
the T radesm an ought to  be able to 
give a p re tty  close guess on the sub­
ject. Anyhow, there are hundreds of 
them, and they bring in outside m on­
ey to fatten up the business of the 
town. T raveling salesmen have done 
much to help make Grand Rapids the 
prosperous city it is.

Rut those who see the wholesale 
houses now—corking big ones and 
plenty of them —need not get the no­
tion th a t they grew  up in a night, 
with plenty of money back of them 
and no outside houses to  fight. In ­
dividual effort did it all, and some of

the men who did the first fighting, 
who showed the way, are still enjoy­
ing the fruits of their foresight and 
industry.

W hile a large part of the furniture 
business here is still in the hands of 
men who had to do w ith the industry 
in its early stages, there are, prob­
ably, no old-time retail grocers en- 

| gaged largely in the wholesale busi­
ness at present. Mr. John Caulfield 
ran a wholesale house on Canal 
street, at a point opposite the W urz­
burg departm ent store, and was also 
interested in a retail store about op- 

j posite the big Heyman establishm ent, 
but tha t was long ago, and the retail 
shop was no t long of life. T his was 
away back in the late seventies.

Some of the men who got the 
wholesale d istrict into shape came 
here with capital from o ther cities 
because this was a good distributing 
point, and entered into business with 
local men who had confidence in the 
idea of making this a wholesale cen­
ter. W hen C. E. O lney came here 
O. A. Ball, then the ow ner of a pros­
perous furnishings store where the 
big Baxter store now is, disposed of 
his business to  the Allens and started 
in as city salesman, to  learn the 
wholesale grocery business. Of 
course Mr. Ball had capital to  invest, 
but he wanted to  know the business 
from the ground up. There are o th ­
er cases just like this.

T he men behind the big desks in 
the wholesale trade now are dis­
tinctively Grand Rapids men. They 
have either lived here long enough to 
become proud of their tow n, or they 
were born here and took to  the 
wholesale business as a duck takes to 
water. Guy W. Rouse of the W orden 
Company is a good illustration of 
this last named class. In the dry 
goods lines the business m ostly grew 
from retail stores as a rule. In  gro­
ceries the wholesale and retail busi­
ness did not w ork together in the 
case of A rthur Meigs, who, while op­
erating  a wholesale house, opened a 
big retail store on South Division 
street. He soon transferred  the re ­
tail establishm ent.

M ost of the beginners in the whole­
sale district, the men who blazed the 
trail, had to battle with friends about 
launching into the wholesale business 
here. There are always m en who 
think a scheme may be all right, but 
they prefer some o ther fellow to try  
it first—some fellow in whom they 
are not interested. I t  was the in-1 
dividual pluck and industry of these 
fighters tha t built up the wholesale j 
district, w ithout which Grand Rapids j 
would be much sm aller than it is 
now.

There was Frighton. T ha t is not 
his name, but some of the old ones 
may know who he was. He had a 
retail grocery here in the old days, j

and was making money. He was a 
clear-headed, industrious man who 
saw the future of the city and the | 
certain developm ent of the N orthern j 
and W estern  portions of Michigan, j 
He talked with m ore than one man 
about opening a wholesale house, 
and more than half of the men hei 
talked with discouraged him.

But F righton stuck to  his idea tha t 
wholesale business would pay here. 
He even figured on the expense of 
starting , and finally resolved to  take 
the plunge when he had money 
enough to enter into the business m j 
a small way.

ft was this sort of cautic 
who started  our wholesale 
behind them, i t  takes a I 
to  draw every dollar you 
w orld out of bank and 
business. These dollars 
Some of them  represented  
and some represented  d 
one at a time. It m eat 
start in business in a  n 
which may o r may not b 
tha t kind of business.

But the men who are in 
sale district, whose noti 
m erchant of the Middle 1 
in this issue or the Trad*

hard.

He prospered in business, and built willing to  take chances.
a fine home and had bank stock, and They built up the house
real estate m ortgages, but he kept so much of by putting
increasing the limit. W hen he had dollars into them  and
acquired money enough to  s ta rt in :.by night and day to  se
according to his first m odest ideas he got them  away from
saw tha t more money would be need- j leaving rail value.
ed and waited until he got that.

I t w ent on in tha t way to r years 
W henever he reached the stake hej 
had set ahead he drove another one j. 
and worked up to that, until he was 
far away from his original notions of . 
a wholesale house. In the meantime 
a wholesale house was started  here. , 
It was not a large one, and F righton , 
though he could put that in the muck, , 
all right, when he got ready to start. 
The country was developing fast, and 
there would be business enough fo rt, 
two, anyway, he thought.

Finally, one sum m er day, Frighton I 
reached the last stake he had set. H e, 

¡had all the money needed to  open up [ 
[the new business. He looked overj 
his securities and began figuring on j 
turning them into cash. But when J 
he thought of disposing of them, or 
losing the sure income they were 
bringing, he weakened.

"I can 't do it,” he thought. "I 'll 
have to  wait until 1 can start with n j 
taking my last dollar and dnmp-n i , 
it in. I’ve got to  have -eime money j 
laid aside for an emergency fund.

By this time he was geting along in 
years and there were younger men j 
dipping in to  the wholesale business.! 
He did not like this very well, but he 
never quite gave up the idea of be- j 
coming a wholesaler. Always he!
wanted more capital. Always he
lacked the nerve to take his money I 
out of the incom e-producing class and j 
place it into a business which was not) 
dead certain to  produce the dividends J 
he had been receiving.

A t last he made up his mind that j 
he was too old to  en ter into a new 
business, and his dream never came; 
true. He kept a retail store for years, 
and died a com paratively rich man. 
still, he never forgot tha t he might 
have been one of the big wholesale 
men if he had only had a little more 
nerve, or a little less caution.

He knew the business, he knew 
the city, he knew tha t some day some 
one would build up wholesale houses 
here, but he didn't 
though he was nei 
ordinary walks of 
truthfully  accused him 
slow-go o r a quitt< 
give up his old 1 

i all tha t hoarded cash out of bank 
j and invest it in a business which 
| m ight not, after all, succeed.

T hese men represei 
w hat Campau and the 
sented in the advance 
only they risked m o« 
sale district of a city r

i raining 
was once a 
is nothing

have the sand, al-
v y  enough in the
life. No one ever

him of being a
:r, but he couldn’t
mstness and take o r  »««e 

Ofefl* a p p ie  w i

S g n s  a£ S f o t f .



2 0 M I C H I G A N  T R A D E S M A N March 8, 1911

Black Neapolitan hat w ith old blue facing  
and garland o f American Beauty roses. High 
maline bows form the crown.

Helm et shaped black straw hat. w ith crown 
of foliage and roses with American Beauty  
ve lv et ribbon bow.

W hite Panama with attractive rose and 
foliage trim.

Spring Ideas in Things 
Every Woman Wears

T he present sty les require the ■ 
avoidance of any appearance of bulk-1 
iness in the undergarments. Com- j 
binations, therefore, are strongly in 
the lead, the princess cut being es­
pecially featured. Similarly, trim ­
m ings are flatly applied and ruffles j 
are used in conservative proportions, 
while the m aterials are selected for 
their softness.

A s the French style of underwear 
lends itself favorably to the flat ef­
fect, Am erican manufacturers are 
making m any garm ents w ith French 
style features. T hese are hand-em ­
broidered, but finished by machinery, 
thus bringing the price within the 
purse lim it of num erous consum ers.

T he new petticoats for spring arc 
made in conservative width, the ex ­
trem e sty les having been discarded. 
M anufacturers w ill be loath to take 
up an extrem e French style, such as 
the extrem ely narrow petticoat, as 
the result has heretofore proved un­
satisfactory.

Soft finished silks, m essalines and 
satins in striped Dresden and printed 
patterns are used in the latest num­
bers.

N egliges c losely  fo llow  the lines 
of the costum es. In fact, the costum e  
lines are so closely  follow ed that

many of the new garm ents could be j 
utilized for dressy afternoon wear. | 
Empire effects, fichus, tunic draperies j  
and peasant sleeves appear in th e se |

I garm ents. The dressy m odels are j 
made from diaphanous m aterials and I 
lingerie fabrics for summer; other! 
m odels for practical wear are being  

j developed in m essalines, challies and | 
fancy materials.

The new offerings show m ost of 
the style features worked out in prac­
tical or elaborate m odels to m eet the 
requirem ents of conservative Amer- i 
ican trade.

The prom inent features in the new  
hat shapes are the tw o w idely differ­
ent types: the small, close-fitting tur­
bans and bonnet shapes, and the large 
picture hats with abruptly upturned 
brims. The N apoleon is the prom ­
inent m edium -sized model.

Crowns and entire turbans of 
flowers are being strongly featured. 
Large use is also being made of flow­
ers, as w ell as o f ostrich, for trim­
m ings. Ribbons are used in good  
quantities, particularly wide taffeta- 
back velvets, uncut velvets and black 
and w hite striped effects in velvet, 
silk and satin. The prom inent col­
ors are w hite and black combined, 
coral, cerise, royal blue, v io let and 
Empire green.

Large collars in sailor or shawl j 
shaping are being featured. Large 
draped fichus and sm aller fichu-col­
lars are expected to  be in p ro m in en t! 
use this summer. T hese effects in j 
neckwear are the result of the intro  
duction of the Charlotte Corday I 
sty les and o f the surplice and lapped- | 
over sty les in dress.

L ow  neckwear w ill reign supreme, 
and jabots and side frills w ill be 
largely used.

T he prom inent style feature in lac­
es is the wide band. V enise laces 

j take first place, w ith Cluny and filets 
| fo llow ing closely. The Clunys are 
| feeling the greatest im m ediate de- 
i mand, being largely used for lingerie 
I dresses and waists.

Enorm ous quantities of net-lace all- 
overs are being taken and the 48 
inch im itation V enise allovers in 

j small designs are excellent merchan  
! dise.

In em broideries the present is a 
season of novelties. T he new color­
ed and black and w hite effects have 
been w ell taken. R obes of cotton  
voile and m arquisette are selling  in 
large .quantities.

T he wide bands and galloons—the 
prom inent feature of the season—are 
readily accepted and 45 inch allovers 
have been favored by dress and waist 
m anufacturers. T he 27 inch flounces 
have already sold m ost satisfactorily, 
while the 45 inch widths are grow ­
ing in favor for long tunics.

Beaded effects are the leading fac­
tors in trim m ing lines and wide bands 
are the m ost prom inent form s. Gar­
nitures and m otifs are a lso  being

featured. Small white china, colored, 
gold and silver, g lass, satin, steel and 
jet beads and bugles are all used, in 
addition to colored silk and tinsel 
thread em broidery. Black and white 
effects are prom inent.

In braids the new feature is the 
wide, ligh tw eight w oven and braided 
effects in all-black, all-w hite and 
black and w hite com bined. M any of 
these are in fancy openw ork designs.

T he new buttons are quiet in e f­
fect, show ing w hite and colors com ­
bined w ith black, m any being in 
striped effect. Porcelain, horn, gala- 
lith and their im itations are used. 
Crochet and passem enterie buttons 
are se lling  well. In shapes, the ball 
flattened ball, acorn and flat disks arc 
shown.

W ide taffeta-back velvet ribbons 
are largely used by m illiners. In 

j good demand for the same purpose 
are w ide satins, the uncut velvets and 
the black and w hite striped effects in 
velvet, taffeta and satin and in com  
binations of these weaves.

W ide satins and floral warp prints 
and floral velvets are selling  for gir­
dles and dress trim m ings.

T he plain hunter’s green coachings 
are extending their popularity to the 
W est. Com binations o f solid colors 

! w ith black are m eeting with favor. 
T he Dresdens are taken in good  
quantities. Black and white cobi­
nations are unusually strong.

In high-class goods the chiffon 
and net covered m odels are featured. 
Silk and ostrich fringe, braiding and 
beading are the new em bellishm ents.
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Stunning model in black Neopolitan. w ith  
w hite accordion pleated covering, and rose 
and foliage crown, w ith  lace butterfly bow at 
back.

W hite braid hat w ith  black satin facing. 
Cerise ostrich trim at the back.

W hite hyacinths form brim and  crow n o f 
th is turban Piping o f poppy red velvet on 
the edge, and butterfly bow o f  sam e shade at 
back.

Flowers and Lace
in the New Millinery

In all lines of business the begin- j A good flower year is always a profit- 
ning of each season is a forecast and able year for milliners, so every 
a retrospect. There is the thrill of
prophecy, tem pered or augm ented by 
the history  of the season just over. 
No m atter w hat the past has been, 
there is the elation which always 
comes along with the putting  forth  
of effort to achieve. W e press fo r­
ward because we can not slip back­
ward, at least so far as time is con­
cerned.

The m illinery business is peculiarly 
affected by general trade conditions. 
W hile we are not generally cogni­
zant of the fact, it is nevertheless true 
tha t fathers and husbands do not 
loosen the purse strings very much for 
E aster m illinery creations when busi­
ness is not coming their way, the 
comic supplem ents notw ithstanding. 
W om en economize m ore in the m at­
te r of hats than they are usually 
given credit for, and so a good m il­
linery season is very much influenc­
ed by the m arket quotations in hides, 
or copper, or o ther m arketable com ­
modities.

W hile it is still a little early to  
give a true forecast of the coming 
m illinery season, there is much to 
encourage all milliners. There is every 
prospect th a t this will be a season for 
elaborate headgear, for both flowers 
and laces will be used in greater p ro­
fusion than has been know n fo r years.

w hisper tha t comes from gay Paris 
of the profusion of flowers seen in 
the early creations is to be taken as a 
Godsend by m illiners everywhere.

A nother encouraging feature - of 
spring m illinery is the return  of the 
small hat. F o r several years a small 
hat has been som ething which every 
woman wranted hut few could secure. 
The average woman has had to plead, 
cajole or bribe her m illiner before 
she could get a m odest looking hat 
which she was not afraid to he seen 
on the street with. Large hats are 
all right for youthful faces, hut al­
ways try ing  for women who do not 
w ant to  he conspicuous. But few 
small hats have been shown of late 
years, so women have had to  make 
the best of it.

At last designers have come hack 
to a season of both small and large 
hats, and the small ones are given 
the preference in the early models. 
V ery chic are these new styles, made 
often of cone shaped hoods which 
can be bent into all sorts of becom­
ing turbans and toques. Soft braids 
are also much used, and the outlines 
of these hats are soft and universally 
becoming. M any hats are made 
w ithout wire frames, and these col­
lapsible hats will he a boon to  all 
women who travel much in summer.

T hey can he folded into small com­
pass and still be in good condition 
at the end of the journey. B etter 
still, a num ber of hats are made so 
tha t they can he bent into a num ber 
of different shapes, and the w earer be 
given credit for having four or five 
hats, instead of one.

In colors the new hats prom ise a 
wide latitude. Black and white ef­
fects have the preference, owing to  
the half m ourning observed in E ng­
land for the late King Edward. How 
ever, black and white combinations 
are frequently enlivened by a touch 

I of color, and for this, a new shade of | 
i cerise, between a cardinal and a pop- 
1 py shade, is much employed. K ing’s 
| blue is also good, and other favorite 
! shades are coral, emerald green, sere- 
da, dull heliotrope and the lilac 

j shades.
T his will he pre-em inently a lace 

season. Both plain and figured effects 
are seen, and many all over laces are 
elaborately beaded, while O riental 
colorings are also popular. Malines 
and chiffons prom ise to  be exception­
ally good and all lace hats will be 

j very popular, while bows, festoons 
and drapes of lace will he seen eith- 

i er alone or combined with flower 
trim ming.

W reaths of small roses will he 
| prime favorites, as well as standing ef­
fects of larger roses, chiefly the 
American beau ty  shades. The rage 
for flowers requires tha t the flowers 
be shown in their natural colorings 
and so an especially gorgeous season 
may be expected. An unusually chic 
model shown by a leading Paris mil­
liner was elaborately trim med with a 
garland composed of all the com­
mon autum n flowers in their brilliant 
autum nal colorings. Sweet peas, pan ­

sies, lilacs, poppies and violets 
also much in demand.

Shapes may in general be said to 
belong to  the period of the F irst 
Empire. T he tri-com e of Napoleon 
vies with the fascinating poke bon­
nets worn by the Em press Josephine, 
and m any charm ing modifications of 
both these shapes are seen. T he 
helm et and the torpedo shapes prom ­
ise to be popular, and the Dutch cap 
with ear tabs rum en up is a quaint 
conceit much favored. The larger
hats are on the picturesatie Gan
borough o rder and the long swe<
incf lines are imme'lisely becomii
T he trfmminor in 3dmost all ca¡
shows a tendency ©0  he a t the hi
and to  be upstandin;? in Fooos of 1<
or ribbon. O strich is shown
bands which also is made to resem­
ble a how o r  loops. Tire Butterfly 
bow is jirst w hat it is called:, fo r ft 
looks exactly like a butterfly, and the 
saucy cockades are precisely as they 
are shown rn the old prin ts of Na­
poleon’s time.

Given a wide range of coloring and 
styles, with plenty of latitude in 
choice of trim mings, and general
business activity, the com ing milTi- 
nerv season should be a  banner one. 
the harvest which every m illiner is 
justly  entitled to  reap i she w orks 
hard and needs the money.

In veilings the dem and is no t cen­
tered on anv particular tvpe. i Tie 
cobweb o r shadow meshes, the filets, 
chenille-dotted veilings, black and

veils are all taken.

New Y ork shops are selling ‘Suf­
fragette hosiery.” W onder if the 
w earers will “show their color- “
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A Study in Toes and 
How to Know Them

Somebody has said: “M ost of the 
changes in shoe shapes are made in 
the toe. You can do about anything 

ou please w ith the toe w ithout 
changing the rest of the last.” I t  is 
true th a t the standard m easurem ents 
of the last a t the ball of the foot, the 
w aist and the instep rem ain the same, 
maintaining in the regular sample size 
or wom en’s shoes the 4 B, an instep 

m easurem ent of 7 ^  inches, w aist line 
a£, ball of the foot 71/ 2, these g irth  

m easurem ents increasing one-quarter 
nch for each width, C. D. E, etc., 

and decreasing one-quarter inch for 
the A width.

In  the standard 7 C sample for 
men’s the m easurem ents are 8 ^  f° r 
instep, 8 T/£ w aist line, 8J4 ball of the 
foot. These are the total m easure­
ments taken with the tape line 
stretched tigh t around the last. Of 
course there are innum erable varia­
tions which can be made in the m od­
eling of the last, throw ing more wood 
n different parts, but these standard 

total m easurem ents rem ain the same.
W hen it comes to the toe, then 

the lastm aker is practically free from 
all lim itations w hatsoever. H e can 
put on extension clear to the lim it of 
the average French shoe, which is 
about an inch longer than any human 
foot really requires. H e can flatten 
the toe down in a sharp recede, or he 
can turn  it up in the rhinoceros form 
tha t had a sad popularity during the

No. 10

past year or so in m en’s shoes 
It is w ell worth while for every 

dealer to make a thorough compara­
tive study of tendencies in the shape 
of toes, so as to be able to  judge of 
the m erits of new shapes and also to 
keep in his mind the com parison and 
correspondence between the new toes 
and others that he m ay have on hand 
already.

It is largely a m atter of training 
the eye to distinguish and differenti­
ate form. Set the shoes side by side, 
in the same size, and see where the 
toes differ. N otice their width, re­
cede, elevation, height of outer and 
inner walls, sw ing, height, w hether 
pointed or rounded, and all the other 
variations which give them  shape.

A series of toes in lasts for men s 
and w om en’s shoes is given herewith, 
which present sufficient variation for 
careful com parison and study. T hey  
are all lasts which may be found 
am ong medium and g o o d %grade shoes 
of current fashion. Y ou m ay like 
them all: you may like only part of 
them ; they are presented m erely as 
a study in different shapes and m od­
elings; all of them are good, but as 
to lik ing any particular m odel that is 
largely a m atter of opinion.

N o. 1 and N o. 2 present a rather 
high, pointed effect with a fair exten­
sion and some swing to  the sole.

No. 3 suggests com fort and more 
room  for the toes. I t  is of fair height 
and well rounded.

No. 4 has easy sw inging lines but 
•is som ew hat m ore trim  and compact. 
The same is true of No. 5 and No. 6 .

No. 7 approaches the  high, ridged 
effect th a t is much sought after in 
some lines.

No. 8 is room y and ra ther long.
No. 9 is of the short, extrem ely 

high type tha t approaches the “rh i­
noceros” outline th a t is common.

No. 1 0  is m ore m oderate and is of 
a type tha t will find favor w ith a 
great m any men who do not insist 
upon the extrem e or the eccentric 
outline.

In  w om en’s shoes, No. 11  and No. 
13 are ra ther pointed, and while they 
are not long in the vamp, they carry 
a suggestion of length, and are there ­
fore pointing in the direction th a t fu­
ture models are likely to take.

No. 12  has a height of toe tha t 
suggests the features of current styles 
in m en’s lasts, but so refined as to 
be unobjectionable.

No. 14 is a custom  toe, intended 
for use w ith low heels.

No. 15 shows the outline of a wide 
and com fortable shoe for girls.

No. 16 is well modeled and inciden 
tally shows the use of patent tip on 
dull leather. T here are m any who 
predict th a t this old-time com bina-l 
tion will find much favor within the 
course of a few seasons.

No. 17 and N o. 18 are high, snappy 
ties, well m odeled and of general use- 

| fulness.
No. 19 and No. 2 0  are high in m od­

eling and therefore represent a p rob­
able tendency.

As stated, these toes are of the 
kind to  be found in medium and good 
grades of shoes, none of them  being 
freakish or extrem e. M ost of them 
are drawn show ing the stra igh t tip, 
either plain or perforated. This, of 
course, is a point which can be varied 
to suit. M any current samples show 
no tips.—Boot and Shoe Recorder.

Fabrics for Baby Shoes.
M akers of baby shoes in R oches­

ter say that the use of velvet, satin 
and other fabrics in w om en’s shoes 
will be strongly reflected in shoes for 
infants. Consequently there is re­
ported a considerable falling off in 
the use of pink and blue alums, which  
in years past have been am ong the 
m ost popular sellers. Roman san­
dals prom ise to  be leading sellers in 
baby footwear, with linen shoes in 
demand for the hot weather trade. 
The soft sole m anufacturers do not 
work six m onths in advance of their 
orders, like the makers of m en’s and 
w om en’s shoes.— Shoe Retailer.

W hen the blind lead the blind the 
' sharp sighted put m oney in the bank.

No. 11

No. 12

No. 13

No. 14

No. 17

No. 18

No. 19

No. 20

1 W

No. 18
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Velvets and Satins
Fabrics in Footwear Not New 

Learn to Handle Them

Every m erchant has tried to ans­
wer for himself the question “W hat 
kind of sales are really worth while?’ 

T here are some which are decided­
ly not w orth while. F o r instance, 
the dealer w ho fits No. 4 overshoes 
to  No. 4% shoes because he is out 
of 4%’s and 5’s may congratulate 
him self upon his clever sale, but he 

.is going to hear from those overshoes
A m iser’s heap of gold, the f ig u r e d  [w ay of weaving them ; certainly tl\ ey | before the next wet spell.

I t  surely does not pay to  make

Sales Worth While.

“T o please the flesh a thousand a rts  ] known whence they came, or who 
contend, I were earliest to  hit upon the happy

th a t she had 
th a t kind of 
patronage.

been imposed at

The Separate W aist.
Confidence is again generally 

pressed in th e  w aist m atching 
suit in color. Indications also poi 
however, to  a  liberal distribution

rhite lingerie w aists having rnlr

vest,
T he gem—the silk worm  and the 

purple dye
By toil acquired—prom ote no other 

end.”
I t  is all too true, and sadly so, tha t 

for real top-notch dress boots not 
only the fashionable few, but thou­
sands of gentlewom en everyw here in­
sist on fabric creations — refusing 
leather, the tim e honored, dependable 
and only natural m aterial for foo t­
gear.

Echo answ ers from all directions, 
proclaim ing the favor of shiny sa t­
ins, voluptuous velvets and a host of 
kindred “w hat-you-m ay-call-’ems,” in 
blacks, not browns, a lo t of w hites 
and then a sprinkling of o ther colors 
in lesser favor.

T am going to agree with you that 
fashion is putting  another thorn in the 
retailers’ crown, or if you prefer an­
other nail in his business coffin—but 
w hat are you going to  do about i t ’ 
You can not run contra-current t  
Fashion’s dictations and dem ands- 
you simply have to  own fabric boots 
and pumps and fabric com binations to 
supply your trade, or you w on’t “b 
in it” the coming season or the next 
fall season as well.

F or Fashion’s sot in all her way 
And when she makes a point 
A stroke of lightning couldn’t knock 
H er ’rangem ents out of joint.
W ell, here is the rem edy:
The fabric shoe is a blessing in 

disguise to the retailer; maybe it is 
a providential plague to  teach him to 
ask and get g reater profits.

In millinery (and I speak advised 
1y) a hat may be w orth $45, or it may 
not be w orth $1, ju s t as Fashion 
says: therefore, do not argue as to 
w hether you should m ark a $2.25 fab 
ric shoe $3 or $3.50. Simply give in 
to your better judgm ent and com pro­
mise on $4—sell the $2.50 ones "*

have always been in great favor to r 
a num ber of trade purposes and prob­
ably will continue so. Nevertheless, 
the shoe trade is no t receiving them 
w ith open arm s and will hail the 
daw ning of the day of good old calf, 
colt and goat skins which spell wear 
and satisfaction.

An English draper explained to 
me recently tha t “satin was a silken 
fabric with high luster known in Italy 
as ‘Zetani,’ appearing as early as the 
th irteenth  century and made into I evening

such sales as this when the purchaser 
is w anted by the store as a regular 
custom er. O ne such “fleecing” is 
enough for the average person. But 
there are cases where the worth of a 

I sale under given conditions is even 
m ore debatable. Take this example: 

Mrs. B. comes into the store and 
asks to  look at some mate 

gown. She has
slippers for R oyalty and the Italian, 
French and English nobility in the 
fifteenth century.”

So far as the average shoe retailer 
is concerned, he does not give a ra p  
where it came from or where it is 
consigned to. I t  is not practical for 
street boots or w ear generally, and 
time has failed to  place it on the 
guarantee list, so beware. “G uaran­
tees w ere only intended for articles 
which do not require them .”

So much for velvets and satins. 
W hat T say about them is equally- 
true of all their half bro thers in the 
fabric family, tha t is, those of the I 
velvet varieties can be depended upon 
for reasonable w ear as I define it, 
while silks, satins and kindred fab­
rics are very apt to  cut and go to  
pieces from  tnexplainable causes and 
borrow  a lot of trouble for all along 
w ear lines. In conclusion, do not ad 
vise your custom ers to  buy fabrics for I 
o ther than dress purposes.

T his brings me to ornam ents. The 
rosy-posy decorations which started 
in the shape of g reat silver buckles 
and pom-poms on footwear, as early 
as 1781 in America, were in favor m  
the court of the Prince of W ales Raft­
er George IV .) at the same d a te .'L a t­
er, from choice, he gave them the 
pass-up and in 1792 installed the lace 
boot and low cut. but only for a

. „ ‘ short period, as alm ost immediately
$4.50 and the $2.75 and $3 ones at $■> | hg ha(J tQ return  to the btIckIe fad,

as a favor to the thousands of hi-
the

set on buying an old-rose 
but the clerk finds tha t there is o: 
a short length left in tha t shade.

So in order to divert her attenti 
he begins showing her foulards 
o ther colors and ignores her first 
quest to  see an old rose.

Mrs. B. bee omes ir ted and is
attracted  by t he beatity  <SH: the ma-
terials which re bein g sho wn to her.
but she still c ings to the idea of the
old rose and insists that the clerk
show her som

W hen he is forcerf to  a >nfess that
there is none of that shad e in stock,.
her disappoin tm ent is ev rdent. but
it only goads him on to  a g rea te r et-

and $6 . T hat is your only hope that 
T can figure out.

T he present fabric craze or epi­
demic is only the return  of an old 
malady in a magnified form, and you 
m ust learn how to handle it now 
and profit by experience for its nexr 
outbreak.

L et me say tha t generally speaking 
velvets make a fairly good shoe fab­
ric, giving an uncommon am ount ot 
wear if protected by rubbers in ex ­
trem ely rough or w et w eather. This 
particular m aterial has been subject 
ed to hard w ear tests as skirt bind 
ing in wom en’s outfits fo r a great 
num ber of years—-really giving g rea t­
er satisfaction than any o ther article

V elvets— (from  Italian “velveto, ’

I subjects w ho were engaged 
buckle m anufacturing business.

Personally, I adm ire the neat or 
nam ent on footwear, but, “ye gods ad 

I little fishes,” is there no limit to  the 
I multiple of creations tha t are being 
I forced on the shoe m anufacturer and 
j retailer under the name of orna 
I m ents?

Retail experience tells that just one 
I little ornam ent will make or m ar a 
| whole line of pumps or low cuts.

E verything on earth  has been used 
at one time or another, from dia- 

I m ond3 to doughnuts. L et good taste 
j ru Je—it is the only safe guide.—Jam es 
IM. Borland in Boot and Shoe Re-

im oroirrei

meaning shaggy) it is not positively corder.

fort to  make the sale.
H e lauds the praises of the btuea j 

and pinks and lavendar- He quotes | 
fictitious fashion notes about the de- j 
d in e  in the use of old rose: about its j 
cheapening by popular over-usage. : 
Spurred on by the recollection of fits 
em ployer’s orders. “D on’t lose a  sale j 
if you can possibly help it.” he cover- 
the counter with silks of ail shades j 
and kinds, and brings all his powers 
of persuasion to bear upon the custo­
mer.

W hen he sees her yielding and r  •- j 
Inctantly beginning to  admire a cer­
tain lavender foulard, he concentrate - 
all his attack upon tha t point, and  j 
finally gets her consent to w rap it up j

A successful sale so far. you raa; 
say. But let us follow the -ustocuer 
a little farther.

She is hardly ou t of the store >e- 
fore she begins to  regret her pu r­
chase. She rem em bers special re a- | 
sons which sire had considered to r 
w anting an old rose, but those rea­
sons had been brushed aside by the 
clerk7s profuse argum ents

She is disgusted with herself -or 
I yielding so easily against her will.
; But w hat is more im portant, she 
carries in her heart a certain unex- 

j pressed fear of the selling force r 
j th is sto re , and it is some time before  
j she goes back to  patronize it again.

F o r m y part. I think this was a sae*
| decidedly not “w orth while * I t  - 
much easier to  lose the confidence or 
a custom er than to  win it bade again 
T his custom er could not *efp reefing

affé
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From the Dry Goods Economist

Marked Charlotte Corday effect. Corday fichu of tulle with 
frilled edge headed with satin cord.

Slashed handkerchief sleeve knotted at outer edge. 
High-waisted bodice with back in extension finish.
Narrow foot pleating of satin. Black ground, with royal blue 

stripe, bordered with white line.

Styles of the earlier portion of the 
French Revolution period—say from 
1789 to 1795—furnish a basis for new 
features in the fashions for spring, 
1911.

The dress of tha t period was m ark­
ed by simplicity. A ristocracy being 
a crime punishable by death, those 
who wished to  keep their heads on 
their shoulders either fled the coun­
try  or affected a form  of costume 
that identified them  as m em bers of 
the bourgeoisie, or middle class. The 
wom en’s dress of the time is fam iliar 
to m ost of us through the portra its  
of the period and especially those of 
C harlotte Corday, perhaps, the m ost 
picturesque heroine of tha t terrible 
epoch. The little  basques or short 
tunics, the fichus, the broad collars 
and o ther features of simple character 
have been borrow ed freely by the 
leading Paris m akers and furnish a 
dom inant note in the new spring cos­
tum es and suits.

W orth  stands as sponsor for the 
revival of the Revolution styles, and 
his lead is being followed by many 
other im portant houses in Paris.

A nother idea, a very m odern one, is 
also to  be reckoned w ith as a possible 
nfluence in m oulding com ing fash­

ions. This is the German dress re ­
form movem ent, in which Paul Poiret 
is in teresting  himself. H is innova­
tions in this direction will doubtless 
be quickly im itated once his models 
are publicly shown. In  his spring 
line Poiret has introduced a divided 
skirt of entirely new cut. N o dress 
reform  movem ent, however, can hope 
to obtain general adoption, unless it 
provides for practical utilities, which 
this model does not.

Black and black and white and 
white and black com binations prom ­
ise to  dom inate the color schemes of 
the spring and sum m er of 1911.

The new note in the black and 
white effects will be the introduction 
of a brilliant shade in contrast. At 
the present m om ent there is evidence 
that shades of red will, for this pur­
pose, take precedence over all o thers; 
at the same time, vivid purples and 
brilliant greens will also be much em­
ployed.

Rum ors current as to the use of 
brilliant colors for spring have as yet 
no confirm ation in real m erchandise.

D ressm akers and m illiners in Paris 
would doubtless be glad indeed to 
launch successfully a series of bril­
liant colorings, but the taste th rough­
out the past nine m onths has been so 
m arked for dark tones tha t the m er­
chandise prepared for spring is of 
this som ber character.

The first signal of new colorings 
usually comes through millinery, yet 
the Paris milliners, so convinced of 
the present taste  for black and for 
black and white, have no t dared to  
change from  black and white com

binations. Thus where colors are in­
troduced they are always in ter­
mingled w ith black, and thus appear 
as enlivening, ra ther _ than dom inat­
ing, tones. In  a word, new spring 
millinery, of w hatever color, always 
carries its som ber tone of black.

The C oronation cerem onies in E ng­
land may change the color situation 
in Europe, for should no unforeseen 
circum stance postpone this royal 
function it will be a fair occasion for 
the launching of the new fashion 
ideas.

O wing to  the pride which England 
takes in her E ast Indian possessions, 
there is reason to believe tha t a strong 
elem ent of O riental splendor will be 
introduced in the pageant. This 
would obviously mean brilliant colors. 
A t the present time, however, tones, 
as stated, rem ain somber, with only a 
dash of brilliant color as the new 
note.

The high shade, royal blue, while 
still employed to some extent, is not 
so much favored as it was a year 
ago. I t  has been gradually super­
seded by dark navy and purplish 
blues and deep greens which look al­
m ost black. Recently some interest 
has been manifested in brown. Rarely 
has there been a season when color­
ings for spring prom ised to be more 
somber.

Black is found in com bination with 
all colors in printed and woven novel­
ty fabrics for spring. Striped voiles, 
striped taffetas, striped foulards and 
striped cottons have been ordered out 
in com binations of black w ith one 
other color.

Enorm ous quantities of black veil­
ings, chiffons, m arquisettes, voiles 
and etam ines have been ordered for 
use as covers for bright-hued founda­
tion robes. Beaded trim m ings, em ­
broideries and braidings, if of a tran s­
parent nature, are invariably on black 
foundations.

W ith  so large a p roportion  of the 
orders fo r merchandise to  be used 
during the forthcom ing season al 
ready placed, even should a sudden 
fancy develop for brilliant colors 
there will be no m aterials available 
for the expression of any big vogue 

Should the color situation change 
the novelty feature would have a 
bearing on fall, 1911, and not on 
spring merchandise.

The slender silhouette will be m ain­
tained th roughout the spring and 
summer. Skirts are of very narrow  
cut.

The bodice reveals the lines of the 
figure. Sleeves are close, though not 
tigh t fitting. T he w aistline is high. 
The jacket, alm ost w ithout exception, 
is short.

The narrow  cut of the skirt results 
in m any new and in teresting  features. 
Almost the whole problem of spring 
designs lies in the skirt.

Striped Satin dress in Charlotte Corday 
effect, by Worth, Paris Fashion Fancies for Spring 

and Summer
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In order to facilitate the m ovem ent 
of the w earer these new narrow  skirts 
are slashed at the foot, the opening 
being from 4 to  8 inches deep.

Just to w hat extent American 
women will accept these narrow  
slashed skirts rem ains to  be seen, 
but certainly every im portant Paris 
model m aker is emphasizing these 
styles.

Oddly shaped trains have developed 
as a result of the slashing of the 
short skirt. All trained skirts show 
some eccentric new feature.

Sometimes the train is square and 
narrow, falling over a skirt of com­
fortable walking length. Again, it is 
nothing more than a scarf-like panel 
attached at the waistline only and 
quite as frequently carried over the 
arm like a scarf as it is allowed to 
trail at the back.

In o ther instances the train is form ­
ed of two slender shaped points, so a r­
ranged that one point laps over the 
other, overlapping at the back.

Crossing draperies w rapping the 
figure closely and hanging low are 
often adjusted in such a m anner as 
to reveal more than a passing glimpse 
of the foot of the wearer. Thus 
we find in the new skirts, w hether 
short or trained, slashes or openings 
at the hem.

T he medium and high waistline 
will unquestionably be continued 
th roughout the coming season. Even 
the tailored suit has reverted to  the

piece cut and the regulation tw o-j 
piece fitting sleeves set into the arm -! 
hole.

In  tailored jacket suits the full-J 
length sleeve is much seen, while in i 
fancy tailored suits and three-piece I 
costum e w raps the sleeve is often j 
shorter.

In costum es and in separate w aists! 
the sleeves are alm ost w ithout ex-l 
ception short—elbow and th ree -1  

quarter lengths.
The sleeve cut in two pieces, if J 

fancy at all, is often brought into a 
band, either ju st below the tu rn  of 
the elbow or at the wrist. Paquin 
strongly  favors the straight kim ono 
or peasant sleeve of medium size.

One feature, however, tha t is com- i 
mon to  all m akers is the use of the; 
turned kimono cuff-band o r finish for 
the peasant sleeve, w hether it be long 
or short.

Straight-line, figure-revealing styles 
will predom inate in spring wraps j 
W hether of cape or coat cut, the J 
basic idea rem ains the same. The! 
separate w itp  will be full length, al-j 
though suit coats, as stated, are short

In teresting  new models specially | 
designed for m otoring are being 
shown. T hese also keep to  the 
stra igh t lines and are simple in effect, 
although the cut is often eccentric. J 
They are made in heavy, durable ma-J 
terials—ratine, homespun, boucle and 
double-faced novelties.

T he controlling feature in waist
Em pire form and practically all of 
the skirts com pleting tailored suits 
are hung from high inside belts rang­
ing from  1 y2 to  3 inches deep.

Suit jackets will be short. Coats 
longer than 26 inches are exceptional 
in Paris. Many models in 2 0  and 2 2 - 
inch lengths are shown.

The bolero is a grow ing factor in 
the jacket situation. O riginally fea­
tured as a com plem ent to  the three 
piece suit ra ther than as a -ubstitute 
for the tailored jacket, the bolero is 
now appearing in an increasing num ­
ber of forms.

The param ount question now is: 
Shall the bolero be in reality a bolero 
or shall it take more the form of the 
E ton coat and thus become a feature 
of the two-piece tailored suit?

In Paris all lengths and styles of 
boleros are shown. There is the 
basqued bolero of the Revolution per­
iod, there are the Spanish and T yro ­
lean boleros and the Zouave and Eton 
jackets, all of these form s appearing 
in varying lengths from 10 to 19 
inches.

T he long coat, the exceptional ap­
pearance of which is the more notice­
able becausee of its rarity , is found 
in a few of the good houses. Except 
in very rare cases, however, the 
spring coat will be short.

Broad collars are an im portant fea­
tu re  in both tailored suits and separ­
ate wraps. Every im portant m aker 
show s some models in which these 
b road collars and fichu effects are in­
troduced. D irect copies of the Char­
lotte Corday fichu and other types 
of the Revolution period are freely 
used.

Sleeves are varied to  a considerable 
degree, as all of the im portant m ak­
er? 5VC casing both the peasant o r one-

fashions is the continued use of the 
m atching or so-called "costum e ' bod-| 
ice. T he great use that is unques- 1 
tionably to  be made of the dress orf 
costume, during the sum m er season | 
particularly, again puts emphasis onj 
the w aist which in color and o ther -1  
wise is in harm ony with the skirt.

A new note, however, is appearing 
which may have a bearing on future! 
production, and tha t is the basqued J 
bodice, which is often in harm onizing 
color but of a different m aterial, and 
is also seen contrasting  both in ma- j 
terial and in color. As yet this fea-j 
ture is largely confined to  costumes.J 
but it will surely enter into the sep-j 
arate w aist proposition.

A nother costume feature which rsj 
embodied in separate blouse m o d els  j 
is the use of broad collars and fichus 
These, appearing first in costumes.! 
are now applied to  separate waists

Sleeves are short in all separate I 
waists, with the exception of the j 
strictly  tailored lingerie types. T he 
kimono form prevails alm ost exclu-j 
sively and may be either elbow or! 
th ree-quarter length.

Beaded cotton waistings prom ise J 
g reat success for the coming spring! 
and summer. These m aterials were! 
the high novelty of the 1910 sum mer 
season, and because of their great! 
success in Paris large orders were! 
placed for 1911 delivery. A t first! 
very costly, they are now available! 
in less expensive and m ore salable! 
qualities.

French m anufacturers have large 
collections of cotton voiles, cotton! 
m arquisettes and cotton crepes bead­
ed in all-over staple and novelty pat­
terns. W aist m anufacturers have 
placed large orders on these m ateri­
als.

Suit of fancy mohair. White, with Hack
hairline stripe, by Worth, Paris

Twenty-five-inch jacket with sde-forau cut on Empire ha  
Wide braid trimming on revere, cuffs and skirt

Skirt in tunic form, slashed back and front, mounted on hi
waist-band.

Serge or diagonal weave: white with black aaufine stripe 
Cyclamen colored tie giving color touch.

gfc



26 M I C H I G A N  T R A D E S M A N March 8, 1011

Nature’s Busy Season
Emerging From W inter’s Gloom 

To Brightness of Spring
W ritten for th e  T radesm an.

W hat mean these bright, warm  
sunshiny days? These mild, tonicful 
breezes from the Southland? The 
answ er is not far to  seek: W inter is 
gone, and Spring is here.

Already the buds are big w ith in­
folded leaves, and the landscape is 
greening perceptibly day by day. 
A fter an exceptionably mild winter, 
the indications are tha t we are going 
to have an unusually forward spring.

Fortunate are the peoples who 
dwell in the tem perate zones; for to 
them accrue the interests and benefits 
which come directly and indirectly 
from the changing seasons. W in ter 
and summer with their extrem es of 
tem perature, and the interm ediate 
seasons with their separate charms, 
give variety and zest to climatic con­
ditions.

The stern, rigorous sway of frost- 
rimm ed w inter is yielding to the co­
quettish advances of spring. Many 
of our familiar bird-friends have al­
ready arrived from the South, and 
the d andelion  iU-' crocus are perk­
ing up here and there in the valley 
and the grass-covered glade. Con­
spicuous and in gala dress, the red­
bud, or Judas-tree—one of the most 
forw ard of our woodland shrubs— 
flings out his red-purple banners from 
afar: while Sir Robin R ed-B reast—be­
yond all question the L ord C hester­
field of the feathered flock—silhou­
ettes himself against the sward with 
an evident air of proprietorship. Ev­
ery little rill and branch and brooklet 
is busy, melodious and eager—as if 
it were finding positive joy in the m at­
te r of self-expression—while the 
creeks and all o ther stream s both 
large and small, are w orking over­
time.

and weed-growrths th a t now encumber 
the fallow fields, new life is stirring.

Yes; w ithout doubt—festive, frolic­
some, florescent spring has come. 
And if there isn’t a resilient, youth­
ful and exuberant response in your 
own heart to this deep-seated, life­
stirring  appeal, you are either aging 
or ailing.

Logicians tell us tha t argum ents 
from analogy aren 't w orth a picay­
une insofar as conclusive proof is con­
cerned. Maybe so. A t all events we 
haven't the tem erity  to take issue 
with the logicians, for these persons 
have a way of contending for the last 
word w ith a pertinacity tha t is al­
most feminine. However, if we can’t 
clench an argum ent thereby, we can 
at all events learn a lesson from anal­
ogy.

W ith  N ature spring is one of the 
busisest seasons of the whole year. 
W hile she isn’t making any fuss about 
it, N ature is now getting  things done 
with an alacrity that is astonishing. 
Every bud, leaflet, petal and grass- 
blade is being secretly and everlast­
ingly prodded on by tha t inner force 
that actuates the whole realm  of veg­
etable life. N ature is perm itted to 
rest in peace. She has passed out 
the word tha t she w ants results. 
And she’s getting them. It is as if 
N ature wrere saying to these m ultitu­
dinous life-cells (her visible employ­
es): “You've all had a good, long 
rest; now* get busy. W e w ant to 
whoop up things and make a showing. 
Last spring-and-sum m er’s business 
was the best we’ve done up to date; 
but we've got to  improve on our 
record. So you chaps hustle on now 
at a lively clip and le t’s see if we 
can’t show the other people a thing 
or two.”

M other N ature is extrem ely busy 
ju s t now m etam orphosing the face of 
the earth. The dull, dead, sombre 
hues of w inter are. little by little, 
m erging *into the green, life-evincing, 
exuberant hues of spring. I t will pay 
you to fare forth betimes during these 
m om entous springtide days into the 
out-of-door w orld: for tha t world is 
just now intensely alive w ith signifi­
cant sights and sounds for the seeing 
eye and the understanding ear. Be­
lieve me, portentous things are doing: 
for the miracle of resurrection is be­
ing pictorially represented in the m a­
terial world. In  the book of N ature 
—that book which may be read by 
the unlearned as well as the wrise, the 
savage as well as civilized man—he 
who runs may now read a lesson of 
optimism and good cheer. Death, so 
called, is a sleep, a rest, a tem porary 
cessation of accustomed activities. In 
the twigs, branches and trunks of the 
trees, from which last year’s ou t­
grown m antle was stripped by rain- 
dashed, ice-laden winds, new life is 
pulsing. Beneath the sombre grass

And the progressive m erchant 
ought to be saying to himself and his 
salespeople som ething like that. The 
la tter part of the w inter season has 
been, in most lines, a quiet period. 
There has been a lull. But now a 
new season with new possibilities and 
new opportunities has come. If old 
records are to be broken there m ust 
be renewed effort all along the line. 
And this seasonable renewal of busi­
ness activity is the function of the 
boss.

For another thing, N ature has a 
definite plan by means of which all 
progressive grow th goes forward. 
There is “first the blade, then the ear, 
after that the full corn in the ear.” 
And the progressive m erchant also re ­
quires a carefully thought-out plan 
or program . If he has outlined for 
his own guidance, and for the benefit 
of others associated w ith him in the 
business, a definite business policy— 
a policy that com prehends his buying 
and marking, his window trim m ing 
and new spaper advertising, his sell­
ing methods, and all other schemes

and devices whereby he hopes to  win 
trade and increase the net earnings 
of the business during the spring 
season—well, in that event he is going 
to make some real progress during 
the eight or ten weeks.

“Plan your work,” said some one in 
a facetious vein, “then work your 
plans.” D uring these early days of 
the new spring season it would seem 
to be the part of wisdom for the 
wide-awake m erchant to  take his 
bearings and see precisely where he 
is. I t is the man who know’s where 
he is going who arrives on schedule. 
Are you on the highway of Effective 
Service? O r are you jog-tro tting  
across the country on a meandering 
road that leads nowhere in particular? 
The man who w ants to make real 
progress m ust resist the tem ptation 
to saunter off the main highway on 
some shaded by-path where the flow­
ers bloom and the birds chirp. H e’d 
better stick to the boulevard, and 
compel himself to accomplish a cer­
tain definite stage each day, each 
week, each month.

Spring is suggestive of awakened 
activities and of new achievem ents. 
N ew  life— tense, eager, pulsing life— 
is stirring everywhere, in stem  and 
bud and grass-blade; and m anifesta­
tions of renewed life ought to be ex ­
pressing them selves in the storekeep­
er’s activities.

Spring is a new season, and a new 
season means new w'ants, new* seeds, 
new calls. Newr tools and farm  im­
plem ents will be required, and paint, 
fencing and building m aterials; furn­
iture, curtains, draperies, chinaware 
and housefurnishings, and seasonable 
w earing apparel and seasonable food­
stuffs. W hile furriers, furnace people 
and coal dealers may disapprove of 
these pronouncedly spring days, m er­
chants in countless other lines will 
welcome them.

Yes, spring has come. Let us enter 
into the spirit of it. If  our optimism 
has become som ewhat congealed by 
the ice and frost of w inter, le t’s thawr 
out. Brighten up the store in honor 
of the new season. Polish the glass 
till it fairly glistens in the light. If 
your store front needs a new coat of 
paint, or if your walls and ceiling 
ought to be re-papered or painted 
anew, get busy now. Put in new. 
fresh window trims. Add a dash of 
snap and exuberance to your adver­
tisem ents. and show the people of 
your comm unity tha t you are aware 
of this glorious transform ation that 
:s going on everywhere about you. 
And may this 1911 Spring Business of 
yours he the biggest and m ost en­
couraging ever. Chas. L. Philips.

Y our personal acquaintance is ini 
po rtan t in enlarging the business. I t 
may not be nice to  “w ork” youi 
friends, but it certainly pays to  work 
your personality  as far as you are 
able.

“Grief can take care of itself, but 
to  get the full value of joy  you m ust 
have som ebody to  divide it w ith.”

W hen “hard tim es” com e, watch  
the m illionaires. T hey will be mak­
ing the b iggest roar.

Simple Morning Dress.
T he tendency towards sim plicity, 

which is  a feature of the new sea­
son’s sty les, is strongly marked in the 
m orning dresses. W hile straight-line 
effects are excellent, there is suffi­
cient fullness at the bottom  edge of 
the skirts to  make them  conform  to  
conservative tastes.

In dresses o f this character various 
trim m ing effects are in favor, but

straight lines predom inate, w ith the 
bottom  of the skirt m easuring from  
tw o and one-half to three yards. 
A m ong the favored sty les are kilted  
skirts stitched to knee depth, also  
m odels w ith gored top section having  
pleated flounce finish and, again, the 
long straight tunic finished w ith wide 
band.

Striped patterns and borders are 
especially good for the developm ent 
of these m orning dresses, these  
stripes or borders being so m anipu­
lated as to  take the place of trim ­
m ing. A m ong the m aterials em ­
ployed are cotton foulard, voile, mar 
quisette, challis, lawn, batiste, linen, 
gingham , organdy and printed and 
dotted Sw iss.

The drawing show s an excellent 
j  type of the simple sty le  dress. It is 
made of striped bordered challis, 
which w ill doubtless be much used  
during the spring and summer. The  
waist front is form ed of a high-bib  
ornam ented w ith crocheted buttons. 
Panels in back and front skirt sec­
tions are sim ulated by the border 
paralleling the center pleat on both  
sides.

If you w ould sell goods to-m or­
row, advertise them  to-day. K eep on  
advertising so  long  as you have goods 
to  sell.
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Then and Now
Men and Methods and How Time 

Has Changed Them
Fifty years ago and now!
How different the m ethods of busi­

ness; different social custom s; differ­
ent ways of doing alm ost everything. 
A lthough those were not quite as 
ancient as the famed pod-auger days, 
yet they were days of toil, of strenu­
ous doing, vibrant with the thrill and 
push of pioneer grit and determ ina­
tion.

A t the opening of the Civil W ar 
there sprang into being along the 
arteries of trade—the great inland 
stream s of Michigan—a new and 
unique circulating medium, brought 
forth from the exigencies of the hour.

F irst, because of the scarcity of 
specie, came the pasteboard im itation 
of real money. Some of this was in 
the shape of round bits of board imi­
ta ting  the dollar and fractions there­
of, down to halves and quarters. 
“This is receivable in sums of five 
dollars or less for goods at Sm ith’s! 
store,” was the legend printed across 
the face of the pasteboard.

This sort of money was given out! 
in change, taking the place of the 
silver pieces which disappeared from 
circualtion at the outbreak of war.] 
Of course the value of this sort of 
currency depended upon the busi­
ness stability of the man or firm is­
suing the same.

clothing doled out to  them  at sur­
prisingly big prices.

T here were no railroads then;! 
everything in the line of goods and; 
provisions was to ted  to  the woods 
over muddy, uneven roads, many! 
miles, when a ton w eight was a heavy 
load for the strongest pair of horses. 
Fruit, such as those in the m ost hum ­
ble circum stances can now procure, 
was wholly unknown to  even the 
most prosperous. A few wild berries, 
harvested and fetched to  m arket by j 
the Indians, constituted the whole! 
fruit menu. Every store, however, 
boasted of its dried apple barrel.

These apples came packed in bar-j 
rels, packed solid, requiring very hard 
digging with a hook made for the 
purpose to  extricate them  from  the 
barrel—a dark, sticky mass of un-j 
cored sour apples, unfit for the use; 
of man o r beast. There were usu­
ally enough w orm s throw n in to  ren-j 
der the apples good mince meat!j 
Then the butter! The home made! 
article was not in evidence. In the! 
fifties bu tter was cheap and strong.; 
Six cents a pound for firkin packed; 
from Chicago, where the article was 
brought in from every sort of place, 
from the clean two-cow farm er to 
the one-pig. one-cow squatter, who 
never knew the meaning of the word 

I cleanliness.
Some tim e la ter came the issue of! 

governm ent fractional currency, de-! 
nom inated “shinplasters” by the ir­
reverent. Even the greenbacks, which j 
proved of such service in time of the 
nation’s m onetary stress, were in 
opposition to the W ashington gov-i 
ernm ent, spoken of in derision as 
“ Lincoln skins” and “Old Abe’s 
scabs!” N evertheless this same cur-1 
reticy thus anathem atized, fed and! 
clothed our armies, carried on the! 
war and held back the cohorts of dis­
union until such time as the Illinois 
Tanner, with his invincible arm y of 
“ N orthern mudsills,” ham m ered the: 
life out of the rebellion and com ­
pelled an honorable peace at A p­
pom attox.

Im m ediately after the close of the 
w ar came an era of wild speculation, 
based on the depreciated currency of 
the time. Prices soared far above 
those we have experienced since the 
cry of “high cost of living” has be­
come the shibboleth of a new party 
which seems to  be sweeping all be­
fore it, the party  of “ Progressives,” 
made up of liberal Republicans and 
Dem ocrats. As this is not a political 
argum ent I refrain from giving m y j 
views on the situation as it is to-day.

The m erchant of tha t day was aj 
law unto himself. On the M uskegon; 
in the lum ber camps, were stores,! 
com pany stores and individual stores» 
w here the w orking men of the pines 
as well as the new settlers on wild 
farm s fopnd their food products and

One of our Muskegon m erchants 
was at a Chicago house when a lot 
of these small butter-m akers brought 
in their yield. Among o ther batches 
was one carried by a frugal old lady, 
packed in a pail the gnawed edges of 
which showed tha t the useful re ­
ceptacle had been used for at least a 
twofold purpose. The b u tte r was 
packed w ithout regard to  quality and 
in consequence the Michigan con­
sum er was never fed anything but 
rank bu tter beside which our m odem  
oleo is the acme of cleanliness.

The times, the men. were different. 
Such bu tter would not now sell for 
first quality axle grease. As a  boy 
I never knew what it was to  taste 
new. sweet grass-fed butter. T thought 
the rancid strength  of our firkmed 
Chicago grease was the natural prod­
uct of the cow.

Apples were so scarce in the woods 
| that they brought fabulous prices. 
[ Once, as a boy. I traded tw o large, 
j luscious w aterm elons for one small 
sour apple and felt sure I had made 

| the best of the bargain. The princi­
pal articles of consum ption in those 
days were flour and pork: these, 
with potatoes or beans, constituted 
the food supply of the early store 
keeper.

The wonderful strides made during 
the past few years have eclipsed 
everything of early day importance. 
No packed dried apples, no axle 
grease b u tte r for your m odern house­
wife. Canned goods have replaced
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Some of the Popular Patterns in the N ew  Shirts Jk

Fancy Striped Shirts with 
Cravats to Match

A t intervals since the passing of 
the stiff-bosomed fancy shirt there 
has appeared fragm en tan - gossip in 
regard to its possible reinstatem ent in 
the affections of shirt wearers. 
Among shirt m anufacturers the sub­
ject has received a certain amount of 
attention during recent seasons, but 
not of so deliberate a character as 
tha t which has lately been given to 
the m atter. The fact is that with the 
greater num ber the wish has been fa­
ther to the thought, for the passing 
of the stiff bosom—white or colored— 
made a mix-up for negliges, practical 
ly the same shirt being suitable for 
sum mer and winter, the old dividing 
line furnished by the laundered shirts 
being theoretically eliminated, i t  re­
duced sales for the m anufacturer, be­
cause a retailer’s left-overs from sum ­
mer trade are easily transposed into 
w inter stock, and w inter stock into 
summer stock—in either case there 
existing no reason for shelving the 
goods to make way, as in form er 
times, for a season’s run on the stiff 
bosoms, hence the allegation as to 
reduced sales for the m anufacturer.

W e can not get along w ithout 
shirts and the industry m ust thrive 
although the heavens should fall, and 
here is w hat a city shirt salesman 
says of the shirt styles current and 
to  come: “Fancy striped shirts with 
laundered collars and French cuffs 
will be very fashionable this coming 
season. I have already noticed that 
some of the sm artest dressers are 
w earing these shirts with the cravat to 
match. They are made of madras, per­
cales and piques. There is also a 
great deal of gossip among the shirt 
m anufacturers that nexj: fall we will 
see the colored bosom shirt in full

| sway. I was thus inform ed by a cus­
tom  shirtm aker whose knowledge on 
styles is w ithout a peer, and who said 

i tha t his trade was asking for the col- 
| ored shirt bosom, not alone the con- 
j servatives, but the younger set as 
well; this is due largely to the high- 
cut w aistcoat they are w earing.’’ 

j Fancy shirts with laundered collars 
and French cuffs and cravats to  

I match, and short stiff bosoms, are the 
points of the salesm an’s story. He 

j knew what he was w riting about, for 
he exchanges greetings with the furn­
ishing trade every day.

The shirt illustrations on these 
! pages are selections from twelve 
| prom inent m anufacturers. They are 
j taken from their departm ents of sup- 
j plem entary supplies for the coming 
j summer and should be considered as 
j representing the field of patterns in 
! the all-round sense in regard to 
stripes and figures. Combinations of 

j stripes and figures have a prom inent 
I place, but as to which way the fashion 
j will drift in preparations for 1912, the 
| answ er would only be guess work.
| Tw o-thirds of the illustrations are 
pleated fronts, and the figure patterns 

j and broken effects are in two colors.

A Shopping Incident.
“Now, madam, w hat size shoe will 

you have?” asked the salesman as 
I soon as he was at liberty.

“The sm allest and shiniest you 
have,” she said.

The other woman buying shoes 
sniffed.

W hen the clerk returned with a 
i pair of the tiniest imaginable the 
woman accepted them  with the re- 

i mark, “I guess baby’s eyes will open 
when she sees these on her feet.”— 
Buffalo Express.

! Novelties For the Drug Store or Toi­
let Department

No doubt m any to ilet goods buyers 
I are unaw are of the fact th a t alco- 
j hoi in a solid form, resem bling a 
| hard-jelly, has been placed on a com- 
| mercial basis and is now available for 
j retailing. T his solidified alcohol, be- 
| ing a denatured spirit, is intended for 
j use as a fuel in portable cooking de- 
| vices, chafing dishes, etc. I t  is par- 
i ticularly appropriate and practical for 
I em ploym ent in heating shaving wa- 
| ter, curling irons and for any other 
I toilet purpose requiring fuel.

A small cube of the alcohol will 
j produce a steady heat for from  four 
| to  five minutes. Being in a solid form 
j  the fuel is perfectly safe to use in 
| any ordinary manner. The cubes are 
I put up in cans of one-quarter pound 
sizes for package retailing, or in one, 

I th ree and five pound cans fo r bulk- 
selling or for larger quantity con­
sumers.

j _ _ _ _ _ _ _ _ _

As E aster falls som ewhat late this 
year—.April 16—there still rem ains 
time for the retailer of perfum es to 
secure appropriate stocks and devise 
special plans for increasing the sales 

j on high-grade extracts and novelties 
j during the pre-E aster season.

If the alvance featuring of m er­
chandise of this class is commenced 
early enough, the suggestion tha t ex- 

; tracts and o ther to ilet lines be em- 
j ployed as seasonable rem em brances 
j undoubtedly be acted upon by a 
large proportion  of the sto re’s cus 
tom ers.

There is now being featured a new 
I combination as a substitute for a hot 
! w ater bottle, ice bag or a fountain 
j syringe. T he device is made of met- 
{al, heavily enameled in white and ha? 
j a capacity of tw o quarts. Accompan- 
j ied by a conventional rubber piping 
and three hard rubber tubes, this 

j sickroom utility  is priced to  retail for 
: $3.50. The points advanced in its
| favor are tha t it can be readily ster- 
| ilized and tha t it will last for a long; 
time. T he metal portion is equip­

ped w ith a nickel screw thread cap, 
thus m aking the container salable for 
em ploym ent as a hot o r cold appli­
cation. The metal container has 
rounded sides, is concave a t the 
fron t and convex at the back, thus 
form ing shapes tha t will conform to 
different parts of the body.

F or retailing at $3 ano ther hot 
w ater bottle made of m etal is being 
featured by a W estern  concern. I t 

j consists of a single large oval sec­
tion, made of a pliant metal, nickel 

I plated.
Each bottle is accompanied by two 

| tem perature-regulating covers made 
of fabric. According to the manufac- 

! turers, the bo ttle  has an unusually 
large radiating  surface, will retain 

I heat th roughout a night or day and 
j  is very light in weight.

R etailers of perfum es could readi- 
i ly increase their sales by featuring 
j extracts in odors or names corre- 
| sponding w ith the artificial corsage 
bouquets which women are now 

I w earing so extensively. By way of 
I suggestion, the perfum ery depart­
m ent should group such odors as 
violet, lily-of-the-valley, orchid, gar- 
j denia, rose, etc., under a placard and 
I announce the purpose for which they 
| are intended. T his idea of making 
the already life-like bouquets more 

j natural will undoubtedly appeal to 
I m any women.

A ccording to recent advices from 
j Paris, beauty patches produced by 
| acid so tha t they rem ain perm anent- 
j ly black are being applied to  the face 
! of professional beauties. A lmost 
| every professional beauty in Paris, it 
is said, now has a black spot or beau- 

j ty patch on her face. But the beauty 
| spot m ust be perm anent; therefore, 
| the court p laster patch is no longer 
j considered fashionable. T here is, 
j therefore, the probability of the beau- 
| ty  spot being re-adopted in this coun 
try, but in its saner form. T ha t is- 
the application of a small round or 
square piece of court plaster to some 

'p a r t of the face.
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Hat Styles
For Spring

The usual topic of conversation 
when stiff hats are discussed is the 
probable developm ent of the low 
crown, wide brim styles, and this 
feature of the current vogue is giving 
m ere concern to the trade than any 
o ther single factor, says the A m eri­
can H atter. It being universally ac­
knowledged that a distinct change is 
necessary to  stim ulate the stiff hat 
business, the trade should get busy 
and produce the righ t results by 
pushing this new idea in hats.

Low crown, wide brim  effects in 
stiff hats were first introduced in the 
spring sample lines which w ent on 
the road in the fall of 1909, and they 
enjoyed a brief period of activity as 
a result of orders for im mediate use 
placed by a num ber of the style lead­
ers among the retailers in various cit­
ies. There was no renewed activity, 
although they continued to sell in 
limited quantities during last spring. 
L ast fall they apparently  did not in­
crease in popularity, the demand be­
ing restricted  to the high-class, select 
trade, and even there were not g rea t­
ly favored. For this spring, how ­
ever, low crown, wide brim derbies 
sold readily, late buyers in the New 
York m arket having placed a good 
percentage of orders on them, and it 
is freely predicted that the vogue 
will increase steadily until the new 
shapes finally predom inate the stiff 
hat business.

R etailers whose trade is of the 
higher class have ordered the new 
shapes in liberal quantities, and they 
will be the nobby styles this spring 
for the w ell-dressed men. Following 
the generally logical evolution of 
fashions tha t are naturally  developed, 
whereby they are first favored by se­
lect trade, and then progress to  the

popular, a general vogue of the new 
derbies is in prospect.

The extrem e dimensions of the new 
shapes are 454 and 4%x2, 2% and 2*4 . 
T hese are radical proportions, the 5- 
inch crown and 2, 2V% and 2*4-inch 
brim being more conservative, with 
5x2^6 o r 5x214 as probably the m ost 
favored. For the special require­
m ents of the large man the new 
shapes are made 5l4x2J4-

There is a wide range of design in 
these new, low crown, wide brim ef­
fects, crow ns being oval, round and 
medium full, and curls round and 
D ’O rsay, with varying sets to  the 
brim. There is a difference of opin­
ion w hether the full round crown and 
D ’O rsay curl or a m ore oval crown 
and round curl is the better, and this 
will be a m atter of individual choice 
as the vogue develops.

These new hats look much better 
on the w earer if som ewhat tilted 
back on the head, and retailers, when 
presenting these new shapes to the 
custom er, should suggest, when nec­
essary, tha t they be tried on in that 
way and the effect noted.

Low' crowns, wide brims, are the 
latest developm ent in stiff hat styles 
and as such they will be well repre­
sented in the retail stores tha t aim 
to have the latest authoritative vogue 
in m en’s headwear.

F or the spring trade small shape, 
full tip, flat set hats 454x1*4—l?4i and 
5xl'56—1H  have maintained their 
prom inence as the popular stiff hat 
styles and, in fact, have become as 
staple for popular trade as the larger 
shapes in 5J4x154~ -1% and 554x154 
—2 dim ensions have been for the 
conservative dressers in higher-class 
trade. W hether there is to  be a 
radical change in the popular trade

I for fall and the small shapes are to 
he superseded by the low crow n, wide 
brim styles, it is too early at present 
to predict. T he fall sample lines of the 
m anufacturers, however, will proba­
bly all show a large num ber of shapes 
;n the new styles and retailers fo r the 
popular trade who place them in stock 
will probably find tha t they have 
bought wisely. In the meantim e it 
would seem to  be advisable for retail­
ers to  refrain from overloading on 
the small shapes.

Telescopes predom inate the vogue 
for soft hats, and pearls with black 
band and w hite binding are m ost pop- 

J ular. Pearls with self band and bind- 
ing and light shades of brown with 
matched and contrast trim m ings are 

1 also favored. N arrow  X-line, and the 
I wider, 8 and 1 0 -line binding will be 

popular.
During last fall pencil curls had a 

widespread demand, and will also sell 
I in good volume for spring, but will 
[ not predom inate to the same extent 
I Retailers who w ant to keep abreast 

of the current style tendency and 
! show the latest developm ent of the 
I mode will advocate telescope with 

wide, flat brim. These designs are 
produced in a variety of styles rang­
ing from the absolutely flat brim to 

I brim s that are slightly set, including
around, 
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1 o ther novelties the wide. flat, thick 
brim, crown telescoped o r dented on 
the quarters, has been a good number 
am ong some retailers in certain sec- 

| tions, although it has not sold gen­
erally.

Telescope dimensions will be from 
254 to 4-inch crown and 2pt to 3r4- 
inch brim. The best selling p ropor­
tions will be 254» 3 and 314 -inch
crowns, and 2 r4 . 2 *4 . 3 and 3 ' 4 -inch 

[ brim s, with 3x254—3 the favorites, 
j Wide bands, averaging 27 lines, 

will be used alm ost exclusively for 
the telescope hats.

In those sections where telescopes 
| were favored last season probably 

three of everv four hats sold this
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Storekeeper's Personality
Man of Pleasant Manner Has a 

Live Asset in Business
In a city it is rarely possible for j explained, there should be a m anner 

the proprietor to be known person- of encouragem ent which should have 
ally to his buying public. Indeed in ¡the effect of sending any clerk to his 
many stores he is barely known at' 
sight to the large arm y of employes 
which the volume of the business 
renders necessary. Then as a gen­
eral thing, the smaller the town, the 
better the p roprietor is known, first 
to his own store people, next to  the 
buying public. W e may trace this 
statem ent down through all the vari­
ous sizes of towns and stores till we 
reach the little grocery or general 
store, usually the only store in town, 
or in that quarter of town. And even 
in those stores of convenience which 
one finds scattered about in the 
suburbs of every city, there is not 
that opportunity  for personal ac­
quaintance that exists in the stores 
of the village or hamlet. Let us see

departm ent head for inform ation if 
anything is a little hazy. W hen these 
departm ent heads are held account­
able for the proper effort at making 
clear the house policies tha t effect 
his or her departm ent, and the sales­
men are held accountable for a prop­
er understanding of all orders, there 
should come the nearest possible in­
fluence of the proprietor’s personality 
tha t can be secured in a large city 
store.

I t is alm ost useless to discuss the 
proprietor’s personality and its effect 
on the public in a large city. There 
is little chance for personal acquaint­
ance between him and the public, in­
deed few custom ers know him by 
sight. He must speak through his 

what effect this acquaintance has o rj^ to re , his sales people, and his adver- 
îay have upon the business and upon tising. W hat the man really is can

the proprietor and buying public.
In the first place the sales people, 

sometimes consisting of only the pro­
prie to r’s own family w ith the assist­
ance of a neighbor boy or girl, can

be shown quite largely in the m anner 
of the employes. The proprietor 
who deserves the name, has ideas of 
the way a store should be managed 
from day to day, the m anner of the

become thoroughly acquainted with! salesmen tow ard the public, the 
their m anager and knowing the man | things that should be said about the
so well, they can the more easily 
understand his trade policies and as­
sist in putting  them into execution. 
In the larger stores the m anager or 
p roprietor is apt to forget tha t his j

various kinds of goods; and his place 
of authority  gives him an opportun 
ity to say w hat he wishes about these 
things and see tha t his ideas are car 
ried out as he intended. He is no

sales people do not possess the in -¡m anager, has no proper conception 
side track of the business tha t h e |o f  the work of manager, unless he 
does, consequently, can not in the j takes special pains to see tha t hi
few words he uses fully understand wishes are carried out. I t is not op
his plans. They may ask questions crating a spy system for him to
but too frequently the proprietor is investigate the conduct of his em
too busy in the office to be approach- ployes. Those who do not deserv 
ed by a salesman w ithout the use of close espionage will be glad to  know 
so much insistence on the la tte r’s tha t their true w orth is known to him
part that when he finally does gain 
audience w ith the proprietor it is to

highest in pow er and authority. I t 
only those who slight w ork and

find him with “spirits ruffled up” and scorn to show any personal interest 
so angered tha t he is not likely to in their em ployer’s plans, who com 
give a fair hearing to the statem ent plain if any watch is placed on their 
and questions of the salesman. This movements. And they deserve it. ‘ 
is why we do not find more sym- is an injury to their own prospects 
pathv, more of a feeling of unity, ex- of advancem ent to fall into such 
isting in the large city stores. T h e  habits and the sooner they are check- 
m anager may be blamed but he is so ed the better. So much for the man- 
busv keeping in touch w ith the buy- ager and his personality shown 
ing, the selling and advertising e n d s  through the salesmen, 
of the entire concern at large, th a t he A closely associated idea is the in- 
really has little time to  devote to in- fluence shown in the store. Some 
structing a single salesman in the] stores always exhibit an appearance 
correct perform ance of his duties, of orderly neatness in arrangem ent 
The fact is the proprietor and the of goods and store furniture tha t 
departm ent heads should consult on j shows the personal thought of some 
all points till everything is clear be- one carefully worked out. W hen an 
tween them. Then the departm ent article is called for, the proper sales- 
head, having fewer im portant duties man can always place his hand upon 
to perform , should be able to instruct it as though it were the last thing 
the salesmen in the policies of the shown a custom er. In  o ther places 
house until they are thoroughly un- two or three clerks fall over each 
derstood. Instead of exhibiting a ¡o ther, throw  goods around, and cre- 
feeling of annoyance, giving out an I ate such an air of confusion tha t it 
impression tha t the salesman is dull i disgusts the would-be customer. At 
or careless or he should have known ¡last the article is found. Perhaps it 
w hat to  do after the m atter was first is not just the size or kind w anted.

A nother search at length reveals an­
other kind or size of the desired 
article. A cross the street, one sales­
man could have told the caller at 
once just how m any sizes or kinds 
there were in stock, and could have 
led the way to where these were all 

isplayed so tha t the custom er knew 
at a glance if the one she wanted 
were am ong them. So much for the 
influence of the m anager shown in 
the store.

“Yes,” you may say, “but the 
clerks are kept so busy they do not 
get time until night to  arrange their 
goods properly.” Then, we say, it is 
still a fault of m anagem ent since a 
m anager who looks after things, as 
he should, either personally or 
through the services of dependable 
assistance, should know that the store 
is being operated w ith too few sales­
men, or tha t they are shirking their 
proper duties. If it is really a lack 
of more store assistants, the m an­
ager should give orders to  employ 
more. If those now w orking are 

mply try ing to shirk, he should give 
them  a chance to  rem edy m atters or 
hould see tha t o thers gradually take 

their places. The righ t kind of m an­
ager knows his business and will see 
that his ideas for operating tha t busi 
ness are carried out as he wishes or 
he secures store assistants who will 
upport him properly.

The personality  of the proprietor 
in small tow ns is much more marked 
and w ith the proper effort may be 
made much more effective. H ere he 
comes into daily, personal contact 
with everyone w orking in or about 
the store. He knows them  all per 
sonally because he hired them  to 
work and it is from  him th a t they 
receive their daily instructions 
K nowing them in this way, he is abl 
to see tha t his plans are all carried 
out exactly as he intended. Each 
person under him, or ra ther in his 
em ployment, works daily under his 
eye, and he is thus able to keep not 
m erely a daily but hourly, alm ost 
m om ent by m om ent tab on their 
work which tells him w hether or not 
his ideas are being carried out. If 
not, he can rem edy the m atter at 
once by personal interview  w ith the 
person who is recreant.

The m anager wrho has been trained 
in m odern business m ethods and has 
ideas to enforce can always make 
money in a store of this kind on ac 
count of the unity which may exist 
betw een the entire store force and 
proprietor. If  he does not have 
proper conception of m odern store 
m ethods he may yet do fairly well 
for the reason given. M any of us 
have known young men who, placed 
in charge of a village store, do so 
well that after five or, ten years they 
sell out and invest their capital in a 
city store. H ere they put into practice 
the same m ethods which won them  
success in the small town, and find 
to their consternation th a t they do 
not make for success as previously, 
and th a t they are yearly  sinking good 
money. Some see this and pull out 
in time. O thers go on to  the b itter 
end and lose everything—because 
they could not adapt m ethods to  city 
ways and conditions.

One of the m ost im portan t phases 
of this subject rem ains yet for dis­
cussion. The effect of personality  of 
the m erchant, or the proprietor upon 
the public.

In  the sm aller tow n this has every 
opportunity  to be m arked and suc­
cessful. The proprietor may be book­
keeper, or book-keeper and stenogra­
pher in one person to  look after this 
end of the business. O f course if he 

a shrewd business man he looks 
over the books occasionally, reads 
every statem ent showing the condi­
tion of the business and dictates his 
own le tters or at least tells his 
stenographer exactly w hat meaning 
to put into the le tters even if he does 
not actually dictate them. W e know 
of a business man in a small town 
fho has never had much opportunity  

to a ttend school but who has a very 
careful brain for business neverthe­
less. H is use of the E nglish language 
s terrible, yet he tells his stenogra­

pher the substance of every letter, 
frequently using language which for 
business force few educated men can 
equal. H e has a thoughtful sten- 

grapher who w orks much of this 
language into his le tte rs w ith the re- 
ult tha t they stand as examples of 

business getting  literature. Pardon 
this digression.

The proprietor in the village store 
finds time to stand near the door 
where he may m eet the various call­
ers when they enter. H is hearty  
m anner of greeting, the readiness 
w ith which he listens to  the request 
of the m ost humble as well as of the 
highest in pow er and rank, creates 
for him a feeling of friendly good­
will which can not but reflect upon 
the selling end of the business.

In  city stores it is custom ary to 
employ floor-walkers whose duty it 
is to  m eet the incom ing public, learn 
their w ants, and direct them  to  the 
proper departm ent. In  the village 
store, the successful proprietor is his 
own floor-walker. H e finds th a t the 
opportunity  thus m et w ith of making 
stronger his acquaintance w ith his 
custom ers is one of his m ost im port­
ant duties, one which if possible 
should under no condition be dele­
gated to another.

This friendliness m ust be more 
than skin deep. I t  m ust be sincere 
or it fails to accomplish its intended 
purpose. If the m erchant pats a 
child on the head, calls it “the p re t­
tiest little  girl he has seen in a long 
time,” gives it a stick of candy or a 
hair ribbon, then a little la ter says 
the same to another child no t know ­
ing th a t the tw o are neighbors, he 
has lost and lost forever much more 
than he has ever gained. T he m oth­
ers, of course, compare notes and 
when his insincerity is learned, the 
man and his business fall far below 
par w ith those two families, possibly 
with their nearer relatives as well. 
Furtherm ore, the thought occurs, if 
he is insincere in one thing, m ay he 
not be insincere in his statem ents 
about the goods in the store? Can 
they believe him, when he says in 
his advertisem ent th a t he has the 
stock of the highest grade in its line 
ever b rought to Dashville? T he man 
has deservedly lost the entire confi-
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dence of these people and w ith their 
confidence goes all their trade and 
patronage.

If the proprietor is sincere his m an­
ner will be reflected by his assistants 
so tha t in his absence he may know 
that all is going well.

The personality of the proprietor 
is shown in his advertising w hether 
by new spaper advertisem ents, hand­
bills, or letters. If  there are local 
papers the successful m erchant uses 
them of course. If there is not even 
a third rate  weekly, the m erchant 
will speak to his public by means of 
letters, prin ted  sheets, known as 
house organs or store papers, or by 
the use of personal letters. In these 
the personality of the man should 
stand out prom inently. If there is 
but one proprietor, his advertising 
should always read in the first person. 
In tha t way the force of the appeal 
is strengthened. W hatever may be the 
nature of the medium this personal 
form should be used and then lived 
up to in every way. The m erchant 
says, “I cordially invite you to 
visit my store and look over the 
goods even if you are not ready to 
buy. I can assure you of good tre a t­
m ent and the services of one of our 
best sales people, if you wish, to 
show you about the store and to as­
sist you in exam ining the goods in 
which you are m ost interested. Come 
any day but Saturday.”

H ere the m erchant has comm itted 
himself to  certain prom ises which he 
m ust see are faithfully carried out. 
He asks visitors to call w hether in­
tending to purchase or not. He must 
see th a t his salesmen show the same 
hearty  politeness w hether callers pur­
chase anything or not. He m ust see 
tha t salesmen are ready to offer their 
services m erely to conduct the caller 
from one departm ent to another show ­
ing the new goods. He should see 
tha t every prom ise is faithfully kept, 
m ost of all the statem ents made on 
the quality of the goods displayed. 
These statem ents kept to the letter 
do much to create a feeling of con­
fidence in the store, its proprietor 
and the goods offered, which m ust 
make for the highest commercial 
success.

Glance back a m om ent over what 
has been said and decide for your­
self, reader, how greatly  the success 
of a business undertaking depends 
upon the nature of the man who 
manages it. W hen a strong far­
sighted man with true business in­
stincts takes upon himself the m an­
agem ent of a business of any kind, 
the sooner he makes himself and his 
plans felt, the better it will be for 
the business. A man can be a 
nonenity, a zero, and yet not be a 
poor m anager in the sense of running 
the business out of existence; he 
may not be a strong m anager whose 
work is felt and seen in every depart­
ment. T oo m any are of this very 
kind. They take charge of a business 
and if their predecessor were success­
ful, their only hope is to do nothing 
greatly  different from  him. They 
try  to do nothing large enough to 
harm  the business greatly  should it 
prove a mistake, and as a result nev-

er accomplish anything successful 
large enough to  be felt.

There are o ther men who soon run 
a business down and out. E ither 
through ignorance or conceit, they 
run things in a striking way, but not 
in the right way, at least for the time 

 ̂ and place, and as a result soon fail.
There is the strong man who 

' knows, and who knows tha t he knows 
He handles the business as he be­
lieves he should. He injects person­
ality into everything about the es­
tablishm ent, not in a conceited, head­
strong  way, but as his past experi­
ences teaches him is the best way— 
and personality wins.

C. L. Chamberlin.

Result—More Business.
A nother developm ent of in terest is 

in the appearance of the store itself. 
Food laws have compelled some 
changes, but good business judgm ent 
has forced many more. The new 
store fron t of plate glass, show win­
dows carefully washed and filled with 
displays of tem pting goods, have 
taken the place of the old many-pan 
ed glass windows, opaque from many 
m onths’ accum ulations of dust and 
cobwebs. The result has been a 
marked increase in business, for 
proper display has sold more goods 
than any o ther salesman and always 
will continue to do so.

As we step into the modern-day 
store, the same freshness and a ttrac ­
tive display greets us. The old 
wooden counters have made way for 
the glass fronts of the m odern sales 
counters, in which tem pting display? 
of goods greet the eyes of every 
custom er, presenting the strongest 
invitations to buy. The old unpro 
tected boxes and barrels have been 
rolled away and in their stead are the 
various stands, counters and other 
equipm ent to  display the same goods 
in a sanitary way. The result is 
more business.

B etter lighting system s have sup­
planted the old 1 0 0 -candle power 
kerosene lamp with the smoky chim­
ney, throw ing out more heat on 
sum mer nights than the furnace emits 
on freezing January  days. M odern 
electric fixtures or splendid gasoline 
lighting system s furnish a better light 
than our fathers knew. Result, more 
business.

Cash registers and accounting sys­
tem s for simplifying book-keepers’ 
problem s—or abolishing them entire­
ly—have taken from the mind of the 
m erchant the w orry which figures in­
variably bring, and leave him freer 
than he ever has been to devote his 
whole energy to the questions of 
buying and selling, the m atters of 
chief im portance in his business after 
all. E lectric coffee mills make the 
task of the olden day grinding a mere 
m atter of turning a switch. Vinegar 
and m olasses pumps absolve the mod­
ern dealer from a world of bother, 
and as such apparatus m easures the 
liquids as they flow, time is saved.

On the counters, com puting scales 
also are time savers. Slicing machines 
perform  labors form erly accom plish­
ed at a great expense of time and pa­
tience.

Oil tanks buried outside the store 
furnish m easured am ounts of oil and

lower the insurance rate, to  say 
nothing of rem oving from  the store 
a departm ent which always troubled.

Cash carriers or pneum atic tubes 
carry all transactions to  the eye of 
the proprietor or his cashier. Re­
frigerated o r iced showcases perm it 
the display of goods (salable, profit 
able goods) which form erly must 
have rem ained hidden in the ice box 
in the rear. In  many cases this 
much-im proved ice-box is cooled no 
longer with ice, but by means of the 
modern ice machine. Baling press­
es take care of waste paper, turning 
the usual bonfire material into actual 

| coin.
W e have m entioned only a few of 

the im provem ents wl ich will come to 
the minds of dealers who read this 
article. But it is sufficient to  indi­
cate how thoroughly times have 
changed. Im provem ents by no means 
have been confined to  o ther lines. In ­
genious m erchants or active m anufac­
turers constantly  are bringing out 
new equipm ent which tends to  do one 
of tw o things—reduce expenses or 
produce more sales.

In its last analysis the problem is 
to make more money for the dealer — 
Modern Grocer.

back o r sides is well liked. These 
suits are shown m ostly in navy bine 
serges, fancy m ixtures and stripes. 
The illustration is a good example of 
the strictly tailored type, w ithout any 
trim m ing whatsoever. It ?s made o f  
a light fancy m ixture and relies e n ­
tirely on the tailoring for  its a ttra c ­
tiveness. The skirt is of the simple 
gored type.

Energy.
O f the failures in business m any, in 

fact, m ore than is com m only suppos­
ed, are due to  a lack of energy, ft 
makes no difference how much capi­
tal is employed even if every govern­
ing condition is favorable, a  business 
can not succeed, can not continue to  
exist, w ithout the exercise of con­
stant energy.

Too many people leave business to  
run itself. They think tha t they have 
a following, that people must have 
their goods and come to  their store. 
They think tha t they are indispensa­
ble in the com m unity; their name? 
enough to  cause people to  do busi­
ness w ith them ; their reputations 
will live forever, or else they depend 
upon the prestige of their prede­
cessors in business.

Tailormade Suits.
A tendency to favor plain tailor- 

made suits is apparent in the gar­
m ent lines for the coming year. The 
best selling styles are those made 
with 21 and 25 inch, straight cut 
jackets and w ith skirts m easuring 
about two and one-half yards around 
the bottom . The skirts are cut to  give 
the narrow  effect. W hile the plain

Many times we have entered a re­
tail store, and we refer more especial­
ly to  w hat is known as the country 
store, when we have noticed that the 
proprietor or the clerk, whoever hap­
pens to  be in charge, disengages him ­
self from a chair or w hatever diver­
sion he may have been engaged in, 
apparently with the g reatest reluc­
tance, to  wait upon a prospective cus­
tom er. The fact of the m atter is that 
a great m any people are lazy, pure 
and simple. They are the sort of peo­
ple who are always saying, “I t  does 
not pay, and it is too much trouble.” 
Such people fall into lax ways, they 
have no system, no book-keeping, 
they buy in a haphazard manner, they 
can not tell w hat this article or that 
article costs them laid down in the 
store, w hat proportion of the ex­
pense in doing business tha t article 
should pay, how much profit they 
should, in justice to  them selves, 
charge up to  that article. T hey do 
not know w hether they are making 
money o r losing m oney; they do not 
know accurately w hat the cost is of 
doing business; they do not take the 
trouble to find out. T hey lack ener­
gy. A man in business finds, if he 
has the right kind of appreciation of 
things material, tha t his business re­
quires all his time and all his 
thoughts.—New England Grocer.

Posh Crochet Yarns.
Those hand-crocheted articles, so 

popular for women, children and even 
the men, have knocked a hole into 
millinery “ready-to-w ears;” but the 
a rt departm ent laughs and enjoys the 
situation, if it has a supply of the 
eiderdown o r A ngora wools now in 
such trem endous demand.

T his is where the enterprising  re­
tailer will get a crowded counter—by 
announcing free lessons in the new 
stitches. A ny live girl can show cus-

----------------------------------------------------— 1 tom ers how to  make these caps and
gored type is frequently seen, the in- they will gladly buy the wools where 
troduction of pleats in the front, such courtesy is extended.



32 M I C H I G A N  T R A D E S M A N March 8, 1911

Natural Batavia with black velvet facing. Pink roses and black aigrettes trim.

The Song of Spring 
Awakes Heart of Youth

W ritten  fo r  th e  T ra d esm a n .
In olden times a great realm was

that night. F o r w hat does it avail 
me tha t I have suffered you to  live

governed by a heartless monarch w h o j jn niy realm, if you fail me now when
ruled with absolute sway. As he ad- 
vanced in years his iron will became | 
more relentless, and inhum an whims I 
and caprices were added to his former 
cruelties.

In one of his mad freaks he issued; 
a mandate that all the poets and all i
the painters and all the musicians of

i • i * „ „ i  : fore hts august M ajesty at thethe kingdom were to appear before i . . . 6  _  J 3
him on a certain day.

Fearfully they obeyed the summons- 
F irst the poets were ushered into 

the despot’s presence.
"1 am becoming an old man,” the 

ty ran t began, “and when the most j w efe called, the same charge accom 
accomplished reader of my court j panied by the same th rea t being laid
strives to interest me with the choic- uPon them > only their task was *he 
est tales and poems he can select, | composition of music h itherto  un

nor 
All

I am old and need your services?”
W ith this th rea t the poets w*ere 

dismissed. Then the pain ters were 
brought in.

He gave them  a like charge, only 
instead of w riting verse, each was to 
paint a m aster piece and appear be

ap
pointed time. D eath awaited every 
a rtis t of them all if no canvas should 
awaken in the aged m onarch the heart 
of his youth.

The artists dismissed, the musicians

they do not delight my mind nor 1 dream ed of. 
charm my ear as in other days. All j Poets, artists and musicians all 
have grown stale. j went their ways and w rote, painted

'•Ye m asters of the quill, some one and composed, literally for their lives 
am ong you must w rite verse that will j until the appointed time. Then all
bring the old response, tha t will | appeared before the despot,
awaken within me the heart of my Trem blingly each poet w ith ode or 
now long-lost youth. At such a I sonnet or lyric strain  of exquisite 
time,"—and he named a day not far j beauty sought to beguile the ear of 
distant, “all of you poor scribblers i the aged ruler. But the scowl on his
come again, and if no one bears in grim visage did not relax until, at the
his hand this w ritten thing that I last, a strange bard arose, and with 
require, then the heads of every one ! the sound of his voice all the air seem- 
of you shall be placed on the block | ed pulsing w ith strange sweet rythm .

T he face of the despot softened 
lightly, then settled back alm ost to 

its wonted sternness.
“The poets are found w anting,” he 

began, “all have failed to  awaken—” 
“Stay, Sire,” began the strange, un- 

nown bard, “suspend the sentence 
on all these my brethren  and let me 
appear with the musicians also. For 

promise you, Sire, tha t my music 
hall far surpass my humble poetry .”

The curiosity of the despot was 
troused and he granted  the petition.

N ext the musicians were given a 
learing, and as one after another 

rendered his composition, the ears of 
all listeners were ravished with 
sw eetest melody. Still the face of 
be despot seemed unmoved till the 
trange poet-musician began. No one 

was fam iliar w ith the instrum ent on 
which he played, but suddenly the 
gurgling of brooks, the plashing of 
oosened w aterfalls, the w hispering of 
soft winds, the carols of a thousand 
birds burst into sound.

Plainly the m onarch was touched 
and a look alm ost of tenderness pass­
ed swiftly over his countenance. But 
soon his face settled again into its 
stern lines.

“The musicians are found wanting. 
This last is a very clever perform ance, 
but I am not deceived by the pass- 

trick of an unknown mountebank. 
Even he has failed to awaken within 
me—”

“Stay, She,” pleaded the poet- 
musician, “suspend once more the 
sentence of my b ro ther poets and in­
clude w ith them  my fellow musicians, 
and perm it me, as a supreme favor, 
to appear w ith the artists. F o r I 
prom ise you, Sire, tha t my music is 
as naught compared w ith my pain t­
ing.

To his chief courtier the despot 
rem arked in an aside: “O f course he 
cannot awaken the heart of my youth, 
any more than the o thers; but we 
may as well make one job of them  all. 
The fellow’s audacity amuses me.” 
Then to the assembly he said: “The 
bold request is granted.”

Sorrowfully the painters displayed 
the canvases on which they had toil­
ed w ith such pains and labor. But 
the king scarcely took the trouble to 
so much as look at them, for he w ant­
ed to gratify  his curiosity as to w hat 
wonderful feat of a rtis t’s skill this 
unknown painter should produce for 
his m om entary pleasure, and then—.

W hen it came the tu rn  of the 
strange poet-m usician-painter, “Sire, 
my canvas lies out of doors,” he be­
gan. So the m onarch moved to a 
portal where his eye took in a wide 
stretch  of landscape.

The strange pain ter took his pal­
ette and b .ushes and began. W ith 
incredible swiftness the sere brow n 
meadow was changed to  a wonderful 
field of em erald; the gray stern sky 
became blue, w ith billowy white 
clouds; bare branches were clothed 
w ith m yriads of beautiful leaves; 
lovely flowers sprang up as if by 
magic. T hrough it all was heard 
the gurgling of brooks, the plash of 
loosened w aterfalls, the w hispering 
of w arm  soft winds, and the rich 
musical caroling of b irds; while the

air pulsed w ith a strange sweet rythm .
T he despot was moved to  tears.
“Thou strange and unknown poet- 

musician-painter, thou* hast truly 
awakened within me the heart of my 
youth. F or thy  sake I freely revoke 
the sentence on these thy bro ther 
poets, musicians and painters, who 
m ust henceforth, by my royal com­
mand, learn their a rt of thee.

“W ho m ayest thou be, O unknown 
man, tha t hast w rought this w ond­
rous miracle?”

The stranger bowed low and an­
swered: “Sire, it is small w onder tha t 
I have found favor in thine eyes, even 
although the u tm ost efforts of these 
my m ost w orthy brethren  have failed 
to delight thee. F o r it is graciously 
given to me th a t not now only, but 
through all time, and not for thee 
alone, but for every man, I shall 
awaken the heart of youth; for I am 
Spring.” Quillo.

Feet of Passing Throngs.
Tired, ho t and jaded, he sits listen­

ing to the splatter of the w ater in 
the fountain. H is hat is drawn over 
his eyes so tha t he sees nothing of 
the passing th rongs — nothing but 
their feet.

A little pair of pink-shod feet, pink- 
stockinged and dainty, trip  by and 
ju s t behind them, with som ewhat of 
a less graceful gait, there follows an­
other pair of feet w ith black shoes 
and black stockings. T hey are no t 
dainty like the pink feet, although 
they are small. T he feet and their 
m ovem ents lack the dainty grace of 
the pink ones. So he says th a t the 
pink feet are those of a p re tty  little 
girl and the black feet belong to 
some “daddy’s joy” of a little  boy.

More feet come and go. H ere is a 
m other. H er feet are much like the 
feet of o ther women who pass, but 
a little pair of kid shoes toddle along 
with her.

T he next are big, rough and un­
couth. T he shoes are muddy about 
th e  heels. A cross the toes are dusty 
white marks. A round the bottom s of 
the trousers are m arks of white. A 
baker? No. A m iller? No. Oh, yes. To 
be sure, he is a hodcarrier.

Quick! H ere she is in all her glory! 
H eels like a pair of stilts—say, how 
in thunderation  could any hum an be­
ing like to w ear such shoes? And 
holding her sk irts out of the w ater 
on the sidewalk there is the least bit 
of a thin, little  lace of an underskirt 
showing. B ut he does no t look up. 
H e has a notion in his own mind 
about w hat she ought to  look like.

H ere is a man. H is shoes are p o l­
ished and, why, he is m arried! He is 
a young m arried man. H is m ove­
m ents indicate he is young. So does 
the pattern  of his trousers. There are 
tw o certain indications tha t he is 
m arried. H e is carrying a parasol. 
The back of his trousers, a t the heels, 
are frayed ju s t a little. Now, Sher­
lock, tha t is enough. T he parasol be­
longs to  some woman. Is  the woman 
his wife? Certainly. He would no t be 
carry ing some o ther girl’s parasol, 
and if he w ere no t m arried he would 
have better trousers—and here comes 
the verification. H e has stopped. She 
is now even w ith him and they are 
w alking away together 1



Mardi 8, 1911 M Í C H I G A N T R A D E S M A N 39

Credit Problems
They Overtax the Mind of the 

Merchant

w a r n i n g !™* ci°vef ^ Sei,s

W ritten  fo r  th e  T ra d e sm a n .
The m erchant who grants credit! 

m ust continually face one difficult] 
question. I t  may not have to be an­
swered every day, but it may come 
at any minute and may have to be 
answered several times in one day.
It m ust be decided aright or he is 
the loser. The question is this: 
"W ould I ra ther have my goods on 
the shelves ready for the cash custom ­
er or an account on my books against 
this person?"

To himself he could say “yes" or 
"no” immediately. If there were no 
other elem ents entering into the 
problem it would be easy of solu­
tion, but there are so many factors 
in alm ost every case of deciding to 
give or refuse credit tha t one must 
decide several independent proposi­
tions before he can give an answer.

Does the person seeking credit 
really intend to pay or is he a dead­
beat who will get in debt all he can 
and then leave town or refuse to pay?
If he intends to pay does he really 
need the goods he contem plates p u r­
chasing dr could he not get along 
w ithout them ? If he needs the goods 
does he really need credit? Is it be­
cause he has no money or can not get 
it or is he asking the m erchant to car­
ry his account w ithout interest so that 
he can have ready money to  take ad­
vantage of bargains or special sales 
at cash stores? W ill he keep his 
prom ises? W ill he pay prom ptly at 
stated periods? W ill he give the 
m erchant all his patronage or will he 
obtain only the staples, the goods 
yielding the least profit, and pay cash 
elsewhere for his business, those 
goods upon which there is the m ost 
profit? Is giving credit helping an 
industrious man or woman who has 
all he or she can do to support a 
fam ily; or is it in reality lending 
money w ithout in terest to  one who 
has money at in terest or money in­
vested in property  which yields good 
returns? Is giving credit encourag­
ing idleness, extravagance, p rocrasti­
nation, deceit, or other despicable 
tra its  of character? These are some 
of the questions which force them ­
selves upon the m erchant. They can 
not safely be ignored.

Some problem s are gladly w el­
comed. They may be difficult but 
no t disagreeable; there is delight in 
the solving; there is satisfaction and 
rew ard at the end. Not so with cred­
it problems. They are intruders up­
on the m erchant’s tim e; they are 
leeches upon his streng th ; they tend 
to  keep forem ost in his mind the 
weaknesses, the failings, the unde­
sirable aspects of human character. 
How can he “ever keep sm iling?”

T he m ental effort required to  de­
cide ¡these problem s is so much loss 
o f  jfpgfgy. I t  consume} tha t which

should be devoted to  the progress of 
business. I t may be the main hin­
drance to one’s getting  ahead. He 
survives; he pulls thorugh; but that 
is all. H e does not grow ; he is kept 
in the same old treadmill. H e is 
prevented from reaching out here and 
there, bringing in new things, carry­
ing out new ideas which would di­
vert his mind from necessary care 
and unavoidable anxiety.

W hen a sale is consum m ated both 
buyer and seller should be pleased— 
satisfied. This can not be when the 
m erchant entertains the least shadow 
of doubt about the surety of paym ent 
cr foresees delay with consequent in­
convenience and loss to  himself.

Upon the prospective recipient of 
favors should be the burden of p ro­
ducing satisfactory proof tha t he or 
she is w orthy of being allowed cred- 
t. The m erchant should not be sub­

jected to loss of time and effort or 
to any expense to learn the standing 
of the applicant.

In the care and m anagem ent of a 
store—the conducting of mercantile 
business—there is sufficient to fully 
engage all the m ental powers of the 
average m erchant w ithout the cares 
and annoyances of credit business. 
There are always opportunities to 
step outside the regular routine and 
devote time and thought to m atters 
which are profitable in some sense.

There is a limit to the burdens 
which one should assume even to 
help those who need assistance. In 
the granting  of credit there are many 
times when the m erchant realizes 
that he is bearing double burdens for 
naught. The debtor is not really 
benefited and the m erchant loses by 
inconvenience and extra labor as 
much as the profit on the goods.

In the discussion of this m atter 
there is apparently no end. The ne­
cessity of buying on credit is in 
reality small in these times. W here 
it seems necessary it should not be 
looked upon as an inexorable, per­
m anent condition. The people as well 
as the m erchant should look forward 
to outgrow ing it, to  overcom ing it, 
to strive for the better system of 
cash dealing. Buying on credit should 
never become a habit—only a tem ­
porary expedient.

E. E. W hitney.

An injunction w as granted in the Circuit Court 
of Chicago on the complaint o f Foley & Company, 
restrain ing th e C rane M edical C om p an y . Henry 
B. Foley. & Company, or H enry B. Foley from 
selling, offering for sale, or advertising Foley's j 
Quinine and Tar or Foley Kidney and Bladder 
Pills under these names and in yellow  cartons.

Foley & Company w ill of course prosecute any j 
attem pt at imitation o f the nam es or packages of 
their products. The original and genuine Foley 's 
H oney and Tar and Foley Kidney Pills, which do 
not and never have contained any opiates or 
habit-forming drugs, and are put up in a yellow  
package, are being supplied as formerly.
FOLEY & CO., 319 W. Ohio, Chicago, III.

O ffice  424 H ou sem an  B lk .
If you w ish  to locate in Grand Rapids write 

us before you come.
W e can sell you  property o f all kinds.
W rite for an investm ent blank.

M U N I C I P A L  B O N D S
TAX EXEMPT

Yielding 4 to 4^%
E. B. CADWELL & COMPANY

W rite  for Circular
P e n o b sco t B ld g . D etro it. M ich. ;

A pplications for District Manager of the North 
American Life Assurance Company o f Canada, 
at Grand Rapids, m ay be sent to the undersigned. 
The com pany offers an unusually attractive and 
remunerative contract. An exceptional oppor­
tunity  for the right man.

F. A . HILTON. State Manager.
M ajestic Bldg.. Detroit.

TRACE YOUR D E L A Y E D  
F R E IG H T  Easily 

la id  Quickly. W e can tell you 
how BARLOW BROS.,

Grand Rapids, Mich

Hie McCaskey Register Co
Manufacturers of

The M cCaskey G rav ity  Account 
R eg iste r S ystem

The one writing method of handling account 
o f goods money, labor, anything. 

ALLIANCE. OHIO

FIRE
GRAND RAPIDS 
INSURANCE AGENCY
THE McBAIN AGENCY

iJraud Rapids, Mich. The Leading Agency

Child, Hulswit & Company
BANKERS

Municipal and Corporation 
Bonds

City, County, Township, School 
and Irrigation Issues
Special Department 

Dealing in Bank Stocks and 
Industrial Securities of Western 
Michigan.

Long Distance Telephones: 
Citizens 4367 Bell Main 424 

Ground Floor Ottawa S tree t Entrance

Michigan T ra it Building 
Grand Raplda

ThisistheScale

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

thatbuys itself

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.

An Early Quitter.
The father of four boys, discover 

ing the eldest, aged 13, smoking a 
cigarette, called the four together for 
a lecture on the evils of narcotics.

“Now, W illie," he said, in conclu­
sion, to his youngest, “are you going 
to use tobacco when you get to be a 
m an?”

“ I don’t know,” replied the 6-year- 
old, soberly, “ I ’m try ing  hard to 
quit.”—Success Magazine.

It will pay you to install Angldile Scales now.
Angldile Computing Scales have certain patented principles 

possessed by no other scales.
The Angldile is the scale with the cone-shaped chart; the only 

scale yet made which shows a plain figure for every penny’s value.
The Angldile’s chart is the easiest read, because it stands at 45 

degrees—the natural angle at which we hold books and papers.
AH men—short or tall—read the Angldile chart alike. There are 

no hair lines to count—no pin points to guess at.
The Angldile is a gravity scale. It has no springs. Hot or cold 

weather does not affect its accuracy.
The Angldile buys itself because by its accuracy it saves its 

cost in a few months, and then goes on saving for its owner forever.

Angldile Computing Scale Company
110 Franklin St. Elkhart, Ind.
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Development of Retailing
Business Methods Changed Much 

in Recent Years
In the retail stores of many coun­

ties may be found represented all 
stages of development of retailing 
in the past fifty years. The changes 
in recent years have been very rapid. 
And some m erchants have kept pace 
with the general progress of the 
times, while others have lingered in 
the ruts which were worn by their 
predecessors of years ago.

In the first place the very nature 
of the store has undergone great 
change. Many of the general stores 
carrying all lines but w ithout a good 
assortm ent have evolved into estab ­
lishm ents actually large, handling 
single lines. Many of the stores 
have developed into specialty shops, 
offering large assortm ents in one 
class of merchandise. O thers, either 
by consolidation or by grow th, have 
become the present powerful depart 
ment stores, handling great varieties 
in lines and ample assortm ents of 
each.

The up-to-date departm ent store 
is really the overgrown general store 
of a half century ago, but doing busi­
ness upon principles of trade build­
ing instead of being merely a means 
of support for a few’ families.

The advent of the modern depart­
m ent store wras at first looked upon 
by the m ajority of m erchants as a 
menace to the prosperity of the 
whole country. Several states pass­
ed laws intended to limit the number 
of lines to be handled by one com­
pany under one roof.

This attitude which sincerely 
sought to guard the best interests 
of the people w’as found to be eco­
nomically wrrong. It was found that 
a large modern store usually helped 
to build up the business of all the 
retailers in a town. It wras soon 
recognized that w hatever tends to 
make a place a trading center con­
stitutes a valuable aid to all who 
compose such a center.

So the big departm ent store has 
come to stay and near it thrives the 
up-to-date specialty shop and even 
the establishm ent having many fea­
tures of the old-time general store.

Among the great factors which 
have made possible the present m er­
chandising on a big scale is the use 
of newspaper advertising space. W in­
dow displays, interior store exhibits, 
circular and bulletin boards were ef­
fective in their way, but their ac­
tion was too slow to be employed 
in the system of the modern special 
sale.

T he daily newspaper, with its abil­
ity to  quickly reach the people, and 
attractively call attention to  the bar­
gains offered, has made it possible 
for stores to take the immediate ad­
vantage of changes of w eather, the 
bringing together of many people, or 
any other agency by w'hich throngs

may be brought into the store on 
short notice.

The special sale as a store fea­
ture is the welcome successor of a 
system of variable prices. A few 
years ago no offering was consid­
ered a bargain unless it was first 
marked at one price and then allow­
ed to be sold at another.

Such loose m ethods in business are 
disappearing and the special sale and 
naming a definite price applicable to 
everybody and limited only in time 
of offering, or the available supply 
of the articles offered, represents a 
great advance. Sales are quickly and 
easily made and m erchants are en­
abled to build up their business upon 
confidence as well as upon values.

The confidence feature has been 
further strengthened by the policy of 
guaranteeing m erchandise or offer­
ing to refund money on any unsat­
isfactory purchase. C ontrary to the 
thought of many m erchants when 
such m ethods were first used, the 
liberal treatm ent of custom ers, and 
the offer to stand back of the goods 
sold, have tended to induce people to 
retain ra ther than to return  their 
purchases.

Every advance in modern m er­
chandising has attem pted to provide 
to the custom er ways whereby the 
buying m ay be more easily accom­
plished. If  unable to reach the store 
the telephone enables the custom er 
to make known his or her wants. In 
some city stores, even when the 
doors are closed for the night, tele­
phone messages for orders to be fill­
ed the next day are being received 
by night operators. A t the same 
time trains are hurrying w ith mail 
orders, or telegraph wires are be­
ing used to serve the distant pur 
chaser. The traveler returning from 
Europe .may now order gowns from 
the city store before the great ship 
with its wireless apparatus reaches 
sight of land.

Years ago, when goods were se­
lected and the package wrapped and 
paid for, the transaction was con­
sidered completed. O ften in the 
modern store such acts simply start 
a big mechanism in its movements.

The delivering of purchases has 
come to form a very im portant part 
of the selling system. I t  has reliev­
ed custom ers of much inconvenience 
and so has tended to increase the 
am ount of purchases. It has provid­
ed an easy means of making ex­
changes in case of dissatisfaction. 
I t has simplified the granting  of cred­
it to custom ers whose faces are not 
familiar to salespeople.

The modern method of handling 
transactions with charge custom ers 
in the big stores enables the shopper 
to place his order in a few m om ents’ 
time and then leave to the system of

the establishm ent the carrying out 
of all details in com pleting the pur­
chase.

The arrangem ent of the modern 
store has helped greatly in prom ot­
ing sales. Goods are well displayed 
and yet are kept free from dust and 
the danger of damage from other 
causes. Display cases not only pre­
serve merchandise in the best of con­
dition, but also display it so a ttrac ­
tively as to induce custom ers to buy 
more liberally.

The display windows have brought 
about the entrance of a new science 
in merchandising. The com petent 
window trim m er is counted as one 
of the m ost im portant of the sell­
ing forces. Im provem ents in the a r­
rangem ent of windows have been 
very great. The maximum am ount 
of display soace is used and the best 
service of light is obtained. The 
fact that m erchants may now insure 
their plate-glass as well as their m er­
chandise, has encouraged the greater 
use of window space.

L ighting for stores has made w on­
derful advances. By special prisms 
more daylight is utilized, and by 
modern interior fixtures a daylight 
effect may be produced at night or 
upon the darkest day. Such im­
provem ents have really lengthened 
the trading day by making each hour 
as good as another in the selection 
of any kind of merchandise.

The general diffusion of in form a­
tion on styles and events has given 
to the people of even the smallest 
hamlet, glimpses of the affairs in 
great cities. This has tended to in­
crease desires and the w ants of the 
people are being multiplied fas te r 
than m anufacturers are able to de­
vise or create.

Inventions and im provem ents in 
all lines are providing more leisure 
to the business man and to the 
housewife with the same returns for 
the work done. As time of leisure 
increases, the desire for luxuries and 
conveniences grows, so the field of 
m erchandising is constantly  expand­
ing and the buying power of the 
people is constantly increasing.

The development of retailing in 
the past few years seems almost 
miraculous. W hat it will be in the 
next few years can not even be 
prophesied. The increased use of 
electricity, the coining of wireless 
communication, aerial transportation  
and all o ther great inventions will 
doubtless have their effect.

The modern m erchant who keeps 
abreast of the times is no longer a 
mere storekeeper. He is part of a 
wonderful system. He is a necessary 
factor in quickly bringing to the peo­
ple the things which they want, and 
for which abundant means are at 
hand to provide.

Do not think tha t the window dis­
play or the advertisem ent tha t suits 
you best will necessarily be the best 
paying one. I t  is the average effect 
tha t counts ra ther than individual 
effects.

L et your soul be an aeroplane and 
rise above the sordidness of earth  oc­
casionally.

Street Dress.
T he present styles in street dress­

es require m aterials of soft texture, 
and, as in this respect the silk and 
satin foulards are em inently suitable, 
there will be an extensive use of 
these fabrics. Small allover patterns 
with border finish are much favored,

while the pin-stripe designs are also 
in evidence. W orsteds in shepherd’s 
check designs are also am ong the 
leaders. T he draw ing shows a p rac­
tical street dress in black satin with 
Bulgarian em broidery in black and 
white. A shirt yoke effect is simu 
lated.

1911 Motor Cars
( l a l f l c i f i s ]  Runabouts and Tour-v s a m a u u  ing CarSi 3 0  and 4 0

H . P . — 4  cylinders—$i,ooo to 
$ i,6oo.

Franklin ^ box“ ;J°aTs‘
Closed Cars, Trucks, 18 to 48  
H . P . — 4  and 6  cylinders— 
$1 ,9 5 0  to $4 ,5 0 0 .

Pierce Arrow j""1 i°“'g
Cars, Town Cars, 3 6 -4 8 -6 6 HP, 
H .—six cylinders only—$3 ,8 5 0  
to $7 ,2 0 0 .

We always have a few good bargains 
in secondhand cars

ADAMS & HART
47*49 R. Division st. Qrand Rapids, Mich.
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Side Lines That Pay.
Every year the grocer has seen a 

few m ore comm odities put up in 
packages. Every year the sphere of 
the grocer’s independent activity has 
been curtailed. Every year the g ro­
cer has found himself m ore and m ore 
of a human slot machine, taking in 
the nickels and dimes and handing out 
cartons and cans packed ready for 
delivery in a factory a thousand miles 
away. T he w orst of it is, the grocer 
has found every year tha t under this I 
package goods system his profits have 
been grow ing sm aller and sm aller on 
the volume of goods sold. I t  is 
about up to  the grocer to do som e­
thing. O therw ise he will cease to 
exist. Somebody will find some auto­
m atic device which will stand in an 
obscure corner and hand out car­
tons by pressing the proper button. 
T he hum an grocer will become ex­
tinct and the mechanical, nickel-in- 
the-slot grocer will take his place.

U nder such conditions the thing 
for the grocer to  do is to  push the 
sale of goods which pay the profits. 
If people are bound to have pack­
age groceries, which give the grocer 
nothing much for his trouble of han­
dling, the grocer m ust begin to de­
velop those side lines which he has 
heretofore considered m erely as m in ­
or profit-producers. The big depart­
m ent stores have already been 
shrewd enough to  push these “side 
lines’’ of the grocery trade. I t is 
w hat were once side lines tha t the 
grocer m ust now depend upon to

make a good share of his money. In  
short, the grocer m ust develop his 
“side lines” to such an extent that 
they become “specialty departm ents.” -

F o r years and years grocery 
stores have handled cigars. E very ­
body knows that. I t  is a ghastly fact 
th a t the grocers have handled cigars 
so poorly tha t “grocery store cigar ' 
has become synonym ous for a cheap, 
inferior cabbage-leaf brand. The 
grocer m ust see to  it th a t this is 
changed. The wide-awake grocer 
m ust put in a line of cigars which 
will bring him the cigar trade. H e 
must handle as fine cigars as the cus­
tom er can find in the drug stores and 
the tobacco shops. T he same with 
tobacco in various forms, pipes, etc. 
Make your tobacco and cigar depart­
m ent the best in town. Break down 
th a t ancient prejudice against the 
“grocery store cigar.”

Now, there are cooking utensils. 
They are a splendid specialty for a 
grocery to take up. N othing could be 
more natural and appropriate than 
that the grocer should handle cook 
ing utensils. W hen his custom ers find 
tha t he handles cooking utensils, he 
will get the business. W om en will 
buy more cooking utensils from  a 
grocery than they would from a 
hardw are store.

C onfectionery: Grocery store can­
dy has alm ost as bad a reputation 
as grocery store cigars. W hy? Sim­
ply because the grocer has neglected

his confectionery departm ent. He has 
considered it an unim portant side line 
for the benefit of children. Nowadays 
the best candy buyers are not the 
children I t  is the adults who spend 
the big money on candy. T o get the 
profitable trade in candy the grocer 
m ust have the best candy the m ar­
ket affords. D iscrim inating candy 
buyers w ant candies tha t have a 
known reputation, like Low ney’s. It 
pays to handle the best; there is big 
money in candies.

Most grocery stores have laundry 
soap to sell. Generally they have a 
skimpy little stock of toilet soap, too. 
W hy not open a line of toilet spe­
cialties? There is money in such 
things, and money which will come 
very easily. T he grocer who is in 
touch with the women can quickly 
convince them  tha t he has the best 
stock of such things in town, if he 
really gets the goods and proves his 
claims. A big m oneym aking grocery 
in Philadelphia devotes a large share 
of its space to toilet specialties. I t  is 
a good line. Do not overlook it if 
planning to take on some “trade that 
pays the profit.”

Brow n Shoe Co.’s D inner.
The Brown Shoe Co., of St. Louis, 

recently gave a banquet to its sales­
men, heads of departm ents in office 
and factory and a few invited guests 

¡to a total of 2 0 0 , and addresses were 
made by P resident G. W . Brown, 
V ice-President J. II. Robler and 
others. T he chief address of the eve­
ning was by J. A. Besberich, who has

handled the Brow n Co.’s shoes in 
W ashington for six years. T he com­
pany announced their gain in ship­
m ents for the year ending Dec. 31, 
1910, to be $614,697.89. Also, they 
will im mediately construct a t E igh t­
eenth and W ash streets a new factory 
building, 150 feet long, 50 feet wide 
and seven stories high, for the m anu­
facture of W hite House shoes for 
men and women. I t  will cost about 
$100,000 and will employ about 300 
additional w orkers.

Isaac H. Sawyer, Second Vice- 
P resident of the company, has been 
elected President of the im portant 
M issouri M anufacturers’ A ssociation 
and in his inaugural address outlined 
a progressive and aggressive policy 
for the upbuilding of M issouri indus-

Signs of Spring.

npHE grocer really 
doesn’t w a n t 

to sell bulk starch.
He realizes the trouble 

and loss in handling it— 
scooping and weighing and 
putting it 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. 

T o sell Argo— sto ck  it.
CORN PRODUCTS REFINING COMPANY

NEW YORK
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As An Investment
Advertising Properly Done Will 

Pay Big Dividends
Advertising is an investm ent in ev- I 

erv sense of the word. A man who 
invests his money, be it in property, 
stocks or anything else, expects to 
realize a profit from the deal or else 
he considers the investm ent a failure. | 
W hen a m erchant advertises his j 
goods he expects to draw custom ers 
to his store and to derive a orofit on

To write copy for an advertisem ent 
and get the best results, first take 
a sheet of blank copy paper and find 
out how much space you w ant to use 
foi the advertisem ent or else find out 
w hat goods you w ant to advertise and 
then take the copy paper, outline the 
size of the advertisem ent and space 
the wording exactly as wanted to ap­
pear in the paper.

the money invested in advertising. ]
-When the investor loses on an in­

vestm ent he usually looks into the 
m atter and tries to determ ine where 
the trouble lies and why the invest­
ment lost money for him instead of 
earning it. Here is where the m er­
chant who does not realize any pro­
fits from  his advertising makes a mis­
take. Instead of looking into the 
m atter and finding where the trouble 
lies he simply makes up his mind that 
advertising is only an expense. He 
doesn’t stop to think his advertise­
ment didn’t look attractive enough to 
call the people’s attention to it or per. 
haps the wording of the advertise­
m ent didn't appeal t<> the trade. P er­
haps it was one thing or perhaps an­
other, but the m erchant did not stop 
to think about these things: he simply 
thought it had business and cut down I
his advertising costs and let it go at 
that.

The editor of a country paper is 
usually a busy man and especially is 
this true in a wide-awake town. Con­
sequently lie has little time to spend 
on an advertisement.

However, the advertising man can 
profit by getting on the good side of 
the prin ter and helping him all he can 
on the advertisem ents he wishes to 
insert in the papers.

Most m erchants whose business 
does not w arrant the expense of an 
advertising man do the advertising 
themselves and do not give enough 
time to the work to do it properly. 
They simply get a tablet, jo t down a | 
heading, go through the stock and! 
make out a list of the goods they 
w ant to advertise, hand the copy to 
the prin ter and tell him to use a cer­
tain amount of space. This is poor 
policy and usually means poor ad­
vertisem ents in locks as well as draw ­
ing power.

W hen a man hands the printer his 
copy and tells him how much space 
to  use, it is up to the prin ter to get] 
all of the copy into the space speci­
fied by the m erchant and it sometimes 
is a hard job as the copy may be 
too much or too little for the space.! 
The result is a poor advertisem ent 
and a poor investm ent. A nother thing 
some m erchants do is to write their j 
copy and let the prin ter use as much 
space as necessary. This perhaps is 
better in one way but on the other! 
hand, a prin ter may use too muchj 
space which is a habit some printers] 
have if given too much freedom.

Then take your outlined sheet and 
fill in the spaces—the heading in its 
proper place, next the items and so 
on. W hen the copy is completed the 
m erchant will have some idea of how 
the advertisem ent will look when it 
appears in print.

W hen the copy is satisfactory in 
all respects, take it to the prin ter and 
ask his opinion, letting him know 
that you take interest in the way the 
advertisem ent will look. Then de­
cide upon the style and point of type 
to be used in the different sections 
of the advertisemnt.

By going at it in this way the work 
will be much easier for the prin ter 
and it will give him a good idea of 
w hat you w ant and the result is a 
very good looking advertisem ent and 
one that will a ttrac t the attention  of 
the people who are the means of mak­
ing the investm ent a profitable one.

A nother common failing on the 
part of the m erchant is in not reading 
the advertisem ent after it appears in 
the papers. How is a man going to 
improve his next advertisem ent if he 
does not look over the present one 
and mark the weak points?

\ \  hen a paper containing the m er­
ch an ts  advertisem ent reaches him he 
should look at it from a custom ­
er s point of view and find out what 
part or parts of the advertisem ent 
will a ttrac t and hold the attention of 
the readers long enough to induce 
them to read it through.

Some points which are fatal to an 
advertisem ent and should be rem em ­
bered are the following: too many a r­
ticles advertised for the space used or 
vice versa: too much space used for 
the num ber of articles advertised; too 
much bragging or exaggeration of 
values; too heavy type used, making 
the advertisem ent look clumsy or un­
attractive; too light type used, not 
making the advertisem ent stand out 
from the rest of the paper. There 
are also many other points which can 
only be found by careful study of the 
advertisem ent when it appears in 
print. The main object is to  get , 
people to read the advertisem ent and 
the rest is easy if the right kind of 
merchandise is advertised.

As a rule an advertisem ent should 
never be allowed to run twice as the 
habit of letting the same advertise­
m ents run several times hurts results.
A person who reads the advertise­
ments will lose interest if one appears

in the same w ording twice or three 
times in succession.

An advertisem ent is the same as 
news. If a paper prints this week’s 
news and then sends the same thing 
again next week, w hat would be the 
result? I t would be disgusting to the 
people who received it and it would 
create a poor impression.

T o a great m any people an adver­
tisem ent is just as good as news and 
they look to the advertisem ents for 
pointers in the way of styles, etc

The Preponderance of Evidence.
“Sorry,” said the constable, “but 1 

will have to arrest ye—you have been 
drivin’ along at the rate of fifty miles 
an hour.”

“You were wrong, my friend,” said 
the driver. “I say I w asn’t and 
here’s a ten dollar bill th a t says I 
w asn’t.”

“All righ t,” returned the constable, 
pocketing the money,. “W ith  eleven 
to one against me 1 ain’t goin’ to  sub­
ject the county to  th ’ expense of a 
trial.”—H arper’s W eekly.

Do not attem pt to  evade proper 
responsibilities. I t  is the shoulder­
ing of responsibility tha t makes a 
man able to carry it easily.

^WeLightYourHome
Jta td le-P ow er b rillia n cy —at le s t th an  H cost of 
kerosene <&no ten  t in e s  th e  l ig h t '—giving too

■Gas at 15c Per 1,000 Feet
7 (instead of t i  to  S2 *nieb Gas Companies 

^charg*» ®>in ctie Handy** Gasoline L igh t­
ing  System  or "T riu m p h “  In v e rted  In d i­
v idual L ight you get the best known tn b - 

f  s t i tn te  fo* d ay lig h t (and almost as cheap), can 
read  or w ork <n any  p a r t  o f ro o m -lig h t 

>>aady a t  a  A nger touch—<ion t  have to  move 
! Lights—the light comes to  yon. Write 

For Catalogue and Cinsulars ( to  Dept.
JtriiiaatGuUapU (2 Stale Si Cheap

This is What the

Royal System
Is Doing for Retailers

The A. J. Deer Company, Marion, Ind.
Hornell. N; Y. June 4, 1910. 

Gentlemen—Please find check to apply on 
roaster.

We have had our roaster in use for about 
three weeks—have roasted 45 times without the 
loss of a pound of coffee although I have never 
had any experience in roasting. 1 had good 
success in the first roast.

We are now selling coffee to people we never 
sold before, and have had very little trouble in 
changing our customers from old brands of 
coffee to our new roasts.

The A. J. Deer Co.
1246 West St. Horneli, N. Y.

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and 
Everything of Metal

DERITC770N
I  n \ ^  you
m  crQYA-' plete Ironing Board

/  ' and Clothes Rack. No
i r s /t  x i . . , / .  b*tter m HIb* articles
iK U lN lN G R D A n n  made. Address J. T.

Brace, De Witt, Mich.

ELEVATORS
Hand and Power 
For All Purposes

Also Dumbwaiters 
Sidewalk Hoists

State your requirements, giv- 
j ing capacity, size of platform, 

lift, etc., and we will name a 
money saving price on your 
exact needs.

Sidney Elevator Mfg. Co. :: Sidney, Ohio

S N A P  Y O U R F I N  Q E R S
A t the Gas and E lectric Trusts 
and their exorbitant charges. 
P u tin  an American Lighting 
System and be independent. 
Saving in operating expense  
will pay for system  in short 
tim e. N othing so brilliant as 
th ese lights and nothing so  
cheap to  run.

American Gas Machine Co.
103 Clark St. Albert Lea, Minn.

Walter Shankland & Co 
Michigan State Agents

Giand Rapids, Mich.66 N. Ottawa St.

Established In 1873
B est Equipped 

Plrm In the State

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The Weatherly Co.
18 Pearl St Qrand Rapids, Mich

TRADE W INNERS
Pop Corn Poppers, 
Peanut Roasters and 
Combination Machines.

Many Styles. 
Satisfaction Guaranteed. 

Send lor Catalog. 
CINGERY MFG. CO.,106-108 E. Pearl St.,Cincinnati,0t

C L A R K - W E A V E R  C O .
WHOLESALE HARDWARE

GRAND RAPIDS, MICHIGAN
We ALWAYS Ship Goods Same Day Order is Received

FOOTE & JENKS* COLEHAN’S ( B R A ND )
Terpeneless High Class

Lemon and Vanilla
Write tor our “ Promotion Offer*’ that com bats "Factory to  Fam ily” schem es. Insist 

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

FOOTE & JENKS, Jackson, Mich.
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Side Lights on Sales Success
Observations on Value of Train­

ing for Retail Salesmen
Sales m ethods of all kinds have I 

been revolutionized during the past 
decade—not alone have the traveling 
men on the road reached a much 
higher plane of excellence but the 
m ethods of retail selling have been 
broadened and improved wonderfully-

I t is a far cry from the old tim er 
on the road*—the “commercial m an” 
"agen t” and “drum m er” of tw enty 
years ago to the road salesmen of to ­
day. The old tim er—w earing a plug 
hat—if possible, sporting a yellow 
diam ond on finger and in his tie— 
spending the firm’s money for booze 
—full of stories of high (?) life and 
the dreaded bug-a-boo of all m others 
with attractive daughters—and the 
modern salesm an—keenly alive to his! 
firm’s interests, square, clean cut and 
with a broad sense of duty to  home, 
and to country.

The difference is alm ost as marked 
in the retail establishm ents of this 
country. Salesmanship has come to 
be looked upon as a science and an 
art. Custom ers are handled in the 
m ost profitable way and the dealer 
who is alive to his interests sees that 
his sales force is w orthy the name.

For the individual—the keystone of 
successful salesmanship is first of all 
character. If the character be weak 
and faulty—the weakness should be 
built up—the faults overcome. The 
close analysis of a bad character 
seems unnecessary, w hatever defects; 
the man of unsound m orals may 
possess; w hatever vicious habits and 
mean tem per, impoliteness, dishon­
esty and laziness may be instilled in 
his character—these faults are appar­
ent—and being apparent it is better 
to turn to the upbuilding of the char­
acter to a point of cheerfulness, op­
timism, enthusiasm  and whole heart­
edness.

Personal appearance has much in­
deed, to  do with sales success; the 
slovenly, dirty, ill kept specimen of

a clerk or salesman, with hair un- 
brushed, hands and teeth dirty—cer-1 
tainly does little to inspire the likes 
and confidences of a prospective cus- j 
tomer. There is that in the manj 
who comes forward with confidence 
and affableness—neat in appear­
ance, clothes well fitting and shoes 
shined, linen clean—som ething that 
seems to reflect that the stock in that 
store is on a par with the salesman. 
T ruly the stock of m erchandise is too 
often judged by the man.

The time spent on “sprucing up” 
is not wasted, it has a money value— 
and a money result in the store— 
but do not overdo the m atter of 
dress. A foppish salesman is an 
abomination. Be neat and tasty, strike 
a happy medium.

It is of equal im portance to have 
your mind clear and keen; alert to 
the questions that will arise during 
the day. This means early hours, not 
late suppers, theaters and drinking— 
for the devil is sure to  take his dues. 
You can’t afford to jeopardize your 
in terests by taking such chances of 
failure.

Keep physically fit, if possible walk 
to and from work, if this is not pos­
sible walk part of the distance. Get I 
some of God’s fresh air and sunshine 
into your soul. Sleep with your 
window up, drink plenty of water, 
smoke, if at all, in moderation. E xer­
cise m orning and night, keep your 
bowels open. A man w ith dyspepsia 
makes a m ighty poor buffer for the 
public, so when it come right down 
to brass tacks it pays to have your 
liver w orking right. Perhaps you! 
never thought your liver had anything j 
to do with salesmanship, but it does, I 
a heap.

You may feel your are filling your! 
end of the contract by "giving the l 
old man his”—from eight to six—the 
rest is yours. But there ’s not much 
praise for the man who sticks in one '

position at the same pay for tw e n ty ' 
or th irty  years; you can’t move up 
standing still and its a m ighty sure i 
shot the “old m an” will appreciate I 
having you on the job all the time. 
Remem ber your in terest and the 
sto re’s interests are m utual—co­
operation helps on both sides.

D on’t borrow  trouble, don’t w o rry ,! 
don’t jum p to hasty conclusions and 
have to spend days in building u p ! 
what you tore down in a moment.

System atize your efforts; planj 
ahead. Idle time never did pay the | 
right sort of dividends, so when you 
have time try  to learn some particu- 
lar line—specialize. W hen people 
know that you know, you are pretty: 
apt to be the man th a t’s paid for 
knowing. See the point?

Fam iliarize yourself w ith the stock 
in your store, w ith your store’s m eth­
ods. Get in shape to answ er intelli­
gently  the questions of your custom ­
er. Never show the cheapest article 
first—it is easier to come down than 
go up—there’s real sales satisfaction 
in landing a quality order, and a li t t le ! 
care and ingenuity on your part will 
make it.

Never ask a custom er a negative 
question. F o r instance, “You don’t 
w ant this style, do you?” P u t it this 
way, “H ere’s som ething th a t I feel 
will please you.” Let the custom er 
answer, but make it m ighty hard to 
say “no.”

Cultivate enthusiasm , m odulate 
your voice, don’t talk  too much. 
W hen you are selling anything at all; 
get into the spirit of it; know the 

! goods; sell to yourself first, then the 
sale to the custom er will come easy.

If you make the effort you will 
find it as easy to become as enthusi­
astic over shingle nails as beautiful 
furniture. T here’s a selling point in 
every blessed article in every sort of 
store if you will only look for it.

And some day when your enthu­
siasm, your co-operation, your in ter­
est have landed you at the top of the 
heap you can be assured that the re­
sult was w orthy the effort.

H ugh King H arris.

T he spoken w ord m ay be fo rgo t­
ten, but the w ritten  w ord is there to 
stay; be gingerly w ith your w ritten 
words.

T he only rem arkable thing about 
epigrams is tha t m ost of them are 
not true

Sales Books gEclAL

MW1W tm a p
ocoli'

A io ttV u tW .
furnish copy of prist* 

ecfcs to execute of den.

Tanglefoot
The Original Fly Paper

For <25 years the Standard 
in Quality

All O thers Are Imitations

There is no risk or 
speculation in 

handling

Baker’s  
Cocoa

and

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

52 H ighest Awards in  
Europe and Am erica

Walter Baker & Co. Ltd.
Established 1780. Dorchester • M ast.

Snow Boy keeps moving out-Profits keep coming in

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 Lautz Bros.& Co.
Salesman Buffalo, N.Y
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Clerks In A Trance
While They Are Dreaming Buy­

ers Leave The Store
CLERKS IN A TRANCE. “I should think so,” says Harold.

While They Are Dreaming Buyers 
Leave the Store.

W ritten for the Tradesm an.
H arold feels the call of spring and 

wonders w hat sort of a suit he ought 
to buy. He is uncertain as to the 
price and the color, but he needs a 
couple of collars anyway and de­
cides to visit the store and look at 
the offerings. He goes into Knapp s 
and stands by the furnishings coun­
ter. The clerk is in a trance, think­
ing of the party  coming off that eve­
ning.

He looks up at H arold and sighs, 
unwilling to come out of it, for 
Mamie is the center of the pleasant 
scene he is imagining. He waits for 
H arold to make his w ants known and 
finally asks:

“Som ething to-day?”
This looks like Foolish Question 

No. 1,000,003, for if H arold were not 
in need of som ething in the clothing 
line he wouldn’t be there. Harold 
looks around the store, at the suits in 
sight and at the light overcoats in 
display.

“Collars,” he says, shortly.
“W hat kind of collars?” asks the 

clerk, not fully out of it yet.
“W ing collars, fifteen,” H arold 

says, and the clerk takes down a box 
and continues to dream.

“H ow  m any?” he asks.
“Two.”
The clerk takes two from the box, 

wraps them  in paper so tha t the 
wings stick through and waits for 
H arold to dig up. H arold lays down 
a quarter, picks up the package and 
walks out. The clerk leans back 
against the shelving and takes an­
o ther mental view of the party  he is 
going to.

H arold stands in front of the store 
for a mom ent and crosses to Gibb’s 
store, just across the street. H e has 
not quite made up his mind about 
buying a suit tha t day, but thinks he 
will go over to Gibb’s and buy a tie. 
There may be som ething in the suit 
line there tha t will appeal to him. He 
stops before a showcase where ties 
nestle in long boxes and points down 
at a green one.

The clerk is not in a trance. He 
has been sizing H arold up and has 
observed the young m an’s sweeping 
glance tow ard the suit departm ent.

“T hat tie is a peach,” he says. 
“There are lots of the boys buying 
green this spring.”

He takes out the box and draws 
the ties out on the glass.

“ l ook at the shades,” he says. 
“Then here are some with white in, 
and others w ith black. Not enough 
to make them loud, but ju s t enough 
to break the monotony. Tt depends 
some on the sort of suit you wear 
them  with.”

“Perhaps,” says the clerk, “you 
had better look at some of the new 
suits before you decide on the tie. 
W e have a lot of new ones. Come 
on, and 1 11 show them to you. It 
won’t take a m inute.”

H arold goes back to the suit de­
partm ent and the clerk there jum ps 
at him with a resolute gleam in his 
eyes.

“If a man w ants to buy a suit 
now,” says the tie clerk, ‘‘he can get 
the pick. I t  doesn’t take long to cull 
the stock. Show him some of the 
green tints, Jim ,” he adds, addressing 
the suit clerk.

“M ighty fine green ones—not grass 
green, you know'—but just green 
enough to look nobby. They w on’t 
fade, either, like some of the green 
tin ts tha t will be brought on. Suppose 
you try  on this coat.”

H arold begins to think he may as 
well buy a suit right there and then 
and enters into the spirit of the 
thing.

“Johnny Cheever, the m anager at 
D owns’ grocery, bought one of these 
to-day,” says the clerk. “He looks 
swell in it. A fewr of these out on 
the street and the rage will be on. I 
am going to pick one out of stock 
and lay it aside until I get the price. 
Say, tha t is a pretty  good fit, but I'll 
get a be tter one.”

H arold takes the coat off and puts 
on another.

“T here,” said the clerk, “that looks 
better, but, all the same, it comes up 
too high in the neck. I t alm ost hides 
your collar; looks humpy in the 
back. W ait until I get one that is 
right.”

H arold stands waiting for the one 
tha t will fit just right, w ondering if 
the salesmen at Gibb’s and the sales­
men at K napp’s are made out of the 
same kind of clay. The tie clerk 
goes back to the tie counter and 
brings the green tie back w ith him.

“T here,” he says, “this is the tie 
you were looking at. Looks pretty  
swell when shown w ith tha t coat 
you just had on.”

H arold tries on another coat and 
the clerks both declare it all right 
as a fit.

“There is the fit about the shoul­
ders I have been looking for,” said 
the clothing clerk. “You notice it 
fits snug and shows half the collar. 
Now, hump your shoulders—so. You 
see it does not bulge up in the neck. 
I t  will stay right where it is, all right. 
T ry  on the first one again and see the 
difference.”

In about five m inutes H arold is 
into the whole suit, w ith the green 
tie in place. He looks at himself in 
the glass.

“W ait,” says the clerk. “W e’ve got 
some hats tha t match tha t suit. You

may as well fit yourself out right 
while you are about it.”

He brings out a hat with ju st a 
touch of green in it and puts it bn 
H aro ld’s head. It is a good fit and 
completes the picture of a w ell-dress­
ed man. H arold smiles at the reflec­
tion in the mirror.

“Does look about righ t,” he says. 
“Couldn’t look better if it had been 

made to your order,” says the clerk. 
“The men w'ho make these clothes 
certainly are next to their job. It 
wasn’t tha t way a few years ago.” 

“I ’ve had tailor-m ade clothes that 
looked w orse,” said H arold. “You 
may wrap the old ones and I ’ll wear 
these away.”

“ I should think you’d wrant the 
hat,” says the clerk.

“Of course,” says Harold. “ I ’ll 
take the hat, too.”

H arold lays down a goodly roll 
of money and walks out of the store 
with his bundle under his arm. 
Knapp, standing in his doorway 
across the street, ses him come out in 
the new suit.

“W h at’s th is?” he asks. “I saw 
that young fellow in here buying col­
lars not long ago. W hy didn’t he 
buy that suit and hat here?”

“Sam w aited on him,” said a clerk. 
“W hat about it, Sam?” asks Knapp. 
“He didn’t ask for suits,” replied 

Sam. “He just asked for collars.” 
“Did you say anything about spring 

suits?” demands Knapp.
“W hy, of course not.”
“W ell, why didn’t you?”
“ I gave him w hat he asked for.” 
“All the same,” growled Knapp, “ I 

believe you m ight have sold him a 
suit if you had tried.”

“T hat is not in my line,” says 
Sam. “I ’m behind the furnishings 
counter. W hy didn’t Dick come up 
and tackle him for a suit?”

“You were the one who had him,” 
says Knapp. “You ought to have 
called his attention to the suits.”

Sam wras angry all the rem ainder 
of the day, and Knapp was certain 
tha t his clerk had lost him a cus­
tom er, as, indeed, he had.

There is nothing rem arkable about 
w hat the clerks at Gibb’s did to  H ar­
old. Any clerks who keep wide awake 
during business hours m ight have 
done the same thing. The clerk at 
K napp’s m ight have sold a suit and 
a hat if he had come out of his 
trance. H e is there to  sell goods, but 
he thinks he is there to hand out 
just w hat a custom er asks for. This 
is not salesmanship.

The clerk who stands behind the 
counter in a trance will always be 
cursing his luck. H e will never be 
able to understand why other clerks 
get better pay, why they secure bet­
ter positions, why they, in time, get 
stores of their own.

The^clerk who presents the stock 
to every customer who enters is the 
clerk the boss is looking for. It is 
not much of a trick to show a man 
who buys collars a new spring suit. 
It does not take long to show a man 
who calls for rubbers something fine 
in the way of shoes. Many a cus­
tomer goes into a store ready to buy 
more than he asks for.

Perhaps he does no t ask for the 
things he is thinking of buying be­
cause he does not know exactly w hat 
he w ants, as was the case with H a r­
old. I t is the duty of the clerk to 
help him make up his mind. I t  is a 
good idea to  call attention  to goods 
which are not asked for. This need 
not be done in an offensive way. The 
clerk need not insist on showing 
things after the custom er has de­
clined to buy. But when he sug 
gests an article and the custom er be­
comes interested at once, it is a p re t­
ty sure thing tha t a sale can be made.

Too many clerks do their work 
perfunctorily. T oo m any stand in a 
trance. They do not think. Thev 
lack initiative, and will soon pass out 
of the business. I t is true tha t there 
are some m ighty good clerks who 
never go into trances. If you are one 
of them show this article to some fel 
low who dream s at his work.

Alfred B. Tozer.

Good intentions are commendable, 
but w hat do they accomplish?

When you see a traveler 
hustling extra hard, make 
up your mind his object is 
to reach Grand Rapids by 
Saturday night. Sunday 

passes quickly at

Hotel Livingston
Grand Rapids, Mich.

The Breslin
Absolutely Fireproof

Broadway, Corner of 29th Street

Most convenient hotel to  all Subways 
and Depots. Rooms $1.50 per day and 
upwards with use o f baths. Rooms 
$2.50 per day and upwards with private 
bath. B est Restaurant in N ew  York 
City with Club Breakfast and the world 
famous

“CAFE ELYSEE”

N E W  YORK

Hotel Cody
Grand Rapids, Mich.

A. B. GARDNER, Mgr..

Many improvements have been made 
in this popular hotel. Hot and eold 
water have been put in all the rooms.

tw en ty  new rooms have been added, 
man/  with private bath.

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

The rates remain the same—$2.00 
$2.50 and $3.00. American plan.

All meals 50c.
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HARDWARE MAN AND SPRING.

This is the Time for Garden Tools 
and Sporting Goods.

The hardw are m an should not 
overlook the golden opportunities 
which the opening of a new season 
brings. T he hardw are store may not 
be the abode of fashion. The stock 
in trade may not be subject to the 
freaks of style. But the hardw are 
store nevertheless should have the 
spring opening habit as well as the 
dry goods emporium.

W hen is a more propitious time to 
bring out the hoes and rakes, spad­
ing forks and trow els and other im ­
plem ents tha t will be called for by 
the home ow ner who has a 30x40 
“farm ” in his backyard and a flower 
bed in front? The real farm ers will 
w ant these im plem ents, too, but the 
town trade is an item of enough im­
portance to be w orth  cultivating, and 
an early display is desirable.

I t  may be a little early to bring 
out the hose and lawn mower, but 
the hose and lawn mower season is 
not so very far away after all, and 
a suggestion to home ow ners as to 
when they can procure such articles 
will not be amiss.

The first breath of spring will s tart 
thoughts of fishing. T he season will 
not open until May 1 ; but the con 
firmed fisherman begins his prepara 
tions weeks in advance and to see 
som ething in the line of his hobby 
will do him good.

Have you the boy trade lined up? 
If you have not, now is the time 
to start after it, and the way to start

is through the open door of the ju ­
venile fondness for sport. Baseball 
equipm ents and bicycles will catch 
the boys, and there is good profit in 
such goods, too, and the sooner they 
are brought out the better. The cro­
quet and lawn tennis sets may be 
held in reserve for another month.

The hardw are m an’s spring har­
vest, however, is in building m ate­
rials. T he building season will open 
early this year. T he open w inter has 
been favorable to this. A window 
filled with carpenters’ tools, tastefully 
arranged, will be sure to  a ttrac t a t­
tention, and will alm ost certainly 
draw trade.

A nother thing the hardw are man 
should look after is the stove trade. 
This is not the right end of w in­
ter, of course, to make many sales 
of new stoves, but why not enter the 
field as a caretaker of stoves for the 
summer m onths? In m ost house­
holds the stove in summer is both a 
conundrum and a nuisance. In the 
first place is how to get it down with 
the limited facilities to be found in 
m ost homes. Then comes the ques­
tion as to w hat to  do with it. Next 
fall will come the third problem as 
to how to get the stove back into 
place and w orking order. T he live 
hardw are man car. solve all these 
problem s and win the eternal g rati­
tude of the householder if he will go 
at it right. Lease a good w eather 
proof barn or w arehouse and then 
contract to take the stove down, store 
it for the sum mer and return  it in 
the fall, when desired, all polished 
and clean and ready for business.

Charge enough to cover the service 
at a profit. There may be some 
householders who will prefer the old 
way, but in every town will be some 
who will jump at the chance to be 
relieved of the stove moving burden, 
and the hardw are man who serves 
them will be in line to  get other 
trade from them, possibly a new 
stove in the fall. T his spring stove 
business is w orth looking after and 
now is a good time to be arranging 
for it.

Pow er of Personal Letters.
From  the very fact tha t the idea 

is not overworked, the shrewd m er­
chant is nowadays making the m ost 
of the “personal le tte r” appeal to the 
sto re’s present and prospective cus­
tom ers, and especially the custom ers 
from the country.

Some m erchants are try ing the 
plan, with good success, of sending 
out a personal le tte r each week to  a 
selected list of prospective customer? 
throughout the country adjacent to 
the town.

T his le tte r is generally in the form 
of an attractive circular, advertising 
some special drive or unusual offer 
for the following Saturday. The farm 
ers are interested in this special of­
fer, and so come to the store, with 
the result th a t they buy other arti­
cles needed.

C onstantly bom barding the cus 
tom ers with personal le tters is bound 
to bring good results, if the letters 
are effectively w ritten and do not try  
to tell too much.

T he am ount of inform ation w h ic h

would go on a post card is about all 
th a t is necessary. One m erchant with 
whom we happen to  be familiar, who 
runs a grocery and does a lot of bu t­
ter and egg buying, makes it a point 
to send out on Friday to a big list 
of rural route residents post cards 
announcing the current price for but­
ter and eggs, and at the same time 
advertising som ething especially a t­
tractive in his line of m erchandise.

I t  brings good results. I t  keeps the 
m erchant in close touch with the peo­
ple. A thousand such post cards sent 
out each week m ight cost twelve or 
fifteen dollars a week, and there is 
possibly no way in which the same 
amount of money could be spent to 
get bigger returns.—T he M erchants 
Journal.

Signs of Spring.

B U Y  EG G  I N S U R A N C E
Pay yourself the premiums—that is just exactly what you do, Mr. Dealer, when you buy

Star Egg Carriers and Trays
- FOR SAFE EGG DELIVERY

Because by saving all egg breakage, all miscounts and 90% of clerks time, they 
save you real money on every dozen eggs delivered.

A very few deliveries pay for the outfit, then your STAR EGG CARRIERS 
(permanent store fixtures) s ta rt in paying you an extra profit—you have the Egg 
Insurance and pay yourself the premium. As a business proposition it 's  a winner 
find out about it. Ask your jobber, or our specialty salesmen, and write for our book­
let "No Broken Eggs.” which explains the Star Egg Saving System. Get our adver­
tising suggestions for S tar Egg Trays.

N21 STAR EGG CARRIER
PATENTED

U.&. MAS. 10-83 
CAMDtt IM5. 
ENC.APWtS.ffi

STAR  EGG C A R R IER S are licensed under U. S. Patent No. 722.512. to be 
used on ly  w ith  tray's supplied b y us. M anufacturers, jobbers or agents supplying  
other trays for use w ith  Star Egg Carriers are contributory infringers of our patent 
rights and subject them selves to liability  o f prosecution under the U. S. patent 
statutes.

Made in O ne and T w o  D ozen Sizes

Star Egg Carrier & Tray Mfg. Co. 500 j a y  s t ., Ro c h e s t e r , k v
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Trade Paper Educators
Young Men',Can Learn The Best 

Methods From Them
W ritten for th e T radesm an.

In my opinion the Great Pow er be-1 
hind our industries foresaw the great I 
need of education in all lines of work | 
papers, and we can see the beneht 
there is to be had by reading the ar­
ticles published therein.

The trade papers are training the 
young minds to take the places of 
the older ones as they pass away 
and if we can get enough young men 
interested there is no danger but that 
we shall continue to lead the world 
in everything.

I t is a blessing to all of us that 
we have men in our industrial world 
who realize the necessity of contin­
uous education—this the trade pa­
pers are furnishing. W e have learn­
ed tha t there are so many attractions, 
outside of the industrial field—that 
our young minds will get away from 
business thoughts if we do not keep 
after them every week through our 
trade journals.

If we care to take the time we can 
soon learn w hat the young men in 
and around us are thinking about. All 
we have to do is to notice what they 
are interested in and if we find them 
spending the m ost time thinking 
about pleasure we had ' better sug­

gest to them to become interested in 
good reading m atter concerning the 

i industrial world, and there can not be 
found a better medium for this than 
the trade paper.

Let me suggest to our inventive 
minds to reflect just a m om ent on 
w hat they are doing. Your minds 
are so busy that you are forgetting 
your main duty. You should try  to 
produce a thinker instead of produc­
ing commodities for commercial use. 
We need thinkers as well as w ork­
ers; when we get a thinker we have 
a w orker.

The trade journals are making the 
thinkers, but are they making them 
fast enough? O ur older heads will 
have to help the trade papers, and 
there are many ways whereby, this 
can be done.

F irst, im press upon every young 
business man tha t he ought to read 
at least one trade paper. Next, we 
ought to contribute good interesting 
articles fo r these young fellows to 
read, and last but not least, the m an­
ufacturers and jobbers ought to do 
enough advertising in these mediums 
of education to keep them alive and 
attractive.

| There are some of us who keep 
ourselves so busy try ing to build up 
our individual business tha t we really 
and truly forget the benefits we may 
render others who are to take our 
places.

None of us wish to pass away and 
leave our business w ith men who do 
and understand it, therefore, it is our 
duty to  give at least a few hours 
each day in train ing some one to 
take our places when we get old and 
do our work as we would wish to  
have it managed, and there is only 
one way to  do this—education—busi­
ness education, actual thinking back­
ed up w ith work.

I t is true that no one can 'step in­
to our shoes and do things ju st as 
we do them, but we can educate the 
young minds to  our way of thinking, 
and if this is done we are educating 
minds to do things as we are doing 
them.

Som ething different has to be done 
to check some of our young men and 
the trade journals can put them  on 
the right road. L et us do our duty 
and put our best and m ost attractive 
thoughts in these papers and they 
will do the rest. E dw ard Miller, Jr.

Spring I s  Coming.
The w inter is going, w ith freezing 

anl snowing, and soon gentle spring 
will be with us once m ore; then hey 
for the raking and hoeing and m ak­
ing the beds for our onions and 
squashes galore. H ow  gaily I will 
shovel ju s t back of my hovel, and 
sow sweet potatoes and pumpkins 

lan d  peas. H ow  gaily I will strug­

gle and w restle and juggle w ith silly 
old seedlings and to ttering  trees! All 
sum m er I will nurse them  and prune 
them  and curse them , while others 
go fishing and have a good tim e; all 
sum m er I will spade them  and w ater 
and shade them , and harvest a crop 
th a t is no t w orth  a dime. I am say­
ing, each autum n: “These turnips, 
dod-rot ’em, these onions, these 
squashes, are making me sore; they 
are not w orth  a drink or the dern 
of a tinker—hereafter I ’ll buy all my 
greens a t the store 1” But when the 
spring breezes are bringing the bees- 
es to  ga ther their honey, when bird- 
lets are gay, when soft scented 
zephyrs enliven the heifers, I take up 
my spade in the old foolish way. 1 
plan t and I burrow, I make crooked 
furrow , I ’m teaching my vines how 
to grow  upon fram es; I ’m grubbing 
and rooting  while o thers go shoot­
ing, I don’t see the circus and I 
m iss all the games. W alt Mason.

What He Wanted.
“Now this car,” said the agent, call­

ing Billups’s attention  to a handsome 
limousine in the corner,” is a dandy. 
I t  runs so sm oothly you w ouldn’t 
know you were in it. Rides just 
like a rocking-chair.”

“W hat do you think I am, an es~ 
caped inm ate of an old lady’s hom e?-’ 
demanded Billups. “I w ant a car 
th a t I ’ll know I ’m in it when I ’m iij 
it, and when I go out looking for a 
rocking-chair I ’ll go to  a furniture- 
store and no t to  a garage.”—H arper’s 
W eekly.

Here’s The Proof
Kelloggs “Square Dear Policy Protects Both

Price Protected- 
Trade Profits 
Assured

No “Free Deals” 
to induce 
Price-Cutting

I'.li.lA.liJI*?!]

No “Quantity 
Price” to favor 
big buyers

........

Nothing to 
encourage over­
buying goods

úsa

No Coupon 
or Premium 
Schemes

intl'limflumtftftrr

Best advertised 
and most popular 
American Cereal J

„ if l.I.Mlt l ilm in u m tS m r. tV

GROCER CONSUMER
*NO SQUARE DEAL POLICY

Som e time ago I assisted in adjusting a fire loss for a grocer. A m ong the stuff set aside for adjustment of loss sustained 
was a lot of breakfast food supposed to be damaged by smoke. 1 opened several packages and found them not damaged 
by smoke— but decidedly stale, and refused to make any'allowance whatever on these. W e  also found a lot of packages 
containing a biscuit— popular and well known. U pon examination 1 found these decidedly rancid and unfit for food. I 
learned later that all these goods had been bought in large quantities in order to get the pnee, and, as is often the case, 
the quantity could not be disposed of while fresh and saleable. A g e  does not improve anything edible. There is a limit 
even to ageing Limburger and Rocheford cheese— where loud smell gives some class in the nostril of the epicure, but 1 have 
yet to find the first cereal or package foods, or foods sold in any form, that improve by age, and the sooner manufacturers 
of food-stuffs change their system of quantity price and follow the “Square Deal" policy of a Battle Creek cereal the better 
for themselves, the reputation of their product, and the better for the grocer. 1 just want to add here that among the Cereals 
put out as damaged by smoke, none of which had the least trace of smoke, w ere “ Kellogg's Toasted Corn 

Flakes,” (and three other brands'*)  and others, not one of them  crisp and fresh but Kellogg's Toasted Com  
Flakes. W h y?  Kellogg's w as the only cereal there not bought in quantity. Single case purchases kept it 
on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, considering quality, capital or 
warehouse room, die square deal policy is the best and only policy for d ie Grocer.

+Names furnished on application.

r m s m >  
f c C Q M td  
{ R A K K  |
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*  REPRINT FROM “UP-TO-DATE”
Edited by J. W. Rittenhouse, official organizer of the Retail 
Merchant’s Association of Pennsylvania, is, according to its 
official title “Published in the Interest of the Retail Mer­
chants of Pennsylvania for the purpose of Promoting Or­
ganization and Maintaining in Pennsylvania die largest 
Body of Organized Merchants in the United States.”

rr PAYS EVERYONE TO STICK TO

Quality and 
Flavor always 
the same

Goods never 
Allowed to 
Grow stale

Sold only in 
the genuine 
Kellogg package

Price the same 
everywhere and 
to everybody

dkmBiai

Pay s an honest 
profit to the 
grocer

FWfn ■iTli m ilflilm lffilm lBm l

Backed by.die 
Kellogg name 
and reputation
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Common Sense the Best Guide To 
Proper Living.

“T here is no short cut to charac­
te r; it is a long road and full of 
lions, but m ighty in teresting  and 
w orth  while.”

Life is not simple. I t is complex. 
Hence, beware of rules.

A rule is a substitute for knowing 
w hat to  do. I t  is m erely a contriv­
ance which enables you to  pretend to 
wisdom by im itating yourself. It is 
doing to-day w hat you did yester­
day, when you were probably as 
much of a fool as you are now.

W hat you need m ost is common 
sense. Common sense is the rare abil­
ity to look on all sides of a case and 
determ ine the m ost practical solu­
tion.

I t  is directly opposed to insanity. 
Insane persons can see but one thing 
at a time. They are obsessed by one 
idea. If you saw your dead grand­
m other walk into your room you 
would pinch yourself and look about 
you to see if you were awake. In 
o ther words, a sane man always com­
pares a new im pression w ith the stock 
of im pressions he has on hand, to see 
if it fits. If it does not he casts it 
out and concludes tha t his liver is 
diseased, or tha t he has been drinking 
too much and walking too little.

In  your dream s the unusual seems 
so real because it is the only idea 
your brain has. There is none with 
which to adjust it. H ence it seems 
perfectly natural when in your sleep 
you see a horse flying or an elephant 
playing the piano. In  your waking 
hours the universe is present to  ori­
entate you.

Common sense is the wisdom that 
comes from all the common and o r­
dinary things about you; and it is 
vastly more reliable than any w is­
dom that is drawn from  uncommon, 
unusual and m ysterious things, that 
happen but once in awhile or never 
a t all.

Common sense is hard to get and 
to keep. I t  is much easier to obey a 
rule, or a proverb, or a superstition. 
F o r this reason the m ajority  of the 
human race hand their thinking over 
to  some person or institution to  be 
done for them. I t  saves w orry. I t  is 
a nice, easy, lazy way to  sail along 
through life.

But the opposite of alm ost every 
rule or proverb is true. Books on 
w hist tell us tha t one of the most 
im portant things about the rules of 
the game is when to break them. In 
the game of life it is equally neces­
sary not only to know the laws but 
to know when and how to  overstep 
them .

F o r instance, it is a good rule to 
pay as you go. But if you stick to 
tha t you will never build up a great 
business, for the vast comm erce of 
the w orld rests upon a credit basis. 
Ju st when to  pay cash and when to 
run a bill is w hat no book can tell 
you. Y et th a t is precisely the most 
vital thing to know.

Always keep your tem per. But 
there  are some times when it is your

duty to lose your tem per. Ju s t when 
—there’s the rub.
, Always tell the tru th . Yet, upon 
occasion, you are to  tell only part of 
the tru th , a t o ther tim es none of it, 
if you wish to  be really a truthful 
person.

And so on through the whole cat­
egory of comm andments. Rules are 
artificial things made to enable us 
to  act as if we were good and righ t 
and true. But it is a great deal b e t­
te r to be good and righ t and true. 
In  o ther words, a genuinely good 
man aims at character; the man who 
w ants people to think he is good 
aims at conduct.

Instead of rules we need princi­
ples. A principle is a general condi­
tion of purpose; a rule is made to 
produce a particular result. Principles 
govern intentions; rules govern acts.

R ight conduct is good. A man may 
put it on as he does a coat. A rascal 
with a good coat is still a rascal. 
W hen one has good principles, how­
ever, the good deeds he does, the 
tru th  he tells, and the kindness he 
shows are not put on; they grow  out 
of his nature.

If  you are good by rule, you are 
like a Christm as tree, with apples 
pinned on; if you are good from prin­
ciple, you are like an apple tree, with 
apples grow ing on.

Beware of the Neverites, the peo­
ple who say, “I never do this or 
tha t.” If  you never do, at least do 
no t boast of it.

M istaken parents devote a great 
deal of pains to inculcating rules. 
T here is som ething a child needs 
m ore than this. I t  is character. I t  
is strength  of will. A boy should be 
trained to m eet the issues of peril 
and tem ptation with a strong, free 
mind. If he has absorbed and assimi­
lated good principles, he will come 
out of his trials w iser and cleaner. He 
will have both saved his soul and wid­
ened his heart. If  he be saved by 
rules he may become successful and 
respectable, but he is liable to  be­
come at the same time a prig  and a 
nuisance.

There has been much dispute over 
the rules of Jesus. You will find 
them  in terpreted  and set forth  differ­
ently in the various sects. The rea­
son is not difficult to find. I t  is that 
Jesus never gave any rules. H e gave 
principles. Even when his com m and­
m ents seem like rules they are so 
couched as to  make it necessary for 
us to take them  as principles. T his is 
why so m any persons have rejected 
his words, and so m any others have 
m isunderstood them.

The Golden Rule, for example, is 
no rule at all, intended to be inva­
riably followed in conduct; it is a 
principle by which to  mold our char­
acter. A judge does not sentence the 
prisoner ju st as he imagines he would 
w ant to be sentenced if he were be­
fore the bar; for in tha t case he 
would probably w ant to be set free, 
no m atter w hat his crime. A teacher 
can not put him self in the place of 
an ignorant and vicious pupil. A d e­

cent citizen will not do to the b u rg ­
lar as he would tha t the burglar 
should do unto him. As a burglar he 
would w ant his victim to hand over 
the key to the safe. In  all such cas­
es the Golden Rule is to  operate as 
a deep principle of justice and mercy. 
T o obey it literally is to make it ab­
surd. “T he le tter killeth, the spirit 
maketh alive.” Is not all th is danger­
ous? Can we afford to  allow our 
youth such perilous liberty? Of 
course it is dangerous. So is life i t ­
self. I t  is the elem ent of peril tha t 
exercises the judgm ent, calls up the 
m oral force and develops the strength 
of the soul. I t  is because an iron 
bound rule is not dangerous, but is 
safe tha t it narrow s and enfeebles the 
life.

D anger is a constantly  present fac­
to r in this world. There is danger in 
eating and drinking, in reading and 
thinking, by sea and by land. D anger 
lurks in every breeze, stands behind 
every corner. I t  is in the football 
game and in the nursery, in the lo ­
comotive and in the shop. T he Cre­
a to r has put it here for a manifest 
purpose, which is to  toughen and 
strengthen us into m aturity. T o live 
is to  be in danger.

O f course we are not to see it. W e 
pray, “Lead us not into tem ptation,” 
because a desire to be tem pted is a 
morbid condition and a half appetite 
for evil itself. But we do not need 
to be led into it. I t  is here; con­
stantly  present. Lock your darling 
boy in a germ proof safe and feed 
him with sterilized food and never 
let him touch, see, or taste  any­
thing injurious to his soul or body 
and he will still be in peril, for he is 
your boy and hum anity’s, and is born 
with enough roots of evil in him to 
corrupt a country.

There is only one way to life, real, 
full, noble, w orthy living, and tha t 
is the old hard way of battle. The 
days have gone by for w earing arm ­
or; we m ust build up the biceps. 
M odern sin is too complex to escape 
by erecting walls of com m andm ents; 
we m ust increase the skill and pow­
er of the soul. O ur only hope is in­
telligence and activity.

Also in cleanliness. M odern science 
has taught us tha t the great weapon 
against disease is soap and w ater and 
carbolic acid. Even so in the moral 
realm. W e can no longer be ascetic 
to save our souls; tha t is, run away 
from the naughty world. W e must 
be antiseptic.

Freedom  is as great a blessing in 
the m oral and spiritual realm  as it is 
ir. the political world. The price is 
the same—eternal vigilance.

There is no short cut to charac­
ter, no safe rules, no reliable code; 
it is a long way and full of lions, but 
m ighty in teresting  and w orth while.

Dr. F rank  Crane.

Home For Traveling Men Proposed 
in the West.

Prelim inary plans have been made 
by traveling salesmen in Spokane, 
W ash., and th roughout the Inland 
Em pire of the Pacific N orthw est to 
establish a home for indigent com-

mercial travelers in Spokane. W alter 
P. Edris, postm aster of Spokane, who 
was a successful salesman before he 
entered the Governm ent service sev­
eral years ago, is chairm an of the 
Committee having the project in 
hand. The idea has been approved by 
commercial men in E astern  W ash 
ington, O regon, N orth  and Centra 
Idaho, W estern  M ontana and South­
eastern British Columbia, and it is 
expected tha t work will begin this 
year.

“W e are negotiating for a trac t oi 
land on which to  build the home,” 
said Mr. Edris in making the first an­
nouncement of the project. “The 
structure will be a credit to  this part 
of the country as well as the men 
back of the plan, and the grounds 
will be com fortable as well as o rn a ­
mental. The building scheme will get 
its start at the M erchants’ and T rav­
eling Men’s Carnival in the W ashing­
ton State A rm ory in Spokane May 1 
to 6 , after which it is purposed to be­
gin a canvass of the traveling men in 
America. W ith  the charter m em ber­
ship fees and other means the home 
can be built.

“There are 600,000 traveling men in 
this country and all are connected 
with one or more associations. I t  
will not be a big undertaking to  get 
at least 1 0 0 ,0 0 0  to  join this proposi­
tion when they know that by paying 

.$ 1  a year they will always have a 
home as good as, or better, than they 
have been used to, where they can 
go and receive the best of care when 
adversity comes or life’s tw ilight is 
swiftly falling. T o always have that 
feeling of security is w orth m any 
times $1  a year. A lthough they never 
expect to  take advantage of w hat is 
offered, there are m any men the 
country over who will join just to 
know that if things should go w rong 
there is a safe re trea t open to them .”

The Gideons.
T he Christian Traveling M en’s or­

ganization, known as the Gideons, 
has a mem bership of 7,000, and each 
m em ber is supposed to w ear the Gid­
eon button with the little white p itch­
er on blue background. W hile 7,000 
men are willing to stand in their plac­
es and do personal work for the M as­
ter, it does not signify tha t this num ­
ber is all the Christian traveling men 
there are in the U nited States. There 
are thousands of commercial trav e l­
ers who are Christians and active 
church w orkers, but who as yet have 
not joined the Gideons. T his o rgan­
ization is eleven years old, has a 
very unique history and is certainly 
a great force for good am ong the 
commercial travelers in general. I t 
has set about to place a copy of the 
Bible in each guest room of every 
hotel in the U nited States and Cana­
da. D uring the past tw o years of this 
work, ending with D ecem ber 31, 1910, 
it has placed upward of 60,000 Bibles, 
and the work is being pushed with 
much vigor by the Gideons and their 
friends.

Do no t spend your m oney first and 
count the cost afterw ard. You may 
experience unpleasant surprises.
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Make Your Own Forecast
Clouds Said To Be ¡infallible Weather 

. Indicators
In th irty  m inutes in the morning 

and in forty minutes at night Uncle 
Sam’s forecaster in the central office 
in W ashington gives an outline of 
the w eather to you. In  the short 
time allotted to him it is impossible 
to  do more than indicate the charac­
ter <v the anticipated changes for the 
states or districts east of the Rocky 
M ountains in any but the m ost gen­
eral terms. The local forecaster, 
however, can be more specific, as he 
has only one district to attend to, and 
is given full liberty to amplify the 
national forecast, expand it with a 
statem ent of his own and supply as

nor a hygrom eter to indicate that 
there is an unusual am ount of m oist­
ure. As for that m atter a pitcher of 
ice w ater on a hot day serves very 
well as a hygrom eter, for the w ater 
vapor in the air is condensed on the 
outside of the pitcher, which is cool­
er than the surrounding air. Now, this 
principle which you may see illus­
trated  by the pitcher of ice w ater is 
repeated by N ature on a large scale 
every time there is a fall of rain or 
snow.

F irst of all there is the cooling of 
the air and the formation of clouds

the conditions seem which are composed of minûte parti-niany details as 
to justify.

In  a talk wfith Prof. H enry E. W il­
liams, A ssistant Chief of the W eather 
Bureau in W ashington, the o ther day, 
he made plain how those whose 
w orking hours are m ostly spent in 
the open air may soon become famil­
iar with the changing aspects of the 
sky, also the conditions of the atm os 
phere, and by observing natural phe­
nomena are able to notice the shift 
of the w eather which follows.

One of the most infallible indicat­
ors of the w eather is the clouds. 
They are formed under the m oisture 
that is always in the air. This m oist­
ure, like the air, is invisible so long 
as it rem ains in the form of gas, 
but when the air is cooled a por­
tion of its w ater vapor is condens­
ed and a m ist or cloud is formed 
which is visible. The form ation of a 
cloud may be shown by a familiar 
illustration. A current of warm, moist 
air strikes a cold mountain and some 
of the moisture is condensed, thus 
form ing a cloud which floats away in 
the wind. Now, if you are weather- 
wise and are on the leeward side of 
the mountain you will know that a 
warm, m oist current of air, indicat­
ing rain or snow, is approaching. To 
be sure, a cloud cap on the top of a 
m ountain is not always an indication 
of a rain or snow storm,' but in near­
ly all cases it m ay be safely taken 
as a sign of falling weather.

Tn the m ajority of instances t h e 1 
form ation of clouds after a clear pe­
riod presages rain, but we have no 
means, at present, of determ ining 
definitely the exact time in which the 
rain will fall. The rain may come 
w ithin two or three hours after the 
rlouds appear or it may arrive in two 
or three days. Tt is on these little 
po in t5 of distinction tha t the United 
States forecasters seek to base their 
prognostications.

Tn noting the rise or fall of tem ­
perature one who is experienced in 
these m atters can use his own judg­
ment as to the probable outcome of 
such conditions. He does not re­
quire a therm om eter to tell him that 
the atm osphere is oppressively warm.

cles of w ater: then there is a fur 
ther cooling of the cloud mass, so 
that the particles unite and form 
small rain drops, which fall to the 
earth by their own weight. If the a t­
mosphere be sufficiently cold these 
raindrops are congealed as they fall 
and become snowdrops. A sudden 
change in the tem perature of the at­
mosphere in summer during such a 
rainfall results in a hailstorm.

From  these signs, then, that na­
ture has provided, you may know that 
an increase in the m oisture of the air 
is an indication of a change from fair 
to bad weather, either in w inter or 
in summer. Tn the colder portion of 
the year an increase in the tem pera­
ture of the air above the average of 
the season, together w ith an increase 
in moisture, is an indication of rain 
or snow within tw enty-four to forty- 
eight hours, although an increase oi 
tem perature alone in the summer sea 
son is not always an indication ot 
rain.

If you are ambitious to  become 
your own w eather forecaster, you will 
note in the open country, or othei 
exposed station, where the real di 
rection of the wind can be determ in­
ed, w hat is the prevailing direction 
of the wind in fair w eather and w hat 
is the direction from which the 
storm s come. To have accurate 
knowledge of the direction of the 
wind, one should keep a diary and 
each observer should determine for 
his neighborhood the shift of the 
wind with the approach of storms. 
One m ust bear in mind this point, 
however, tha t in the warm m onths 
the winds are light and 'a riab le  an 3 
changes in direction have not the 
same im portance as in the colder 
m onths of the year. Tt will be n o ­
ticed that in summer the rains gen­
erally occur in connection with thun­
derstorm s, and it will soon be learn­
ed, after a little observation, that 
these storm s come when the wind is 
in a particular quarter.

From  November to April the winds 
are stronger than at any o ther sea­
son of the year, and the storm s in 
those m onths move with greater ra-

pidity. In these m onths the signs of 
bad w eather are the form ation of a 
high sheet cloud coveting the en­
tire sky, an increase in the tem pera­
ture, and moisture in the air, and a 
change in the wind. This change in 
the wind varies in different localities. 
Tn New England, the Middle States 
and the Ohio Valley northeasterly  
winds precede storm s approaching by 
way of the Lake region. On the Pa­
cific coast southeasterly  winds pre­
cede rainstorm s. The heavy snow­
storm s of w inter and spring in \ \  y- 
oming and other N orthw estern  States 
generally come from the north or 
ortbw est with a heavy wind from 

the same direction, but the direction 
of the wind depends alm ost entirei} 
on the position of traveling storm s 
tha t pass across the country.

T he am ateur observer will soon 
learn these well marked characteris­
tics of the storm s of the cold sea­
son:

F irs t—The changes in the aspect of 
he sky.

Second—The direction of the wind 
before, during and after the storm.

Third — The shift of the wind, 
w hether with or against the sün.

The clouds preceding the storm  by 
twTenty-four to th irty  hours are gen­
erally light, wispy cirrus, and soon 
after the appearance of clouds of this 
character a sheet cloud form s at a 
slightly lower elevation and gradu­
ally thickens until the sun is hidden 
from our view. Then the wind fresh­
ens, the tem perature rises and it 
“feels like rain or snow.’’

I t  is on these generalizations that 
the whole basis of the observation 
of the U nited States W eather B u­
reau is formed. The day may come 
when we shall be able to foretell the 
w eather for a m onth—perhaps for 
several m onths—-when we shall m as­
ter all these variable conditions which 
we now can not explain, but which., 
in the great law of nature, adm it of 
interpretation, had man the capacity 
to in terpre t them. But w ith w hat n a ­
ture has made plain, all of us, by pru­
dence and observation, m ay forecast 
the w eather for several hours in a d ­
vance.—W ashington Star.

Reform s come 
all would rather 
bear the knife.

slowlj
wield

becaus 
the ax

: we 
than

Awnings

Our specialty is A w n in g s  for Stores and  
R esid en ces  W e make common pull-up. 
chain and cog-gear roller awnings.
Tents. Horse. W agon. Machine and Stack  
Covers. Catalogue on application.

CHAS, 
ill  Pearl St.

A. COYE, INC.
Grand Rapids, Mich.

AN ODE TO THE IX L  WINDMILL
The old oaken bucket; its day is gone by;

To cherish its memory is the best we can do;
F or now in its place, towering forty feet high,

Stands tha t glittering windmill fro m  Kalamazoo, 
Never out of repair, always ready for action;

The agents, though eloquent, never half tell 
Of the pleasure and profit, the immense satisfaction 

To be had from this windmill standing over the 
well.

T hat beautiful windmill, that still-running  windmill, 
tha t best o f  a ll windmills, the famed I X L .

For Prices of I X L Windmills, Towers and Tanks, 
write to

THE PHELPS & BIGELOW WINDMILL CO., Kalamazoo, Mich.

The Copper Metallic Circuits
of the “BELL SYSTEM” 

insure clear efficient service, whether you 
talk one mile or one thousand miles.

Try It To-day
Every BELL TELEPHONE

is a Long Distance Station.
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What Other Michigan Cities Are 
Doing.

W ritten for th e Tradesm an.
The Kalamazoo council has passed 

the Bardeen franchise and if favor­
able action is taken by the voters at 
the coming election it is promised 
that an electric road will be built 
to Grand Rapids, with cats running 
within two years.

The Cadillac Board of Trade is un­
dertaking to raise the funds necessary 
to secure a chair factory now located 
at Otsego, Mich.

Lansing will have a week of “Cha- 
tauqua” this summer, opening June 
24, with speakers of eminence on the 
program .

The D etroit Board of Commerce 
has added 913 men to its mem bership 
during the recent eight days’ cam ­
paign.

P ort H uron is in fine shape in­
dustrially. The Grand Trunk has 
increased the w orking time at the 
shops to 55 hours per week and is 
employing 570 men. The P ort H ur­
on C onstruction Co. has just received 
a big order for engines and is op­
erating  its plant night and day. The 
A cheson-Oildag Co. will build a large 
addition to its plant this spring. The 
E. M. F. plant is employing 550 
hands in both day and night shifts 
and is rushed with work.

The Industrial Association of B at­
tle Creek has decided to  drop the 
bonus plan of securing new indus­
tries, neither will there be any rais­
ing of funds to secure church con­
ventions. The A. B. Stove Co., of 
Grand Rapids, was offered a bonus 
of $12,500 and all but about $4,300 
of this has been paid. How to raise 
the balance that rem ains is a p rob­
lem that is driving the mem bers al­
m ost to drink. The Association paid 
out $400 for conventions last year. 
The Free M ethodists w'ere given 
$175 but instead of spending very 
much money with the m erchants the 
mem bers provided their own meals 
on the camp grounds and slept in 
tents. Most of the provisions bought 
were from the sm aller grocers who 
are not mem bers of the Association.

. \  mass m eeting of the citizens of 
T raverse City has been called for 
March 10 , to make publicity plans 
for boosting tha t city and section of 
the State.

P o rt H uron is promised a new pas­
senger station this year by the Pere 
M arquette railroad.

The W oodmen of the W orld will 
m eet in Battle Creek, March 13-15.

The Grand Haven Commercial As­
sociation held its annual m eeting 
March 2 and re-elected officers. Al­
though only a year old this organiza- 
t :on has already awakened a new 
ciyic spirit in the town.

The Y oung M en’s Business Asso­
ciation of P o rt H uron has secured 
130 new m em bers during the past 
tw o weeks and it is expected by April 
1 , that the m em bership will include 
500 active young business men of the 
city.

The Pere M arquette will more than 
double its present freight house ca­
pacity at Lansing. New tracks will be 
laid for switching and lb?re will be 
(other im provem ents.

Members of the grade separation 
comm ittee of Kalamazoo returned 
Friday from Joliet, 111., and are con­
vinced after seeing w hat that city 
has done that Kalamazoo can and 
should have elevated tracks th rough­
out the city.

Traverse City will entertain  the 
N orthern Michigan Bee K eepers’ 
Association, March 15-16.

The Alma Board of T rade held its 
annual m eeting last week and elected 
the following officers: President, W. 
A. Bahlke; V ice-President, C. G. 
Rhodes; T reasurer, C. H . W ashburn; 
M anager, D. L. Johnson.

The Ithaca Board of T rade was 
formed last week, with more than 
50 charter members. The officers 
are as follows: President, C. M. 
Brown: V ice-President, J. N. Mc­
Call: Secretary, F. L. Convis; T reas­
urer, H enry  Lewis; D irectors, the 
officers and J. B. Crawford, W allace 
Green, John T. M athews, H. B. P a r­
rish and C. S. N etzorg. M eetings 
will be held on the second and 
fourth Monday evenings of each 
month. A lm ond Griffen.

Copenhagen’s Fresh Fish.
W hen a person buys fresh fish in 

Copenhagen he really gets it. More 
than that, he gets uncontam inated 
fish. The sewers used to empty into 
the sea at the nearest convenient 
points. Now the sewage is collected 
into a main trunk line and carried 
two kilom eters out to sea before it 
is released.

T hus there is no longer any con­
tam ination of the harbor or the sea 
front. This not only puts an end to 
the nuisances that used to arise but 
enables boats full of live fish to come 
close to shore and right into the 
town by means of the salt w ater can­
als. Tn this m anner at least the 
smaller fish are kept alive until the 
m om ent they are sold. Any num ber 
of wooden boats are pierced with 
holes and filled with fish; these boats 
just float on the surface of the water, 
and the living- fish are taken out of 
them when wanted.

As everyone can not go to the wa­
te r’s edge to buy fish there are w ater 
tanks on wheels and the live fish are 
brought to the doors of the people's 
houses. The principal fish m arket was 
built by the m unicipality and is let 
to  a wholesale fish salesman.

I t  is a delight to see how clean and 
bright these prem ises are kept. There 
is no spreading the fish on slabs so 
that dust and dirt may settle on them. 
Very pretty  tesselated tile tanks are 
filled with running water, and here 
the sm aller fish swim about. The 
larger fish, such as cod or halibut, 
are too cum bersom e to keep alive 
and are therefore placed in the cold 
storage room s.—London Lancet.

The Proper Stunt.
“She wept all through the sad 

scenes of the play.’’
“She did? How very common! 

D oesn’t she know that the proper 
thing to do nowadays is to giggle?” 
—D etroit Free Press.

I had rather be kissed by an enemy 
than wounded by a friend who enjoy­
ed the job.

SIMPLICITY 
POWER 

ECONOMY
W aste Paper is a by-product. You 

pay money for it the same as you do 
for eggs, boots or calico.

This being true, it is ju st as w aste­
ful for you to burn, destroy or give 
away one as the other.

But waste paper, when baled, pays 
you an enormous profit.

The m ost im portant thing is to  get 
the right Baler.

The Ha n d y  Press
$40.oo $ to 85.00

is the best Baler proposition on the market from 
every standpoint. It makes the most compact, best 
looking bale. Simple in construction; a small boy 
can operate it; will last a life time, and on account 
of its simplicity and absence of easily broken 
“frills,” The Handy Press Costs Less Money. 
You should have one.

Don’t buy until you send for details. You’ll be glad 
you waited. Why not write NOW?

T H E  HANDY PRESS CO.
251-263 S o u th  Io n ia  S tre e t 

GRAND RAPIDS, MICH.

IF
You can save the salary of a bookkeeper, collection clerk, “ Loads of Time,”  
eliminate all mistakes and disputes WITH ONE WRITING, in the American 
Account Register System, wouldn’t you investigate its merits?

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

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

The American Case & Register Co.
Salem, Ohio

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



The Shoe Question
Forecast of What Fashion Will 

Call For in Footwear
F or the very early spring trade 

Russia tan calf button boots will be 
very prom inent, while the black vel­
vet shoes will also be much worn. 
The m ost staple shoes for the spring j 
and sum mer seasons will be the high j 
heel, short vamp, stage last, button ; 
boots, which carry a very high arch. ]

T hroughout the sum mer season ! 
will be used the patent chrom e vamp j 
button boot, or a gun metal vamp j 
button boot, w ith a black or brown j 
velvet top. In  some cases black j 
serge tops will be preferred. A large ] 
m ajority  of these shoes will have 
plain toes and heavy soles, such as | 
are represented by the illustrations 
herewith.

A little later in the season, when 
the warm w eather sets in, wom en’s 
w hite sea-island button boots will 
be in demand, made on a hobble last 
and on a royal pattern, which is fair­
ly high cut and the buttons set close- 
Iv together. These white button 
boots will be worn practically all 
summer, but in some instances there 
will be the one strap white pump, a ; 
well as the two strap. The tan Rus­
sia calf, one strap pump, will also be 
very strong. There is always a cer­
tain am ount of gun metal and patent 
leather one strap pumps in demand. 
All these shoes will sell the best on 
the hobble last.

In the early season of spring a 
great many children's and misses' 
high cuts will be sold, and these will

j be shown in novelties, such as pat 
| ent leather with velvet or colored j 
I leather tops. A little later on there ! 
j will be a good demand for m isses’ i 
j and children's white sea-island but- : 
i ton boots w ith the kid cuff and gilt ;
! tassels. As the w eather becomes i 
| w arm er a great many white canvas | 
! strap pumps will be sold, while j 
i black will always rem ain staple.

It will be a season wherein the re- 
1 tailer will have to be very careful, in­
asmuch as the styles will change so 

| rapidly. He does not w ant to hes- 
| itate in getting liberal m argins of 
| profit on novelty goods.

In men's footw ear there has p rob­
ably been more money spent in the 
last year for styles of lasts than in 
any three previous years put togeth ­
er. The end does not seem to be at 
hand yet. In the course of a month 
perhaps m anufacturers will have to 
settle down to some good lasts, as 
they have practically exhausted the 
last m anufacturers’ possibilities.

In m en’s shoes the pup last will 
predom inate. This is a toe tha t is 
very high and rather wide, carrying a 
high heel and high arch.

Button boots for men, as well as 
for boys and youths, have increased 
and will increase considerably for 

| 1911 over 1910.
Gun metal is very strong, but pa t­

ent leather will be the dress shoe. 
| As the season progresses the m ajor 
! ity of the men's fine footwear, espe

cially in the sizes from 5 to 8 , will 
be Russia tan calf oxfords. Many 
will be sold for the early spring 
trade, as wrell as for the early fall 
trade.

Short vamps are in demand for all 
kinds of shoes, wom en’s or m en’s 
alike.

In  order to be progressive this 
season the retailer will have to watch j 
the hobble last for women, w ith the 

; short vamp, and high heel, and the I 
pup last for the men with the same 

i vamp and heel.
In infant’s goods, the wide nature 

i shape lasts, which have been in de- j 
: mand for the past few years, will be 
! strong this season.

T he styles represented by the ac­
companying cuts are the very latest | 

¡ patterns and designs made by the 
I best shoe m anufacturers.

If the retailer follows out these 
; cuts he can not possibly make a mis- 
i take in buying his goods.

F or men's work shoes the outing 
I shoe w ith the elk skin uppers and 
j the elk-skin soles will be w orn a 
great deal, and for the farm er who 
works in the fields these same shoes 
in the high-cut will be in strong de­
mand, inasmuch as they are light and 
com fortable.

For the w ater proof shoe, for men 
w-ho are in the m oisture and w et a 
great deal, the shoes made of walrus 
chrome tan leather, w ith the inde­
structible out-sole, will be the lead­
er for six inch cuts, as wTell as the 
eight and twelve inch.

Boys outing shoes, made with 
chrom e elk upper's, as w’ell as soles, 
will be very strong for the season s 
business. S. A. Krause,

H irth-K rause Co.

There are many shoe dealers now ­
adays who are g o in g  more serious 
atten tion  than heretofore to the qual­
ity of the rubber heels which they 
are selling. There are too many 
shoddy heels in the m arket and deal­
ers wrho make the play for quality are 
w orking along the righ t lines.

Spring Styles in Oxfords
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IMPORTANT!
If You Would Protect Your O wn Interests

do not let another day pass without making a FULL and COMPLETE 
INVESTIGATION of the new low platform automatic computing 
scale which is meeting with such universal favor in this and foreign 
countries. It’s the little things that count and success comes slow 
where proper care is not used to protect your profits from every ave­
nue of escape.

Advice of Counsel
would be of no avail if you were ROBBED of your just profits by old 
fashioned and out-of-date methods of handling your goods. Take the 
advice of your fellow merchant who has used our progressive methods 
for years and who knows from actual experience that the accumulated 
savings from the use of our scales have made them the most valuable 
and necessary, as well as the cheapest fixture in his store.

Dayton-Moneyweight
is the name which inspires confidence. The customers know intuitive­
ly that they get full weight for their money. They know that the 
merchant is using the best known system for the prevention of errors. 
The clerk, relieved of the anxiety due to making mental computation, 
becomes a more proficient salesman increasing his value to his em-
ployer.

Twenty Years Before the Public
The Computing Scale Co., of Dayton, Ohio, makers of the DAYTON-MONEYWEIGHT Scale 

were the pioneers and originators of the computing scale industry. They built the first scales; they 
put them on the market; they created the demand; they made the first automatic computing scale; 
they have brought them to the highest state of perfection; they have protected the interests of the 
merchant; they have attained reputation which demands recognition.

The Moneyweight Scale Co. distributors of DAYTON SCALES ask your consideration of 
this line when the subject of new or additional equipment is before you.

Write for Details
If you are a user of computing scales of any make which are obsolete or not giving satisfac­

tion, ask for our exchange proposition. Thousands of merchants are taking advantage of this op­
portunity to bring their equipment up-to-date and secure the benefits of the many improvements 
of our latest automatic scales.

We have a representative in your vicinity who will be pleased to call and submit figures for 
your equipment. You do not obligate yourself by asking for information.

MICHIGAN SALES OFFICES:
74 So. Ionia St., Grand Rapids 
218 Jefferson Ave. E., Detroit

Moneyweight Scale Co.
CHICAGO, ILL.
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S p ecia l P rice C urrent
A X L E  G R E A S E

Mica, tin boxes 
Paragon ...............

BAKING POWDER 
Royal

10c s ize  90 
V4 tb. cans 1 35 
6oz. cans 1 99 
ViTb. can s 2 50 

lb. can s 3 75 
lib . cans 4 80 
31b. can s 13 00 
5Tb. can s 21 50

YOUR
OWN

PRIVATE
BRAND

f>0ft.
72ft.
90ft.
120« .

50ft.
fiOft.
70ft.

‘»Oft.
00ft
70ft.
80ft.

50ft.
40ft.
60ft.

Jute

Cotton V ictor

90 
. 1 05 
.1 50

Cotton W indsor

SA F E S

Cotton Braided

G a lv rn i/e d  W ire  
No. 20, each 100ft. long 1 
No. 19. each 100ft. long 2

C O F F E E
Roasted

Dwinell-Wright Co.’s B’ds

Business-Wants Department*
Advertisements inserted under this head for two cents a word 
the first insertion and one cent a word for each subsequent 
continuous insertion. No charge less than 2 5  cents. Cash 
mustaccompany all orders.

Full line of fire and bur­
glar proof safes kept In 
stock by the Tradesman 
Company. Thirty-five sizes 
and styles on hand at al 
times—twice as many safes 
as are carried by any other 
house in the State. If you 
are unable to visit Grand 
Rapids and inspect tlv 
line personally, write for 
quotations.

SOAP
Reaver Soap Co.'s Bran«*

BUSINESS CHANGES.
Store and office fixtures of all kinds. 

The largest line of new and second-hand 
soda fountains, wire chairs and tables 
in Western Michigan. Bargains. Michi­
gan Store & Office Fixture Co., 519-521 
N. Ottawa St., Grand Rapids. Mich. 
_______________________________________ 168

For Sale—-Modem grocery with meat 
counter and bakery in connection. Did | 

I a business of $47,000 in 1910. Strictly up- j 
to-date in every department, located in 
one of the finest cities surrounded by 
the best farming country in Central 
Michigan, with a population of 5,000. 
Reason for selling, death of w ife . Ad­
dress No. 265, care Tradesman. 265

Store For Sale—Shoes, fumi.shings, 
clothes. Stock of about $3,000. Old es­
tablished. Will sacrifice for quick sale. 
Box 126, Evart, Mich. 251

For Sale—Soda fountain complete, in­
cluding two tanks, counters, marble 
slabs, stools, bowls and work board. 
Good condition. A bargain for cash. Ad­
dress Bella!re Drug Co., Grand Rapids,
Mich.___________________________  244

For Rent—A store building for general 
merchandise, groceries, hardware, dry 
goods, etc., in a  good town surrounded by 
a  rich farming community. Address Dr.

100 cakes. large size. .6 5*
50 cakes, large size. .3 21

100 cakes. small s ize . .3 86
50 cakes. small size.. 1 91

LISTEN, MR. MERCHANT'
We are ready, right now, to conduct a business | 

budding, profit producing advertising campaign, 
that will increase your cash sales from three to | 
six times, dispose of old goods, and leave your j 
business m a stronger, healthier condition than | 
before.

Comstock-Grisier Advertising & Sales Co. !
007 O h io  b u ild in g  To led o , Onto

For Sa:

Geo, Park, Van1a. III.
>r Sale Cheatp—One McC'ray refriger-
, Bx7x7%, near!iy new. For further

infoirm at ion enquire* A R. 13 en »1er, Bat-
tie iCreek, Midi 241

Gtve your tra-de a  sen saldonai sale of

Tradesman Co.’s Brand

W abash Baking Powder 
Co., W abash, Ind.

80 oz. tin cans ...............3 75
32 oz. tin cans .............1 50
19 oz. tin cans ............... 85
16 oz. tin cans ............... 75
14 oz. tin cans ............... 05
10 oz. tin cans ............. 55
8 oz. tin cans ............... 45
4 oz. tin cans ............... 35

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

16 oz. pint mason jar 85

C IG A R S
Johnson Cigar Co.’s Brand

White House. 1Tb. . 
White House, 2Tb. . 
Excelsior, Bien cl, 1Tb 
Excelsior, Blend, 2Tb 
Tip Ton. Blend, lib.
Royal Blend .............
Royal High Grade .

I Superior Blend . . . .
I  Boston Combination

Distributed by Judson 
Grocer Co., Grand Rapids ;

I Lee & Cady, Detroit; Sy­
mons Bros. & Co., Sagi­
naw; Brown, Davis & 
Warner. Jackson; Gods- 
mark. Durand & Co., Bat­
tle Creek ; Fiel bach Co., 
Toledo.

tel, 
$2,5 

I Noi 
parti 
1261

enamel ware 
eager custor 
enamel ware

»forking
Michigan

Wanted

nd crowd your store with 
s. Special assortments of 
;rect form the factory. Se- 
sale for your town. Peer- 
Plan Co., 90T Ohio Bldg.,

233̂  
rai mer

t lv
liars
dam

F IS H IN G  T A C K L E
I to 1 in..............................
I 1 *4 to 2 in............................
1 y2 to 2 in. ...................
1% to 2 in..............................
2 in............................................

Black H aw k, one' box 2 50 
Black H aw k, five bxs 2 40 
Black H aw k, ten bxs 2 25 

T A B L E  SA U C E S
Halford, large ........... .3 75
Halford, small ............. 2 25

For Sale 
hardware 
trai Michi

prlee # 
nk P. (

5,50#. Por I State sise of stock. price and: full oar- 
. dk €*, care Mictii-

1#.. Chi«ra#o, Hit- 1gan Tradesman. ____________240
3few and wonderfb|]y ecti ve jr^mium

nea surina pian for progressive merchants. Pîeaæs
business. Increases

ink.
lar tank 
, EUijapqts, Mieti.

'iO?0 OHio
Peerless Premium 

Bldg., Toledo, Ohio.

.. » people know yt
-S tart a  spring sale. 
>u are alive. Oldestk groe*»ries anil saie eonduetor m tlte business. Bar noin# coniitry  Cen- 1 one. Personally coriducr Ml of izy owntore saies saies. W. M Harper. Port Huron. SEch.

S. C. W„ 1.000 lots ____31
El Portana ...........................33
Evening Press .................... 32
Exemplar ...............................32
Worden Grocer Co. Brand

Ben Hur
Perfection .............................35
Perfection Extras ............35
Londres .................................35
Londres Grand ..................35
Standard ...............................35
Puritanos ...............................35
Panatellas, Finas ..............35
Panatellas, Bock ................35
Jockey Club ........................ 35

C O C O A N U T
Baker’s Brazil Shredded

in.

No
No.
No.
No.
No.
No.
No.
No.
No.

Cotton Lines
10 feet ...........
15 feet ...........
15 feet ...........
15 feet ...........
15 feet ...........
15 feet .........
15 feet ...........
15 feet ...........
15 feet .........

. 9 

.11 

.15 

.20

.IS I

.20

Linen Lines
Small ........................................201
Medium ..................................261
Large .......................................341

Poles
Bamboo, 14 ft., per doz. 55 
Bamboo, 16 ft., per doz. 60 
Bamboo, 18 ft., per doz. SO

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

per ca se 2 60

60ft,
72ft.
90ft.
60ft.
72ft.

C L O T H E S  L IN E S  
Sisal

3 thread, extra. 
3 thread,
3 thread,
6 thread, 

thread.

Use

Tradesmar

Coupon

Books

A L I V E  R E T A I L E R

them  Michigan town

ig. Address L. B.

,r Exchange—Stock 
*>ds Townsend Re: 
Jackson, Mich.

r 3X3 ms 
■an .«a

Bring Something to Pass
Mr Merchant: Turnover your 'leftover» 

Build up your business. Don’t  sacrifice she 
cream of your stock in a special sale. Use the 
plan that brings ail the prospective buyers- in 
face to face competition and g e ts  results. I j 
personally conduct my sales and guarantee 
my work. Write me. JOffN C-. Of BBS, Aae— 
tfoarer, ¡ft . Union 1».

Me Ray 
particulars 
sville. Mv

1 00 
ex tra ..1 40 
ex tra ..1 70 
extra. .1 29 
e x tr a ..

...1 80
1 doz. small . . .  1 001 

Knox’s Sparkling, doz. I 25 j 
Knox’s Sparkling, gr. 14 00 j
Nelson’s ............................ 1 50
Knox’s Acidu’d. doz. . .1 25 j
Oxford ................................. 75
Plymouth Rock .............1 25

Made by

Trfdcsnran Company
Grand Rapid* Mid*

wsae JW »,.



48 M I C H I G A N  T R A D E S M A N M arch 8, 1911

NEW YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special Correspond ince.
New York, March 6— The spot 

coffee market,— well, “There ain’t no 
spot coffee market,” nor any other 
sort. Business is mighty dull, and 
with No. 4s offered at 13c, with de­
livery privileges of some months, 
buyers are not tumbling over each 
other to lay in stocks. In fact, they 
are taking only enough for present 
requirements, and seem entirely will­
ing to let the “other fellow” do the 
hallooing. Statistically coffee is firm 
and so far as can be seen by a lay­
man the outlook is certainly in favor 
of holders. In store and afloat there 
are 2,470,783 bags of Brazil coffee, 
against 3,530,263 bags at the same 
time last year. In an invoice way 
Rio No. 7 is worth 12i4@12Hc. There 
is little doing in mild sorts and prices 
remain practically as last reported.

Teas are moving in a m oderate 
manner. Some business in an ex­
port way has been done with London 
in low grades. Black teas here are 
m eeting with more attention and es­
pecially Form osa sorts, while Cou- 
gous are also showing a little im­
provem ent.

Jobbers are p retty  well supplied 
w ith sugar; in fact, it is said they 
have loaded up for three weeks, g ran ­
ulated being w ithdrawn as required. 
Refiners, except Federal, quote 4.70c: 
Federal, 4.60c less 1 per cent, for 
prom pt shipment.

Not an item of any interest can be 
picked up in the rice trade. The 
outlook is disappointing as jobbers 
are doing hardly anything, and have 
been “lyin’ low” for six weeks. In 
the South it is said that some mills 
are making concessions if necessary, 
while others are firm. Prime to 
choice domestic, 47£(ir?!5j£c.

Spices—Pepper is firm; ginger is 
steady. O ther goods are moving 
slowly with futures considerably 
above spot goods.

G rocery grades of molasses are 
selling in a m oderate way, and per­
haps the business is as active as at 
any season. Good to prime, 25@32c 
Syrups are in m oderate supply and 
are unchanged.

The canned goods trade has been 
chiefly interested in the opening price 
for asparagus. Some doubt the wis­
dom of packers naming future prices 
at this time as there is said to be a 
big supply held over. Tomatoes have 
met with some setback, as resales 
were made of standard 3s at 85c f. 
o. b. New York. Holders, however, 
at primary points do not seem to be 
over-anxious to part with goods at 
the prevailing New York quotations. 
Offerings of corn have been moder­
ate. Packers are shy about taking 
future orders as they seem to have 
disposed of about all they dare to. 
Peas, at a figure less than 90c, are 
not plenty, although the supply ap­
pears to be equal to the demand. 
String beans are well held, with other 
goods showing practically no change 
in any regard.

Not over 26c can be named for 
creamery specials in the butter trade,

although there is perhaps a little 
stronger feeling than prevailed last 
week. Extras, 24c; firsts, 20@22c; 
held specials, 20@21c; imitations 
creamery, firsts, 17@18c; factory, cur­
rent make, 16@16j£c.

Cheese is steady, w ith whole milk 
a t 14j4@16c. Business has been 
fairly satisfactory.

The near approach of E aster keeps 
the egg m arket fairly well sustained, 
or at least helps to  do so. F inest 
nearby stock is quoted a t 25@27@ 
28c; W estern, 20@22@25c, the la tter 
being apparently top.

Manufacturing Matters.
D etroit—The A ntrim  Chemical Co. 

has increased its capitalization from 
$100,000 to $200,000.

D etroit—The American B utter & 
Cheese Co. has increased its capital­
ization from $5,000 to  $50,000.

Lansing—The capital stock of the 
Severance T ank & Silo Co. has been 
increased from $50,000 to  $100,000.

Lansing—T he Korff M anufacturing 
Co., m anufacturer of runners, etc., 
has increased its capital stock from 
$10,000 to  $20,000.

D etroit—T he Main Issue Cigar 
Co. has changed its name to  the 
Surety Cigar Co., Ltd., and increas­
ed its capital stock from  $25,000 to 
$85,000.

D etroit—The Excelsior Auto Cycle 
Co. has engaged in business w ith an 
authorized capital stock of $5,000, 
which has been subscribed and $4,000 
paid in in cash.

D etroit—The L ittle Four T rans­
mission & M otor Co. has engaged in 
business w ith a capital stock of $15,- 
0 0 0 , all of which has been subscribed 
and paid in in property.

Engadine—The Engadine B utter 
Factory has engaged in business 
with an authorized capital stock of 
$5,000, of which $4,900 has been sub­
scribed and paid in in cash.

D etroit—The Factory Skirt & Suit 
Co. has engaged in business to sell 
ladies and m en’s garm ents, with an 
authorized capitalization of $1,000, 
which has been subscribed, $50 being 
paid in in cash and $250 in property.

Lansing—A new company has been 
organized under the style of the 
American Bread M achinery Co., w ith 
an authorized capital stock of $5,000, 
which has been subscribed, $300 be­
ing paid in in cash and $2,500 in 
property.

Y psilanti—A new company has 
been organized under the style of the 
Y psilanti Indian Shoe Co. to m anu­
facture footw ear and leather goods, 
with an authorized capital stock oi 
$10,000, of which $7,500 has been sub­
scribed, $400 being paid in in cash 
and $6,100 in property.

Saginaw—A new company has been 
organized under the style of the 
Mika Cooker Co., to m anufacture, buy 
or sell articles of wood or metal, 
tem perature devices and appliances 
thereto for retaining heat or cold. 
The company has an authorized cap­
ital stock of $50,000, of which $40,000 
has been subscribed and paid in in 
cash.

Jackson—The H all & H olm es Mfg. 
Co., m anufacturer of cement machin­
ery, has m erged its business into a

stock company under the style of the 
H all-H olm es Mfg. Co., w ith an 
authorized capital stock of $19,790 
comm on and $5,210 preferred, of 
which $10,140 has been subscribed, 
$5,050 being paid in in cash and $5,090 
in property.

Net Weight Bills.
There are several bills now pend­

ing in the House of R epresenta­
tives providing for net w eight and 
net w eight branding.

R epresentative M ann, of Illinois, 
has introduced a bill along these lines 
which has been accepted as satisfac­
to ry  to  the w holesalers and retailers’ 
national organizations.

T he N ational Association of Re­
tail G rocers will be represented as 
well as the wholesale grocers by their 
secretaries and attorneys.

These bills are of a m ost im port­
an t character and provide for the 
stam ping of the w eight on the pack ­
age.

R epresentative M ann’s bill is an 
am endm ent of section 8 in the pure 
food and drugs act, which act was 
approved Junq 30, 1906.

Section .......... No person shall sell
or offer for sale, food in package 
form unless the net quantity  of the 
contents be plainly and conspicuously 
marked on the outside of the package 
in term s of weight, m easure or nu 
merical count, provided, however, 
tha t reasonable variations shall be 
perm itted; and th a t tolerances shall 
be established by rules and regula- 
ions made from  time to  tim e b y ..........

Section 2. T his act shall take effect 
and be in force from  and after its 
passage, provided, however, th a t no 
penalty of fine, im prisonm ent or con­
fiscation shall be enforced for any 
violation of this provision as to  p ro ­
ducts prepared prior to  eighteen 
m onths after its passage.

Section 3. All acts or parts of acts 
inconsistent herew ith are repeated.

This am endm ent does not imperil 
our guarantee clause but leaves it 
as it is in the bill.

John A. Green, Secretary.

And She Was*All Right.
“The other day,” said a m an pas­

senger in a street car, “I saw a wom ­
an in a stree t car open a satchel and 
take out a purse, close the satched 
and open the purse, take out a dime 
and close the purse, open the satchel 
and put in the purse. T hen she gave 
the dime to  the conductor and took 
a nickel in exchange. T hen she open­
ed the satchel and took out the purse, 
closed the satchel and opened the 
purse, put in the nickel and closed 
the purse, opened the satchel and put 
in the purse, closed the satchel and 
locked both ends. T hen she felt to 
see if her back hair was all right, and 
it was all right, and she was all right. 
T hat was a woman.”

BUSINESS CHANCES.
For Sale—H ere is a splendid opportunity for 

someone. General stock merchandise. W ill in­
voice about $1.000. Store, depot, postoffice and 
liv ing rooms under one roof. Good barn and 6 ¡4 
acres good land. Buildings in good repair. Cash  
for stock. Buildings and land on easy  terms.

E. A . Brom ley. Englishville. Mich. 266
For S a le—N ew  sto ck  o f gen era l hard­

w are In good tow n. A ddress N o. 176, 
care M ich igan  T radesm an.__________ 176

F or Sale—G eneral hardw are stock .
N orth w estern  Ohio tow n, 2,500 popula­
tion. An A1 bu sin ess. A ddress R oom  1, 
W allace T h eatre B ldg., P eru , Ind. 211

T Y PE W R IT ER S.
T yp ew riters of all m ak es. F u lly  gu a r­

anteed . F ree tr ia l anywheVe. Send for  
cata logu e and sp ecia l prices. W . W h ite- 
head, 30 L asalle  S t., C hicago, HI. 225 

F or Sale— Splendidly equipped drug  
store, c lean  stock , doin g good bu sin ess. 
G row ing agricu ltu ral d istr ict, splendid  
opportunity. O wner retir in g  from  drug  
b u sin ess. J. F . H olden, M arion, M ich.
________________________________________ 226

F or Sale— Stock  of grocery fixtures, 
Toledo C om puting sca le , A m erican  S lic ­
in g  M achine, etc. O scar H esse , H ow ell,
M ich.__________________________________ 2Q2

For Sale—Bakery and restaurant. Must 
se ll at once. F. W. Stears, Constantine,
M ich.__________________________________ 177

F or Sale— Only gen era l m erch andise  
store in  Bedford, Iow a. B es t bu sin ess, 
b est location , lo w e st  ren t in  tow n. B est  
reasons for  se llin g  quick. I f  you  h ave  
$6,000 to  $10,000 cash and  w a n t a  m oney  
m ak er from  th e  s ta r t, look th is  up a t  
once. A ddress E. S. Van Sickle, B ed -
ford, Iowa.__________________________ 249

For Sale—Stock  of sh oes and m en ’s  
fu rn ish in gs in one of th e  best country  
tow ns in  th is  S tate . Is  a  m oneym aker. 
Owner retiring. A g en ts  need  not apply. 
A ddress N o. 2M, care T radesm an. 201 

For Sale—A t a  great bargain, brand 
n ew  up-to-date stock of clothing and 
g e n ts ’ furnishings. Would inventory 
abou t $6,500, including fixtures. Corner 
store, best location in city. .Enquire at 
M ercantile B rokerage Co., B ay C ity,
M ich.__________________________ ._______ 191

For S ale—D rug stock  and fix tures worth  
$2,500. W ill se ll for $1,600 if  sold  quick. 
A ddress W . C. P ., care T radesm an, lba 

For Sale—One o f th e  o ld est estab lished  
gen era l m erch andise  and m illing  b u si­
n esses  in  M ichigan, located  a t  C om stock  
Park. Inventory  tak en  Jan u ary  5, show s  
groceries $1,286.78; dry goods, $2,247.16; 
ooots, sh oes and rubbers, $1,581.26; hats  
and caps, $137.49; hardw are, $310; drugs  
and p a in ts, $1,078.68; flour, feed  and  
grain , $562; store fixtures, $1,339.06; a c ­
cou n ts receivable, $346.15; horses, v e ­
h icles and  h arn esses, $502.50. Come and  
look it  over and  m ake m e an  offer. G il­
bert E . C arter, R eceiver, P lu m b -H a y es  
M ercantile Co., Mill Creek, M ich. 166 

For Sale—G rocery and  sh oe  stock  in  
liv e  tow n Central M ichigan. One com ­
petitor. A ddress No. I l l ,  care Trades­
m a n ^ ______________________________  i n

Cash for your b u sin ess or real e sta te . 
I bring buyer and seller  togeth er. N o  
m atter w here located  if  you w an t to buy, 
sell or exch an ge  an y  kind of bu sin ess or 
property an yw h ere  a t  a n y  price, address  
Frank P . C leveland, R eal E sta te  E xpert, 
1261 A dam s E xp ress  B uild ing, C hicago,
Illinois. _____________________________ 984

1 pay cash  for s to ck s  or part stocks 
of m erchandise. M ust be cheap. H. 
Kaufer, M ilw aukee, W is. 92

S afes Opened—W . L. Slocum , sa fe  e x ­
pert and  locksm ith . 62 O ttaw a street,
Grand R apids, M ich.__________________ 104

F or Sale— One 300 accou n t M cC askey  
reg ister  cheap. A ddress A. B ., care  
M ichigan T radesm an.________________ 548

HELP W ANTED.
Wanted—A t once, manager grocery department. 

Must be business getter and right in every way. 
State experience and give references. A good 
chance for the right person. Parson & Holt. St. 
Charles. Mich. _ 267

W anted—G erm an lady clerk  preferred, 
in genera l s tore  w ith  experien ce, k n ow l­
edge o f accou n ts  and tru stw orth y  in  e v ­
ery  w ay. E n close  te s tim o n ia ls  a s  to  
ch aracter  an d  a b ility  in  first le tter  and  
s ta te  sa lary . C. B. M ansfield & Co.,
ColliUg, M ich._____________________  227

Salesmen m aking sm all tow n s, w rite  
for order book to -d a y  on  A1 consignm ent  
lirfe. Goods sh ipped and com m ission s  
paid prom ptly. Canfield M fg. Co., 208
S ige l SL, C hicago.________________ 246

L ocal R ep resen ta tive  W anted—Splendid  
incom e assured  r igh t m an to  a c t  a s  our 
rep resen tative a fter  learn in g  our b u si­
n ess  th oroughly by m ail. Form er e x ­
perience un necessary . A ll w e require is  
hon esty , ab ility , am b ition  and  w illin gness  
to  learn  a  lu crative bu sin ess. N o  s o ­
lic itin g  or traveling . T h is is  an ex cep ­
tion al opportunity for  a  m an in  your  
section  to  g e t  into  a  b ig -p a y in g  b u sin ess  
w ith out cap ita l and becom e independent 
for life. W rite  a t  once for fu ll p articu ­
lars. A ddress E . R. M arden, Pres. T he  
N ation a l C o-O perative R eal E sta te  C om ­
pany, L  371 M arden B ldg., W ash ington ,
D. C.__________________________________ 207

W an ted —Clerk for gen era l store. M ust 
be sober and ind ustrious and h ave  som e  
previous experience. R eferen ces required. 
A ddress Store, care T radesm an. 242

SITUATIONS W ANTED.
W an ted —Y oung m an  d es ire s  position  

w ith  c loth ing, dry goods or sh o e  store. 
T w elve  y ea rs’ experien ce. R eferences. 
L. W . Gardner, T racy, M innesota. 250 

W anted—P o sitio n  as grocery  clerk, 
y ou n g  m arried m an, five y ears’ exp eri­
ence. B es t  o f referen ces. A ddress B ox  
H , care M ichigan  T radesm an.______ 247

Young m arried m an , sober, reliable, s ix  
ears’ office experien ce; tw o  y ea rs  book- 
eep er for  w h o lesa le  h ou se  w h ere now  

em ployed, d esires change. S a tisfactory  
referen ces fu rn ish ed . A ddress M. N ., 
ca re  T radesm an. 248



T h e  Piew H om e of the

Hazeltine & Perkins Drug Co.
Corner of Oakes and Commerce Streets. Three Hundred Feet from Main F.nrrance to I'lrion Depot

H p H  IS building has been designed  and erected  especially r r 
^  our business. Location the best—L ig h t ind er.rilari* -  

perfect—floor space doubled—stock enlarged -  te lep h on e sys­
tem s —elevator sen ice. and all such con ven ien ces brought up - 
date and the requirements of the trade.

WE WILL MOVE MARCH 11th, 1911

We invite you to call at your Earliest Opportunity.

Hazeltine &  Perkins Drug Co.
Grand Rapids, Michigan.
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