
“K a tie  Lee and W illie  G ray/ 9

Two brown heads, with tossing curls, Men are
Red lips shutting  over pearls, H earts c
Bare feet white and red w ith dew, And wht
Two eyes black and two eyes blue— Katie Li
L ittle  boy and girl w ere they, Stood as
Katie Lee and W illie Gray. Bending

They were standing w here a brook,
Bending like a shepherd’s crook,
Flashed its silver and thick ranks 
Of green willows fringed the banks;
H alf in thought and half in play 
Katie Lee and Willie Gray.

They had cheeks like cherries red;
He was taller—'m ost a head;
She w ith arm s like w reaths of snow 
Swings a basket to and fro,
As she loiters half in play,
C hatting there with W illie Gray.

'P re tty  Katie,” W illie said,
And there came a dash of red 
Through the brow nness of his cheek,
“Boys are strong and girls are weak,
And I ’ll carry, so I will,
K atie’s basket up the hill.”

Katie answered with a laugh;
"You shall only carry half.”
And then tossing back her curl;
"Boys are weak as well as girls.
Uo you think tha t Katie guessed 
H alf the wisdom she expressed?



This is the Scale thathuys itself

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

The customer’s side of 
the A n g l d i l e  shows 
pounds and ounces on 
largest dial used for any 
counter scale.

It will 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 fo r ev e ry  p e n n y ’s value.

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

All men—short or tall—read the Angldile chart alike. T h e re  are 
no  hair lines to  c o u n t—no pin po in ts to  guess at.

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

T h e  A ngldile 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.

Two Rare Bargains in 
Light Auto Delivery Wagons

51 BUICK—Chain drive. 1906 model F. equipped with 
enclosed body, plate glass sides and piano finish. Deliv
ery body, cost $300.00, also touring car body (5 passenger) 
with top. Paint and tires in excellent condition. Cost, 
complete, about $1,600. Price, $690 00.

S. A. DWIGHT
172-174 N. Ionia St., Grand Rapids

49 D U ER H igh W heel D elivery  W ag o n —1909 model. 
2 cyl.. 16 H. P.. air cooled with top for grocer delivery. This 
machine is in excellent condition and has wonderful power, 
cable drive, and is very  practical for anything but the 
deepest sand. Cost $800.00. P rice, $490.00.

MY SPECIALTY, USED AUTOS

IF
You can save the salary of a bookkeeper, collection clerk, “ Loads of Tim e,”  
eliminate all mistakes and disputes WITH ONE W RITING, in the American 
Account Register System, wouldn’t you investigate its merits?

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

Fifty other cars all makes and 
models, $75.00 and up. I give 
a good square deal.

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.
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T h e  U ltim a te  R em edy.
N ew s of th e  b u s in e s s  W orld . 
G rocery  an d  P ro d u ce  M arket. 
H a rd w are  B an q u e t.
E d ito ria l.
T o O regon in 1832.
W o m a n ’s  W orld .
D ry  Goods.
Shoes.
B u tte r ,  E g g s an d  P ro v is io n s . 
S to v es  an d  H a rd w are .
W indow  D eco ra tio n s.
C ity  M aps in 1872.
T h e  C om m erc ial T ra v e le r , 
D rugs.
D rug  P r ic e  C u rre n t.
G roce ry  P r ic e  C u rre n t.
Spec ia l P r ic e  C u rre n t.

SECOND A N N U A L  BAN Q U ET.

W holesalers of Muskegon Entertain 
Grocers and Butchers.

T he second annual banquet of the 
M uskegon grocers and butchers, ex
tended them  by the wholesale dealers 
of tha t city, was held at the Occi
dental H otel W ednesday evening, 
M arch 15. A bout 150 guests enjoyed 
the hospitality. The banquet was 
elaborate and was served in a m anner 
tha t reflected much credit upon the 
m anagem ent of the hotel. Beerm an’s 
o rchestra enlivened the occasion by 
the rendition of m any beautiful se
lections.

A fter the inner man had been more 
thon satisfied. T oastm aster Chas. B. 
Cross took charge of the program m e 
and in his pleasing and eloquent 
m anner he introduced the speakers of 
the evening and gave each one of 
them a reason for try ing to come 
back at the toastm aster.

Paul R. Beardsley, the Muskegon 
corset m anufacturer, was introduced 
as being a man who greatly  admired 
nature, but being a student of art 
and science was try ing to go the 
C reator one better by endeavoring to 
improve the feminine form. Mr. 
B eardsley’s subject was “Just T alk,” 
and this gave him all the latitude he 
needed to roast and toast the gro
cers and butchers of Muskegon. He 
said his manly figure of 125 pounds 
was the product of their excellent and 
well kept stocks. H e insinuated that 
he m ight fare even better were it 
not for their stringent credit system. 
Mr. Beardsley did not undertake to 
tell the grocers how to run their plac
es of business, but he congratulated 
them  on the efficient work they had 
done since form ing their organiza
tion.

The next speaker was fittingly in
troduced as Fred Fuller, from the 
city tha t “knows how.” Mr. Fuller, 
being an old w ar horse in organiza
tion work, was down for a talk on 
“Statistics.” This being a dry subject 
he did not stick to  his text very 
closely, but gave the audience some 
valuable inform ation along the lines 
of needed legislation, improved busi
ness m ethods and the dangers tha t 
lie in the parcels post bill should it

ever become a law. Mr. Fuller's en
thusiasm  makes his talks on organi
zation work interesting and profitable 
to  his hearers. He is one of the best 
known men in the G rocers’ Associa
tion in the State and his advice is al
ways timely and good.

T he toastm aster introduced Con 
gressm an Jam es C. M cLaughlin, the 
principal speaker of the evening. His 
subject was, “O rganization, N ot Op
position, Is the Life of T rade,“ and 
no doubt he could have given a verv 
interesting and profitable talk on that 
subject, but he stated tha t as the 
much discussed and talked about 
parcels post bill had been mention-
ed by the previous speakers he
thought it wise for him to express his
opinion and views so that there could
be no m isunderstanding as to  just
where he stood. He then proceeded manrr Co wb*
in a very clear but emphatic manner
to tell his listeners that he was in
favor of a local parcels post and
gave his reasons. He said he had
given the subject much careful Michigan Retail Gro<
thought and study and was satisfied March _
in his own mind tha t such a law TFTH*
would help the m erchants in the rural *yf tH
districts and would be the means of General Merch a n f /  J
increasing the revenue of the free M ichigan:
rural routes so as to m aterially re- Symons Bros jfe f o
duce the now enorm ous deficit cans- Post run f e r e
ed by this departm ent of the postal Creek
service. Mr. M cLaughlin was very Michigan Gr-
careful to make every point clear and T he FTeischrrj*.,--
he answ ered many of the objections Petoskev G r , P»f,
tha t have been advanced by those W illiams Err
who c ppose the bill, the principal one 
being tha t such a law will open a 
way for the large mail order houses

I  desire to  s 
with a few fW?

TV Co.. Pon

wires
roveto extend their business into the 

rural districts and thus injure the lo-
lines who desids 
dition s of their

cal stores. T o  this objection he said their several foiMT19
it was the purpose of the local par 
cels post bill to  assist the local m er
chant in doing business with the

T  P>r

Business News From tile
farmer. “The argum ent that the mail 
order houses would ship their goods 
into the different tow ns and c i t ie s  by 
the carload o r by large freight ship
m ents and then mail them direct to 
the farm er through the local postof- 
tice is not a feasible proposition,” said 
Mr. McLaughlin. “They could hire a 
special delivery in each town for less 
money than they could send eight 
or ten four-pound packages by mail." 
H e went on to say tha t he was firm 
in his belief that if the people once 
had local parcels post tha t they 
would not think of doing without rt 
any m ore than they would now want 
to  do w ithout the free rural delivery 
service.

W hile Mr. M cLaughlin's rem arks 
were in direct opposition to  the opfn - 
ion of at least 99 per cent, of his 
hearers every one respected him for 
his frank, honest and clear statem ent 
of where he stood. W hether he made

S ta te  
La Grange—J. G. R< 

opened a m en's fum e 
South Poplar street 

La Grange—F  M.  ̂
m g out his stock of 
crockery with the Ente 
m g about the middle 
South D akota, where l 
in farming.

E lkhart—J  Forest G 
C hester A. Bodge has

T he John V. Farw

Farwefl. has reorgan m  
John  ¥ . FarwelT Pres: 
C. Farweff T reasurer. 
Arming A ssistant T re  
F. F erry  Seeretarv and 
A ssistant Secretary

A man ne 
well off until
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T H E  ULTIM ATE REMEDY.

Cause of Our Tax Troubles and How  
To Cure Them.

W ritte n  fo r  th e  T rad e sm a n .
The pioblem  of taxation, as it now- 

presents itself in this State, has two 
main aspects:

1. O ur taxes are a ltogether too 
high, because in public expenditure 
we do not get the worth of our in on 
ey. Not tha t we are having too 
thorough an enforcement of our laws, 
nor too many, nor too great public 
im provem ents, but we are paying too | 
much for w hat we do have.

2. The burden of tax is not equita- 
bly distributed. Owing to a system I 
of taxation—just in theory but never 
so in its actual workings, and which 
present conditions have entirely out- | 
grown—coupled with a lax and faulty 
adm inistration of this system, which 
varies with local customs and with 
individual assessing officers, and 
which may briefly he described as 
even more anomalous than the sys- 
tern itself—some property well able 
to bear its proper share is escaping 
taxation altogether, while other prop 
erty  in some localities is carrying a 
tax that is nothing short of oppres
sive.

W hile these two aspects of the dif
ficulty are entirely separate and d is
tinct, thej- both spring from the same 
root, and that root is the apathy, the 
calm, stoical unconcern which has 
existed and to a great extent still ex
ists among the great body of taxpay
ers regarding the injustices from 
which they themselves are suffering.

Legislators count on this apathy. 
They may do a little patching up on 
our tax laws here and there, but 
they do not give them the thorough 
overhauling that is needed, probably 
shrewdly surmising that they would 
get no thanks for it if they did. As
sessing officers and all others having 
to do with the levying of taxes can 
count on this same indifference.

The average taxpayer, if he finds 
his taxes are unusually high and 
considers them unduly so, kicks on 
the day he pays them. Perhaps he 
growls a little over them the next 
day and the day after; he may even 

I grum ble mildly for a week or two, 
when he can secure a sym pathetic 
listening ear. Then he drops the 

| subject and turns his attention to 
other things. H is tranquility  of mind 
has been tem porarily ruffled, but he 
has not gotten to the bottom  of 
things at all.

Just now there is a strong popular 
J demand that the mines and the va
rious public service corporations be 
made to pay their share of tax. This 
is good so far as it goes; but the 
great body of voters and taxpayers 
have not as }et gotten into the edges 
of this subject of taxes.

W hy is it that alm ost all public 
offices are so eagerly sought after? 
A chance for graft? Sometimes, but 
not always, nor is this the chief re a 
son. An office is, generally speaking, 
a good job; public service of almost 
every kind is paid for at a rate that 
in a short space of time would drive 
any private concern into bankruptcy.

A patient, easy-going people are so 
accustomed to being bled, they know 
so little of just w hat becomes of their 
money, tha t they do not realize where 
the trouble comes in.

L et the people take hold of it in 
earnest and see to it that public 
service" of all kinds is gotten  down to 
a business basis. T hen taxes would 
be reduced to paym ent for w hat we 
actually get. Incidentally, politicians 
would have to go to work for a liv
ing.

Sim ultaneously with getting  taxes 
down to  where they ought to be, 
there is needed a strong movem ent to 
place on our statute books a system 
of taxation as just and equitable as 
the best skill and knowledge can de
vise. A scholar sitting in his study 
can not draft a system of taxation 
tha t will be just in its practical 
workings. L et us do away with 
theories and get down to facts in 
making tax laws. If constitutional 
am endm ents are necessary to our 
having the best system, let us make 
the amendments.

Since legislation can not go far in 
advance of public opinion, w hat is 
needed m ost is tha t the average man 
and woman make a study of taxa
tion; not a light, m om entary, touch- 
and-go turning of the attention to the 
subject, but a steady, continued, get- 
at-the-root-of-the-difficulty investiga
tion, to last until present conditions 
are radically bettered.

M oreover, the rising generation 
should be trained to  the study of 
the tax question so tha t those who

are to take our places in ten, tw enty 
or th irty  years will not be groping 
in the dark as we are doing now.

In the old-time arithm etics there 
was a certain “rule” or division of 
the subject called “Taxes.” This 
treated  of the com putations neces
sary to ascertain the am ount of a 
given tax, som ething of how to 
spread a tax  on an assessm ent roll, 
and the like. The study as outlined 
in those tex t books being m erely 
certain specific applications of per
centage, really amounted to  very lit
tle, and it is perhaps ju s t as well 
that some of the arithm etics now in 
use om it it altogether.

The study of taxation ought not 
to be dropped. The old superficial 
handling of it should be superseded 
by a thorough and practical trea t
m ent of the whole subject. I t  ought 
to have its place in every high school 
course. W e fill up the curriculum 
with studies which there is only a 
bare possibility tha t the pupils can 
make direct use of. W e omit what 
every one of them  will need to  know.

The display of the flag has become 
an integral part of our school sys
tem, and the children have the beau
ties of Old Glory constantly  before 
their eyes. Many schools go a step 
farther and the pupils salute the flag 
and are instructed daily in its signifi
cance of freedom and justice to  a I.!. 
These necessary lessons of pa trio t
ism can not be too well learned nor 
too deeply im planted in the minds ot 
the children who are grow ing up. 
There is another symbol of Govern-

Increase Your Business and 
Profits by Pushing Products 

Which Contain 
HAMILTON COUPONS

Every product containing HAMILTON COUPONS is a good seller because the Quality and Price are right. The HAMIL
TON PLAN makes it a better seller because it also is right.

The HAMILTON PLAN benefits both merchant and customer at no expense to either. It helps you by pushing the sale of 
profitable and satisfying goods and enables you and your customers to obtain valuable premiums FREE. Fixtures for your 
store FREE. Furniture and furnishings for your home FREE. Send for list of products whose sale is being increased by 
the HAMILTON PLAN; a catalogue and full information.

THE HAMILTON CORPORATION
Guaranteed Resources, $1,000,000.00

29-35 West Thirty-second Street NEW  YORK CITY
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m ent no less fundam ental than the 
flag, although it does not have the 
same soul-thrilling associations of 
poetry and song and historic sacri
fice, one which it is equally essential 
should be maintained in purity and 
with intelligence. T hat o ther sym
bol is a tax receipt.

Ella M. Rogers.

What Other Michigan Cities Are Do-1 
ing.

W ritte n  fo r th e  T rad e sm a n .
Spring business is opening in good 

shape at Lansing, the railroads there 
having added to  their forces at the 
freight houses to  take care of ship
ments.

Port H uron has secured an aero
plane factory, tha t is, when local 
stock to  the am ount of $25,000 has 
been subscribed.

T he annual banquet of the Saginaw 
Board of T rade, held last week, was 
a notable success, being attended by 
about 700 m em bers and guests.

Bay City has a new railroad now, 
the D etroit, Bay City & W estern, 
which reaches across the Thum b and 
opens valuable trade territo ry .

C harlotte w ants m ore factories, but 
how to raise the m oney to  secure 
them  is the question. The legality of 
raising bonus money by taxation is 
called in question by attorneys.

T he sixth annual banquet ’ of the 
F lin t Board of Commerce was held 
last week, with an attendance of 400 
m em bers and guests.

Cedar Springs has voted to bond 
for $15,000 for electric lights and new 
industries.

Big Rapids will vote on the ques
tion of issuing bonds to r $25,060 to [ 
secure new factories.

A few years ago the T raverse City ; 
Board of T rade tried to secure one of 
the Dupont powder plants for that city : 
and in view of the recent powder- 
quake the city is not at all sorry now 
that success did not attend its ef
forts.

Kalamazoo’s stringent gasoline o r
dinance will go into effect in sixty | 
days. U nder its provisions one gal
lon is the largest am ount that can be j 
stored anywhere w ithout special per
mit. Buildings for storing  gasoline j 
m ust be solely for tha t purpose: m ust j 
be at least four feet from any other 
building and m ust be labeled with the 
word, “gasoline,” in large letters on 
all sides of the building.

Benton H arbor will vote April 
on the proposition of bonding the 
city for $100,06 for a perm anent wa
ter system, also on extension of the 
franchise of the Benton H arbor-S t 
Joe Railway and Light Co.

f aurittm is practically certain to 
have free delivery of mail this year

The Board of T rade of Del ton, a 
small tow n in B arry county, has 
adopted an economy measure that 
might well be adopted in Grand 
Rapids and o ther citie-. A baler for 
waste paper has been purchased and 
proceeds from the sale of baled pa
per will he used for local im prove
m ents. The general custom  of burn
ing up new spapers and magazines 
that have a calh value ranging well 
up tow ards a cent a pound is only

Th«
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Business News From  
3täte.

täte H o o ac r

ins g ro  
end.

sold
South B 
business.

Ft. W ayne—T he 
Company has bee 
F rank  J. Vv alsb, 
Frank Besse and w 
under the same na 
Besse as President.

Blufft on— H. H. B

to  H. G. Maddux.
South Bend—The 

M anufacturing Co. 
i hat and cap store 

D ar emus, of Peoria 
La Grange— Rob« 

opening a general I

HE grocer really
doesn't w a n t

to sell bulk starch.
He realizes the troiM e 

and loss is  handling ft— 
KOOfHfit and w etghmg and 
p u tt in g  it in a paper bag. 
to say nothing c4  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 dean 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—stock it.
CORN PRODUCTS REFINING COMPANY

NEW  YORK
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Movements of M erchants. signed and will be succeeded by Clare
Reed City—C. H. Smith has opened j Kelly, A ssistant Cashier, 

a bakery in the S. T. Johnson bakery. Cass City—C. H. Mellon, of Rock 
Im lay City—John Lancaster and . Island, 111., has leased the Fritz  

son, James, have opened a new gro- ! block and, will open a confectionery 
eery. store and ice cream parlor.

Lansing—Melvin Sargeant has pur
chased the Dehn B rothers’ grocery, 
110 North Butler street.

M arshall—O. L. Linn & Son have 
opened their new store with new fix
tures, furniture and stock.

Portland—A rthur Bailey and E rn 
est Sandborn have purchased the City 
Bakery from R. G. Maloney.

D etroit—T he Riverside Storage & 
Cartage Co. has increased its capital 
stock from $15,000 to $150,000.

Coopersville—C. W. S treeter has 
sold a half interest in his grocery 
store to Ray Marvin, of Berlin.

E ast Jordan—Chas. Bacon has pur
chased the H unnelar confectionery 
store and will add a lunch counter.

Adrian — Adelbert Bedford has 
bought the Hill grocery and will con
tinue the business in the T rim  store.

Fennville—T he m eat m arket of 
Conner & Sons has changed hands, 
Chas. Chillman again having control

Flint—The partnership of Meri- 
thew & Raplev has been dissolved. 
\ \  m. M. M erithew will continue the 
business.

A lvordton—Mrs. W . H. Geesey has 
purchased the stock of dry goods of 
C. H . Samson and is now running the 
business.

Marshall—C. H. O strander, of Al
bion, has bought the jew elry stock 
of G. M. Bromeling and has taken 
possession.

St. Johns—Hugh W . M orris has 
purchased the old National Bank 
building and will conduct his art 
store there.

F reeport—Mrs. Geo. Clarke, of 
Grand Rapids, has purchased the Fo- 
glesong millinery stock and will con
tinue the business.

Frem ont—C. F. Johnson has pur
chased of K. Mulder his store build
ing and residence property, also a 
stock of groceries.

M anton—A. E. K rom er & Co. have 
remodeled their hardware store and 
now have one of the handsom est 
places in the State.

Zeeland—Paul H. Fabiano, of the 
Zeeland Fruit Store, has leased larger 
quarters in the G. Lage building and 
will move this week.

Manistee—Emil Johnson & Son 
have moved their shoe stock to 335 
River street, which they have nicely 
painted and decorated.

T rufan t—John O. Doe, Cashier of 
the T rufan t Exchange Bank, has re-

Portland—A rthur S. Xunnely has 
purchased the interest of his partner, 
Claude Lakin, in the produce b u si
ness and will conduct it alone.

Jackson—E. E. Russell has sold the 
store at the corner of Blackstone and 
Trail streets to Charles G. Conklin,

| who will continue the business.
Ludington—H. G. Price, of Alma, 

has purchased the stock of R. Leon
ard, on South Jam es street, and will 
continue the business at the old 
stand.

Brown City—Scott & W itm er, gen
eral store, have dissolved partnership, 
Mr. W itm er selling his interest to 
Scott & Co., who will continue the 
business.

Kalamazoo—Saul Saloman, who 
bought the bankrupt stock of the 
South Side Dry Goods Store a few 
months ago, has sold to D. W elt, of 
Toledo, O.

St. Joseph—W illiam T. M orrison, 
form er Cashier for the Union Bank
ing Co., has purchased an in terest in 
the \ \  . G. May’s children’s clothing 
store, D etroit.

M errill—Joseph Phelan has sold 
his interest in the Dillon & Phelan 
store and will open up a new stock 
of general merchandise in the form er 
John Stanton building.

Coopersville—Raymond Irish has 
resigned his position as clerk in 
Lillie & Son’s store and has accepted 
a similar position with the Friedman 
store in Grand Rapids.

Boyne City—I. Nurko has purchas
ed the M. F raser dry good store at 
East Jordan and will conduct the 
business at the same stand. He will 
continue his store here.

Eaton Rapids—Chas. Gould, clerk 
at M ilbourn’s drug store for several 
years past, is planning to  engage in 
business for himself, although a lo
cation has not been decided upon.

Owosso—The stock of the Owosso 
Paint & W all Paper Co. rem aining 
after a portion belonging to  Mrs. E. 
H. S trahler had been disposed of, 
has been purchasd by J. H. Laverock, 
for $300.

Romeo—T he Proctor-G ray Stone 
Co. has engaged in business to deal 
in crushed stone, w ith an authorized 
capital stock of $8,000, all of which 
has been subscribed and $4,000 paid 
in in cash.

Owosso—A rthur W ard, of Muni- 
sing, has purchased a half in terest in 
the furniture and hardw are business

of F. W. Pearce, and the business 
will be continued under the style of 
Pearce & W ard.

Kalamazoo— Charles E. Gray, a 
popular-priced clothier, furnisher and 
hatter, and P. M. Atkins have pur
chased the store at 1322 Portage 
street, known as the Kinney Dry 
Goods Company.

Boyne City—E. V. Smith will open 
a music store on W ater street. He 
has bought the sheet music line of 
Bergy Bros. Mr. Smith has also 
taken the agency for the B axter 
Steam Laundry, of Grand Rapids.

F reeport—Miller & E verhart have 
sold their “corner store” of dry 
goods, groceries and general m e r
chandise to  C. J. R yker & Co. Mr. 
Miller will continue his business as 
heretofore w ith the H irth-K rause Co.

Traverse City—The R. J. O rchard 
Co. has engaged in business to oper 
ate and develop fru it lands and o r
chards, w ith an authorized capital 
stock of $10,000, of which $5,600 has 
been subscribed and $1,200 paid in in 
cash.

Owosso—The firm name of Benkel- 
man & Mulhall has been changed to 
the M ulhall-Erb Company, Lewis 
Erb, of D etroit, who has been con
nected with the business for the past 
year, haying been adm itted to a part
nership.

Grand H aven—A. Poel, m erchant 
tailor here since 1877, has sold his 
interest in A. Poel & Son to H. H. 
Fongers, of M uskegon, and the busi
ness will be continued by Poel & 
Fongers, Met Poel, the son, retaining 
his interest.

T raverse City—K. D. Lewis, Pay
ing T eller in the F irst National Bank, 
has resigned to accept a position with 
the Traverse City Chair Co., and Ben.
I. Church has been advanced to  his 
window and there are several other 
promotions.

South H aven—L. C. Ryall, until r e 
cently a resident of this place, but 
now living in Chicago, has pu rchas
ed the B ennett drug store in Goble- 
ville and will take im mediate posses
sion. Mr. Ryall is a graduate in 
pharm acy of the Ferris Business Col
lege of Big Rapids.

Benton H arbor — Sam Enders, 
formerly with the Hipp, Enders & 
Avery clothing firm, and George A. 
Boers, until recently m anager of the 
shoe departm ent at the C. L. Young 
& Co. store, have opened a shoe store 
in the Bell block under the name of 
the Enders & Boers Co.

Lansing—The business of the late 
Louis Beck and tha t of Beck Bros., 
have been combined under the firm 
name of Louis Beck Co., and the 
officers are: President and M anager, 
Simson Beck; V ice-President, Joseph 
Beck; Secretary-T reasurer, Samuel A. 
Beck. Simson Beck w as.form erly the 
m anager of one of the largest cloth
ing houses in Denver, Colo. F or the 
present, the business will be contin
ued at the two stores, but both will 
be under the same m anagem ent.

S tanton—The name of John W. S. 
P ierson & Co. has been changed to 
the Stebbins-Gaffield Co. E. S. Steb- 
bins rem ains as President of the cor
poration, he having held this posi

tion since the retirem ent of John W. 
S. Pierson from  the active m anage
m ent of the corporation three years 
ago. Charles L. Meach, Secretary 
and T reasurer, retires, his stock hav
ing been acquired by B. L. Gaffield, 
who succeeds him. Chas. L. Meach 
has formed a copartnership with 
Claude E. W hite, of this place, and 
they have purchased the Gee H a rd 
ware Co.’s stock at Lakeview.

Hudson — T hirty-tw o business 
houses, representing all the m er
chants of this place, have entered in
to  an agreem ent to discontinue the 
use of trading stamps, cash register 
checks, rebates and prem ium s of all 
kinds for one year from M arch 1. 
They have become convinced tha t 
these expedients are profit cutters 
ra ther than trade producers and will 
stand together in elim inating the evil

Kalamazoo—A new company has 
been incorporated under the style of 
the W illiam s & H am acher Co. to en
gage in the dry goods and notion 
business, w ith an authorized capital 
stock of $40,000, all of which has been 
subscribed and $4,000 paid in in cash.

Manufacturing Matters.
Ypsilanti—The J. B. Colvan Co., 

m anufacturer of underw ear and knit 
goods, has increased its capital stock 
from $5,t)00 to $7,500.

Adrian—George Mills, of H udson, 
is a t the head of the Mills Manufac
turing  Company, just organized to 
m anufacture paper baling machines

St. Joseph — The Barnes Baker 
M anufacturing Co. has engaged in 
business to m anufacture umbrellas 
and parts, with an anthbrized capital 
stock of $40,000, of which $20,000 has 
been subscribed and $4,000 paid in in 
property.

Battle Creek—A new company has 
been organized under the style of the 
Battle Creek Box Co., to  m anufacture 
boxes and deal in lumber, etc., w ith aw 
authorized capital stock of $10,000, of 
which $5,000 has been subscribed and 
$3,600 paid in in cash.

F lint—The Greis'sell Baking Co. 
m anufacturer of baked goods, has 
merged its business into a stock com 
pany under the style of the Greissell 
Bread Co., with an authorized capital 

. stock of $5,000, all of which has been 
subscribed and $50,000 paid in in 
property.

Scottville—W ork on the W. R. 
Roach & Co.’s canning factory here 
will begin in earnest about April 1. 
The plant will be com pleted by June 

j 20. There will be eight buildings in 
I all, which will cover two and one- 
half acres of cem ent foundation. This 
will make six Roach factories in the 
State.

Elgin Butter Prices.
Elgin, 111., M arch 20—The m arket 

declined lc  to-day. W ith  o ther prin 
cipal m arkets a t a lower range the 
sentim ent seemed to be for the lower 
price here.

Only one bid at 26c was put on 
the Board, but no goods were sold 
at th a t figure.

O utput shows some increase this 
week, the first for the season,
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The Produce Market.
The produce m arket is quiet, which 

is usual at this Lenten season. 
The local supply of old vegetables 
of all kinds is equal' to the demand 
except onions, and the change in 
prices to  90c and $1 indicates a 
shrinkage. T he supply of spring 
vegetables from the South is steadily 
increasing is quantity and variety and 
im proving in quality as the season 
advances, and they are offered at 
very reasonable prices. The extrem e 
South just now is furnishing the sup
plies, but the producing zone is m ov
ing northward. O ranges are inclined 
upward. The first of the new season 
pineapples from Cuba are in and by 
the middle of April or the first of May 
will be coming in carlots. The poul
try m arket is short of home grown 
stock and some frozen goods are 
coming from Chicago to  supply the 
demand. The egg m arket is easy 
Buying for storage has not yet be
gun, but this will s tart soon and the 
impression is tha t the buying price 
here will be around 14c.

Apples—W estern, $2.75@3 per box.
Bananas—Prices range from $1.50 

@2.25, according to size.
Beans—$1.55 per bu. for hand-pick

ed; $2.75(5)3 for kidney.
Beets—45@50c per bu.
B utter — Local handler quote 

cream ery at 2 7 ^ c  for tubs and 
prin ts; 24c for No. 1 ; packing stock, 
15c.

Cabbage—45c per bu.
C arrots—40c per bu.
Celery—20c per doz. for home 

g row n: Florida, $2.35 per case.
Cocoanuts—60c per doz. or $4.25 

per sack.
Cranberries — Cape Cod H owe’s, 

$10.50 per bbl.
Cucumbers—$1.35 per doz.
E ggs—Local dealers are paying 14c 

delivered.
Grapes—Malagas, $5.75(3)6 per keg.
Grape F ru it — $3.25@3.50 for all 

sizes.
H oney—15@16c per tb. for white 

clover and 12c fo r dark.
Lem ons — Californias, $3.75(5 4 per 

box.
Lettuce—12c per tb. for leaf: 

F lorida head, $2.50 per hamper.
O nions—Spanish, $1.60 per c ra te : 

home grown, 90c@$l per bu.; green, 
35c per doz.

O ranges — Redland navels, $3.25@ 
3.50 per box; W ashington navels, 
$2.75@3.

Pop Corn—90c per bu. for ear; 
3/4@3^2C per lb. for shelled.

Potatoes—T he m arket is steady at 
25@30c at outside buying points.

Poultry—Local dealers pay 12c for

|
{hens; 14J^c for springs; 9c fe 
roosters ; 15c for ducks; 12c 
geese and 18c fo r turkeys. 

Radishes—30c per doz.
Sweet Potatoes—Kiln-dried,

| per hamper.
j Veal—D ealers pay 10@ llc.

old

high as ever; prices th is week are 
from 1354s@15c per pound.

Rice—T he m arket has been quiet, 
although prices were steady a t pre
vious levels, which are very reasona
ble in com parison with o th e r articles 
of food. Prices of rice are cheaper 
than a year ago and while some of 
the retailers are holding off buying 

[fo r fear the m arket may go still low- 
| er, they  will be compelled to  pay a 
higher price, as it seems out of the 

| question to  expect tha t prices should 
[ go  any low er than they are at the 
I f>ffs€nt time.

Botcher Organizations.
Butcher organizations exert a 

eferfuf pow er fo r good. Throng! 
existence many o f the  iiffi 

.which confront the  botcher hav 
done aw ay w ith and m uch o 
progress which the  bustnes; 

i made ia s  been rendered aos«Tt

te  educai

A Treat For Grand Rapids Grocers

*1 . I the R etail G rocers’ 
| Grand Rapids wrIT 
I evening, March 2T.
1 m ent Comm ittee ha

The Grocery Market.
Sugar—T he m arket has been firm 

I The visible supply of sugar is re- 
| ported to  be about 340,000 tons larg- 
j er than a year ago, but this fact doe« 
not seen to  have much effect on 
the m arket. Prices are still low after 

I the recent advances and m any retaii- 
I ers have been selling tw enty pounds 
for $1. The demand has been very 
good.

Coffee—T he m arket has been dull 
the past week There were no chang
es of any im portance in either spot 
goods or options. The strong posi
tion is reflected by the steady tone 
of the m arket, which has been main 
tained in spite of business having 
been practically at a standstill. Bra 
ziT continues very firm at prohibitive 

j prices, and holders seem to  be able 
I to  continue to  w ithstand the bearish 
j tendency of the trade at large. Mild 
grades have ruffed very quiet, with
quotations unchanged, and the pri- 1 l
mary m arket is too high to do busi
ness.

Canned Fruits—The m arket is un
changed, but more activity is shown 
by m any retailers, who find their sup
ply running short in m any varieties 
Future prices on gallon apples are 
reasonable, but the buying is light 
Prices on spot supplies of apples re 
main high and the buying is fight, 
but it is expected to  increase as soon 
as the supply of green apples is well 
cleaned up. Business is increasing a 
little in pears and peaches, and stocks 
of pie goods are small.

Canned V egetables — Condition« 
show little  change, but the demand 
is increasing over the demand of a 
few weeks ago. Fu ture  goods are al
so reported to  be selling well with 
m ost packers and broker«. Stocks of 
spot corn are not Targe and peas in 
some grades can not be obtained at 
any price.

Dried F ru its — The demand for 
prunes continues good, even with 
prices holding at a record price, as 
they have for several m onths, and 
now very little  stock can be obfam- 

j ed in any m arket. The dem and fo r  
peaches is ju st of a fair 
with several article« in th

t omparty. or 
Mason was at 
the N ational G

I or all occasi 
Grand Rapid 
L. Smith wi

With the Sales People  
Grand Ledge — Clarence 1 

has resigned from the Gates 
and wifi move to Lansing to 
position at A. J. Clark « ?tor 
m arket, on Saginaw street.

Mt. P leasant—Joe FT. Ca 
who for the past year has be 
ployed in W. E. Lewis' cloth in 
has accepted the managerm 
Jam es B ickneif5 clothing sti 
Clare.

Cadillac—E dw ard Bromley, 
gonac, has been secured as p 
cist in O. L. Davis’ drug «for 

St. Johns—Miss Pear? W< 
Sturgis, has taken charge of t 
finery departm ent in Get >r 
Chapm an's store.

John G. D oan, 
produce dealer, ha 
years the building 
M arket s tree t and 
py the  same with 
fru its and produce

ease
du

space he 
is produce
,J  n-no r

I Zoet L ot 
Jed capita 
i which ha

Mai

•d ft

but prices will be h igher and 
the demand will be greatly  incr 

1 Evaporated apples are hofdir

Cuba
ne so W’TfC
doubt

that Tfi
[must

Eg as j¡fait t

mailto:3.25@3.50
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HARDW ARE BANQUET.

Retailers Enjoy Hospitality of W. C.
Hopson & Co.

The eleventh annual banquet of the 
Grand Rapids Retail H ardw are As
sociation was b**ld Friday night at 
the new plant of W . C. Hopson & 
Co., on Ellsworth avenue. Mr. H ob
son gave the banquet as a house 
warm ing and also as a celebration of 
the thirtieth  anniversary of his start 
in business. Mr. Hopson was at the 
head of the Reception Committee, 
with all his associates and employes 
to  assist, and nothing was neglected 
to  make the affair enjoyable. The 
new plant is 66x141 feet, five stories 
and basement, mill construction and 
in every way modern, and in appear
ance and arrangem ent is one of the 
best of the new buildings in town. 
The offices are on the first floor and 
the operating departm ents are above. 
The banquet was served on the sec
ond floor, where a large room had 
been arranged and handsom ely dec
orated. The banquet was served by 
Jandorf and about 100 attended. Mr 
H opson occupied the seat at the head 
of the table, and with him were the 
officers of the Association and hon
ored guests. W arren  W eatherlv  oc
cupied one of the seats at the speak 
er s table and Mr. H opson explained 
that it was with Mr. W eatherly  that 
he had his first job as an apprentice 
thirty-eight years ago, and whom he 
left eight years later to engage in 
business for himself. A nother guest 
was A rthur Kromer, of M anton, who 
was the first employe Mr. Hopson 
engaged when he began business 
Adrian D eW indt was m aster of cere
monies and chief usher.

H arvey J. Mann, of Foster. Stevens 
& Co., was toastm aster and served 
with the ability’ and good hum or of a 
veteran. In  opening the program m e 
he recalled how impossible it would 
have been a few years ago to get 
such a company of hardw are men to
gether, but now the dealers are on 
friendly term s and out of their pleas 
ant relations come co-operation and 
the good of all.

M m. R. Jarvis spoke of sporting 
goods in the hardw are line. He said 
this departm ent is becoming im por
tant and tha t dealers should safe
guard their interests and profits in 
this departm ent as carefully as in 
any other. There should be good 
profit in sporting goods, but too 
often the dealer looks upon the 
sporting departm ent as a mere ad
junct and not as a contributor to his 
prosperity. This is not the right a tti
tude to assume, but the dealer should 
study the possibilities and go in to 
make money on w hat he handles, 
w hether firearms, fishing tackle, bicy
cles. skates or any other article. This 
branch of the business is pleasant be
cause the goods are in the luxury- 
class and those who come to buy are 
usually anticipating the pleasure of a 
hunting or fishing trip and are in 
good hum or accordingly.

W illard Milmine, of Foster, Stev
ens & Co., and F. H. Locke, of the 
A labastine Company, gave in terest
ing talks on window trimming, illus

tra ting  their rem arks by display 
they had arranged. The Milmine di; 
play was of carpenter’s hardware and 
Mr. Milmine explained the philoso 
phy of the arrangem ent. Mr. Lock 
spoke of the im portance of the win 
dow as a medium to draw trade, am 
he emphasized the im portance o 
having a window that would attrac 
attention.

Karl S. Judson, of Alden & Judson 
gave an address on Cost of Doim 
Business, illustrating his rem ark 
with a large diagram. H is addres 
was full of sound sense and valuabl 
suggestions. I t  fo llow s:

Cost of Doing Business.
There is probably no subject in th 

business w orld more w ritten about 
or talked about, to-day than profit 
I t is the one my-stery in the retai 
business. All o ther things seem plain 
and easily understood; but profit i- 
the m ost sought and least often fount 
feature of the trade.

Profit is the little mite which i; 
left to the proprietor after the bal 
ance has been taken away. It mi gin 
be likened to a small delicious ker 
nel. which rem ains in a great nul 
after the husk and shuck have beer 
removed. One may spend consider 
able time in taking away the husk 
and breaking the shuck to reach the 
■ernel. It is fine, splendid, delicious, 

if the kernel is there after the hard 
work is done, but ra ther disappoint
ing if we find nothing but a cavity.

I have asked a num ber of dealer- 
on what basis they figured profit. 
The m ajority of them have said 
“W e figure profit on the selling price 
of goods.” T hat may do at the end 
of a year s business in o rder that 
you may know w hat per cent, vou 
have made on the w hole; hut, tell 
me, where did you get your selling 
price to figure this per cent, of profit 
on?

The financial end of selling at re 
tail is made up of four factors:

The wholesale or factory cost.
T he freight or delivery cost.
The selling expense and
The profit.
The first cost of your goods, cov-

cring the first tw o factors, may, for
illustration, be $1. Y our selling ex-
pense will >e 20 cents, making your
total cost $1 .20, \ \  hat is your profit?
The selling expense includes rent.
salaries of proprietor and employes.
taxes, fuel. light, heat, insurance, ad

ertising, donations, telephone, horse 
and wagon, office supplies, d ep reda
tion, loss on bad accounts and some 
neidentals.

There is but one profit, and tha t is 
o be added to the selling price after 

everything has been provided for.
There are many solutions of the 

rent problem. I will give you but 
three:

1. If the m erchant is ren ting  of 
nher people the am ount paid must 
ae charged to the expense account.

L If the dealer owns his building 
he should charge to the building ac
count all the items of repairs, taxes, 
insurance and any other expense in 
voiced in the up-keep of the build 
ing. and then give the building ac
count credit, and charge expense ac 

count to an am ount equal to the cur
ren t rate of in terest on the valua
tion of the property plus the amount 
paid out for rent, taxes, insurance 
and other incidentals.

3. If  the dealer owns his build
ing he could charge the expense ac
count an am ount equal to  w hat he 
would pay for exactly as good a 
building that would answ er his pur
pose. In any of the above plans the 
am ount m ust be charged to expense, 
and thus the rent will share its part 
oi the cost of housing and doing 
business.

Salaries.
I want to emphasize the im por

tance of placing the amount of vour 
salary as p roprietor in the fixed ex 
pense account, as it is one of the 
items that must be considered in the 
cost of selling your m erchandise 
This salary, of course, m ust be de
term ined by you. I assure you if a 
man is capable of earning a certain 
salary per month working for some 
one else, he should be w orth con
siderably more as a proprietor of a 
business, because he has the added 
w orry and responsibility as well as j 
the risk. Good business reasoning 
would indicate to me that the man 
who is content to pay himself wages 
inly equal to w hat he can receive 

w orking elsewhere, and who is sat 
ed with earnings on his invest

ment of 6 per cent, or less, might 
letter sell out his business and loan 

his money at the 6 per cent, rate, se 
cure em ploym ent for himself and 
thus avoid the responsibility and cart

involved in conducting his business. 
This item of salary and the rate per 
cent, of earnings on the investm ent 
are the two vital things to  the p ro 
prietor.

The proprietor should receive a 
salary equal to w hat he would have 
to pay a man to take charge of his 
business, and he should figure the 
profit high enough on goods to 
yield him a per cent, of earnings on 
investm ent far above the ordinary 6 
per cent.

1 flatter myself that I am not ex
travagant in the above assertions and 
I sincerely hope I have impressed 
upon your minds perm anently the im
portance of these two essentials, that 
is, a fair salary to you as a proprie
to r and dividends on the investm ent 
that are in accordance with the risk 
assumed.

Remem ber there is but one profit, 
and tha t will be added after every
thing else is paid.
may offer you an article fo r $4qp

A salesman entering your store 
may offer you an article for $4.23, 
which he declares you can sell for 
$3, thus making 75 cents. Have you 
ever been fooled in this way? One 
m erchant was, and one day a sheriff 
took possession of his store, and it 
took an expert accountant three 
whole hours to dem onstrate to Mr. 
M erchant that he had lost 10 cents 
on this very tran sac tion  W hy? 
Simply because, like many others, he 
had been figuring the profit upon the 
w rong basis, forgetting  that it ac 
tually cost money to do business,

W o r d e n  (T r o c e r  ( I d m p a n y

The Prompt Shippers

Grand Rapids, Mich.

Our Brands of Vinegar
Have Been Continuously on the Market 

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

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

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

“ HIGHLAND” Brand Cider and W hite Pickling 
“ OAKLAND” Brand Cider and White Pickling 

“ STATE SEAL” Brand Sugar Vinegar 
Oar Brands of Vinegar are profit winners. Ask yonr jobbers.

Oakland Vinegar & Pickle Co. Saginaw, Mich.
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Officers of the Michigan Hardware Association

President E. S. Roe

Officers of the Michigan Hardware 
Association.

E. S. Roe, of Buchanan, the new 
President of the Michigan Retail 
H ardw are Association, elected at the 
recent convention in Bay City, was 
born in Buchanan Feb. ?>, 1864, and 
received his education in the public 
schools and at Valparaiso, Ind. He 
studied w inters and worked in his 
father s sawmill and on the farm in 
summer, but was able to graduate 
from the high school at the age of 
J7. In 1884 he entered the hardw are 
business as a clerk, was adm itted to 
a small partnership in terest when ho 
reached 21 years of age and out of

and that the first cost is only on« 
of the many elem ents that enter in
to the figuring of the profit. T o  
bring this subject right home to  us, 
many of us are handling the Russell- 
Jennings bits put up in cases, which 
exactly fits the above illustration. W e 
buy them at $4.25 per set and the 
selling price is $5. Have you ever 
realized that you are losing 10 cent- 
on this transaction? If you figure 
actual cost of selling, you will find 
that this is true, and if you do not 
take the trouble to figure it, look
out for the sheriff.

You m ust realize that the cost of 
doing business has increased con
siderably within the past few years. 
W ages have increased from 25 to 50 
per cent. Your o ther expenses have 
increased in about the same propor
tion, so you see how im portant it is 
for you to know your cost of doing 
business each year before you can 
intelligently establish a selling price.

The more I study into the m atter 
of profit the more I am convinced 
tha t the problem is a difficult one to 
solve. But it is only through the 
solution of it that we, as merchants, 
can put our business upon a positive, 
substantial foundation. I am more 
convinced' that guessing at the sell 
ing price of goods, as you will have 
to admit the most of us have done, 
is an unsound business principle and 
that some method based upon actual 
black and w hite figures m ust be

Vice-President Chas. H. ¡Hiller Treasurer W h». Hwwei

his savings was perm itted to  add a t the State Associ; 
little each year to his holdings an- j as to how he sta; 
til 1893, when he purchased the other [ W ai. Moore, o
interests and took over the business, of the S tate As so
which he has since conducted under resident o f Deere
his own name. He is one of the , and as a boy ap*p
best type of business men, with the sheet m etal i
high ideals, square in his dealings and when he facf ^ rv
successful. gaged in mamirac

V ice-President Chas. H. Mill-r, of he opened  a
Flint, has been a Michigan m an ever the corner of Mil

I since he w as born at Ypsilanti. forty- Russell street, and
eight years ago. He moved to  Flint gaged in business
about twenty-five years ago ’ and en- and firs business
gaged in the hardw are business and for him the con fit
has been at it ever since. He has been and success, f-fe
successful in business, is esteem ed as \ of the State A s
a citizen and the place he holds i,r years.

adopted by us if we hope to  be suc
cessful, progressive business men 

If it were possible for a m erchant 
handling a varied line of merchandise 

| to  set down and add a fixed per cent 
of profit to every article sold business 
life would be easy, and one long 
sweet song of joy to  the now w or
ried manager. This per cent, is the 
point of science in every business, ft 
is just on this point, of prices up 
here and down there, that makes or 
breaks a business.

I t is not possible to  add to each 
article for sale an absolute determ in
ed per cent, of profit, since, as you 
know, at the present time some 
things, such as nails, for instance, are 
actually sold at a loss. This is all 
w rong, of course, but in o rder that 

i on the year's business we shall net 
i a reasonable profit we m ust under
stand these things well enough and 
must understand the general cost of 
doing business well enough to sum 
up an actual legitim ate per cent, of 
profit on the whole am ount invested.

i wish to  speak of some things 
that will aid us in securing a better 

j profit.
F irst and forem ost, a better tindet 

| standing of how to figure profit.
Second, fixed or resell prices estab 

lished by the m anufacturer.
Third, organization.
I have already said enough abou 

figuring profit to convince you of it 
j im portance.
j By the second, fixed or resell pric

m anufacturer, the wb* 
I fe &€*îTjr W à? ère fé rÿ II rî r* 
I specifics a minimum 
j wh ich he wifi allow t 
I sold to  the con some i 
j ample, we have the

anteed price the m. 
ing upon a firm u

honestly made goo<

cheapen the goods 
facturer will certai 
own profit.

I now come to
ganiza tion stands
must :stand for a íe¡
we caii not help eac
ing it we have cen
point of organizad*
would be a m ost ext
subject of figuring profi 
taken up and made m or 
regular m onthly meetings 

O rganization  develops 
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let live, which the wor! 
be forgetting before th e
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TW O MICHIGAN STATESMEN.
At the banquet of the retail g ro

cers of Michigan last week Congress 
man J. C. M cLaughlin declared him 
self in favor of the local parcels post, 
and said he would vote for the meas 
ure when it came up in Congress.

It is to be regretted that this is 
Mr. M cLaughlin’s position, but the 
disposition to quarrel with him is 
taken away by his courage and ap
parent honesty of purpose. The lo
cal parcels post is only the enter
ing wedge for a general parcels post. 
Its establishm ent would be a m isfor
tune for the local m erchants, who 
find it hard enough now to m eet the 
competition of the mail order bouses. 
Mr. M cLaughlin does not see it this 
way and in an audience of retail m er
chants comes out openly and above 
board and says so and tells why. Mr. 
McLaughlin is mistaken, at least the 
m erchants of his district and the 
State believe he is, but he is not a 
coward. He may be wrong, but he 
is not afraid. The m erchants who 
oppose the parcels post in w hatever 
form it may be presented will regret 
that Mr. M cLaughlin is not on their 
side, but believing in his sincerity and 
admiring his courage, they will re 
spect his opinions and be inclined 
to forgive him his error, in the m ean
time hoping that he may yet see the 
light.

Senator W illiam Alden Smith is 
not of the M cLaughlin type. W here 
he stands in the m atter of parcels 
post is still a deep secret. The ques
tion has been under discussion for six 
m onths or more and repeatedly he 
has been asked where be stands and 
how he will vote. But not a word 
has Senator Smith to say concerning 
this im portant issue. W hether he 
is for or against it nobody knows. 
A pparently it is his desire to make 
both sides believe he is friendly. He 
will sidestep and dodge just as long 
as he can, and when he can do this 
no longer it can be depended on his 
vote will go to the side not upon 
which he may have honest convic
tions, but to  tha t side which he 
thinks will carry the greater num
ber of votes—for him. This is the

satisfactory and pleasing to a peo
ple who admire honesty of purpose 
and moral courage than the shifty 
Smith method.

A R EV O LU TIO N  IN  SKIRTS. 
The world of fashion is just at the 

mom ent in a turmoil, compared with 
which the threatened scrap between 
Russia and China and the possibility 
of a Japanese invasion of our Pacific 
coast sink into insignificance. The 
modistes of Paris and London are dis
cussing heatedly in the newspapers 
the pros and cons, and the boulevards 
and salons of Paris are in a fever 
of anim ation on the subject. W hether 
w not to  accept the “harem  skirt— 
in o ther words, the trouser skirt, or 

j the "jupe culotte," as the Parisians 
call it—is the bone of contention. 
Some Paris tailors who create the 
fashions swear they will not make so 
unfeminine a garm ent, while others 
are equally emphatic in their d e te r
mination to do so and to make it 
the style for the coming spring.

The new feminine garm ent, a l
though bifurcated a la Turk, is said 
not to convey the impression of bag 
gy trousers or bloomers, still it dif
fers little from such garm ents, and 
women who wish to be ultrafashion
able will no doubt w ear it and make 
a holy show of themselves if fashion 
so decrees. No doubt the suftra 
tettes will be quick to adopt the new 
style of dress as bringing them one 
step nearer to the political wearing 
of the trousers, to which they so ar 
dently aspire.

Just how soon the new style will 
cross the A tlantic rem ains to be seen. 
If it is adopted in London and Paris, 
American women will w ear it, as 
they are exceptionally keen about be
ing in the fashion. W hether it will 
have a long reign or a merely 
ephemeral existence, like the hobble 
skirt, the bloom er and other similar 
absurdities will depend upon results 
If the female form divine shows to 
advantage in the harem  skirt it will 
last for a while and pass through as 
many shades of fashionable tran sfo r
m ation as any other popular form of 
dress, but if it does not show the 
w earer to full advantage it will go 
the way of the bloom er in short o r 
der.

W  hat mere men may think of the 
m atter will cut little  figure in the 
prevailing discussion. Even the Paris 
tailors, who dub the “jupe culotte" 
unfeminine, will have to accept it or 
go out of business if the feminine 
leaders of fashion and models of 
form decree tha t it is to be the style. 
A proper accom paniment to the har
em skirt would be the adoption of 
baggy breeches by the masculine u l
trafashionables. Surely, the ladies 
will not complain if the men choose 
to keep them in countenance by  
adopting some of their ideas.

W hat we call initiative in a busi 
ness man is called skill in a great 
surgeon. It is knowing the next 
move and making it at the right time..

T R A D E S M A N

THE CITY BEAUTIFUL. 
A lm ost every day comes some new 

evidence tha t the idea of beautiful 
parks and tow ns is grow ing. Now 
comes the report of a rivalry between 
two W estern  Pennsylvania towns 
which will ultim ately result in the 
im provem ent of both. Grove City 
and Greenville have form ally declar 
ed the race on as to  which will bc- 
made the m ore beautiful w ithin the 
coming year. T he form er is now one 
of the m ost beautiful tow ns in that 
part of the State, its attractiveness 
being due largely to the m any m ag
nificent trees with which the streets 
are lined. Its  com petitor has natural 
advantages which will be rendereu 
available, and to  hazard a guess as 
to who shall be the w inning party 
would be but a lottery.

The plans, it is announced, are 
not to be of the “posy bed” nature, 
but are to include generous park sys
tems. Liberal appropriations have al
ready been made, and the contest 
prom ises to be a spirited one.

It is safe to predict tha t this is 
but the initial effort along lines of 
public im provem ent: and tha t the 
movem ent may be as widely and as 
generously patronized as tha t of 
modern athletics. The spirit of hon
est rivalry m ay always be relied up
on to do things. W hen one town 
attem pts to  outrival a neighbor along 
beauty lines, she is p retty  certain to 
succeed in at least outrivaling her
self.

Local features are usually more or 
less along parallel lines in such in 
stances, so the chance for com peti
tion is m ore evenly balanced. There 
are the same natural advantages, the 
same features to  contend against. 
W hether natural features shall be 
fostered or artificial ones substituted 
depends upon the public will. But 
that in terest will be created through 
the rivalry and artistic  surroundings 
gained through this interest can not 
be doubted.

T H E  ROOSEVELT TRO PH IES. 
To those who are becoming im pa

tient regarding the ultim ate disposal 
of the African hunting trophies 
brought back by the Roosevelt par
ty it m ay be some satisfaction to 
know' tha t the collection is being put 
into available form as rapidly as pos
sible. The larger skins have been 
tanned and made soft and pliable so 
tha t they can be folded as easily as 
blankets, and are thus in convenient 
form for study.

Of the 3,000 skins brought home 
the ordinary, observer would be able 
to  detect no t m ore than fifty different 
kinds, but to the scientist there are 
sex, race and individual problems 
w'hich they are expected to  answer. 
M anjr of the skins will not be m ount
ed, it being deemed wise not to bu r
den the museum with duplicates, but 
only to use the collection in supple
m enting those already made by m ak
ing the h istory  of each animal com
plete.

Y et this does not mean tha t the 
rem ainder of the collection will be 
stored away and rendered useless to
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the progress in natural history. 
N either will they be exchanged w ith 
o ther institutions. T hey were in tend
ed fo r the Sm ithsonian and there they 
will rem ain. H ard  w ork has already 
been put upon getting  the collection 
into perm anent form  and value. I t 
will take much labor still. T he deter
m ination is to  complete the wrork in 
a way th a t will be enduring and show 
the variations in life am ong the trop 
ics.

As a single illustration of the pe 
culiar problem s constantly  coming up 
it may be m entioned tha t after a care
ful investigation of the best and m ost 
reliable tanning establishm ent, and 
after a label had been chosen that 
would endure the w ear and tea r of 
the operation, the additional precau
tion was taken of m arking fu rther by 
engraving num bers on the hoofs and 
claws. L et us then reserve our c rit
icism and patiently  await the m onths 
or years necessary to render the col 
lection perm anent. Such a one will 
probably never come again.

T H E  G ENUINE.
The annual spring housecleaning 

season is a great tem ptation to the 
dealer to fabricate some sort of an 
excuse for slaughtering his goods. 
Removal to another building, going 
out of business and a num ber of o th 
er equally valid excuses may serve 
to im press the public with the fact 
that the}' are getting  bargains at less 
than cost prices. Sooner or later they 
waken to find tha t the little story 
was all a hoax.

Then comes the loss of grip upon 
the public, one which is far g reater 
than the vantage ground gained by 
the little prevarication. The boy who 
cried “W olf” worked the game twice 
successfully and then found it an u t
ter failure. The public have grown 
more discerning, and a single in
stance is in m ost cases enough to 
leave the tinge of odium and distrust 
clinging for life.

If you have a legitim ate excuse for 
making a slaughter of goods do not 
hesitate to say so. If you are m ov
ing from one store to another and ad
vertise to cut prices ra ther than em 
ploy draym en, the reason is leg iti
mate. But if you make special rates 
on a certain grade of hosiery—prom 
ising real bargains as long as the 
goods last—and a week after you 
have confessed yourself sold out of 
this stock start up again along the 
same line, the suspicion at once 
comes tha t this is no bona fide clos
ing out sale, but only a system atic 
barter in a poorer quality of goods: 
one which proved so successful tha t 
a new consignm ent has been ordered. 
At once there is a comparison of 
quality and prices with o ther stores, 
only to find tha t the “bargains” were 
skillfully concealed cheats. Such 
m ethods kill the slaughter sale and 
follow the one giving it for m onths, if 
not for years. W hatever you do, 
prove tha t you are genuine!

U sually the man who is putting  
up a job on somebody else forgets to 
look behind him to see who is pu t
ting up a job on him.

* r

* -
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TO OREGON IN  1832.

John Ball W as Among the First To 
Make the Overland Journey.*

Before I begin the description of 
the O regon trip  of which I am to 
speak, I would like to  dwell a few 
m inutes on the previous history of 
tha t country and the m otives tha t led 
to  the underaking of w hat was then 
a very hazardous and alm ost im pos
sible enterprise.

The Columbia river was discovered 
in 1792 by Capt. R obert Gray, an 
American, who gave it the name of 
his vessel. P riority  of discovery was 
one of our claims to the country. 
The explorations of Lewis and Clark, 
in 1803-05, instigated by the far-see
ing mind of Thom as Jefferson, was 
our second claim. To establish the 
th ird  claim, tha t of occupancy, 
was the underlying impulse that 
urged such men as N athaniel J. 
W yeth  and John Ball to this en te r
prise of 1832.

A slight glance at history will show 
how great the odds were against 
them and why it proved a failure in 
the way of making a perm anent 
settlem ent there a t tha t time.

In the tw enty-seven years from the 
Lewis and Clark expedition to that 
of Capt. W yeth there had been but 
one attem pt made by Americans for 
occupancy. This was by the A m eri
can Fur Co., which in 1811 under the 
direction of John Jacob A stor es
tablished a trading post at the mouth 
of the Columbia river and called it 
Astoria.

This post was captured by the 
British in 1813 and nominally return 
ed to the Americans according to the 
term s of the T reaty  of Ghent, in 1815 
But as there was but one American 
left, it practically rem ained in the 
hands of the British N orth  W est Co., 
which had already purchased w hat 
remained of the A storian outfit.

In 1821 the H udson Bay Co. and 
the N orth W est Co. consolidated and 
established Dr. John M cLaughlin as 
chief factor at F o rt Vancouver, on 
the Columbia river, and the British 
were rapidly gaining absolute domin
ion over all tha t tract, known as the 
O regon country, having for its south
ern limit the 42nd parallel and a. 
northern  boundary of 54 degrees, 40 
minutes.

A trea ty  for jo in t occupancy of 
this region was made in 1818, its fu 
ture possession to be determ ined by 
the respective in terests and occupan
cy of the two nations.

I t  was much easier for the British 
fur trading companies to reach the 
Columbia river by the w ater courses 
of the Canadian route than for the 
American fur companies to cross the 
rugged Rocky M ountain chains of 
the U nited States. T his far-away 
O regon did not a ttrac t the people’s 
attention and only occasionally 
would a voice be heard pointing out 
our danger of losing the territory .

Dr. Floyd, a representative of V ir
ginia, took the m atter up in Congress 
in the session of 1320-21. A bill was 
reported  “to  authorize the occupation

•R e a d  a t  th e  m ee tin g 1 o f th e  H is to r ic a l 
S o c ie ty  o f G ra n d  R ap id s , F e b ru a ry  28, 
1911, b y  M iss L u c y  B all.

of the Columbia river and to  regulate 
trade and intercourse w ith the Indian 
tribes thereon.” T his bill was not 
ridiculed, out of courtesy, but nothing 
was done.

P resident M onroe in his annua! 
message of 1824 urged the establish
m ent of a m ilitary post a t the mouth 
of the Columbia, but Congress did 
not act.

A certain Boston school teacher, 
Hall J. Kelley, gave him self up for 
years to  agitating  the subject. 
T hrough his efforts in 1828 a large 
im m igration society was organized, 
having for its object the colonization 
of O regon. I t was duly incorporated 
in 1831 and John Ball became a m em 
ber of the society. I t is not to be 
wondered at tha t he was greatly  in-

| organized condition of K elley's pro
posed expedition.

"D e tro it ,  Feby . 2fi, 1S3Z 
“M y  d e a r  B all,

“T e n  m in u te s  a s o  I  rece iv ed  
I y o u r fa v o r  o f  th e  18th In s t, a n d  a t  y o u r 

re q u e s t  h a s te n  to  a n s w e r  it. M o n th s  ag o  
d o u b ts  o f th e  effic iency o f  th e  p lan s  
a d o p te d  a n d  o f th e  s a n i ty  o f  th e  G eneral 

j a g e n t  a n d  of th e  final d e p a r tu re  o f th e  
ex p ed itio n  from  S t. L o u is  h ad  d is tu rb e d  
m e a n d  in d u ced  m e to  k eep  a  w a tch fu ll 

| ey e  on  th e  m e v e m en ts  g o in g  fo rw a rd  j 
J S ince  I  h a v e  b een  h e re  I h a v e  seen  s ev  - 
j e ra  I p e rso n a  w h o  h a v e  b een  to  S a n ta  F e  I 
l a n d  to  C ouncil B luffs  w ho  w h ils t th ey ! 
• a d m it  th e  p o ss ib il ity  o f th e  jo u rn e y  b y | 

m en  in u re d  to  fa tig u e  a n d  h a rd s h ip s , i 
s a y  th a t  i t  w ould  be a  te m p tin g  o f p ro v i- I 
d e n ce  to  u n d e r ta k e  it  w ith  w om en a n d  
ch ild ren  an d  th e y  could n o t be lieve  it  | 
possib le  th a t  su ch  a n  id e a  w a s  seriously  
e n te r ta in e d . I h ad  n o tic e d  th a t  M r. E v - 

j e r e t t  h a d  p re s e n te d  a  p e titio n  to  C on- i 
1 g re s s , b u t a t  th e  sam e  tim e  s ta t e d  t h a t  I

n e c e s sa ry  fo r  10*» m en  a n d  th e  lu m b e r  
o f  h o rs e s  a n d  w a g o n s  re q u ire d  tm emery 
th e m  a n d  th e  n u m b e r  o f  o xen  to  be  
d riv e n  a n d  th e  w a te r  w h ich  in  so m e  p a r t s  

t a e  jo u rn e y  wHE h a v e  to  b e  c a r r ie d  
fo r  a  w eek. e tc . O ne  h u n d re d  m en m ig h t 
p ro c u re  gam e, b u t  th e  v e ry  n u m b e rs  o f  
o u r  ex p ed itio n  p re c lu d e  a s  f r o »  dertv tnw  
>ut v e ry  l i t t le  i f  a n y  fro m  t h a t  sou rce. 
T h ese  o b s e rv a tio n s  w ill n a tu ra l ly  fo rce  
th e m se lv e s  upon th e  m in d  o f  a n y  one— 
if* wfit in  1 tJlOGS h t in th is  way., th a t

g e t a  p a r ty  o f  1 o r  2  h u n d re d  a» go

i g  c a lc u la te d  upon* b o t  I

:moe
i t  wH

JO H N  BALL -From a portrait painted at Troy. N. Y.. in 1831. a year before 
he started for Oregon.

terested in this movem ent. As a boy 
he had listened to the thrilling tales 
of Sergeant John Ordway, who was 
a m em ber of the Lewis and Clark 
expedition, and whose family lived 
in the same tow n in New H am pshire 
as Mr. Ball’s family.

I find le tters to  him from  Mr. Kelley 
in 1831 showing tha t he took an ac t
ive part in prom oting the in terests of 
the society in the way of prin ting  and 
distributing pam phlets on the sub
ject. H e also had much correspond
ence w ith o ther proposed im migrants. 
I will give ex tracts from  one which 
I think will be of in terest as it is 
w ritten from D etroit and perhaps put 
the seed in Mr. Ball’s mind tha t ulti
m ately resulted in his coming to 
Michigan. I t  also showed the dis

ntnaHy ho j|
j K eteh trm  from  K usev ifie  w a s  h e r»  *  feu 
[ uays ago. He and a firiend of bis a vp. 
j Cham berlin , had in ten d ed  to  h ave  gr>n*

| c h a s e d  a  c e r tif ic a te , e tc . T h e y  w e n t or 
| to  sit. L ou is  in J a n u a r y  ffche tim e  a p 
p o in te d ) a n d  a f te r  s ta y in g  th e re  a  m onth  

I a n d  f in d in g  n o  p re p a ra tio n s  m ode ««j
n o th in g  k now n  o f  1t  th e re , th e n  M r K
cam e  hom e a n d  Mr.- C. w e n t o u  to  Mew
O rle a n s  from  w h e re h e  h a s  j u s t  re tu rn e d
v ia  S t. Louis. H e  l e ft S t. L ou is  th e  fa.«»*
tim e  on th e  9 th  ins t  a n d  th e r e  h e a r d
th a t  th e re  h a d  been so m e  12 o r  14 o th e rs
on fo r  th e  sam e  p u rrlose a n d  h a d  re tu rn e d
hom e d is a p p o in te d  aind c u rs in g  Mr. K e lley
in  n o  u n m e a su re d  t e nsii®1 "St&m Ffw
I  m u s t know  th e  e e r ta m ty  o f  th e  case
v e ry  soon o r  I  don t• go. I t  h a s  a lre ad y
co s t m e som e iffrtla rs . th e  n d m o n ish
m e n t o f  a  good s itu a tio n . a n d  th e  -» lee

offers w h ich  iw 
th e y  w ou ld  h av  

:ing. I f  K elly  w
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Î w ould 
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t e  m an . A nd  I  
sh a ll lo ca te  h e re  if  f  a m  n o t sp eed ily  
sa tis fied  a s  to  O regon m a tte r s .  T o n  k n o w  

| m y  o b je c t in g o in g  to  O regon  w a s  to  fo rm  
| a  s e tt le m e n t fo r  life, w h ich  I  d o  n o t see  
! C ap t. W y e th ’s  p lan  w ou ld  e n a b le  m e 
: to  do, a n d  I h a v e  SI20 w o rth  o f  C om pany  

S to ck  so  t h a t  I  sh a ll be  ob liged  to  w a it 
ro r  i shou ld  yon  know ,
o f y o u r c o m p an y  a n d  s h a ll fee l lik e  a  
lo s t s h e e p  i f  you a r e  n o t  th e re —c u rs e  <m 
th e  p id d lin g  co n d u c to rs—w h a t  s a y  y o u  Co

th e  s e t t le m e n t  o f t h a t  c o u n try  w ould be 
a n  in fr in g e m e n t o f th e  e x is t in g  t r e a t ie s  
w ith  G re a t B r ita in .  I  h a v e  a  fr ie n d  a  M r. 
C ra ry  w ho  is  a n  in t im a te  fr ie n d  o f a  
m e m b e r o f  C o n g ress , w h o  I  be lieve  is  on 
th e  c o m m itte e . H e  w ro te  a t  m y  re 
q u e s t  fo r  in fo rm a tio n . A n  a n s w e r  w as  
sec u re d  la s t  S u n d a y  a n d  I  h a v e  i t  now  
be fo re  m e. I t  s ay s , in  g e n e ra l te rm s , 
th a t  h o w ev er d e s ira b le  to  th e  U n ited  
S ta te s  a n d  h o w ev er p ro f ita b le  to  in d i-  j 
v id u a ls  th e  s e t t le m e n t  o f th a t  c o u n tr y ' 
w ould  e v e n tu a lly  p rove , y e t  th e y  deem  it  j 
u n d e r  p re s e n t c irc u m s ta n c e s  a s  n o t o n ly | 
im p o litic  a n d  a n  in fr in g e m e n t o f t re a tie s ,  I 
b u t e x tre m e ly  d a n g ero u s . H e  f u r t h e r : 
s a y s  th a t  C o n g ress  w ill p ro b a b ly  n o t h a v e  j 
a n y th in g  to  do  w ith  It.

A g a in  th e re  is  to o  m u ch  s h u ff lin g  in  j 
o u r  fr ien d  K elley  to  s u i t  m y  id e a s  o f  | 
s t r ic t  h o n esty . A t a ll e v e n ts  h e  m u s t 
b e  d e s t i tu te  o f ju d g e m e n t o r o f  h o n esty . 
C an you c a lc u la te  w h a t  w ould  be  th e  
w e ig h t o f  p ro v is io n s , oil f o r  fuel, a n d  
too ls  a n d  im p lem en ts , e tc .,  t h a t  w ou ld  b e

by

o f o u r  owij — h e re  In S B c fiisa n 19
! b a y  th e o rw n ty  s e a t  o f  a n y
before i t  Is 1Beate*! f o r  16^ r io te r s

jn d fe to u s ap p lic a tio n  to  &&m~
rrs sret th e  I[o ration  an#! steif rfohm issio i

in a  w eek , and form  a  tow n a fter  our  
own heart. Or w h a t  s a y  y ou  to  g o in g  
around th e w orld b y  sea  or a n y th in g  e lse  
you p lease to  m ention, f  shall h a v e  to  
do -som ething v ery  soon, th a t’s  fiht. f 
shall w rite  you soon a s  I  h a v e  determined 
on a n yth in g  and d irect to St. L o u is . 
If the ex p ed itio n  does n o t s t a r t  w hat 
m u st r do w ith  certifica te  o f  s to ck , etc. 
If you do not go. I  can a ssu re  you  ¡Star 
n ex t to  Oregon. M ichigan w ill su it you 
f  kn ow  a  tow n Just IstUi ou t part
M r.-------— a n d  Mr. C rary h ave  purchased
w h ere  th ey  w an t ex a ctly  such a  m an a»  
you and  w here yon w ould undoubtedly  
be p leased  to  Bve, b u t  you m oot conv t

com e up  th is  w a y  y o u  w ou ld  e n t e r  upon 
a s  new  a  field a s  in O regon, and  would  
be w ell pajet to r  ytaokir jy n m  &rj sk?'
d e a r  S ir  and b e  a s s u re d  t h a t  w k eO w r
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in O regon  o r  M ich igan  m y  e s te e m  a n d  
b e s t w ish es  w ill be  w ith  you,

C has. & S m ith .”
As indicated by this letter Kelley’s 

project fell to the ground, and two, 
at le ist, of the would-be Oregon ini 
m igrants joined Capt. Nathaniel J. 
W yeth's expedition.

A word in regard to this Capt. Na
thaniel J W yeth, lie  was a Yankee, 
with all of the Yankee characteris
tics ot commercialism, assurance and 
untiring energy and enterprise. Not 
content with the original and lucra 
tive occupation of ice cutting from 
his native pond near Cambridge, 
Mass , and shipping it to the W est 
Indies, hut tired by Kelley’s writing 
he conceived the plan of making an 
immense fortune by Indian fur trad 
ing and salmon catching at the mouth 
of the Columbia.

Mis first purpose was to join his 
forces with Kelley’s im m igrants hut 
abandoned it when he learned Kelly 
thought of taking women and child
ren. His plans were carefully made 
with such knowledge as he could 
obtain, for the future success of the 
party. Among other preparations he 
invented a certain wagon boat, ve
hicles tha t could be detached from 
their wheels and used as boats to 
cross rivers. He encamped his little 
party on an island in Boston H arbor 
a week before tlieir departure, then 
they sailed for Baltimore. He was 
joined there by my father, who, how 
ever, did not join his commercial 
enterprise. Now we see a little party 
of 21 men composed of all classes 
and characters led by this enterpris
ing young man 29 years of age. His 
brother, Jacob W yeth, a physician, 
was also in the party.

The men were dressed in some uni
formity with woolen jackets and cow 
hide boots. They all had muskets 
and carried bayonets and hatchets in 
their belts and their equipments gen
erally were that of soldiers. T heir 
appearance excited many rem arks 
from the people, and made some 
newspaper comment.

They left Baltimore the last of 
March going the first 60 miles on the 
Baltimore and Ohio R. R. to  F red
erick, Md. This railroad was run by 
horse power, its stringers were of 
granite. These had become loosened 
by the frost and probably was rough 
enough so they left it with little re
gret to  take up their march along the 
National Cumberland road. They 
had wagons for their baggage and 
tents, and slept and ate by the road
side.

They did hot use the inns or hotels 
along their route, though once while 
among the Pennsylvania Dutch in the 
mountains, Capt. W yeth asked ad
mittance and refreshm ents, at a pub 
lie house, but the inn-keeper on learn
ing he was a Yankee from Boston 
refused him, for no other reason than 
an over fear of Yankee shrewdness. 
The altercation ran high and it was 
only after threats and persuasions that 
Capt. W yeth and three of his mem
bers were allowed to sleep there 
which they did with pistols in their 
belts. Even among the savages, later 
in their journey, were they ever re
ceived so inhospitably.

Arriving at Brownsville they took 
passage on a steam -boat to P itts
burgh, a dirty, bustling city even at 
that time.

At P ittsburgh they embarked on a 
large steam -boat called the "F ree 
dom, ’ and had a beautiful sail down 
the river, enjoying its picturesque 
shores and noting the coal mines on 
the way.

They stopped a day and a night at 
Cincinnati, which was the largest city 
in the w estern country. The Rev. 
Lyman Beecher was a passenger on 
the boat as far as this place.

A fter they left Cincinnati Capt. 
W yeth required his men to assist in 
bringing on wood to heat the boilers 
This was done in part paym ent of 
their passage according to agreem ent 
with the Captain of the steamboat. 
Some demurred, but all, however, 
went to work except the Captain and 
his brother, the physician.

They ran the rapids at Louisville 
and soon steamed into the broad 
Mississippi. Slower progress was 
then made in stemm ing its currents 
and avoiding the snags.

They arrived at St. Louis the 18th 
of April. They found this place but 
a small village not com paring favor
ably at all with Cincinnati, altho it 
was a much older town. I t was com 
posed m ostly of old French buildings 
situated on one street and along the 
levee. I do not know’ ju s t how long 
the party  stayed there, but long 
enough to get inform ation of a Mr. 
Wm. Sublette, a fur trader w’ho was 
then fitting out for a trip  at Inde
pendence in the w estern part of the 
state.

T o join him the party  took passage 
on the steam -boat “O tter,” going up 
the Missouri river. W ith them up 
the Mississippi w ent another steam 
boat full of U nited States soldiers 
bound for the Illinois river where 
they expected to  m eet and fight Black 
Hawk.

T heir progress up the Missouri 
was slow. W hat with snags, sawyers 
and sand bars, as good progress could 
be made on foot. Some of the party 
did leave the boat and walk, mv 
father am ong the number. They 
stopped at the log cabins of the 
settlers a t night. The beautiful 
country and the hearty’ hospitality 
was much enjoyed, and m any thought 
there would not be g reater hardships 
all the way to  the Rocky mountains. 
The party  on foot arrived at Lexing
ton first. W hen the boat came they’ 
all w’ent together to Independence 
w’here they found Mr. W m. Sublette.

Mr. Sublette readily consented to 
Capt. W yeth’s joining him, but on the 
condition tha t the entire party  should 
be under his command and direction 
and maintain the m ost strict m ilitary 
discipline. He made this trip  annual
ly, taking Indian goods to  some m ee t
ing place in the m ountains where he 
met his trappers and Indians and 
traded for furs. A Mr. Campbell of 
St. Louis with his men also joined 
the party. Capt. W yeth  under Mr. 
Sublette’s instructions purchased 15 
sheep and a yoke of oxen besides 
horses.

His wagon-boats had been left be

Are You a 
Troubled Man?

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

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

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

The more clearly you state 
your case, the more accurately 
we can outline our method of 
procedure. Write us today!
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hind a t St. Louis and now m ore bag
gage brought from  the E ast had to 
be discarded.

T he three parties consisted of 80 
men and 300 horses besides cattle for 
food; each man had three horses, one 
to ride and tw o with packs. They 
m arched double file, Mr. Sublette 
leading the band and giving orders, 
and Mr. Campbell as lieutenant bring
ing up the rear. Before they started, 
however, Capt. W yeth  was deserted 
by tw o of his men.

I t was the middle of May when this 
cavalcade started  on the old Santa 
Fee road through a beautiful prairie 
country. They crossed the border of 
the state a t a M ormon settlem ent 
called “F ar W est” and after some 
miles left the Santa Fee road and went 
northw est until they came to the 
K ansas river at a point near Topeka. 
H ere they found one w hite man, a 
gun-sm ith to the Indians. T his was 
the last w hite man they saw save of 
their own party  until they reached 
the m ountains.

Before I take them  further on their 
journey I think it would b*e in te rest
ing to tell of their m anner of camping 
and daily mode of life. Mr. Sublette 
would select their camping ground 
on the border of a stream  for the 
purpose of safety from attack and 
for w ater. T he order to halt came 
about the middle of the afternoon if 
such a place was reached, the horses 
w ere unpacked and the men arranged 
them selves in messes so as to form 
a hollow square, the river forming 
one side. T he horses were hobbled 
and turned out of camp to  feed with 
a guard placed beyond them. About 
sundown would come the order. 
“ Ketch up, ketch up.” T hen each 
m an would bring the horses he had 
charge of inside the square and tie 
them  to short stakes which they car
ried w ith them . Guards were always 
set for the night. As soon as it was 
light in the m orning the order would 
come, “T urn out, turn out.” All would 
spring from  the ground, tu rn  their 
horsfes out for a bit, eat a hearty 
breakfast, then saddle and pack their 
horses, and form  in line to  wait the 
order to  m arch, the m ost expeditious 
taking their places near the com 
m ander.

In  the middle of the day a half 
hour re s t was taken. T he horses 
were unpacked but not fed, and the 
m en ate a cold lunch. In  this way 
about 25 miles a day was made.

T hey m arched along the Kansas 
river until they came to  the Big Blue. 
T he Indians at th a t season were in 
the m ountains to  find game. They 
passed some of their deserted vil
lages. W hile following the Big Blue 
to  its source they passed Capt. Bon
neville, made famous by W ashington 
Irving, who was on a trading expe
dition w ith wagons and w ent much 
slower than our party.

From  the head of the Big Blue one 
day’s m arch brought them  to the 
P la tte  a t about where now is F ort 
Kearney. T he South P latte  was 
crossed above the junction and they 
then followed the N orth P latte  on 
the south bank.

T he ascent had now become more

decided, fuel was grow ing scarce, and 
buffalo dung had to  be used for cook
ing their food. T he provisions 
brought w ith them  were becoming ex
hausted, and it was no t until the day of 
their last meal did the welcome cry 
of “buffalo, buffalo,” run through 
their ranks, for it was upon the buf
falo m eat tha t they m ust now depend 
for their food.

W hen the buffalo did not cross 
their path they would send out e x 
perienced hunters with pack horses, 
while the main body continued their 
line of march. These hunters never 
failed to  bring game in at night. 
O ther days they would see the buf
falo in countless num bers grazing on 
the river bottom s and bluffs like 
herds of cattle.

I t  is said tha t when these animals 
started  in a certain given course 
nothing will turn  them. T hey had 
an example of this one day when as
cending the N orth  Platte. O n - the 
opposite shore they saw a small herd 
starting  to  cross the river. As they 
came right tow ards our travellers 
wading and swimming, Sublette gave 
the comm and to  halt and the party 
stood ready to  receive them. T he 
band came on paying no attention  to  
the shots, and a large num ber fell 
while the others rushed on their way.

T he buffalo m eat tha t season, how
ever, was lean and poor. T hat with 
the hard journey and the bad w ater 
of the P latte  made m any of W yeth’s 
party  sick. T heir surgeon, Dr. Jacob 
W yeth, suffered m ost of all and there 
was a great deal of grum bling.

My father, however, kept his health 
and found no fault with the restricted 
diet. I have often heard him say 
tha t he never had any sleep like that 
he had then, w ith his buffalo robe 
throw n on the ground for a bed, his 
saddle for a pillow, and a cloak 
throw n over him. H e was constantly 
interested in scientific observations 
and seemed to  have found m ore en 
joym ent than hardship.

T he country  was becoming more 
rugged, and they came in sight of 
w hat seemed to  be a big castle. T hi- 
was Chimney Rock.

(C o n tin u ed  n e x t  w eek .)

Machinery in Preparing Pood.
T he application of m achinery to  the 

production and preparation of food 
has revolutionized the grocery trade 
within th irty  years. I t  cost as much 
per pound to  refine sugar in 1860 as 
granulated sugar is w orth to-day. It 
was w ithin tw enty years tha t a m eth 
od was discovered to  clean coffee an I 
rid the bean of gravel, by m eans of 
the air blast. You can not look at 
a can of fru it or vegetables w ithout 
thinking th a t the low cost is due to 
machinery. Think of a “viner” tak 
ing the pea vines, beating oft the 
pods, shelling the peas, sending them 
in one direction and the hulls and 
vines in another. T he pea sifter, 
cleaner, blancher, filler and capping 
machine combine to cheapen canned 
peas, so that a good article is sold 
as low as 90 cents the dozen tins.— 
American Grocer.

I t  is not necessary to  say all we 
believe, but it is necessary to  believe 
all we say.

“T h a t huckster who comes around W e m ight forgive the fellow wfe 
here is a back num ber.” “I had knows it; ail if he would n y see 
thought tha t he carried a very satis- j !t £o hrmselt. 
factory stock.” “Yes, but he sells hi- j \  woman realTv suffers 
apples by the peck, instead of by the j when she is so hoarse she ran n< 
dozen.”—Buffalo Express. [talk  about it.

Shelf and Counter 
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merchandising it isn’t necessary 
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well-ordered, attractive store. 
But have you realized thej

effectiveness of the U needa  
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T h e purple and white moist
ure-proof package is attractive 
in color and design. It lends 
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figures. It is suggestive and 
promising of good things within.
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Do Parents Have a P a rt in Education 
of Their Children?

W ritte n  fo r th e  T rad e sm a n .
The systematic education of the 

youth has become one of the mighty 
processes of our civilization. Some 
things may be neglected, but children 
must be schooled. If parents are in 
clined to rem issness in their duty in 
the m atter, there is the compulsory 
school law and a thoroughgoing sys
tem of enforcing the same, which, at 
least in this State, makes obligatory 
the attendance of children of school 
age, until they have attained a cer
tain degree of proficiency.

Moreover, pedagogy, the science of 
teaching, has become a way-up pro-1 
fession, hedged in with a code of 
ethics and etiquette nearly as form id
able as tha t surrounding law or m ed
icine. Tim e was when any one pos
sessed of book-learning was supposed 
to be able to im part it to others. A 
bright young man taught a few years 
to earn a little money, teaching be 
ing merely a stepping-stone to his 
real business or profession. A young 
woman, after she could secure the 
necessary certificate, took up the 
work of the schoolma’am until she 
was married. Professional training, 
psychological investigation, prolong
ed study of that most profound of all 
subjects, “The Child,” were consid
ered altogether unnecessary, in fact, 
were alm ost unheard of. If any one 
wanted to teach, he or she just 
taught. M ethods were largely indi
vidual.

In those days if Mary got stalled 
with her sums at school she took 
her book home at night and father 
or m other could help her out. If 
Johnny's boyish mind failed to  dis- 
cover just how some idiomatic sen
tence of the English tongue logically 
could be enclosed in the sausage
shaped diagrams tha t then prevailed, 
he also could seek parental assist
ance.

Now all this has changed. As 
much stress is laid on the m anner of 
teaching, upon the way in which 
every subject is presented to the 
child’s mind, as is laid upon the m at
ter that is taught. W hen the child 
has difficulty with his work at school 
it is not for father or m other or for 
any lay outsider to try  to  coach up 
the delinquent, for, if the a ttem pt is 
made, it is soon discovered tha t any 
intended assistance, in order to  be of 
real help, m ust be in line with the 
methods used by the teacher. Any 
other way of showing how or why 
just mixes the child up.

So the average parent comes to 
feel tha t it is “hands off” as regards |

the school work of his children. E d
ucation may he likened to a machine 
with so many delicate and compli
cated adjustm ents tha t it is not for 
the uninitiated to tam per with.

M oreover, we justly  take great 
Pride and have great confidence in 
our educational system, which, m eas
ured by results, certainly is, in many 
im portant respects, far more efficient 
than the old way. But there is this 
danger: The parent is likely to come 
to think that the system will do it 
all. I t is the m ost natural thing in 
the world for the parent to feel that 
so far as responsibility is concerned 
he or she is out of it. If m other sees 
that the children are kept tidy and 
well-dressed and sent to school reg
ularly, if she signs absence excuses 
and O. K. s report cards, if father 
ntiys books and tablets and pencils 
and all the other accouterm ents of 
the pupil in school and pays his quota 
of school taxes, then may they not 
possess their souls in patience, and 
wait for the finished product of the 
educational mill to  be turned over to 
them, diploma in hand, at gradua
tion ?

They may not. There are things 
for parents to do in the education of 
every child, else there would not be 
parents.

It would take a book, ra ther a doz
en books, to tell all of these. A few 
only, and those of salient im portance, 
can be m entioned here:

One thing tha t devolves upon par
ents and upon no one else is w hat 
may be called the adjustm ent of the 
child to the school and to  the teach
er. Children are very human and 
have their faults, failings and idiosyn
crasies. Teachers are also human. It 
is the part of the parent to adjust one 
wisely to the other, so tha t the child 
will get the best the teacher is able 
to give.

Here is a boy, bright enough in a 
general way, but not inclined natural
ly to books. Still, under a p roper de
gree ot compulsion, he can learn. T ht 
boy is mischievous, and if he has his 
own head for things he soon will 
hate every teacher and, in a m anner 
but little better concealed, every 
teacher will hate him. He will fall 
behind in his grades, simply putting 
in his time in school and grow ing up 
with hardly the elem ents of a nec
essary education. In  justice to him 
the parents of such a child should see 
to it th a t he does some good work 
in school w hether he w ants to  or not, 
and w hether he or they are entirely 
suited with the adm inistration of the 
teacher.

Then there is the overstudious

child, the bright star of his class and 
the particular pet of his teachers.
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Pedagogues are quite likely to exploit 
such a pupil somewhat, as a show
ing of w hat their a rt will accom
plish. P aren ts of the youthful prodi
gy should rem em ber tha t w hat they 
w ant is not a nervous wreck w ith a 
surpassing record of high standings 
and subjects m astered, but a nor
mally developed mind with a sound 
body and steady nerves.

Between these two extrem es are all 
kinds and conditions of children, each 
one needing a judicious parental ad 
justm ent to teacher and school.

Then there is much real and neces
sary knowledge tha t never is and nev
er can be learned in schools. I t  is 
the high privilege of parents to im 
part this. H onesty  and fair dealing, 
habits of th rift and industry, noble 
ness of thought, kindness, cou rtesy - 
if not instilled at home—it is scan! 
measure of these virtues the pool 
child is likely to acquire in school.

A very able and experienced worn 
an instructor once said regarding the 
education of her own sex: ‘ If 1 
could I would have it that every gir 
come up in a good home. There th< 
graces would grow .” Education i' 
not wholly a m atter of curriculum s of 
study; atm osphere and personal as 
sociations play an im portant part.

I t  is greatly  to be deprecated that 
so m any women with children ar 
under the necessity of spending 
great share of their time and energy 
in earning money, and tha t with th 
p resent standards and cost of livin 
there can be no doubt that for som 
time to come m ore and more such 
will enter the ranks of wage earner 
I t  is unavoidable tha t these over 
worked m others shall neglect th 
proper train ing of their children.

I t is bad enough when the fathe 
becomes so much absorbed in work 
or business tha t he fails to have per 
sonal supervision of the bringing up 
of his own offspring; a child the 
lacks the oversight of his own moth 
er is defrauded of his very birth 
right.

Children need, perhaps, m ore tha 
anything else the cheery, friendl 
companionship of both father an 
m other. No nature study in school 
can take the place of family ram 
bles through fields and w oods; n 
analysis of literature under a teache 
can quite equal in m oral effect an 
influence the reading aloud of goo 
books around the family fireside.

Quillo.

and is furnished with type in plain 
tte rs like those used on a type- 
riter, and its touch is stated  to  be 
ghter than tha t of any typew riter.
: w rites m ore than a w ord to  a 

stroke. W hen w riting  fifty w ords 
per m inute on the typew riter, an av- 

rage speed, the machine is struck 
over three hundred times per minute.

W hen the ‘Sténotype’ operator 
strikes the keys only half as fast as 
the average typew riter operator, he is 
writing 160 words per minute, or 
louble the speed of the average 
tenographer, as shown by civil serv

ice examinations.
The ‘S ténotype,’ its m akers state, is 

durable, visible and easy running; 
further, it is noiseless, spaces auto
m atically between words and also 
automatically rewinds the paper on 

hich it writes. T here are tw enty 
keys on its keyboard, which with a 
small, simple code, enables one to 
produce the various sounds of speech. 
The le tters arc so arranged on the 
keyboard tha t there can be obtained 
any sequence of le tte rs necessary to 
w rite the English language at an 
average of over a word a stroke.

our chest a little  and throw  our head 
a little  higher and resolve tha t we 
shall no t disappoint our friend—he or 
she who believes in us. If  we know 
tha t some one does not think very 
much of us, does not expect very 
much of us, regards us as a kind of 
an all-around ‘‘tw o spot,” it will also 
have its effect on us, unless we are I 
on our guard against it. Unconscious
ly there  will creep into our mind the 
thought, “Do I am ount to anything 
after all? Am I really  any good?” 
Such thoughts as these are poisonous 
to m ental health, grow th and happi
ness.

Therefore we should believe in our 
friends, expect good things of them, 
expect success and health and happi
ness for them , for by so doing we 
can really be of great help to them.

I We should buoy them up with confi- 
I dence and tru s t and le t them know 
that we are banking on them. T o the 
w restler struggling on the m at the en
couraging cries of his friends mean 

j more than m any persons realize.— 
Furniture City Commercial Bulletin

Dandelion Vegetable Batter Color
A p e rfe c tly  P u re  V eg e ta b le  B a t te r  C olor 

and  o n e  th a t  com plies with th e  p a re  
food law s o f  ev ery  S ta te  and 

o f  th e  U nited  S ta te s .
Manufactured by W eils  & R ich ard so n  Co. 

B u r t ia f tM ,  V t.

Post Toasties
Any time, anywhere, a 
delightful food—
“ The Taste L in gers/’

P ostum  C erea l Co., L td  j 
B a ttle  C reak , M ich .

The McCaskey Register Co.
M a n u fa c tu r e r »  a4

T he M cC askey G rav ity  A ccount 
R eg ister  S y stem

T he one w riting m ethod  o f  handling a cc o u n t 
o f  goods, m oney, labor, anythin». 

ALLIANCE, OHIO

A Spiritual Tonic.
T here is no g rea ter inspiration, no 

m ore rejuvenating spiritual tonic, 
than the knowledge th a t some one 
loves you, tru sts you, believes in you. 
expects g rea t things of you. T hat 
thought fires the heart w ith new and 
high resolve and puts new strength 
into the flagging spirits.

One of the g reatest services our 
friends perform  for us is ju s t to b e 
lieve in us, because in so doing they 
help us wonderfully. If  we know 
th a t some one th inks we are fine, 
tha t the w ork we are try ing  to do is 
good, th a t he o r she likes us, admires 
us, is in terested  in us, we uncon
sciously straighten  up and expand

“She’s very w ealthy?” “Very. 
“M oney left to her?” “No; she is the 
author of a book entitled ‘H ints to 
Beautiful W om en.’ ” “ I presume all 
the beautiful women in the country 
purchased it?” “N o; but all the plain 
women did!”—New York H erald.

“Bridget, I feel so ill I wish yon 
would not go out to-day. Couldn’t 
you get w hat you are going for just 
as well to-m orrow ?” “Faith , an’ Oi 
can—to-m orrow  or anny day. I was 
goin’ out to  get mesilf a new job.”— 
H arper’s Bazar.

Benham—W e are getting  near the 
birthday of the man who never told 
a lie. Mrs. Benham—W e don’t need 
the anniversary to rem ind us tha t he 
is dead.—Judge.

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 Highest Awards in  
Europe and America.

Walter Baker & Co. Ltd.
Established 1780. D orch ester , Mmam

Stenographic Typewriter.
A new machine has been invented 

to relieve the fingers of the stenogra 
pher. I t  is the invention of a man 
who, six years ago, conceived the 
idea of perfecting a machine to  take 
the place of shorthand. T his machine 
it is specifically stated, is intended as 
a companion to the typew riter in the 
commercial world.

T he ‘Stenotype,’ as the machine is 
named, is said to eliminate the g rea t
er part of brain w ork in taking dic
tation, and makes the taking of dic
tation a m atter of practice ra ther than 
m ental strain. Instead of learning 
stenography the student will learn to 
operate the machine. T he machine is 
simply constructed, light in weight,

\A ) U  ARE ALWAYS SURE of a sale 
a and a profit if you stock SAPOLIO. 

You can increase your trade and the 
comfort of your customers by stocking

HAND SAPOLIO
at once. It will sell and satisfy.

HAND SAPOLIO is  a  special to ile t  so a p —superior to  an y  o th er in  coanti«*« w nya— de lic a te  
m ough tor th e  baby’s  sk in , and capable of rem oving  a n y  sta in .

C o st. Hie dealer th e  sam e a s  regular SAPOLIO but should  he «eld at 1ft ce n ts  w ee c a k e
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f D R Y G O O D S , ! 
F A N C Y G O O D S  N O T IO N S !

Black and W hite Combinations Are 
in Great Favor.

Black and white combinations have 
lost none of their early prestige, and 
are at the present time considered 
one of the m ost pronounced features 
of the spring styles. Now that spring 
fashions are well launched, a clearly 
defined idea of the im portance of the 
black and white combinations can he 
formed, and it is interesting to note 
that there is scarcely a garm ent or 
dress accessory which does not carry 
out the idea in some way.

The introduction of color as an en 
livening touch has added to the a t
tractiveness of the black and white 
combinations and has given it quite 
a new aspect for spring, which is 
m eeting with pronounced approval. 
In the trim m ing of gowns, waists and 
millinery this feature is much in evi
dence. I t relieves the som berness of 
the black and white and gives a new 
note to  the spring styles. Coral, or 
“Helen pink.” Royal blue and E m 
pire green are three shades which are 
conspicuous in combinations with 
black and white.

In materials of all kinds this com
bination appears in numerous attrac
tive forms, with stripes of various 
w idths especially prom inent. Silks 
and satins are shown in pronounced 
black and white effects, as well as 
cloths of diverse weaves.

In trim m ing materials, however, 
and in the combining of black m ate
rials with white, many of the most 
novel effects are evolved, as there are 
unlimited opportunities in which to 
feature this combination effectively 
in trim m ing form.

On suits, collars and cuffs of black 
and white striped silk are frequent
ly noted, as well as w hite broad
cloth collars and ruffs on black suits 
W hite serge suits are trim med with 
black satin and oftentim es in a m ost 
striking manner. Evening wraps show 
a combination of black satin and 
white cloth, and black chiffon ones 
are elaborately trim med with white 
beads.

In neckwear the black and white 
combinations are strongly featured, 
and generally in the form of silk 
bows with black and white striped 
silk for the borders. Black satin 
bows have Irish crochet ends, and 
coat sets of black satin have pi eat
ings of net or lace.

In millinery the black and white 
effects are a pronounced feature. 
Black hats are trim med with white or 
vice versa, and black and white rib
bon in wide stripes is used on hats 
of color as well as of black. Parasols 
are showing marked partiality to 

wards black and white effects, and 
colored ones are oftentim es edged 
with a border of black and w hite silk 
This combination is developed in 
many novel form s in both practical 
and dressy shades. H and bags with 
effective combinations of black and 
white striped silk represent this 
vogue in an especially striking m an
ner. Black and white veilings are 
am ong the season's m ost attractive 
showings in this line and carry out 
this idea in very effective designs, 
many of which are quite pronounced. 
—D ry Goods Reporter.

H arem  Skirts A re Shown.
The new harem  skirt is receiving 

much attention in this country, but 
the attention can not exactly be call
ed serious, for nobody imagines this 
style will ever have much of a vogue 
either in this country o r abroad 
Some of the New York garm ent 
m anufacturers, however, are bringing 
out models to  m eet any possible de
mand that may arise and they art- 
in several types. Some of these have 
a panel down the fron t which con
ceals the trousers to such an extent 
that unless the w earer is stepping in
to a car or carriage, or indulging in 1 
some unusual movem ent, the fact 
that her skirt is not of the ordinary 
kind is not apparent.

A nother model has inverted pleats 
at the side, at the fron t and a t the 
back, so tha t when the w earer is 
standing still the garm ent has the ap 
pearance of a gracefully pleated skirt. 
The skirt is made to escape the 
ground by at least three inches and 
forms a really attractive garm ent for 
outdoor sports or for general rough 
wear.

A third model has an outer skirt 
of cloth slashed at the side and ac
companied by “bloom ers” of black 
satin which are apparent only when 
the w earer is walking.

These trousers or harem skirts are 
seen in gowns for street, afternoon 
and evening wear, also in two-piece 
suits and in separate skirts. So far 
in separate skirts they have had the 
m ost ready sale. I t is too early, how 
ever, to judge w hat extent the d e 
mand for any particular form of the 
trousers skirt will take.

N early all of the larger buyers 
throughout the country have ordered 
a few for exhibition purposes, and 
in some stores which have shown 
them  buyers have been surprised at 
the sales.

There is no question tha t a display 
of these novel garm ents, either in 
the windows or on living models in 
the departm ent, will a ttrac t a crowd

and prove of advertising value, for 
the skirt has been much talked about 
and nearly everybody would like to 
see w hat it really looks like.

One thing in favor of the trousers 
skirt is tha t it is far m ore practicable 
than the extrem ely narrow  hobble 
skirt, which at first was received with 
considerable prejudice and unwilling 
ness on the part of consum ers, but 
finally was accepted.

Collapsible Hats.
A recent millinery im portation that 

is excedingly striking is the hat that 
can be folded together so tha t it is 
perfectly flat. The model is of a pli
able, ra ther finely woven, Jap straw  
braid, in a burn t color. In shape it 
resembles one of the ra ther pointed 
straw  hoods tha t are not above ten 
inches high. The top is cleft from 
front to back and the inner sides 
faced with straw , enabling the sides 
of the hat to  be pressed together. 
A gainst each side was a perfectly flat 
black straw  wTing, writh edges bound 
with velvet.

This shape is simply another out 
come of the tendency of model hats 
on the different developm ents of the 
helm et worn at various periods. I t re 
quires litle im agination to trace the 
origin of this collapsible hat to the j

helm ets w ith which Brunhilde and 
the Valkyries are w ont to be pictur
ed. W ithout doubt the helm et forms 
will exert a strong  influence on mil
linery in the near future.

Native to  Cornwall he w ent to 
London and was gazing into a shop 
window and obstructing  the foot
path. A cockney stumbled against 
him, and seeing tha t he was from 
the country, said to him : “My man, 
have you seen a wagonload of m on
keys pass down the street?” “No—o,” 
Cousin Jack replied; “faaled out of 
the wagon, ded’ee?”—A rgonaut.

W hat you mean to  do does not 
c'ount. I t  is w hat you do th a t makes 
your record.

We are manufacturer! of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

C o r l ,  K n o t t  &  C o . ,  L t d .
20, 22, 24, 26 N. Division St 

Grand Rapids, Mich.

Ladies Underwear
With Can’t Slip Straps

The merit of this garment over the 
old style lies in the fact th a t the 
shoulder straps are placed so tha t 
they will not slip off. no m atter what 
position the wearer assumes, hence 
the name.

Vests and Union Suits to retail 
from 15 to 50 cents

Paul Steketee & Sons
W holesale Dry G oods

Grand Rapids, Michigan

P. S.—Beginning April 1, we close 
a t one o'clock Saturdays.

You Can Increase Your Sales— 
Extend Your Business

By putting in your stock a line of our Fancy Washgoods. 
These lines are New, correct in Style, Quality and Price. 
We wish to call your attention to the large range of . . .  .

Ginghams, Fairy Silk,
Dimities, Mirror Silk,
Printed Lawns, Silk Orient,
Printed Batiste, Tussah Silk,
Poplins, Rep, Shepherd Checks,
Printed Foulards, Scotch Plaids,
Washable Silk Foulards, Mercerized Voile,
Magnolia Silk, and Soisette.

Grand Rapids Dry Goods Co.
Exclusively Wholesale. Grand Rapids, Mich.
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Hosiery For Spring.
The approach of E aster brings to 

mind the necessity of prom pt prepa
ration for tha t im portant selling sea
son in which hosiery is one of the 
leading items and an early seller.

One can hardly begin too early 
now to im press the public through 
window displays of colors, laces and 
fancies. Despite some opinions to 
the contrary, it is believed that be
cause of big preparations by shot- 
m anufacturers for a large tan de
mand, the public will again insist on 
hose to match. Sales of tan hose, 
while fair, have not been anywhere 
near in proportion to  those of shoes, 
nor is it to be expected tha t every 
one w earing tan shoes will w ant tan 
hose exclusively.

O ther colors will have their vogue 
in consum er buying and it would be 
desirable to w ork out a few har 
monious com binations tha t will in
clude a pair each of six colors to 
help sales in half-dozen lots. A num 
ber of com binations may thus be 
produced, giving custom ers a choice 
tha t will m eet individual tastes. Thi- 
applies equally to  both m en’s and 
women’s goods.

In wom en’s goods alone the ho
siery departm ent will do well to work 
in conjunction with dress goods 
showings, not necessarily for the p u r
pose of exactly m atching the dress 
fabrics—although this is desirable 
where possible—but also for the pur
pose of showing harm onious con
trasts.

At this time it is not desirable to 
combine hosiery and underw ear in 
window displays, because less a tte n 
tion is now being paid to the latter, 
and hosiery is the earlier seller. 
Much of the attention  would be di
verted if the tw o were shown to 
gether, w hereas, in combining shoes 
and hose and dress fabrics and hose, 
the form er will act as a magnet.

A week or two before E aster en 
tire windows should be used for ho
siery alone, changing some of the 
color com binations each day w ithout 
changing the entire window. Buyers 
can not begin too soon now to make 
the ir preparations, thereby avoiding 
the last-m inute rush.

H in ts as T o C orset F itting.
T he corset fitter who works intelli

gently  will study the subject upon 
which she is working, and will de
cide, from the height of the cus
tom er, the length of her w aist and 
the breadth of her shoulders and 
hips, the exact position where the 
bust naturally  belongs. The corset 
will then be fitted to adjust the bust 
properly.

Tf the bust is perfectly firm, a hip 
con finer and brassiere form the most 
satisfactory method of corseting, sim
ply giving a pliant firmness of con
tour, which will be enhanced by the 
sheath-like gowns now in vogue. Tf, 
however, the figure is inclined to 
droop and the flesh is soft, the co r
set m ust furnish just enough sup
port to  keep the bust in the right 
place all the time, no m atter w hat 
attitude the body “may happen to  as
sume, the brassiere supplem enting

the w ork of the corset by keeping the 
w idth of the bust within prescribed 
limits.

There is a mistaken idea in the 
minds of m any thin people tha t a 
high-bust corset gives an appearance 
of fullness to  the bust. T ha t this is 
an erro r ought to  be sufficiently ob
vious, for at the bust there is only 
an excess of stiff bones and m aterial 
m assed at the front, which no a r
rangem ent of clothing can entirely 
conceal. The naturally  full bust, on 
the contrary, show s no line of cor
set; hence the high-bust corset de
ceives no one, but ra ther calls a tten 
tion to  a spare figure.

W hen the top of the corset is very 
low and full, flaring immediately 
from the w aist line, it increases the 
breadth of diaphragm  and the addi
tion of a shirred ruffle or a brassiere 
padded to  the correct size, in p ropor
tion to w aist and hip, will give the 
effect of lithe grace tha t is now so 
essential.—D ry Goods Economist.

W eaving C oronation Velvet.
In the ancient borough of Sudbury, 

in Suffolk, the few rem aining hand 
loom weavers are hard at w ork m ak
ing the velvet for the coronation 
robes.

Among the num ber are the Misses 
Foakes, m em bers of a family of w eav
ers who. in days past, were makers of 
bunting for the royal navy. In their 
cottage, which was once visited by 
the Queen, are tw o hand looms on 
which are tw o lengths of beautiful 
velvet, one rich crimson in color and 
the o ther dark brown.

T he weavers are seated when at 
their looms, their feet w orking pedals 
resem bling those of an organ. There 
are tw o sets of threads, the visible 
one form ing the back of the m ate
rial and the o ther the pile, each of 
these being delicately threaded 
through vertical threads known as 
the harness. The weaver passes the 
shuttle backw ard and forw ard and 
each w arp weft is pressed home by a 
wooden frame. A cutter, which runs 
across the loom on a wire, cuts the 
threads to  make the pile.

T he process of m anufacture is slow 
and tedious. T he time is. occupied 
not so much in the weaving as in the 
cleaning. At each foot or so made 
the w eaver uses a curious knife Tike 
a spokeshave and shaves the sur-1 
face of the velvet to  clean it.

T here are now not m ore than 
th irty  hand loom weavers left in Sud- 
bury, the Misses Foakes being am ong! 
the number. T he rows of weavers* 
cottages, now occupied by o ther ar- 
tisans asd general w orkers, show the 
extent of the industry  fifty year- 
ago.—London D aily Mail

The New Corsets.
The m ost noticeable tendency in 1 

the spring line of corsets is tow ard ! 
a lower bust line and the long, nar ! 
row lines which are essential for the 
new  styles in gowns. O utside of 
these features, the outlook is for the 
use of very much more pliable mate- | 
rials than have been employed here- 
tofore in the making of corsets, and 
m anufacturers are introducing quite

19

a num ber of new models in sympa
thy  with this idea.

Included in the new styles ar 
models with less boning and with a 
decidedly soft finish above the waist 
line. These in every instance have 
the long skirt extension.

T he best corset models are made 
of trico t and other similar pliable 
fabrics, including coutil, which is a 
lower priced m aterial. Tn one that 
has proved successful the regular 
boning stops several inches from the 
top, a stitched extension being made 
stiff enough to  carry the necessary 
strength  to the top of the corset. The 
idea is to  have a flexible edge all the 
way round the top.

B rassiers give every promise of fair 
success during the coming season 
They have met with the approval of 
the b e tte r class of women and retail
ers are taking the h in t and placing 
them in their stocks. Brassiers fo*- 
stout figures have been made with 
the especial purpose of giving sup
port.

Neckwear Colors.
I t is expected tha t the coronatif 

in England next June will create 
renewed vogue for shades of bftre b 
tween Yale and Royal, known 
“Crown," “Coronation" and by sin- 
lar names, in cravats and other net- 
wear. Blue is already one of r! 
prom inent colors of spring and sur 
m er and the demand for it will -n- •. 
even wider. B lack-and-white at 
white-and-blacfc—for there's “a (fj
traction without a difference”_a
com binations which have steadfast

held the ir own and loom big m p res
ent selling. Gray has dropped b e 
hind to  “only fair," while coral, a 

f . . . .  . „tin t to  which women are specially
partial this season, is coming to the 
fore. Purple does no t seem to  be as 

I strongly  entrenched as it was, and 
brow ns and tans have not “caught 

j on" up to  now as well as expected. 
Purple, however, is reserving its full 
strength  for next autum n, the season

I favor.

Talk a custom er into buying some 
thing tha t does not please him and 

I you may lose his patronage entirely

The Am  Who Km w s  
Wears -  A W er-A ale'' Clothes

And m erchants "who- in o w  sell them. Will 
»end sw atch es and models or a, man will he  
sen t to aay merchant, anywhere, w  tim e  
N o obligations.

MflTer, W a n  A Compairv
F in e  C io th e s  iiwr S e n  C h ic a g o

The Crowning Attribute of Lovely Woman «  Q ea iGaess

U nseen—N atad P ro tec ts

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

ODORLESS HYGIENIC
SU PR EM E W

BEAUTY! QUALITY! CLEANLINESS!
Possesses two important and exclusive features. M does and 

ter iocate with age and fall to powder in th e  tress—ear he : aiitji and 
qu ick ly  sterilized by im m ersing in boiling water for a few weoodh 
only. At the stores, or sample pair on receipt of 35 rents E very  ymrr 
guaranteed.

The C. E. CONOVER COMPANY
WaimfiM'nirprA

Factory, Red Bask, Sew  Jersey fdf Franklin k .  Aew Terk
Wrirwh McLaren Ar Comomy. Toronm -Sole A m n C W a n d i
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REVIEW OF THE SHOE MARKET

T rend of Shoe Styles for the Fall 
Season.

The higher top boot stands out 
conspicuously in the style features 
for next fall’s women’s lines. The 
increase in height having been s ta rt
ed, ill-considered extrem es may be 
expected. Boots w ith tops as high 
as eight inches are being sampled and 
those with seven inch tops are fairlv 
common. These represent from four
teen to sixteen buttons in height, 
compared with the usual standard 
six inch top with eleven buttons.

Tops as high as fourteen inches 
are shown, but they should not form 
a part of the usual retail stock. A ny
thing over seven inches is unsafe, ex
cept for extreme novelty trade. Sev
en inch tops will probably sell sell 
and have a style value that will help 
to make them safe sellers.

More Lace Boots Being Made.
There is a division of opinion as 

to the continued populaiity of b u t
tons. T hat a large num ber of but 
ton boots will be sold goes without 
saving, especially considering the pre 
vailing fabric tops, but, at the same 
time, we note a return  on the part 
of m anufacturers — especially those 
making high-grade goods—to the lace 
type. On the practical side it is im
possible to get away from the fact 
that button boots cost the manufac
tu rer considerably more to make, 
usually, at least S cents a pair more, 
and besides contain a handicap in fit
ting which the practical retailer 
would gladly avoid.

The adjustm ent afforded by the 
lace hoot is much broader than the 
button ty p e : moreover, the button 
boot does not stay fitted after a lit
tle wear. W ith a high top vogue 
coming, this is an im portant consid
eration, and lace boots look good. Tn 
connection with the larger call for 
lace boots, a feature is the favor in 
which blind eyelets are held for high 
grade goods and enameled eyelets for 
medium grades.

The short vamp and high, well- 
rounded toe continue to take strong
ly, particularly in the Midle W est. In 
the Hast fashion favors the longer 
vamp and recede toe for high-grade 
goods.

The question of materials contains 
the greatest problem in the fall 
styles. Fabrics, beyond a doubt, will 
be largely shown in all classes of 
goods. Besides velvet and satin, 
which have had a large demand, the 
expectation is tha t corduroy will 
make a strong showing. The future 
of this material, like all o ther fab 
rics, is uncertain, but for fall goods 
it will be seen in a large wav. I t  is

considered satisfactory from a stand
point of wear—its weight recom 
mends it—and it makes a good ap 
pearance also. The sm aller ribbed 
corduroy will probably be m ost used. 
In children’s lines corduroy will be 
particularly strong.

Shoe m anufacturers are steadily- 
showing more taste in combining 
fabrics with leather. One of the most 
striking combinations of this kind 
is a brown kid vamp with a satin 
top of the same color. The apparent 
desire of m anufacturers to use fab
rics is a notew orthy feature of the 
cloth shoe era.

Different colors of suede will a l
so be seen to a large extent, one of 
the favorite combinations being a 
black patent and dull vamp with gray- 
suede top. Suede boots in black, or 
o ther dark colors, will be prom inent.

Velvet, which up to this time has 
led m ost of the fabrics, is quite sure 
to continue strong for next fall’s 
goods. N ot only is it being shown 
in combination with leathers, but al
so for the entire shoe.

For the early fall a strong ten 
dency is noted tow ard tan leathers, 
in both wom en’s and m en's lines, in 
the form of lace boots.

Collars of patent leather on kid or 
m at tops, with patent vamp, as well 
as o ther combinations', are showing a 
revival of popularity.

In contrast with the extremelv 
high-cut boots is the type known as 
the “college girl” cut. These are 
made in both lace and button, with 
tops a little over four inches in 
height. In  some sections of the 
country they are expected to have 
considerable call.

In m en’s shoes for fall and win
ter, it is a case as usual of conserva
tive types, and the opposite ex- 

■ treme. T he new samples, however, 
do not show such a wide difference 
between the extremes, each type 
seeming to have met the other part 

I way in the m atter of influence.
The conservative sections, such as 

the higher grade part of the New 
\  o ik  trade, favor a modification of 
the form er flat last by making the toe 
slightly higher, but with a good re 
cede, although shorter. Heels, also 

j will probably be higher.
High toe effects are the feature of 

the more extrem e styles, but are 
somewhat toned down from previous 
seasons. The higher toes are ro u n d 
ed and, in general, an effort is made 
tow ard more symmetry-.

The new er styles of m en’s gar- 
I ments, including the tight coat and 
very- narrow  trousers, worn in in- 

1 creasing num ber by those at all in

terested in style, will call fo r the nar
row recede toe in m en’s shoes. The 
high knob and heel being particular
ly incongruous with this new and fast 
coming garm ent style.

Sandals For Children.
In  children’s shoes m anufacturers 

this season are recognizing more 
than ever the developm ent of the 
barefoot sandal. T his type of shoe 
has advanced steadily in favor since 
its first appearance. I t is now look
ed upon as one of the m ost sensible 
of shoes for the child in summer 
weather. Pum ps will also be popular 
in the children’s shoe trade.

The ankle-strap type is being dis
placed, in part, by the tw o-strap, one 
strap a little above the waistline, and 
the o ther a t the instep.

Are you keeping the seasonable 
goods to  the fron t in your store, or 
are you letting the stock stand the 
same way m onth after month, the old 
out-of-date stuff crowding the new 
goods out of sight?

IT  P A Y S  T O  H A N D L E

WORK SHOES

Wilmarth Show Case Co. 
Show Cases 

And Store Fixtures
J e f fe rs o n  and  C ottage G rove A v en u es  

G rand R ap id s, M ich.

We Supply the 
BEST in

Rubber Boots 
And Shoes

At the Lowest Possible Price
Complete Catalogue Mailed Promptly

Detroit Rubber Ço. :: Detroit, Mich.

The Fashionable Man Who Wants the 
Best in Footwear is Willing to Pay for 
= =  What He Gets = = = = =

But if you can give him a shoe at Three-Fifty to Four 
Dollars tha t is the equal in every way of the shoe he 
has paid as high as Six Dollars for. you have made a 
permanent customer of him. Our

“BERTSCH”
Shoe is right up-to-the-m inute in style and as to quality 
it is.—Well. Mr. Bersch has always said tha t the shoes he 
makes will be of the best leather to be had for the service 
required so th a t they will above all else give the limit of 
service. So you can bank on every pair you sell.

If you are not now handling these shoes and are open for 
conviction, will you let us send you on “suspicion" a run 
or two of sizes in our new numbers?

You will at once be convinced tha t they are what you have 
been looking for.—a high-class, sty lish , serv ice-g iv ing  
shoe th a t you can furnish your trade at a price th a t is not 
exorbitant.

Let us know what shoes you are low on and we will send 
you a run of sizes to fill in and to acquaint you. in a 
practical way. w ith our “ W elt” line.

T h ey  W ear Like Iron

Herold-Bertsch Shoe Co.
MAKERS OF SHOES

Grand Rapids, Mich.
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Men’s “Coronation” Fashions
Shown by an English Manufacturer RUBBERS

wt*asrA rubber eann 
and with the great variety >f n 
worn it is absolutefy necessary ' 
bers made on the most BEMA~dat .asfc

The two illustrations above are se
lections from eight “C oronation” 
styles which are being shown by a 
Leicester, England, m anufacturer of 
m en’s shoes.

The first shows a black calf vamp 
with integral lace stays cut to give 
a ra ther pleasing effect. The other 
shows a short vamp effect in which 
the perforation is made to  accentuate 
the vamp design.

Tn length of forepart, in last, edge, 
heel and heavy sole, the two shoes 
shown are typical of the eight, as

Fabric Shoe Opportunities.
In his annual address to  the Sou th 

ern  Shoe R etailers' Association at 
Nashville, President Zellner, speak
ing of fabric shoes, said:

“W e are confronted at this time by 
conditions tha t may not recur in a 
generation, and which appear to  be 
here for a lengthy stay, f speak or 
the very emphatic trend of popular 
favor tow ard fabrics. In my opin
ion the fabric shoe gives the retailer 
a great opportunity. The class of re
tail trade to which the fabric shoe 
appeals does not, generally speaking, 
expect durability or service front 
these shoes. So, mind you. fabri; 
shoes take only an inconsiderable 
percentage from the sales of regular 
goods tha t are bought for service! 
As a prom inent m anufacturer ex 
pressed it, “ The fabric shoe is shoe 
millinery.’

“W hen a woman buys a hat she 
gets a cheaper quality of velvet than 
tha t used in a good velvet shoe. 
N either does she get leather, expen
sive lasting or experienced crafts
manship in the making. A woman 
buys a hat because she likes the 
looks of it and certainly would not 
refuse to buy it because she could 
not get a $14 hat for $12.75. She buys 
a fabric shoe in the same m anner 
and for the same reason—because she 
likes the looks of it and w ants it : j 
and by the same token she ought to 
be willing to pay for it. T hat is i 
why I say the fabric shoe is your j 
big opportunity, because you ought j 
to get good profit from the class to 
which these fancy m aterials' appeal, j

“W hile on the subject of profits I 
w ant to  re itera te  the conviction that j 
a ll off us are doing business on too  *

they also are in having wide shep
herd’s plaid lacings, which is a dis
tinct feature of each shoe.

All but one of the styles from 
which the above were selected are- 
laced, the exception being one of the 
tw o oxfords, which has a tw o-button 
seamless quarter. Three show shiny 
leather vamps, and one a  fancy s foray 
tip with shiny instep band. But two 
are of blucher cut. A feature of all 
eight shoes is the predom inance f 
elaborately cut and perforated forc
ings.

small a margin. In every o ther line 
where the style risk is even approx
im ately as great, profits are much 
larger. W e m ust get more profit or 
the retail shoe business is g. jng to 
the ‘demnition bow-wows." "

S*> of her manufaei 
lasts in nibhers as the Gt 
will carry a enwptefe Isi 
sfet your detailed order i 
your order before seemtf

We are sole agents 
position to handle your **

*rer »ânes 
we Rurioe? 
t of tamo* 
vr fait ofcii 
h e s e  la m s ! es.

:ke Gi

Hirth-K rause Company
§fe© e M a n u fa c t u r e r »

Jobber* of C feoe m d Rhode MfwF ftubhei 

Grand Rapidi. Micli.

Incentive to “Sprucing Up.”
There are few things in a m e  

(chants’ store experience which >rir 
I to him more knowledge and sugge 
fion in a short space of time than 
trial at w riting  advertisem ents for h 
store. If yon are conducting a stoi 
large enough to afford an advertisin 
m anager we advise that you as pr- 
prie tor change places for a few da;, 

I and see w hat a fund of knowledge tr 
| experience brings to  you.

As you look about the store to fin 
! som ething to  advertise you diseove 
; m any things which should be clear-* 
I out and possibly you never realize 
how much of this stuff you owned.

You also find some stocks in ba 
condition to  be offered for safe. |V>> 
sibly you could find some corner- 
the store which need a good appftct 
tion of a scrubbing brush, inciden: 
ally you can not get very far w ith fh 
advertising job  w ithout feeling you 
lack of knowledge on the technics 
points of merchandise.

T he experience ought to be a firai 
duster as well as a clearance promote 
and as a result the store should recen- 
a very much “spruced up” appearance 
Suppose you tackle the advertisin: 
game for a few days and see what i 
will do for your store.

Rikalog
Work Shoes

The man who is always compfai 
ing about hard times and poor bn 
ness conditions will never be ma 
successful by external-. T he tfoub 
is in himself.

Are neither the cheapest nor are the’ 
the most €f*5Ciy, Their fa rm »  < .nds as 
styles meet every hard weaHT ft'mureme' 
®f the shop and farm, if oei-t—coisr̂ r"-' as 
k»ntf hard wear cnnswiered they are a; 
soluteiy the best ¿iisEnans sro*
made,
TT* i «-»i  m s  mi 3 'if2 f

a wear-test w ill ar«w#> -r'le

W le os* wj

Rind^e. Kalmbach. Lrxpe & Co,. Ltd. 
G rud  %ap*dk Mick.

J
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W hy the Grocer Should Push the 
Sale of Egg Crates.

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

The grocer who buys eggs from 
farm ers and other poultry keepers 
should not be satisfied until he edu
cates every such one away from the 
habit of carrying eggs to m arket in 
pails, baskets or open boxes. By sell 
ing egg crates he may reap a double 
rew ard—profit on sales of crates and 
avoidance of trouble and loss.

He should begin the campaign of 
education along this line by laying 
in stock several sizes of crates. Then 
at every favorable opportunity he 
should exhibit the crates to his farm 
er patrons and point out the advan
tages of their use. Incidentally he j 
will enum erate the objections to the 
other method of packing and carry
ing eggs to m arket, which, however, 
may be fully as well known by the 
farm er as by the merchant.

Call his attention to the crates and 
as likely' as not he will tell of vexa
tion, loss of time, anxiety, loss by

breaking and annoyance he has ex
perienced, and perhaps of his in ten
tion to buy one or more crates at the 
first opportunity. He may say he 
did not know where to  buy one; did 
not suppose the grocer kept any for 
sale because there were never any 
in sight.

W hen the farm er is well pleased 
with any article he has bought he is 
a good advertiser. Soon after pu r
chasing an egg carrier he may sec 
a neighbor with a box, basket or 
pail of eggs and he will begin to tell 
what an advantage and improvem ent 
a crate is: “You do not have to c a r
ry a pail in one hand and drive the 
horse with the o ther when the roads 
are rough; do not have to be carefui 
not to  set anything on or against the 
crate as you do with a basket; it does 
not get tipped over like a pail; the 
eggs do not get spattered with mud 
or coated with dust; you do not have 
to w atch it all the way to town. It 
does not make any difference w hether 
your wife, m other or daughter counts

the eggs or not, for if they do and 
you forget the exact number, a look 
in to  the crate tells how many there 
are. There is no need to dispute 
w ith the grocer about it if he is in
terrupted and forgets his count.”

All this and more—where to buy a 
crate and the price—he tells his 
neighbor. This is advertising which 
costs the m erchant nothing, and a 
neighbor’s recom m endation seems at 
times to have more w eight than all 
the m erchant’s argum ents in behalf 
of an article.

I t  will be just as well—yes, bet
ter—not to say anything to the farm 
er about the annoyance the grocer 
suffers from broken eggs, cleaning 
up pails and baskets for customers, 
washing soiled eggs and selling 
cracked ones at a loss or giving them 
away. This is too much like com 
plaining about one’s patrons: too 
much like blam ing them for our tro u 
bles. Say nothing of this, but set 
forth in the strongest way possible 
the disadvantages and losses to the 
farm er by one method and the advan
tages and gains to him by the other 

E. E. W hitney.

E ggs at Seaboard.
A New Y ork dispatch says that 

the all im portant subject now is the 
price of storage packed eggs for the 
spring. The consensus of opinion is' 
that IS  cents seaboard will be the 
price. On the other hand, there are 
jobbers, receivers and speculators 
who say the unfavorable past sea
son has bred little speculation, which

is extremely tame, and while New 
York is the great dum ping ground, 
big receivers were so hard hit that 
they feel slow to take hold, even at 
18 cents. T he present price of sto r
age eggs is so much cheaper than 
last year tha t it should be a ttrac 
tive, but the question arises, Can a 
large am ount of eggs go into the 
coolers at 18 cents seabord and sell 
next w inter a t a profit? T he rep o rt
ed sale of a dozen or more cars in 
St. Louis, storage packed, April de
livery, at 16^4 cents, sets the pace at 
about 18 cents seaboard.

Eggs at 18 cents seaboard means 
about 14 cents in Michigan, and the 
buying m ust be below tha t figure to 
give the handler a profit.

The Special Edition.
A subscriber w rites: “ I would like 

to say som ething in praise of the 
special edition but I do not know 
how. I t does me good to  look at it, 
and I vrant to  pick it up several 
times every day and look over the 
advertising pages. T hey give me in
form ation, new ideas and inspirations. 
O rdinarily I look first to  the other 
departm ents for these.”

Are you one of the grocers who 
complain about not m aking money 
on bu tter and eggs? If you are, b e t
ter stop paying more for produce 
than you can get in order to  get 
your com petitor’s custom ers, or even 
for fear tha t your own custom ers will 
go somewhere else to trade.

W IN  N E W  CUSTOMERS
It’s a Fact, an Up-to-date Delivery System Attracts N ew  People to Your Store

Star Egg Carriers and Trays
FOR SAFE EGG DELIVERY 

ALWAYS WIN NEW BUSINESS
The eggs are left on the table where both the housewife and 

your man can see that they are in perfect condition. (No chance 
for dispute.)

This sure, safe, sanitary egg delivery service appeals to every 
woman. Your ad on every STAR EGG TRAY will influence her 
Ask your jobber and write today for our booklets, “No Broken 
Eggs and “Sample Ads.”

STAR EGG CARRIERS are licensed under U. S. Patent No. 722.512. to be 
, . n .y w,  trays supplied by us. Manufacturers, jobbers or agents supplying 

riehiJ'rJ^AS f° [  USt  Tk1** ®tf r 9-al[r-'irs are contributory infringers of our patent 
s ta tu te s ^  sukjec* themselves to liability of prosecution under the U. S. patent

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

Star Egg Carrier & Tray Mfg. Co. 500 JAY ST^JtO C HESTER, N. Y.
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Instructive Bulletins.
The Central Michigan Produce 

Company, of Alma, which has be 
tween fifty and sixty collecting sta
tions, issues occasional bulletins to 
the producers, giving them practical 
instructions in m ethods, care and 
marketing. The bulletins are p rin t
ed on light cardboard in good sized 
type, w ith a view to  having them 
hung up for reference. H ere are the 
two last bulletins issued, which will 
show their character:

Care of Cream.
Good quality in cream requires 

Cleanliness, care, cooling, sunlight, 
fresh air, cold w ater and elbow 
grease. W e give you a few simple 
suggestions:

Milking—Do your milking in a 
clean barn or shed, or in a clean lot. 
W ipe udders and flanks of cows with 
a cloth to remove hair, manure and 
dirt. Use a milk pail with sanitary 
strainer cover. These cost very lit
tle m ore than the common milk pail.

Separating—Place separator on sol
id foundation, in clean, well ventilat
ed room, shed or milk house, away 
from cow barn. Separate milk while 
warm, running cream into clean, well 
aired can or pail, or o ther receptacle. 
Keep separator well oiled and wash 
bowl and parts after each using, plac
ing the parts in sun and air when 
practicable to do so, allowing them 
to remain exposed until ready to  use 
again. In rinsing separator bowl to 
remove cream after finishing the run 
ning of the milk, use only w hat wa
ter is absolutely necessary for th o r
ough rinsing. If  hot w ater is used 
run rinsings into separate pail or can 
until they are cooled to about the 
same tem perature of the cream. Mix
ing hot rinsings with cream is the 
first step tow ard deterioration of 
cream.

Separate a cream which will test 
about 40 per cent, butterfat.

Cooling Cream—T he cream from 
two different milkings should never 
be mixed until the last m ilking's 
cream has been cooled to  about the 
same tem perature as the cream to 
which it is to  be added. The can con
taining freshly separated cream 
should be placed in cold w ater and 
stirred until the animal heat is out 
of the cream. If cold w ater is not 
available place cream in as cool a 
place as can be obtained and stir 
thoroughly at frequent intervals to 
remove animal heat. T o know what 
the tem perature of cream is you 
should have a dairy therm om eter. 
One will cost you about 25 cents.

H olding Cream—W here cream is 
held for delivery twice each week 
the can should be kept in w ater sum 
m er and w inter. In  sum m er to  pre
vent rise in tem perature and conse
quent ferm entation. In w inter to pre
vent freezing. If w ater is not avail
able keep cream in a place where the 
tem perature is cool and uniform. Do 
not let cream freeze. £Ceep covers 
off of cans, but cover opening w ith 
cheesecloth, which will adm it air and 
keep out insects and vermin. S tir 
cream thoroughly once each day to  
prevent “caking” or hardening of sur
face due to  evaporation of moisture.

W hen delivering have can as full as 
possible. P art cans wifi “churn" if 
hauled over rough roads in the sum 
mer.

Cream Quality
Effective April !—W e wifi grade 

cream and pay for bu tterfa t on a 
quality basis.

F irst Grade—Sweet or anferm ant
ed sour cream of good odor, flaw -r 
and body and testing  not less than 
30 per cent, butterfat.

Second Grade—Sweet or nr?fer
mented sour cream w ithout foreign 
flavor or odor but testing  1 " to 
per cent, butterfat.

T hird  Grade— 1 Cream testing  u n 
der 15 per cent, butterfat. 2. E x 
trem ely sour and ferm ented cream 
with bad odor or flavor 2. Cream 
which has ferm ented and then be
come stale by being too  long he’d 
4 Mouldy cream Any cream
containing vegetable, anim al o r min
eral substance, foreign to  it f> 
Cream flavored of rag-weeds, beet 
tops, beet pulp o r wild leeks.

Prices on the various grades will be 
based as follows:

F irst Grade—H ighest ruling mar 
ket price based on Xew York >>r El
gin official m arket quotation«.

Second Grade — One cent per 
pound under price being paid for first 
grade.

T hird  Grade—Five cents per pound j 
bu tterfat under price being paid for 
first grade.

The grading of cream will be done 
by our agents and gatherers, under 
special instructions given them by ns 

E ndeavor at all times to  deliver 
first grade cream.

Skim a heavy cream testing  about | 
40 per cent, butterfat. It will keep j 
be tter than a light or thin cream. It 
is not so easily affected by tem per
atures; does not ferm ent quickly.

A Good Roofing.
The hot summer sun and the w inter j 

sleet and storm s work havoc with a I 
poorly protected roof, causing an 
noyance and expense to the ow ner I 
Broken slate, ro tting  shingles an 1 1 
rusting  tin are common occurrences 
w here ordinary roofing is used

But it is not necessary for ow ner j 
or builder to  incur any such risk. 
Reynolds’ Flexible Asphalt Slate 
elim inates all chance of later ro o f
ing difficulties. In appearance it re 
sembles common slate: in endurance j 
it is practically indestructible. The 
m anufacturers guarantee the slate for I 
ten years, although it is sure to  last { 
several tim es the length of the guar 
antee. Tt is also fire and lightning 
proof. Tt is ornam ental, too, and i* J 
suitable for any style and type off 
building.

T he m anufacturer, H. M. Reynold«! 
Roofing Co., of 172 Oakland avenue, j 
Grand Rapids, Mich.., also make high j 
quality granite-surfaced roofing in 
rolls, with nails and cement for lay
ing put up inside of rolls.

There is nothing better to  start out 
with now than to  keep after collec
tions. Tf you fail to  get them now, it 
may mean tha t you will be compelled 
to carry them until fall.

A- T. Ro h m  yVnéti €#u
l*-l* m trnm  St., irmrn t a *  Wkft.

The place so market tour

HIDES. FU t WOOL ETC
W 1* * *  A Wmêem £&.„ LML. T a M m

I JC *. WmeSe* 5tt„ Srwml! Wrnmtmrn. n u .
Poultry. Better, Eggs, leal m  jemm a» mmtur mo* im«.

ÜK3BJB OMR MTWL

Gvmmmd

Feeds
R o y  B a k e rMr

Scaserai Saies «grat 
N ic te c « ,  »Tf-MTi wmt AM»

Nawe Better

W Y K E S  i  C O .
9 «  1 4 9  s*a » a s

Sparta t a w i Paper frani Ahmapen 
MC Mcawa'k PM taiea  

Phra fraparaaef - y»

lis e
T r a d e s m a n  C o u p o n s

B fm  « M rn  i a i l i  B tfM rag  
«SrasRÉ i»—i# i. Win riliin —

W . c .  Rea R E A  &  W I T Z I G
P R O D L C E  C O M  M I S S I O N

IS 4 -I0 6  W e s t  .M ark e t St_„ B a f W » . V  \f.

“ Buffalo Means Business”

•%- tfc «eng

We want your shipments oi poultry. both iv e  a a t  in  
at high prices for choice fowls, chickens, ¡fucks and ~.x 
highest prices.

Consignm ents of fresh eggs and tarry b o re r wanted at
RKFEKENCB3— J ia r to e  yatcional t-v n m e-r-w  5

Pipers ¡*s<t Hundreds of Shippers.
ErisMirant »jrjj

E.stai>fis0ecf M7g

Send in your orders for Field Seeds
W e want to buy your Eggs and Beans 

Moseley Bros. e r v e
B oth Phones 1/17 Grand! Itapidh. M c k

Clover Seed and Beans
I f  a n y  to  o f f e r  w r it e  o s

A L F R E D  J .  B R O W N  S E E D  C O . ,  G R A N D  R A P I D S  M IC H  
OTTAWA AMO LOUIS STREETS

SPRING IS HERE
We are headquarters for straw 

bles—fresh stock arriving daily an* 
dling these goods now. it will herp

The VmkemuWer Company Grand Rapid*. Ü tà

SYSTEMNo business succeeds 
w ithout

A place for everything and everything m its 
place. There should he a place for twine, par
ticularly the nd  of it. and tha t end should always 
be in the same place. Now. when a

“Tangleless” Twine Holder
is used it is certain that the end  of tw ine nan is  3 ) 
inches above the counter, always in the same 
place, ready for use.

Requires no attention until every inch of 
twine on the holder has been used and a new cone 
is necessary.

Until your dealer can supply you. we will 
send them to you prepaid on receipt of price
C arlen  Sc C lark Mfg. C o  D etro it, Mick.
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STO V ES and HARDWARE

A DV ER TISED  GOODS.

Manufacturers Should Help to Create 
the Demand.

A t the recent m eeting of the Illi
nois State H ardw are D ealers’ Asso
ciation at the Colliseum in Chicago
J. L. H am ilton, M anager of the Ala- 
bastine Company, of Grand Rapids 
was asked to deliver an address.

Mr. H am ilton’s talk was along the 
lines of w hat really constitutes an ad
vertising campaign, the benefit to the 
retailer in handling a thoroughly ad
vertised staple article, the necessity 
of stocking with profitable and sala
ble goods, the advantages to both 
m anufacturer and retailer by proper 
co-operation and the disadvantages 
resulting from any ill feeling or a n 
tagonism.

“The m anufacturer who advertises 
spasmodically, simply thinking by 
buying space in publications, getting 
up attractive advertisem ents and see 
ing that they are properly inserted 
that his work is accomplished, only 
realizes for himself or his trade a 
small part of the possible results.

All staple goods that have been 
standardized by advertising have had 
a demand built up by intelligent, 
continous. well directed adver
tising. The getting  out of a flashy 
trade circular and the using of a cer
tain number of cheap publications are 
designed simply to catch the dealer 

“No dealer is justified at this age 
in stocking with a line of goods on 
the theory that somebody is going 
to create a demand by some particu
lar advertising. R ather should the 
dealer, before stocking with any line 
of goods, insist that the demand has 
been created for tha t line.

“The dealer’s province is to distrib
ute. not to spend his time and ener
gies in creating a demand which 
> ightfullv belongs to the manufac- 
tut er.

A d ea le rs  stock of goods is made 
up of individual units. A stock mav 
be. large and at the same time poor.
A stock may be small and at the 
same time good. Every time a dealer 
adds a line tha t does not possess m er
it, for which a proper demand does 
not exist, he has to that extent low 
cred the average value of his entire 
stock.

“There are m anufacturers whose 
attitude is antagonistic to the trade. 
The firm and salesmen proceed on 
the theory that large advertising will 
put over the selling proposition re 
gardless of the dealer.

No money is ever expended ad
vertising alabastine with the thought 
of forcing some reluctant dealer to

put it in stock. I had ra ther have 
one enthusiastic dealer, who believes 
that in our proposition he has goods 
that possess m erit and a firm back of 
him that will help him, than a dozen 
m erchants who put in the materia! 
reluctantly  and because they feel 
they have to do so or lose trade.

“The firm and dealer to-day who 
succeed are the firm and dealer who 
do business conscientiously and m an
ufacture only those goods which the\ 
believe to be absolutely righ t.”

Mr. H am ilton explained somewhat 
in detail the system adopted by the 
Alabastine Company in following up 
enquiries received from their adver
tisem ents. He told how each indi
vidual enquiry was treated on its 
m erits and with the object of creat
ing a sale for the local dealer, from 
which point the enquiry came, and 
also to secure a job for the local al
abastine decorator in that particular 
town.

J Mr. H am ilton said: “W hen we 
j have done our advertising, paid for 
a page in the Saturday Evening Post, 
Ladies’ H om e Journal or other sim
ilar publications, we have only be- 

I Sun to make work for ourselves 
W hat follows is of equal im portance 
with the advertisem ent itself.”

In conclusion Mr. H am ilton em- 
J phatically stated that if any dealer in 
any town were not getting  a satisfac- 

| tory trade on his goods, that dealer 
j should write and explain the circum
stances and if the Alabastine Com- 

Jpany were not w illing and did not 
j prom ptly suggest some remedv and 
j render some assistance that would 
[change conditions, the dealer would 
be justified and expected to  discon- 

I tinue the sale of alabastine.
In other words, Mr. H am ilton puts 

jit: “We w ant the alabastine packages 
J put into the hands of the consum er 
j warm from the friction of quick han
dling and not packages on the deal
er s shelves old enough to  grow 

I w hiskers.”

N ational advertising in the maga 
zines and farm papers creates a de-

A  G o o d  I n v e s t m e n t

PEANUTROASTERS 
and CORN POPPERS.

final Variety, $8.50 to « 5 0 .«  
E A S Y  T E R M S .  

Catalog F ree. 
KIN6EBVMF6.C0.,106-108 E. Pearl St,Clnclnaatt,0

Acorn Brass Mfg. Co.
C hicago

Makes Gasoline Lighting Systems and 
Everything of Metal

This is What the

Royal System
Is Doing for Retailers

The A. J. Deer Company.
Horn ell, N. Y.

Lorain, 0.
May 17. 1910. 

Gentlemen—I have received and 
installed the coffee roaster and 
BOYAL mill and I am perfectly 
satisfied with them. They are 
working splendidly.

Yours truly.
BARTA BRANTT.

The A. J. Deer Co.
1246 West St. Homell, N. Y.

™ ^ c r f0N « > ;Y  .
I  p .^ G ' y0B *OIB*
m  t r O L ^ '  plete Ironing Board

f  and Clothes Rack. No
i n n a „ i , / N  better selling articles
UaUIN/NOÖOARD Brace, De Witt, Mich.

We Li
r S ' Stpr» -frCTu ««liar to carrot—«Htn 100 to TOO 

Caudle-Power brilliancy—. ,  |«aa than *  coat of 
keroaeno land tao UBO» the llghti—fi.ntg too

[ G a s  a t  1 5 c  P e r  1 , 0 0 0  F e e t
7 (instead of 8l u> l i  *hiih Gas Companies 

ĉharge» «>11» «ne Randy” Gasoline Light
ing System or “Triumph • Inverted Indi- 

. vidusj Light you get the best known SUb- 
: Stitnte fo» daylight fa&d almost as cheap), can 
read or work >o any part of roMfr-light 

•‘eady at a finger touch—don t  have to move 
these Lights—the light comes to fOft. Write 

for Catalogue and f  i esular* (j0 Degl,
JrfbdfiwlispCa 41 Stale Si Ckcags

Developing Paint Business in the Re 
tail Store.

The volume of business and the re 
J sultant profit of the hardw are m an’s 
¡paint departm ent depend largely on 
the amount of effort put into the 

I pushing for paint business, 
j Perhaps the lack of interest in this 
j particular departm ent is often due 
to the tendency to follow in the 
steps of the previous generation of 

j hardware men, and to allow the sale 
of the old established staples, such as 

: lead, linseed oil, etc., to monopolize 
I *dl the attention as far as the paint 
j departm ent is concerned. The m argin 
of profit being small on such prod-

SNAP YOURFINQERS
A t th e  Gas and E lec tric  T rusts  
and th e ir  e x o rb ita n t charges. 
P u t in  an A m erican  L ig h tin g  
S y s tem  and be independen t. 
Saving  in o p e ra tin g  expense  
will pay fo r sy stem  in sh o rt 
tim e. N o th ing  so b rillian t as 
th e se  lights and nothing so 
ch eap  to  run .

American Gas Machine Co.
103 Clark St. Albert Lea, Minn.

Walter Shankland & Co. 
Michigan State Agents

66 N. Ottawa St. Grand Rapids, Mich.

C A D Y  D I S P L A Y  R A C K
Keep your vegetables off the floor and walk. I t ! 

is very cheap. W rite for price list.
K.ORRF MFG. CO., Lansing, M ich .'

E s tab lish ed  In 1873

B est Bqnlppad 
F irm  In th a  S ta te

S team  and W ater H eatin g  
Iron Pipe

F ittin g s  and B rass Goods 
E lectrical and G as F ix tu res  

G alvanized  Iron W ork

The W eatherly Co.
18 P e a rl S t .  G rand  R ap id s, M ich.

CLARK-WEAVER CO.
W HOLESALE HARDWARE

GRAND RAPIDS, MICHIGAN 
We ALWAYS Ship Goods Same Day Order is Received

Foster, Stevens & Co.
W holesale Hardware

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

Grand Rapids, Mich.
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ucts, naturally  it is hard to  arouse 
much enthusiasm .

But m odern day developm ents 
have opened the opportunity  for 
profitable business and the sale of 
high quality prepared paints and 
varnishes is well w orth while push
ing vigorously. Instead of giving 
your custom ers lead and oil at little 
or no profit, it is easy to sell p re 
pared goods at a satisfactory m ar
gin, and the m erchant who appreci
ates the p resent situation is pushing 
his paint departm ent vigorously and 
profitably.

In  taking on the selling of pre
pared house paints, do not make the 
mistake of retailing at too close 
m argin. T he agency plan on which 
the leading brands of paint are dis 
tributed  allows you complete contro 
in your own town.

T he aggressive national and local 
advertising carried on by the leading 
m anufacturers is creating a demand 
for the goods. If you are careful to 
select the agency for a high quality 
product, which has been well adver
tised, you can ask a retail price which 
will allow you a fair m argin, and by 
utilizing the m any helps the m anu
facturer is prepared to give to his 
agents, you can afford to push your 
pain t departm ent vigorously, and 
w ork up a decidedly profitable busi 
ness.

W hile the fall m onths offer an 
opportunity  for steady sales in the 
pain t departm ent, the spring still is 
the tim e for the g reatest volume of 
business. I t  is high time for every 
hardw arem an handling pain t to be
stir  himself and lay his plans for 
getting  spring pain t trade.

T he first th ing to do is to make a 
careful inventory of stock and assure 
yourself tha t you are in a position 
to  take care of the probable custom er 
Fill up the gaps; only a gallon or 
two of a particular color often means 
a lost sale during painting season, 
for the householder w ants pain t at 
once, if he w ants it at all, and after 
he has set his mind on a certain colot 
it is hard to  switch him.

There has been some hesitancy on 
the part of some m erchants to stock 
up as usual, on account of advance in 
prices. T here was a feeling in some 
quarters tha t there m ight be some re
duction in the spring months, but this 
idea is erroneous. There is no im m e
diate change in sight. The high 
price of linseed oil is responsible for 
the p resent advances, and the only 
th ing tha t can relieve the situation in 
any degree is a bum per crop of flax 
seed in the fall of 1911, so all spring 
business will have to be taken care 
of on the p resent basis.

So get your stock in shape, sort 
it and tidy it up, and let it have a 
place in your store where it will a t
trac t notice. Put the color cards in 
a handy place and put up the a ttrac 
tive display hangers and showcards 
alw ays furnished by the m anufac
turer.

Ju s t in advance of the time pa in t
ing usually s ta rts  in your town fill 
your window w ith an attractive dis
play of paints and varnishes, and 
change the display every week for the

next month o r six weeks, or if you 
prefer not to run a paint window 
steadily, a lternate it every week 
with an attractive display of the 
hardw are lines tha t are seasonable. 
A ttractive window displays are one 
of the best advertising mediums the 
retail m erchant can use, but how 
often it is neglected. Usually the 
paint m anufacturer is glad to furnish 
special material for window display 
work. Use all he can give you and I 
then clam or for more.

Make a canvass of your town for 
possible sales of paint fo r house jobs j 
You know pre tty  well those who can 
afford to buy paint, so if their homes 
and property  look as if they needed 
paint talk it over with them per
sonally, and at the same time send 
in their names to your m anufacturer 
and ask him to send special letters, 
showing the economy of keeping 
building properly painted and refer
ring to you as the local agent. Even 
if you do not undertake the persona? 
interview, be sure to send the names 
to the m anufacturer.

If you are a new spaper advertiser 
give some of your space to paint ad
vertising. If you feel equal to p re
paring your own copy, well and 
good; but, if not, use some of the 
ready made paint advertisem ents us
ually furnished by the m anufacturer 
in electrotype form or ask the man 
ufacturer’s advertising departm ent to 
give you special copy. - 
mand and reputation for the adver
tised products, but a large measure 
of its effectiveness is lost unless the 
local dealer handling the goods lets 
his townspeople know’ tha t the adver
tised line is available at his store 
N eglect to  locally advertise the na 
tionally advertised brands that yon 
control for your locality results in 
loss of much business to yon as well 
as the m anufacturer.—L. R. Greene in 
Iron Age-Hardware.

Spring Trade Hints.
D idn’t the court house o r school 

house jan ito r ask for a lawn mower 
twice the size of anything you had 
n stock last year? Feel him out and 

see if he still w ants a 20 or 24 inch 
cutting  machine. Jan ito rs are easily 
influenced, and county comm issioners 
or m em bers of the school board are 
also subject to  the wiles of sales
manship. Show samples of garden 
hose and talk it every day from now 
until the season when lawn and flow
ers call fo r water.

More than one man will screen in 
his porch next season if you start 
schooling him to-day, and your neigh
bor’s chickens won t scratch up your 
pansy bed if you talk poultry netting  
to  him to-day. W ait until your gar
den is coming up and his wife has 
seen you shy a brick at one of his 
pullets, and the subject will be dan 
gerous.

Get a bright shiny sample of the 
rake, hoe and spade you expect to 
¡ell this spring and tackle advance 

orders. Some of the results will be 
surprising.

The m erchant w ho educates a com
m unity to  the cash system of buying 
is a most successful “tru st buster.”

Display on Outside
Stock on Inside

This fixture uses every inch of 
space it occupies. You can display 
on the outside any line of goods yoa 
handle and carry the stock on the 
shelves on the inside of the cabinet.

We build nearly 100 styles of 
fixtures. They represent the most 
practical ideas ever devised.

Write for our 1011 catalog.

The Gier fef Dail M f g . Co.
211 G rand St. Lansing M id i.

AN ODE TO THE IXL WINDMILL
T he old oaken bucket; its d 

T o  cherish its memorv ia 
F or now in its place, tower 

Stands tha t glittering wi 
Never out of repair, aiwavs 

T he agents, though eloo 
Of the pleasure and nrnrir

L, j To be had fr 
well*■n T hat beautifu l v
th a t best >i

HI For Prices a# IIS 1 Wiaettniils. T a w m  an d  Twaim, 
write B»

THE PHELPS It BIGELOW WPMU. c t, Icfc

“Just as 
Handy f f

MSgftfy ffOmt Flare m Damp rfie Paper

iSefcI indf 3<ko ^ r  'Mi z¿1 1  HLin.ctr 
Press is such a simple or xposiiiiim.

Being made o f hard maoie. 
and varnished and mafeed a 
PeaTitit ni finish,, is loons gsnod 
enough to set right in your df- 
fiee—if you have the mom.

A Safe Place to Keep Waste Paper
Every evening when you sweep our. ¿nsr du.mT> ail rhe 

paper into the Handy Press and dose the heavy m g r if 
flap. Jio possible chance of fire.

When it is filled, take the lever and seneeze .r hvwn_
then fill again. A boy can operate it.

Before you realize it. you’ll have a complete i&ie v.rne- 
thing worth in cash from

$8.00 to $25.00 Per Ton
You wouldn't think of burning shat ntrx msmf— 

what's the difference when you sum waste paper *
Buy a Handy Press—sent av 39? days' Fwgg Tcsal. "inr* teH 

you where and how to sell the oaoer It's

THE HANDY PRESS CO.
S i-J M  So. lO N fA  ST .  C K A S D  K l f R A  N C H
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Spring Windows Should Be Clean,
Fresh and Springlike.

1-reshness and cleverness are desira
ble qualities in window display for the 
spring season. The trim m er should 
give his windows as much, if not 
more, attention than at any other 
time of the year. Now the general 
public is in a mood to buy and is on 
the outlook for new ideas tha t are 
fresh and correct. Let the back
ground and surroundings suggest the 
season and enhance the beauty of the 
goods displayed.

The secret of well dressed April 
windows, in a nutshell, is this: Keep 
them clean, fresh and springlike in 
appearance, showing few goods, but 
showing them well: in fact, the en
tire store should be in harm ony with 
the idea and present an air of new 
ness.

E aster is par excellence the season 
of sunshine and flowers, and an abun
dance of flowers will naturally be the 
chief factor in any seasonable trim. 
Among the m any other things em
blematic of E aster are eggs, chick 
ens, doves and rabbits, and all or any 
combination of them may be w ork
ed to good purpose. E aster woul 1 
not be E aster w ithout eggs, and, for
tunately for the window trim m er, the 
egg can be used to good advantage 
in his work. Mammoth eggs may be 
constructed and decorated in a hun
dred different ways.

There is no time of the year when 
it is so essentially necessary to bend 
every effort toward making a good 
impression on the public mind. The 
entire season’s business depends to 
a great extent on the opening e f 
fort. and aside from the business 
t>> be derived from the goods well 
displayed, the general good which al
ways comes from increased prestige 
is one w orthy of consideration and 
extra effort. The m ost scrupulous 
cleanliness should be noticeable in 
the goods, glass, the fixtures and dec
orations. Not only should the w in
dows present an appearance in h a r
mony with the store front, but the 
interior decorations should lend zest 
to the opening of the spring and 
summer season.

Spring Price Card.
The willow tree in early spring 

with its fluffy “pussy willows” offers 
material tha t makes an excellent o r
nament for the spring price-card. By 
cutting out a small piece from the 
willow twig in the shape of the le t
ter V and bending it shut you form 
a mitred right angle which can be 
glued down on the card so tha t its 
side is on the left corner of the card

and the long end runs across the top 
to  within one-quarter of an inch from 
the end. The card should be of any 
light tint, which makes it more a t
tractive than a white or dark shade. 
The le ttering  is put on first, because 
sometimes a card is spoiled when 
w riting it and the o ther work would 
be useless.

Embossed pictures of “bunnies” 
can be bought in m ost book or sta
tionery stores and surely in depart
m ent stores. N early all a rt stores 
sell im itation moss, which is put up 
in small bales about 4x6 inches in 
size and sells from 15 to 25 cents a 
bale. F irst glue down your little i 
“bunny” by touching the back of it 
in a few  spots w ith little dabs of 
glue, then put a thick dab of glue 
directly next to the front of your 
rabbit down at the bottom  and run 

I one line of glue across the entire 
bottom  of the picture projecting 
about one-fourth inch in the back. 
Place one candy egg on the glue, dab 
and fasten some moss along the glue 
line. In this m anner the rabbit 
seems to be sitting in the grass and 
the egg nestling in the moss. The 
size of the egg m ust be regulated ac
cording to  the height of the picture. 
The egg should be small.

A five inch high by three and sev
en-eighths inch wide card should 
have an egg-shaped oval marked on 
>t and the pattern  cut out and used 
by outlining all the others from the 
same pattern. T his insures uniform 
ity of design and size. This card as 
a price ticket can be used in various 
ways. In  simplest form it is merely 
lettered and pinned on the garm ent. 
A nother method is to mix thin color, 
the same as the card color but just 
two shades darker. Use a wide, flat 
brush or an air brush for shading. 
This gives the egg a solid rounded 
appearance. On this background put 
yovr lettering shaded either with 
white or gold.

By gluing on the center of the 
back of each a very small loop of 
baby ribbon you add to  the attrac- 
iveness, besides having a handy 

method for fastening the card.
A nother showy card is made by 

gluing a small embossed rabbit pic
ture on the wide end of the egg; you 
can add some moss or candy eggs if 
you desire them and le tter your price 
to the right of this. In  such instanc
es the egg is placed on the garm ent 
in a horizontal position. The le tter
ing, of course, is also horizontal.

Flow ers of every description, 
w hether of paper, plain or embossed, 
or artificial, are highly decorative 
with such tickets and invariably a t-1

GRAND RAPIDS 
FIRE INSURANCE AGENCY

THE McBAIN AGENCY

d r u d  Rapid«, M ich. T he L ead ing  A gency

The Clover Leaf Sells

O ffice 424 H ousem an  BIk.
If  you wish to locate in Grand Rapids write 

us before you come.
We can sell you property of all kinds.
W rite for an investm ent blank.

TRAPE YOUR DELAYED 
i n f l t l L  FREIGHT Easily 

and Quickly. We can tell you 
how BARLOW BROS.,

Grand Rapids, Mich

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 D istance  T elephones: 
C itizen s  4367 Bell M ain 424 

Ground F loo r O ttaw a  S t r e e t  E n tran ce

Michigaa Trust Building 
Grand Rapids

Kent State Bank
Main Office Ponntain St. 

Facing Monroe

Capital

Surplus and Profits
$500,000

225.000
Deposits

6 M illion D ollars
h e n r y  i d e m a  
J . A. COVODE 
J . A. S. VERDIER

P res id en t 
V ice P res id en t 

- C ashier

3fc%
Paid on Certificates

You can  tra n s a c t your banking business 
w ith  ns easily  by mail. W rite  us abou t 
i t  If in te re s ted .

Grand Rapids 
National City 

Bank
Capital $1,000,000

Surplus and 
Undivided Profits 

$350,000

Solicits Your Business
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r Z- tme:____•
r  OLD ^
NATIONAL

k__BANK j
I .  N 2  1 c a n a l  s t r e e t  1

Surplus
$500,000

Our S a v in g s  C ertificates
Are better than Government Bonds, because they are just as safe and aivevou 

a larger interest return. 3^  % if left one year.

Tax Exempt Bonds
$ 9,900 Maple Rapids, Mich. Schools 4 ^  s, 1913-21

4.000 Munising, Mich. Sewer 5’s, 1920-25
2.000 St. Charles, Mich. Electric Lgt. 4 ->4’s, 1921-22 

15,000 Hart, Mich. Schools 5’s, 1912-26
DETAILS UPON APPLICATION

E. B. CAD WELL & COMPANY
BOND DEPARTM ENT

Penobscot Bldg. Detroit, Mich.
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tract attention to the prices written CITY M APS IN  1872.
thereon. _____

M any glue the decorated egg card 1 John F. Tinkham and Bird Waters j 
onto  oblong, contrasting  color or j Rivals,
white cards and glue the ribbon on j Written for the Tradesman.
the latter, using violets, daisies or -Tohn F - Tinkham  was one of the [
o ther flowers where the ribbon is [p ioneer civil engineers of Grand J
fastened. i Rapids. He was com petent in the j

-  ♦  m m practice of his profession and his
The W indows of a Small Store.

The window displays of the suc
cessful small retailer show his in
dividuality in a m arked degree. Even 
in the m ost crowded business district 
this personality stands out distinctly 
from  the surrounding windows. The 
small retailer's window seems to say : 
“Tim e now; you can not get better 
goods at the price anyw here.” His 
trim s are changed often and there is 
always som ething distinctive, either 
in the style of the trim  or in the 
price cards. He pays particular a t
tention to his windows, as he knows 
it is one of his best form s of ad- 
vertisng. The same characteristics 
are to be seen in the store. Every
thing is prom inently yet neatly  dis
played, with price cards or tags on 
every group of articles. There is no 
need for the clerks to  ask each other: 
"H ow  much does this or tha t sell 
for?” because it is plainly marked on 
the tag. I t is one price to all, one 
for Mr. Brown, and the same for 
Mrs. Jones. The one-price system 
m arks the successful small retailer. 
He has a set time for delivery in cer
tain districts, and these tim es are 
strictly  adhered to. The progressive 
small retailer has a system  for receiv
ing goods and storing  them  which 
enables him to tell at a glance how 
his stock stands. He weighs, m eas
ures or counts the stock when receiv
ed. H is accounts .are kept in such a 
m anner tha t he can tell at once how 
his custom ers stand with him, and 
how he stands with his creditors. He 
does not allow his accounts to ex
tend beyond the time stipulated and 
he takes advantage of all discounts.

Fancy Hosiery Displays.
An occasional w ell-arranged win

dow display will prove an incentive 
and help increase sales, especially if 
seasonably placed. One of the p re t
tiest displays is a carefully planned 
window of fancy hosiery. People love 
fancy hosiery about as well as any
thing made in the fancy lines, and 
often the m ost m odest dresser, in 
every respect but his hosiery, if he 
sees som ething that is new and ap
pealing to the eye will spend his 
money to secure and possess, w ith
out fu rther thought of a p p ro p r ia te - 
ness. E ntire displays have som e
times sold out in a single day in the 
sum mertim e, especially if the day 
happened to be a good ho t Saturday.

There are many good fixtures now 
on the m arket for displaying knit 
goods and hosiery, but the best kind 
for general use are the nickel T ’s 
and adjustable rods, with a few well
shaped foot-form s for displaying fine 
hosiery. W ith these any trim m er 
with any originality at all can make 
a neat and attractive display.

I t  is be tter to  put your whole soul 
into w hat you are doing than to  put 
your foot in it.

services were always demanded !■> 
railroad corporations and individuals 
engaged in large enterprises. He wa- ! 
a courteous and popular gentlem an, j 
addicted, however, to  the "dry 
smoke ’ habit. The cigar which he j 
carried in his mouth at all times (ex 
cepting presum ably while he slept > j 
was never lighted. D uring his very 
rare leisure m om ents Mr. Tinkham 
worked upon a map of the city, which 
he prom ised his friends would be the 
most accurate ever published. He 
would not copy any part of the old 
maps, but would base his draught up
on actual surveys made by himself. 
Seven years after he made the initial 
draw ing of this wonderful map, a j 
man named W aters, of the firm of 
Bird & W aters, publishers, of Phila
delphia, called upon Mr. T inkham  
and presented an offer to  publish the | 
map provided it should be finished 
within a specified time. Mr. Tink 
ham could give no assurance as to 
the date when the map, which was 
much needed by both public officials 
and private individuals, at that tinje. 
would be ready for the lithographer, 
and refused to  enter into a contract 
to deliver the draft at any stated 
time. Mr. W aters recognized the 
readiness of the business community 
to purchase a new map of the city 
and im m ediately proceeded to  engage 
A. C. Sekell, at tha t time an assistant I 
engineer in the employ of the city, to 
draw  a map, giving to the work such 
a part of his time as would not be 
required by his superior. Mr. Se
kell procured a draughting table and 
the necessary m aterials for drawing 
the map, and worked upon the same 
in his home on College avenue as his | 
time would permit. H is scale was 
much larger than tha t of Mr. T ink 
ham, and in addition to  the usual in- | 
form ation supplied by map publish- 
ers he indicated by black squares, 
either, small, medium or large, the 
location of every building then ex
isting in the city. This feature was 
a decided innovation in the drawing 
of maps tha t was greatly  appreciat- j 
ed, especially by ow ners of and deal- J 
ers in real estate. By consulting it 
one could learn at a glance w hether 
a lot or p lat of ground had beer, 
built upon or was vacant.

W hen the Sekell m ap neared com | 
pletion Mr. W aters returned to Grand 
Rapids and made a canvass of the 
business people for subscriptions. J 
These were freely tendered and 
am ong the m ost liberal patrons of th.; 
work was the city of Grand Rapids. 
T he maps sold for $10 each. The 
lithographers put the job through 
their presses quickly and before Mr. 
Tinkham , who had been aroused to 
action by the appearance of Mr. W at- j 
ers in the field as a canvasser for I 
subscriptions, could furnish his work J 
the Sekell map had been delivered j 
and paid for. Mr. Tinkham complet-1

0

ed and published his map within a 
year thereafter, but there was no de
m and for it. Several m eTchsnt s, 
however, purchased quantities or the 
m aps at bargain prices and used the 
same to r advertising purposes. H ad 
he been satisfied to  enrrn-f th- 
draughting of his map to  others he 
might have had the m arket to  him
self. Mr. Tinkham  was a verv • u-

“Crackerjack” 
Sm all W ares 
Case No. 30

Dimension- ¿a caches high 
inches wide. Fitted: with: 5 rows 
of drawers usually 5 riches deep- 
and from inches 8a  inches 

long. You can display to  the best advantage ail sorts of ntidings. If the 
customer wants to *ee an article, the tray is readily pulled out without iis- 
turbing any of the other trays and placed on top or show case, which makes 
an effective presentation of goods and they are protected from daw

We have other styles of cases, strong and sightly. The ow prices -hey 
are sold at would surprise you. W rite for catalog T

Grand Rapids Show Case Co,
Grand Rapids, M ich.

T h e  L argest M anufacturers o f Score F ix tu res m  rfte World;

Klingman’s Sample Furniture Co.
The Largest Exclusive Retailers e l 

Forniture in America

W here quality is first consideration and where yo® 
get the best for the price usually charged for the 
i nferiors eisew here.

D on’t hesirate to  write as. You will get ust as 
fair treatm ent as though you were here persona*ly.

Corner Ionia. Founts; n m nd Drwiasnn Sta.
O pposite N orton Mouse Q ram d  N a p ito , flir ti

We Manufacture

Public Seating
Exctustrefy

Churches We furnish chur< 
building to  ham

schem e—from the most elaborate carves 
modest seating of a chapel.

Schools I he tact tha t we hi 
I  and district schools 

for the merits of our school furniture 
materials used and moderate prices.

rurmshed » .arge u  
osghout the emmrr 
.xeefieaee a t iestgrt

Lodge Halls
quirements and how to meet them  Marry styles 1 
including the more inexpensive portable chairs. ■* 
luxurious upholstered opera chairs.

W rite Dept. Y .

searasg.. 
5#e m  ne

rir and 
assenti

Hmerican ¿»eating Comp
215 W a h n h  Awe. f f  J i f r f  C H IC A G O . N X .

GRAND »APIDS NSW TORS SORT ON r—  a m i  ysy«
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Chicago Road Men Plan Large Club 
of Their Own.

It is estim ated more than 30,000 
salesmen travel out of Chicago and 
a movement is on foot to organize a 
distinctively Chicago association. A 
tem porary organization has already 
been effected, and the perm anent o r
ganization will follow. H. A. M or
gan, of F. Siegel & Bros., who is one 
of the leaders in the movement, says 
the idea originated at the Garment 
A ssociation’s banquet last Septem 
ber. Some of the m anufacturers 
think that Chicago ought to utilize 
the energy, vim and sagacity of the 
traveling men for three objects: First, 
to prom ote the interests of Chicago 
firms through the co-operation of the 
commercial traveler: second, to cre
ate a more widespread knowledge of 
the benefits and advantages of Chi
cago as a m arket for all classes of 
merchandise, and, third, eventually to 
establish a common meeting place, 
possibly a club room, where mem
bers of the Association when not on 
the road could spend a social hour 
and exchange experiences.

The idea is to  make the traveling 
men boosters of the city out of which 
they travel. The object is a w orthy 
one and every town where traveling 
men have their homes and headquar- i 
ters could well have similar organi- ! 
zations. This would inspire a great j 
er loyalty to  the home town, and in- 
vite more cordial co-operation. The j 
travelers do not lack in loyalty, and | 
it is known tha t they do co-operate, 
but it is always possible to intensify 
the action._ ̂̂_

How the Traveler Can Help.
At the Colorado H ardw are convert 

tion one of the questions that came | 
out of the question box w as: “How 
can a traveling man be of more bene
fit to  retail dealers?” The response by j 
Mr. Linder w as: “T hat is a pretty  j 
tough subject and there is a long 
list of things to be mentioned. The j 
first one tha t comes to mind is, ‘Tell 
them the tru th .’ I can look back and 
think of a great many things where 
by the traveling men have been of 
great benefit to me. I rem em ber my 
early, experience in business and re- j 
m em ber some of those sterling men j 
who traveled in this territory . W hen ! 
any traveler came in with som ething 
new I used to say, ‘I will put in a lot 
of that stuff—they will sell like hot 
cakes.’ But they would say, ’Perhaps 
you had better buy light—a quarter of 
a dozen until you see how they go.’ 
You always found the traveling man 
was right. So if you pick out your 
traveling man and give him your 
confidence and ask his advice, a n d ,

he will give you the right kind of 
advice, he can be of benefit to you, 
by not selling you the kind of goods 
you can not sell. I have found they 
do not try  to  load me up and take 
good care of me. I think the deal
ers will get considerable benefit from 
traveling men if we treat them in the 
right way. I a ttribute the little suc
cess I have to the advice I have re
ceived from the traveling men.”

Know W hen To Quit Talking.
Some years ago in H artford  we all 

went to church one hot sw eltering 
| night to hear the annual report of 
I Mr. Hawley, a city missionary^, who 
¡went around finding people who 
j needed help and did not want to ask 
j for it. He told of the life in cellars 
where poverty resided: he gave in- 

I stances of heroism and devotion of 
the poor. “W hen a man with mil 

| lions gives,” he said, “we make a 
great deal of noise. It is a noise in 

: the wrong place, for it is the widow's 
| mite tha t counts.” W ell, Hawley 
j worked me up to a great pitch. I 
| could hardly wait for him to get 
through. I had $400 in my pocket. T 

| wanted to give tha t and borrow  more 
I to give. You could see greenbacks 
j in every eye. But instead of passing 
! the plate then, he kept on talking 
and talking and talking, and as he 
talked it grew  ho tter and ho tter and 
hotter, and we grew sleepier and 
sleepier and still sleepier. My en- 
thusia sm w ent down, down, down. I 
down—one hundred dollars at a clip 
—until finally, when the plate did 
come around, I stole ten cents out 
of it. I t  all goes to show how a 
little thing like this can lead to 
crime. M ark Twain.

Get Off the W orry Train.
If you are on the Gloomy line,

Get a transfer.
If you’re inclined to fre t and pine, 

Get a transfer.
Get off the track of Doubt and 

Gloom,
Get a transfer.

If you are on the W orry  train,
Get a transfer.

You m ust not stay there and com 
plain,

Get a transfer.
T he Cheerful cars are passing! 

through
And there is lots of room for you,

Get a transfer.
If you afe on the Grouchy track,
Just take a happy Special back,

Get a transfer.
Jum p on the train  and pull the rope 
T hat lands you at the station, Hope, 

Get a transfer.
—American Grocer.

G. J. Johnson Cigar Co.
S. C. W. El Portana 

Evening Press Exemplar
These Be Our Leaders

The Breslin
Absolutely Fireproof

Broadway, Corner of 29th Street

Most conven ien t h o te l to  all Subw ays 
and D epots. Rooms $1.50 p e r day  and 
upw ards w ith  use o f baths. Rooms 
$2.50 p e r day  and upw ards w ith  p riv a te  
ba th . B est R es tau ran t in N ew  Y ork j 
C ity w ith Club B reak fas t and th e  world 
fam ous

“ CAFE EL Y SEE”

NEW YORK

A Question in 
Addition and 
Multiplication

Add one big airy room to cour
teous service, then multiply by 
three excellent meals, and the 
answer is

Hotel Livingston
Grand Rapids

--------------------------------------------------1 j

Hotel Cody
Grand Rapids, Mich.

A. B. GARDNER, Mgr..

M any im provem ents have been  m ade 
in this popu lar h o te l. H o t and oold 
w a te r  have b een  p u t In a ll th e  rooms.

T w en ty  new  room s have  b een  added 
m any w ith p riv a te  ba th .

T he lobby has b een  en la rged  and 
beautified, and  th e  dining room  m oved 
to  th e  ground floor.

T he ra te s  rem ain  th e  sam e—$2.00 
$2.50 and $3.00. A m erioan plan.

All m eals 50c.

Sawyer’s I 60 Year« 
.the People'» 

Choice.

CRYSTAL 
Sm  tint Top Blue.

For the
Laundry.

DOUBLE
STRENGTH.

Sold in 
Sifting Top 

Boxes.
Sawyer’s Crys

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

I t  goes tw ice  
as ta r  a s  o ther  
B lu es,

Sawyer Crystal Mue Co.
3$ Brem st S treet,

BOSTON • • MASS.

FOOTE & JE N K S’ COLEHAN’S ( B R A N D )
Terpeneless High Class

Lemon and Vanilla
W rite  fo r ou r “ P r .  mot toe O ffer’ 

on g e ttin g  Colem ea’s E x tra c ts  from
th a t  com bats  F a c to ry  to  F am ily” schem es, 

your jobbing g roce r, o r  mail o rd e r d ire c t to

FOOTE & JENKS, Jackson, Mich.

Insist

SUNBEAM
GOODS

Best Quality and 
Up-to-date line of

Horse Clothing, Harness, Collars, Rubber Goods, 
Cravenettes, Double Texture Coats, Fur 

Coats. Hammocks, Trunks, Suit 
Cases, Saddlery Hardware.

W e are also jobbers of

Vehicles and Farm Implements

BROWN & SEHLER Co., Grand Rapids.
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A BILITY  T H E  M EASURE.
A troop of jubilee singers found 

them selves with an extra night on 
their hands, owing to some mistake or 
oversight in the m anagem ent. R ath
er than pass the time unoccupied they 
volunteered their services in a town 
near where the break occurred at 
only a trifle above expenses. Y et the 
program m e was as long, as varied 
and as carefully rendered as though 
they were receiving full value.

This is a good example for em ula
tion in any walk of life. I t is not 
that we are getting  cheap rates that 
entitle us to slip over a part of the 
work and leave it poorly done. The 
fact should be upperm ost in our 
minds that we are expected to do a 
certain piece of work. The better it is 
done the more will it reflect upon 
our credit. The concert singer gave 
his m ost artistic efforts even al
though little more than earning his 
board. He could not afford to lower 
his reputation by giving a cheap en
tertainm ent, although w orking for 
practically nothing. N or can we ex 
pect to lower our standard of work 
be the pay little or big. O ur best is 
none too good.

The less skilled touch weakens our 
ability just a trifle; our ear has lost 
a bit of its cunning; our voice re
sponds less easily to the attem pt at 
m odulation. We havc tried to short
en the allowance to another just a lit
tle lest we give more than we are 
paid for. and in reality we have cheat 
ed ourselves by curtailing our own 
ability.

Service of any sort is of a fluctuat
ing nature. I ts  elasticity depends up
on the kind of treatm ent we give it. 
The life of rubber is shortened by 
laying it away and not using it. The 
grain of wheat hoarded for years fin
ally becomes w orthless, but sown in 
good soil it increases ten or a hun 
dredfold. Not w hat we are paid for 
doing but w hat we can do should be 
the limit of our work if we expect 
to progress, and to command the re
spect of others.

T he Middleman.
D uring the convention of the State 

Retail Lum ber Dealers in this city 
reference was made to  the loud clam
or about the middleman and the cry 
for his annihilation. From  wholesaler 
or producer to  consum er is a popu
lar slogan heard th roughout the land, 
and it has also been heard that the 
middleman was the cause of the high 
cost of living. T he delegates to  the 
Lum ber D ealers' convention took ex
ception to these cries and undertook 
to  show that the middleman is a ne
cessity; A very good line of argu
m ent was throw n up and every a t
tendant of the convention was of the 
opinion tha t the middleman has a 
proper and rightful place in the chan
nels of trade.

The petition taken by the dealers 
represented here was tha t every city 
and town needs its middleman or re 
tail dealer. Custom has made him a 
part and parcel of the comm unity, so 
tha t he is indispensible. Cut out the 
middlemen, said the convention, and 
v/hat would become of the tow ns and

cities? W hat would happen if the 
retail dealers of this city were fo rc
ed out of business by people buying 
direct from  the w holesaler o r the pro
ducer? W hat would become of the 
business blocks and stores? W ho 
would contribute to every public en
terprise, to the schools and churches, 
to  charity? Elim inate the retailer and 
the public would be discommoded be
yond measure. T o  use him merely as 
a convenience is w rong, m orally and 
otherwise, because he could not ex-

| dealers, w hether he be in the 
her, coal, g rocery  o r o th e r bus 
Farm ers, who are "

Part Horan CT. C. T.

g e  pa.

[ mail order houses, according to  the 
delegates, are moved by alluring caf- 

| aiogues to  make purchases of goods 
n e t actually desired o r needed. The 
farm er who m arkets his products in 
a city should contribute to  building 

| up tha t m arket by buying his necessi
ties in tha t city, ra ther than to send 

! away to  some distant city which has 
| no in terests akin to  those of the farm-

Traveling Man For State Office

B attle Creek

John A. W eston

John A. W eston, of Lan si 
V\ orks, has been nominated o 
mem ber of the State Board < 
m em ber of the U. C. T. and 
is also a Mason of high degi 
sistory and Shrine. He is the 
State tickets: in fact, it is n r  
has before been nom inated foi 
born and raised on a farm and 
farm affairs, and has taken a : 
farm education. As a m em ber 
if elected, he will have a voie« 
cultural College at Lansing. T  
ing with it no o ther compensai

ist, could not maintain a stock or do 
business, it his trade were limited to 
the odds and ends which the consum
er did not happen to  have on hand. 
Ask a mail order house to  contribute 
to  some local charity  and notice the 
response. Nothing.

T he middleman—the retailer—needs 
and should receive the patronage of 
his home town. There should be loy- ! 
ally  enough in the breasts of all right 
thinking people to  confine their pur
chases insofar as possible, to  home

Esggs fb u fe y , BSsasts an 
Saeses M gbtffa&Sj
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M ichigan B oard  of P h a rm a c y . 
P re s id e n t—W m . A. D ohanv . D e tro it. 
S e c re ta ry —E d. J .  R odgers. P o r t  H u ro n . 
T r e a s u re r—Jo h n  J .  C am pbell. P igeon. 
O th e r  M em bers—W ill E  C ollins, Ow os- 

so: Jo h n  D. M uir, G ran d  R apids.
N ex t M ee tin g —G ran d  R ap ids. N ov. 13 

16 a n d  17.

M ich igan  R eta il D ru g g is ts ’ A ssoc ia tion . 
P re s id e n t—C. A. R ugbee. T ra v e rs e  C ity  
F ir s t  V ic e -P re s id en t—F red  B ru n d ag ei 

M uskegon.
Second V ic e -P re s id en t—C. H  Jo n g e jan - 

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

C ity .
l d J re a s il re r—H e n ry  R iechel. G ran d  R ap -

E x e c u tiv e  C o m m itte e—W . C K irc h -  
g e ssn e r. G ran d  R ap id s; R. A A bbott 
M uskegon ; D. D. A lton . F rem o n t-  S T 
Collins. H a r t ;  Geo. L. D av is, H am ilto n .

M ichigan S ta te  P h a rm a c e u tic a l A sso c ia 
tio n .

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

R ead ing .
Second V ic e -P re s id en t—W . A. IIv slop  

B oyne C ity.
S e c re ta ry —M. H . G oodale. B a t t le  C reek . 
T r e a s u re r—W illis  D eisen ring . P o n tia c  
N ex t M e e tin g —B a ttle  C reek

G rand  R ap ids D rug  Club 
P re s id e n t—W m . C. K irc h g e ssn e r  
V ic e -P re s id en t—O. A. F anekbone 'r 
S e c re ta ry —W m . H . T ih h s  
T re a s u re r—R olland  C lark .
E x ecu tiv e  C o m m ittee—W m . O nig ley  

irm a n : H e n ry  R iechel. T h e ro u  F o rbes .

Markings Inks and How To Mage 
Them.

There are several good marking 
inks on the market, most of them 
attractively put up. and some of them 
are advertised in the magazines. This 
is an article the druggist can make 
for himself w ithout much trouble 
The norm al demand for such ink is 
not wide, hut the margin of profit 
can he made alm ost as large as may 
be desired, and special sales might 
he arranged to stim ulate the move
ment. H ere arc some good formulas 
for marking ink. recommended hv the 
Meyer Brothers, druggists:

Black M arking Tnks.
1.

Borax ....................................  go parts
Shellac ..................................  ISO parts
Boiling w ater .......................1.000 parts
Lampblack, q. s.

Dissolve the borax in the w ater 
add the shell ac to  the solution and 
stir until dissolved. Rub up a little 
lampblack with sufficient of the liquid 
to form a paste, and add the rest or 
the solution a little at a time and 
with constant rubbing, Test, and if 
not black enough, repeat the opera
tion. To get the best effect—a pure 
jet-black—the lampblack should be 
purified and freed from the calcium 
phosphate always present in the com 
mercial article to the extent, fre
quently. of 85 to 87 per cent.. In- 
treating  with hydrochloric acid and 
washing with water.

O

An ink that nothing will bleach is 
made by mixing pyrogallic acid and 
sulphate of iron in equal parts. This 
is particularly useful for m arking la

bels on bottles containng acids. Yarn 
ish the label a lte r the ink is dry so 
that moisture will not affect it.

Colored m arking inks may be pre
pared as follows:

Eosine Red.
Eosine B ..................................... i  dr.
Solution of mercuric chloride .2 fl. dr.
Mucilage of acacia ...................2 fl. dr.
Alcohol ........................................4 fl. oz.
Oil of lavender ......................... l  drop
Distilled w ater .........................s fl. oz.

Dissolve the eosine in the solution 
and 2 ounces of w ater, add the mu
cilage, and mix, then the oil di>

j of the water until they are dissolved, 
and withdraw from the fire. When 
the solution has become cold, add the 
rest of the 25 av. oz. of water and 
the ultram arine. W hen it is to be 
used with the stencil, it m ust be made 
thicker than when it is to be applied 
with a m arking brush.

3.
In a suitable kettle mix well, stir 

ring constantly, 50 parts of liquid log
wood extract (80 per cent.) with 3 
parts of alcohol previously mingled 
with 1 part of hydrochloric acid, 
maintaining a tem perature of 68 deg. 
Fahrenheit. Dissolve 5 parts of po
tassium chrom ate in 15 parts of boil- 

w ater; to this add 10 parts of 
hydrochloric acid, and pour this mix
ture, after raising the tem perature to 
about 86 deg. Fahrenheit, very slow- 
y and with constant stirring  into the 

kettle. Then heat the whole to 185 
deg. Fahrenheit. This mass, which 
has now assumed the nature of an ex 
tract, is stirred a little longer, and 
next 15 parts of dextrin mixed with 
10 parts of fine w hite earth  (white 
bole) are added. The whole is well

Handsome interior of Edward L. M arcaux's drug store a t Muskegon. The store has recently 
moved from 93 to 103 Ottawa street and a new and up-to-date equipment, with modem soda foun
tain. was put in.

solved in the spirit, and finally j 
make up.

Orange.
Aniline orange . . . .  .................. 1 fl. dr.
Sugar .......................................... 2 dr.
Distilled w ater to make ........4 fl. oz.

Blue.
1.

Resorcin blue ........................... l  dr.
Distilled w ater .......................... 6 fl. dr.

Mix and agitate occasionally for 
two hours, then add:
Hot distilled w ater .. ............. 24 fl. oz.
Oxalic acid .......................... 10 gr. j
Sugar ......................................... y2 oz.

Shake well. This and other ani- 
line inks can be perfumed by rub
bing up a drop of a ttar of rose with 
the sugar before dissolving it in the 
ho t water.

2.
A solid blue ink, or m arking paste, 

to be used with a brush for stencil
ing, is made as follows:
Shellac .................................    2 av. oz.
Borax ......................................  2 av. oz.
W ater ......................................25 fl. oz
Gum arabic ..........................  2 av. oz.
U ltram arine, sufficient.

Boil the borax and shellac in some

stirred throughout. T ransfer the mas 
from the kettle into a crusher, where 
it is thoroughly worked through.

Pointers on Toilet Soaps.
“If there is a shipm ent of one line 

of goods more than any other tha t it 
is a pleasure to open and check off, 
it is toilet soaps, ’ says a w riter in 
the Bulletin of Pharmacy. “Before 
you have the cover of the first case 
off, you are greeted with a pleasing 
perfume that soon finds its way 
through the store, cellar or basement 
where you unpack freight shipments 
As you go farther in unpacking the 
goods, and open the original pack
ages of one dozen cakes, or four box 
es, you get the individual odors 
them selves—carnation, rose, violet or 
lilac, as the case may be. Then, too, 
the boxes and w rappers are very at 
tractive. M anufacturers spend con 
siderable time and money in g e t
ting up ‘fetching’ packages and odors 
But if the soaps are carelessly sto r
ed and handled they soon lose their 
selling qualities. You will find it a 
good plan to keep some of these 
soaps in their original packages, and

store them away in a cool, dry place 
free from light.

“Before opening a shipm ent of 
toilet soaps it is advisable to con
sider the best way of disposing of 
the g reater part of the shipm ent in 
the shortest time possible—that is, 
when the odors are good and the 
packages have not lost their a ttrac 
tiveness. This can be accomplished 
by preparing your trade a week or 
two in advance for a soap sale, or 
advertising for a soap week. But do 
not take out of the original packages 
more of the soaps than you feel rea
sonably sure you can sell during the 
sale, as the stock tha t is left over 
soon loses its attractiveness and col 
or. If  you are using a window for a 
soap display, do not keep the goods 
there longer than three days, and 
have the window as cool as possi 
ble and free from direct sunlight.

‘ I t is also a good plan, when dress
ing a showcase with toilet soaps, to 
avoid filling it up with all kinds of 
soaps. Make the principal part of 
the display with a very attractive 
10 or 15 cent line and open as few 
of the really expensive soaps as pos
sible. The la tter soon take up the 
cinnam on or clove odors from the 
cheaper soaps. Be sure, too, to keep 
the medicated products away from 
the others—particularly the ta r and 
carbolic soaps.

Did you ever take a num ber of 
rem nants of perfumes and mix them? 
As a rule the scheme is not a suc
cess, and so it is with soap perfum es— 
the soaps lose their individual odors 
if a showcase is filled with a big a s 
sortm ent. As there are quite a num 
ber of well-known and advertised 
soaps tha t you are called on to h an 
dle, it may he found advisable to con
fine your buying outside of these to 
a good stock of a small assortm ent, 
ra ther than to a small quantity  of a 
big assortm ent. A good quantity  of 
only one line, well displayed, is more 
salable than the same quantity  of an 
assorted line; it is m ore striking to 
the eye.

“Many druggists leave the big sale 
of 5 cent lines to the grocer. This is 
a mistake, for unless your trade is 
very high class, or unless you have 
a large prescription trade, you can 
buy and sell ju st as cheaply as the 
grocer, and you know m ore about 
the chem istry of soaps than he does 
You will be surprised at the turnover 
during a year of the 5 cent business 
if you go after it. Boarding houses 
and hotels are the big users of such 
soaps, and usually buy a six m onths' 
supply at one time. Much the same 
applies to toilet paper and fly pois
ons. Do not let the grocer have this 
business. W hen your turnover is 
large and you get quantity  prices it 
means more frequent buying and 
your stock is kept fresh.

“Take care of the 5 cent lines; 
keep them  wrell displayed and ticket
ed. The white-milled soaps, when un
wrapped, soon chip, lose luster and 
become unsalable. The cheaper, un
wrapped, transparen t glycerin soaps, 
on the o ther hand, collect dust very 
quickly. Keep them before your cus
tom ers, but keep them clean.”
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WHOLESALE DRUO PRICE CURRENT
A cidum

A ceticu m  .............
B enSoicum , G e r . .

6®
70® 75

B o rac ie  ______* .. @ 12
C arb o licu m  ......... 16® 20
C itric u m  ............... 45® 50
H y d ro c h lo r  .........
N itro c u m  .............

3®
8® 10

O xalieum  ............. 14® 15
P h o sp h o riu m , dii. ® 15
S alicy licum  ......... 44® 47
S u lp h u ricu m  . . . .  
T a n n ic u m  .............

1%@
75® 85

T a r ta r ic u m  ......... 38® 40

A m m onia
A qua , 18 deg . . . .  
A qua, 20 deg . . . .  
C a rb o n as  .............

4®
6®

13® 15
C h lo ridum  ........... 12® 14

A n ilin e
B lack  ..................... 2 00®2 25
B row n  ................... 80@1 00
R ed .......................... 45® 50
Yellow ................... 2 50@3 00

Q accae
C u b eb ae  ............... 70® 75
J u n ip e r s  ...............
X a n th o x y lu m  . . .  1

6®
00@1 10

S a lsam u m
C opaiba  ................. 60® 6b
P e ru  ........................2 00®2 30
T e ra b ln , C a ñ a d . . 70® 80
T o lu tan  ................. 40® 45

C o rtex
A bies, C a n a d ia n ..
C ass ia  e .................
C in ch o n a  F la v a

18
20
18

B u o n y m u s a t r o . .  
M y rica  C e r ife ra ..  
P ru n u s  V irg in i . .  
Q uiila ia , g r ’d. . . .  
S a s s a fra s ,  po 30 
U lm us ....................

E x tra c tu m  
G ly cy rrh iza , G la. 24@ 30
G ly cy rrh iza , po . .  28@ 3C
H a e m a to x  ........... 11@ 12
H a em a to x , I s  . . .  13@ 14
H a em a to x . . .  14<S 15
H a em a to x , % s . .  16® 17

F e rru
C a rb o n a te  P rec ip . IS
C itra te  a n d  Q u in a  2 00 
C itra te  Soluble . .  55
F e rro cy a n id u m  9  4(
So lu t. C h lo ride  . . . .  15
S u lp h a te , com 'l 2
S u lp h a te , com 'l, by

bbl., p e r  cw t. 70
S u lp h a te , p u re  . .

F lo ra

A n th e m is  .............
M a tr ic a r ia  ...........

Folia
B a ro sm a  ........... .. 1
C ass ia  A cutifo l, 

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

V4a a n d  % s . .  
IJva U rs i .............

G um m l 
A cacia , 1st pkd. 
A cac ia , 2nd pkd. 
A cac ia , 3rd pkd. 
A cac ia , s if te d  s ts .
A cac ia , po ...........
A loe, B a rb  ...........
A loe, C ap e  ...........
A ioe, 9 o co tri -----
A m m o n iac  ...........
A sa fo e tid a  ...........2
B enzo inum  ...........
C a tec h u , I s  .........
C a tec h u , % s . . . .  
C a tec h u , % s . . . .
C am p h o ra e  .........
E u p h o rb iu m  . . . .
G a lb an u m  ...........
G am boge  . .  p o . . l  
G au c iacu m  po 35
K i n o ......... po 45c
M astic  ....................
M y rrh  . . . .  po  50
O pium  .................  5
S h e llac  .................
S he llac , b leach ed  
T r a g a c a n th  .........

20® 25
50® 60
30® 35

7 5 # 2  00

15® 20
25® 30

18® 20
8® 10

® 65
® 45
@ 35
@ IS

45® 65
22® 25

@ 25
® 45

55® 60
00®2 20
50® 55

® 13
® 14
® 16

« 0 # <8
(0 4U
@1 00

25®1 35
® 35
® 45
® 75
® 45

50® 5 60
45® 55
60® 65
90® 1 00

H erb a
A b sin th iu m  . . . .  4 50@7 Of. 
E u p a to r iu m  oz pk  
L obelia  . . . . o z  pk  
M ajo riu m  . .o z  pk 
M en tra  P ip . oz pk 
M e n tra  V e r oz pk
R ue  ...........  oz pk
T a n a c e tu m  . . V . .
T h y m u s  V  oz pk

M agnesia
C alcined , P a t .  . . 55® 60
C a rb o rn a te , P a t . 18® 20
C arb o n a te , K -M . 18® 20
C a rb o n a te  ........... 18® 20

Oleum
A b sin th iu m  ___  7 50@8 00
A m y g d a lae  D ulc. 75® 85
A m ygdalae , A m a  8 00 8 25
A nisi .................... 1 90® 2 00
A u ra n tl  C o rte x  2 75®2 85
B erg am li ...........  5 50®5 60
C a jip u ti ................. 85® 90
O ary o p h illi .........1 40@1 50
C ed a r .................... 85® 90
C henopad ii ...........4 50®5 00
C in n a ih o n i ...........1 75 ®J 85
C onlum  M ae . . . . 80® 90
CTtron ells. ............. • 0 # 79

C o p a ib a  ............... l  75® 1 8
C u b eb ae  .............  4 00® 4 19
E rig e ro n  ............ , .2  35@2 50
E v e c h th ito s  . . . . .  1 00® 1 10
G a u lth e r ia  ............4 80®5 00
G eran iu m  . . . .  o t  75
G ossipp il Sem  g a l 70®
H e d eo m a  ..............2 50® 2 75
J u n ip e r a  ...............  40® 1 20
L a v e n d u la  ...........  90@3 60
L im o n s  .................. 1 15® 1 25
M en th a  P ip e r  . .2 75®3 00 
M en th a  V erid  . .3  80@4 00 
M o rrh u ae , ga l. . .2  00@2
M yrlc ia  ..................3 00@3
Olive ........................ 1 00®3 00
P ic is  L iq u id a  . . .  10® 12
P ic is  L iq u id a  gal. @
R ic in a  ...................  94® 1 00
R osae  oz...................8 00®8 50
R o sm arin i ......... ®1 00
S a b in a  .................... 90® 1 00
S a n ta l  ...................  ® 4 50
S a s s a fra s  .............  90 @1 00
S in ap is , ess . o z . . .  ®  65
S uccin i .................... 40® 45
T h y m e  .................... 40® 50
T h y m e, o p t............ @1 60
T h e o b ro m as  . . . .  15® 20
T ig lil ...................... 90® 1 00

P o ta s s iu m
B i-C a rb  ...............  15® 18
B ic h ro m a te  .........  13® 15
B ro m id e  ...............  30® 35
G arb  ........................ 12® 15
C m o ra te  ___  po. 12® 14
C y an id e  ...............  30® 40
Iodide .................  2 25@2 30
P o ta s sa , B i ta r t  p r  30® 32
P o ta s s  N itra s  o p t 7® 10
P o ta s s  N itr a s  . . . .  6® 8
P ru s s ia te  .............  23® 26

15®S u lp h a te  po -----
R adix

A con itum  .............
A lth a e  ....................
A n e h u sa  ...............
A ru m  po ...............
C a lam u s  ...............
G e n tia n a  po  1 5 .. 
G ly c h rrh iz a  pv  15 
H ellebore , A lba  . 
H y d ra s t is , C an a d a  
H y d ra s t is ,  C an . po
In u la , po  ...............
Ipecac , po  ...........2
Ir is  p lox ...............
la la p a , p r ................
M aran ta , V4a . . . .  
Podophy llum  po 
R hei . . . .
R hei, c u t 
R hei. pv,
S a n g u in a ri, po  18 ®
S cillae , po  45 . . .  20®
S e n e g a  .................  85®

252 0 ®
30®10®

@ 25 
20® 40
12®  1 
16® 18 
12® 15

® 3  00 
@2 60 

20®  2 
25® 2 3 
35® 4
70® 7

15® 18
75® 1 00 

. . .1  00® 1 25 

. . .  75® 1 00

S e rp e n ta r ia
Sm ilax , M ...............
Sm ilax , offi’s  H . .
S p ige lla  ................. 1
S y m p lo ca rp u s  . . .  
V a le r ian a  E n g  . .  
V a ler ian a , G er.
Z in g ib e r a  ...........
Z in g ib e r j  ...........

S em en  
A n isum  po  22 
A pium  (g ra v e l 's )
B ird , I s  ...............
C an n a b is  S a tiv a
C ard am o n  ...........
C aru i po 15 .........
Jhen o p o d iu m  . . .
lo r ia n d ru m  .........
Tydonium ............

D ip te rix  O d o ra te  3
F o en icu lu m  .........
F o en u g reek , po  .

bb l."  5%

50® 55 
®  25 
®  48

45® 1 50 
® 25

25 
20 
16 
28

®
15®
12®
25®

® 
13® 
4® 
7® 

70® 
12®  
25® 
12®  
75® 1
50® 4 00

@
7®6®
6®

75®
9®
5®
8®

J n i ,  g rd
.o b elia  ...............

P h a r la r i s  C an a 'n
a p a  ........................

S in a p is  A lba  . . . .
S in a p is  N ig ra  . . .

S p ir itu s  
F ru m e n ti  W . D. 2 00@2 50
F ru m e n ti  ...........  1 25® 1 5(
J u n ip e r s  Co........... 1 75®3 50
J u n ip e r s  Co O T  1 65® 2 00 
S a c ch a ru m  N  E  1 90®2 10 
S p t V ini G alli . .1  75®6 50
Vini A lba  .............. 1 25®2 00
Vini O p o rto  ___ 1 25®2 00

S ponges 
E x t r a  yellow  sh ee p s ' 

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

c a r r ia g e  ......... 3 00@3 50
G ra ss  s h e e p s ’ wool

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

c a r r ia g e  ...........  3 50®3 75
V elv e t e x t r a  s h ee p s ’ 

w ool c a r r ia g e  . .  ® 2 00
Y ellow  R eef, fo r

s la te  u se  .........  ®1 40
S y ru p s

A cac ia  .................... @ 50
A u ra n tl  C o rtex  ® 5C
F e r r i  lod .............  ® 50
Ip e c ac  .....................  ® 60
R hei A rom  ...........  ® 50
S m ilax  Offi's . . .  50® 60
8>enega .............  ® 50

Co.

Scilfae ...................
Sc illae  Co................
T o lu tan  ..................
P ru n u s  v lrg . . . . .
Z in g ib e r ...............

T in c tu re s
A loes ......................
A loes & M y r r h . .  
A n co n itu m  N a p 's F  
A n co n itu m  N a p ’sR
A rn ica  ....................
A sa fo e tid a  ...........
A tro p e  B elladon  n a  
A u ra n ti C o rtex  . .
R aro sm ft .............
B enzo in  ...............
B enzoin  Co............
C a n th a r id e s  . . . .
C ap sicu m  .............
C ard am o n  ...........
C ard am o n  Co. . .
C ass ia  A cu tifo l . .
C ass ia  A cu tifo l Co
C as to r  ....................
C a tech u  ...................
C in ch o n a  .................
C in ch o n a  
C o lum bia
C u b eb ae  ...............
D ig ita lis  ...............
E r g o t ......................
F e rr i  C h loridum
G e n tia n  .................
G e n tian  Co. . . . . .
G u iaca  ....................
G u iaca  am m o n  . .  
H y o scy am u s  . . . .
Iod ine  ....................
Iod ine , co lo rless
K ino  ........................
L obelia  ..................
M y rrh  ....................
N ux  V om ica . . . .
Opil .........................
Opil, c am p h o ra ted  
Opil, deodorized
Q u ass ia  .................
R h a ta n y  ...............
R hei ........................
S a n g u in a r ia  . . . .
S e rp e n ta r ia  .........
S tro m o n íu m  . . . .
T o lu tan  .................
V a lerian  ...............
V e ra tru m  V eride
Z in g ib e r ...............

M iscellaneous 
A e th e r , S p ts  N it 3f 30® 
A e th e r , S p ts  N it 4f 34® 
A lum en, g rd  po
A n n a tto  .............
A ntim on i.
A n tim on i 
A n tífe b rín
A n tip y rin  .............
A rg en ti N itra s  oz
A rsen icu m  .............
B alm  G ilead  b u d s  60® 
B ism u th  9  N  . . . 2  20®2 

®

50 
50 i

1 00 j
50 
50 j 
60 
5 0 1 
50 ! 
501 
50 j
50 I 
60 j 
50 
60 
50 i

50 
50 ! 
50 J 
50 j

1 50
1 00
2 OO 

50 j 
501 
50 
50! 
50 
60 
SO 
50 j 
SO 
80

# 1  3»! 
75# m 
65# 791 
3® .5 j

4 ®  I % j
7 5 #  851

40:

3 35®3 60
ú  m

2 5 #
5 #

[ L o p u lfn  . . . . ____
I L ycopodium  . . . .
M acis . . . . . . . . . . .
M agnesia, Sulph.
M ag n es ia . S u lph . &l 
M an n ia  Sr. F . . . .
Menthol.......... 4
M orph ia . S P & W  3 
M orph ia , SN Y Q  
M orph ia . M ai. .
M oschus C an to n  
M y rts tic a . N o. I 
N u x  V om ica p o  15
O s S ep ia  ...............
P ep s in  S aac , H  &

P  D  Co...........
P ic is  L iq  N  N  %

gal. doz ................
P ic is  L iq  q ts  . .
P ic is  L iq p in ts  . .
Pil H y d ra rg  p o  80 
P ip e r  A lba po 35 
P ip e r  N ig ra  po 22 
P ix  B u rg u m  . . . .  1 0 #  12
P lu m b i A eet . . . .  12® 15
P u lv is  Ip ’c u t  Opil 1 3 0 # 1  50 
P y re n th ru m , b x s . H  

& P  D  Co. doz 
P y re n th ru m , pv
Q u a ss ia s  ...........
Q u ina , N. Y...........
Q u in a , S. G er. . . .
Q u ina , 9  P  & W

12#
Sacch
S a ia c
Sangt

# 1  OO

# 2  00 
®I 40
1 ® 
®  3 0 1 
#  13

#
20#
3 #

1 7 #

po T

3®
40®
4®

40®
®
@
®

10®

20 
25 
62 
12] 
65 ! 
30 
9

® 10 i
# 12: 
®  90
#  201 
® 22 
® 15 ] 
® 4 251 

20® 25

C alcium  C hlor, I s  
S a lc ium  C hlor, 14s  
C alcium  C hlor, % 
C a n th a r id e s , R us.

ap sie i F ru c ’s  a f  
C apsic i F ru c ’s  po 
C ap ’i F ru c ’s  B po 
C arm in e , N o. 40
C arp h y llu s  ...........
C ass ia  F ru c tu s  .
C a taceu m  ........... ..

n t r a r i a  . . . . . . .
C e ra  A lb a  ...........
C e ra  F la v a  .........
C rocus  ....................
C h lo ro fo rm  .........
C h lo ra l I fy d  C rss  1 
.Tiloro'm S q u ib b s  
Thondrus . . . . . .

C in ch o n id 'e  G erm  
C in ch o n id in e  P - W  38®
Jo ca in e  ...............  3 85®3

C o rk s  l is t ,  le ss  70% 
C reo so tu m  . . . .
,'re ta  . . . .  bbl.
’re ta ,  p rep . . .

G re ta , p recip .
C re ta . R u b ra  .
C u d b ea r .............
C upri Su lph . .
D e x trin e  ...........
E m ery , a il Nos.
E m ery , po.

® 
® 50® 

40® 
45® 
34® 
25® 1 

®
20®
38®

The new home o f the Hazel 

Drug Co.  to be occupied on or %ei 

19 11 y corner o f Oaks and Commer, 

hundred feet from mam entrance 

Depot,  Grand Rapids.

E rg o ta  . .  po  1 60 I 5 
E th e r  S u lph  . . . .
F lak e  W h ite  . . . .
G a lla  ........................
G am b le r ...............
G e la tin . C ooper 
G e la tin , F ren c h  
G la ssw are , fit boo 
L ess th a n  box 70%
G lue, b ro w n  . . . .  1 1 #
Glue, w h ite  .........  15®
G ly cerin a  .............  26®
G ra n a  P a ra d is i
H u m u lu s  ...............
H y d ra rg  A m m o’l 
H y d ra rg  C h . .  M t 
H y d ra rg  Ch C or 
H y d ra rg  O x  R u m 
H y d ra rg  U n g u e ’m 
H y d ra rg y ru m  . . .
Ich thyoboIIa, Am . _
In d ig o  .................... 7 5 #  1 00f{
Iodine, R esu b i . .3  00® 3 25i
Iodoform  ........... 3 90® 4 001
L iq u o r A rsen  e t

H y d ra rg  lod . @ 25* 
Liq. P o ta s s  A rs in it  1 0 #  12

W ho Pays for
Our Advertising?

A N S W E R ;
Neither the dealer aor IÉ» riifiiHx 11

By the growth oí oar bastness rhroatfh adverttstnar we **v* eaowg ■ 
in cost of salesmen, superintendence. rents, '.-titeresf sn«x ~r -.nr 
plant to cover most of, rf not ail. oar advcrrmn g Diffe, T tts 
advertising makes it easy to sell

LOWNEY’S COCOA
AMD

PREMIUM CHOCOLATE for BAKING
AH LOWS» tfPoeiwL re #ne waffnswfwttf,

-a profit itid wrm e—y t# «eft.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

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

ADVANCED D EC LINED

Index to Markets
By W tU ISI

A m m onia . .  
A xle G rease

B aked  B ean s  
R a th  B rick  .
B lu ing  ...........
B room s .........
R n ish e s  -----
B u tte r  Color

Col

. 1 

. 1

A RCTIC  AM M ONIA
D os

12 os. ova ls  2 dos. box 
A X L E  G R E A SE  

F r a s e r ’s
lth . wood boxes, 4 dos 
lib . tin  boxes, 3 dos. 
3% tb. tin  boxes, 2 dos.
101b. pa ils , p e r  d o s ..
191b. pa ils , p e r  doz.
2511'. pails , p e r  doz,

3 00 
2 3
4 2

. .fi 00 

. .7 20 

.12 00

C and les
C anned
C an n ed
C arbon
C atsu p
C erea ls
«"heese
( 'h e w in g
C hicory

G oods 
M ea ts  
O ils .

choco lat« ' .....................
C lo th es  L in es  ...........

BROOM S
No. 1 C a rp e t 4 sew .4 00

Cocoa .............................. No, 2 C arp e t 1 sew .3 75
C ocoanut ..................... No. 3 C arp e t 3 sew .3 50
Cocoa S hells  ............. No. 4 C arp e t 3 sew .3 25
Coffee .............................. P a r lo r  Gem ............... . 4 50
C o n fec tio n s  ................. . .  11 C om m on W h isk  . . . . .1 40
C ra ck e rs  ........................ F an cy  W hisk  ........... .1 50
C ream  T a r t a r  ........... W areh o u se  ................. .4 50

D
D ried  F ru its  .............

B R U S H E S
S crub

Solid B ack , 8 in ........... 75
F

F a rin a c e o u s  Goods
Solid B ack . 11 in. . .  
P o in ted  E n d s  .............

95
85

Feed ................................
F ish  an d  O y ste rs  . . . . .  10

S tove
No. 3 .............................. 90

F ish in g  T ack le  . . .  
F lav o rin g  E x tr a c ts
F lo u r ..........................
F resh  M ea ts  ...........

G e la tin e  . .  
G ra in  B ags 
G ra in s  . . . .

Herbs ...............
H ides an d  P e lts 10

Je lly

L icorice  ...............................  6

M
M atch es  ..............................
M eat E x t r a c ts  .................
M ince M ea ts  ...................
M olasses ..............................
M u sta rd  ..............................

N

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

P ipes ....................................  6
P ick les  .................................. 6
P la y in g  C ard s  .................  6
P o ta sh  ..................................  6
P ro v is io n s  .......................... 7

R
R ice ......................................  7
S alad  D re ss in g  ...............  7
S a ie ra tu s  ............................ 7
Shi Soda ............................ 7
S a lt ........................................  7
S a lt F ish  ............................ 7
Seeds ....................................  7
Shoe B lack in g  .................  7
Snuff ...................................... g
Soap ......................................  s
Soda ......................................  S
< oda ......................................  8
S p ices  ................................... g
s ta r c h  ..................................  8
S y ru p s  ..................................  g

T
T ea  ........................................  8
T obacco  .............................. 9
T w in e  ................................ .’ 9

V
V in eg ar ................................  9

W
W ick ln g  ..............................  9
W o o d en w are  .....................  9
W ra p p in g  P a p e r  ........... 10

Y IA e a s t  C ak e  ........................ 10

lib .
2fb.
3tb.

B A K E D  B E A N S 
can . p e r do«.
can
can

doz.
doz.

E n g lish

p er 
p e r

BA TH  B RICK

90 
1 40 
1 80

95

No. 3. 
No. 5. 
Sa w ve I 

Blue

BLU IN G
e r ’s P ep p e r Box

P e r  G ross 
doz. wood bx s  4 Ot) 
doz. wood bx s  7 00 
C rv s ta l B ag  

.............................. 4 00

No.
No.

No.
No.
No.
No.

4

.1 25 

.1 75

.1  00 

.1 30 

.1 
1 i>U

B U T T E R  COLOR 
D andelion , 25c s ize  . . . 2  00 

C A N D L E S
P ara ffine , fis ...................  8
P ara ffine , 12s .................  8%
W ick in g  .......................... 20

C A N N E D  GOODS 
A pp les

2Tb. S ta n d a rd s  . .  ft) l  00
G a l l o n ...................3 20@3 50

B lack b err ies
2 lb . .......................1 50W1 90
S ta n d a rd s  g a llo n s  @5 00 

B eans
Raked 
Red K idney  
S tr in g
W ax .............

85r.fl 30 
85 f t  95 

7ft@ 1 15 
75® 1

B lu eb errie s
S ta n d a rd  .....................  1 30
G allon ............................ fi 50

C lrm s
L ittle  N eck. l ib .  1 00@1 25
L ittle  N eck. 21b. @1 5C

C lam  Bouillon
B u rn h a m ’s % p t .............2 25
B u rn h a m ’s p ts .........................3 75
B u rn h a m 's  q ts ....................... 7 50

C h errie s
R ed S ta n d a rd s  ................1 60
W h ite  .............................. 1 60

C orn
F a ir  .......................  99ft) 1 00

Good ........................1 00@1 10
F a n c y  ...................  @1 45

F ren c h  P eas  
M onbadon (N a tu ra l)

p e r  doz .......................... 2 45
G ooseberries

No. 19 .................................6 00
H om iny

S tandard  ...........’.............  85
L o b s te r

¿tb . .....................................2 40
lb .............................................. 4 25
’icn ic  T a ils  ....................2 75

M ackerel
M u sta rd . 1Tb....................... 1 80
M u sta rd . 21b........................2 80
Soused. 1141b.......................1 80
Paused . 2 tb ...........................2 75
T o m ato . 1Tb......................... 1 50
Tomato. 21b..........................2 80

M ushroom s
H o te ls  ...................  f t  17
B u tto n s , 14s . . . .  ft) 14
B u tto n s . I s  ........ f t  23

O y sters
Cove, l i b ................. 85® 90
Cove, 21b................ 1 65@1 75

P lum s
...........  1 00@2 5C

, r P e a s
F ^ r D  W/ a t  ........... 95@1 25L arjj, J u n e  ......... 95@1 25
E a rly  J u n e  s ifted  1 15@1 80
... P e a ch e s

.................  90@ i 25No. 10 s u e  can  p ie  
. P in eap p le

G ,a te d  ...................   8i@ 2 50
• ...............  95®2 40
P um p k in

P lu m s

Sliced

@3 00

85 
90 

1 0, 
2 5(

F a i r
Good ...........
F a n c y  ___
G allon  ............... ’ "  ’

R asp b e rrie s
S ta n d a rd  .............
_  , Salm on
C o la  R iver, ta ils  
Col R iver, fla ts  . . . .  2 40
pfnL- A!? Sk.a  ..........1 75@1 85P in k  A laska  ----- 1 30@1 40

S a rd in e s
D om estic , t4s ............... 3
D om estic, *4 M us.............3 50
D om estic, % M us. @ 7
F ren c h , % s .................  7@14
F ren c h , 14s ................ 18@23

S h rim p s
S ta n d a rd  ............... 9o@ i 4c

S u cco tash

G,ood .......................  100
F a «cy  ....................1 25® 1 40

S tra w b e rr ie s
S ta n d a rd  ....................
F a n c y  ........................

T o m ato es
g o o d  .....................  1 05@1 15
f a l r  ........................ 95® 1 00
F a n c y  ...................  ® i  41
No. 10 ...................  @3 25

CA RBON O IL S 
B arre ls

P e rfe c tio n  ...........
D. S. G aso line  . .
G as M ach in e  . . .
D eodor’d N a p ’a
C y lin d e r .............  29
E n g in e  ...............  16
B lack , w in te r  . .  8!4@10 

C E R E A L S  
B re a k fa s t  Foods 

B ea r  Food  P e t t i jo h n s  1 9( 
C ream  of W h e a t 36 21b 4 50 
E g g -O -S ee . 36 pkgs. 2 85 
P o s t  T o a s tie s  T  No. 2

24 p k g s ......................... 2 80
Lost T o a s tie s  T  No. 3

36 p k g s ......................... 2 80
A petiao  B iscu it. 24 pk  3 00 

18 p k g s ......................... 1 95

@ 914 
@1314 
@23 
@1214 
@34% 
@ 2

2 70 
2 85 
2 70 
4 25

G rap e  N u ts , 2 doz 
M alta  V ita , 3fi l ib . .. 
M ap l-F lak e , 24 l ib .  . 
^ ills b u ry ’s V itos. 3 dz 
R a ls to n  H e a lth  Food

5 21b ............................4 50
S axon  W h e a t Food, 24

P k g s ................................ 3 00
S hred  W h e a t B iscu it,

36 p k g s ........................3 60
K ellogg ’s T o a s te d  C orn 

F lak es , 36 p k g s  in  cs  2 80
Vigor, 36 pk g s . ..............2 75
V oigt C re am  F la k e s  . .2  80
Z est, 20 51b....................... 4 10

Rolled O a ts  
Rolled A vena. bbis. . .4  25 
S tee l C ut, 100 lb . sk .s  2 10
M onarch  b b l..................... 3 90
M on arch , 90 lb. s a c k s  1 80 
Q u ak er , 18 R eg u la r  . .1  38 
Q u ak er , 20 F a m ily  . . . 3  90 

C rack ed  W h ea t
B ulk  ................................  314
”4 21b. p k g s ........................ 2 50

C A T S U P
C olum bia , 25 p ts ............4 15
S n id e r’s p in ts  . ..........2 35
S in d e r’s  14 p in ts  ......... 1 35

C H E E S E
A cm e ......................
B loom ingdale  . . .
J e r s e y  .....................
W a rn e r  ..................
R iv e rs id e  .............
B ric k  ......................
Leiden  ...................

im b u rg e r  ...........
P in e a p p le  ............. 40
S ap  S ago  .............
Sw iss, d o m estic

C H E W IN G  GUM 
m erican  F la g  S p ru ce  55

B ee m a n ’s  P ep s in  ......... 55
A d am s’ P ep s in  ............. 55
B e s t P e p s in  ...................  45
B es t P e p s in , 5 bo x es  2 00
B lack  J a c k  .....................  55

L a rg e s t G um  M ade . .  55
Sen Sen ..............................  55
Sen Sen B re a th  P e r ’f 1 00
1’u c a ia n  ............................  55
S p e a rm in t ........................ 55

C H O C O LA T E 
W a lte r  B a k e r  & C o.'s  

G e rm a n 's  S w ee t . . . . . .  22
P rem iu m  ............................  31
C a ra c a s  31

W a lte r  M. L ow ney  Co. 
P rem iu m , *4b 30
Premium, %g ........   jjo

C ID E R . S W E E T  
"M o rg a n ’s ’’

R e g u la r  b a rre l  50 g a l 10 00 
T ra d e  b a rre l,  28 g a ls  5 50 
% T rad e  b a rre l. 14 g a l 3 50 
Boiled, p e r  gal. . . . . . . .  60
H a rd , p e r  g a l....................  25

COCOA
B a k e r 's  ..................   37
C leveland  ...................  41
C olonial, %s ..........   35
C olonial. %g . . . . . . . . . .  33
E p p s ..................................... 42
H u y le r . . . . . . . . . . . . ___  45

26

26 
10 *

@15*4
@13
@16
@13%
@13%
@15
folia
0 1 6
@60
@20
@13

L ow ney, %g 
Low ney, % s . . .
L ow ney, % s . . .  
lo w n e y , I s  . . . .
V an H o u ten . % s 
Van H o u ten , %s 
Van H o u ten , % s
V an H o u ten , I s  ............... ..
W ebb  ..................................  33
W ilber, %s ....................... 33
W ilber, %s ....................... 3*>

COCO A N U T 
D u n h a m ’s p e r  lb.

51b. c ase  ........... 29
5!b. c ase  .............  28
151b. c a se  ...........  27
15tb. case  .........

is .  151b. c ase  . . . . . . .
& %s, 15lb. case

Scalloped G em s .........
Vis & % s, p a ils  ......... 14%
B ulk , p a ils  . . . . . . . . . .  13
B ulk, b a rre ls  .............  12

C O F F E E S , R O A S T E D  
Rie

C om m on ............................17%
c a i r  .................................... 17
C hoice ..................................ig
F a n c y  ................................. .'19
r-e a b e rry  ............................19

S a n to s  
C om m on .................  17
^ ir. ............................ . ¡ uC hoice ................................ 18*4
F a n c y  .................................. ..
P e a b e r ry  ............................ 19%

M araca ib o
F a ir  ....................................... 19
C hoice ................... . . I l l  . 20
__ M exican
C hoice .................................19
F a n c y  ................................ ‘ 21
„  G u a tem a la

.......................................20
F a n c y  ...................................22
_  . J a v a
P r iv a te  G ro w th  ...24@ 29
M and ling  .................... 30@34
A uko la  .........................29@31

M ocha
S h o r t B ean  ..............24@26
L o n g  B ea n  ............... 23 @24
H . L . O. G..................25@27

B ogota
F ^ r  ....................................... 20
F a n c y  ................................... 22
E x c h a n g e  M ark e t, S te a d y  
S p o t M ark e t, S te a d y  

P a c k ag e
N ew  Y ork  B as is

A rbuckle ........................ 21 50
Eion ..................................  21 50

M cL au g h lin ’s  X X X X  
M cL au g h lin ’s X X X X  sold 

to  re ta ile r s  only. M ail a ll 
o rd e rs  d ire c t to  W  F  
M cL augh lin  & Co., C h ica 
go.

E x t r a c t
H olland . % g ro  boxes 95
Felix , % g ro ss  ................1 ]5
H u m m e l’s  foil, % gro . 85 
H u m m e l’s  t in , % gro . 1 43 

C R A C K E R S
N a tio n a l B isc u it C om pany  

B ra n d  
B u tte r

N. B. C. Sq. bbl. 6% b x  6 
S eym our, R d. bbl 6% bx  6 

Soda
N. B. C., boxes ...........  6
S e lec t ..................................  gix
S a ra to g a  F la k e s  . . . . .  13
Z e p h y re tte  .....................  13

O y ster
N . B. C. R d. bb l 6% bx 6 
G em , bbl. 6% boxes . .  6
F a u s t  ..................................  8

S w ee t G oods
A n im als  ............................  10
A p rico t G em s ...............  12
A tla n tic s  .......................... 12
A tlan tic . A sso rte d  . . .  12 
A v en a  F r u i t  C ake  . . .  12
B rit t le  ..............................  u
B um ble  B ee  ............... .... 10
C ad e ts  ..............................  9
C artw h ee ls  A sso rted  . .  9
C h o co la te  D ro p s  ......... 16
Phoc. H n n p v  F in g e rs  16
C h o co la te  T o k en s  .........2 50
C ircle  H o n ey  C ookies 12 
C u r ra n t  F r u i t  B isc u its  12
C ra c k n e ls  ........................ 16
C o co an u t B r i t t le  C ak e  12 
C d co an u t S u g a r  C ak e  11 
C o co an u t T a ffy  B a r  . .  12 
C o co an u t B a r  ................. 10

C o co an u t D ro p s  ..............12
C o co an u t M aca ro o n s  . .  18 
C o co an u t H on . F in g e rs  12 
C o co an u t H on . J u m b ’s  12
Coffee C ak e  .......................10
Coffee C ake, iced ..........11
C ru m p e ts  ............................ lo
D in n e r B iscu it ..............    25
D ixie  S u g a r  C ookies . .  9
F a m ily  C ookie . . . . ____ 9
F ig  C ak e  A sso rte d  . . .1 2
F ig  N ew to n s  .................... 12
F lo rab e l C ak e  ..........   .12%
F lu ted  C o co an u t B a r  10
F ro s te d  C re am s  ..............   g
F ro s te d  G in g er C ookie 8
F ru i t  L u r c h  iced .........10
G in g er d f m s  ................   8
G in g e r G rm s., iced . . . .  9
G rah am  C ra ck e rs  ..........  8
G in g er S n a p s  F a m ily  . 8 
G in g e r S n a p s  N . B. C. 7% 
G inger S n a p s  N . B. C. 

S q u a re  . . . . . . . . . . . . . .  s
H ipp o d ro m e  S ^ r  ...........12
H oney  C ake. N . B. C. 12 
H oney  F in g e rs  As, Ice  12 
H oney  Ju m b le s , Iced  12
H o n ey  F la k e  .................  12*4
H ousehold  C ookies ___  8
H ousehold  C ookies Iced  9
Im p e ria l .... , ..................... 9
J e r s e y  L u n ch  ...............  8
J u b ile e  M ixed .................. 10
K ream  K lip s  ................... 25
L ad d ie  ................................  9
Lem on G em s ....................10
Lem on B iscu it S q u a re  8
L em on W a fe r  ............... 16
L em ona ..............................  9
M ary  A nn . . ...................  9
M arsh m a llo w  W a ln u ts  16
M olasses C akes  .............  8
M olasses C akes. Iced 9 
M olasses F r u i t  C ookies

Iced  ..................................11
M olasses S andw ich  ...12
M ottled  S q u a re  ............. lrt
O a tm ea l C ra ck e rs  ___ 8
O ran g e  G em s .................  9
O rb it C?ake ....................... 14
P en n y  A sso rted  ............. 9
P e a n u t G em s . . . . . . . . .  9
P re tz e ls . H a n d  M d ___  9
P re tz e le tte s .  H a n d  M d. 9 
P re tz e le tte s .  M ac. Md. 8
R ais in  C ookies .............’.10
R a is in  G em s .................... l l
R ev ere , A sso rted  ..........14
R itte n h o u se  F r u i t

B iscu it ............................10
R ube ..................................... 9
S calloped G em s ..............10
Scotch  C ookies ................10
Soiced C u r ra n t  C ak e  . .10
S u g a r  F in g e rs  ................12
S u lta n a  F r u i t  B isc u it 16 
Spiced  G in g er C ake  . .  9 
Spiced G in g er C ake  le d  10
S u g a r  C ak es  .................... 9
S u g a r  S q u a re s , la rg e

o r  sm all ........................  9
S u n n y sid e  J u m b le s  ....10
S u p e rb a  ..............................  8
S ponge  L ad y  F in g e rs  25
S u g a r  C rim p  ...................  9
V an illa  W a fe r s  ..............16
W a v e rly  .............................10

In -e r  Seal Goods
p e r  doz.

A lb e rt B iscu it .............. 1 00
A nim als ............................. 1 00
A rro w ro o t B iscu it ___ 1 00
B a ro n e t B isc u it ...........1 00
B re m m e r’s  B u t te r

W afe rs  ............................1 00
C am eo B iscu it ............... 1 50
C heese  S an d w ich  .........1 00
C h o co la te  D rp  C en te rs  16
C hoco late  W a fe rs  .........1 00
C o co an u t D a in tie s  ___ 100
D in n e r  B isc u its  ............. l  50
D o m estic  C ak es  . . . .  8
F a u s t O y s te r  ................... 1 00
F ig  N ew to n  ................... 1 00
F ive  O ’clock  T e a  .........1 00
F r o ta n a  ..............................1 00
G a la  S u g a r  C ak es  . .  8
G in g er S n ap s . N . B. C. 1 00 
G ra h a m  C rack e rs , R ed

L ab e l ...............................1 00
J o n n ie  .......................... 8
I em on S n a p s  ...............  50
M arsh m a llo w  Coffee
_  C ak e  ........................  12%
O atm ea l C ra ck e rs  ___ 1 00
Old T im e  S u g a r  Cook. 1 00
O val S a lt B i s c u i t ..........1 00
O y s te re tte s  ...................... 50
P re tz e le tte s ,  H d . M d. 1 00
R oyal 'x o a s t ....................1 00
S a ltin e  B isc u it ................l  00
S a ra to g a  F la k e s  ............1 50
Social T e a  B isc u it . . . . 1  00 
Soda C ra c k e rs  N . B. C. 1 00 
S oda  C ra ck e rs  S e lec t 1 0« 
S. S. B u t te r  C ra c k e rs  1 50
T r iu m p h  C ak es  ......... 16
TTn e e d a  B isc u it .............  50

n e ed a  J in je r  W a y fe r  1 00 
n eed a  L u n c h  B isc u it 50

V a n illa  W a fe rs  ............. l  00
W a te r  T h in  B isc u it . .1  00 
Zu Zu G in g er S n ap s  . .  50
Z w ieb ack  ..........................1 00

S pecia l T in  P a c k ag e s .
_  . .  P e r  doz.i
F e s tm o  ..............................2 50
N ab isco . 25c ................... 2 50
N ab isco , 10c ____" ! ! ! ! l 0 O
C h am p ag n e  w a f e r  . . . 2  50 

, P e r  t in  in  b u lk
S o rb e tto  ............................1 00
N a b isco  .................... 1 75
F e s tin o  ................................... 50
B e n t’s  W a te r  C ra c k e rs  1 40

CREA M  T A R T A R  
B a r re ls  o r  d ru m s  . . . .  33
B oxes ................................... 34
S q u a re  c a n s  .................... 30
F an cy  cad d ies  ...............  41

D R IE D  F R U IT S  
A pples

S u n d ried  ....................
E v a p o ra te d  . . . .  10% @ n %  

A p rico ts
C a lifo rn ia  ............12%@14%
_  . C itron
C o rs ican  ....................  @15

C u rra n ts
Im p  d  1 lb . p kg . @10
Im p o rted  b u lk  . @ 9%

P ee l
L em on A m e ric a n  . . .  13 
O ran g e  A m erican  . .  13 

R aisin s
C o n n o sia r C lu s te r  . . . . 3  25
D e sse r t C lu s te r  ..............4 00
L oose M u sca te ls  3 C r 5% 
Loose M u sca te ls  4 0  6% 
L. M. S eeded  1 lb . 7%@8 

C alifo rn ia  P ru n es  
L. M. Seeded, bu lk  . . 7 %  
S u ltan a s . B leach ed  ...12 
100-125 2Slb. b o x e s . .®  9 

90-100 251b. b o x e s . .®  9% 
80- 90 251b. b o x e s . .@10 
70- 80 251b. b o x e s . .@10% 
60- 70 25tb. b o x e s . . @11 
50- 60 251b. b o x e s ..  @12 
40- 50 251b. b o x e s . .@12% 

%c le ss  in  501b. c a se s  
F A R IN A C E O U S  GOODS 

B eans
D ried L im a  ...................... 7
M ed. H a n d  P ic k e d  . . . 2  35
B row n H olland  ..............2 85

F a r in a
25 1 lb. p a c k a g e s  ___ 1 50
Hulk, p e r  100 lb s ............3 50

H om iny
P earl. 100 lb. s a c k  ___ 1 75
M accaron i a n d  V erm icelli 
D om estic. 10 lb. b o x . .  60 
Im p o rted . 25 lb . bo x  . .2  50 

P e a rl B arley
C h e s te r  ...............................   75
E m p ire  ...............................   75

P eas
G reen , W isco n sin , bu.
G reeh , S co tch , b u ............3 00
S plit, lb , ............................  04

S aga
E a s t  In d ia  ........................5
G erm an , s a c k s  . . . . . . . .  5
G erm an , b ro k en  pkg . . <
_ T ap io ca
F la k e , 100 lb. s a c k s  . .  6 
P e a rl, 130 lb . s a c k s  . .  4%
P e a r l .  36 p k g s ....................2 25
M in u te , 36 p k g s ................. 2 75
FL A V O R IN G  E X T R A C T S  

F oo te  & Je n k s  
C o lem an  V an illa

No. 2 s ize  ...................... 14 00
No. 4 s ize  .........................24 00
No. 3 s ize  .........................36 00
No. 8 s i z e .............................. 48 00

C olem an  x rp . L em on
No. 2 s ize  .......................  9 60
No. 4 s ize  ........................i s  00
No. 3 s ize  ........................21 00
No. 8 s ize  ........................36 00

J a x o n  M ex ican  V an illa
1 oz. ova l ................... .... 15 00
2 oz. ova l ........................28 20
4 oz. fla t ..........................55 20
8 oz. fla t ........................108 00

J a x o n  T e rp . L em on
1 oz. oval ........................10 ‘¿0
2 oz. ova l ........................16 80
4 oz. fla t ......................... 33 00
8 oz. fla t .........................63 00

J e n n in g s  (D . C. B ra n d ) 
E x t r a c t  V a n illa  

T e rp e n e le ss  E x r a c t  L em on  
No. 2 P a n e l, p e r  doz. 75 
No. 4 P an e l, p e r  doz. 1 50
N o. 6 P a n e l, p e r  doz. 2 00
No. 3 T a p e r , p e r  doz. 1 50
2 oz. Fu ll M easu re  doz. 1 25 
4 oz. F u ll M easu re  doz.’ 2 40 

J a n n in g s  (D . C. B ran d )
No. 2 P a n e l, p e r  doz. 1 25 
No. 4 P a n e l, p e r  doz. 2 00 
No. 6 P an e l, p e r  doz. 3 00 
No. 3 T a p e r , p e r  doz. 2 00
1 oz. F u ll M ea su re  doz. 90
2 oz. F u ll M ea su re  doz. 2 00 
4 oz. F u n  M ea su re  doz. 4 00 
No. 2 P a n e l a s s o r te d  1 00

C re sc e n t Mfg. Co. 
M ap le ine

2 oz. p e r  doz ......................3 00
M ichigan M aple S y ru p  Co.

K a lk a s k a  B ra n d  
M aple, 2 oz., p e r  d o z .. .2  25 

G R A IN  BAGS 
A m oskeag , 100 in  b a le  19 
A m oskeag , le ss  th a n  b l 19% 

G RA IN  A N D  FL O U R  
W h e a t

R ed  ................................  85
W h ite  ............................... 83

W in te r  W h e a t F lo u r  
L oca l B ra n d s

P a te n ts  ..............................  5 20
S econd  P a te n ts  ............. h. 00
S tr a ig h t  .............................. 4 60
S econd S t r a ig h t  ............. 4 40
C lea r ..................................  4 00

F lo u r  in  b a rre ls ,  25c p e r  
b a rre l a d d i t io n a l.

L em on  & W h ee le r Co.
B ig  W o n d e r  % s c lo th  4 50 
B ig  W o n d e r % s c lo th  4 50 
W o rd en  G ro ce r Co.’s  B ra n d
Q u ak er , p a p e r  .............. .4 70
Q u ak er, c lo th  ..................4 60

W y k es  & Co.
E c lip s e  ......................   4 SO
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L em o n  & W h ee le r  Co. 
W h ite  S ta r ,  )&s c lo th  5 50 
W h ite  S ta r ,  14s  c lo th  5 40 
W h ite  S ta r ,  )£s c lo th  5 30 

W orden  G ro ce r Co. 
A m e ric a n  E a g le , % cl 5 35 
G ra n d  R ap id s  G ra in  & 

M illing  Co. B ra n d s
P u r i ty ,  P a te n t  ................5 00
S ea l of M in n eso ta  . . . . 0  lu
W iz a rd  F lo u r  ................4 60
W izard  G ra h a m  ............4 60
W izard  G ran . M eal . .3  6u 
W iza rd  B u c k w h e a t . .6 0t>
R y e  ..................................... 4 40

S p r in g  W h e a t F lo u r  
R oy  B a k e r  s  B ra n d  

G olden H o rn , fam ily  5 40 
G olden H o rn , b a k e rs  5 30
W isconsin  R ye  ..............4 50
Ju d so n  G ro ce r C o .’s  B ran d
C ere so ta , )fcs ..................6 10
C ereso ta , ) i s  ................. 6 00
C ereso ta , % s ....................5 90
L em o n  & W heeler s  B ra n d
W ingold, % s .................... 6 00
W ingold ,  5 90
W ingold , )fcs .................... 5 80
W orden  G ro ce r Co. s  B ra n d
L a u re l, % s c lo th  ........... 5 80
L a u re l, V4S c lo th  ...........5 70
L a u re l, 4̂ & )£s p a p e r  5 60
u a u re l ,  Vas c lo th  ............5 80
V oig t M illing  Co. s  B ra n d
V oig t’s  C re sc e n t ............5 60
V oigt’s  F lo u ro ig t ___  5 60
V oig t’s  H y g ien ic

G ra h a m  .................... 5 00
V oig t’s  R o y al ............... 6 80

W y k es  &  Co.
S leepy  E y e , )&s c l o t h . . 6 00 
S leepy  E y e , ^ s  c l o th . . 5 90 
s 'leepy  E y e , )fcs c lo th . . 5 80 
S leepy  E y e , Vfcs p a p e r  5 80 
S leepy  E y e , V4s p a p e r  5 80 
W a tso n -H ig g in s  M illing  Co.
P e rfe c tio n  F lo u r  ............5 00
T ip  T o p  F lo u r  ................4 60
G olden S h e a f  F lo u r  . .4  20 
M a rsh a ll’s  B e s t  F lo u r  5 80 
P e rfe c tio n  B u c k w h e a t 3 00 
T ip  T o p  B u ck w h e a t 2 8u 
B ad g e r  D a iry  F e e d  24 00 
A lfa lfa  H o rs e  F eed  26 00
K a fir  C o rn  .......................l  35
H oy le  S c ra tc h  F eed  . .  1 50 

Meal
B o n ed  ..............................  3 40
G olden G ra n u la te d  . . .  3 60 
St. C ar F e e d  s c ree n e d  20 00 
N o. 1 C o rn  a n d  O a ts  20 00
C orn , c ra ck e d  ................ 19 00
C o rn  M eal, c o a rse  ..1 9  00 
W in te r  W h e a t B ra n  26 00 
B uffa lo  G lu ten  F eed  30 00 

D airy  F eeds 
W y k es  & Co.

O P  L in seed  M eal ..3 7  50 
O P  1 ax o -C ak e -M e a l 34 00
C o tto n seed  M eal ..........30 00
G lu ten  F e e d  .................. 26 00
B re w e rs ' G ra in s  ..........26 00
H a m m o n d  D a iry  F e e d  24 00
A lfa lfa  M eal .................. 26 00

O a ts
M ich ig an  r a r lo t s  . . . .  36
L ess th a n  c a r lo ts  ..........38

C orn
C a r lo ts  ............................  48
L ess  th a n  c a r lo ts  . . .  50 

H ay
C a r lo ts  ..........................  16

PR O V IS IO N S  
B arre led  P o rk

C le a r  B ack  .................. 22 00
S h o r t  C u t .........................18 50
S h o r t C u t C l e a r .............18 50
B ean  ..............................  20 00
B ris k e t , C lear ...........  23 00
P ig  ................................... 23 00
C lear F am ily  ........... 26 00

D ry S a lt M eats
S P  B ellies  ........................ 16

L ard
P u r e  in  tie rc e s  . .  ,11@ 11^  
C om pound  la id  ........... 9

8 9 1 0

M ess, 10 lb s ........... ___ 1 85 2on>. c a n s  %  dz. in cs. 1 40 Busiheis w ide b o n d  . z t&iM ess, 8 lb s ............... ----- 1 SO ion>. c an s , )4 dz. in cs. 1 35 Mai•ket .................N o. 1 100 lbs. . . ___ 15 5# 5Ib. can s , Z dz. in cs. I  +’> àtei: a t  Uurge . . . t  1N o. 1, 40 lb s ........... -----: 6 £0 2wrh, c a n s  Z dz. in cs. 1 55 YÜrti]
N o. 1 
N o. I.

10 fb s ...........
8 lb s .............

—  i 
___ i 40 F a ir

P u re  C an e
IS

Spk
Wil

n t,  sm aU  __ _
fow, CXi^hes^ Largpe A. -Ki

1 1

80 lb . t u b s . . .  .a d v a n c e  
60 lb . tu b s  . . . . a d v a n c e
50 lb . t in s  
20 lb. p a ils

.a d v a n c e  
.. a d v an c e

W h ite fish
100 lbs. ...................  9 7 i
50 lb s .............................
10 lb s .............................
8 lb s ...................................

100 lb s ...................   4 35
40 tb s .................................2 10
10 lb s ...................................  75
8 lb s ................ 65

S H O E  B L A C K IN G  
H a n d y  Box. la rg e  3 d z  2 50

L ess th a n  c a r lo ts  . . .  17
M A P L E IN E

2 oz. b o ttle s , p e r  doz. 3 00 
M O L A SSE S 

N ew  O rlean s
F a n c y  O pen  K e ttle  . .  42
C ho ice  ................................  35
G ood ................................  22
F a i r  ..................................... 20

H a lf  b a r re ls  2c e x tra  
M IN C E  M EA T

P e r  c a se  ........................ 2 85
M U STA R D

)4 lb . •  lb . b o x  ...........  18
O L IV E S

B u lk , 1 g a l. k eg s  1 10 @1 20 
B u lk , 2 g a l. k eg s  96@1 10 
B u lk , 5 g a l. k eg s  y0(«a 05
S tu ffed , 6 c s ......................  90
S tu ffed , 8 oz............................. 1 35
S tu ffed , 14 oz ......................... 2 25
P i t te d  (n o t s tu ffed )

14 oz.................................2 25
M an zan illa , 8 oz ...............  90
L u n c h , 10 oz.............................1 35
L u n ch , 16 oz ........................... 2 25
Q ueen, M am m o th , 19

oz. .................................3 76
Q ueen , M am m o th , 28

oz. ................................. 5 25
O live C how , 2 doz. cs,

p e r  doz................................. 2 25
T O O T H  P IC K S  

H ard w o o d  T o o th  P ic k s  2 00
Id ea l .....................................  85

P IC K L E S  
M edium

B a rre ls ,  1,200 c o u n t . .7 75 
H a lf  bb ls ., 600 c o u n t 4 50
5 g a llo n  k e g s  .................... 2 25

S m all
B a r re ls  ................................. 9 00
H a lf  b a rre ls  .................... 6 25
5 g a llo n  k e g s  .................. 1 90

G h e rk in s
B a r re ls  .............................11 00
H a lf  b a r re ls  ...................... 5 00
5 g a llo n  k e g s ...........................2 75

S w e e t S m all
B a r re ls  ............................... 13 50
H a lf  b a r r e ls  .................... 7 50
6 g a llo n  k e g s  .................. 3 00

P O T A S H  __________
.............................4 00 M esa, 40 lb s

10 lb . p a ils  . . .a d v a n c e  % 
5 lb . p a ils  . . . a d v a n c e  1 
8 lb . p a ils  . . . a d v a n c e  1 

Sm oked M eats  
H a m s, 12 lb . a v e r a g e .  .14)4 
H am s, 14 lb . a v e r a g e . .  1 4 ^  
H a m s , 16 lb . a v e r  13)6 @14 
H a m s , 18 lb . a v e r  12@14 
S k in n ed  H a m s  . .1 4 ^ ^ 1 5  
H a m , d r ie d  b eef s e ta  .  .17 
C a lifo rn ia  H a m s  . .11@11)^ 
P icn ic  B oiled H a m s  . .  15
Boiled H a m  .....................20
B erlin  H a m , p re s se d  ..1 1 )4  
M in ced  H u m  . . . . . . . . . 1 2
B aco n  ........................  16@16)£

S a u sag e s
B o lo g n a  ............................  8)4
L iv e r ......................  7%@  8
F r a n k f o r t  .............  9)6@10

r a r

V eal .............................. . 11
T o n g u e  .......................... . .  11
H e ad c h e ese  ............... . 9

Beef
B o n eless  ...................... . .1 4  00
R um p, n ew  ............... : .14 00

P ig ’s F e e t
% b b ls ............................ . 1 20
)4 bb ls., 40 lb s ........... . . . 2  15
)4 b b ls ............................. . . . 4  00
i  bb l................................. . . . 9  00

T rip e
K its , 15 lb s .................. . . .  90
)4 b b ls ., 40 lb s. . . . . . . 1  60
)4 bb ls ., 80 lb s ........... . . . 3  00

C as in g s
H ogs, p e r  lb ................ . . .  35
B eef, ro u n d s , s e t  . . . . .  20
B eef, m idd les, s e t  . . . .  70
S heep , p e r  b u n d le  . . . .  80

H a n d y  B ox , sm a ll ___ 1 __ _
B ix b y ’s  R o y al P o lish  8 5 1 R eg u lar.
M iller’s  C row n  P o lish  85 i B ask e t-ft i

S N U F F  ] B ask e t-n r
S co tch , in  b la d d e rs  .........37 B ask e t- tir
M aecaboy . in  j a r s  ...........35 N ibs . . .
F re n c h  R ap p ie  in  j a r s  . .4 3 1 S if tin g s  

SO A P
J .  S. K irk  & Co.

A m erican  F a m ily  ..........4 GO
D usky  D iam o n d  50 8 oz 2 80 
D usky  D ’nd  100 6 oz 3 30 j
J a p  R ose, 50 b a rs  ___ 3 60 j
S avon  Im p e ria l ..............3 00
W h ite  R u ss ia n  ..............3 60
L om e, ova l b a rs  ............3 00
S a tin e t ,  oval .................... 2 701
S n o w b e rry , 100 c a k e s  4 00 

P ro c to r  & G am ble  Co.
L enox  ................................. 3 25 j
Ivory . 6 oz ............................ 4 00
Iv o ry , 10 oz. .................... 6 75
S ta r  ....................................... 3 85;

L a u tz  B ros. & Co.
A cm e. 30 b a rs , 75 lb s . 4 00 
A cm e, 25 b a rs ,  73 lbs. 4 00 i 
A cm e, 25 b a rs , 70 lb s . 3 80 >

G ood ..................................... ¡
C hoice  ..............................  ;

25 j M ich ig an  M ap le  S y ru p  
B ra n d

K a lk ask a , p e r  d o z . __ .!
t  EA 

J a p a n
S u n d ried , m ed iu m  . 24;
Su r.u ried , eho iee  __. 3tp
S u n d ried , fa n c y  ,.  
R egu lar, m ed iu m  .

@40

G u n p o w d er

Y oung  H yson

O olong

E n g lish  B re a k fa s t  
M edium  ............................

In d ia
iOÎCê

P la te s

IB.. 200 in. era tfe  . .  
rb-„ 25ft in  c r a te  , , 

C h u m s
a r r e t ,  a  g a h , each  
a r r e i ,  IO gai., e ac h  

C lo th e s  P in s  
04i.nct irlead.

ä- ĵ TOSSI ,
'ét « c h »  6. g ro s s  ......
ac to n s , 2ft 2 ls  doz: 3 
E g g  G ra te s  a n d  Fi 

.am p ly  D a m p ly . 13 
«>. 1 c o m p le t e _____

*?aruii£g&
T

91t  -a ............ . «
W m l

waafeedL m â 0waa&erf» lin e  -, 49
C O B IFE C T iO ltf t

* k i  Candy, 
m i a r c t ______

0> CnMNtF

Mop Sticks

U ncolored  S u t te r in e
Solid  d a iry  ......... .10 @12
C o u n try  R o lls  .........11@1S

C an n ed  M eats
C orned  beef, 2 lb .......... 3 60
C orned  beef, 1 lb ...........1 95
R o a s t beef, 2 lb ...............3 60
R o a s t beef, 1 lb ...............1 95
P o tte d  H a m , ) 4 s ...........  50
P o tte d  H a m , )6s  ___  90
D eviled  H a m , )4s . . . .  50
D eviled  H a m , )6s  .........  90
P o tte d  to n g u e , )4s . . . .  50 
P o tte d  to n g u e , )6s  . . . .  90 

R IC E
F a n c y  ...................... 7 @ 7)4
J a p a n  .................... 5%@ 6)4
B ro k en  .................... 2%@ 3)1

SA L A D  D R E SS IN G
C olum bia , )4 p i n t ......... 2 25
C olum bia , 1 p in t  ............4 00
D u rk e e ’s, la rg e , 1 doz. 4 50 
D u rk e e ’s, sm all, 2 doz. 5 25 
S n id e r’s , la rg e , 1 doz. 2 35 
S n id e r’s, sm all, 2 doz. 1 35 

S A L E R A T U S  
P a c k e d  60 lb s. in  box. 

A rm  a n d  H a m m e r  . .3 00
D e lan d 's  ..........................  3 00
D w ig h t’s  Cow ................3 00
L. P ..........................................3 00
S ta n d a rd  ............................. 1 80
W y an d o fte , 100 % s . . . 3  00 

SA L  SODA
G ra n u la te d , b b ls ..............  80
G ra n u la te d , 100 lb s . cs. 90 
G ra n u la te d , 36 p k g s . . .1  20 

S A L T
C om m on G rad es

100 3 lb . s a c k s  ................2 40
60 5 lb . s a c k s ................2 25
28 10)4 lb . s a c k s  .. . .2  10
56 lb . s a c k s  ....................  32
28 lb . s a c k s  ....................  17

W a rsa w
56 tb . d a iry  in  d rill b ag s  40 
28 lb . d a iry  In d r il l  b a g s  20 

S o la r  R ock
56 lb. s a c k s  ......................  24

C om m on
G ra n u la te d , fine  ...........  90
M edium , fine  ....................  95

S A L T  F IS H  
Cod

L a rg e  w ho le  . . . .  @ 7)4
S m all w h o le  . . . .  @ 7
S tr ip s  o r  b r ic k s  7)4 @10)4
P o llo ck  .................. @ 5

H a lib u t
S tr ip s  ................................. 15
C h u n k s  ............................  16

H olland  H e rr in g  
Y. M. w h. hoop, bbls. 11 09
Y. M. w h. hoop, )6bbl. 6 00
Y. M . w h . hoops, k e g s  75
Y. M. w h. hoop  M ilch ers

k eg s  ..........................  85
Q ueen , b b ls ........................10 50
Q ueen , % b b ls ................... 5 75
Q ueen , k eg s  ......................  65

T r o u t
N o. 1, 100 lb s ....................... 7 50
N o. 1, 40 lb s ...................... 3 26
N o. 1, 10 lb s .......................  90
N o. 1, 8 tb s ........................  75

M ackerel
M ess, 100 lb s . ................16 60

.........7 00

B ig  M as te r, 79 b a rs  . .2  85
G erm an  M o ttled  ............3 50
G e rm an  M ottled , a oxs 3 4? 1 
G e rm an  M ottled . 10 Ox 3 *0 
G e rm an  M ottled . 25 bx  3 3 5 1 
M arse illes , 100 c a k e s  . .6  0 0 1 
M arse ille s , 100 e k s  3c 4 0 0 1 
M arse ille s , 100 ck  to il 4 00 
M arse ille s . )4bx to ile t 2 10 

A. B. W ris ley
G ood C h ee r .................... 4 00
Old C o u n try  .................... 3 40

S oap  P o w d e rs  
Snow  B oy, 24s fa m ily

s ize  ...............................4 00
Snow  Boy, 60 3c ............2 40 j
Snow  B oy, 30 10c ___ 2 40

weans
Fancy ws N m s

B rot . . 
H ia w a th a  
H iaw ath a  
N o L im it 
N o L im it 
O jibw a. j 
u j ib w a .  ; 
O jibw a, 
R etoskey  
R etoskey

rOBACCO 
F in e  C u t

' oath picks 
0 packages

* Mt&e äe 

S u g a r  ad.
"idìCkMÉ

* w a
páSMUQL

pbg.
3C

C hief.
C hief,

Gold D u st, 100-DC 
K irko line , 24 4lb . 
P e a r lin e  ............. ".

. . . 4  00

s te r l in g  D a rk . 5e
S w ee t O ubs, 5e
á w e e t C uba, ]LOc
á w e e t C uba, 1 rb.
á w e e t C u b a , 1*> oz
S w ee t C uba, ^ tb .
S w eet B u rley , 5c

M ous
M ous
JÉOUSI 

I M ouä 
! Bat»

t raps 
wood, Z iaoies

tVtipue Cl 
Câ

l>4l420ÉHHBlÉa

wood» * iuoèesi
wood. $ iaoées 1 * ÜMW M

impanai»

o’w eet M ist,
S o ap in e  .................... .........4 10 S w ee t B urley , 24 tb. CS 4 in , C aa ie , 2%
B a b b i t t 's  1776 . . . .........3 75 • I ig e r, % g ro s s  . . . . . . .  6 o o f 1 6 - in . C ab le. N
R o se in e  .................... .........3 50 i  iger, 5e t in s  . . . .

i t e
1 F ib re  ..

A rm o u r 's  ............... .........3 70 U ncle D an iei, 1 tb Z F ib re  . -
W isdom  .................... ......... 3 00 0 U ncle D an iel, 1 o x . .  .5 22 N o 3. F ib re  .

.bardX N o. 2 5  3ft j 
,et a rd ,  No. 2  □» 3g 1 

I___ § Oft!

. . .  .6  00 j

i-ancy

Bon. Sums Dt 
am  Draps 
1 5<fe. 3 a  ices

S oap  C om pounds 
J o h n so n ’s  F in e  ............... 5 10 I A m . N avy.

P lu g  
13 o

J o h n s o n 's  X X X  ........... 4 25 j D rum m ond , Na
N in e  O ’clock  ....................3 3 0 1 2 & 5 lb. .
R u b -N o -M o re  ................ 3 85 D rum m ond  N ai

S co u rin g
E n o ch  M o rg a n ’s  S ons

Sapolio . g ro s s  lo ts  ___ 9
S apoiio , h a lf  g ro . lo ts  4 
Sapolio , s in g le  b o x es  2

S co u rin e , 50 c ak e s  ___ 1 80
S eo u rin e , 100 c a k e s  . . .  3 50 

SODA
B oxes ................................... 5)4
K egs, E n g lish  ...............  4%

S P IC E S  
W hole  S p ices

A llsp ice, J a m a ic a  .........13
A llsp ice, la rg e  G a rd en  11
C loves, Z a n z ib a r  ...........19
C ass ia , C an to n  ............... 14
C ass ia , 5c pkg . doz .........25
G in g er, A fric a n  ................ 9%

p e r  doz. ....................
B a t tle  A x ........................

§5 Doubi

B ra c e r  ................................ 37 N o rtl
B ig  F o u r  ....................... 3 1 1 Doubi

[Boot J a c k  ....................... 3S ! G ood
• B ullion , 16 oz.................... 46 j Unive
C lim ax  G olden T w in s  . 43 *
D ays W o rk  ..................... 38 ¡12  in
D erby  .................................. 28 14 m.
5 B ros. ................................. SS *6 »E

G inger, C ochin

G iit E d g e  
Gold R ope, 
Gold R o p e , 
G. O. P . . 
G ra n g e r  1* 
G. T . W . 
H o rse  Shoi 
H oney  Dip 
Jo lly  T a r  
J .  T „

W a s h b o a rd s
B ro n ze  G lobe __ ___
D ew ey  ....................... ..
D ouble  A cm e . . . . . .
S in g le  A cm e ........... ..

le  P e e r le s s  . . . .  
e  P e e rle ss  . . . .

W ood B ow ls 
B u tte r  .............

ses ¿susses ¿4KB. ax. 2 3ft
1ft 25 O rasgse J e ll ie s  ______ i s

J  23 i /w o n  S o u rs  ______ __ 4»
. 8 3 5 1 old. ^’asinuned . ¿¡zore.

I h o u m i d ro p s  416
.2  3ft| P e p p e rm in t D ro p s  . .  40
1 l a * champion Choc, Drops 65. 

.2  »51 B . 36. C hoc i. D ro p s  X. Xb 

.3  l» i  H. MX C hoc Lt. a-rut

.2  73; D ark , N o . 1 2 _____ ¿ M

.3 25 B i t te r  S w e e ts , u  -,t 5 

.2  25 B riiU ao t G um s, C ry*. 6ft 

.3  0» A. A . L ico rice  D ro p s  4P 

.2  75j c o z e n g e s . p rin ted . . „  S3.
2  Oft* î—uzenge» . p ia m  OS

im p e r ia la  ------------------ 99
M o tto es  4b.1  B  

.1  85 

.2  3ft

M ace, P e n a n g  ............... 70
M ixed, N o. 1
M ixed, N o. 2 ....................10
M ixed, 5c pkgs. d o z .. .  45
N u tm e g s , 75-30 .............30
N u tm e g s , 105-110 .........20
P e p p e r , B lack  ............... 14
P e p p e r , W h ite  ............... 25
P e p p e r , C ay en n e  ........... 22
P a p r ik a , H u n g a r ia n  . .

P u re  G round  in B ulk
A llsp ice, J a m a ic a  .........12
C loves, Z a n z ib a r  ........... 19
C ass ia , C an to n  ............... 12
G in g er, A frica n  ............. 12
M ace, P e n a n g ................. 75
N u tm e g s , 75-80 ............. 35
P e p p e r , B lack  ..................11%
P e p p e r, W h ite  ............... 18
P e p p e r, C ay en n e  ...........16
P a p r ik a , H u n g a r ia n  . .  45 

ST A R C H  
C om

K in g sfo rd , 40 Tbs.
M uzzy, 20 l ib .  pkgs.

K ey sto n e  T w is t
’12 ,, K is m e t .....................
■ I N obby  Spun  Roll

P a r r o t  .....................
P e a ch e y  .................
P icn ic  T w is t ........
P ip e r  H e id sick  . . .  

I R ed icu t, 1% oz. .
1 R ed L ion  _______
S h e rry  C obbler, 10 
S p e a r H e ad , 12 oz. 
S p e a r  H ead . 14-3 c 
S p e a r  H ead , 7 oz.
S o u a re  D eal .........
S ta r  ..........................
S ta n d a rd  N a v y  . .
T en  P e n n y  .............
T ow n  T a lk  14 oz.
Y ankee  G irl .........

T W IN E
C o tto n , 3 p ly  ___
C o tto n . 4 p ly  . . . .
J u te .  2 p ly  .............
H em p , 6 p ly  .........
F lax . m ed iu m  . , . .

W R A P P IN G  P A P E ?

F ib re  M an ila , w h i t e ”  
F ib re , M an ila , co lo red
N o. 1 M an ila  ....................

I C ream  M an ila  . . . . . . . .
B u tc h e rs ’ M an ila  . . . . .
W ax  B u tte r ,  s h o r t  e ’n t

M ag ic , 3 
á u n lix h  Xt

J*. /w iiat m  
H a n d  M ade Cran 
C re am  W a te r s  . . . . . .  IB
S tr in g  Rods . . . .____9ft
vY uitergreea Bferrîe» 9ft 
Old Time Assorted 2 75 
Buster Brava Good S 99 
u p -to -d a te -  . u s t a  :  2  75
leo Strike Ma 1 -----« 9ft
. e n  S tr ik e  Neu 2 . . . . 9  9ft 
fen. S trike^  S u m m er

assortment _____  f t i
P o »  C S V

C ra c k e r  f o r k  ______ft 2ft
G iggles, 3c pkg . so. ft 9ft 
P o p  C orn  B ails M  2 35
-Azuiikit £ 0 0 » ............. ft 25
t *  My 1 0 0 » -----------  2 59

Cough Praga 
Putnam Menthol ... 1  JB
S m ith  B r o s t___ __ _ s  25

NUTS—Whmm
Ax monda» . i».’ '■'Söjpwriü, «¿4

c re a m , s  d 
F  o am , c
F R E S H  FI

7M

Whitefisl
Whitefisfc

H alib ut
H e rr in g

P e r iraziis
'llbertsi

uaurarri

jo ¿ t  aft tej 
J i a r t a c

L î@ îi

M uzzy, 40 l ib .  pkgs. . 
G loss

.5 W ool, 1 lb. ba le s  . . . .  s  
VIM EGA R

Cod
H ad d o ck

S ilv er
S ilv e r
S ilv er

K in g sfo rd  
G loss, 40 l ib s .  
G loss, 16 31bs. 
G loss, 12 6!bs.

7%
6%
8%

H ig h lan d  a p p le  e id e r 22 
O ak lan d  a p p le  c id e r  . .17 
S ta te  Sea l s u g a r  . . . . . . 1 3
40 g ra in  p u re  w h ite  . .  .10 

B a r re ls  free .

P ik e  . . .  

Sm oked.
M uzzy C hinook,

■HJBft sà 
r0caML esL iMsrgf»
>,geaaa. Jumbas ___
f ic k a ry  N otau  p e r  Bat 
CtttZk o s a r  . . . . . . ____

» .  —
48 l i b .  p a ck a g e s  ..........  5
16 51b. p a ck a g e s  .......... 4% I N
12 61b. p a c k a g e s  .......... 6
501b. b o x es  ........... .

S Y R U P S  
C orn

B a r re ls  ................................  2

W IC K IN G
0 p e r  g ro es  ....................................... .30

No. 1 p e r  g ro ss  ______49
2% } No. 2 p e r  g ro ss  ............30

I No. 3 p e r  g ro s s  .............75
W O O D E N W A R E  

B ask e ts

W h ite .............12
Salmon . __ 5

M ack ere l . . . . . . . . . . . . . .
F in n a n  Hacfdie ______   fft
R oe Sh ad . . . . . . . __ . . .
Shad R oe, each . . . . . . .
S peck led  B asa  . . . . . . . .  ft)

H ID E S  A N D  P E L T S  
H ides

H a lf  b a r r e ls  .................... 24 B u sh e ls  ............................. 1 99 G reen  M a  1
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Special Price Current
A X L E  G R E A SE

60ft. 
72ft. 

i 90ft. 
120ft.

. 90 

.1 05 

.1 50

C otton  V ic to r
50ft........................................... t
60ft........................................... 1
70ft........................................... 1

M ica, t in  box« 
P a ra g o n  ...........

50ft 
60ft.

9 no soft
G 00 1

C otton  W indso r

BA KIN G  PO W D E R  
Royal

10c s ize  90 
%!b. c a n s  1 35 
6oz. c an s  1 90 
%Tb. c an s  2 50 
%rt>. c a n s  3 75 
lit), c a n s  4 80 
«sib. c a n s  13 00 
5!t>. c an s  21 50

YOUR 
OW N 

P R IV A T E  
BRA N D

50ft.
40ft.
60ft.

C otton  B ra ided

G alvan ized  W ire  
No. 20, each 100ft. long  1 9C 
No. 19. each 100ft. long  2 10

C O F F E E
R oasted

D w in e ll-W rig h t Co.’s B 'ds

W ab ash  B ak ing  P ow der 
Co., W ab a sh , Ind.

80 oz. t in  c an s  ...............3 75
32 oz. t in  c a n s  ............ 1 50
19 oz. t in  c an s  .................  85
16 oz. tin  c a n s  .................  75
14 oz. t in  c an s  ................. 65
10 oz. t in  c an s  .............  55
8 oz. t in  c a n s  ................. 45
4 oz. t in  c a n s  ................. 35

32 oz. t in  m ilk  p a il . .2  00 
16 oz. t in  b u c k e t ........... 90
11 oz. g la ss  tu m b le r  . .  85
6 oz. g la ss  tu m b le r  . .  75

16 oz. p in t m aso n  j a r  85

CIG A RS
Jo h n so n  C ig a r C o .'s  B ran d

W h ite  H ouse , l ib . 
W h ite  H ouse , 21b. . .  
E xce ls io r. B lend, l ib .  
E x ce ls io r, B lend. 2-lb! 
T ip  Top. B lend, l ib .
R oyal B lend  ...............
R oyal H ig h  G rad e  . .
S u p e rio r B lend  .........
B oston  C o m b in a tio n

D is tr ib u te d  by  Ju d so n  
G ro ce r Co.. G ran d  R ap id s; 
Dee & C ady. D e tro it;  S y 
m ons B ros. & Co.. S a g i
n aw ; B row n, D av is  & 
W arn e r . J a c k s o n ; G ods- 
m a rk . D u ran d  & Co., B a t 
tle  C re ek ; F ie lb ach  Co.. 
Toledo.

F IS H IN G  T A C K L E

S. C. W  . 1.000 lo ts  .
E l P o r ta n a  ...................
E v en in g  P re s s  .............
E x e m p la r  .......................
W orden  G ro ce r Co. B

B en  H u r
P e rfec tio n  .............
P e rfec tio n  E x tra s
P o u d res  ...................
L o n d res  G rand  
S ta n d a rd  ............... .

P a n a te lla s , F in a s  
P a n a te lla s . B ock 
Jo ck ey  C lub . . . .

S T i to 1 in ................... fi
Ujj  1 H i to 2 in ................. . 7
K Í  1 114 to 2 in. ......... .........9
W r  1 124, to 2 in ................... .........11
Hr : 2 in - .........ir

.........20

C otton  L ines
No. 1. 10 fee t .........

••$1 ¡NO. 2. 1 fee t ........ . .  7
• 33 N o. 3. 1 fee t ......... 9

No. 4. 1. fe e t ......... .........10
••52 N o, 5. 1 fee t ......... .........h
am i No. 6, 15 fe e t . . . . .........VI

N o. 7. ir fe e t ......... .........15
No. 8. it fe e t ......... .........IS

. . 35 No. 9. 1 .........20

. .35
L inen L ines

• Sm all .........20
2fi

' L a rg e .........34
. .35 Poles
• -35 B am boo. 14 ft. ,  p e r doz. 55

COCOANUT
B akt-r’s  B raz il S h red d ed

B am boo, 16 ft. ,  p e r  doz. 
B am boo, 18 f t. ,  p e r  doz. SO

10 5c p k g s ., p e r case  
36 10c pkgs.. p e r case  
16 10c an d  38 5c pkgs. 

p e r  c ase  ................. .

C L O T H E S  L IN E S  
S isal

60ft. 3 th re a d , e x t r a . .  1 
72ft. 3 th re a d , e x t r a . . 1 
90ft. 3 th re a d , e x t r a . . 1 
60ft. 6 th re tJ l,  e x t r a . . l  
72ft. 6 th re a d , e x t r a . .

G E L A T IN E
I C ox 's, 1 doz. la rg e  ___ 1 80
i C ox’s. 1 doz. sm all . . .1  00 
K n o x 's  S p a rk lin g , doz. 1 25 

00 j K n o x 's  S p a rk lin g , g r. 14 00
40 j N e lso n 's  ............................150
70 K nox’s  A cidu ’d. doz. . .1  25
2 9 l '* \fo rd  ................................  75

P ly m o u th  R ock  ............. l  25

S A F E S

F u ll lin e  of fire a n d  b u r 
g la r  p roo f s a fe s  k e p t in 
s to ck  by  th e  T rad e sm a n  
C om pany . T h ir ty -f iv e  sizes 
a n d  s ty le s  on h an d  a t  all 
t im e s—tw ice  a s  m a n y  s a fe s  
a s  a re  c a rr ie d  by  a n y  o th e r  
house  in th e  S ta te . * If  you 
a re  u n a b le  to  v is it  G rand  
R ap id s  a n d  in sp ec t th e  
lin e  p e rsonally , w rite  fo r 
q u o ta tio n s .

SO A P

R eaver S oap  C o.’s  B rand

S_QA P.
| 100 cakes, la rg e  size . .6 50

50 cakes , la rg e  size . .3 25
100 cak es , sm a ll s i z e . . 3 85
50 cak es , sm all s i z e . . l  95

T ra d e s m a n  Co.’s B rand

B lack  H a w k , one bo x  2 50 
B lack  H a w k , five bx s  2 40 
B lack  H a w k , te n  b x s  2 25 

T A B L E  SA U C E S
H a lfo rd , la rg e  ............... 3 75
H alfo rd , sm a ll ............... 2 25

Use

Tradesman

Coupon

Books

Made by

Tradesman Company 
Grand Rapidi» Mich

Lowest
Our cata logu e is “ the  
w orld’s low est m arket” 
because w e are the  

largest buyers of general 
m erchandise in A m erica.

A nd becau se  our com 
paratively  in ex p en s iv e  

m ethod  of s e l l i n g ,  

through a ca ta logu e, re
d u ces costs.

A w n in g s

Our specialty is Awnings for Stores and 
Residences. We make common pull-up. 
chain and cog-gear roller awnings.
Tents. Horse. Wagon. Machine and Stack 
Covers. Catalogue on application.

C H A S. A. C O Y E, IN C .
11 Pearl S t, G rand  Rapids, M ich.

W e se ll to m erchants  
only. Mica Axle Grease
A sk for current ca ta 
logue.

Butler Brothers
New York

Chicago St. Louis 

Minneapolis

Reduces friction to a minimum. 
It saves wear and tear of wagon 
and harness. It saves horse en
ergy. It increases horse power. 
Put up in 1 and 3 lb. tin boxes, 
10, 15 and 25 lb. buckets and 
kegs, half barrels and barrels.

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

STANDARD OH  CO.
dread Rapids, Mich.

Outlast Shingles
Slag or Tin

■ HERE,, is no question but th a t Reynolds Flexible As
phalt Slate is the most durable and satisfactory roof
ing material known today. It is practically indestruc

tible- These slates are 8x13 inches in size, lay 4 inches to 
the weather, and because of their slightly flexible nature, 
are never broken by frost and ice.

Reynolds 
Flexible Asphalt 

Slate
are made of asphalt (no coal tar) felt and crushed granite.
Cost about one-half the price of quarry slate laid, and last 
much longer. Never need painting. Do not hold snow. 
Cannot stain rain water and are fire and lightning proof.

Reynolds Flexible Asphalt Slate makes a fine looking 
roof—fully up to quarry slate in appearance. We back 
them with a ten year guarantee, but know from years of 
experience th a t they will last many times th a t length of 
time. W rite for free booklet on slate.

We also manufacture Asphalt Granite roofing in rolls.

H. M. Reynolds Roofing Co.
172 Oakland A ve.

Grand Rapids, Mich.
Established 1868
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BUSINESS-WANTS DEPARTMENT
A J'.crtiscmcnts inserted under this head for two cents a word the first insertion and one cent a ■* :V 

' ' 11' ;̂ '! r.nt continuous insertion. No charge less than 25 cents. Cash rntisr a c c o ^ r ; —. >5 ^

B U S IN E S S  C H A N C E S .
I* o r Sale—T hree sta tion  a ir  line c a r 

rier, nearly  new. Also 140 account Mc- 
Caskey register. W rite  Lock Box 20, 
F rem ont, Mich.________  287

L isten  M erchants. T his is the tim e of 
year to g e t ready for an auction sale, no 
m a tte r  w here located, how large or sm all, 
1 give sa tisfac tion  and  g e t m ore than  
you g e t o therw ise and cash. W rite me. 
I som etim es buy a  stock and sell. Will 
be in P ax ton , Illinois, from  M arch 16 to 
25. A. O. B ering, M erchandise Auc- 
tioneer, C enterville, Ind. _________ 284

F o r Sale—Clean stock groceries and 
crockery .cen tral location county se a t 
of 4,000, general delivery. A ddress No. 
282, care  T radesm an. ___________ 282

F or Sale—A drug  stock in a  good lo
cation. E stab lished  trade. N o cu t prices. 
Cash business. E xpenses light. A b a r
gain. Will give term s. .Reasons for 
selling. A ddress Quinine, care  T rad es
m a n ___________  283

F or Sale—U p-to -date  grocery business, 
good county se a t tow n 3,500. Cash deal, 
$2,500 to $3,000 stock and  fixtures. Ad- 
dress No. 281, care T radesm an._____ 281

W anted—Cash register. No objection 
to  second-hand m achine if in good order. 
W aterm an  Bros., Mt. P leasan t; Mich.

_______________________280
F or Sale or E xchange—160 acres heavy 

tim ber, A shland Co., W isconsin, near 
railroad. W a n t stock of clothing, fu r 
n ish ings and  shoes. A ddress No. 276, 
care  T radesm an.________ 276

W anted—By a  young shoem an, a  whole 
or p a r t  in te re st in an  exclusive shoe 
store. W rite  V. R. W akefield, Howell, 
Mich. 274

F or Sale—75 room Chicago fam ily ho
tel, convenient to un iversity ; c lears 
$2,500, price $4,500. For Sale—50 room 
N o rth ern  Illinois hotel, price $5,500. For 
p a rticu la rs  add ress F ra n k  P. Cleveland, 
1261 A dam s E xpress Bldg., Chicago, Illi
nois. 264 !

F o r Sale—Two Bowser se lf-m easuring  I 
oil tan k s nearly  a s  good as new. One 
tw o-barre l steel floor tan k , $40, cost $65.1 
One tw o-barre l floor cellar tan k  $50, cost j 
$75. F aye E. W enzel, E dgetts , Mich. __________ ______________262

F o r Sale—$1,500 stock groceries and I 
h ardw are  in new farm ing  country  Cen
tra l M ichigan. L ast y ear’s s to re  sales 
$10,000. P roduce business connected, 40 
ca rs  po tatoes shipped th is  season. Sell 
a t  invoice. W ish  to go in to  au to  b usi
ness. A ddress No. 263, ca re  T radesm an. I 
__ 263 I

F o r Sale—P ay ing  d rug  stock in com 
ing  c ity  of C entral M ichigan. F resh  
stock, invoices $3,000. Daily sa les $35. 
E leg an t location. R en t cheap. A ddress 
Dec, care  T radesm an. 261

A L IV E  R E T A IL E R  w anted in each! 
tow n to rep resen t us on our corn flakes. 
Sole rep resen ta tion  given a t  prices job- ! 
hers pay  for o th er brands. 25% addi- | 
tional profit belongs to  the re ta ile r who 
ac ts  quickly. F irs t  come, first served. The 
quality  of th e  corn flakes is so good 
custom ers notice i t  and  ‘rep ea t” busi
ness alw ays follows. S tandard  P ure  | 
Food Co., Qwosso, Michigan. 258

LISTEN, MR. MERCHANT
We are ready, right now. to conduct a business 

building, profit producing advertising campaign, 
that will increase your cash sales from three to 
six times, dispose of old goods, and leave your 
business in a stronger, healthier condition than 
before.

Comstock-Grisier Advertising & Sales Co.
907 Ohio B u ild in g  io ic d o , Ohio

F or Sale—Stock of general m erchan
dise, inven tory ing  $25,000, e igh t m iles 
sou th  of C uster. R are opportunity . P ro 
p rie to r recen tly  died. Mrs. C. Hoffm an,
R. F, D, No. 2, C uster, Mich, 273 

F or Sale—C ountry store , d ry  goods,
groceries, shoes, drugs. S tock $6,000, 
real e s ta te  $2,500. New country, farm ing  
and  lum bering. 1910 sa les $13,400. Cream  
sta tio n  in connection. B usiness e s tab 
lished 11 years. F irs t-c la ss  condition. 
T erm s easy  to  reliable buyer. Owner 
cannot look a f te r  business. A ddress No.
272, care  T radesm an._____________  272

For Sale—$8,000 drug  store , big sum 
m er reso rt business. A ddress No. 270,
care  T radesm an. ________________  270

F or R en t—Photograph  gallery  in best 
location in Saginaw . A ddress L. A., 
626 N orth  M ichigan Ave., Saginaw , Mich.
____________________________________ 269

F or Sale o r T rade—F ine orchard  of 
15,000 to  18,000 bearing  apple trees, 
s ta n d a rd  w inters. S itua ted  in b es t f ru it 
belt in U. S’., W ashing ton  county, Ark. 
Soil is good, the  lay of the  land is p e r
fect. W ell fenced, good buildings. W an t 
good clean stock general m erchandise. 
P rices m ust be r ig h t w hen w ritin g  in 
particu lars . E ncum bered. Outlook for 
f ru it crop is good. F o r p a rticu la rs  w rite
S. R. Stone, O lathe, K an.__________ 268

A d m in istra to r Sale—T w o-sto ry  double
sto re ; lot, groceries, re s ta u ra n t and  room 
ing house; fix tures; an n u a l sa les $6,000. 
Quick sale price, $2,500. Chas. A. Sheflfer, 
Fennville, Mich. 277

F o r Sale—One 300 account M cCaskey 
reg ister cheap. A ddress A. B., care  
M ichigan T radesm an. 548

F o r Sale—H arn ess and  shoe business 
in a  good N orthern  M ichigan town. Wil 
sell building also if desired. Good re a 
sons for selling. A ddress L. B. 6, care  I 
M ichigan T radesm an._____  257 I

F o r Sale—Stock of general m erchandise 
located in a  good C entral Illinois town j 
of 1,200. Doing a  fine business. B est I 
of reasons given fo r selling. Stock will 
invoice abou t $24,000. W ill tak e  % in 
o th er incom e p roperty  a t  cash value. 
T rad ers  need no t apply. A ddress No. 
253, care  T radesm an. 253

F o r  Sale—A country  sto re , groceries 
and  dry  goods. Good locality, good re a 
sons fo r selling. No trade. D. V eenstra , 
R. R. No. 1, A llegan Co., H opkins S ta- 
tion, Mich._ 252

F o r Sale—Soda foun tain  com plete, in 
cluding tw o tan k s , counters, m arble
slabs, stools, bowls and  w ork board. 
Good condition. A bargain  for cash. A d
d ress B ellaire D rug Co., G rand Rapids, 
Mich._______________________________  244

F or R ent—A sto re  building fo r general 
m erchandise, groceries, hardw are, dry 
goods, etc., in a  good tow n surrounded by 
a  rich  farm ing  com m unity. A ddress Dr. 
Geo. P ark . V arna, III. 242

S P E C IA L  SA L E S’-—S ta rt a  sp ring  sale. 
L et people know  you a re  alive. Oldest 
sale conductor in th e  business. B a r no 
one. Personally  conduct ail of m y own 
sales. W . N. H arper, P o rt H uron, Mich.
___________ ________________ ___ ______  236

F o r Sale—F irs t-c la ss  grocery stock and 
fix tu res of about $1,500 in th e  best town 
in M ichigan. No old stock. H ave o ther 
business. Lock Box 2043, N ashville 
Mich. 234

An u p -to -d a te  shoe stock fo r sale 
R easonable price if taken  a t  once. A d
d ress No. 233, care  T radesm an. 233

F or Sale—H ere is a  splendid oppor
tu n ity  fo r someone. G eneral stock m er
chandise. W ill invoice abou t $1,000. 
Store, depot, postoffice and  living room s 
under one roof. Good barn  and  6% acres 
good land. B uildings In  good repair. Cash 
fo r stock. B uildings and land on easy 
term s. E. A. Bromley, Englishville,
Mich. _________________________ 266

F o r Sale—M odem  grocery  w ith  m eat 
counter and  bakery  in connection. Did 
a  business of $47,000 in 1910. S tric tly  up- 
to -d a te  in every  departm en t, located in 
one of th e  finest c ities su rrounded by 
th e  b es t fa n n in g  coun try  in C entral 
M ichigan, w ith  a  population of 5,000. 
R eason fo r selling, d ea th  of wife. A d
d ress No. 265, care  T radesm an. 265

Will pay  cash  for stock of shoes anc 
rubbers. A ddress M. J . O., care  T rad es
m an. 221

T here has been millions of m oney made 
in the  m ercantile  business. You can dc 
a s  well. W e have the  location, th e  build
ing and  th e  business for you. We have 
all we w ish and w an t to get out W rite 
us for full inform ation. A ddress No 220 
care  T rad esm an. 220
.„F o r Sale—-Drug stock and  fixtures worth 
*2>*>00. W ill sell for $1.600 if sold quick. 
A ddress W . C. P .. care  T radesm an. 163

For S a le -S to c k  of shoes and m en’s 
fu rn ish ings In one of th e  best co u n tn  
tow ns in th is  S*tate. Is a  m oneym aker 
O wner retiring . A gents need not apply 
A ddress No. 201, ca re  T radesm an. 201

I pay cash for stocks o r p a r t stocks 
of m erchandise. M ust be cheap. H. 
K aufer. M ilwaukee, W is. 92

Cash for your business o r real es ta  
I b ring  buyer and seller together. 1 
m a tte r  w here located if you w ant to b t 
sell o r exchange any  kind of business 
p roperty  anyw here a t  any  price, addre 
f r a n k  P. Cleveland. Real E sta te  Expei 
1261 A dam s E xpress Building, Chicaa 
Illino is. , ggl

S a fes  O pened—W. L. Slocum , sa fe  e x 
pert and  locksm ith . 62 O ttawa stree t. 
Grand R apids, Mich. 9 * 4

H E LP w ;si NT ED.
Sale »n m aking sm ail tow ns, w ritefor o rder book to -day on A l consignm entline. Goods shipped and com m issionspaid pro m ptly. Canfield Mfg. Co

Sigel St., Chicago. 246
Local Repre sen ta ti ve W anted— Splendid

incom e assured right man to  a c t  a s  our 
rep resen tative a fter  learn in g  our b u si
n ess  thoroughly  by mail. Form er ex- 
perience u n n ^cpssary. All w e rt^uir«> is  
honesty, ab ility , am bition  and w illin gness

liciting or traveling. T h is is a n ‘ excep
tional opportun ity  for a  m an in your 
section to  get in to  a  b ig -pay ing  business
w ithout capiital and becom e independenfor life. Wriite a t once for fo li partirti
lars. Addres:s E . R. Marder
N ational Co-<imperative Real E sta te ” Com
pany, L 371 W arden Bldg.. W ashington
D. C. 2 0V

Com petíHit all around dry 8frods andcarpet man wan ted  a t M ust be
thorough I3 expe >-to -d a te
m ethods. A sm an  anad w nd ->w trim -
mer. Of STOod  a ppearan ce  a nd address,am b itious a id  w filin g  t f> wo rk a t a n y -
th in g  abo store M ust hav* g*yod haiv-its  and be trus w orthy M ed man
of about 35 pref -rred. A gnod positionis open to st eh a man bu t no pikers needtak e the 1 ib le >f applyingr. W>
g iv in g  fu 11 part eu la rs and re
r>. w. Robin Alma, jxfieh. 2 f§

Here is a Pointer

Your advertisement 
if placed on this page, 
would be seen and read 
by eight thousand of 
the most progressive 
merchants in Michigan. 
Ohio and Indiana We 
have testimonial let 
ters from thousands of 
p e o p l e  who n a v e  
bought, sold or ex 
changed properties as 
the direct resalt of ad 
vertisine in this paper.

Michigan Tradesman
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N E W YORK M ARKET.

Special Features of the Grocery and 
Produce Trade.

Specia l C orrespondence .

New York, March 19—Spot coffee 
is quiet. Buyers take small quanti
ties and the whole trade seems at the 
mom ent to  he waiting the fo rth 
coming valorization sale. If one 
may judge from the general appear
ance of the coffee trade he would con
clude that non-consumption was mak
ing itself felt. In  store and afloat 
there are 2,432,773 bags, against 
3,395,979 bags same tim e last year. 
In an invoice way Rio No. 7 is worth 
12'V,s(« 12kjC . Mild grades are very 
quiet, good Cucuta held at 13^c.

The ruling of the pure food bureau 
that the colored teas on hand and to 
arrive before May 1, may be worked 
off gave the tea trade a little boom 
and for the past few days some very 
good lots have changed hands. The 
whole situation is better than a week 
ago and prices show some tendency 
tow ard a higher level.

Granulated sugar quoted at 4.80c 
less 1 per cent. Trading is only mod-1 
erately active, and this is all that can 
be expected at this season of the year.

Rice stead}- with just about the 
volume of business tha t m ight be ex
pected at this season of the year. 
Prime to choice domestic quoted at 
4 J ¿¡(a 5piC.

In spices, cloves and nutm egs a t
tract m ost attention and the m arket 
favors sellers. Prices abroad are 
said to be decidedly above this m ar
ket. Supplies are of only m oderate 
proportions.

New Ponce molasess is coming 
freely and the demand is liberal. All 
grades of molasses are well sustained. 
Good to prim e centrifugal 25@32c. 
Syrups firm and quiet. Fancy, 25@27c.

Packers of peas are said to be cu t
ting rates a little in order to clean 
up stocks. The going rate is 90c 
for standards, but some sales it is 
said have been made at S7Joc and 
even 85c. Tom atoes dull and prac
tically w ithout any change in quota
tions. Spot standards threes 80c f. o. 
b. Baltimore, though really desirable 
stock is held at S2j4c. Corn firm, 
with no news to report as to  futures. 
O ther goods moving slowly at former 
quotations.

Butter is som ewhat lower and in 
liberal supply, Creamery special 26c; 
extras, 24p£c. Held specials, 21@22c. 
Imitation creamery firsts, 17@18c. 
Factory, 16@16j4c.

Cheese shows little if any change. 
There is a better export trade. Top 
grades quoted at 14^@16c.

W estern eggs of quality are w orth 
17(5 17^4C but the latter figure seems 
to be very top. Many stores are 
retailing very good eggs at 18@l'9c.

Cane and Beet Sugar.
The Census Bureau has just issued 

a sum mary on cane and beet sugar. 
Form erly cane sugar was manufac
tured in several states, but now it is 
confined chiefly* to Louisiana, which 
has 188 plants, and Texas, with 4. 
The total capital employed is $36,- 
262,000; $2,507,000 is paid in wages 
and salary and an equal am ount in

other expenses; $20,336,000 for m ate
rials and the value of the product is 
estim ated at $29,351,000. Of the value 
of products, tha t of sugar consti
tutes 89 per cent, of the total, m o 
lasses 9.6 per cent., and syrup 1.4 
per cent.

Beet sugar constitutes, at this 
time, a large proportion of the total 
sugar production of the world. Its  
m anufacture in the U nited States is 
comparatively new, as it had scarcely 
emerged from the experimental stage 
prior to 1880. Much interest is now 
manifested in the industry and its 
further development in this country 
seems assured. Comparative figures 
for acreage planted and beets used 
for the censuses of 1909, 1904 and
1S99 show that the num ber of estab 
lishm ents engaged in the manufac
ture of beet sugar increased during 
the decade 117 per cent.: the number 
of acres planted in beets increased 
207 per cent.: the quantity of beets 
produced. 399 per cent.: and the 
average production per acre, 61 per 
cent. The num ber of plants is now 
65, as compared with 30 in 1899, the 
acreage is 416,000 compared with 
135,300: tons of beets raised, 3,965,- 
300, compared with 794,600, and the 
total value of product in 1909, $48,- 
122,000, compared with $7,324,000 in 
1899. Colorado is the largest produc
ing state, with 16 plants and $13,- 
729,000 value. California comes next 
with 10 plants and $11,981,000 value: 
Michigan third with 16 plants and 
$10,477,000 value. In 1899, Michigan 
had only 9 plants and $1,602,000 value 
of product. O f the Michigan product 
in 1909, there were 103,000 tons of 
granulated sugar, valued at $9,757,- 
000; 600 tons raw  sugar, $41,000: 
5,016,700 gallons of molasses, w orth 
$337,000, and $342,000 of o ther p ro d 
ucts.

T he im ports of sugar increased 
from 2,009.000 tons in 1899 to 2,887,- 
100 tons in 1909. The consum ption 
increased from 2,238,500 to 3.628,300 
tons.

Three Men in One.
Someone has said that everv man 

is three men; the man he thinks he 
is, the man others think him and the 
man lie really is.

The man he thinks he is is usually 
a pretty  good fellow. I t is a little 
hard to get far enough off from our
selves to judge our own actions as 
we would those of another man, and 
yet tha t is w hat m ust be done if a 
man would make the man he is m eas
ure up to the man he thinks he is.

I t  is not w orth while to w orry 
about the man others think you. 
There are ten chances to one, if not 
ninety-nine out of a hundred, that 
they are sizing you up pretty  cor 
rectly, and if you do have the mis
fortune to be m isunderstood it does 
not make so much real difference. I t 
is only the man you are tha t you 
will be called on to account for.

A man may have the idea tha t he 
is a generous, free-handed, good fel
low, and if he heads the church sub
scription list and gives largely to 
every public charity his fellow citi
zens will probably agree w ith him,

but if at the same tim e he pays his 
employes the low est possible salaries 
w ithout regard to w hat they are 
w orth, he is not half the good fellow 
he thinks he is.

I t would not do any good, either, 
for a man to lower his estim ate of 
himself. Nobody ever am ounted to 

[ anything who considered himself a 
poor, miserable dub. The only way is 
to play up to his own idea of him
self. His name on public subscrip
tions is all right—it goes to swell the j 
credit of the man others think he is, 
but if he regulates his private affairs 
on a generous scale he is earning the 
right to consider himself a good fel
low. O f course, it costs in money 
and self denial, but it is "nothing for 
nothing" in character as well as busi 
ness.—Twin City Commercial Bulle
tin.

Good Name Worth Protecting. 
The surest indication of superior 

quality in m erchandise is when the 
successful article is largely imitated. 
The surest sign of the unreliable m er
chant is one who willfully misleads 
his custom ers into the purchase of 
inferior substitutes in place of the 
genuine article actually desired.

The F. M ayer Boot & Shoe Co., of 
Milwaukee, m anufacture the well 
known M ayer M artha W ashington 
Com fort Shoes, which, due to their 
superior merit, enjoy a big sale. U n
scrupulous and short-sighted dealers, 
eager for bigger profits, have p erm it
ted them selves to be led into the 
practice of selling shoes similar in

appearance but inferior in quality, 
representing them to be Martha 
Washington Comfort Shoes.

The Mayer Co. has been compell
ed, for its own protection, to inaug
urate an extensive campaign to put 
a stop to the unlawful use of the 
name and picture of Martha Wash
ington and will punish the guilty of
fenders. Other reputable manufac
turers have had the same experience.

The practice of substitution obtains 
so generally that it is well for our 
merchants to exercise a little caution 
in buying supplies. See that you get 
what you are after and do not hes 
itate to turn down a salesman who 
tries to mislead you.

In  addition to  the M artha W ash
ington the F. M ayer Boot & Shoe 
Co. makes the “Leading L ady” fine 
shoes for wom en; “H onorb ilt,” fine 
shoes for m en; “Y erm a Cushion 
Shoes and Special M erit School 
Shoes.” T he M ayer Co. now has fa
cilities for making 9,000 pairs of 
shoes per day and is w orking well 
up to capacity.

B U S IN E S S  C H A N C E S!
H alf in te re st In $2,000 stock drugs, 

tow n 1,500, for $600 to reg istered  m an, 
who m ust take  charge and  m anage busi- 
ness. A ddress X, care  T radesm an. 290

Pum pkin Seed—W e have fo r sale a  
q u a tn ity  of “M am m oth” field v arie ty  
pum pkin seed, which we have saved a t 
our Clay City. Indiana, fac to ry  (fam ous 
fo r fine pum pkin). M any of you gro
cers have handled our high grade pum p
kin, e ith er under our label or under your 
jobber’s p riva te  label, and know th ere  
a re  no finer goods packed. T hese seeds 
are  saved w hen packing such pum pkin 
and a re  the  finest canning v arie ty  known 
W rite  us fo r prices and  sam ples. L ado
ga  C anning Com pany, Ladoga, Indiana.

Champion Tennis Shoes

Men's to 

Children’s

The Most Popular Summer Shoe in the World
Millions sold each year. Made in Bals. and 

Oxfords, three colors—W hite, Black 
Brown Duck. Complete Cat

alogue mailed promptly.

DETROIT RUBBER Co.. Detroit, Mich.

A Reliable Name
And the Yeast 
Is the Same

F leischm ann’s



I T  P A Y S
SHREDDED ^VHEAT is  o n e  o f th e  b e s t  p a y in g  fo o d  p r o 

d u c t s  y o u  c a n  h a n d le , n o t o n ly  b e c a u s e  you m a k e  a good profit 
o n  e v e r y  s a le , b u t b e c a u s e  it’s a steady, all-year-round seller. O u r  
e x t e n s iv e  m a g a z in e ,  n e w s p a p e r  a n d  s tr e e t  c a r  a d v e r t is in g ,  d e m o n 
s t r a t io n  a n d  s a m p lin g , h a v e  m a d e  SH R EDD ED  W H E A T  better 
know n a n d  e a s ie r  to  sell th a n  a n y  o t h e r  c e r e a l  fo o d . T h o u s a n d s  o f 
v is i t o r s  to  N ia g a r a  F a l ls  p a s s  t h r o u g h  o u r  $2,000,000 s u n lit  fa c to r y  
to  se e  SHREDDED W H E A T  b e in g  m a d e  a n d  te l l  f r ie n d s  a n d  n e i g h 
b o r s  o f i t s  c le a n l in e s s  a n d  w h o le s o m e n e s s .  SHREDDED W H E A T  
is  n a v o r y ,  n o u r is h in g  a n d  s a t is f y in g — p e o p le  w h o  e a t  it  o n c e  e a t  it 
a l w a y s .  B e c a u s e  it  is  w id e ly  a d v e r t is e d  a n d  e a s y  t o  s e l l ,  s u re  to  
p le a s e  a n d  p r o f i ta b le  to  h a n d le , i t  w i l l  p a y  y o u  to  p u s h

Built on Proven 
Principles

S cale  C o ., o f D a y to n  Olito, 
th e  fo u n d e r»  as®g p io n ee r»  u

Stands the Test of Years of Service
W e have subjec 

sible a n y  w eaknesses 
by  sc ie n tis ts  of w o r td r e n o w n : by  Federal. 5

it n an «  » »  s e v e re  res ts

» ro flrrew ve m e rc h a n ts
O u r  fac to ry  rec

au tom atica lly  placed: on an d  off th e  pfatforrn ftirm  fYurTtf
ac tual serv ice w as resfilte red  K ic i ld d y  th e C ftteaip> D eftest» i- -h r
its  fu ll c a p a c ity . Th c fin a l reMf show ed th e  s*sale  n  m  p e r fe c r  c o m fit

Mo Cut-Down-Phot hi Our Aufomafk Scafe

service, pa rt ft f  ?mr m m e  m in h r

wmeh yrm w.oofrt like to n m  parr purraie

The Competing 
Seale Co. 
Dayton, Ohio

Moneyweighf Seale Co
58 Y  State Stu Chicago nm m  * 1

Here’s The Proof
Kelloggs “Square D eal’Policy Protects Both

Price Protected- 
Trade Profits 1 « 

Assured

I

Ej

1

ir m i / i i l j u j f  i i 11 i ’3^ n  1 ■ [*'

No “Free Deals” 
to induce 
Price-Cutting

1

5

It jii 1 f t UjuI l! iIj 11 if h f  i4! i ifl i P -

~

No “Quantity 
Price” to favor * 

big buyers

¡

IT H11 i‘i 111 n l?Ei f i n (? i; 11 n I i*! .........

Nothing to 
encourage over- | _ 
buying goods

I d

(rm  i i'i 111 m?fTtTTi-?trh n tfh  m , t f l . i ,,. • f  i ,-p

No Coupon 
or Premium 
Schemes

1

i

Best advertised 
and most popular 
American Cereal 1

±£j

G R O C E R  ano C O N S U  M E R
* N O  SQUARE DEAL POUCY

Some time ago I assisted in adjusting a fire loss for a grocer. Among the stuff set aside for adjustment ,t foss aistaured 
was a lot of breakfast food supposed to be damaged by smoke. I opened several packages and round hem not iama«ed 
by smoke but decidedly stale, and refused to make any allowance whatever on these. We also found a -or of oackaaes 
containing a biscuit— popular and well known. Upon examination I found these decidedly rancid and unfit tor "ooct 1 

learned later that all these goods had been bought in large quantities in order to get the price, and. as is often he case 
the quantity could not be disposed of while fresh and saleable A g e  does not improve anything edible There s 1 unit 
even to ageing Limburger and Rocheford cheese— where loud smell gives some class in he nostril of he »oicaie, but i have 
yet to find the first cereal or package foods, or foods sold in any form, that improve by age, and he sooner manufacturer 
of food-stuffs change their system of quantity price and follow the ‘Square Deal”  policy of a Battle Creek -ereai he nerter 
for themselves, the reputation of their product, and the better for the grocer. I just want to add here that i w r ;  he Cereals 
put out as damaged by smoke, none of which had the least trace of smoke, were “Kelloggs Toasted Com 
Flakes, (and three other orands^} and others, not one of them ensp and fresh but Kellogg 5 T lasted Com 
Flakes. W h y ?  K elloggs was the only cereal there not bought m quantity. Single case purchases keot t 
on the shelf fresh, crisp, wholesome and appetizing. From every standpoint, considering quality, cawtai or 
warehouse room, the square deal policy is the best and only policy for the Grocer.

*Names furnished on application.

*  REPRINT FROM “UP-TO-DATE”
Edited by J. W. Ritten house, official organizer of the Retail 
Merchant’s Association of Pennsylvania, is, according to its 
official title “Published in the Interest of the R etail Mer
chants of Pennsylvania for the purpose of Promoting Or
ganization and Maintaining in Pennsylvania A e largest 
Body of Organized Merchants in the United States.”

rr PAYS EVERYONE TO STICK TO

Qualify and 
Rävor always, 
the same

Goods sever 
.Allowed 1> 
Grow stale

Sold only as 
thegenuine 
Kellogg pa ckage

Pace the —ne 
< ■very where uns 
is  everybody

Fhyv sn honest 
profit rhe 
im cer

Bached 3» fhe 
Sellosg  name 
—d m aabiéim .



If Y o u  Happen
To need a stock of Bang-up 
Coffee that’ll make your cus
tomers “sit up and take notice’’ 
there’s

“QUAKER”
BRAND

COFFEE
ALWAYS “ON TOP”

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

Grand Rapids, Mich.

Be THE Progressive Dealer
In Your Town. Buy this

Motor Delivery Wagon

M odel D - 1000 Pounds C apac ity—$900 00

The Chase Wagons are
Sim ple  in Construction 
Cheap to M aintain  
Easy to Operate

Dependable and Durable
I f  you are ALIVE to your best interests, 

w rite  for Catalog of the Chase 
Com plete Line to

ADAMS & HART f f

We Employ No Salesmen 
We Have Only One Price
Y es, w e lose som e sales by having only one price on 

our safes, but that is our way o f doing business and it w ins 
oftener than it loses, sim ply because it em bodies a correct 
business principle.

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

If You Want a Good Safe—
and want to pay just what it is worth and no more

—Ask Us for Prices

Grand Rapids Safe Co. G r a n d T a S  Mkh.


