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Bringing the Market to You
Our catalogue is sent to you, Mr. General Merchant, because it s >ur plan f  r 

bringing the market to your door.

Fearlessly we come out in the open and show our hand. We dare to prin t net 

prices on every item in this book because it represents the policy back of m any years 

of successfully wholesaling General merchandise.

We wouldn’t dare quote net prices in this plain, open w ay  if there existed  any 

doubt regarding the pricing of a single one of the 35,000 odd item s in th is book.

Thus you have a steady and quick reference—a safe and sure guide to rig h t 

buying. Go through each book as it arrives—form the habit of comparing prices and 

know for certain that you’re buying right. That’s a fair request.

Our April book is out. It lays before you in convenient, compact form the 

world’s greatest line of General Merchandise. It lists our offerings for Spring and 

Summer. Its special pages will furnish you with bargain and profit making m aterial 

for a month to come.

The number of this catalogue is F. F. 970 . If you are not on our mailing list, 

you should be. Ask us to send a copy.

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

NEW  YORK CHICAGO ST. LOUIS M IN M A POLIS

Sample Houses: Baltimore, Cincinnati, Dallas, Kansas City, Milwaukee. Omaha. Sun Fruw s.



MY SPECIALTY. USED AUTOS

Two Rare Bargains in 
Light Auto Delivery W agons

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

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 L E R  H igh W heel D elivery  W agon—1909 model. 
i  cyl.. 16 H P , air cooled with top tor 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. Price. $490.00.

Built on Proven 
Principles

'T W E N T Y  YEARS ago a new industry 
" ’as established by The Computing 

Scale Co., of Dayton, Ohio. They were 
the founders and pioneers in the manu
facture and sale of the now famous DAY- 
TON-MONEYWEIGHT Scales. During 
this time they have experimented and de
veloped scales on all the known principles 
of scale construction, but the one crown
ing glory of their efforts is the DAYTON- 
MONEYWEIGHT AUTOMATIC.

Stands the Test of Years of Service
We have subjected our scales to the most rigid and severe  tests  to ascertain if pos- 

s.ble any weaknesses or faults in construction. They have been examined and approved 
by scientists of w orld  renow n; by Federal. S tate and Municipal officials, and. best of all 
by the thousands of p rog ressive  m erchan ts  in all parts of the world.

Our factory recently made a test of one of our stock scales. A 10-lb. weight was 
automatically placed on and off the platform until a weight representing fo rty  years  of 
actual service was registered. Each day the  C hicago D eputy  Sealer tested  the  scale to  
its full capacity . The final test showed the scale in as perfect cond ition  as the first.

No Cut-Down-Pivot in Our Automatic Scale
There are no parts of our scales subject to unnecessary strain or wear. If. after years 

of constant service, some part of our scale m igh t show a little wear, it would not affect the 
accuracy or sensitiveness of the weight or value indication.

Be sure to get our exchange  figures if you have old or unsatisfactorv computing 
scales on hand which you would like to trade in as part paym ent on new ones. Send for 
our illustrated, descriptive circular of our latest computing scale.

The Computing 
Scale Co.
Dayton, Ohio G rand Rapids Office, 74 So. Ionia St.

Please mention Michigan Tradesman when writir

Moneyweight Scale Co.
58 N. State St., Chicago

Direct Sales 
Offices in All 

Prominent Cities

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

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

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

The American Case & Register Co.
Salem, Ohio

Detroit Office, 147 Jefferson Ave., J. A. Plank, G. A. 
Des Moines Office, 421 Locust Street, Weir Bros., G. A.

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

S ta rt  y o u r  S n o w  Boy s a le s  a 'm ov ing  
The way they grow  will makeyour friends sit upand take notice

Ask your jobbers 
Salesman

Lautz. Bros.öt Co. 
Buffalo.N.Y.
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G RO C ER S A T B A N Q U E T.

Annual G athering of the Local A sso
ciation a G reat Success.

The tw elfth annual banquet of the 
Grand Rapids Retail G rocers’ P ro 
tective Association was held Monday 
night in Press hall and was one of 
the m ost successful functions of the 
kind ever held in the city. The a t
tendance was large, including many 
ladies, a generous representation of 
the wholesale trade and visitors from 
out of the city, and the company was 
thoroughly  congenial. The banquet 
was arranged by a comm ittee made 
up of J. L. W itters, George H.

the local Association and its work. In 
part he said:

“A bout twenty-five years ago a 
few prom inent grocers, realizing the 
necessity of organization, banded 
them selves together and formed the 
Grand Rapids Retail G rocers' As
sociation. I t may be in teresting  to 
you if T give you the names of a few 
of those men : M ost of them have 
long since retired from the retail 
business, but T am sure if any are 
present to-night they will well re
m em ber the struggles and hardships 
of the Association in its earlier days. 
I believe the first P resident was E. 
A. Stowe, and some of the charter 
m em bers were, E. D. W inchester. J  
Geo. Lehm an, E. J. H er rick. B. S 
H arris and Geo. Van Every.

“The first m eetings were held in 
the T radesm an office. I have been 
told b y one of these gentlemen that 
many times it seemed impossible to 
continue the organization, the attend
ance often being very small. I am 
often asked by m erchants throughout 
the city. W hat has the G rocers’ As
sociation done for the m erchant- in 
this city? I am asham ed to  think 
there can be a retail m erchant who 
has been doing business in this city 

who is no t

solid benefits, and have 
procured through organ

If you had watched 
l ings of the City Count 
you would have notic 
tion of the new rules i 

! m arket, which I am ve 
! a great deal to the con 
i as the grocer. Do v 
| Association had anvthir 
this? Ask the Ordinan 
o f  the  City Council 

At the request of ot 
a bill was introduced a 
ifr. V erdier regarding 
berries and vegetables 
are. This m eans a v 
both re ta iler and co

deal of time and thons?

Mai

Shaw, N orm an O ’dell, J. Barclay
Fred Fuller, A. L. Smith and F ra n k  for any length of time 
M errill, and the service was by Jan-1 aware of some of the 
dorf. D uring the banquet orchestra! derived from the work ... 
music was rendered and between the ciation. But T will menti 
addresses W . H. Reilly rendered v o - jo f  the m ost im portant and 
cal selections and Van Duzeii and convince the doubters that 
German gave a piano duet. The in- cer in this city has receive 
vocation was by Rev. George H a n - deal of assistance from our 
cock. Fred Fuler called the meet- tion.

t h i s

tab!

“F irst, T would cal! yr 
to our credit departm ent, 
ing the last year of Mr. 
m inistration as vour Pre 
W. Fuler has been a m e 
Association about seven 
He served nine years as 
this A ssociation and

i t  'a tteni

*■ îîfffm  f

ing to  order after the menu had 
been discussed and introduced A. L 
Smith, Secretary of the local Asso
ciation, as toastm aster. Mr. Smith 
certainly was a success, displaying 
much hum or in his introductions and 
diplomacy in dealing with the audi
ence. Clarence A. Cotton, Secretary
of the Board of T rade, was the first President of the State 
speaker and his subject was, “Do I t  and has probably given m ore hours 
F o r Grand Rapids.” He rem inded the work to  city and State organ izatic >n 
grocers of the benefit accruing to than any m em ber in the State oi 
them in having m ore industries and ] Michigan.
conventions, and tha t the Board of “E arly closing of stores, half hoî- 
T rade is always try ing to prom ote the ¡days during sum m er m onths, closing 
city’s welfare in these directions. As all day July 4, Thanksgiving. Christ 
im portant as the industrial prom o- mas and New Y ear—I am sure, gen- 
tion is the work tha t the Board is tlemen, you will agree with me

«®sf

doing to  make Grand Rapids a bet 
te r  city to live in, healthier, cleaner 
and m ore beautiful. H e expressed 
the hope tha t every grocer would be
come a m em ber of the Board, and in 
closing read the local trade reciproc
ity  resolutions urging Grand Rapids 
people to  trade in Grand Rapids in
stead of in o ther towns.

President Glen E. DeNise gave the 
grocers “some food for thought,” and 
did it well. H e read the platform  ol 
the State Association, as adopted at

that ju s t these few results of orga 
ization have given us much to 
thankful for as relief from the et< 
nal grind of the old days. As eitize 
we certainly deserve some ti 
our families and for social affairs 
through organuization we have 
George Lehenan w as one o f 
earliest fighters for the early  cl 
movem ent.

“Uniform  retail price for ffoti 
stead of cut prices and losses, 
on the soap we handle—are not

with 
s. and

essential. U ntil we le a n  to ha?
| m onize our views and purposes ?• th 

ft. J. ing can be accom plished. Until we (any  3
the can get together and know one an

o ther nothing can be done. H arm on- ‘"W
izin&f shotild conic fir^'t, i® dersgj

x in- | meetings do- not fve afraid to  tell v---nr ;1 faÉse j
prrofif experiences for fear yom will help 1
these j| som ebody else. Avoid the spirit s? j(it apt -ICaas
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Detroit Produce Market Page
All dealers looking for lower 

prices and do not care to buy 
heavy.

Indications are all for lower 
prices within a few days as re
ceipts at all leading points are far 
in excess of daily requirements.

F. J. SCHAFFER. Sec y 
Detroit B. & E. Board.

CO LD  STORA GE.

Some Facts Regarding B oth Sides of 
the Controversy.

W ritten  fo r th e  T rad e sm a n .
Since there is so much agitation 

and proposed legislation relative to 
the cold storage of food products, the 
w riter wishes to state some facts or. 
this subject, especially pertaining to 
butter and eggs.

The advocates of short period sto r
age claim that perishable food prod
ucts. especially butter and eggs, de
teriorate so rapidly in storage that 
they are unfit to eat and an actual 
menace to health after a few months. 
They propose to limit the time for 
storage of these products all the way 
from four to eight m onths and some 
even go so far as to advocate con
fiscation after the time limit has 
passed. In support of their position 
they cite exceptional and unusual ex
amples of deterioration of butter and 
eggs in cold storage, and by these 
unfair methods attem pt to formulate 
general laws.

They also claim that cold s to r
ages enable speculators to enrich 
them selves at the expense of the 
great mass of consum ers and tha t the 
time limit would eliminate specula
tion and reduce the distribution of 
these perishable staples to a legiti
mate basis of supply and demand. 
The real bone of contention, how
ever, is the length of time which 
should be allowed storers of these 
food necessities to dispose of their 
holdings.

All agree tha t nearly every perish
able food product, i. e., every food 
susceptible to germ s and consequent 
deterioration, is more palatable and 
healthful the sooner it is consumed 
after production. The cold storage 
simply retards this deterioration by 
keeping the foods at such a low tem 
perature as to make them as im
pervious as possible to germ s and 
contam inating influences.

All fair-minded people, w hether 
producers, jobbers, speculators or 
consum ers, agree that all perishable 
goods should be in good sound, 
wholesome condition when placed in 
cold storages. M ore stringent laws 
requiring m ore rigid inspection of 
goods before they are placed in sto r
age should be enacted and enforced.

The present unfavorable attitude of 
the public tow ard cold storage prod
ucts would not exist to any marked 
degree if such a law were enacted. 
For example, poultry tha t has begun 
to spoil is not improved by refriger
ation. Rapid decomposition is sim
ply arrested. Bad eggs become 
worse, rancid bu tter becomes strong
er, no m atter w hether in storage or 
out.

Since all perishable food products 
deteriorate with age, there should be 

I a time limit for storage. This limit 
should be decided by the condition, 
kin and pa.daoi rdo idli di ininin 
kind and quality of the product. For 
example, we all know that eggs are 
the best in quality during the early 
spring m onths and tha t they arrive 

j in the best condition then, because 
they are not affected by extrem es of 
heat and cold. As the season ad
vances the quality deteriorates and 
because of increasing heat the con
dition of the stock is poorer. T here
fore, eggs stored in April in prime 
condition and of excellent quality will 
come out of storage the following 
fall and w inter better in both these 
respects than July eggs, usually weak 
in quality and poor in condition. The 
same is true of butter. It would be 
unjust and unwise, therefore, to en
act any laws limiting the storage time 
to four, six o r even eight months. 
The time limit should be a natural 
one, and this leads us to this ques
tion :

W hat is the fundam ental object or 
advantage in storing perishable food 
products?

O ur answ er is, T o care for and 
keep in the best possible condition 
the surplus production in any line 
tha t it may be m arketed and used 
when there is a scarcity or lack of 
production in tha t line.

If all perishables were stored and 
m arketed in accordance with this 
principle, the prices on all these food 
products would be equalized th rough
out the year and minimized to the 
consumer.

The natural legal time limit would 
require tha t all stored goods should 
be sold or cleaned out by the time 
of excess production of the next sea
son- The flush of the egg producing 
season is from M arch to May. 
Therefore, all storage eggs should be 
disposed of before the following 
March. D uring May and June the 
best quality and greatest proportion
ate quantity of bu tter is produced, 
and storage cream ery should be dis
posed of before tha t time the next 
season or be classed as packing stock. 
If this law were applied to  all per
ishable food products it would clean 
out all storages at least once a year 
and w ork no real hardship or injus
tice to  anyone.

Speculators som etimes corner and 
manipulate the m arket and tem porar
ily increase the price of commodities, j

This, however, is no more common 
in regard to cold storage products 
than in o ther food commodities. The 
same legal restrictions would be e f
fective in all kinds of gam bling or 
speculating in food products, and 
could not be made to apply to cold 
storages alone.

Occasionally some are so foolish 
as to declare tha t cold storages 
should not exist. This position can 
easily be proven untenable: Should a 
farm er feed all his grass when it is 
green and plentiful and not cure and 
store it for the w inter when it is 
scarce? Should we insist on having 
all peaches and fru it eaten when they 
are fresh and ripe and prohibit the 
housewife from canning them when 
there is an excess of production? 
Still, we all know tha t canned goods 
are not

Some critics of cold storages say 
that the sto rers of bu tter and eggs 
are becoming immensely rich and 
tha t the farm ers are getting  the small 
end of things. T his is fallacious. Ten 
years ago farm ers were receiving 10 
to 13 cents per dozen for eggs in the 
spring; the same per pound for dairy 
butter. Cream ery was 17 to  20 cents 
per pound. W hat did the farm ers 
receive last year? W e all know that 
farm ers received their share of the 
increase.

W hat did the sto rers of eggs pay 
last year? T he following carefully 
prepared table will show:

Cost of assembling, preparing, car
rying and m arketing one case of eggs, 
30 dozen (A pril 1 to January  1): 
Price paid farm er at country 

town, per case .......................... $5 70
5 VVU ao  u c a i i . '-äse ana m ier 30

W e Buy for Cash, F. O. B. Shipping Point

EGGS A N D  DAIRY BUTTER
Weekly Quotations Mailed on Request

SCHILLER & KOFFMAN, DETROIT, MICH.
________________ EASTERN MARKET

Cash Butter and Egg Buyers

HARRIS & THROOP
Wholesalers and Jobbers of Butter and Eggs

777 Michigan Avenue, near Western Market—Telephone West 1092 
347 Russell Street, near Eastern Market—Telephone Main 3762 

______ ___________ DETROIT, MICH.

EST A B L ISH E D  1891

F. J. SCHAFFER & CO.
BUTTER, EGGS AND POULTRY

396 and 398 East High Street, Opposite Eastern Market
Associate Houses - i ? n “ , E e g  & P ou ltry  C o., Ion ia ,M ich . n  . . . .

’ D undee  P roduce  C o .. D undee, M ich. D e t r o i t ,  M ic h .

L. B. Spencer. Pres. F. L. Howell. Vice-Pres. B. L. Howes. Sec y  and Treas

SPENCER & HOWES
Wholesale and Commission Dealers in Butter, Eggs and Cheese

26-28 Market Street, Eastern Market 
Branch Store, 494 18th St., Western Market

Detroit, Mich.TELEPHONES i& ? y  « I

BUTTER. EGGS
CHEESE. FRUITS
PRODUCE O F ALL KINDS
Office and Salesrooms. 34 and 36 M arket St.

COLD STORAGE 
AND FREEZING 
ROOMS

435-437-439 W inder St.

R. HIRT, JR.
WHOLESALE FRUITS AND PRODUCE

PH O N E S  ■ ^ am *21® < Mam 5826 DETROIT, MICH.
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Buying cost or expense solicit
ing ................................................. 15

A ssem bling freight to country
packing point ............................  ■ io

Labor, rehandling and grading. 10 
Cost of grading (disposing of

under-grades) ............................  ir,
F reight, country points to Chi

cago .............................................. 25
Storage, 1 case (30 doz.) ..........  30
Insurance and in terest ................  25
Rehandling and grading ............ 35
M argin for ow ner .....................  30
M argin for w holesaler ............... 30
M argin for retailer .....................  90

Total, 30}4c per doz.; per case . $9.15
T he above figures are averages that 

have, been obtained from actual oper
ations and can be verified easily.

W hile farm ers received 19 cents 
per dozen for their eggs loose in the 
country, and while consum ers, ac
cording to  the above, should have 
paid 3014 cents per dozen, it is an 
actual fact tha t m any storage eggs 
were sold in a jobbing way this 
spring from  5 to 8 cents per dozen. 
T he same condition was true in re 
gard to butter. W ho made the m on
ey? The farm ers. W ho lost the 
m oney? The legitim ate sto rers and 
speculators. F o r the legitim ate sto r
ers we have sym pathy; for the spec
ulators, none.

Any state or national laws regulat
ing the cold storage of perishable 
food products should be based on 
the following facts:

1. Cold storages are necessary to 
carry the excess produce during the 
flush of the season to  the time of 
scarcity later in the year.

2. Rigid and careful inspection of 
all goods intended for storage should 
be made at the storage w arehouse be
fore goods are accepted and plainly 
stam ped as to  date, grade and qual
ity.

3. If goods are poor or unfit for 
food they should be rejected at the 
time they are offered. N othing but 
the best should be presented or ac
cepted.

4. All perishable products stored 
during the flush season should be dis
posed of during the period of low 
production or, at the very latest, be
fore the next period of excess p ro
duction.

5. Speculators or m anipulators 
found guilty of perverting this nat
ural law for the purpose of inflating 
prices for their private gain should 
be punished by law.

6. An unbiased knowledge of all 
the facts should precede any and all 
legislative action, and justice to  all 
legitim ately connected with the p ro 
duction, storing  and distribution or 
consum ption of perishable cold sto r
age products should be the m otto of 
all who seek to  rem edy existing 
evils.

7. All jobbers, retailers and ped
dlers should be required under pen
alty  by law to  sell cold storage p ro d 
ucts as cold storage products, and all 
hotel, restauran t and boarding house 
keepers serving cold storage goods 
should be required to  post a large 
sign to  th a t effect in a prom inent 
place on the dining room wall.

C. D. Crittenden.

What Other Michigan Cities Are Do
ing.

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

The Industrial Association of Bat
tle Creek has 150 on its mem bership 
roll and hopes to  double the num ber 
during the campaign which is now 
under way.

One of the features of the annual 
banquet of the Kalam azoo Comm er
cial Club, which is to be held March 
31, will be a series of lantern slides 
showing the grow th of the city in re
cent years.

A series of “know yottr city" trips 
to  the different factories are being 
arranged by m em bers of the Kala
mazoo Commercial Club.

Traverse City is showing splendid 
public spirit in its booster move
m ent to  raise $3,000 for publicity pur 
poses.

T hrough interurban cars on fast 
schedule between Kalamazoo and 
D etroit, also between L ansing and 
D etroit, will be put on April 4.

Lansing will soon be an im portant 
interurban hub. Lines to St. Johns 
on the north and to  Jackson on the 
south, the la tte r continuing to  D e 
troit, are now in operation, while 
within a few m onths it is expected 
tha t lines no rtheast to Owosso and 
west to Grand Ledge will be com -

■ ; ;----------------------------------
¡contains ju s t Four weeks, o r tw<
J eight days. In the careterfes am  
tauran ts the quantity  of food s< 

[to  the transien t custom er is “ si 
ed,” while the resident receives a 
is entitled to. In  San Francis**.■ 
hotel keepers advertise free tran 

I tation for guests to  and from 
[railw ay stations, but charge cns 
ers for the service when they 

I their bills. T he men employe 
the hotel barber shops are 

[scienceless robbers. F o r a plain - 
[ they will hand the custom er a c 
for 25 or 50 cents and insist 
the  paym ent of the same. In 

| city a .day o r tw o ago a man n; 
Doyle had his hair cut. a shar 
and his face shaved, for which he 

[ charged and compelled to  pav 2 

Petty  grafting  prevails everywhe 
this land of the Golden W est, w 
if continued, will affect the do-* 
travel in time from the E ast 
cause a loss of a considerable pa 
the many millions the tourists 5  

I in the Coast States annually.
A rthur S Whi 

Seattle. March 22.

Business N ews
•State.

Nish

T he Square Deal.
C. E. Bernert. of Wym 

| addressed the R etailers ' .A 
of N ebraska at Omaha rec 
said som ething regarding

pleted. dising” which the m
D uring the past year F lin t built states m ight well t

ten and three-quarters miles of pave “T he mail o rder h
m ents, nine and one-third miles of less than 7 per cer
cement walk and six and three-quar dictate the prices
ters miles of sewers. These figures who sell 03 per cen
serve to  make m any cities that are said. “I t  is a m ost
much larger than F lint sit up and and if persisted in w
take notice. stroy the small tow*

Kalam azoo is having plansj p re  the trouble is special
pared for im proving its parks and few at the expense
boulevards. “T he producers a

T he Muskegon Chamber of Com secure a square dea
merce has secured four new indus man is organizing to
tries for that city w ithin the past six deal: the m anufacttr

f> ftcai 
. w h ir]  
th e  3

Cold Storage 33Xs

Fifteen of the large shippers of 
Kalamazoo are m em bers of the 
freight traffic departm ent of the 
Commercial Club of tha t city. This 
shipping branch of the Club is p ro v 
ing very successful. F igures show 
tha t over a million tons of freight are 
carried in and out of Kalamazoo an
nually. Almond Griffen.

Petty Grafting on the Pacific Coast. 
W ritten  fo r th e  T ra d e s m a n .

On the Pacific coast it is consid 
ered as legitim ate by m any tradesm en 
to  plunder the tourist as it is by the 
French, the Scotch and the Italians 
in their own countries. A few weeks 
spent in this wonderful land have 
served to convince me that the peo
ple living here need the m oney of 
the tourist and do not hesitate to  take 
advantage of him at every opportu
nity. In Los Angeles a lady who 
form erly resided in Grand Rapids in
form ed me she could buy a bushel 
of good navel oranges for 20 cents. 
T he tou rist is charged the same 
am ount for one dozen. In the ho
tels, res tau ran ts and stores the so
jou rner pays the top price for every 
article he purchases, and if one rents 
a suite of room s fo r one month he I 
learns th a t according to  the Califor 
nia plan of counting tim e a month

have their organizations to get 
I square deal; now we retailers are or 
j ganizing fo r the same purpose I 
the face of all this it would seem th 
easiest thing in the world to get 
square deal.

“But we don 't get it. T he tohac 
co grow ers of K entucky get 7 to  t  
cents a pound to r their p roduct T h’ 
tobacco tru st charges us 43 cents fo 
it, and says we m ust sell it for 4 
to  50 cents. The grower, the labor 
er and the retailer get 17 cents, an*

$900.00 Per Annum
Young Man:—If yon are 13 years of age ami are 

willing to start at a salary of f9M> per annum «rs»  
us at once. We will pay you I N  per wee* for 
every week spent on our course if we fail to secure 
you a position paying the above salary. Reference» 
all Grand Rapids. W11 it  for catalog '""Ran k Studer! r_4 
at Work."

^ ^ * * 1 —  y

62-68 Pearl St., Grand Rapid», Mici
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Movements of Merchants.
Amv—D urrant it Son’s double 

store burned last week. Loss, $i.*,.- 
000.

Coleman—Steven David, form erh 
of Scottville, will open a drug store 
here.

Charlotte—Frank Allen has sold 
his “South E nd” grocery to Olgie 
Fast.

Vermontville—Ed. Echart has sold 
his interest in the meat m arket to 
Henry Mull.

C harlotte—M. L. Munson has sold 
his confectionery and ice cream par
lors to P. Hults.

Boyne City—Joseph McNamee has 
opened a new grocery store, occupy 
ing his old stand.

M arshall—O. L. Linn & Son have 
opened their clothing store in the 
Southworth block.

Jackson — The Palm er Company 
has opened a new shoe store at 11 * » 
W est Main street.

Benton H arbor—The Chester C 
Sweet hardw are store is being re 
modeled and improved.

Coopersville—Ray Marvin, of Ber
lin, has purchased a half interest in 
the store of Chas. Streeter.

Petoskev—George Koulis will open 
a cigar and fruit store in connection 
with his confectionery store.

Pontiac—Purser Bros., form erly of 
Bay City, h ave opened a wholesale 
fruit and produce store here.

Cadillac—Anthony Nieuwkoop has 
opened a new bakery in the rear of 
Johnston & K aiser’s grocery.

Blissfield — The H unter-Stadlem an 
H ardware Co. has changed its name 
to the Blissfield H ardw are Co.

Lansing—The Bates & Edm onds 
M otor Co. has increased its capital 
stock from $100.000 to  $125,000.

Gaylord—The D. M. Sly hardware 
store at V anderbilt burned last week. 
Adam Loesch’s bakery also burned.

Belding—Mrs. Madge Rimes and 
Miss Mina Sanborn will open a m il
linery store at 112 W. Main street.

Birch Run—W illiam P. McGregc.t 
has sold his stock and fixtures to 
Louis B. H ubinger, of Frankenm uth.

M anistee—Patterson Bros, have 
fitted up handsome ice cream parlors 
and a candy store in the Aaron block.

H artford—W. W. Rowan has pur
chased the Ruggles store building on 
Main street and will open a grocery 
store.

Cheboygan—John W . Karwick is 
putting in a line of men’s and wom
en’s shoes; also a full line of c a p s  
and hats.

Eaton Rapids—Moore & Coller, of 
Lansing, have leased a building and 
will open with a stock of agricultural 
implements.

Reed City—Jam es F. Jackson has 
purchased the building and stock oi 
groceries of A. M. Bregg, on Dav
enport street.

M arshall—A. B. W agner has sold 
his in terest in the Dobbins Furnace 
Company to W. R. Simons, of Battle 
Creek, and Geo. W. Leedle.

M arshall—Joseph Naeckle and Bert 
Schuler, proprietors of the S tar Bak- 
ery, have dissolved partnership. Mr. 
Naeckle continues the business.

Stanton—Dr. R. L. Bentley has 
purchased the real estate and m er
chandise of the Stanton Lum ber & 
Fuel Co. and will continue the busi
ness.

Eaton Rapids—The S. W. Fuller 
grocery business at Springport has 
been sold to the Bowersox Brothers, 
who will continue the business at the 
old stand.

Fennville—F. A. M owers has pur
chased the furniture stock of J. H. 
M owers and will continue the busi
ness under the style of the Fennville 
Furniture Co.

M arshall—The Crampton Medical 
Co. has been incorporated with an au
thorized capital stock of $2,000, all 
of which has been subscribed and 
$500 paid in in cash.

Midland—F. B. Stanton and Roy 
Fleming have formed a partnership 
and rented the fine new store in the 
Reardon block, where thev will con
duct a grocery business.

St. Joseph—T rick Bros., proprie
tors of the 5 and 10 cent store in 
Benton H arbor, have rented a store 
here' and a stock of goods will be 
installed probably by April 1.

Kalamazoo—Frank P. Talbot, w h o  
for the past twelve years has been 
on the road for the Baldwin Piano 
Company, has opened a wholesale 
store of his own in the Sterns block.

Eaton Rapids—E. B. Spears, of 
this city, and George Scofield, of Pot- 
terville, have bought the George Grif
fin hardw are stock at Albion and Mr. 
Scofield will be the active manager.

Farm ington—Fred L. Cook & Co. 
have rented the office building form 
erly occupied by the Fred M. W ar
ner Cheese Co. and will put in an 
up-to-date m en’s furnishing depart
ment.

Charlevoix—George Van Pelt has 
plans prepared for a handsome two 
story brick building 40x80 feet on 
Bridge street. This will be the third 
new building on Bridge street this 

|season.
Owosso—A rthur W ard, of Muni- 

I sing, for m any years Superintendent 
of the M arquette & Southeastern 
Railroad, has purchased a half inter- 

lest in the furniture and hardw are

business of F, W . Pearce and will 
take 'an  active part in the m anage
ment. The new firm will be Pearce 
& W ard, and they will m aterially 
enlarge the business.

Frankenm uth — H ubinger B rothers 
have engaged in the general m er
chandise business with an authorized 
capital stock of $35,000, all of which 
has been subscribed and paid in in 
property.

Kalkaska—T he m eat m arket form 
erly owned by Chas. Burkle has been 
purchased by Louis Green and Sam
uel Titus, of Isabella county, and 
will be run under the firm name of 
Green & Titus.

Mendon—H. W. N orth, jeweler, 
and M. M. Dickinson, musical in stru 
ments, whose place of business b u rn 
ed last w inter, are preparing to re 
open in the place form ally occupied 
by M. E. Strickland.

Benton H arbor—Perley Hall, form 
erly with the Kidd, D ater & Price 
Co., has purchased a stock of fancy 
groceries, confectionery, cigars, etc., 
and will open a store on Pipestone 
street and Britain avenue.

D etroit—The American H ydrostat 
Co. has engaged in business to deal j 
in machinery, with an authorized 
capitalization of $50,000, of which $32,- 
300 has been subscribed, $300 being 
paid in in cash and $32,000 in prop
erty.

Petoskey—W illiam Batson, of Big 
Rapids, has purchased the granite 
and m arble business of R. S. Parks. 
W. J. Bash, of Big Rapids, who is 
now in Goshen, Ind., will go to Pe
toskey to  take charge of the busi
ness.

Petoskey — The W ildern jewelry 
store, On H ow ard street, has been 
purchased by W . H. Seibert, who was 
the founder of the business and con
ducted it m any years before selling 
nut several seasons ago to H. M. 
Collins.

Mendon—M. M. D ickerson has 
moved his stock of musical goods 
to  the store form erly occupied by Mr. 
Strickland. Mr. Miers, of Grand Rap
ids, has leased the store ju s t vacated 
by Mr. D ickerson, and will put in a 
dry goods stock.

C harlotte—The rem odeling of the 
S. E. Cook & Co. dry goods store is 
completed. The im provem ents in
clude a new elevator, an enlargem ent 
of the floor space of 2,800 square 
feet, several new departm ents and 
much new furniture.

C harlotte—J. B. Gibbons, a well 
known jew eler here, has purchased 
the jew elry business of H . J. Sevy 
and the  la tte r has purchased the busi
ness of D. E. Legassee in Bellevue. 
Mr. Gibbons will combine the Sevy 
stock w ith his own.

V assar—C. E. M ott, who for the 
past thirty-one years has been in the 
grocery and dry goods business, has 
exchanged his dry goods and grocery 
store and residence fo r the farm, 
stock and tools of L. J. Heinlein, 
who will continue the business.

Fenton—W illiam Smith and H en
ry Shipley have sold the ir m eat m ar
ket to  F red B utcher and W illiam 
Zellner. Sm ith & Shipley are the old 
est business firm in this place and

for m ore than forty  years have been 
engaged in the buying and selling of 
meat.

Union City—As a result of the 
closing of the F arm ers’ National 
Bank the T. D. W illbur & Sons' 
Grocery Co. has closed. The concern 
is the oldest here, having been doing 
business in this place for the past 
forty  years. Mr. W illbur is over 70 
years old.

Sturgis—T he m erchants here have 
had five itinerant clothiers arrested 
for not being registered under the 
State law and the quintet are in jail 
at Centerville. T hey ran a “railroad 
wreck’ clothing sale and refused to 
comply with the statu tes in regard 
to registration, etc.

Kalamazoo— Miss K. A. Meadim- 
ber, who conducts a large retail con
fectionery establishm ent at Main and 
Rose streets, has decided to engage 
in the wholesale business and will 
place several of her m ost popular 
lines in the hands of the trade. The 
plant will be enlarged.

A drian—Allen T. Clark, with the 
Roe Clothing Co. for ten or twelve 
years, and Frank W eiss, long a sales
man with Henig, W estgate & Con- 
dra, have acquired each an in terest in 
the business of Henig, W estgate & 
Condra, which continues to  be oper 
ated under the same firm name.

St. Louis—The E. J. A lexander 
departm ent store burned last week 
with a loss of $25,000, about one- 
third of which was covered by in
surance. The fire caught from a fu r
nace which had recently been in
stalled. Mr. A lexander will resume 
business as soon as arrangem ents 
can be made.

Battle Creek—Kelmos & Caplanis 
have purchased the Main street p rop
erty  occupied by the Kelmos & Cap
lanis confectionery store, the McGee 
cigar store and the F oster millinery 
store and will rem odel the building 
and occupy the F oste r store in addi
tion to  their present quarters. Johi 
Caplanis has recently bought an in
terest in the store from P eter T. 
Kelmos, whose father established the 
business. T he new firm expects to 
spend about $10,000 repairing the 
building and in installing new fix
tures.

D etro it—Thom as S. McGraw has 
sold the entire stock of Baldwin, 
McGraw & Co., wholesale boot and 
shoe dealers, to  M orris Nobil, of 
Sandusky, O., and David Spero, of 
the People's Bargain Store, of F re 
mont, O. T he house of Baldwin, 
McGraw & Co. dates back about 
tw enty years to  the consolidation of 
A. C. McGraw & Co. and H. P. Bald
win, 2d, & Co. The M cGraw com 
pany was founded by A lexander C. 
McGraw in 1832, while H. P. Bald 
win, 2d, & Co. was a continuation 
of the business of H enry  P. Baldwin, 
begun in 1838.

The W estern  Michigan T ransfer & 
Storage Co. has engaged in business 
w ith an authorized capital stock of 
$16,000, of w'hich $8,000 has been sub
scribed and paid in in cash. Those 
interested are A lfred and Edw ard H. 
Schantz and F. E. Brown.
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The Grocery Market.
Sugar—Local dealers quote M ichi

gan at 5.19 and E astern  at 5.29.
Coffee—The spot m arket is without 

change and there is just a fair amount 
of business being transacted. Brazil 
quotations are still considerably 
above figures in the U nited States, 
and as long as Rio and Santos cof
fees hold so firm there, no decline is 
looked for here.

Canned F ru its*-T he demand for 
nearly the whole line of canned 
fruits is heavy and the m arket is 
firm, but prices are unchanged dur
ing the week. The coast m arket is 
said to be well cleaned up on the 
whole line of fruits, which is also 
true about Michigan and Eastern 
fruits. Gallon apples hold at prices 
quoted some time ago, but the busi
ness is light, as the supply of green 
apples is still of a fair size. Pie 
goods in gallons are in much better 
demand than some time ago.

Canned V egetables—There is some 
future business being transacted on 
m ost lines qf vegetables, but nothing 
of any great size. If the new ruling 
which has been talked of by some 
is put into effect, tha t only whole, 
ripe tom atoes can be used in m anu
facturing catsup, it will affect the 
price of canned tom atoes as well as 
catsup. Future prices on tom atoes 
are higher than a year ago. Spot pric
es hold firm on everything, tom atoes, 
corn, peas, beans, pumpkin and spin
ach, and the demand shows a great 
increase over two weeks ago.

Dried F ruits — The m arket on 
prunes is firm: prices continue to ad 
vance and stocks are very small. The 
w holesalers say it is impossible to 
replenish their stocks in many sizes, 
even at the prices quoted, which are 
several cents above the highest price 
ever known. Evaporated apples are 
being quoted as high as 15c per 
pound in the New York market. The 
demand is not so large as usual on 
account of the high prices. There is 
much m ore interest shown in the de
mand for peaches since the prices of 
prunes, apples and apricots have 
reached such a high point, Raisin 
packers on the coast have advanced 
the price of raisins fully one-half 
cent per pound during the past two 
weeks, and it is reported that future 
contracts are being made on 1911 
raisins at prices which are consider
ed high. There is very little doing j 
in currants, figs and dates, and prices j 
are unchanged.

Rice—T he price of rice is un
changed and the demand from the 
retail trade is ju st of a fair size, as 1

Lettuce—10c per ff>. for leaf- Flo 
ida head, %2 per hamper 

Onions— Spanish. $2 per c ra t 
home grown, $1.50 per btr - green 21 
per doz.

O ranges—RedTand navels, $3 25/ 
3.50 per box; W ashington nave! 
$3.25^3.50.

Pop Corn—90c per btr. fo r *»a 
3%@314c per fb fo r shefTed.

Potatoes—T he m arket is steadV 
30c at outside buying points.

Poultry—Local dealers pay 12'' 
m ost of them  are taking stocks only for hens: 14c for sp rings; 9c fi r 
as needed. I roosters; 15c for ducks- I2r fr

Spices—T he m arket on peppers is j £Teese; 18c for tu rkeys: broilers, v  
firm and the supply is said to  be 25c.
small a t prim ary points. Cloves are j Radishes—30c per doz. 
also very firm after the advance of Veal— Dealers pay 5/^ 9«- 
last week. I T 9

Canned and Salt Fish—The de- I Grocers Favor Single Standard.

M we Honorary XeBbers

if  Mi

V -

rational

? «liana

mand continues very good on alm ost I Lam 
every item in the salt fish line and taiI Grocer) 
prices are the same as quoted a week beaded by President M, 
ago. Supplies, however, are not large 
in m ost varieties, but they will prob 
ably be large enough to supply the
demand. Future prices on canned I bill, providing that 
salmon are expected to be higher boxes in which fruit 
than prices of 1910, hut it is thought are

Df

of Bay City, had 
the H ouse Commitf 
fairs Friday relative

That Raise

sold m ust
tha t they will not he high enough to tfieir capacil 
lessen the sale to any extent. Sar- The grocers 
dines are holding at the same prices m ittee tha t th<
quoted some time ago I be to  provide that

The Produce Market.
The produce m arket is moving a 

little freer this week. W ith the ad 
vance of the season the tropica! 
fruits advance in price and the green 
stuff is cheaper. The rise in oranges 
s due to  the coming of warm weath- 
r and the necessity to ship the fruit 

in ice-packed cars.
Onions and bu tter seem to be the 

scarcest articles on the m arket this

get any onions and those tha t are ard and real

es should c:ons
that le:sser mea
ed on t■qual div

“N ot only■ is
way,” ;said Mr
the on!fy way
and pr<:vent fra
In  othe.r wc>rds,
peddler 3 are: c
the busdie! 1or 1
consum er know
for a pint 0r  a
get it. W e wa'

, when 
omoelb

shipped in can command any pric 
A lthough bu tter is scarce it has drop 
ped a little in price.

H om e grown celery and sweet po 
tatoes have been dropped from the fi 
m arket and Irish potatoes have gone 
to  30c. Veal is m oving very freely 
and has dropped from 10@ llc to  5@
9c. Eggs are also plentiful and lo
cal dealers are paying 13c instead of 
14c for them.

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; $2.25@2.50 for kidney.
Beets— 45@50c per bu.
B utter — Local handlers qn 

cream ery at 25c for tubs and prtr

the custom er.” 
A fter Hstenin 

Com m ittee ana 
report out a s

Elgin Buttet 
Elgin, IIL, March 

declined 1c to-day ir 
low er values at otfn 

There were no bic 
dieting  prices, and 
seems to  keen the 
goods will move free! 
{ion. T he ou tpu t si 

(crease

The Central 
its business m 

. der the same s
2 1 ^ c  for No. 1; packing stock. 15c [ capital stock 

Cabbage—45c per bu.
Carrots—40c per bu.
Celery—Florida, $2@2.25 per cas<
Cocoanuts—60c per doz. or 14 2 

per sack.
Cucumbers—$1.35 per doz.
Eggs—Local dealers are paying 13 

delivered.
Grapes—Malagas, $5.75@6 per keg 
Grape Fruit—$3.50@4 for all sizes
H oney—15@16c per ft>. for white | wa street and the railroad, 

clover and 12c for dark. [conduct a general frtrit and
Lem ons — Californas, *5.75@4 per j commission business under 

box. |o f  the Alex Miller Company

A lexander Miller,
| Ynille-Miller Com par 
the building recently 
A. T. Pearson Produ

mailto:2.25@2.50
mailto:2@2.25
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THE MERRY HUCKSTER.

He Will Soon Be About With His 
Damaged Goods.

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

The cheerful city peddler and the 
foxy “farm er” will soon be in the 
streets and alleys with their short 
measures and sixteenth-grade goods. 
They always come out in the sweet 
springtime.

W hen berries begin to come into 
the every-day m arket they are in 
their glory. I t is som ething of a 
study in crime to watch them then. 
O ranges have been their staple in 
trade lately. But while prime oranges 
have been on sale at reputable stores 
for thirty-five cents a peck, husky 
hucksters have been crying half-ro t
ten ones about the streets at the 
rate of fifty cents a peck.

I t is the custom of these people to 
handle seconds and thirds, and worse. 
W hen berries and peaches, plums, 
pears, apples and like articles come 
into the m arket freely, buyers and 
grocers usually take the pick and 
then the hucksters grab what is left 
at quarter price. In the end the dam 
aged goods are sold at prices aver
aging higher than those received by 
the grocer.

This condition of affairs m ight be 
helped a little if people would tele 
phone the Board of H ealth office and 
ask for an inspector when these huck
ster wagons come around. Still, as 
the old saying is, there is a sucker 
born every second, and the huckster^ 
know it. They rarely peddle along 
any street the second time during 
the season. Tn large cities there are 
streets enough to last all the yea’-, 
w ithout running the risk of being 
beaten up by an angry housewife.

Tn some cities farm ers are perm it
ted to peddle their own crops in the 
streets w ithout procuring a license. 
This liberality on the part of the city 
is taken advantage of by hucksters 
who enter into partnership with truck 
farmers and peddle from wagons such 
stuff as can not be sold to dealers.

These people sell everything, a l
most. and everything they sell is 
sold for more than a regular m er
chant would charge for it considering 
quality. Tt seems strange that peo
ple will continue to pay their good 
money over to these scamps. One 
game played is the wood game. The 
huckster, dressed in tough-looking 
garm ents, piles on a wagon about 
three-quarters of a cord of wood, 
usually such wood as no sensible 
man would buy after seeing it. and 
waits until after dark before begin
ning operations. Of course he puts 
smooth, splitable sticks on top.

Then, after dark, he goes to a 
house and tells his story. Tf it is 
storm y and cold he makes a plea 
for sympathy. He says he has about 
a cord and a quarter on the wagon, 
that he got in late and went to the 
wood m arket after all buyers had left 
for the day, that he waited there for 
a chance custom er until he was al
most frozen and his poor horses were 
hungry.

He says that he has just got to 
sell that wood that night, for he has

a sick child at home and came down 
after medicine. If you ask him, he 
will tell you where he lives, out such 
a road. If you ask about people 
out there he will tell you tha t he is 
new to the neighborhood. The man 
looks prety well discouraged, and his 
horses are poor and cold, so you 
listen with interest.

Finally the man will tell you that 
he will pile the wood and m easure it 
for you or throw  it off and call it a 
cord. He is certain there is a cord 
and a quarter—a ^ord and a half, a l
most, by wood-yard measure. W ood 
is w orth three dollars a cord, at the 
yards, but this fellow does not seem 
to know it. H e talks of tw o seven
ty-five a cord, and you bite.

W hen did a man ever overlook a 
bargain in the fuel line? W hen did 
he ever refuse to take advantage of 
the assumed ignorance of a dealer 
to buy for less than the going price? 
The popular supposition is that if 
wood and coal men had been doing 
business tw o hundred years ago, 
their offices would have been situat
ed in a long, low, rakish craft look
ing for the best of it under a black 
flag up and down the Spanish Main 
T hat is the universal opinion about 
men who handle fuel, the opinion of 
those who are obliged to buy in 
small quantities.

So the man who is taking this 
hard luck story  right hot off the bat 
sees that he will make a quarter any 
way, even if there is only a cord of 
wood, and he fishes out two seventy- 
five and tells the farm er to throw  off 
his load. Tf the m an’s wife has been 
listening to the talk, she m ay invite 
the farm er in to supper, or she may 
go into the garret and bring down 
an old overcoat, which looks better 
than the one he has on, and give it 
to him, with many apologies for her 
human interest.

And the alleged farm er unloads 
his wood and goes away, with tears— 
near tears—of thankfulness in his 
eyes. In the m orning the man no 
tices that the pile is small. H e loses 
half an hour cording it up and dis
covers that there is a half cord, and 
no more. W hat he does not know  is 
that he might have got another quar
ter cord if he had watched this ob
ject of charity unload his wood.

Not being watched, the fellow 
threw  off about a third of his load 
and drove off w ith the rest. The 
night and the storm  are im portant 
factors in this kind of “legitim ate 
business.” And when the man gets 
his wood piled he sees that it is half 
rotten and all knotty. In fact, it con
sists of culls from the wood yard, 
and the huckster paid about a dol
lar for it. Tw o such transactions 
make a pretty  good day’s work for a 
huckster. Now and then the fellow 
is tracked down and punished, eith
er by law or by P laster Creek rules, 
but this sort of vengeance is too ex
pensive for a busy man to indulge 
in, and in m ost cases nothing is ever 
done about it.

Then there is the potato fiend. He 
buys a lot of hog potatoes, mixes 
them with some fine ones and goes 
out to prey upon the city. One can

buy potatoes for forty  cents a bush 
el, or less, at the groceries, but the 
huckster talks about short measure, 
cold storage, freight rates and other 
things, and convinces the housewife 
tha t she can save her husband money 
by buying of him. Now, there are 
two ways in which a woman delights 
to save money. One is to cut down 
the bill of fare—she is satisfied with 
tea and toast—and the other is to 
have her husband quit smoking. 
These ways of getting  rich are not 
annoying to her, and do not show 
ragged edges to  the neighbors. To 
the saving in the cooking of the 
menu is added the saving of money 
in providing it. So she buys pota
toes at fifty cents a bushel, hog po 
tatoes, of a huckster when she might 
have bought fine ones of her grocer 
at forty  cents a bushel.

I t does seem as if the average 
consum er needed a guardian. He 
boosts the price of bu tter and eggs 
by paying the farm er the retail price. 
H e chases about to fly-by-night con
cerns to buy his clothing. H e sends 
the money the tow n has made it pos
sible for him to get by bringing fac
tories there to  mail order houses in 
Chicago. He does lots of foolish 
things, but the m ost foolish of all is j 
buying of strangers who pass along 
the streets crying their goods.

Melville, the grocer, saw a “farm - 
e r” standing by his potato wagon in 
a residence street the o ther day and 
stopped and watched him. H is load 
was covered with a canvas, showing 
only the surface for a few inches. 
The tubers in sight were all to the 
good. W hile the grocer stood there 
the man picked out three fine ones, 
rubbed the dirt off on his sleeve and 
went around to the kitchen door of a 
residence. T he grocer knew the peo
ple who lived there, and so made 
bold to follow the fellow in.

W hen Melville got to the kitchen 
door the “farm er” was standing 
there with his potatoes in his hand. 
They did look nice. W hile the g ro 
cer watched, the “farm er” took out 
his knife and cut one in half, to 
show that they were sound all the 
way through.

“ I ’ve just taken them out of the 
pit,” the fellow was saying, “and thev 
are nice and fresh. They are not all 
as large as these, but they are of 
good size. Potatoes are selling at 
the stores for forty-five cents this 
m orning; but I'll sell you some for 
forty if you w ant a couple of bushels 
put in the cellar.”

"W e need tw o bushels,” said the 
woman, smiling at the grocer to show 
how keen she was, “and I ’ll give you 
seventy-five cents for them .”

The grocer had a notion of in ter
fering at first, but then he thought 
he would let the lady learn her les
son in the old way—by experience 
The “farm er” brought the potatoes 
along in bushel baskets and carried 
them down cellar. W hen he got his 
money and w ent away Melville asked 
to see the tubers.

“You’re jealous of the farm er,” 
laughed the woman, “but you m ay go 
down and see my bargain if you 
w ant to.”

There were good potatoes enough 
to make half a bushel and hog pota
toes enough to bring it up to  a bushel 
and a half. The “farm er” had deliv
ered from “loaded” baskets, with 
about a peck of paper in the bo t
toms. W hat the woman said is not 
to be set down here. A t first she de
clared the grocer should have w arn
ed her, then she said he ought to 
have the thief arrested, then she sat 
down on the cellar steps and shed 
tears, when she thought of w hat F e r
dinand would say when he came 
home.

W ell, the season is on again. I t  
will be oranges, then potatoes, then 
berries, then peaches, and plums, and 
pears, and apples. Som ething all 
through the year up to the cold 
months, and then wood. I t  would 
seem that people would get tired of 
the old confidence game, but they do 
not.

There are hucksters who are on 
the square, who haven’t the monev 
to go into business on a large scale, 
but, all the same, it is better to buy 
of a reputable m erchant whom you 
can reach at any time if the goods 
are not as represented. W hen you 
hear the cheerful peddler coming, lock 
the door, and throw  hot w ater on 
him if he is im pudent—as m ost of 
them are—when turned down. Buy of 
the dealers. Alfred B. Tozer.

Do not get into the habit of m ak
ing snap decisions and judgm ents. In  
the first place, they are rarely neces
sary and in the next place they are 
generally wrong.

Be the Progressive Dealer in 
Your Town— Buy This

Motor Delivery 
Wagon

M odel D —1000 P ounds C apacity—$900 00

The C hase W agons 
Are

Simple in Construction 
Cheap to Maintain 

Easy to Operate 
Dependable and Durable

If you are alive to your 
best interests, write for cat
alog of the Chase Complete 
Line to

Adams & Hart
Western Mich. Agents 

Grand Rapids, Michigan
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CHANGING GENERAL STORE.

True Story of a So-called “Country 
General Store.”

The business about which I shall 
relate was established in a small 
Middle W est village of three hundred 
people forty-five years ago. It was 
a good store in those days and car
ried a very fair line of dry goods, g ro
ceries, hats and caps and boots and 
shoes.

T he store sold about tw enty thou
sand dollars a year for many years 
and made money despite the handi
cap of bad accounts and long time 
credits.

But a change came. For some 
years the volume of business rem ain
ed about stationary, but the profits 
were naturally reduced.

The proprietor saw this changed 
condition but seemed unable to  roll 
up the profits as in the years before. 
Som ething he knew was wrong, but 
he found no remedy nor was he able 
to identify the trouble.

Then another change came—this 
time a decrease in the volume 
business and still sm aller net profits 
—this was a serious situation and put 
the proprietor and sons, who had by 
this time gathered some thoughts on 
retailing, to thinking.

T hey agreed on the cause at last— 
they agreed tha t it was the retai 
mail order octopus tha t was eating 
into the vitals of their business— 
they agreed as to the evil but not as 
to the remedy.

The sons, full of the enthusiasm 
of youth, believed that this evil could 
be cured—the father, with his years 
of experience to give his opinion 
weight, knew it could not be done.

The store had a first class loca
tion, had a good front but never 
used show windows. Tt had a fair 
floor space, but it paid no particular 
attention to display. If people w ant
ed anything they would call for it.

The proprietor knew every adult 
for miles around—why should he ad
vertise? He didn’t.

T he volume of business was slow 
ly, surely going down. Finally, aftei 
many sessions, the sons’ opinions p re
vailed and it was up to them to bring 
back the lost business and net profit.

These young men were able to see 
tha t the day of the storekeeper wa- 
over and the day for the m erchant 
had arrived.

They had seen the big crowds a t
tracted to the city stores by the show 
windows.

They had seen many of their cus
tom ers drawn to the county seat by 
H e power» of the advertising of the 
big dry goods stores.

They had seen the business of the 
retail mail order houses grow ing in 
that comm unity in alm ost the same 
ratio tha t their own business was 
decreasing. ,

They saw tha t they as country 
m erchants were facing new prob
lems, so they set about to meet \ 
them.

An analysis of the business going 
to the county seat showed tha t much 
of it was for goods which were not 
carried in the stock of their store.

O bservations of the kind of goods 
ordered from the retail mail order 
houses revealed the same general 
facts.

Then a careful stocktaking was 
had. The old time long profits were 
scaled down to  right prices. The 
lines when weak were strengthened. 
Trips to  m arket were made. New 
th ings—new goods were put on sale 
The store was rearranged, an add i
tion was built. The goods were bet
ter displayed. The window- were 
washed, the front received a new 
coat of paint. A new broom  was plied 
many times daily to  keep a clean floor I
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\  carefully selected line of poper r it1 a r
priced goods was prom inently fea tu r
ed—som ething new in this store— 
goods to  sell at five, ten and twenty- 
five cents. Careful attention was giv
en to the values offered in these 
lines, and the trade began to take 
notice. H andbills were sent out 
The business began com ing back 
The fi rs t year reached the high point 
of the best form er year.

Then more thinking was done and 
more sessions were held Tt was 
agreed that force of advertising had 
been dem onstrated—poor as it was 
The show windows had justified the 
investm ent for the first time. Going 
to m arket had justified many fold 
the expense.

At last, it began to  dawn on those 
interested in this plan that a new era 
in retailing had arrived, that the 
storekeeper had seen his day. and 
tha t the m erchant was dem and
ed. Plans w ere put on foot for a 
system atic policy in advertising. The 
village had no new spaper and so a 
store paper was adopted. It was 
carefully prepared. The descriptions 
of merchandise were given careful 
attention. Loss leaders for the first 
time were brought into play. More 
attention was given to selling. Sales- I 
m anship as a science was studied 
Price tickets were used systematicai- j 
!v for the first time.

Still more care was given to  the 
appearance of the store. More a tten 
tion was given to the needs of the 
customers. Form erly this store had 
sold its cu-tom ers w hat it thought 
they should have—now it tries to  sell 
them w hat they want. The business 
kept on increasing until all the busi
ness lost to  the retail mail o rder 
houses had been regained and still it 
grew. T he trade zone was extended 
—new custom ers were added. New 
goods were sold to  the old custom 
ers. The business continued to 
grow  until the volume of business for 
1910 alm ost doubled the best form er 

ear.
Seeing still bigger possibilities 

ahead, a new and bigger room more 
than twice the size of the old has 
been provided. Good deep show 
windows are a feature. New fixtures 
in solid oak are being installed. A 
rest room  for ladies is being put in.
A bigger, stronger variety  depart
m ent is to  have a prom inent place. 
All lines are to be strengthened, loss 
leaders bigger and better than ever 
before are to  be put to  work draw 
ing in the trade.
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Wholesalers' Bantjuef.

held Friday evening a t : 
w ith W m. B Holden, 
the W holesalers’ Commi 
»ng. A t this meeting p| 
discussed fo r the seasor 
in extending and hofdins 
Rapids trade. TFie 
W eek Festival irr Jur« 
doubt be given and in 
will prove in teresting  an* 
every m erchant in the 
T rade E xtension Excurs 
an autum n event and the 
rag has been tha t this ye; 
north on the G. R & I 
naw. In addition to the 
cursion to  occupy a week, 
ble several one day trips 
ranged to  cover the  te rr 
ed by interurban o r aut

W o « D K V n W Q C K «r  O M PA.V»

The Prompt
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^CfflGAl#ADESMAN
D E V O T E D  TO  T H E  B E S T  IN T E R E S T S  

O F  B U S IN E S S  M EN .

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

G ra n d  R ap id s, M ich.

S u b sc rip tio n  P rice .
T w o  d o lla rs  p e r  y e a r , p ay ab le  in a d 

vance .
F iv e  d o lla rs  fo r  th re e  y e a rs , p ay ab le  

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

p ay ab le  in ad v an ce .
N o s u b sc rip tio n  a ccep ted  u n le ss  a c 

com p an ied  b y  a  s igned  o rd e r  an d  th e  
p ric e  o f th e  firs t y e a r ’s  su b sc rip tio n .

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

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

o f Issues a  m o n th  o r  m o re  old. 10 c en ts ; 
of Issu es  a  y e a r  o r  m o re  old, $1.

E n te red  a t  th e  G ran d  R ap id s  Posto ffice  
a s  Second C lass  M a tte r .
E . A. S T O W E . E d ito r.
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UNION OR OPEN SHOP.
The furniture m anufacturers of this 

city are facing a general strike.
If the strike occurs, as threatened, 

it will be a strike w ithout grievance 
or provocation. I t will he the work 
of agitators and organizers who to 
serve their own selfish purposes have 
been fom enting industrial strife in a 
city where for a half century there 
have been harm ony and understand
ing between employer and employe:

For more than a year the organ
izers have been lining up the factory 
hands. Some they have prevailed 
upon to join the union by cajolery, 
some by intim idation, some by prom 
ises and hopes they know never can 
be realized, and still o thers by down
right lying. E xerting  them selves to 
their utm ost, using every means and 
method known to them, they “union
ized” 3,400 of the factory hands, while 
about 5,000 refused to have anything 
to do with the movement. This m i
nority voted Saturday w hether or not 
to strike on April 1 unless the manu
facturers acceded to the demands 
made upon them. Instead of being 
canvassed by a comm ittee of their 
own m em bers'the vote was forward 
ed to Indianapolis and the union of
ficials or comm ittees in Indianapolis, 
who have no interest in Grand Rap
ids and know nothing of the condi
tions. will decide w hat course to 
pursue.

The demands upon which the strike 
will be based are ostensibly, for a 
horizontal lift of 10 per cent, ir, 
the wages of all the factory hands 
regardless of merit, present wage or 
other conditions; a reduction in the 
hours of labor from ten to nine, or 
to fifty-four hours a week, and the 
substitution of the day wage for piece 
work. The first demand has been 
anticipated by the m anufacturers, 
who for more than a year have been 
advancing wages, not on the hori
zontal plan, however, but on merit. 
The second demand is ridiculous, for 
the factories have been running only 
fifty-five hours a week for a year 
past. The third demand is w ithout 
foundation for only in a very few 
factories, those making cheap goods, 
is work done by the piece, the day

wage prevailing in all the factories 
where quality goods are produced.

These demands are mere sub ter
fuges. The real and only cause for 
the strike is the desire to  “unionize” 
the factories. Grand Rapids is now 
an “open shop” town. Any mechanic 
or artisan who is able and w ants to 
work can get a job here. The agi
tators w ant to change this. They 
w ant to create a condition in Grand 
Rapids similar to tha t which ob
tains in San Francisco or in Chica
go, w here mem bership in the union 
is the first essential to securing a 
job, where the walking delegate 
reigns supreme. The m anufacturers 
have increased wages even beyond 
the demands; they will not quarrel 
over the hours of labor; the question 
of day wages or press work can eas
ily be adjusted, but they will not 
yield the open shop principle, and 
in this they are eternally right. \  
strike will be an injury to business, 
it will bring hardship to many men 
willing to work and who need their 
earnings for the support of their 
families, but a fight will be infinitely 
less disastrous to the peace, prosperi
ty and well being of Grand Rapids 
than would any surrender to the de 
mands of the professional agitators. 
I t  is fortunate for this city and it= 
chief industry that the m anufactur
ers have the m oral courage and the 
physical grit to m eet the issue fairly 
and squarely, and if necessary fight 
it out.

Grand Rapids m ust continue to be 
an open shop town. I t m ust remain 
a town in which any man willing and 
able to work shall have the oppor
tunity. Nobody questions or would 
deny the right of the men to belong 
to unions, b u t mem bership in a union 
m ust not be made an essential to 
holding a job. Upon this point there 
m ust be no compromise.

APRIL FOOL.
This means a day of hard work, 

of alertness and of forbearance. The 
youths and the wags of the vicinity 
have been sharpening their w its for 
days possibly, and you will be sure 
to receive a bit of the fruit of their 
meditations.

Let it not come in the form of 
apples of Sodom. The bitter may be 
turned into sweet, and there is a 
rich gain in being able to get ever, 
with .the boys, even if you have a 
host to m eet single handed.

You have not only yourself but 
your patrons to protect. You do not 
w ant your sugar salted or o ther dep
redations played upon your goods. 
This may not be attem pted, but if 
the w orst comes, strive to gain the 
victory through watchfulness. Pranks 
tha t are harm less even although an
noying at the time really create less 
trouble than the ill-will which may 
follow any m anifestations of tem per 
on your part.

If  a pocketbook is nailed to the 
sidewalk opposite your door, do not 
interfere with the fun. A good time 
which some one else has planned is 
not for you to spoil. Even although 
you .do not always choose to smile at 
the. success of the trick, take pleasure 
in the smiles of others.

If some novelty appropriate for the 
day appeals to  you as a purchaser, a 
fun-loving boy allowed a free sample 
of this o r som ething desired, will 
quickly initiate the public. T he m a 
jority  of people like a good joke, es
pecially if played upon the other man. 
Lend heart—and hand, if necessary— 
to any innocent, legitim ate fun, and 
thus help to crowd out the objection
able. People will have their fun on 
this day, and if not harm less it is 
bound to  be the reverse. T he origin 
of the April jes t dates back many 
centuries and prevails in Europe as 
well as here. You can not scowl it 
down if you w ish; be tte r smile w ith 
the crowd, and depend upon your 
w its ra ther than a sharp word or look 
for protection.

PLANT A TREE.
A prom inent m erchant in a thriving 

city has opened up a new phase for 
the A rbor Day exercises by donating 
ten thousand catalpa trees, one to 
each of the school children in his 
home city. T hus the exercises which 
are usually restricted  to the school 
grounds have been widened out to 
the home. Each child will take a 
personal in terest in the welfare of 
his or her tree. True, there are a l
ways renters for whom the location 
of the tree may be puzzling, yet in 
many instances the landlord will 
prove helpful; or some friend may 
donate the site, and the tree will thus 
be a pleasure to two families instead 
of one. At least the child who 
plants for himself may be taught to 
realize the im portance of the privi
lege in comparison with that class or 
school.

The catalpa is a quick grow ing tree, 
and before the lad has reached man 
hood it will be a source of pride as 
well as shade. T he flowers are a t
tractive in midsummer, and the rapid 
grow th well illustrates the way in 
which tim ber may be developed, not 
for future generations but for our 
selves, if we make the proper selec
tion and give good care. N ext to  
the maple there is no shade tree more 
deservedly popular and in some lo
calities the catalpa has the prefer 
ence.

The mere fact of planting the tree 
is a small one if it is not appreciated 
and cared for later. The person who 
defaces the bark of a tree by carv 
ing initials should be brought to a 
realization of the fact tha t this is not 
a H all of Fame, and tha t his inscrip
tion, notably out of place, is sugges
tive of ignominy.

Read B ryant's P lanting  of the Ap
ple T ree or H olm es’ admirable de
scriptions in O ver the Tea-Cups, and 
then consider its magnitude, its pos
sibilities, its suggestiveness, and tell 
us w hat m ore w orthy gift could be 
given to the future citizens of your 
town.

D rifting is such an easy job that 
more people drift w ith the current 
than pull against it. T he m ost difli 
cult feat in the world is to pull 
against the current which controls 
our circumstances, but we will never 
get up stream  without.

MOVING THE TROOPS.
Much less a ttention  than it de

served has been attracted  by the part 
tha t was played by the railroads of 
the country in the recent m ovem ent 
of troops from various parts of the 
U nited States to  Southern Texas. Of 
the 20,000 troops concentrated along 
the Mexican border, more than 15,- 
000 were moved by rail from posts 
scattered all over the country, from 
New York to Oregon. All these 
troops, w ith their baggage, horses, 
wagons, artillery and amm unition, 
were moved from their home sta
tions to the points of concentration 
within an interval of about three 
days, and, as far as has been offi
cially reported, there was not a 
single hitch in the work of tran s
portation.

This speaks well for the ability of 
the railroads to handle troops expe
ditiously. A pparently the railroads 
had little or no notice of w hat would 
be required of them, hence the fact 
that they succeeded in delivering the 
whole arm y corps at the designated 
points, som etimes more than a thou 
sand miles removed from the initial 
point of movement, speaks well for 
the resourcefulness of our tran spo rta 
tion companies.

I t is understood tha t the Govern
m ent has regular contracts with m ost 
of the railroads for the tran spo rta 
tion of troops and sailors, but these 
standing contracts refer to the ordi
nary peace m ovem ent of officers and 
men from one station to another in 
com paratively small bodies. There 
has been no such extensive move
m ent of troops as tha t recently com
pleted since the w ar with Spain in 
1S98. and the regular arrangem ents 
with the railroad companies contem 
plate no such movement. The suc
cess of the recent large m ovem ent of 
troops is, therefore, all the more com
mendable.

In  m ost European countries per
m anent arrangem ents exist with the 
railroad lines for the prom pt m ove
m ent of troops to the frontiers in 
the event of w ar and special facili
ties are always in readiness for such 
emergencies. Y et it may be doubted 
if any of the E uropean railroad sys
tem s could have moved nearly 20,- 
000 troops, w ith all their im pedi
menta, such great distances as were 
involved in the recent m ovem ent 
with equal sm oothness and precision

This experience in moving troops 
in large num bers over the railroads 
of the country has been of the g rea t
est value. I t  is now evident tha t we 
have the facilities for m oving vast 
num bers of men and m unitions of 
w ar from one part of tjie countrv 
to another on the shortest notice and 
with the greatest dispatch. T heo re t
ically this was known before, but it 
required a practical test to  estab
lish the fact beyond question. T hat 
the test has been em inently success
ful is ground for congratulation.

Because some one form  of adver
tising has proved to  be a successful 
business builder w ith you, do not fo r
get that there are o ther kinds that 
are entitled to  consideration ju s t the 
same.



March 29, 1911
M I C H I G A N  T R A D E S M A N

TO OREGON IN 1832.

John Ball Was Among the First To 
Make the Overland Journey.*

(C o n tin u ed  fro m  la s t  w eek .)
In crossing the Laramie, a rapid 

tributary of the North Platte, our 
Yankee travelers saw for the first 
time the use of the bull-boats. This 
was an Indian contrivance, adopted 
by the traders in crossing streams. 
They first made a frame of willow 
branches and over it stretched green 
buffalo skins, drying it by a slow fire, 
and smearing the whole with tallow, 
this making a sufficiently durable boat 
to insure the passage of the men and 
goods. Wyeth’s men were very much 
interested in this substitute for their 
cumbersome wagon-boats.

Capt. Wyeth made a raft, though 
Capt. Sublette warned him that the 
current was too swift for the rope 
that had been attached to a tree on 
the other side of the river, to hold. 
Capt. Wyeth did not listen to his 
advice, but loaded his raft. The rope 
broke and they lost much valuable 
baggage.

They had much difficulty, too, in 
getting the horses across the rapid 
stream, and could not have done so 
had not two or three courageous men 
mounted and swam their horses 
ahead to give the lead to the rest.

Matters now began to improve. 
There was better feed for the horses, 
and the buffalo meat was better. 
They left the river for a few days and 
crossed a spur of Laramie range, call
ed the Black Hills, and while harder 
going it was a pleasant change from

the monotonous plains. They struck 
¡the river again and followed it for a 
few days until it turned to the south 
west. A day’s march brought them 
to the Sweet Water river.

One night they camped at Inde
pendence Rock and from there had 
a beautiful view of the mountains. 
They very much enjoyed the change 
of water, the Sweet Water being a 
cold mountain stream. They follow
ed this stream to its headwaters, 
which brought them to the celebrated 
South Pass. It was as level as the 
prairies and covered with grazing 
buffalo. To the northwest were the 
snow clad Wind River Mountains. 
Their journey continued along its 
foot, the party going slowly expect
ing some of Sublette’s trappers to 
meet them and guide them to their 
rendezvous. On the third of July 
they were on the headwaters of the 
Colorado river, now the Green river, 
in the present state of Wyoming.

The altitude was now so high that 
on the fourth of July when they were 
by the headwaters of the Lewis or 
Snake river, a branch of the Colum
bia river, they experienced a snow 
storm. The way became more and 
more rugged and the horses suffered 
greatly, both from lack of food and 
the roughness of the way. They 
would sometimes fall rolling over and 
over, and one with his pack was lost 
over a precipice. The men, too, suf
fered great hardships. Game was 
very scarce. They ate everything 
they found except snakes. Wyeth 
was obliged to cache some of his

m erchandise in o rder to  igive m ounts term g their goods 1er vaAmhie ski
to  the sick men, w ho hatt become so and trad ing  the  w orn
weak they could scarce ly keep on fresh  m n
their horses’ backs.

O ne night they were attacked by
g a th e r tsefc the  opportun ity  aw < 

serve the Indians,, neostg d e a r  km
Indians who go t by the guard amt rity  ami uprightness m  Æ  th e ir de
with a war-w hoop firedE guns and
arrow 3 in to  the camp. Ail were ©a W yeth’s  m ea sa d  ehae so do so
their feet w ith rifles in their hands

f (they were required to sleep with 
their rifles by their side ■ but the 
Indians bad disappeared, but not until 

[ they had secured a dozen • -f the best 
horses.

After days of bard work they were 
met by Indian runners who guided 

J them among the ragge d ravines and 
[steep ridges, until they came out into 
I a beautiful mountain valley. This 
was •‘Pierre’s Hole,’’ the rendezvous 
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trappers were bands of Nez 
and Flat Head Indians, sever; 

j dred in all, who, mounted cm 
Indian ponies, met Mr. Sublette 
party in fine array. Salutes wet 

| fired, followed by friendly greeting 
I Now the entire company, trader 
j trappers, Indians, adventurers an 
hunters encamped by the mountai 
stream, a branch of the Lewis rive 

I to recuperate and rest.
The horses found plenty of grass r> 

pasture, and the Indians had brougf 
dried buffalo meat for the men. Thi 

I was eaten, using a layer of fat wit 
' a layer o f lean, and with a drink trot 
the cold mountain stream  seemed t 
constitute a perfect diet, for ail grei 
fat and well.

Sublette’s men were all busy bai

Perce htit H 
iron- arios, 
their Sublet

sine neat 
W to go 
seven de

tnear tesa 
return wr

and

Among
return
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saw a large body of Black-feet In 
dians on the horizon. The Black-feet 
were everybody’s enemies. O ur part} 
immediately prepared for an attack 
and sent Indian runners back to in
form the old camp. In an incredibly 
short time Capt. Sublette with hi- 
men and friendly Indians joined them 

Tn the meantime the chief of the 
Black-feet had approached with a 
white flag. A half-breed, named An
toine, with a friendly Indian went 
to meet him. This chief had killed 
A ntoine’s father. This was A ntoine’s 
opportunity for revenge and as they 
approached each other in a friendly 
way the Indian with him was in
structed to shoot him, which was 
done. Antoine caught the dead 
chief s red robe and writh his com pan
ion escaped into camp. No exception 
was taken to this mode of procedure 
as it was thought they would only 
play friendly at that time and attack 
their camp at night.

Roth sides intrenched themselves 
as best they could, the whites with 
the friendly Indians became the a t
tacking party and there was a skirm 
ish until night. The w hites lost six 
men and as many friendly Indians. 
Wm. Sublette was wounded. The 
Black-feet left their fortification at 
night carrying off their dead. Some 
25 dead horses were found, so it was 
presumed that they suffered severely.

O ur twelve Yankees did not take 
active part in this warfare, but were 
busy caring for the horses and the 
wounded. After waiting for a few’ 
days and seeing nothing more of 
their enemies the little band con
tinued their way.

The party spent the m onth of Au
gust trapping for beaver up and down 
the south branch of the Lewis river, 
advancing westward slowly. There 
were Indian women and children in 
the party and they had a chance, 
not only to see, but to live, a real 
Indian life. Bull-boats were brought 
into service for crossing the streams. 
Before they passed beyond the range 
ot the buffaloes they stopped a few 
days to dry some meat, for game was 
sometimes scarce. They found some 
berries which made a very welcome 
\ ariety to their diet. 1 he air was 
clear and the w eather beautiful.

But the trappers did not have very 
good luck. W hen they came to a 
branch of the Humboldt river sixteen 
followed that stream  to go to Cali
fornia and the rest turned back, leav 
ing \ \  veth and his eleven men to 
now find their way without guidance.

They turned northw ard with the 
intention of striking the Lewis river 
and following it to its junction with 
the Columbia. It is presumed that 
they were on the headw aters of the 
Owyhee. They follow’ed the stream  
until the canyons forced them to the 
plains above. One day they traveled 
30 miles, the stream in a narrow  
gorge a 1,000 feet below them, with 
no W'av of getting to its waters. In  
all my father's rugged life of ad- 
\ enture and hardship I have never 
heard him complain of but this one 
day. The dry atm osphere, the great 
thirst, and the uncertainty of their j 
future tried even his endurance. Be

fore night, how’ever, they saw horse 
tracks leading down the precipitous 
bluff, and both men and horses made 
a difficult descent to  reach the water.

In a few’ days they m et different 
bands of the Shoshone Indians. They’ 
traded with these Indians for dried 
salmon which w’as to be their future 
food. Some ten or twelve days after 
leaving the trappers they’ came to the 
mouth of the Owyhee river w’here it 
falls into the Lewis, and they’ found 
a large encam pment of Indians w’ho 
w’ere very friendly and hospitable. 
They had assembled there for the 
salmon fishing.

They continued up the Lewis rivet 
lowly, often stopping to trap  beaver 

on the stream s that flowed into this 
nver. T hey knew that the skins 
would be w orth money to them when 
they arrived at the Columbia. Some
times they’ had to live on beaver meat, 
sometimes they could buy salmon 
from the Indians, who were generally 
very’ friendly.

T hey made the Indians understand 
tha t they wished to go to W alla 
W alla and by signs and by drawing 
the route in the sand they’ received 
their directions from them. So they 
left the river and started to cross 
the Blue M ountains.

Game was scarce; they met no 
more Indians; theyr were for some 
days on a short allowance of food: 
and at last had none at all. They 
killed an old horse and the next day 
W yeth with four of the men and the 
best horses hurried on to reach W all i 
W alla and send back relief. Father 
took charge of the rest of the party. 
They dried some of the old horse 
meat. T heir condition was very des
perate indeed, the men stealing from 
each other. F ather had inured him 
self to one meal a day’.

W hile on the last ridge of the 
m ountains they observed on the hori
zon w hat seemed to be a cloud. I t  
proved to be Mt. Hood. They came 
out on the plains and there found a 
few’ berries. Coming to various trails 
they took the deepest worn. A fter 
following it all day they came to a 
fine creek running west. There they 
found Indians and thankfully accept
ed the invitation of the chief to a 
feast of roasted dog. The next day, 
the 18th of O ctober, brought them 
to F o rt W alla W alla, where Wyetii 
had been for tw o or three days«.

They were m ost kindly received at 
the F ort by the clerk and his men 
and ate bread for the first time since 
the first of June.

They’ now’ decided to part with 
their horses, which father did with 
teal regret, to descend the Columbia 
river in a boat. A boat was procured 
with tw o Canadians to  manage it and 
they started  the day after fa ther’s 
arrival. And w hat an easy way it 
seemed to travel, compared to  what 
they had gone through. They en
joyed the scenery, camped on the 
shore at night, often with friendly 
Indians.

On the 29th day of O ctober they 
arrived at F o rt Vancouver, after hav
ing been seven m onths on the way. 
This fo rt belonged to  the Hudson 
Bay Co., and was on the north  side

Are You a  
Troubled Man?

We want to get in touch 
with grocers who are having 
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customers.

To such we offer a proposi
tion that will surely be wel
come for its result is not only 
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duction of the flour stock as 
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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 
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of the river, a little east of the m outh 
of the W illam ette. Dr. McLaughlin, 
the chief factor, received them kindly.

A few days later some of them, 
my father am ong the number, not 
feeling tha t their journey was com 
plete until they had seen the Pacific, 
took an Indian canoe and paddled 
down the river. They encamped one 
night on Tongue Point near where 
Lewis and Clark w intered and then 
w ent on to  F o rt George or Astoria. 
F rom  there they got a yawl and 
crossed over to Chenook Point. Not 
satisfied yet, tow ards sundown my 
father walked alone three miles along 
the beach, to  where he had an un
in terrup ted  view of the sun setting 
into the broad Pacific.

For Him Who Dares.
There is nothing in the world that 

can not be had by the man who is 
big enough, daring enough, optim is
tic enough to w ant it and to go after 
it hard enough.

Not a single achievement, nothing 
has been done tha t can not be done 
again and perhaps better the second 
time than it was the first. Every 
success can be repeated by the man 
who w ants to  repeat it and works 
hard enough for it. In  the working 
for it lies the rub. The reason for 
our failures is in this: we have not 
worked hard enough.

Faith, daring and hard work, here 
is a trin ity  tha t will bring to pass 
the things tha t in your wildest
flights of fancy you never dreamed 
of doing. Faith, daring and hard 
work have conquered every elem ent; 
the land, the w ater and the air have 
done the things men said were im
possible and tha t men were not in
tended to do.

O ur W anam akers, Hills, Edisons, 
W rights, Fields, Curtises and Bells 
had the faith and daring and backed 
it up with work.

N apoleon’s faith and daring con
quered Europe and moved m oun
tains. W hen the Alps were in his 
way he said, “There shall be no 
Alps,” and he passed them success
fully and surprised his enemies.

At 15 Cyrus W. Field began his 
commercial career. He had the faith 
and the daring and the constitution 
tha t thrives on hard work. A t 34 he 
retired from business with a fortune. 
Then, after reverses, failure and the 
exhaustion of his own resources, he 
drew on the treasuries of two na
tions, and with the world of science 
advising against his plans, he accom
plished the laying of the A tlantic ca- 

‘ ble.
W hat was this but faith, daring and 

hard work?
W hat made Edison the wizard of 

the tw entieth  century but faith, hard 
work and daring?

How else did Jim Hill succeed, 
until to-day he wields the pow er of 
an em peror?

W ho but the W rights, Curtis, 
B lériot and Santos-D um ont would 
have persisted in their madness of 
a ttem pting to fly, and then, when 
men said it was an impossible thing, 
maneuvered their craft in the air bet

ter than m any sailors handle their f 
boats in a more stable element.

From  the time Pharoah built the 
pyram ids, down through the ages I 
until the Now, the daring, faithful, j 
hard w orkers have won. Moses led I 
the Children of Israel for forty years. [ 
Caesar conquered the world,Colum
bus discovered a continent, Franklin I 
chained the lightning, Bell harnessed 
it to  m an’s voice, Edison made it his 
slave; the W righ t B rothers tam ed the 
air, all with faith, daring and hard f 
work.

And now who is there to  say we 
shall not some time, with sufficient i 
faith, daring and hard work achieve j 
our purposes?

Men there have been who were 
alm ost in sight of their goal but who 
at the crucial m om ent lost the 
qualities tha t make for success.

“Grapple to  your soul as with 
hoops of steel the friends thou hast,” 
said H am let, and he m ight have add
ed, but above all things never lose 
your faith in yourself, your opti
mism, your w illingness to  take chanc- j • 
es, to  dare and to  w ork hard tow ard 
a definite end.—M cCaskey’s Bulle
tin.

‘imported from HoilaiuT
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Watch

Importer» of Hnttnuf Food Tnwhw r»

Every live clerk should carefully 
read his town paper. Keep posted. 
W hen custom ers come in show them 
you are inform ed on w hat they are 
doing. If you read a good article 
or a good editorial mention it t o ; 
the editor. If a custom er is build
ing a new house talk to  him about 
the house.

A m achine” clerk simply reaches 
down the goods from the shelves and 
then takes the money. T he “selling” 
clerk knows the goods, shows them , 
talks them , and not only increases 
sales but brings good will to  the 
store.
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will both sell and satisfy.
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enough lor the baby’s skin, and capable o# removing any stain.
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When Everybody Works But Fa-
ther

W rit ton fo r th e  T rad e sm a n .

If a man is lacking in energy, in 
capability, in initiative, does it bal
ance things up and make the situa
tion more nearly normal if he has a 
capable wife, a real pusher in fact; 
or is it better if he be mated to 
one of his own kind, or to one who 
is even less energetic than himself?

This is a hard question to an
swer. At first glance it certainly 
seems best that both sides of the 
house should not be lazy and in
competent. On the other hand, it is 
an extremely difficult position for a 
wife to be obliged to go ahead with 
things, and her doing so is not con
ducive to the development of force of 
character and kindred desirable 
traits on the part of her husband. 
"To make a harne and fireside clime

"T o  m ak e  a  liam e  a n d  fireside  cilm e 
F o r  w e an s  a n ' w ife.

M akes th e  tru e  p a th o s  an d  su b lim e  
Of h u m an  ilfe .”

For weans an’ wife,
Makes the true pathos and sublime

Of human life.”
It not only “makes the true pathos I 

and sublime,” as the poet so happily 
puts it, but it strengthens and de
velops the character, and brings out 
what is truest and noblest in a man’s 
nature.

It is best that the husband and 
father earn the living, support the 
family and be the stay and defender 
of the household, if for no other rea
son than the beneficent effect that 
doing these things has upon him. In 
all our ideals of a home as it should 
be, the wife and mother is in no wise 
burdened with the necessity for pro
viding the raw materials of subsis
tence, but is left free to do her in
dispensable part in transforming the 
family income into welfare and com
fort and good cheer; left free to train 
and educate he*r children; to be a 
companion to her husband and di
rect and inspire the social life of her 
home.

One of the most deplorable ten
dencies of these present times is that 
an increasing number of mothers 
whose whole energies are needed at 
their own firesides are, by industrial 
and financial conditions, forced to 
earn at least a part of the family in
come

Mother Nature is a great econo
mizer, and will not keep up a supply 
of strength for any great length of 
time after its habitual use is discon
tinued. The fish living in the Mam
moth Cave have become blind. Let 
the blacksmith drop his hammer and

eave his anvil and forge for a few 
months, and his brawny arm becomes 
soft and flabby.

When the wife undertakes to help 
make the living, the inevitable ten
dency is to incapacitate him who 
should be the breadwinner. Wheth
er she picks up a few half-dollars 
each week by bending her weary back 
over the washboard, or occupies a 
position as a teacher or a stenogra
pher, or conducts a dressmaking shop, 
or augments the income in any other 
way, the result is the same, the nat
ural provider of that household feels 
a diminished responsibility. If the 
wife is very successful in her busi
ness undertakings, and the husband 
temperamentally inclined to take 
things easy, it naturally works out 
that very soon she is financially the 
whole thing and he feels no respon
sibility at all.

A woman of unusual ability, a 
practicing physician, whose husband 
was a double-dyed incompetent, once 
said to me: “Don’t you know that 
when a married woman once begins 
to earn money, generally she has to 
keep it up?”

It may be well for any married 
woman to consider this dictum of ex
perience before she thoughtlessly and 
needlessly enters the ranks of money 
earners.

Many a tirade against the sins of 
extravagance have come from this 
pen, and far be it from me to preach 
any other doctrine than that of rea
sonable economy; but candor com 
pels me to acknowledge that some 
women are far too frugal for their 
husband’s financial good.

Here is a man who has the natural 
capability to achieve something. But 
his wife is one of the kind that will 
scrimp and save and never ask for 
money until she is obliged to; so he 
gets into a rut of earning only a few 
hundred a year, and does not realize 
that he is not living up to his possi
bilities. If his wife were one to de
mand a higher scale of living, he 
could rise to the occasion of provid
ing the necessary means.

The shrewd woman will stimulate 
initiative in her husband rather than 
take it herself. She sees that the 
state of things “when everybody 
works but father” is one to be guard
ed against, not fostered and encour
aged.

Suppose a man does not have even 
the primordial germ of initiative in 
his composition; suppose his inability 
to support his family in comfort has 
been demonstrated times without 
number; what, then, shall the w ife1 
do? Aye, there is the rub. Shall she

keep her husband at the front as a 
figurehead, while she does all the real 
work, or shall she resolutely take the 
reins in hand herself and let him drop 
quietly into the place of a helper, a 
subordinate or a mere hanger-on?

I was acquainted with one couple 
who seemed in most respects admira
bly mated, only the wife had all the 
hustle and the husband was an ami

able good-for-nothing. Years after 
both they and I had removed from 
the home locality where I knew them 
I heard from them again.

“Oh, yes,” said the young lady who 
was telling me about them, “Mr. S—, 
oh, he is the man who opens and 
shuts the door of his wife’s swell mil
linery establishment!”

Mr. S— was not a bad sort of fel-

Cog Gear Roller 
Awnings

Are up to date. Send for catalog.
Get our prices and samples 

for store and house awnings.
THE 1. C. GOSS CO. Detroit, Mich.

A Reliable Name
And the Yeast 
Is the Same

F leischm ann’s

mm M ài

FINE COFFEE
Thousands upon thousands of enthusiastic 

folks are saying so about “White House”— 
always w ith the emphasis upon “Fine”-  
because that s the Right word to use. 

Some of those thousands are YOUR  
customers—or they  

MIGHT be.

Distributed at Wholesale by
SYMONS BROS., Saginaw, Mich.



March 29, 1911 M I C H I G A N  T R A D E S M A N

low, but had he tried to take a man’s drawer of her desk, completion to b< 
place in the world it really would made later.
have seemed that he was getting out 
of his sphere; just as it would have 
been a most unnatural and even pre
posterous thing for his large-minded 
and very capable wife to have con
fined her energies to the petty de
tails of housekeeping. So do indi
vidual natures vary, and so in the 
long run must tasks fall to those 
who are able to perform them.

The wise woman will give her hus 
band a very ' good chance to dem 
onstrate his capability as a breadwin 
ner, before she manifests any eager 
ness or even willingness to take hi; 
proper burden upon her own shoul 
ders; and happy may that wife con 
sider herself whose husband is able 
to provide well for those dependen 
upon him without help or interfer 
ence or dictation from her. She who 
in things industrial and financial is 
privileged to “walk serenely behind 
while Pa whittles” may count herself 
supremely blessed. Quillo.

Lesson For the Stenographer.
New business men realize th< 

amount of time stenographers de
vote to their own private correspond 
ence. The reason is mainly because 
they have so little opportunity to de
tect the practice. Were a stenogra 
pher to do fancy work or stenciling 
in the office it would be quite obvi
ous that she was devoting the time 
of her employer to her own inter 
ests, but the busy hum of the type
writer, the feigned wrapt gaze on a 
page of shorthand and notes when 
the employer comes in sight are sub 
terfuges which lead him to believe 
he is getting value received. If he 
ever takes the time to write person
al letters to his friends he writes 
them with a pen at night after the 
others have gone. Many employers 
consider it an imposition to dictate 
long personal letters to their stenog 
raphers. Tt never occurs to the ma
jority of them that the private cor
respondence of employes is quite an 
important item in their own minds 
and is executed with considerably 
more zeal than that of their em
ployers.

Recently an employe with a small 
office downtown, wishing to dictate 
an additional letter near the close 
of the afternoon asked politely if 
Miss Blank would take it for him 
after she had finished the page al
ready in her machine. It was sever 
al minutes before she reached the 
end of the page, which on drawing 
out she was careful to turn upside 
down on her desk, and rose with an 
extremely bored air to take notes 
for the extra letter. “Give it to me 
to sign as soon as you have finished 
it, please,” the employer requested as 
she returned to her desk. The letter 
when transcribed covered two pag
es, but by some unlucky chance the 
stenographer slipped the envelope 
over the first page of the employer's 
letter and the first page of her own 
personal missive reposed innocently 

.at the back of it, while the second 
page of the employer’s letter sup
posedly her unfinished personal let
ter, was thrust hastily into the top

The M anager read the first page f 
of his letter dwelling on electric I 
churns, and turning to the next page I 
after the words “easy to operate, easy | 
to clean, and—” he read with a look ! 
of amazement:

“D ear George—I think w riting you I 
these long letters every day is a sure I 
proof of how much I love you, don t f 
you? R ight under the eyes of an I 
old, bald headed eagle, too, who has f 
a rem arkable faculty for keeping on** 
busy every minute. I thought I'd  | 
die ju st now, George, he asked me 
to take a le tte r for him—‘after I had I 
finished the one in my machine.’ You j 
can certainly put one over on the 
slave drivers in using a typew riter. 
If  I didn’t w rite to  you here I ’d have 
to stay up half the night to  do it at 
home, and you would not w ant me to | 
lose my beauty sleep, would you, 
dear? Y our le tte r was on my desk j 
when I came in this m orning and F | 
certainly did revel in those twelve 
long pages. Read it twice before | 
luncheon—honest, and I’ll read it 
again if ‘it’ leaves the office before 
5. Now I'm  near the end of the page 1 
H e’s waiting for me Tike a hawk. 
H is dictation is som ething fierce, too j 
—the rankest gram m ar. About all he j 
does know is to  make me doubly 
earn the paltry  $12 per he pays me, 
but I w on’t always have to  work, 
will T, dear? Now for the fossil 
* * * *”

W hat the next page to  George 
m ight have been it is hard to say. 
One th ing  is certain its conclusion 
was never executed in tha t particular 
office, for there was a storm y and im
m ediate stenographic exodus in the 
‘churn” enterprise. Roselle Dean
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Jokes in Seed.
Nearly all the city florists’ shops 

and seed department windows use 
n their displays small earthenware 

figures that the retailer of seeds will 
find it profitable to adopt.

These figures of various sizes arc 
made of very porous ware and are 
kept filled with water. This water 
supplies the nourishment for the 
germination and growth of seeds 
planted on the figures, and grotesque 
results are obtained.

For instance, on the top of the 
head of a bald-headed man, plant 
grass seed. In a few days a most 
luxurious crop of green hair appears.

pig’s back is covered with green 
bristles under the same plan, and a 
hundred different designs can be used 
to attract attention. They do so. 
Everyone stops to laugh.

These earthenware figures also find 
a ready safe for those who enjoy 
watching the transformation and 
hould he a part of any seed dis

play. Used in the display window-, 
in connection with seed packages and 
growing things, they are effective 
business-getters for seeds.

Original 
Nibble Sticks
NIBBLE STICK.*

_ _ _ \

vT N A Ji FACTORY
NaewmaC Can tty Cat. 

D u ty  Nbiurtw
m c jft

The Copper Metallic Grant;
nsu]

Why is it that the woman who has 
the most profound contempt for man 
does her best to imitate him?

T r y  I t  T o - d a v
'v e r y  B E L L  T E L E P H O N E

is  a  Lr>atf D is t a n c e  S c a t  wki
Success is in being what we 

to be.



M I C H I G A N  T R A D E S M A N March 29, 1911

Buying Eggs on a Quality Basis Fair 
to Both Sides.

At the recent annual convention 
of the Missouri Carlot Egg and Poul 
try Shippers’ Association, in St. 
Louis, J. Cyril Begg, of Mt. Vernon, 
111., discussed the purchase of eggs 
by grade. In part he said:

“At this season we are told that 
the young man’s thoughts lightly 
turn to love, and the old hen is com
mencing to sing her spring lay and 
the egg buyers are trying to buy that 
spring lay for love. You know we 
have been doing business for love 
for some time past, but we all hop. 
for better things in the future.

I am told: Hope is an egg, of 
which one man gets the yolk, anoth 
er the white and the third the shell. 
My friends, I have gotten the shells 
for the past few years, and a few 
months ago I determined that the 
yolk and white would build up my 
constitution better than the shells, 
consequently I determined to buy on 
the qualitŷ  basis. For yrour informa

tion I will read the circular we sent 
out to our shippers and customers.

We have long felt that our 
present method of buyring eggs at so 
much a dozen is neither fair to you 
as producers nor fair to us as buyers. 
If you buy a pair of shoes at your 
store you may pay $1 for them or 
you may pay $6. The same thing 
applies to every kind of merchandise 
you buy. It applies also to almost 
everything that you sell. If your 
wheat, corn or oats is poor, you 
have to take a poor price for it, or 
at least a cheaper price than for your 
No. 1. You would not think it fair 
to fatten a steer and have to sell it at 
the same price as a poor old cow, 
and yet because an egg has a shell, 
and twelve eggs make a dozen, it 
has been the general custom to pay 
so much a dozen, regardless of the 
fact that some eggs are new-laid, 
some have been held in the cellar 
from summer, some are bad, some 
re spotted, some are clean, some are 

dirty, some are big and some ar

small, yet twelve eggs make a dozen 
and a dozen eggs, we will say, are 
w orth 30 cents. You who keep you 
nests clean, and who m arket your 
eggs prom ptly, and use every care in 
the handling of them, receive no more 
than the ones who bring small, dirty, 
ro tten  and held eggs. I t  is neither 
fair to you nor fair to us. I t  offers 
no encouragem ent for the up-to-date 
and progressive fanner, and neither 
does it condemn the m ethods of the 
lazy or unscrupulous farmer, who 
either brings his eggs in dirty, or 
who holds them too long, from in 
attention, or with the intention of 
getting  a be tter price, or, to  put it 
plainly, selling practically storage 
eggs for fresh. T his week in New 
York eggs are quoted from 25 cents 
for poor held eggs to 38 cents for 
extra fresh. S tarting  this ’week, we 
are going to buy your eggs accord
ing to quality. We are going to pay 
you for just w hat the candle shows 
up. To the farm er who brings us 
absolutely fresh-laid, big, clean eggs 
we will pay full value. The farm er 
w ho brings his ro tten  or spotted eggs 
ve will not pay anything, but will 

re tu rn  his eggs. These eggs are not 
fit to sell, and it is against the laws 
of the country for you to sell them 
or for us to  buy them. If you 
bring us long-held or practically 
storage eggs, we will pay you wdiat 
these eggs are w orth. We will make 

an inducem ent for every farm er 
to m arket his eggs prom ptly, and to 
pack them carefully, and to keep the 
nests clean. Raise pure-bred hens

that lay a large egg. Market your 
eggs twice a week, winter or summer. 
Pack them right and keep them 
clean. It would mean millions of 
dollars to the farmers of Southern 
and Central Illinois every year if you 
would follow these instructions. Just 
think it over.’
zsogsjuhyouthekPaalardl dwl ulu nn

“My experience since buying by 
grade is that I am handling only 
half as many eggs and making twice 
as much money. You will meet with 
many obstacles just as I did, but the 
farmer or merchant who handles 
good stock will stick with you, while 
the fellow who handles a lot of small, 
rotten, held eggs will steer clear of 
you and sell to your competitor. 
Competition may spring up, as in my 
case, but if you are paying full value 
for No. 1 stock, dealing fairly and 
squarely with your customers at all 
times, ever remembering the old 
adage:  ̂ ‘Fair trading makes fast 
friends, you are bound to succeed. 1 
make four different grades: 1, white; 
2, brown; 3, medium; 4, small, dir 
ty and cracked. My eggs are bring- 
ing a premium above the market; be
sides I have the satisfaction of know*' 
ing that when eggs leave my differ
ent houses I know exactly what they 
are, consequently on a glutted market 
they will have the preference in sell
ing first.

“These organizations are founded 
for the betterment of trade condi
tions, and I would like to see every 
member of this organization pledge 
himself to buy eggs on a loss-off bas-

WI N  N E W  CUSTOM ERS
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 W IN NEW BUSINESS

your man canSseiefhIt °th the teb!e whe/ e both the h°usewife and 
for d ilu te ) h hey are m perfect condition. (No chance

woman.

^ • • ya°„Udr - ' Ä aAndd, - W rite  ‘0 d a y  f w  ° Ur

N-1 STAR EGG CARRIER 
N PAT£»*T£0 
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CAÄ0EC.IHI5 
ERE APUKWie;

used o ^ i^w ith^ tra j^^upp i^d  ̂ y  rus*iCM ^ u fa rt^ ei" U ' \ £ ? ten t No 722’512- «*
other trays for use w ith ^ ta r  ^ r r i e r s  are conTrihi.t°bberSf  " r agent?  suPPly‘ng 
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Star Egg Carrier & Tray Mfg. Co. 500 JAY ST., ROCHESTER. N. Y.
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does not become warped, and if  fudg- 
ment becomes neglected from little 
use the dealer may be expected to 
get “stack."—New England Grocer,

A Great Missouri Cow.
The Missouri State Agricultural 

College has a great wonder in a new

is, or according to grade. I also 
wish to see the day when the hoard 
of health in each state in this union 
will say to the farm er: ‘You must 
no t sell a ro tten  egg: to  the m er
chant, ‘You m ust not buy a ro tten  
egg;’ to the dealer, ‘You mu«t not
ship a ro tten  egg ;’ making it p u n ish -  cow, called Josephine
able by im prisonm ent for so doing en several records Johann
Then and only then will our egg? consin cow' hoM’ rec*
improve in quality and trade condi h"  f°5 * ye f s miIk

, side of tha t Josephine h  in
tions prosper. T he man who makes herseff stle hoMg , hf w<_,
it a rule to  buy quality goods usual- record for four, six, nine ai 
ly gets the best bargain in the end. ¡m onths.
He gets m ore value for his money D uring her year, which 
and more satisfaction out of w hat he January, Josephine averaged 
buys. B etter a little in peace and ¡three pounds of milk a day 
with right, than much with anxiety | way to  tell ju s t how much

« K S , rat WOOL ETC
C m ***  A &mémm C«u. MtfL. Jmmm

f&'Si. -#*.
4nM flN M L  I M

A. T. Fmotibs M é k c  Cm

* HNS“ SB ffâSHÏwIfT Twgwer-r ...
I Peuftrj,  Better, f.fy* %a§

Feeds
W T K E S  & C O

— it—wm

and strife. Many men have been ruin- three pounds of milk
Post Toasties

ed by buying bargains." th<I from the barnyard  t 
j would take m ore fuggin 
buckets than you w^mld 
record for one day is u  
milk. T his is enough to  ? 
families in the neighborfi 

Josephine will

Over-Stocking and Over-Buying.
One of the incidents of a retail 

business is over-stocking, overbuy
ing. ft is a common thing and there 
are two reasons responsible for it 
principally. One is lack of judgm ent | -
on the part of the dealer, and the | ^ t h d a y  Jta
o ther is over-persuasion by the able 
and enterprising salesman. There arc 
salesmen who will, if possible, per
suade or urge a dealer to buy more 
of a certain line of goods than they 
know is good for him, taking their 
chances on his disposing of the 
goods, either through his own ef
fo rt or in conjunction with their own, | cow and can not be 
taking a chance on its coming out j night, driven out to pasture in the 
all right w ithout injury to  their own m orning and not watched over anv 
business prospects, in which case more Instead, she has to be milked 
they consider it as so many more | and fed four tim es every tw enty - 
goods sold, regardless of tre busr- four hours. She gives so much miffe 
ness principles involved. that it is absolutely necessary to  miflr

No retail dealer, especially a retail j her that often. She dem ands special 
grocer, should allow him self to  be rations, too, in the way of eornm esf 
persuaded, bamboozled or inveigled j bran, oats, cotton and linseed rU*e- 
into buying more goods than he j er hay, cowpea hay. corn sifage wA  
ought to buy. A salesman who will | dried beet pulp D uring the warm 
insist upon a dealer buying larger w eather she must be kept eomiorta- 
quantities than he ought to  buy at j hie by daily show er baths, which mav

I calves to her credit, 
j not a big cow she h 
I fectly form ed antma 
w orking trim  1,350 p 

D uring the last y# 
862 pounds of bu tter 
to supply several big 

Josephim

one time is not deserving the con 
dence of the custom ers of his house 
A salesman w ho is w orking for the 
in terest of his trade, therefore, in the 
best sense for the in terest of the 
house he represents, will not follow 
such a practice. He knows that the 
better service he can render his cus
tom ers the better custom ers for him 
and his house they become, because 
the average retailer deals not with 
the house but with the salesman, and 
so long as the goods are satisfactory 
and the prices are right, he cares 
very iittle w hat house they come 
from. He looks to the salesman, hr 
holds him responsible for the quali
ty of the goods, the price, the condi

be given with an 
hose, and tw o electric f; 
kept running in her be 
this way she loses no exti 
ing flies, and every ounce 
can go in to  the manufact

Egg Rules in Indiana.
IT. E. B arnard, State Fo< 

D rug Com m issioner of India: 
prepared to  com m unicate with 
ty or m ore cold storage men 
state concerning the m ost con 
time for holding a m eeting to  ; 
a tentative list of rules for 1 
forcem ent of the new Indian 
storage law. Under the las

„ ___ , __  r ___, __ ______ State Board of Health has t
tion and everything connected with to draft such rules as are 
them . | for the enforcem ent of the

It is, of course, perfectly legitim ate But in order to adopt a 
and entirely professional for a sales-1 that will result in the least 
man to  try  to sell all the goods he 
can sell legitim ately, and in pursu
ance of this entirely laudable princi 
pie he will, of course, urge his cus
tom ers to  buy, but there will be no 
over-buying, no disastrous results if 
the dealer uses good judgment, and 
if the final decision of all buying 
rests w ith his best judgm ent; but 
caje should be taken that judgm ent

measure.

that will result in 
between the Board and the storage 
men, while resulting in a proper en 
forcem ent of the law, the storage 
men will he asked to  offer sugges
tions. The rules will be adopted at 
the April m eeting of the State Board 
of Health.

Mr. B arnard has also sent circu
lar letters to  all the produce dealer? 
of the state, calling their attention

G . J .  Jo h n M fi C ig a r  Cm.

Fot Ro m , Pm o tiu  
%m . Rmt, ftté am
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w t i t t a
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Take Precautions Against Mismating 
of Shoes.

I t is easy to get shoes mixed in 
putting them back on the shelves, es
pecially on a busy day, when there 
are many custom ers and m any shoes 
to put up. The m ism ating is not 
merely in sizes, but can be in qual
ity as well, and the careful m erchant 
will take every precaution against it 
as a source of serious loss. Discuss
ing how shoes become mism ated as | 
to quality and thickness of leather 
the Twin City Commercial Bulletin 
says that a skin is not the same thick
ness all the way through. The man 
who cuts out the vamps of shoes is a 
leather expert, who cuts and makes 
them so they look and wear alike. 
He does not mate a vamp of thin 
leather with one of thick; in other 
words, he utilizes a certain portion of 
the skin for two vamps—a right and 
a left—and numbers them as a pair. 
W hen a m erchant receives a bill of 
shoes, each pair is properly mated 
as regards size, width and thickness 
of leather. The clerks get them mis
mated in showing them.

For instance, two clerks will each 
be showing a custom er an 8 C of the 
same shoe. The first one who fin
ishes his sale will go to stock and 
pull out the rem aining right or left 
shoe of the same size, regardless of 
w hether it is the real mate or not, 
and wrap them up. He gets the 
wrong one about as often as he gets 
the right one. He could be certain 
w hether he is right or w rong by I 
looking at the lining number, but he 
does not take time to do this.

Again, mistakes of this kind occur | 
in putting up stock, especially at the I 
close of a busy day's selling. A clerk 
will pick up a shoe, look inside and 
see that it is a 7 D and put it in the 
first 7 D carton he comes to, w ith
out looking at the lining number. J 
1 his applies to stores where several 
pairs of the same size are carried in 
what is known as forward stock. 
W here a store has only one pair of 
a size in forward stock, this mistake 
is not likely to occur unless the same 
size be brought down from reserve.

W e believe there is not a shoe 
store in the country that is entirely 
free from mismates.

The method referred to above is 
the mildest, although probably the 
greatest, form of this annoyance. In 
m any instances there are several 
pairs in stock which are mismated 
regarding size and width, which 
makes them much harder to dispose 
of. The salesmen also hesitate about 
showing them to their custom ers, and 
the result is they frequently stay on

the shelves until the boys get tired 
of looking at them, when they are 
dumped in a box at the rear and fin
ally sold to a second-hand dealer for 
alm ost nothing.

Said the m anager of a shoe store, 
"1 worked for one man a few years 
ago who required all of his clerks to 
look at the lining number ’ of each 

l shoe before w rapping them, but I 
find it impossible to get my clerks 
to do so. The result is we have sev
eral pairs of mism ates every week. 
W hen there is a great difference in 
sizes we send them to the factory 
to be mated, which takes time and 
causes considerable annoyance. I t is 
not infrequent that a single and 
double sole are sold as mates. May
be it is not discovered until the pur
chaser has worn them  two or three 
days, when he hesitates about re tu rn 
ing them. This leaves an odd pair 
on our hands which we m ust send 
to the factory to  be m ated.”

Said a salesman in another store. 
'"There is hardly a day passes but 
that we find one or more pairs of mis
mates at the close of business, but 
we exert ourselves to keep them from 
accumulating. W e make the next cus
tom er suffer for the mistake. Some
times we re-m ark them in order to 
pass them off. but when they are 
marked in blind sizes this is not nec
essary. If there is a difference of 
only a half size or one width it is 
not a difficult m atter to dispose of 
them, hut where there is a great dif
ference it is alm ost an impossibility. 
If we are unfortunate enough to have 
several pairs accumulate we sell them 
to some second-hand dealer at about 
half price.”

Said the m anager of another store, 
"W hen we have m ism ates in stock it 
is alm ost impossible to get the clerks 
to  show them. You would be sur
prised to know, however, tha t our ex
tra  men, who help us Saturday eve
ning only, seldom fail to sell a pair 
of mismates, and the beauty of it is 
they do not know it. They will fit 
a man in the right shoe, and he will 
say, ‘W rap them up.’ The clerk takes 
the left shoe out of the carton and 
wraps them w ithout looking at it. If 
there is not much difference in size 
they are rarely  ever returned. One 
of our extra men last Saturday sold a 
pair which not only differed in size 
but they were different shoes entire
ly, and he did it innocently. If  he 
had known that carton contained mis
mates he would have shunned it as 
he would a rattlesnake.”

W here there is a w rapper employ
ed mism ates do not occur as fre
quently as they do otherwise, but

even then they are liable to happen. 
In some stores clerks are required 
to pay a fine of 25 cents for every 
pair of m ism ates he sends to  the 
wrapper, the quarter becoming th< 
property  of the w rapper for his or 
her vigilance in detecting them. 
W here clerks do their own wrapping 
and m ism ates are sent out and never 
returned the offending clerk is fined 
a quarter, which is given to the one 
who succeeds in disposing of the odd 
pair left. If he sells them  himself, he 
breaks even.

M ismates are the result of careless
ness. W hen clerks are busy and each 
one is try ing  to  see how many pairs 
of shoes he can sell he is not going 
to take the time to look at the lining 
num ber of each shoe before w rap

ping it, and frequently he fails to look 
at the size and width. In  some in
stances these num bers are indistinct, 
especially on leather lined shoes, and 
the clerk is not going to strain his 
eyes or use a magnifying glass to  see 
them.

One way in which mistakes of this 
kind can be lessened to a g reat ex
ten t is to  m ark m ate num bers on the 
soles of all shoes before they are put 
in stock. I t is much m ore conven-

Honorbilt
Fine Shoes for Men 
A SNAPPY LINE

We Supply the 
BEST in

Rubber Boots 
And Shoes

A t the Lowest Possible Price 
Complete Catalogue Mailed Promptly

Detroit Rubber Co. Detroit, Mich.

f  ..........................................................

The Test of a Shoe Is Its Service

Service means two things, good leather and good shoemaking.. 
Our shoemaking and leather from top to sole is not only good, but 
the very best there is.

This is why the satisfied wearers of R R L Shoes are such 
effective far-reaching advertisers for the retailers, who sell them.

Rindge, Kalmbach, Logie &  Co., Ltd. 

Grand Rapids, Mich.
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ient for a salesman to look at the 
sole of a shoe than it is to look in
side at the lining. A concern has on 
the market a simple device for mark
ing mate numbers on the soles. It 
consists of a book of duplicate num
bers, white figures on a black 
ground, the reverse side of which is 
gummed. They can easily be moist
ened and placed on the sole, thereby 
avoiding a great many annoyances 
which occur from sending out mis 
mates.

The Fabric Shoe.
In an address before the Southern 

Shoe Retailers convention Werner S'. 
Byck, of Atlanta, discussed fabric 
shoes, and in the course of his re
marks said some very good things 
Here are some paragraphs from his 
address:

In my humble judgment the poor
est leather is better for footwear than 
the best satin or velvet.

Some people say that these ex- j 
treme novelties should be left alone 
by conservative retailers, and that the j 
latter should depend more upon the 
sale of staples. That is all very well. | 
but if the up-to-date retailer does not I 
keep abreast of the times he will | 
soon find himself a “has-been,” and | 
his old conservative trade going else- j 
where, where the new things are car- I 
ried.

No man can tell how many pairs 
of shoes made of these material' to j 
place orders for. The demand may j 
continue for some time as strong as j 
it is to-day, or stronger, but my sag- ! 
gestion is to go slow in placing your j 
orders; rather be safe than sorry.

The shoe manufacturer will not 
stand behind the wear, and thf re j 
tailer should not, for they are on ! 
the “millinery” order and no one 
knows how they are going to turn j 
out

The retailer is safe in buying can J 
vas and cravenettes, no matter if the j 
style does become passe, because you j 
can easily get rid of your stock with- j 
out loss, but as to satin-, velvets and j 
silks—go very slowly. Buy ‘ immedi- j 
ates” only as present needs and de - j 
maids indicate, but place no orders ( 
for the future until the present sea- \ 
son has advanced so far that you ar I 
practically assured of what is the best 
to do for next season.

The skins of animals have been 
used for footwear almost since the I 
beginning of creation, and I believe 
that it will only be a short time be- 1 
fore the “follies of fabrics” will have I 
passed and once more all footwear I 
will be made of leather.

We are living in an extravagant j 
age, and we know that women gen- I 
erally buy more footw ear than they 
need, and since fabrics have entered i 
into the making of them it would be j 
advisable for the benefit of retailers 
to put up a sign that satin and velvet 
footwear is not guaranteed. In many j 
instances this would assist in making 
satisfactory adjustments and retain j 
ing patronage.

Anger is a human boiler explosion. ! 
It is not only a waste of energy, but 
it destroys the container of the 
energy.

Storing Winter Shoes. ¡,
When fall comes, and if sorely j I 

must come, the felt goods are 11 
| brought from the stock room and pmf I 
in stock. When the time for g&c I 
transfer arrives many shoe retailers j I 

j are disappointed to  find that the moth- I 
j have made their usual ravages and I 
that a certain percentage of the stock I 
is unsalable. Now is the season r f 

| the year to take precautions against I 
losses of this sort and when the I 

| warm goods are taken out of stock I 
to make room for the spring stock 

i it is a matter of importance to see I 
that they are properly cared for 

Ordinary moth bails placed n each j 
carton will prevent moths from at- [ 

| tacking woof lined and other warn [ 
shoes. Some dealers resort to ->un- j 

i mg sulphur candles, while pfSser? u-e ■ I 
! different means of fighting this |
i sance. By all means take the pee- : j 
cautions.

The man who claim-» tha t the onfv I
way to ove Ttofile this »«trance »  v-'v ■ i
sell the gOi or  be:W¥W 513  ̂1 I
never had a taste  iof the practical -od Í |
of the busi fo r th ere cernes a j
time of the year WIMMi it is aff buff V1
impossKde ito give: these goods away ' 1
and it i<« th<tte fm e : beffeir to carefully ■ f
store th cm until next wíntc? 1 1
than to apft them at fittiitu lov ily  *rvw ¿ I
price 3.

Buy your cam phor balls and ( 
them w ith discretion and Then |
fall season rolls around your ->> * 
shoes and Juliets will be It, a - a f a V -  j 
condition.---

You Can Afford It.

The Fashionable M a Who W an  the 
Best in Footwear is WSfcg to Fay for 
= = = = =  What He Gets =

“BfcRTSCH”

Itory W esr f  rirc tmmm

Herold-Bertsch Shoe Co.
W 09 tfK9 t

G r a n d  Stj f ww K .  M i e l i .

T here are some i 
g re t to  say. who, r 
grand spring openk 
the im portance of 
effort at attractive!
plft6 in terior
deem the resu
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m ethods of advertís

-pend something *
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sum« these store« a

So we «ay again everv de 
afford som ething fo r special 
tions for the  spring and E a
son. You may not get is 
next day o r next week, but

tha t it is money well «pen 
Retailer.

Do not work a man mo 
tw o hours overtim e—that is. 
expect his usual effort next

T ell all your business at 
w on’t have any left for your

RUBBERS
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Hirth-Krau.se Company
Shoe M m ifu tore n

M U en  o i G tert ami Rhode b la d  RaM en
Grand Rapid». Mich.
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f DRYGOODS, 
FkNCYGOODS NOTION^

Buyer Goes to Market and Finds 
That It Pays.

The buyer suggested that he take 
a trip to the market, tw o hundred 
miles away, and put in two good days 
of hustle with the m anufacturers to 
complete his spring lines and possibly 
pick up one or more bargains to  re 
pay the trip, says the D ry Goods 
Economist.

The m erchant asked, “W on’t you 
succeed as well if you invite, by mail, 
sample lines subm itted here, where 
you can take your time at it, consult 
with your head of stock and save the 
traveling expense?”

“I can do it that way if you wish.” 
replied the buyer, "but I feel that the 

only way to get 
choice stuff is to 
go after it. The 
kinds that come to 
you are either the 
staples. produced 
i n inexhaustible 
quantity and offer
ed to everybody, 
or the things that 
are left in stock by j 
buyers who have 
passed the items 
or returned them 
Let me go, and I ’ll 
try to prove to 
you that the ex
pense is a small 
i t e m  compared 
with the profit that 
will ensue.”

"All righ t!” said 
his employer; “go 
ahead and show 
me.”

In a few days there was a hand 
collie bunch of orders, on which con 
urinations were sent; and before 
long daily shipments of the buyer's 
purchases were reaching his depart 
ment, many7 of which lie proudly 
paraded before the boss, predicting 
great things.

Xow the boss was "from Missouri,” 
and would say, with grudging ap
proval, 1 hey all look good when 
they’re far away. -After you've sold 
em and we have the profit safe. I'll 

tell you how pretty  they are. Mean
while keep your enthusiasm  up, but 
don t expect me to rave over any
thing but results; and see to it that 
1 rave right.”

To which the buyer cheerily7 laugh
ed and responded:

I know I ve got the pick of the 
best stuff; I know I ve got 'em right, 
and, just as sure as Eve got her bite 
of the apple, the women around here 
are going to find our styles and 
prices just w hat they must have.”

A few days after this conversation 
the buyer asked the m erchant to come 
to his room and with him look at ! 
sample line being subm itted there.

W hat do you w ant me for?’ ask 
ed the latter.

Just to show you how on this one 
line I've saved my traveling expense^ 
to m arket the other day7,” replied the 
buyer.

Sure enough, the line shown by an 
anxious salesman was one from 
which selections were already ir 
stock, but while the quotations now 
made were the same, the buyer at 
headquarters had secured an extra 
trade discount of 5 per cent., and in
stead of the term s now offered (10 
days 2 per cent, and 60 days dating), 
their bills read “10 day cash, 8 per 
cent, off.”

All of which goes to show that not 
only must one be duly careful as to 
price quotatons. but tha t the term s 
and discounts also need a watchful 
eye, for therein lies a difference ir, 
rost that may give competition a 
everage difficult to counteract.

Women’s Suits.
rbe  fact that American women are 

essentially tailored women in their 
street dress has never been more tho r
oughly evidenced than at the present 
time, the proof being the heavy de
mand for tailored suits for Spring, 
says the Dry Goods R eporter. W hile 
there are many beautiful examples of 
the trim med suits, the partiality 
which has been given the more sim
ple styles in the tailored suit is a m at
ter w orthy of especial note.

The attention which is now given 
to the careful m anufacture of the 
tailored suits has undoubtedly stim u

lated interest in 
these lines. W om 
en have found tha t 
it is practically im
possible to buy a 
suit a t the tailors 
for anywhere near 
the price at which 
the “ready m ade” 
can be bought at 
the store. The 
m ost careful a t
tention is given! 
the cut of the gar
m ents; the w ork
manship has im
proved to a m ark
ed extent, and the 
little details wrhich 
do so much to 
ward making a 
harm onious whole 

same careful consid-

The straight figure line which is 
carried out in the designing of both 
the jacket -and skirt is the m ost not
able feature of the tailored suit. The 
jackets are cut on practically stra igh t 
lines, and the skirts, while of con
servative width, always carry out the 
straight lines. Jackets remain short, 
the 24-inch length continuing to be 
the choice in substantially all in
stances.

The skirts show many of the novel 
features this season, and a wride se
lection of designs are featured. Gored 
models with habit backs are the pre
vailing styles, and many times pleats; 
of an invisible character are intro-1 
duced below the knee td  give free
dom in walking. The panel front and 
oack is especially popular, and some
times the panel or double box pleat 
is shown only in the back.

Some of the houses are showing 
the trouser skirt in connection with 
their Spring lines, but only in a 
testative sort of a way. So much 
notoriety  has been given this skirt 
through the press tha t there would 
seem little chance of its being ac
cepted by refined women even if it 
should prove an advantage in walk- 
ng. Some of the models are attrac- 
ive and could hardly be detected 
rom an ordinary narrow  walking

youthful effect to  a w om an’s figure 
skirt. The trousers are opened 
about 18 inches at the foot, and a 
stitched panel conceals the division. 
O ther models of a more extrem e type 
are made similar to m en’s trousers, 
with the exception that the legs of 
the trousers are made full in skirt 
effect.

In the more dressy suits the E m 
pire lines are noted to  some extent, 
and there seems quite an inclination 
to  favor them. This idea gives a

We are manufacturer* of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

Corl, Knott & Co., Ltd.
28, 22, 24, 26 N. Dlriiiaa St

Grand Rapids, Mich.

House Cleaning Time
Is here once more, and you certainly will have 
a demand for Curtains. Lace Curtains, Curtain 
Nets. Swisses, Carpets, Rugs. Matting. Oil 
Cloths, and don t overlook

Linoleums
Of which we just received a carload of very 
choice patterns and colorings.

PAUL STEKETEE &
W holesale Dry Goods Grand Rapids, Mich.

_____P- s. Beginning April 1. we close at one o'clock Saturdays.

are given the 
oration.

About 50 New Designs 
of Lace Curtains
Our line contains some exceptionally fine 

numbers that will show any merchant a good 
profit. We have Brussels Net, Nottinghams,
Cable Net. Cluny Lace and Irish Points.

Prices range at 40c, 65c, 80c, $1, $1.25, $1.50,
$1.90, $2, $2.25, $2.50, $2.75, $3, $3.75 and $4 per 
pair. Ask our salesman about this item.

Grand Rapids Dry Goods Co.
Jobbers, Importers, Manufacturers

Beginning April 1 we close a t «
one o'clock Saturdays u f a n d  K a p i d S ,  A f i c h .
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which is many times appreciated. T he I 
raised w aist line is carried o a t both I 
in the cut of the jacket and by the! 
application of trim mings.

The E ton jacket continues to be 
shown, but is only being taken fori 
show pieces, by an occasional mer-1 
chant. In  the im ported models con-1 
siderable prom inence is given to  the j 
Eton, and in the high class lines there! 
is expected to  be some demand for j 
them, but for the general trade there j 
is little  in terest m anifested in them

The collars of jackets continue to  
show m any of the novel features, the 
sailor and deep rounded ones being 
especially conspicuous. Deep revers 
are noted on some of the newest 
models, and oftentim es these are in 
a contrasting  color. W hen color is 
used in this form, a band about three 
inches deep also trim s the foot of 
the skirt.

Some of the new suits have a com- 
biatinon of materials. This idea is 
used mainly in the three-piece effects. 
Serges or shepherd checks are com
bined with black satin in m any a t
tractive ways. The jackets and deep 
band at the foot of the skirt are o: 
satin, and the body of the skirt and 
the w aist are of the cloth material 
the la tte r show ing a trim m ing of 
satin.

Serges, mannish cloths, m ixtures 
and satins are the m aterials used i 
the making of suits. Serges are giv 
en the preference, and satins in the 
way of a novelty are well regarded 
Blue serge is especially favored for 
spring, and black and white effect 
are also seen to  quite an extent 
Black cloths with a hair line stripe 
of white, or white cloths with a hair 
line stripe of black are conspicuously 
featured for spring and summer.

Push the New Goods Now.
The month between now and East 

er should be one of the busiest in th< 
year. D uring this period the m er 
chant should lay special em phasis 
upon the style feature of his new 
spring merchandise. D uring this peri 
od price should be kept in the back 
ground as a sales argum ent. New 
ness and distinctiveness of m er 
chandise and correctness of style are 
the argum ents to be used now. The 
new spring m erchandise should be 
prom inently displayed and advertised 
early in the season and every effort 
should he made to  make as large sales 
as possible before the bloom is off of 
it. W hile the spring season is in its 
infancy women will pay good prices 
for new and stylish merchandise, 
which will not be w orth nearly so 
much later, when the new style ele
m ent is no longer so im portant.

Now is the time to feature the 
spring suits and coats, the spring 
shoes, the spring hats, the spring 
neckwear and m en's furnishings. Peo
ple like to buy things while they are 
new and fresh, before everybody else 
in town has the same, -and the m er
chant should take advantage of this 
very comm endable human tra it while 
at the same time gratify ing the de
sires of his fellow townspeople.

In  business building, advertising is
a substitute for time.

H osiery  N ot Durable and W hy. 
D id  you know th a t there are se 

era! reasons why w< m en 's hosiei 
does not w ear longer?”  asked fi 
buyer for a big departm ent store < 
the American W ool and C otton P 
porter.

“W ell, it is a long story ,” he sai 
“but an in teresting  one I n  the goc 
old days the woman fastened h> 
stockings in a way th a t made 
fit com fortably to  the limb and ear; 
a t the foot. But w ith the comins 
of a style which dem ands a small fig 

j ure, a rem arkable change occtsrred 
| Not only has it become necessary p. 
have tigh t fitting stockings but a ms 
jo rity  of the women are  n-m g  *h 
stocking to  hold down their wais 
line.

"‘T hey take the upper end o f  r e 
stocking. 1 am told, and stretch it or 
over the limb. They then fasten fhi 
upper end to  the garter, which : 
turn  is attached to  the corset, in sue I 
a way as to  make the garter taut. The 
hosiery act- as sort of w eight, yor 
see. I t  pulls the corset down in from 
and the corset tugs the stocking snug 
up around the limb. T here you have 
it. H ow  long can any stocking w ith
stand the «train at the toe, at the 
heel and at the upper end. None oi 
them stand it very long "

H ere the buyer paused. A fter re
flecting a m om ent, he continued: “TVi 
you know that what I have told you 
has made all kinds of experim ent5 
necessary? The toe and heel were 
made heavier at first, but to  no avail 
Then the welt at the top of the stock
ing was doubled, but it did no good 
The seamed stockings ripped down 
the side after a few day* of -train
ing  with the garter. Now. the double 
welt has been fastened down with a 
seam tha t makes it im possible for a 
rip to  start at that end of the arti
cle. W ith this trouble eliminated, an 

ther quickly sprang up The knees 
bulged and tore. A knee cap w as in
vented last year, but the women did 
no t take to  them very readily and 
m any mills which used the knee cap 

see this year have abandoned it Bn 
lieve me, it is the greatest problem 
of the age, this attem pt to  devise a 
scheme for a wom en's hose that will j 
w ear a reasonable length of time.

“T he women generally w ant a fight j 
article, too,” the buyer continued.

and, of course, that makes the task 
all the more difficult. L igh ter yarns 
m ust he used and naturally  they can 

o t be as strong  as those of a coars- J 
er texture. The invention of wom
en’s hosiery has driven more than one 
man to  the state institution«.”

T he demand am ong the women for 
the new half-silk and half-lisle ho
siery has not been phenomenal, this 
buyer has found. H e has one of the 
largest hosiery departm ents in the 
E astern  city where he is located and 
has an excellent opportunity  to  watch 
the trend of the buying from the re
tail counter.

He also believes tha t the seamless 
hosiery for women is not so much of 

howling success as many seamless 
hosiery m akers would have the read
ing public believe. This buyer states 
that the general fine of wom en’s
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“Tanglefess” Twine Holder
is used it is certain that t he 
inches above ’he counter 
place, ready for use.

Requires no attention 
tw ine on the holder has hen 
is necessary.

E nti I your dealer rsm 
send them to  y o u  prepaid on

Carrier* St Clark Mfg. Co

r

Defrost, Mtcfr.

" Crown*»* Attribute o f Loveiy Woman m Cl

I »seen Narad fr*

NAIAD
DRESS SHIELD

ODORLESS HYGIENIC
S l  P R E N i IN

BEAUTY! QUALITY! CLEANLINESS!
Possesses two important and exclusive features. Ml J m s  mm éa- 

teriorate w ith  age and fail to powder m t i e  iress—csm b e  —rTj mmi 
quickly sterilized  by :mmers*ng in boiling water for a few ieconds 
only. At the stores, or sample pair on receipt of 25 cexrts. E very amt 
guaranteed.

The C. E. CONOVER COMPANY
MbMnaiscTisriprN

Factory, Red Bank. N ew  Jersey I f f  F nahStt Sr.. N ew  T o r »

Wrinch McLaren A Company. T orooro - Sole liixuw
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Explosives N ot D angerous if H an
dled Right.

Pow der and dynam ite are carried 
in stock in many hardw are stores, an i 
when put on a system atic basis can 
be made profitable and can be han
dled with a minimum amount of dan
ger. Powder itself is not so danger
ous as the average citizen imagines. 
Pow der is usually kept out at the 
magazine, which, by law. in most 
states is well out in the country and 
in a nearly deserted place. 1 w ant 
to say a word or two about powder 
magazines. T saw one a short time 
ago made of a single thickness of 
cheap brick with a 28-gauge galvan
ized roof on it. A good stiff wind 
storm  could have blown in the wall, 
and a low power rifle bullet could 
have punctured a brick or the roof. 
We should keep in mind the fact that 
when we build magazines in out of 
the way places we are also building 
targets for the rifle shark.

The magazine is two miles from 
the store—we are making daily trips 
out there for twenty-five pound lots 
The profit on 100 pounds will scarce
ly pay the expense of such a trip, yet 
we go hack and forth year after year 
with little dabs of powder and im
agine we are making money. One 
or possibly two well advertised trips 
to the magazine each week should be 
made to fill the bill. One prom inent 
m erchant catering to this business 
makes his powder trip everv Satur
day, and under no circum stances will 
he vary the programme. The princi
pal thing is to get away from daily 
jerkw ater orders.

Powder is influential merchandise.
( loscly associated with it are caps 
fuse, picks, shovels, chains, crowbars, 
candles, steel and numerous o ther es
sentials to the miner or farmer. The 
powder order for that extra gang 
on the country road in your section 
is going to govern the sale of a few 
shovels, mattocks, rakes, hoes and 
possibly a scraper or two this spring. 
A little enquiry of the county com 
missioncrs. or road supervisors, will 
give you a line on some good road 
orders with powder at the head of the 
list. T ry it out. Every farm er who 
figures on clearing a little more land 
is a prospect. This business is sel
dom hard worked, and may prove an 
entering wedge for you on some cus
tom er whose shell you want to crack

If you make a good sale and want 
the continued patronage of a good, 
live customer, ju s t refuse to pack 
caps in the same box with powder. 
Do not even keep caps in your shelv
in g - ta k e  half a day off and build n 
substantial galvanized iron box. and

after it has been provided with a lock, 
¡put your little stock of caps where 
j they will be safe. They are the real 
| danger of the powder business. If 
I your custom er makes his purchases 
| in the morning, and is not going out 
j until night, ju st keep his caps in your 
| metal box until he drives up to the 
| front door. W hen they do go out, 
| label them “dangerous.”

Two powder stocks in one small 
town with two roads being kept up 

j to two alm ost inaccessible powder 
j houses is the big drawback to legiti
mate profit. Even restrictions can 

j not head off price cutters, but any 
j body of hardw are m erchants in any 
small town where powder is being 
sold, can get together on this sub
ject for mutual protection, mutual 

| buying and common profit.
The dangers of this business are 

| great enough to require stringent 
j rules, but the danger of dry ro t is 
[g reater than that of an explosion. 

Put the same am ount of energy into 
an effort to secure powder orders that 
you do on builders’ hardw are and 
your all-powerful exclusive agency 
rights will be less frowned upon by 

| the man. who is alm ost forced to buy 
| 'lt your store.—A ssistant M anager in 
Iron Age-Hardware.

For the Clothes Yard.
Have you prepared for the spring 

demand from your custom ers for the 
re-equipm ent of the clothes y ard ’ 
Most housewives buy more or less of 

| the needed furnishings at this sea 
son.

Thi-3 h; th e line. It comes, as you
kuow. in a num ber of varieties., each
one prol »ahiy posse ssi ng some ele-
ment of ad vantage 0ver the <»thers
for sonie particu! ar purpose. The
price varies,. and that will he found
to be a ma terial f:let*or in some in
stance s. in others it will not maki
so much difference. s.ome pure!lasers
prefer good cord, e>.en if it does
cost a trifle more. Iit is best to be
ready to satisfy them all.

You have probably found in buy-
j ing that the price has not varied 
much, although perhaps the best 

j qualities are a shade higher than 
they were last year. It is scarcely 

| enough to make any difference, how
ever, while the lower grades are un- 

| changed. They are selling in some 
instances a bit lower than a year 
ago.

These lines can be sold in tw en ty - 
j five or fifty foot lengths in most in
stances, and where the bundles are 
connected they can be made as long 
as you wish. Probably fifty feet will 
be the general demand.

Along with the lines will go the

CADY D ISPL A Y  RACK
Keep your vegetables off the floor and walk. It 

is very cheap. W rite for price list.
K.ORRF MFG. CO., Lansing, Mich.

Mica AxleOrease
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 i 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 t and 5 gallon cans.

STANDARD OIL CO.
Qraad Rapids, Mich.

Acorn Brass Mlg. Co.
C h ica g o

Makes Gasoline Lighting Systems and 
Everything of Metal

Established In I87J

B est Equipped 
Firm la  the State

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The Weatherly Co.
18 Pearl S t. Qraad Rapids, Mich
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pins. As always, there are two kinds, 
those that pinch and those that stand 
astride the line. Of the two, the lat
ter is most used, and sells many times 
more rapidly than the other. It î  
unnecessary to say which is better 
Housewives use both, but probably 
the low price of the sort that strad
dle the line will appeal to most buy 
ers. The boxes in which they com-, 
packed retail at such a low figure 
that no one feels it if they buy one 
or several boxes. Sometimes it i' 
well to sell them in combination 
Part one sort; part the other. For 
certain purposes the pinch pins are 
better.

Some housewives prefer them for 
drying fine articles* such as laces 
and the like, because there is no dan 
ger of stretching the material when 
pinning it on the line. It might be 
well to call attention to this poim 
when offering the pins for sale. Many 
may have not thought of this advan
tage and consequently will be likely 
to take the old fashioned sort.

As simple and commonplace things 
as clothes pins and clothes lines can 
be made a part of some special sale, 
or can be offered separately for a 
few days in a way that will attract 
extra trade.

Keeping Track of Prospects.
An excellent idea is put forward by 

Hardware and Metal when it says: 
Hardware men should train their 
whole staff from the teamster up, to 
be business scouts—always recon- 
noitering for chances of making sales. 
If anyone in the organization hears 
of a person who is thinking of buy
ing a washing machine, vacuum 
cleaner or any other article sold in a 
hardware store, the fact should be 
reported at once and immediate steps 
taken to secure the order.

Not long ago, a metal roofing trav
eler called on a dealer in a town 
north of Stratford, and asked if he 
had any roofing prospects. The 
dealer scratched his head in deep per
plexity, but finally remembered that a 
farmer had called in a couple of 
weeks previously and said that he 
was going to buy a metal roof. He 
had not made any efforts to see him, 
but he assured the traveler that this 
man was a regular customer of his 
and would not think of buying from 
anyone else.

The traveler hired a livery rig and 
drove out to see this prospect, the 
dealer not being sufficiently interest
ed to even accompany him. He was 
surprised to learn that a more en
terprising agent had been out to see 
the farmer several days before, and 
closed the business. The first dealer 
could easily have made the profit on 
this sale, if he had put forth an ef
fort to land his prospect.

Contrast this with the methods 
adopted by agents for pianos, sewing 
machines, or insurance. If they learn 
the name of a prospective customer, 
no matter how roundabout the source 
of information, they get on his trail 
at once, and they keep after him un
til he has bought.

If this kind of energy were ap
plied generally to hardware sales

manship, the results would be mar
velous. The sales of paint, builders' 
hardware and all kinds of farm sup- 

I plies could be very greatly increased 
by aggressively canvassing the con 
tractors and farmers. Although many 
dealers have already adopted this 
policy, there is still room for im
provement in the selling methods of 
most hardware stores.

New York Questions.
Here are some of the question-»

I from the Xew York Retail Hardware 
convention box and the answers:

How many find it good policy to 
put prices in window displays? A 
window display will attract better at
tention with prices on the goods. 
Where you see people gathered 
around a window display you can de
pend upon it there are prices shown.

Is it advisable and profitable to 
take work in the dull season in order 
to keep the help busy without proht 
on the work? We find we have to 
keep the men at a risk of a loss in 
dull season in order to have com- j 
petent help when the busy season 
begins.

If you wish to incorporate youi \ 
business and take in a competent em
ploye, who is unable to purchase the ; 
stock, how do you arrange for him? j 
1 think some firms take their note j 
for a certain amount of stock and al- j 
low them to pay on it. We simply 
give them the earnings of a certain I 
amount of stock represented. In our | 
case we paid the -same salary as be- j 
fore, and the earnings on a certain 
amount of stock, and they certainly j 
made good on it. The extra exer
tions reimbursed us for the stock. 
They look more now on the profit j 
side instead of the sales question. Be- 
fore they were always looking to 
see how the sales compared with last 
year.

Why is the W olverine Baler Best?

I. It » the Sirapfesf a i  Scmavnv-
2L *t s  Tfir f  r i n f  m  n p r r i
3. k has a C a t  Ima Pkagrr «kick  

e a n sf warp m  jffiL
4- k  ha» f m m  m i  5 i i t  im t%  m  m - 

tease M e  eawif. \w  lar —
5- ft is maie by a c i  h p r i n o i  ■  

fkt w f i t i n  <*f M n \
6. k s  CHEAP, became we me «efl 

tpippti to —a—f j c f i .
PQMdvy few WtBÊGtL jiacf

YPSJLAVn HAY PRESS CO.
TFWLA.WTt, « T .H

AN ODE TO THE IXL WINDMILL
The ok! oaken bucket; its day »  gone b rr

T f t  r Kjb r  - 1 , .  J  m

F o r now in its place, towering fort? feet aarh

Never out of repair a l u m  wjmI> fen action '
The agents, though eioonent. never bai“ tec 

O f the pleasure and profit, the immense M tu tH m  
T o he had from this windmill standing over chi 

w e ll.

T hat beautiful windmill, th a t ¡/ill-running w  admill

P r ic e *  o f  I X L  « ^ n d n w ils ,  Towers w j  T w i n ,  
w rite to

THE PHELPS i  BIGELOW WINDMILL CO, Sth.

No. I 
ROVAL 
Coffee 

Roaster

A  Royal System in Your Coffee Department
Means a larger and more profitable business for you than any ocher 

method you could adopt to increase your trade.
We can refer you to thousands of Grocers and Coffee Dealers through
out the country who are using our ROYAL machines and 
they will be glad to give you their experience.

We can put 
you in the Cof
fee b u s in e s s  
right. We can 
furnish several 
different sizes 
and styles of 
machines and 
are in position 
to give yon full 
adiice in buy
ing green cof
fee, r o a s tio g  
and blending it
to suit the trade in any  part of the country. We can also lav our a pisn of aggres
sive advertising for you to use in conjunction with your coffee department.

We have several experts along the above lines, connected with ns. who de
vote their time to these features and their services are at the command, grans, 
of all users of ROYAL systems. Write us for full information and our laresr 
catalogue which tells the whole story. It costs you nothing to investigate Do 
it now while it is fresh in your mind. *

We also manufacture Electric Meat Choppers and Meat Slicing Machines.

Operated by 
Electricity

The A. J. Deer Co. 1246 West Si., Horndl. it  Y.
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Shop Window Is the Show Place of 
the World *

I t has been said that the shop 
window is the show place of the 
world, and if this be true how im
portant it is tha t this m ost valuable 
space in the dealer’s store be utilized 
to the fullest ex ten t

W ashing your windows and keeping 
them clean is the first requisite of a 
successful window display. No m at
ter how attractive the interior of your 
store may be, if the windows are not 
kept clean and bright your display 
will have lost its effectiveness. T here
fore I would advise that the display 
windows be kept clean even although 
it necessitates washing them every 
day.

T he next im portant essential of a 
successful window display is a prop
er and suitable background, for the 
background furnishes a setting for 
your display and bears the same rela
tion to the display as proper scen
ery does to a theatrical play. I t is 
a well known fact that many of the 
largest departm ent stores appropriate 
from  $15,000 to $25,000 each year in 
pi oviding suitable window displays, j 
a greater portion of this fund being 
expended in providing suitable back
grounds. Now, if this expenditure 
is deemed essential by the depart
m ent stores, would not an appropri
ation set aside for a display in your 
windows be a legitim ate expense?

In some of the large stores in 
Chicago these backgrounds are p re
served. being of a substantial nature, 
and are reduced in size and sold to 
the smaller stores in the outlying 
districts. This, of course, in your 
case would not be feasible, but it il
lustrates the vast im portance of a 
suitable background as considered 
by experts in the line of window 
decoration.

Many dealers use the Alabastine 
tin ts extensively in making suitable 
backgrounds. Some displays require 
a different tin t than others and by 
using the stencils for panel effects 
very handsome backgrounds can be 
produced at a minimum of expense. 
Common burlap or cheese cloth 
stretched on a frame and coated with 
Alabastine is often used.

W herever possible the background 
should exclude a view of the interior 
of the store, so as not to detract the 
attention  of the passerby' from any
thing you have on display: in other 
words, it is desirable to concentrate 
the attention of your custom ers on 
your display.

I believe in making a window dis
play it pays to  specialize.

•Address by F. H. Locke, sales manager of the 
Alabastine Company, a t the annual banquet of 
the Grand Rapids Retail Hardware A ssociation.

To illustrate: If y'ou are handling 
a line of garden tools, in your dis
play see tha t each of the articles you 
have for tha t purpose is displayed; in 
o ther words, specialize on garden 
tools. If you have a window display' 
of saws or builders’ hardw are, show 
every design you carry in stock; 
make it a builders’ hardw are w in 
dow. If y'ou are making a display of 
kitchen utensils, specialize on tha t 
line and do not show shovels, stove 
pipe, paint and grindstones at the 
same time; but classify into various 
groups; the lines of goods used for 
similar pvrposes at the same period 
of the year, and you will achieve 
greater success than by throw ing in- j 
to the window' the first article you 
may find m ost handy.

Some dealers make a display be
cause they feel that the space should 
be filled up with something. Do not 
get that idea. This m ost valuable 
space in your store should be em 
ployed to give particular distinction 
to your entire business.

To my mind the real value of a 
window display is in its effectiveness 
of attracting  attention, creating an 
interest in the articles displayed, in
spiring a desire to purchase on the 
part of those who view the display, 
or, to sum it up, to bring into your 
store and line up at your counters 
those who m ight otherwise have 
passed by or have been attracted  to 
the store of your competitor.

From  my viewpoint the window is 
the m ost effective conscientious sales
man you can employ. I t is the only 
employe tha t is continually' on the 
job and which if properly dressed 
gives your store distinction which it 
is impossible to acquire in any other 
manner.

The old saying is, A m an is known 
by the company he keeps. A store 
is known by' its window displays.

Every business transaction as view 
ed by the m erchant consists of four 
elem ents:

1. The goods.
2. The purchaser.
3. The salesman.
4. The sale itself.
T o illustrate this fourth elem ent: 

You may advertise a certain brand 
of goods, you may have the goods in 
stock, you may have a salesman or 
one who pretends to be behind your 
counter, and you may have a cus
tom er lined up before it, but if the 
sale is not consum m ated your efforts 
and advertising are fruitless. By an- 

| alyzing this fourth elem ent of a busi
ness transaction, namely, the sale,

J you will find tha t it is also divided in- 
Jto four distinct elem ents o r steps,
| which take place in every sale that 
> is made:

1. T he attention of the custom er 
must be obtained. I t would be an 
absolute impossibility to sell any cus
tom er whose attention  you could not 
secure.

2. To create an interest. You 
may secure the custom er’s attention, 
but if you can not get his interest 
you can never make a sale.

3. T o inspire a desire on the part 
of your custom er for the article you 
have to sell.

4. T he m ost im portant elem ent is 
the consum mation of the sale, or, in 
o ther words, the closing of the sale, 
and this fourth elem ent is vastly im 
portan t to your success and depends 
upon the salesmanship of yourself or 
employes.

A window' properly and attrac tive
ly dressed perform s the first three 
elem ents of the sale, namely, first, it 
a ttracts atten tion ; second, it creates 
an interest, and third, it inspires a de
sire on the part of »the passing pub
lic for the articles displayed or for 
inform ation appertaining to the same, 
and it is always well to incorporate 
into your display a feature tha t will 
impel people to enter your store and 
place them selves in the hands of your 
sales force. I t  is therefore very es
sential that your window be arrayed

Kent State Bank
Mala Office Fountain S t 

Facing Monroe

Capital - . . $500,000
Surplus and Profits 225,000

Deposits
6 Million Dollars

HENRY IDEMA - - - P residen t
J. A. COVODE - - V ice P residen t
J . A. S . VERDIER - - Cashier

Paid on Certificates

You can  tra n s a c t your banking business 
w ith  us easily by mail. W rite  us ab o u t 
i t  if In te res ted .

GRAND RAPIDS 
FIRE INSURANCE AGENCY

THB McBAIN AGENCY 

Grand Rapids, M ick. The Leading A gency

TP A PE Y O U R  d e l a y e dI lirlllL FREIGHT Easily 
and Quickly. We can tell you

B O N D S
Municipal and Corporation

D etails upon  A pplication

E. B. CADWELL & CO.
Bankers. Penobscot Bldg., Detroit, M.

Grand Rapids 
National City 

Bank
Capital $1,000,000

Surplus and 
Undivided Profits 

$350,000

Solicits Your Business

how BARLOW BROS.,
Grand Rapids, Mich

The Clover Leaf Sells

O ffice 424 H ousem an  Blk.
If  you wish to locate in Grand Rapids w rite 

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

Child, Hulswit & Company
BANKERS

Municipal and Corporation 
Bonds

City, County, Township, School 
and Irrigatien Issues

Special Department 
Dealing in Bank Stocks and 

Industrial Securities of Western 
Michigan.

Long D istance Telephones: 
C itizens 4367 Bell Main 424  

G round F loor O tta w a  S tr e e t  E n tran ca

Michigan Trust Ballding 
Grand Rapids

Capital

$800,000

1 t h e —■

r  OLD ^
NATI ONAL

k__BANK a
i N 2 1  c a n a l  S T R E E T  I

Surplus
$500,000

Our Savings Certificates
Are better than Government Bonds, because they are just as safe and give you 

a larger interest return. 3% % if left one year.
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¡n the most attractive manner, for if 
the silent salesman of yours is back
ed by competent salesmanship inside 
it will produce for you greater re
turns for your expenditure than al
most any mode of advertising yon 
can employ.

A window display may be divided 
into two distinct classes, namely, mo
tion and motionless displays. The 
former is preferable and should be 
used whenever possible. There is 
nothing that will attract the atten
tion of the passerby so quickly as life 
or motion in the window. In the 
smaller stores a motion window is 
not always possible. Where electric
ity is available a motion window can 
be very easily arranged. Where it is 
not, motion can be obtained by fas 
tening a string to your door with 
some object in the window suspend 
ed, so that in the opening and closing 
of the door motion will be produced.

In conclusion, I invite your atten
tion for a moment to the display 
furnished by the Alabastine Co., of 
this city, to its customers, and, by the 
way, out of 27,200 hardware dealers 
in the United States we number be
tween 8,000 and 9,000 as Alabastine 
customers. In the display we have 
not attempted anything elaborate 
simply have used the material we 
furnish any dealer for window dis 
play purposes.

It has been our thought to give 
the dealer material that would make 
an attractive window, that would at
tract the attention of the passing 
public, that would create an interest 
and inspire a desire to use Alabas 
tine. The hand-made designs, the 
stencils and the packages of goods 
all have their effect. It is well to 
add special features, such as a pail 
and brush, suggestive of how the ma
terial is applied.

The center of this display is a 
hanger on netting, which can be used 
either as a foreground or background 
for your window display, preferably 
for background service. In itself it 
makes a very attractive window dis
play. There are many contrivances 
used by dealers in producing motion 
which add very materially to the suc
cess of the display.

We advise the use of our window 
display during the early spring and 
fall season, periods when people gen
erally are thinking of renovating 
their homes.

I v/ish to urge upon each of you 
the necessity and benefit of utilizing 
your windows as an invitation to the 
public to enter your store.

Catch the Man's Eye.
Men as a rule do not shop as do 

the women. Nine times out of ten a 
man knows just what he wants when 
he walks into a store and in many 
instances he goes in after some par
ticular thing which he has seen on 
display in the window. For this rea
son good, effective displays of men’s 
haberdashery are particularly effec
tive.

At the opening of the spring sea
son especially displays of the new 
shirts, hats, ties, hose and other 
men’s furnishings are in order. With

the approach of Easter, and often 
much sooner, most men begin to real
ize that their wardrobes need some 
attention and they are very likely to 
be in the market for a new tie or 
two, a new hat and some shirts.

There have been radical changes in 
recent years in the methods of dis
playing men’s fuurnisbings goods. In 
old times it was considered the prop
er thing to fill the window full of 
shirts, collars, ties, hats and gloves, 
with little regard for harmony of col
ors or artistic arrangement. The 
modern way is to make up tasty and 
artistic unit displays, which are twice 
as effective and make a much better 
looking window. They make a much 
stronger impression on the passer 
by, because fewer goods are use' 
and as a result they show off to 
much better advantage. Some of the 
most successful window trimmers 
confine a display of men’s furnish 
ings mainly to two colors and make 
all the ornamentation in small arti 
cles and accessories harmonize wit! 
these principal colors.

For example, a display of shirt 
and shirtings in light gray and light 
lavender might have as accessories an 
ebony walking stick with a silve 
handle and silver gray and whit 
neckties. Tan and white shirts could 
be shown in combination with tan 
brown and white ties, tan gloves and 
light natural colored walking sticks. 
Light pink shirts would harmonize 
with white and black figured shirts, 
light gray natural canes with silver 
handles, white gloves with black 
stitching, black and white ties and a 
few handkerchiefs. Any one of these 
unit displays might be used very e f
fectively in a small window, but if the 
window is a large one the three might 
be grouped to good advantage.

While perhaps there may not be a 
very large demand for walking sticks 
in your town, they are particularly e f
fective in constructing unit displays 
of men’s furnishings goods, as they 
are placed at various angles in such 
a way as to give a ‘‘natty” effect to 
the display and effectively do away 
with any appearance of a set, rectaiy 
gular arrangement.

The Grocers* Windows.
All grocers are just now selling 

more than the usual quantity of cer
tain eatables, especially those used 
very much during the Lenten sea
son, and now of all times windows 
should be kept interesting with 
seasonable goods. Vegetables, espe
cially the new ones, and green stuff, 
fruits, eggs, canned goods and maple 
sugar should be so enticingly display
ed that people will not only want but 
feel that they must have them. After 
a long season of winter fare the de
sire is strong for a change of diet, 
and in this desire are the grocers’ 
opportunities.

The way to make the candy case 
pay is to keep it up in front, keep it 
clean, keep the assortment neatly ar
ranged and show prices with each as
sortment and last but not least keep 
a stock of quality, rather than quan
tity.

“Crackerjack 
Small Wares 
Case No. 30

Dimension- 43 inches high. 26 
inches wide. Fitted with 5 rows 
of drawers usually 5 inches deep 
and from 7JS inches to inches

long. You can display to the best advantage all sorts of findings, 
customer wants to see an article, the tray is readily pulled out with 
turbing any of the other trays and placed on top of show case, which 
an effective presentation of goods and they are protected from dust.

We have other styles of cases, strong and sightly. The low prices 
are sold at would surprise you. Write for catalog T.

If the
at dis- 
tnakes

they

Grand Rapids Show Case Co.
Grand Rapids, Mich.

The Largest Manufacturers of Store Fixtures ia the World

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

Furniture in America

Where quality is first consideration and where you 
get the best for the price usually charged for the 
inferiors elsewhere.
Don't hesitate to write os. You will get just as 
fair treatment as though you were here personally.

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

W e Manufacture

Public Seating
Exclusively

C h l l f C h ^ S  W® furnish churches of all denominations, designing aad 
VilV'O building to harmonize with the general architectural 

scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.
S ^ h n o U  th e  fact that we have tarnished a large majority of the city 
O V IIU U IO  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction and 
materials used and moderate prices, win.

I O il  i r e  H a l k  ^ e  *Pec*a*’zc Lodge Hail and Assembly seating. LA StlgV ’ ■ l u i i o  Our long experience has given us a knowledge of re
quirements and how to meet them Many styles in stock and built to order, 
including the more inexpensive portable chairs, veneer assembly chairs, and 
luxurious upholstered opera chairs.

Write Dept. Y.

A m erican S ea tin g  Comp
215 Wabash Ave. CHICAGO, ILL.

G R A N D  R A PID S NEW YORK BOSTON PHILADELPHIA

FOOTE A JENKS* COLEflAN’S ' BRAN D
Terpeneless High Class

Lemon and Vanilla
W rite  for oar " P r e  w o t lea Offer”  that combats “F a c to ry  to  Fam ily" scheme«, 

on getting C o lem an 's  E x tra c ts  from  y o a r  jobbing tro c a r ,  o r  mail order direct to

FOOTE A JENKS, Jackson, Mich.
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Art of Salesmanship Hard To Under
stand.

The m ystery of the art of sales
manship is one of the things that 
make business interesting. W hy can 
one man sell goods to somebody who 
can not be persuaded by anybody 
else? W hy will a man buy of one 
man where another could not drag 
him to sign an order?

If these questions could be an
swered, the worries of sales managers 
throughout the land would be m ate
rially decreased, and the selling end 
of the business game would lose a 
whole lot of attraction. The fact 
that there is an elem ent of uncer
tainty in trying to sell a man some
thing is w hat makes the salesman 
work harder than the mere fact of the 
m onthly salary. It is more fun to 
tackle a strange custom er than to 
enter the place of one old and tried, 
where an order is to be expected as 
a m atter of course. All the world 
loves to  gamble. The most in ter
esting work is the one where the 
chance element is predominant.

Some day perhaps some psycholo
gist will explain just why a certain 
storekeeper is willing to buy of a 
certain salesman, and will lay out 
rules for sending the right sales
man to the right m erchant. Until | 
then, you never can tell.

A large Chicago house had a star 
city salesman on its list. He could 
swing big orders w ith a certainty 
that made him a marvel. H e sold 
stuff to everybody—in the city. Oth-1 
er salesmen saw the things that he 
did and were amazed. The fact that 
a potential custom er had been label
ed impossible by o ther men did not 
disturb this star at all. He w ent in, 
talked as he would to anybody else, 
and in m ost cases placed his firm’s 
tools where they never had been be
fore.

The house began to go after coun
try  trade with new energy. I t had 
developed city trade nearly to its lim
its of possibility; but in the country 
it was behind. A new campaign was i 
started. New literature was prepar
ed, new salesmen put on, and a war 
for outside trade begun in earnest.
I he star was one of the salesmen j 
who was slated to work in the coun
try.

"But I do not want to spare him,” 
protested the city manager. “He is | 
too valuable a man right here ir. | 
tow n.”

I know, said the sales manager, | 
"but I have thought that all out. He ' 
is a valuable man here, that is true, 
the m ost valuable that we have. But i 
he will be more valuable in the coun

try. H ere he is doing wonders with 
trade that has been fought and chew 
ed over year after year. Outside, 
where he will be w orking virgin te r
ritory, he will tea r the roof off 
things. Sorry you have to lose him, 
but out into the country he goes.”

They gave him a route through 
W isconsin. I t  consisted mainly of 
small towns, some places running 
down to the country village of 200 
souls. The star left with a nice lit
tle flourish of trum pets, and the sales 
m anager sat back and waited for the 
orders that would make the factory 
work overtime. I t was a great stroke, 
that sending the city star into the 
tall grass. He would show them 
what real salesmanship was.

The big orders did not come. Even 
tlie small ones came slowly. The 
business tha t the star sent in did not 
make the factory work overtime. No, 
it did not even rush it. His orders 
made the poorest showing of all the 
new country salesmen: and the firm 
sat down hard and said: "H e must 
have taken to boozing. Call him in.”

"W hy can’t you sell goods any 
more? he was asked when he came.

“I do not know. I do not seem 
to be able to put it over out there.”

“Been attending to business?”
Do I look it? ’ He did. He was 

creased, worried and weary, and he 
had lost ten pounds.

“W ell, w hat’s the m atter?” they 
asked. But neither he nor they could 
answer. He could not sell goods anv 
more—in the country. T hat was all. 
For some reason his brilliance had 
gone out like a rocket. He was 
through—in the country.

The funay part of the case was that 
he w ent back to  his city work and 
astonished everybody by breaking his 
own old records. H e was as good in 
the city as he had been bad in the 
country. He fell down out in the 
little “easy” tow ns; and in the great 
city, where competition was at white 
heat, he reached the heights.

Nobody has been able to  explain 
it. The man himself is more puz
zled than anybody else. H e proba
bly wrouId buy a new hat for the man 
who could solve the m ystery.—J. G. 
Reynolds in the American Artisan.

“This cigar tastes as if it were 
made of cabbage,” growls the cus
tomer. “Huh!” replies the clerk. “If 
you knew the wholesale price of cab
bage this year, you wouldn’t insinuate 
that it could be put in a 5 cent ci
gar.”—Judge.

There need be no doubt about 
anything—it is simply a question of 
persistency.

The Servant 
Question Solved

There is a solution you 
may not have thought of 
in the excellent menu and 
homelike cooking a t . . .

Hotel Livingston
Grand Rapids

Hotel Cody
Grand Rapids, Mich.

A. B. GARDNER, Mgr..

Many im provem ents have  been  m ade 
In this popular h o te l. H o t and cold 
w a te r  have b een  p u t in aU th e  rooms.

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

T he lobby has been  en larged  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 
12.50 and  $3.00. A m erican  plan 

AU m eals 50c.

Awnings

Our specialty is A w nings fo r Stores and 
R esidences. We make common pull-up, 
chain and cog-gear roller awnings.
Tents. Horse. Wagon. Machine and Stack 
Covers. Catalogue on application.

CHAS. A. COYE, INC.
11 Pearl St. Grand Rapids, Mich.

Sawyer’s 60 Yeare 
the People’» 

Choice,

C R Y S T A L  

See th a t T o p Blue.
For the

Laundry.
DOUBLE

STRENGTH.
Sold in

Sifting Top 
Boxes.

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

It goes tw ice 
as ta r a s other 
Blues,

Sawyer Crystal Blue Co.
8$ B r e a d  S tr e e t ,

B O S T O N  -  - M A S S .

There is no risk or 
speculation in 

handling

Baker’s  
Cocoa

and

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

52 H ighest Awards in 
Europe and Am erica

Walter Baker & Co. Ltd.
E stablished 1780. D o rc h e s te r ,  M aas.

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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Traverse City Council.
T raverse City, M arch 28—The an

nual m eeting of T raverse City U. C 
T . Council, No. 361, was held in the 
Council room s, in the M ajestic build
ing, Saturday evening, March 25, and 
the election of officers resulted as 
follows:

Senior Counselor—W m. S. God
frey.

Jun ior Counselor—Adrian Oole.
P ast Counselor—Roy Thacker.
Secretary-T reasurer—H arry  H u r

ley.
Conductor—W m. F. Murphy.
Page—R. E. W eaver.
Sentinel—Frank W. W ilson.
Executive Committee — H erbert

Wm. S. Godfrey

Griffith, Joseph Zimmerman, E verett 
E. W heaton and Jay C. Young.

Representatives to Grand Coun
cil—W m. L. Chapman, W m. S. God
frey; alternates, L. W. Codman and 
A. L. Joyce. The title of Past Se
nior Counselor was conferred upon 
B rother A. L. Joyce.

Past Senior Counselor Wm. L. 
Chapman adm inistered the installa
tion cerem onies with the ladies in 
attendance. T he Senior Counselor 
appointed B rother E. C. K nowlton to 
act as Chaplain for the ensuing year.

A fter the installation of officers the 
Ladies’ E ntertainm ent Committee 
rendered a short program m e as fol
lows: Piano solo by Miss , Olive 
Murphy, recitation by Miss A lberta 
Lehman, violin solo by Miss Con
stance H oyt, with piano accom pani
m ent by H ow ard Vader, and a vocal 
selection by Miss D oris H oward. Re 
frcshm ents were served in serve-self 
style and dancing was enjoyed until 
midnight.

Much credit is due the officers and 
the Ladies’ E nterta inm ent Com m it
tee for the success of the evening. 
The m em bers of the Ladies’ Com
m ittee are Mrs. L. W. Codman, Mrs 
Adrian Oole, Mrs. Jay C. Young 
Mrs. Neil L ivingston and Mrs. Fred 
C. Richter.

B ro ther Chas. E. Bird, of Coppei 
Council, No. 479, H ancock: B rother 
Sol F. Downs, of Grand Rapids 
Council, No. 131; B rother W illiams, 
of M arquette Council, No. 186, and 
B rother W. E. Speeler, of Jackson 
Council, No. 57, were guests of the 
evening and enjoyed the festivities.

T he T raverse City Council now has

eighty-seven m em bers and it is hoped 
to increase this to 100 before the end 
of the year.

With the Salespeople.
Ithaca—T he clerks have effected 

an organization, with officers: P re s 
ident, Jay  B rader; V ice-President, 
Arlie A zelborn; Secretary, Sylvia 
P arker; T reasurer, A rthur Maloney. 
The purposes are social and also to  
im prove conditions, and the first re
sult of the organization is an agree
m ent by sixteen of the leading m er
chants to  close their stores at 7:30 p. 
m. except Saturdays.

T raverse City—Jack W icks, for 
four years trim m er and decorator 
in the H annah & Lay store, has gone 
to Chicago to become first assistant 
in Mandel Bros.’ store.

T raverse City—W . S. Felton, of 
the hardw are division of the Hannah 
& Lay store, has resigned to  go to 
Engaline, where he will take charge 
of a hardw are establishm ent.

Sparta—L. F. Storez, a pharm aci-: 
form erly of D etroit, has taken a po
sition in A. B. W ay’s drug store, 
succeeding Mr. Schall, who will en
gage in business for himself.

Petoskev—T he Fred Glass Drug 
Company has secured W illiam Roes- 
er, of Bay City, a registered druggist 
to take charge of the prescription and 
m anufacturing departm ent.

Cassopolis — Miss Georgia Van 
M atre has resigned as book-keeper 
at the C. E. V. grocery and is suc
ceeded by Mrs. W ill Connelly.

D urand—J. L. H aas, of Ithaca, has 
taken a position in D eLong’s hard
ware store as tinner and plumber.

Petoskey — Miss MabelJe M cAr
thu r has returned from California 
and has taken her old place as head 
of the millinery departm ent in S 
R osenthal’s store.

Cheboygan—T. C. Gronseth, of the 
Reliable Pharm acy, has resigned to 
accept a sim ilar place in D etroit. He 
is succeeded here by Benjamin H art 
ford, of W olverine.

Petoskey U. C. T. Annual.
T he annual m eeting of Petoskey 

Council, No. 235, U. C. T., was held 
Saturday evening, March 25, starting  
with a banquet at the Cushman 
H ouse at 6:30, where B rother W. L. 
McM anus, Jr., had prepared many 
good things to  eat. A fter the b an 
quet the travelers adjourned to their 
Council room s, in the Labadie build
ing, and elected the following offi
cers:

Senior Counselor—W . B. Scatter- 
good, Jr.

Junior Counselor—A rthur J. Hy
man.

P ast Counselor—E. C. Kortenhoff.
Secretary T reasurer—Thos. J. Bai

ley.
Conductor—Asmus Petersen.
Page—H erbert Agan.
Sentinel—Geo. E. Beach.
Executive Comm ittee — John E 

D arrah and D. A. W alsh.

Manufacturing Matters.
....

bershrp o f the C
D etroit—The Clyde Construction creased so as to

Co. has increased its capital stock ing when the vis
from $52,000 to $230,000. recent annual m

T renton—The A yres Engine is elected as follows
M otor Co. has changed its name to Senior Counsel
the T ren ton  Engine Co. Jun io r Counse

B attle Creek—T he Michigan Car-
ton Co. has increased its capitlrzation P ast Counselor
from $200,000 to  $400,000 C onductor— Rai

Saginaw—T he Saginaw Kiss Co Secretary and
has changed its name to the Michi- Foote.
gan Candy & Specialty Co. Page—Mr. Wft

Sentinel—Herm
enlarging his candy manafacturin 
plant, and has plans for a new build
ing to be erected this season

Allegan—M. D. Owen has pur
chased the interest of his partner. 
James M. A rnold, in the firm of 
Owen-Arnold Co., m anufacturer of 
caskets and supplies.

D etro it—T he The Gordon & Page! 
Bread Co., wholesale baker. has 
changed its name to the Gordon & 
Pagel Co., and increased its capital 
stock from $75,000 to $450.000

Saginaw—The Parker Dairy Co. 
has engaged in business with an au 
thorized capital stock of $10,000. of 
which $7,420 has been subscribed 
$2,770 being paid in in cash artel 
$4.650 in property.

Cadillac—The Cadillac Tee Cream 
Co. has merged its business into a 
stock company under the same style, 
with an authorized capital stock of 
$20,000, of which $1!2.000 has been 
subscribed and paid in in cash.

Scottville—A new company ha- 
been organized under the style of 
the Boucher Basket & Crate Co., 
with an authorized capitalization of 
$10.000, all of which has been sub
scribed and $1,000 paid in in cash.

D etroit—R. A. Carmichael & Co 
have engaged in business as m an
ufacturing chemists, with an author 
ized capital stock of $50,000, of which 
$41,000 h a s  been subscribed, $7,500 
being paid in in cash and $11.000 in 
property.

Cadillac—L. J. Tripp, who for 
many years has been one of the 
most prom inent figures in the busi
ness world at the village of Mesick. 
has been forced on account of failing 
health to  turn over his broom handle 
business and retail store to  John P. 
W ilcox, of this city.

Lansing—A new company has been 
organized under the style of the 
Michigan D istributing Co., to  manu
facture and deal in agricultural im 
plements, autos and tractors, with an 
authorized capital stock of §2,000. ail 
of which has been subscribed, $500 
being paid in in cash.

D etroit — The Mineral Product- 
Co. has engaged in business to m an
ufacture specialties and products to 
be used in. on and about boilers, en 
gines, etc., with an authorized capita! 
stock of $25,000, all of which has been 
subscribed, $500 being paid in in 
cash and $24,500 in property.

Butter. Eggs, Poultry. Beans md 
tatoes at Buffalo. 

Buffalo. M arch 29—Creamery,, ‘ 
24c: dairy. 15i(x!20c: roll. I-Stfr 
poor, all kinds.

cocks, Ild® l2c
D ressed Poultry—FV 

chickens. IT'frIOc ttrrt 
îo fd  c o c k s  i f '®  12e 

Beans— Pea, hand-pi« 
ditim. hand-picked, $2: 
picked, $2.25: w hite 
red kidney. $3«®3.25.

Drummer on Motorcycle

the Richardson SB 
f has purchased rot 
a seven horsepowe 
machine w ill be 

I ciai carriages rvy 
I fea^t tw 'i sample 
I an*f Francis 
j been delegated tf 
[ this machine, can

Hach For Grand Sentine

C harlotte— P eter H ults has pur
chased the M. L. Munson candy stort 
and will add a restaurant.

An idle man is an abom ination— 
w hether he be rich or poor.

Muskegon Council.
Muskegon Council, No. 404. is ne

gotiating with a Cincinnati firm for 
the proper decoration of the city for 
the annual m eeting of the Grand 
Council U. C. T. in June. The mem

W ork 
w ork of
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DRtGS^DRUGGISÜS SUNDRIES

Michigan Board of P h a rm a c y .  
P re s id e n t—W m . A. D ohany . 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. O w 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. 15. 

16 an d  17.

M ichigan Retail  D ru g g is t s ’ Associa tion.  
P re s id e n t—C. A. B 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 rundage» 

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

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

C ity.
T re a s u re r—H e n rv  R iechel. G ran d  R a p 

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

g essn e r. G ran d  R ap id s; R . A. A bbott. 
M uskegon; D. D. A lton . F re m o n t:  S. T . 
Collins. H a r t ;  Geo. L . D av is. H am ilto n .

Michigan S ta te  P h a rm a c e u t ic a l  A ssoc ia 
tion.

P re s id e n t— E . E . C alk in s. A nn  A rbor. 
F i r 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. H yslop . 

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

G rand  R apids  D rug  Club. 
P re s id e n t—W m . C. K irch g essn e r. 
V ic e -P re s id en t—O. A. F a n ek b o n er . 
S e c re ta ry —W m . H . T ibbs.
T re a s u re r—R olland  C lark .
E x e c u tiv e  C om m ittee—W m . O uiglev. 

C h a irm a n ; H e n ry  R iechel. T h ero n  F o rbes .

Side Lines in Drug Store—Popular 
Post Cards.

Every drug store lias its side line, 
and some have several. It may be 
the soda fountain, the cigar stand, the 
candy shelf, am ateur photographing 
supplies, or any of half a dozen other 
things. The side line properly con
ducted in itself yields a good profit, 
and often its value to the store is 
enhanced by the trade it attracts. The 
side line, w hatever it may he, is cer
tainly worth looking after, studying 
and developing and should not be a l
lowed to run itself. In an interesting 
symposium on drug store side lines, 
in the Bulletin of Pharmacy, J. Earl 
Taylor, of Gridley, 111., w rites of his 
experience with the popular picture 
post cards, as follows;

“Taking into consideration both the 
direct and indirect profits as between 
post cards and magazines. I think 1 
shall choose post cards.

" \ \  e figure about 100 per cent, as 
our direct profit in handling post 
cards. W e buy in fairly large quan
tities and always take our cash d is
counts. 1 he cards that we retail for 
5 cents, or 6 for a quarter, cost us 
from $1.50 to $2.25 per 100.

“W e always sort our cards. We 
have found that the m anufacturers or 
jobbers of post cards charge for them 
in proportion to their quality, regard 
less of the cost. We find among the 
cards of lesser price some that in 
art finish are equal to the higher-pric
ed cards, and taking into considera
tion our custom ers’ desires we have 
no hesitancy in placing them on the 
5 cent rack.

“As regards our two for 5, or 25

cents a dozen cards, these cost us 
from 60 cents to $1.50 a 100. W e al
so sort these cards, and during the 
last Christm as holidays we had on 
our 5 cent side m any cards tha t only- 
cost front 75 cents to $1 a 100. Some 
of them were equal to the high pric
ed cards in art and daintiness, so you 
can see why, for one reason, I pre 
fer post cards.

“W e handle nothing less than the 
tw o for 5 cards. The highest card- 
on our rack at this m om ent cost on 
an average not over 75 cents a 100. 
You say this is too large a profit? 
No, it is not—if you can get it w ith 
out losing out. W e also sell cards 
from 10 cents each, or three for 25, 
up to seasonable cards at $1 each. 
We never think of less than doubling 
the price, and m any of our 10 cent 
cards cost $4 a 100. Sometimes it is 
in the extra high-class cards where 
you can get your price. The people 
are as a rule not very good judges 
of the cost of a card, and here comes 
my second reason for favoring the 
post card side line. W e absolutely 
huv of no firm that sells elsewhere 
in our town. Consequently the cards 
are rarely duplicated. W e have no 
competition on the cards from 10 
cents up. as the other m erchants 
seem to consider them ‘dead stock.’ 
L et me say that, properly handled, 
they are certainly ‘live’ ones.

“You can readily see that, so far 
as direct profits are concerned, we 
make 100 per cent, or more on our 
post cards. The indirect profits no 
one can estim ate. ‘Goods well dis
played are half sold,’ it is true. The 
draw ing power of the post card for 
use in sending short messages, for 
birthday remembrances, and the stork- 
cards, the seasonable cards, etc., call 
the custom ers to your store many, 
many times, and if the conditions 
surrounding your interior decorations 
and displays are right, they mav see 
som ething else to purchase—if not at 
the time, then possibly in the near 
future. A nother thing: People get 
into the habit of going to your store 
and that creates confidence. W hy. 
four years ago we had several cus
tom ers who only came in if they 
wanted a bottle of pills, and now 
they come in as if they were not 
afraid of a drug store!

“As regards displaj-s, we devote 
about thirty-six square feet on the 
north side of our store to picture 
racks filled with two for 5 cards. In 
the front showcase under the first 
rack we keep our high-priced cards. 
On the south side we give over to 
the 5 cent cards about tw enty-four 
square feet of racks, and about twelve

square feet of stand displays—inclin
ed planes.

“ Here is cne strong point: W e 
never allow a Saturday to come w ith
out changing our cards on the dis
play racks. People are thus led to 
believe tha t we have new cards all 
H e time, which, by the way, is a 
fact. But so many never attem pt to 
change conditions, and are very 
short-sighted. The display rack over 
the back edge of your counter beats 
any other form for the simple fact 
that you show your cards well and 
thej- do not become soiled by han
dling.

“The best m ethods for boosting 
sales we consider to be those already 
described—upright displays, constant 
changes and window work. Then for 
special occasions combine newspaper 
advertisem ents, and you have our 
plan. We would not give up our 
windows for any other form of ad 
vertising that we know of. Season
able cards we always show in our 
windows, and we also use the win
dows m any times during the year for 
mixed cards. W e always use price 
tickets—‘choice two for 5 cents,’ etc., 
etc.

“Summing it all up, I believe that 
the post card line affords an elegant 
opportunity for profits. I believe it 
can be made to pay in proportion to 
the energies expended on it. W e have 
had no old cards to get rid of for 
over a year now, but when we do 
we expect to dispose of them through 
the medium of our window displays, 
our new spaper advertisem ents and 
our price tickets offering low prices.

“The direct profits you can esti
mate closely, .but the indirect ones 
are hard to calculate. About the only 
way is, after invoicing each year, to 
figure your net increase in business 
and profits over the year before. Last 
year we registered a gain of 12.2 per 
cent, ever 1909. In 1909 we w ent 
backward 4 per cent., but in 1908 our 
increase was 15.4 per cent. O ur 
invoice this year also showed an in 
crease of about 14 per cent, over 
1909, and all hills paid, so you see ‘in 
direct profits m ust be credited some 
w here.”

10,000,000 Cold Fizzes.
Speaking of national drinks, Eng 

j land has her pink tea and browr 
I ale, France has her absinthe anc 
. wines, Germany her beer and Ameri 
ca her soda!

Just the plain, cool, sparkling pro 
i hibition soda tha t you buy for í 
| nickel or a dime over the “bar” a! 
any drug store, burying your nose ir 
its deliciously scintilating depths, 01 

j inbihing it through the succulenl 
straw.

Americans* consume some w h isk y - 
quite a bit, in fact. Also some beer 

j and a num ber of other alcoholic mix 
, tures, but statisticians estim ate thal 
, while the consum ption of alcoholic 
j beverages has been falling off, th<
1 consum ption of soda and its compai; 
ions at the soft drink emporium have 
been steadily and rapidly increasing

R ight now tw o-thirds as mucl 
soda and other soft drinks are use< 
every year as alcoholic drinks. The

exact figures, if you care for them, 
stand thus:

Alcoholic d rinks—$1,554,005,863.
Soda and soft drinks—$1,000,000,-

000. |
All of which would seem to indi

cate tha t we are becoming a nation 
of “soft drinkers” of “soft drinks,” 
and tha t the alcoholic bar is on the 
wane. Prohibition, am ong other fac
tors, has helped to boost the profits 
of the soda w ater men, and A m erica’s 
proverbial “sweet too th” has helped 
a bit, too.

O ther nations show evidences of 
“falling for” our own seductive soda, 
for it has delighted m any a European 
prince—and America prom ises to 
spread the gospel of the soda 
throughout the world.

There seems to be an erroneous 
view entertained by some tha t the 
retailer m akes but little profit 0:1 
soda. I t  is now shoved over the m ar
ble bar at a profit of from  75 to 100 
per cent., and druggists find the 
fountain a fine instrum ent for draw 
ing o ther kinds of trade as well. In 
1909, 435,000,000 glasses of soda were 
sold, at a total profit of $13,074,000.

To-day there are 125,000 fountains 
in the U nited States, which, placed 
end to end, would make a line 230 
miles long. I t  is estim ated tha t 65,- 
000,000 glasses of a certain roo t beer 
are sold every year, bringing returns 
of $3,250,000.

I t  is interesting to  know that the 
ice cream soda, as we know it to 
day, got its real boom in 1874, at 
the celebration of the Franklin I n 
stitute in Philadelphia, when a man 
named R obert M. Green made the 
beverage popular by the addition of 
ice cream. Before tha t time the term , 
“soda w ater” had been applied to  a 
num ber of m ixtures none of which 
were ever very popular. But at that 
the term , “soda w ater,” is a misno
mer, having come down from the 
time when our grandm others used to 
mix up a little water, vinegar-soda 
and sugar, obtaining a fizz tha t tic
kled their noses.—New England Price 
List.

Saving the Arsenic.
The price of arsenic in this country 

has been steadily declining for some 
time past. A t the close of the old 
year it reached the lowest price w ith
in tw enty years. I t is not always 
possible to satisfactorily explain the 
conditions governing the decline or 
advance in the price of a chemical. 
W ith arsenic, however, the cause of 
the low prices is unm istakably plain. 
The W estern, the Canadian and the 
Mexican sm elters have been forced 
by law to put in fume condensing 
flues. T his action was due to  the 
agitation of farm ers and ranchm en 
whose in terests were affected by the 
poisonous fumes em itted by sm elters. 
As arsenic is one of the principal con
stituents of the accum ulation collect
ed by the condensing flues, the new 
order of affairs has increased the 
quantity  of available arsenic in this 
country. In  fact, we are no longer 
dependent on foreign sources of sup
ply, but now collect and place on 
the m arket about as much arsenic as 
i? consum ed in this country.
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WHOLESALE DRUG PRICE CURRENT
A cidum

A ceticu m  ............. 6® 8
B enzoicum , G e r . . 70® 75
B o rac ie  .................. @ 12
C arb o licu m  ......... 16® 20
C itricu m  ............... 45® 50
H y d ro c h lo r  ......... 3® 5
N itro c u m  ............. 8® 10
O xalicum  ............. 14® 15
P h o sp h o riu m , dii. @ 15
S alicy llcum  ......... 44® 47
S u lp h u ricu m  . . . .  1%@ 5
T a n n ic u m  ............. 75® 85
T a r t a r i  cum  ......... 38® 40

A m m onia
A qua , 18 deg. . . . 4® 6
A qua, 20 deg . . . . 6® 8
C arb o n as  ............. 13® 15
C h lo ridum  ........... 12® 14

Anil ine
B lack  ..................... 2 00@2 25
B row n  ................... 80@1 00
R ed .......................... 45® 50
Yellow ................... 2 50@3 00

Baccae
C u b eb ae  ............... 70® 75
J u n ip e r s  ............... 6® 8
X a n th o x y lu m  . . . 1 00@1 10

B al sa m u m
C opaiba  ................. 60® 65
P e ru  ........................2 00@2 30
T e ra b in , C a n a d . . 70® 80
T o lu ta n  ................. 40® 45

C ortex
A bies, C a n a d ia n .. 18
C ass iae  .................. 20
C in ch o n a  F la v a  
B u o n y m u s a t r o . .  
M yrica  C e r ife ra ..  
P ru n u s  V irg in i . .  
Q u illa ia , g r ’d. . . .  
S a s s a fra s ,  po 30 
U lm u s ....................

E x tra c tu m
G ly cy rrh iza , G la. 24® 30
G ly cy rrh iza , po . .  28@ 30
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 , % s . .  14® 15
H a em a to x , V^s . .  16® IT

F e rru
C a rb o n a te  P rec ip . 15
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  & 40
So lu t. C h lo ride  -----  15
S u lp h a te , co m ’l 2
S u lp h a te , com 'l, by

bb l., p e r  cw t. 70
S u lp h a te , p u re  . .  7

F lo ra
A rn ic a  .................... 20® 25
A n th e m is  .......... 50® 60
M a tr ic a r ia  ...........  30® 35

Folia
B a ro sm a  .............  1 75@2 00
C ass ia  A cutifo l,

T in n ev e lly  . .  15@ 20
C ass ia , A cu tifo l 25® 30
S a lv ia  officinalis,

% s a n d  % s ..  18@ 20
TJva U rs i ................. 8®  10

G um m l 
A cacia , 1 s t pkd.
A cac ia , 2nd pkd.
A cacia , 3rd  pkd.
A cac ia , s if te d  s ts .
A cac ia , po  . . . . . .
A loe, B arb  . . . . . .
Aloe. C ape  ...........
Aloe, S 'ocotri -----
A m m o n iac  ...........
A sa fo e tid a  ...........2
B en zo in u m  ...........
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 ciacu m  po 35
K ino  ......... po 45c
M astic  ...................
M y rrh  . . . .  po  50
O pium  .................  5
S h e lla c  ..................
S he llac , b leached  
T r a g a c a n th  .........

@
@
@
@

45®
22®

@
@

55®
00@2
50@

@
@
®

@1
25@1

@
@
@@

50@5
45®
60@
90@1

C o p a ib a  ............... 1 75® 1 85
Cubcb«« ..........  4 ©604 1«
E r ig 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 e ra n iu m  . . . .  oz 75
G ossipp il Sem  g a l 70® 75
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 e n th a  V erid  . .3  80®4 00 
M o rrh u ae , g a l. . .2  00@2 75
M y rlc ia  ..................3 00®3 50
Olive ........................ 1 00@3 00
P ic is  L iq u id a  . . .  10® 12
P ic is  L iq u id a  ga l. @ 40
R ic in a  ...................  94®1 00
R osae  oz..................8 00® 8 50
R o sm a rin i ......... @1 00
S a b in a  .................... 90®1 00
S a n ta l  ...................  @ 450
S a s s a f ra s  .............  90 @1 00
Sin a p 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 rom ide  ...............  30® 35
C arb  ........................ 12® 15
C n io 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 r u s s ia te  .............  23® 26
S u lp h a te  po  -----  15® 18

A con itum  
A lth a e  . .  
A n eh u sa  
A rum  po 
C a lam u s

Radix
20® 25
30® 35 
10®  12

20® 40

H erba
A b sin th iu m  . . . .  4 50@7 00 
E u p a to r iu m  oz pk  20
L obelia  ___ oz p k  20
M ajo riu m  . .o z  p k  28
M e n tra  P ip . oz p k  23
M e n tra  V e r oz p k  25
R ue  ...........  oz p k  39
T a n a c e tu m  . . V . .  22
T h y m u s  V  oz p k  25

M agnes ia
C alcined , P a t .  . .  55® 60
C a rb o rn a te , P a t .  18® 20 
C a rb o n a te , K -M . 18® 20
C a rb o n a te  ...........  18® 20

O leum
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 n is i .................... 1 90® 2 00
A u ra n ti  C o rte x  2 75®2 85
B erg am ii ...........  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 am o n i ............1 75®1 85
C onium  M ae . . . .  80® 90
C itro n e lla  <0® 7#

G e n tia n a  po 1 5 .. 12® i
G ly c h rrh iz a  pv  15 16® 18
H ellebo re , A lba  . 12® 15
H y d ra s t is , C an a d a  @3 00
H y d ra s t is ,  C an . po @2 6^
In u la , po  ...............  20® 25
Ipecac , po  ...........2 25® 2 35
Ir is  p lox ...............  35® 40
Ia la p a , p r ................ 70® 75
M aran ta , % s . . . .  @ 35
P odophy llum  po 15® 18
R hei ........................  75@1 00
R hei, c u t  ............. 1 00® 1 25
R hei, p v ................. 75® 1 00
S a n g u in a ri, po 18 @ 15
Scillae , po 45 . . .  20® 25
S e n e g a  .................  85® 90
S e rp e n ta r ia  ......... 50® 55
S m ilax , M ...............  @ 25
S m ilax , offi’s  H . . @ 48
S p ige lla  ................. 1 45® 1 50
S y m p lo ca rp u s  . . .  ® 25
V a le r ia n a  E n g  . .  @ 2 5
V a le r ia n a , G er. 15® 20
Z in g ib e r a  ...........  12® 16
Z in g ib e r j  ........... 25® 28

Sem en
A nisum  po 22 . .  @ 1 8
A pium  (g ra v e l 's )  13® 15
B ird , I s  ...............  4® 6
C an n a b is  S a tiv a  7® 8
C ard am o n  ...........  70® 90
C aru i po 15 ......... 12® 15
C henopod ium  . . .  25® 30
C o rian d ru m  ......... 12® 14
C ydonium  ............  75@1 00
D ip te r ix  O d o ra te  3 50® 4 00
F o en icu lu m  ......... @ 30
F o en u g reek , po . 7®  9
L in i ........................ 6® 8
L in i, g rd . bbl. 5% 6®  8
L obelia  ...............  75® 80
P h a r la r i s  C a n a ’n 9® 10
R a p a  ........................ 5®  6
S in a p is  A lba . . . .  8® 10
S in ap is  N ig ra  . . .  9® 10

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 50
J u n ip e r s  Co........... 1 75@3 50
J u n ip e rs  Co O T 1 65® 2 00 
S a c ch a ru m  N E I  90®2 10 
S p t V ini G alli . .1  75@6 50
V ini A lb a  ............. 1 25® 2 00
V ini O porto  . . . . 1  25@2 00 

S ponges
E x t r a  yellow  s h ee p s ’ 

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

c a r r ia g e  ......... 3 00@3 50
G ra ss  sh eep 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  sh e e 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 ti  C o rtex  @ 50
F e r r i  lod .............  @ 50
Ip e c ac  .....................  @ 60
R hei A rom  ........... @ 50
S m ilax  Offl’s . . .  50® 60

............................... @ 50

Scillae  .................... @ 50
Scillae  Co................ @ 50
T o lu tan  .................  @ 5 0 1
P ru n u s  v irg . . . . .  @ 56
Z in g ib e r ...............  @ 5 0 1

T in c tu re s
A loes ......................  60
A loes & M y r rh . .  60
A n co n itu m  N a p ’s F  50
A n co n itu m  N a p ’s R  80
A rn ic a  ....................  50
A sa fo e tid a  ...........  50
A tro p e  B e llad o n n a  60 |
A u ra n ti C o rtex  . .  50
B aro sm ti .............  50 '
B enzo in  ...............  50
B enzoin  Co............ 50
C a n th a r id e s  . . . .  75
C ap sicu m  .............  50
C ard am o n  ...........  7 5 1
C ard am o n  Co. . .  75
C ass ia  A cu tifo l . .  50
C ass ia  A cu tifo l Co 50
C a s to r  .................... I  00
C a tech u  .................... 50
C in ch o n a  .................. 50
C in ch o n a  Co. . . .  80
C o lu m b ia  .............  50
C u b eb ae  ...............  50
D ig ita lis  ................ 50
E rg o t ......................  50
F e r r i  C h lo rid u m  35 1
G e n tian  .................. 56
G e n tian  Co.............  60
G u ia ca  .................... 50 j
G u iaca  a m m o n  . .  6 0 1
H y o sc y a m u s  -----  50
Io d in e  ..................  75!
Iod ine , co lo rle ss  75
K ino  ........................ 50
L obelia  .................. 50
M y rrh  .................... 50
N u x  V om ica  . . . .  50
Opil .........................  1 5 0
Opil, c a m p h o ra te d  1 00
Opil, deodorized  2 0©
Q u ass ia  .................  50
R h a ta n y  ...............  50
R hei ........................ 50
S a n g u in a r ia  . . . .  50
S e rp e n ta r ia  ......... 50
S tro m o n iu m  . . . .  50
T o lu ta n  .................  80
V alerian  ...............  50
V e ra tru m  V eride  50
Z in g ib e r ...............  50

M iscellaneous
A e th e r , S p ts  N it 3f 30® 35
A e th e r , S p ts  N it  4f 34® 38
A lum en , g rd  po  7 3® 4
A n n a tto ' ...............  40® 50
A ntim on i. po . . .  4®  %
A n tim o n i e t  po  T  40® 50
A n tifeb rin  ........... @ 20
A n tip y rin  .............  @ 25
A rg en ti N itra s  oz @ 82
A rsen icu m  .............  10® 12
B airn G ilead  b u d s  60® 65
B ism u th  S' N  . . . 2  20®2 30 
C alcium  C hlor, I s  @ 9
S a lc ium  C hlor, % s @ 10
C alcium  C hlor, i4s @ 12
C a n th a r id e s ,  R us. @ 90
C ap sic i F r u c ’s a f  @ 2 0  
C apsic i F r u c ’s po  @ 22
C ap ’i F r u c ’s B po  @ 1 5  
C arm in e , N o, 40 @4 25
C arp h y llu s  ...........  20® 25
C ass ia  F r u c tu s  . @ 35
C a tac e u m  .............  @ 35
C e n tra r ia  .............  @ 10
C era  A lba  ...........  50®
C era  F la v a  .........  40®
C rocus  .................... 45®
C h lo ro fo rm  .........  34®
C hlo ra l H y d  C rss  1 25® 1 
C h lo ro 'm  S q u ibbs  @
C h o n d ru s  ...........  20®
C in ch o n id ’e G erm  38® 
C in ch o n id in e  P - W  38®
C ocaine  ...............  3 05@3
C o rk s  lis t .  le ss  70%

L u p u lin  . . . . . . . . .
L ycopod ium  . . . .
M acis ......................
M ag n es ia , Sulph . 
M ag n esia , Sulph . 
M an n ia  Sr. F . . . .

M orph ia , 3N Y Q  3 
M orph ia , M ai. . .3 
M osch u s C an to n  
M y ris tie a , N o. I  
N u x  V om ica po  15
Os S ep ia  . . . __ __
P ep s in  S a a c , H  Sk

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  po 96 
P ip e r  A lba po  35 
P ip e r  N ig ra  po 22 
P ix  B u rg n m  . . . .  
P lu m  hi A ce t . . . .  
P u lv is  Ip ’c u t O pil I 
P y re n th ru m , bxs.

& P  D  Co. d o z  
P y re n th ru m , pv
Q u a ss ia e  ...........
Q u ina , N . Y . ___
Q u in a , S. G er. __
Q uina . S P  &  W

@1 50 R ubia T inctorum 12® T«|1 VaztfBa Ì
75® 35 Saccharum  La’s T *®  20!1 Ztetrt t?nipn _  - —
55® 701 9alacin  ...............  i T S i w

3®  5 S an gu is Draff’s  . . 40® 50 1 Lard, ex tra  ... .
bl @ 1% 9apo. G __ . „____
75®  35 9apo, M 10® IS
S0@f 66 Sapo. W  ...............
35fc#3 80 S eid litz  M ixture 2S| f ’T urpin  fin«», bbt.
35® 3 80 Sin ap is ......... . . .
35® 3 80 Sinapis, imfi i W hale, w in te r

@ 40 
25® 40 ! 

@ 10

| 9nufT„ 5iaccathoyr 

; Snuff. STh ¿ ¡ ¿ W f f Green, Par!»
30® 35 Soda, B oras . . .  a I Green. Peni narrila

til
@1 06 | Soda e t P ot’s  T art 31

@2 00
! Carb ...........1

;it@  I
@1 00 ! A»h i P utty , ^nuirfi'l S®
® 80 I; shitpha» . . . Ä  Z
@ | *fpf<? rnliygnA V enetian 1
@ 30 1 *Spt<* Ptfher C'h
@ 13 i Spts. M yrcia . . . . ; ’TerarilJfoT*. Sncf.

10®  12 ! XTini hhl P * f r r i e
12® 15 I îpr?® 'W if i  16» I A meri c a n  . . . . .
30@1 50 & p t s *  W \  U r t  I f li  aft Whitlnar
H ; jfpt» V P f  Rrf  5  apt

W  75 I ^ifrynhnij* f T f l ^ T  3 f f
20® 25 ^nlrvhnr, Rnll e i f f f
8®  10 f Sulphur 9uhl. A W h i f f n a f .  i v t i i t r e  :

17® 27 r T am arinds ........... 1 H
.17®  27 I  Terefoenfh V en ire 10® 50
17® 27 * T h ebrrom iae . . . .

r l  m

42 
50 
5 4 1 
45 
90! 
25 
481
43 ! 
25 ;

C reo so tu m  
C re ta  . . . .  bbl. 
G re ta , p rep . .. 
C re ta , p rec ip . 
C re ta . R u b ra  .
C u d b ea r .............
C upri Su lph . .
D e x tr in e  ...........
E m ery , a ll Nos. 
E m ery , po.

@ 
@ 
@ 

9® 
@ 
@ 

3® 
7 #  

@
_____ J @ 

E rg o ta  . .p o  1 80 1 50® 1 
E th e r  Sulph  . . . .  35®
F la k e  W h ite  . . . .  12®
G a lla  ........................ @
G am b le r ...............  3®
G e la tin , C ooper @
G ela tin , F ren c h  35® 
G la ssw are , fit boo 75% 
L ess  th a n  box 70% 
G lue, b ro w n  . . . .  11®
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  ...............  35®
H y d ra rg  A m m o ’l @1
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  45® 
H y d ra rg y ru m  . . .  @
Ich th y o b o lla , A m . 90@1
In d ig o  .................... 75® 1
Iod ine , R esub i . .3  00®3
Iodofo rm  ........... 3 90@4
L iq u o r A rs e n  e t

H y d ra rg  lod . @ 
L iq . P o ta s s  A rs in it  10®

45

13 
25: 
35 
25 
60 
10 
85 
85 [ 
951 
50 ;
OJ I 
00 
00 
25 
00

25
12

Our New Home
Corner Oakes -and Commerce

The delays and' confusion incident to moving: have been overcome

Greater Number of Em ployes 
Larger Stock Modern Facilities

Please call when m  the city

Hazel tine & Perkins Drug Co. Grand Rapid*. Mich.

Who Pays for
Our Advertising?

A N S W E R :
Neither the dealer n o r h» C B S iom m

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

LOW NEY’S COCOA
AND

PREMIUM CHOCOLATE for BAKING
A ll L O W N E Y ’S p ro d u c ts  a re  superfine, 
pay a  go o d  p ro fit and a re  easy  seif



28 M I C H I G A N  T R A D E S M A N March 20, 1011

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

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

ADVANCED D EC LINED

Index to Markets
By M iam i

A m m onia  . .  
Axle G rease

Col

. 1 

. 1
B

R ak ed  B ea n s  .................... 1
B a th  B rick  ........................ j
B lu ing  ..................................  *
B room s ................................  *
B ru sh es  ..............................  *
B u tte r  Color ...................... 1

C an d les  ................................  J
C an n ed  G oods ...............
C anned  M ea ts  .................
C arb o n  O ils ...................... £
C a tsu p  ................................
C erea ls  ................................
C heese ..................................
C hew ing  G um  .................  ”
< 'h ico ry  ................................  "
C hoco late  ............................ "
C lo th es  L in es  .................
C ocoa ....................................  “
C o eo an u t ............................ "
Cocoa S hells  ...................  ®
Coffee ....................................

C ra ck e rs  .............................. j*
C ream  T a r t a r  .................  «*

Liried F ru its

F a rin a c e o u s  Goods
Feed  ............................
F ish  an d  O y ste rs  . 
F ish in g  T ack le  . . .  
F la v 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  R ags 
G ra in s  . . . .

H e rb s  ...................
H ides an d  P e lts

Jelly

M
M atch es  ..............................  t'
M eat E x t r a c ts  .................  6
M ince M ea ts  ...................  6
M olasses .............................. 6
M u sta rd  .............................. 6

N
Nut?

P ipes ....................................  6
P ick les  .................................. 6
P lay in g  C a rd s  .................  6
p o ta s h  ..................................  6
P ro v isio n s  ........................  7

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

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

V
V in eg ar ....................... • . . . .  9

W
\V iek i"g  .............................. 9
W o o d e rw are  .....................  9
W ra p p in g  P a p e r  ..............  10

Ye as t C ake

A R CTIC  AM M ONIA
D oz

12 oz. ova ls  2 doz. box 75 
A X L E  G R E A S E  

F r a z e r ’s 
l tb . w ood boxes, 4 doz. 3 OP 
1Tb. tin  boxes, 3 doz. 2 3 
3% ib. t in  boxes, 2 doz. 4 25 
10Tb. pa ils , p e r  d o z .. .6  00 
15tb. pa ils , p e r  doz. . .7  20 
25Tb. pa ils , p e r  doz. -.12 00 

B A K E D  B E A N S
1Tb. c an . p e r d o z ...........  90
21b. c an . p e r doz ...........1 40
3It>. c an , p e r  doz...........1 80

BA TH  B RICK
E n g lish  .............................. 95

B LU IN G
S aw y er’s  P e p p e r Box

P e r  G ross 
No. 3. 3 doz. w ood b x s  4 0« 
No. 5, 3 doz. wood bxs 7 00 
S a w v e r C rv s ta l B ag

B lue .............................. 4 00
BROOM S

No. 1 C arp e t 4 sew  . .4  00 
No. 2 C a rp e t 4 sew  . .3 75 
No! 3 C arp e t 3 sew  . .3  50 
No. 4 C a rp e t 3 sew  . .3  25
P a r lo r  Gem  .................... 4 50
C om m on W h isk  ............1 40
F a n c y  W h isk  ................1 50
W areh o u se  ...................... 4 50

B R U S H E S
S crub

Solid B ack , 8 in ...............  75
Solid B ack . 11 in .................... 95
P o in ted  E n d s  .................  85

S tove
No. 3 ..................................  90
No. 2  1 25
N o. 1 ..................................1 75

Shoe
No. 8 ................................. 1 00
No. 7 ................................. 1 30
N o 4 ..................................1 70
No. 3 ..................................1

B U T T E R  COLOR 
D andelion , 25c s ize  . . . 2  0( 

C A N D L E S
P araffine , 6s ...................  8
P araffine, 12s .................  8%
W iek in g  .......................... 20

C A N N E D  GOODS 
A pples

lib .  S ta n d a rd s  . .  @1 00
G allon ................... 3 20@3 50

B lack b err ies
2 lb . .......................1 50*21 9C
S ta n d a rd s  ga llo n s  @5 0C 

B eans
B aked  ...................  85® 1 30
Red K idney  ...........  85*395
S tr in g  ...................  7<1®1 15
W ax  .......................  73@1 2f

B lu eb errie s
S ta n d a rd  .....................  1 30
G allon  ............................ 6 5C

C lam s
L ittle  N eck , l ib .  1 00®1 25 
L ittle  N eck . 2tb. @1 5f 

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 6r
W h ite  .............................. 1 60

Corn
F a ir  .......................  90® 1 00
Good ....................... 1 00@1 10
F a n c y  ...................  @1 45

F ren c h  P e a s  
M onbadon (N a tu ra l)

p e r doz ...........................2 45
G ooseberries

No. 10 .................................6 00
H om iny

S ta n d a rd  .......................... 85
L o b s te r

%Ib .....................................2 40
l t b ...............................................4 25
P icn ic  T a ils  ....................2 75

M ackerel
M u sta rd , l i b ........................1 8«
M u sta rd . 2Tb. ..................2 80
Soused. l% lb .......................1 80
S*oused. 2Tb...........................2 75
T o m ato . 1Tb. ..................1 50
T o m ato . 2Tb.......................... 2 80

M ushroom s
H o te ls  ...................  @ 17
B u tto n s , % s ___  @ 14
B u tto n s , I s  ........  @ 23

. O y sters
Cove, l i b ................. 85® 90
Cove, 21b................ 1 65@1 75

P lum s
P lu m s  .................  l  00@2 50

P e a s
M arro w fa t ........... 95@1 25
E a r ly  J u n e  ......... 95@1 25
E a r ly  J u n e  s ifted  1 15@1 80 

P e a ch e s
P ie  .......................... 9»@1 25
No. 10 s ize  can  p ie  @3 00 

P in eap p le
G ra te d  ................ ..1 85@2 50
S liced  ...................... 95®2 40

P u m p k in
P a i r  ............................  go
Good ............................  90
F a n c y  ........................ l  o
G allon  ........................ 2 5

R asp b e rrie s
S ta n d a rd  .............  @

Salm on
C ol'a  R iv e r, ta i ls  . . . . 2  2
Col a  R ive r, f la ts  .........2 4
R ed A la sk a  ..........1 75@1 85
P in k  A la sk a  ___ 1 30@1 40

S a rd in e s
D om estic , Vis ............... 3 75
D om estic , Vi M us............3 50
D om estic , % M us. @ 7
F re n c h , Vis .................  7@14
F re n c h , Vis ................ 18@23

S h rim p s
S ta n d a rd  ............... 90@1 40

S u cco ta sh
F a i r  ............................  85
Good .......................  i  00
F a n c y  ................... l  25® 1 40

S tra w b e rr ie s
S ta n d a rd  ....................
F a n c y  ........................

T  o m ato es
Good .....................  1 05@1 15
F a i r  ........................ 95 @ i 00
F a n c y  .................... @1 40
No. 10 ...................  @3 25

CA RBO N  O IL S 
B arre ls

P e rfe c tio n  ...........  @ 9%
D. S'. G aso line  . .  @13 Vi
G as M ach in e  . . .  @23
D eodor’d  N a p 'a  @12%
C ylinder ...............  29 @34%
E n g in e  ...............  16 @22
B lack , w in te r  . .  8 Vi @10 

C E R E A L S  
B re a k fa s t  Foods 

B ea r  Food P e tt i jo h n s  1 91 
C ream  of W h ea t 36 21b 4 50 
E g g -O -S ee , 36 p kgs . 2 85 
P o s t T o a s tie s  T  N o. 2

24 p k g s ......................... 2 80
P o s t T o a s tie s  T  No. 3

36 p k g s ......................... 2 8<i
A p e tiao  B iscu it, 24 pk  3 Oo

18 p k g s ......................... 1 95
G rap e  N u ts , 2 doz. . .2  70 
M alta  V ita , 36 l tb .  . . . 2  85 
M ap l-F lak e , 24 l ib .  ..2  7u 
P il lsb u ry 's  V itos, 3 dz. 4 25 
R alsto n  H e a lth  Food

36 21b............................. 4 50
S axon  W h e a t  Food, 24

p k g s ................................ 3 00
S h red  W h e a t B iscu it,

36 p k g s ......................... 3 60
K ello g g 's  T o a s te d  Corn 

F lak es , 36 p k g s  in  es 2 80
V igor, 36 p kgs . ..............2 75
V oig t C ream  F la k e s  . .2  80
Z est. 20 51b....................... 4 10

Rolled O a ts
R olled A vena. bbls. . .4  25 
S tee l C u t, 100 lb. sk .s  2 1«
M o n arch  b b l..................... 3 90
M on arch , 90 Tb. s a c k s  1 8') 
Q u ak er , 18 R eg u la r . .1 3 8  
Q u ak er , 20 F a m ily  . . . 3  90 

C rack ed  W h ea t
B ulk  ................................  314
24 21b. p k g s ........................ 2 50

C A T S U P
C olum bia, 25 p ts ............4 15
S n id e r’s  p in ts  . ..........2 35
S in d e r’s  Vi p in ts  . . . . . 1 3 5  

C H E E S E
A cm e ...................... @15 Vi
B loom ingdale  . . .  @13
J e r s e y  .....................  @16
W a r n e r  .................  @15
R iv e rs id e  .............  @14
B ric k  ...................... @15
l.eiden  ...................  tj> 15
L im b u rg e r  ........... @1*5
P in e a p p le  .............40 @60
S ap  S ago  .............  @2°
Sw iss, d o m estic  @13

C H E W IN G  GUM 
A m erican  F la g  S p ru ce  55
B ee m a n ’s  P e p s in  ......... 55
A d a m s’ P e p s in  .............  55
B e s t P e p s in  ...................  45
B e s t P ep s in , 5 boxes 2 00 
B la ck  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
Y u c a ta 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  & Co.’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 , V4s ...............  30
P rem iu m , Vis .................  30

C ID E R , S W E E T  
“M o rg a n 's ”

R e g u la r  b a r re l  50 g a l 10 00 
T ra d e  b a rre l, 28 g a ls  5 50 
Vi T ra d e  b a rre l, 14 g a l 3 5f
Boiled, p e r  ga l. . . . 7 . .  6f
H a rd , p e r  g a l............. . .  25

COCOA
B a k e r 's  . . . . . .  37
C leveland  . . . .  41
C olonial, V4s . .  35
C olonial. %s . .  33
E p p s  ............. . .  42
H u y le r  .........
L ow ney, % s . .  36
L ow ney, Vis . .  36
L ow ney. % s . .  36
L ow ney, I s . .  40
V an  H o u ten , % s . . . . . .  12
V an  H o u ten , V4s ----- . .  20
V an  H o u ten , % s . . . . . .  4*1
V an H o u ten , i s  ......... . . 72
W ebb ........... 23
W ilber, %s . . .  33
W ilb er, Vis . . .  32

CO CO A N U T 
D u n h a m 's  p e r  lb.

Vis, 51b. c a se  ........... 29
Vis. 51b. c ase  .............  28
Vis, 151b. c a se  . 27
Vis. 151b. c ase  . 26
is, 151b. c ase  ...............  25
V4s & Vis, 151b. c ase  26Vi
S calloped  G em s ......... 10
Vis & Vis, p a ils  ......... 14Vi
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  
Rio

C om m on .............................17%
F a i r  ..................................... 17
C hoice .................................. 18
F a n c y  ................................... 19
F e a b e r ry  .............................19

S a n to s
C om m on .............................17
F a i r  ........................................i s
C hoice .................................18%
F a n c y  ................................... 19
P e a b e r ry  .............................19^

M araca ib o
F a i r  ....................................... 19
C hoice ................................. 20

M exican
C hoice ..............  19
F a n c y  .................................. 21

G u a tem a la
F a i r  ....................................... 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 a i 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 rb u ck le  ........................ 21 50
L ion ..................................  21 50

M cL au g h lin ’s  X X X X  
M cL au g h lin ’s  X X X X  sold 

to  re ta ile r s  only . M ail all 
o rd e rs  d ire c t  to  W . F. 
M cL au g h lin  & Co., C h ic a 
go.

E x t r a c t  
H olland . Vi g ro  boxes 95
Felix , Vi g ro ss  ................ 1 15
H u m m e l's  foil, Vi g ro . 85 
H u m m e l's  tin , Vi 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 ran d  
B u tte r

N. B. C. Sq. bbl. 6Vi bx  6 
S eym our, Rd. bb l 6Vi bx  6 

Soda
N. B. C., b oxes  ...........  6
S e lec t ..................................  8 Vi
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. bbl 6Vi bx  6 
G em , bbl. 6Vi 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 rittle  ..............................  11
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
r ’hoc. H o n ey  F in g e rs  16
C h o co la te  T o k e n s  .........2 50
C irc le  H o n ey  C ookies 12 
C u r ra n t  F r u i t  B isc u its  12
C ra c k n e ls  .........................  16
C o eo an u t B r i t t le  C ak e  12 
C o eo an u t S u g a r  C ak e  11 
C o eo an u t T a ffy  B a r  . .1 2  
C o eo an u t B a r  ................. 10 '

C o eo an u t D ro p s  ............. 12
C o eo an u t M acaro o n s  ..18  
C o eo an u t H on . F in g e rs  12 
C o eo an u t H o n . J u m b ’s  12
Coffee C ak e  ......................10
Coffee C ake, Iced .........11
C r u m p e t s ............................10
D in n e r B isc u 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 e w to n s  ................... 12
F lo rab e l C ak e  ................. 12 Vi
F lu ted  C o eo an u t B a r  10 
F ro s te d  C re am s  . . . . . . .  8
F ro s te d  G in g e r C ookie 8
F ru it  L u n ch  iced  .........10
G in g er G em s ...................  8
G in g er G em s, iced  . . . .  9
G ra h a m  C ra ck e rs  ......... 8
G inger S n a p s  F a m ily  . 8 
G in g e r S n a p s  N . B. C. 7 Vi 
G in g er S n a p s  N . B. C.

S q u a re  ............................  8
H ippodrom e B-ir ............12
H oney C ake, N . B. C. 12 
H oney  F in g e rs  A s. Ic e  12 
H oney  Ju m b le s , Iced  12
H oney  F la k e  .................  12Vi
H ouseho ld  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
Ju b ile e  M ixed .................. 10
K ream  K lip s  .................... 25
L addie  ................................  9
L em on G em s .................... 10
Lem on B isc u it S q u a re  8
L em on  W a fe r  ................ 16
L em ona ..............................  9
M ary  A n n  ........................  9
M arsh m a llo w  W a ln u ts  16
M olasses C ak es  ................8
M olasses C akes, Iced  9 
M olasses F r u i t  C ookies

Iced  ................................... 11
M olasses S an d w ich  . . .1 2
M ottled  S q u a re  ..............10
O a tm ea l C ra c k e rs  _____8
O ran g e  G em s .................  9
O rb it C ak e  ......................'.14
P en n y  A sso rte d  .............  9
P e a n u t  G em s .................  9
P re tz e ls , H a n d  M d . . . .  9 
P re tz e le tte s ,  H a n d  Md. 9 
P re tz e le tte s . M ac. M d. 8
R aisin  C ookies ..............".10
F .aisin  G em s .................... 11
R evere , A sso rted  ..........14
R itte n h o u se  F r u i t

B isc u it .............................10
R ube ..................................... 9
S calloped  G em s ..............10
S co tch  C ookies ................10
Spiced  C u r ra n t  C ak e  ..1 0
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 
S p iced  G in g e r C ak e  . .  9 
Spiced  G in g e r C ak e  le d  10
S u g a r  C ak es  .................... 9
S u g a r  S q u a re s , la rg e

o r  sm a ll ........................ 9
S u n n y s id e  J u m b l e s ___ 10
S u p e rb a  ..............................  8
S ponge  L a d 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 av e rly  .............................10

In -e r  Seal Goods
p e r  doz.

A lb e rt B isc u it ................1 00
A nim als  ...............................1 00
A rro w ro o t B isc u it . . . . 1  00
B a ro n e t B isc u it ............1 00
B re m m e r’s B u tte r

W a fe rs  .............................1 00
C am eo B isc u it ................1 50
C heese  S a n d w ic h  ..........1 00
C h o co la te  D rp  C e n te rs  16
C hoco late  W a fe r s  ......... 1 00
C o eo an u t D a in tie s  ___ 1 00
D in n e r  B isc u its  ..............1 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 iv e  O’clock  T e a  ..........1 00
F ro ta n a  ...............................1 00
G a la  S u g a r  C ak es  . .  8
G in g e r S n ap s . N . B. C. 1 00 
G ra h a m  C rack e rs , R ed

Isabel ...............................l  00
J o n n ie  .......................... 8
L em on  S*naps ...............  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 iscu it ............1 00
O y s te n t t e s  ...................... 50
P re tz e le tte s ,  H d . M d. 1 00
R oyal i o a s t  .................... l  00
S a ltin e  B isc u it ................1 00
S a ra to g a  F la k e s  ............1 50
Social T ea  B iscu it . . . . 1  00 
Seda C ra ck e rs  N . B. C. 1 00 
Doda C ra c k e rs  S e lec t 1 00 
S. S. B u tte r  C ra c k e rs  1 50
T r iu m p h  C ak es  ......... 16
Lrn e td a  B iscu it .............  50
I ’n e ed a  J in je r  W a y fe r  1 00] 
U n eeda  L u n ch  B isc u it 50
V a n illa  W afe rs  ..............1 00
W a te r  T h in  B isc u it . .1 0 0  
Z u Zu G in g e r S n a p s  . .  50
Z w ieb ack  ...........................1 00
In S pec ia l T in  P a c k ag es .i 

P e r  d o z . 1
F e s tin o  ...............................2 50
N ab isco . 25c .................... 2 50
N ab isco . 10c .................... 1 00
C h am p ag n e  w a fe r  . . . 2  50 

P e r  t in  in  b u lk
S o rb e tto  .............................1 00
N ab isco  ...............................1 75
F e s tin o  ...............................1 50
B e n t’s  W a te r  C rfiek e rs  1 40

C REA M  T A R T A R  
B a r re ls  o r  d ru m s  . . . .  33
B oxes ..................................  34
S q u a re  c a n s  .................... 36
F a n c y  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%@11% 

A p rico ts
C a lifo rn ia  ............12%@14%

C itro n
C o rs ican  . . . .  @15

C u rra n ts
Im p ’d  1 lb . p kg . @10
Im p o rte d  b u lk  . @ 9%

P ee l
L em on  A m e ric a n  . . .  13 
O ran g e  A m e ric a n  . .  13 

R a is in 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 sc a te ls  3 C r 5% 
Loose M u sca te ls  4 C r 6% 
L. M. S eeded  1 lb . 7%@8 

C a lifo rn ia  P ru n e s  
L . M. see d ed , b u lk  . . 7 %  
S u lta n a s , B leach ed  . . .  12 
100-125 25Tb. b o x es. .@ 9 
90-100 251b. b o x e s ..@  9% 
80- 90 25Tb. b o x e s . .@10 
70- 80 251b. b o x e s . .@10% 
60- 70 251b. b o x e s . .@11 
50- 60 25Tb. b o x e s . .@12 
40- 50 251b. b o x e s . .@12% 

Vic le ss  in  50Tb. 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 ick ed  . . . . 2  25
B ro w n  H o llan d  ..............2 85

F a r in a
25 1 Tb. p a ck a g e s  ___ 1 50
B ulk , p e r  100 lb s ............3 50

H om iny
P e a rl, 100 rb. 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 . b ox  . .2  50 

P e a r l  B arley
C h e s te r  ...............................3 75
E m p ire  ...............................4 75

P e a s
G reen , W isco n s in , bu .
G reen , S co tch , b u ............2 90
Split, lb ................................. 04

S ag e
E a s t  In d ia  ........................  5
G e rm an , s a c k s  .................. 5
G e rm an , b ro k e n  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
F L A V O R IN G  E X T R A C T S  

F o o te  &  J e n k s  
C o lem an  V an illa

N o. 2 s ize  .......................14 00
No. 4 s i z e ........................24 00
N o. 3 s i z e ........................36 00
No. 8 s i z e ........................48 00

C o lem an  j. rp . L em on
No. 2 s ize  ......................  9 60
No. 4 s ize  ..................... -.18 00
N o. 3 s ize  .......................21 00
N o. 8 s ize  .......................36 00

Ja x o n  M ex ican  V an illa
1 oz. ova l ........................ 15 00
2 oz. ov a l ........................28 20
4 oz. f la t .......................... 55 20
8 oz. fla t ........................108 00

J a x o n  T e rp . L em on
1 oz. ova l ........................10 20
2 oz. ov a l ........................ 16 80
4 oz. f la t ..........................33 00
8 oz. f la 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 o n  
N o. 2 P a n e l, p e r  doz. 75 
No. 4 P a n e l, p e r  doz. 1 50 
N o. 6 P a n e l, p e r  doz. 2 00 
No. 3 T a p e r , p e r  doz. 1 50 
2 oz. F u ll M easu re  doz. 1 25 
4 oz. F u ll M easu re  doz. 2 40 

J a n n in g s  (D . C. B ran d ) 
N o. 2 P a n e l, p e r  doz. 1 25 
No. 4 P a n e l, p e r  doz. 2 00 
No. 6 P a n e l, p e r  doz. 3 00 
N o. 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 ll M ea su re  doz. 4 00 
N o. 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 ................................  86
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 t s  ........... h. 00
S tr a ig h t  ............................  4 60
S econd  S tr 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 itio n a l.

L em on  & W h ee ler 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 C o.’s  B ran d
Q u ak er , p a p e r  ................4 70
Q u ak er , c lo th  ..................4 60

W y k e s  & Co.
E l l ip s e  ............................  4 60
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L em o n  & W h ee le r  Co. 
W h ite  S ta r ,  Vis c lo th  5 50 
W h ite  S ta r ,  V4s c lo th  5 40 
W h ite  S ta r ,  Vis c lo th  5 30 

W o rd en  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 Go
S ea l of M in n eso ta  ____ 6 lu
W iza 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 izard  B u c k w h e a t . .6  00
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 , fa m ily  5 40 
G olden H o rn , b a k e r s  5 30
W isconsin  R ye  ..............4 50
Ju d so n  G ro ce r C o .'s  B ra n d
C ere so ta , Vis .................. 6 10
C ereso ta , V4S .................. 6 00
C ereso ta , Vis .................... 5 90
L em o n  & W heeler s  B ra n d
W ingold, Vis .................... 6 00
W ingold , Vis .................. 5 90
W ingold , Vis ....................5 80
W orden  G ro ce r C o.’s  B ra n d
L a u re l, Vis c lo th  ........... 5 80
L a u re l, V4s c lo th  ........... 5 70
L a u re l, V4 & Vis p a p e r  5 60
L au re l, Vis c lo th  ............5 80
V oig t M illing  C o.’s  B ra n d
V oig t’s  C re sc e n t ............5 60
V oig t’s  F lo u ro ig t ___  5 60
V oig t’s  H y g ien ic

G ra h a m  .................... 5 00
V oig t’s  R o y al ................6 80

W y k es  & Co.
S leepy  E y e , Vis c l o t h . . 6 00 
S leepy  E y e , Vis c lo th . .»  90 
S leepy E y e , Vis c lo th . .»  80 
S leepy  E y e , Vfcs p a p e r  5 80 
S leepy  E y e , Vis p a p e r  5 80 
W a tso n -H ig g in s  M illing  Co.
P e rfe c tio n  F lo u r  ............5 00
T ip  T op  F lo u r  .............  4 60
G olden S liea 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 op  B u ck w h e a t 2 80 
B ad g e r  D a iry  F e e d  24 00 
A lfa lfa  H o rs e  F eed  26 00
K a fir  C o rn  .......................1 35
H o y le  S c ra tc h  F e e d  . .1  50 

M eal
B o lted  ..............................  3 40
G olden G ra n u la te d  . . .  3 60 
S t. C a r  F e e d  s c ree n e d  20 00 
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  . .19 00 
W in te r  W h e a t  B ra n  26 00 
B u ffa lo  G lu ten  F e e d  30 00 

D a iry  F eed s  
W y k es  & Co.

O  P  L in seed  M eal . .37 50 
O P  L a x o -C a k 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 eed  24 00
A lfa lfa  M eal ..................26 00

O a ts
M ich ig an  h a r lo ts  . . . .  36
L ess  th a n  c a r lo ts  ......... 38

C orn
C a r lo ts  ............................  48
L ess  th a n  c a r lo ts  . . .  50

H ay
C a r lo ts  ..........................  16
L ess th a n  c a r lo ts  . . .  17

M A P L E IN E
2 os. 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
Good ................................. 22
F a i r  ..................................... 20

H a lf  b a r re ls  2c e x tr a  
M IN C E  M EA T

P e r  c a se  ........................ 2 85
M U STA R D

Vi lb . 6 n>. box  ...........  18
O L IV E S

B ulk , 1 g a l. k eg s  1 10if)l 20 
B ulk , 2 g a l. k eg s  9»<d>l 10 
B u lk , 5 g a l. k eg s  90g)l 0»
S tu ffed , S e a .  .................. 90
S tu ffed , 8 oz.......................1 35
S tu ffed , 14 oz. ..............2 26
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 ch , 10 oz.......................1 35
L u n ch , 16 oz..................... 2 25
Q ueen , M am m o th , 19

09. .................................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 a rd w o o d  T o o th  P ic k s  2 00
Id e a l ..................................... 85

P IC K L E S
M edium

B a rre ls ,  1,200 c o u n t . .7  75 
H a lf  bb ls ., 600 c o u n t 4 50
6 g a llo n  k e g s  . . . . .

Sm all
B a r re ls  ......................
H a lf  b a rre ls  .........
5 g a llo n  k e g s  ___

G h erk in s  
B a r re ls  ....................

.........2

......... 9

.........5

.........1
____11

H a lf  b a r r e l s ........... .........5
5 g a llo n  k e g s ......... .........2

S w ee t Sm all
B a r re ls  ...................... ___ 13
H a lf  b a r r e ls  ......... . . . .  7
6 g a llo n  k e g s  ___ . . . .  3

P O T A S H
B a b b ttt’a  .................. ......... 4

9 00

8 9 10 11
P R O V IS IO N S  
B arre led  P o rk

C lea 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 risk e t, C lear ........... 23 00
P ig  ..................................  23 00
C lear F am ilv  26 or

D ry  S a it M eats
S P  B ellies  ........................16

L a rd
P u r e  in  t ie rc e s  . .  , l l@ l lV i
C om pound  la rd  ......... .  9
80 lb . t u b s . . .  .a d v a n c e  Vi 
60 lb . tu b s  . . . . a d v a n c e  Vi 
50 lb . t in s  . . . .  a d v a n c e  V4 
20 lb . p a ils  . . . a d v a n c e  % 
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 

S m oked  M eats  
H a m s , 12 lb . a v e r a g e .  .14Vi 
H a m s, 14 lb . a v e ra g e . .14V4 
H a m s , 16 lb . a v e r  13Vi@14 
H a m s , 18 lb . a v e r  l l # 1 4  
S k in n ed  H a m s  . .liVfergil» 
H a m , d r ie d  b e e f s e t s  . .1 7  
C a lifo rn ia  H a m s  . .11@11 Vi 
P ic n ic  Boiled H am »
B oiled  H a m  .................... 20
B er lin  H a m , p reen ed  . . l lV i
M inced  H a m  .................. IS
B acon   .................. 16@ 16Vi

S a u sag e s
B ologna  ............................  8Vi
L iv e r  ......................  7%@ 8
F r a n k f o r t  .............  9Vi@10
P o rk  ................................... 11
V eal ...................................  11
T o n g u e  ............   11
H ead c h e ese  ....................  9

B eef
B oneless  .......................... 14 00
R u m p , new  .......... . . . . 1 4  00

P ig ’s  F e e t
Vi b b ls ................................. 1 20
V4 bb ls ., 40 lb s .................. 2 15
Vi b b ls ....................................4 00
1 bb l........................................ 9 00

T rip e
K its , 15 lb s ......................... 90
V4 bb ls ., 40 lb s ................ 1 60
Vi bb ls., 80 lb s ..................3 00

C as in g s
H o g s, 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

U ncolored  B u tte r ln e
Solid d a iry  ..........10 @12
C o u n try  R oils ..........11@1S

C an n ed  M eats
C orned  beef, 2 lb ...........3 90
C orned  b eef, 1 lb ........... 1 95
R o a s t beef, 2 lb ................3 60
R o a s t beef, 1 !b ................1 95
P o tte d  H a m , Vis .............. 50
P o tte d  H a m , Vis ___  90
D eviled  H a m , Vis ___  50
D eviled  H a m . Vis ............ 90
P o tte d  to n g u e . Vis . . . .  50
P o tte d  to n g u e , Vis . . . .  90 

R IC E
F a n c y  ......................  7 @ 7Vi
J a p a n  .................... 5%@ 6Vi
B ro k en  .................... 2%@ 3 V*

SA L A D  D R E SS IN G
C olum bia , Vi p i n t ......... 2 25
C olum bia , 1 p i n 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 oo
S ta n d a rd  ............................. 1 80
W y an d o tte , 100 % a . . . 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 pk g s . . .1  20

S A L T
C om m on G ra d e s

100 3 lb . s a c k s  ................2 40
60 5 lb . s a c k s ................2 25
28 10Vi lb . s a c k s  ___ 2 10
56 lb . s a c k s  .................... 32
28 fb. s a c k s  ......................  17

56 fb. d a iry  in  d rill b ag s  40 
28 lb . d a iry  in  d rill b ag s  20 

S o la r R ock
56 lb . s a c k s  ......................  24

C om m on
G ra n u la te d , fine ...........  90
M edium , fine  ......................  95

S A L T  F IS H  
Cod

L a rg e  w h o le  . . . .  Q  7 Vi
S m all w h o le  . . . .  @ 7
S tr ip s  o r  b r ic k s  7 Vi®10Vi I
P o llo ck  .................. @ s

H a lib u t
S tr ip s  ........................ .. 1»
C h u n k s  . . . . . . . . . . . . . .  16

H o lland  H e rr in g  
Y. M. w h . hoop, bb ls . 11 0 0 1 
Y. M. w h. hoop, Vibbl. 6 00 
Y . M. w h. hoops, k e g s  75 
Y. M. w h . hoop M ilchers

k e g s  .............................. 8 5 1
Q ueen , bb ls ........................ 10 50
Q ueen , Vi b b ls .................  5 75 j
Q ueen , k e g s  ......................... 95

T r o u t
N o. 1, 100 lb s . ..................7 50
N o. 1, 40 lb s .......................3 25
N o. 1, 10 lb s .......................  90
No. 1. 9 lb s ........................  75

M ackerel
M ess, 100 tb s ......................16 50

V 49 lb*. ............   T 99

M ess, 10 lb s ........... -----  1 95 [ 20Tb. c a n s  Vi dz.
M ess. 8 tb s ............... ___  1 501 101b cians, % dz.
No. 1. 100 Tbs. . . ___15 50 5lb. e an s . % dz.
No. 1,. 40 lb s ........... ___  6 80 2u»rb. can s  2 dz.

I No. 1. 10 lbs
No. I. 8 tb s .............

W h ite fish
100 lb s ................................. 9 7»!
50 tb s .................................5  25-1
10 tb s ..................................1 121

! 8 tbs.
I 100 lbs.

40 tb s ................................. 2 1 0 1
10 tb 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  2 501 
H a n d y  B ox , sm all . . . .  1 25! 
B ix b y 's  R oyal Po lish  85 i 

I M ille r 's  C row n P o lish  851 
S N U F F

I S co tch , in b la d d e rs  ........ 37!
I M accaboy, in  j a r s  . . . .  .33 [ 
| F ren c h  R app ie  in j a r s  . .  43 j 

SO A P
J .  S. K irk  & Co.

I A m erican  F a m ily  .........4 00 i
I D u sk y  D iam ond  50 8 oz 2 90 j 
I D u sk y  D 'nd  100 5 oz 3 80; 

J a p  R ose , 50 b a rs  
S avon  Im p e ria l 
W h ite  R u ss ian  
D om e, ov a l b a rs  .
S atin e t, oval ....................2 70
S n o w h erry . 100 c ak es  4 00 

P ro c to r  A. G am ble  Co.

1 43

92 
. 4

.3  00 

.3  80 

.3 00

P u r e  C an e
Fair .....................................
Good ........... ....................
C hoice
M ich ig an  M ap le  3yru{ 

B ra n d
K a lk ask a , p e r  doz.

T E A
J a p a n

Sundried. m edium  .2

R eg u lar
R eg u lar
B ask et-

N ib s  .

F ann in .

Mo-yunc

w i #  » b4  ~ .. X. ISM ■aiTfsii M . U..U-
Jurect S  ., Hr

rape .£  a#!' tX4*reeB Jfe*. S -»-* $
.3  M i | gpreeis» JBm

EtaU J: JJM

Butter Plates

KiiUI. 2BtX * ISS’
fs in n . Hftgg

S
NpX 'M

>arunif& j*

m  ^Jp * ezzw ezsaar. m  *
ssqm s
JtanJL IP 2L.

v a s u « ^  d a *  -w m  i *

Sddff

■£■» Jm jasse

L« tea

Y oung  H yson

Goicmg 
rorm G sa, f a n c y  . Mop- S tic k s

.4  00

, 2 95

4 90

Iv o ry . 8 oz...............
Iv o ry . 10 oz. ...................5 75;
S ta r  ..........    . .3  95

L a u tz  B ros, f t Ce. 
A cm e. 30 b a rs , 75 lbs. 4 00
A cm e, 25 b a rs ,  75 tbs. 4 90
A cm e, 25 b a rs .  70 tbs. 3 80
A cm e. 100 c a k e s ............3 25
B ig M as te r, 70 ba 

j G e rm an  M o ttled  
I G e rm an  M ottled . »

G e rm a n  M ottled . 1 
G e rm an  M ottled . 2 
M arse ille s , 100 cafe 

i M arse ille s , iw> eks 
i M arse ille s , 100 e k  to il 4 00 

M arse illes , V&bx to ile t 2 10. 
A . B. W ris iey

Good C h ee r  .................... 4 00 j
Old C o u n try  .................... 3 40

S oap  P o w d e rs  
Snow  B oy, 24s fam ily

s ize  ...................... 4 30
Snow  B oy, 60 5c ---------2 40!
Snow  B oy, 30 10c . . .  .2  40; 
Gold D u st, 24 la rg e  . .4 SO j

I Gold D u s t, 100-Se ..........4 90 ]
K irko line . 24 4 tb . ......... 3 89 j
P e a r lin e  .............................3  75 j

I S o a p in e  ........................ . . . 4  191
| B a b b i t t 's  1778 ...............  3 75 j

[ A rm o u r’s  ..............  3  70
W isdom  ........... . . . . . . . . . 3  90'

S oap  C o m pounds 
J o h n s o n 's  F in e  . . . . . . . . 5  10
J o h n s o n ’s  X X X  ............4 25
N in e  O 'c lock  ................ . . 3  30
R u b -N o -M o re  — ........... 3  95

S co u rin g
E n o ch  M o rg an ’s  S ons 

| Sapo iio , g ro s s  lo ts  . . . . 9  90 
S apolio , h a lf  g ro . lo ts  4 50 
Sapo iio , s in g le  b o x es  2 25
S apolio , h a n d  ------------- 2  25
S’co u rin e  M a n u fa c tu r in g  Co
S eo u rin e , 50 c a k e s  ___ I 90
S co u rin e , 109 c ak e s  . . .  3 »0 

SODA
B oxes ................    5V9
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. d o z .___ 25
G in g er, A frica n  ............   9%
G inger, C och in  ................ 14-%
M ace. P e n a n g  ................70 i
M ixed, No. 1 ............   I6Vs
M ixed. No. 2 .................   19
M ixed, 5c p k g s . doz. .45
N u tm e g s , 75-30 ..............39
N u tm e g s , 105-110 . . . . . 2 6
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 ro u n d  in B ulk
A llsp ice, J a m a ic a  ..........12
C loves, Z a n z ib a r  . . . . . . 1 9
C ass ia , C an to n  ___. . . . . 1 2
G inger, A frican  .

N u tm e g s . 75-80 
P e p p e r , B lack  ..

E n g lish  B re a k fa s t

F an

»arscy _____ ________ .-KfSfs
TO B A C CO

-  wets-?—-*  P a n s

igw • • *»
. itm u m  4» 
-cops 3 .u

sg s  39

#tiw lse ^esa

iWasd 3 a w z

> z rH e r  j/m da —___  9  SB
i ' f f —  Sc a  1 1 1
hsg- Cara- Bina JNa 5 35
raitoaw  3M a ____ _ 8  38Wf warn ________3  39

Facnaai Jhatl—a 
B ear >t 9 m  . __

P e p p e r, C ay en n e  . . .  
P a p r ik a , H u n g a ria n  

S T A R C H  
C om

K in g sfo rd , 40 lbs. .
M uzzy, 20 l ib ,  pkgs.
M uzzy. 40 11b. pkgs.

G loss 
K in g sfo rd

S ilv e r G loss, 40 lib s .  7% 
S ilv e r G loss, 16 JTbs. 6% 
S ilv e r G loss, 12 ®lbs. SV5 

M uzzy 
48 l ib .  p a ck a g e s  
16 51b. p a ck a g e s  .
12 6Tb. p a c k a g e s  .
50Tb. b o x e s ______

SYRUPS

' S i  ] f e l
T e n  Penit tf  ..

.11% Y ankee
a lk  'j| 
€8 rl

.1« T W

. 45 C o tto n , 3  ply
CoCSOR, 4 p ly

*%
«
2%

3 9*S
>■ 5 pky ...........
m e d iu m  . . . . .  

, 1 lb-, » a le s  
V IN E G A R

O a k lan d  a p p le  rider 
S ta te  S e a l s z g a r  —  
40 g ra m  p a r s  w h ite  

fire*®.
S t fCr^Ci PW»

No. § .aroM . . . .
No. £ per grimm
N o 2 per grn tm .3 0
N o S- per ir n w  . . . . . .>»

¡deary Muon per Bet. 
OMZk warn ......

!% SHezaza AlZaazdP 
, a l a  .Zzm sM

ZOOOCNVMPI
_[ci 6d Bass 
rfl OSS- AI9S

Barrels ....................... 8*
Half barrels  .......  34 S 99 GSraen- No*

f iz z e y  I I  W B a  
Baaszzd 

•dMSezt rmm., M
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Special Price Current
A X L E  G R E A S E

M ica, tin  
P a ra g o n

boxes 9 00 
6 00

60ft.
72ft.
90ft.
120ft,

50ft.
«Oft.
70ft.

50ft
60ft.
70ft.
80ft.

G P O W D E R  
Royal

10c s ize  90 
c an s  1 35 

6oz. c an s  1 90 
Vfcfb. c an s  2 50 

lb. c an s  3 75 
lib . c a n s  4 80 
¿ lb . c an s  13 00 
51b. c an s  21 50

YOUR
OWN

P R IV A T E
B RAND

W a b a s h  Bak ing  P ow de r  
Co., W ab a s h ,  Ind.

80 oz. t in  c an s  ...............3 75
32 oz. t in  c a n s  ............ 1 50
19 oz. t in  c an s  ................  85
16 oz. t in  c an s  ................  75
14 oz. t in  c an s  ................  65
10 oz. t in  c an s  .............  55
8 oz. t in  c an s  ................  45
4 oz. t in  c a n s  ................  35

32 oz. t in  m ilk  pa il . .2  00 
16 oz. t in  b u c k e t ...........  90
11 oz. g la ss  tu m b le r  . .  85
6 oz. g la ss  tu m b le r  . .  75

16 oz. p in t  m aso n  j a r  85

CIGARS
Jo h n so n  C ig a r C o.’s B ran d

I

S. C. TV. 1.000 lo ts  . . . .3 1
El P o r ta  n a  .......................... 33
E v e n in g  P re s s  .................... 32
E x e m p la r ...............................32
W orden  G ro ce r Co. B rand

B en H u r
P e rfec tio n  .............................35
P e rfec tio n  E x t r a s  ............35
L o n d res  .................................35
L ondres  G ran d  ..................35
S ta n d a rd  ...............................35
P u r ita n o s  ...............................35
P a n a te lla s , F in a s  ..............35
P a n a te lla s ,  B ock ................35
Jo ck ey  C lub ........................ 35

COCOANUT
B a k e r’s  B raz il S h redded

10 5c p kgs ., p e r  case  
36 10c pkgs.. p e r case  
16 10c a n d  38 5c pkgs. 

p e r  c ase  ................. .

60ft
72ft.
90ft.«Oft.
72ft

C L O T H E S  L IN E S  
Sisal

3 th re a d , e x tra .  
3 th re a d , e x tra .  
3 th re a d , e x t r a . 
6 thre^^d, ex t r a .  
6 th read , e x tra

2 60 

2 60

1 00 
1 40 
1 70 
1 29

J u t e S A F E S

Cotton  Vic tor

,. 90 
.1 05 
.1 50

..........1

..........1
Cotton  W indso r

10 
35 I 
60

Cotton  Bra ided
50ft.......................................1 35
to f t ..........................................  95
60ft..........................................l  65

Galvan ized  W ire  
No. 20. each  100ft. long  1 90 
No. 19. each  100ft. long  2 10

COFFEE
Roas ted

D w in e ll-W rig h t Co.’s  B ’ds

W h ite  H ouse , l ib .  . .  
W h ite  H ouse , 21b. . .  
E xce lsio r, B lend, l ib .  
E xce lsio r, B lend. 21b. 
T ip  Top. B lend, l ib .
R oyal B lend  ...............
R oyal H igh  G rade  . .
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; 
L ee & C ady, D e tro it;  S y 
m ons B ros. & Co.. S 'agi- 
n aw ; B row n, D av is  & 
W a rn e r . J a c k s o n ; G ods- 
m a rk . D u ra n d  & Co., B a t 
tle  C reek ; F ie lbach  Co., 
Toledo.

F IS H IN G  
% to  1 In. . .  
H i  to  2 in. . 1% to  2 in. 
1% to  2 in . .. 
2 in ....................

T A C K L E

in.

Cotton  Lines
No. 1. 10 fe e t .................... 5
No. 2. 15 fee t .................... 7
No. 3, 15 fee t .................... 9
No. 4. 15 fee t .................... 10
No. 5, 15 fe e t .....................11
No. 6, 15 fe e t ..................... 12
No. 7. 15 fe e t  .....................15
No. 8. 15 fe e t .................... 18
No. 9, 15 fe e t ..................... 20

Linen Lines
Sm all ...................................... 20
M edium  ...................................26
L a rg e  ......................................34

Poles
B am boo, 14 f t. ,  p e r  doz. 55 
B am boo, 16 f t. ,  p e r  doz. 60 
B am boo, 18 f t. ,  p e r  doz. 80

j S m all s ize , doz.................40
I L a rg e  size , doz ................ 75

G E L A T IN E
C ox’s, 1 doz. la rg e  ___ 1 80

i C ox’s. 1 doz. sm a ll . . .1  00 
K n o x 's  S p a rk lin g , doz. 1 25 

i K n o x ’s  S p a rk lin g , g r. 14 00
I N e lso n ’s  ............................ i  so
¡K n o x 's  A cidu 'd . doz. . .1  25
I O xford  ................................  75
Plymouth Rock ..........i  25

F u ll lin e  of fire arid  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  s izes  
an d  s ty le s  on h a n d  a t  all 
t im e s—tw ice  a s  m an y  sa fes  
a s  a re  c a r r 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 ran d  
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 oao  C o.’s  B rand

JjtoNBtL
100 cak es , la rg e  s ize . .6 50
50 cak es , la rg e  s i z e . . 3 25

100 cak es , sm a ll s i z e . . 3 85
50 cakes , sm all s i z e . . l  95

T ra d e s m a n  C o.’s B ran d

2 50 
2 40 
2 25

B lack  H a w k , one  box 
B lack  H a w k , five bxs 
B lack  H aw k , te n  bx s  

T A B L E  S A U C E S
H alfo rd , la rg e  .............. 3 75
H alfo rd , sm all .............. 2 25

Use

Tradesman

Coupon

Books

Made by

Tradesman Company
Grand Rapidi» Mich.

We Are Ready for Spring

With the Largest Stock of Show Cases Any Fac
tory Ever Had Ready for Shipment.

Our Trade Mark, illustrated below, is 
Your Guarantee of Prompt Service, 
High Quality and Moderate Prices.

Write us for anything you want in the line of Show Cases 
and Store Fixtures.

WILMARTH SHOW CASE CO.
936 Jefferson Ave., Grand Rapids, Michigan

Chicago Salesrooms 
233 W. Jackson Blvd.

Detroit Salesrooms 
84 Jefferson Ave.

N ew  York Salesrooms 
732 Broadway

Outlast Shingles
Slag or Tin

S HERE is no question but th a t Reynolds Flexible A s
phalt Slate is the most durable and satisfactory roof
ing material known today. I t 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 w ater 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 w ith 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. R eynolds Roofing Co.
172 Oakland Ave.

Grand Rapids, Mich.
Established 1868
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BUSINESS-WANTS DEPARTMENT
\ i ’> u rn ' 'C i n c i l i v ¡¡

B U S IN E S S  C H A N C E S .
F o r Sale—$6,000 general stock  clean

F or Sale—Stock o f genera l m erch an
dise, in ven tory in g  $2.500. e igh t mile?» 

- ——— sou th  o f C uster. R are opportun ity  P ro-
B e s t o f dni™ '° U™ ? T ,M m ° e so ta  »»»n. p rie to r recen tly  died. M rs, C. Hoffm an. B e s t ox dairy  country. C orner brick I p  t- r . » n .,—. _u : . i .  .y-jiry  country . C orner brick 
building; ren t very reasonable. Two 
banks in tow n and  only tw o stores. No 
trad es  considered. A ddress Box F , Wells, 
Minn. ________  go!

F o r Sale—B est p resen t opening in

w orth $2,500 and  a  good p ractice  for the 
righ t m an. Call on or address A. L. 
Randall, Dansville, Michigan._______ 299

F or Sale—U p -to -d a te  rack e t s to re ; e x 
cellent location, town 10,500 population; 
good trad e ; well advertised ; reason se ll
ing, o th er business. P. O. Box 210, 
Brownsville, Texas. 298

S E L L E R S  OF M E R C H A N D IS E  - If  you 
w ish to  sell your stock  of m erchandise, 
L IS T  i t  w ith  W. D. H am ilton & Co.,
1037 Main St.. G alesburg, 111.______ 297

F o r Sale—D rug and jew elry  s to re  do
ing a  fine business. B est location in 
town. Good reasons fo r selling. A ddress 
D- H. B ryan t, C harlo tte, M ichigan. 296 

F o r Sale—G reenhouse, nice plot, much 
land. F ive-room  house, located in la rg est 
sum m er reso rt in N orthern  Michigan. 
T aken on m ortgage. 1 am  too old to  run  
it. Y ounger m an can g e t rich here. 
Sacrifice price. A ddress J . G. B ain, P e-
toskey, Mich.________________________295

F or Sale—D rug and  grocery  s to re  in 
a  th riv in g  farm ing, lum bering  and  resort, 
n o rth ern  village of 500 inhab itan ts. S u r
rounded by well se ttled  country . Will 
sell a t  inven tory  price. E stim ated  a t  
$1,200. T erm s on p a r t  if desired. Build
ing  for sa le  o r ren t. A ddress No. 292, 
care  T radesm an. 292

F o r Sale—A firs t-c lass  stock  of general 
m erchandise, located in G enesee county, 
th e  b est location in th e  tow n and  a t  the 
r ig h t price. A ddress No. 291, care  T rad es
m an. 291

R. F. D. No. 2, C uster, M ich.

r a r  Sale- 

iwng in t 

iddress 3»0
F o r Sale—C ountry  sto re , d ry  goods, 

groceries, shoes, drugs. Stock $6,060, 
real e s ta te  $2.500. New country , farm ing  
and  lum bering. 1910 sa les $12.400 Cream  
sta tio n  In connection. B usiness estab 
lished 11 years. F irs t-c la ss  condition. 
T erm s easy  to  reliable buyer. O w ner 
canno t look a f te r  business. A ddress No 
272, ca re  T radesm an. 272

I  pay cash for stack s 
I of m erchandise. Mu«*t 
1 Käufer. M ilwaukee. Wist

e r  p ars  u p W  
be  «fwu- íi,m

I 0*9» far ymsr
II  Im per mnH
1 Ülí*?t’€íT’ |f TF
1 swB or a®y

or fwrmrm,
■ Bwpgf!ÜBT. Jfcft
ws wwar M  Büsy, 
I of or

1 proçrrtr mt mr-y 
f f* fQg||iir~

F o r Sale or T rade—F ine o rchard  of 
15,000 to  18,000 bearing  app le  trees.

£ 1241 AdiIBS Jifef
{ IltfÈOM» MM

sta n d a rd  w in ters. S itu a ted  in b est fru it 
belt in U. Sr., W ashington county. Ark. 
Soil is good, th e  lay o f th e  land is per
f e c t  W ell fenced, good buildings. W ant

Safes Opened—W  E, 3!f e e iÄ  m t#  m*r

1 G rand  Rapi«*#. MScfe. im
good clean stock general m erchandise
P rices m ust be r ig h t w hen w riting  in 
particu lars . Encum bered- Outlook for 
fru it crop is good. F o r p a rticu la rs  w rite  
S. R. Stone, O lathe, K an. VS9

h w u f  w a m t

Jkt CÎÉîcf̂ —
1 fVd* 5k foriMfÏPW rrdwl 1 U S

LISTEN, MR. MERCHANT

A dm in istra to r Sale—T w o-sto ry  double 
sto re ; lot, groceries, re s ta u ra n t an d  room 
ing house; fix tu res; an n u a l sa les $¡5,069. 
Quick sa le  price, $2,500, Chas. A. Sfeeffer, 
FennviUe, Mich. 277

F o r Sale—One 300 account McCaskey ; 
reg ister cheap. A ddress A. B .  care 1 
M ichigan T radesm an. ’ 543 >

F o r Sale—H ere  Is a  splendid o p p o r-! 
tu n lty  for someone. G eneral stock m e r -{ 
ehandise. Wifi invoice abou t $1,400.! 
S tore, depot, postoffice and  liv ing  room s! 
under one roof. Good barn  and  6%  acres 
good land. B uildings in good repair. C ash  \ 
for stock. Buildings and  land  on easy | 
term s. E , A. Brom ley, Englishviile. s 
Mich.

Here is a Pointer
F or Sale—75 room Chicago fam ily  ho- : 

tel, convenient to  un iv ersity ; c lears I 
$2,500, price $4,500. F o r Sale—50 room 
N o rth ern  Illinois hotel, price $5,500 For 
p articu la rs  add ress F ra n k  P. Cleveland, 
1261 A dam s E xpress Bldg.. Chicago, M B- i 
nois. 294

We are ready, right now. to conduct a business I „  .“7 ™..... ~  n  ' :—
building, profit producing advertising campaign. Po-wser **11-m easuring
that will increase your cash sales from three to , nearly  a s  good a s  new. O ne j
six times, dispose of old goods, and leave your t'* 0-b arre l steel floor tan k , $40, cost $05. 
business in a stronger, healthier condition than I ,JLe tw o-barre l floor cellar ta n k  $50, east 
before. *<5. F ay e  E. W enzel, Edgeti* . Mich.

Comstock-Grisier Advertising & Sales Co. ' Mz
907 Ohio B uild ing Toicd«, v n io  j

H alf in te re s t in $2,000 stock  drugs, 
town 1,500, for $600 to  reg istered  m an,

F o r Sale—$1,500 stock groceries and 
h ard w are  in  new  fa rm in g  country  O n -  i 
tra l M ichigan. L ast y e a r 's  s to re  sales 
$10,000. P roduce business connected , 40 

who m u st tak e  charge and  m anage b u s i-1 th is  season- Sei#
ness. A ddress X, care  T radesm an. 290 1 *** ®° h o s t- j—  ------ 7-.---- s — r——---------------. —  , -  ness. A ddress No. 263, care  T radesm an.Pum pkin  Seed—We have fo r sale a t
q u a tn ity  of “M am m oth” field v arie ty  [— ———-——---------------------------------- — -----   i
pum pkin seed, which w e have saved a t  A L IV E  R E T A IL E R  w anted  in e a c h ;
our Clay City, Indiana; fac to ry  (fam ous tp y 11 to  rePreaent  u* on our corn flakes, 
for fine pum pkin). M any of you gro- »ole rep resen ta tio n  given a t  prices job-1 
cers have handled our high g rade  p u m p -! b.er3 P ay  fo r o th e r  brands. 25% addi — | 
kin, e ith er under our label or under your tional profit belongs to  th e  re ta ile r w h o :
jobber 's  p riv a te  label, and  know th ere  a c ts  quicldy. F irs t  come, firs t served. T he i
a re  no finer goods packed. T hese seeds q uality  of th e  corn flakes is so good

custom ers notice i t  and  “repeat" b u s i-1 
ness alw ays follows. S tan d ard  P ure  | 
Food Co., Owosso, Michigan. 256

goods packed 
a re  saved w hen packing such pum pkin 
and  a re  th e  finest canning v arie ty  known. 
W rite  us for prices and  sam ples. L ado
ga  C anning Com pany, Ladoga, Indiana.

289 F o r Sale—Stock of general m erchandise 
located In a  good C entral Illinois town | 
of 1,200. D oing a  fine business. B est i 
of reasons given fo r selling. Stock will 
invoice abo u t $24,000. W ifi ta k e  % in i 
o th e r  incom e p ro p e rty  a t  cash value.

L isten  M erchants. T his is th e  tim e of 
year to  g e t ready  fo r an  auction sale, no 
m a tte r  w here located, how large  or sm all,
1 give sa tis fac tio n  and  g e t m ore th an
you get othenvise and  cash W rite m e I T rad ers  need h o t ' apply. A ddress ~N o . 
I som etim es buy a stock and  sell. W ill 253, care  T radesm an 2&2
be in P ax ton , Illinois, from  M arch 16 t o ------------------------ ------------------------------
25. A. O. D ering, M erchandise A uc- F o r Sale—Soda foun tain  com plete, in-1 
t ioneer, Centerville, Ind.___________ 284 eluding tw o tan k s , counters, m arble

F o r Sale—Clean stock  groceries a n d ! an<? y orlE board.Good condition. A bargain  fo r cash. A d
d ress B ellaire D rug Co., G rand Rapids, 
Mich. ¿44

crockery  .cen tra l location 
of 4,000, genera l delivery. 
282, care  T radesm an.

county  se a t 
A ddress No. 

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. W ill give term s. R easons fo r 
selling. A ddress Quinine, care  T rad es
m an. 283

F o r  Sale—F irs t-c la ss  grocery  stock  and 
fix tures of abo u t $1,500 in the  b est town 
In M ichigan. No old stock. H ave o ther 
business. Lock Box 2043, N ashville, i 
Mich. 234

F o r Sale—U p-to -date  grocery  b u s in e s s ,______________ ^ __
good county  se a t tow n 3,500. Cash deal, I d ress No * 233 *care Tr»de»Tna.n' 
$2,500 to  $3,000 stock and  fixtures. Ad- ’ * lrade8m an
dress No. 281, care  T radesm an. 281

W anted—Cash register. No objection 
to  second-hand m achine if in good order. 
W ate rm an  B ros., Mt. P leasan t, Mich.

280
F o r Sale o r 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, 
ca re  T radesm an. 276

F o r Sale—$8,000 d ru g  sto re , b ig  su m 
m er re so rt business. A ddress No. 270, 
care  T radesm an. 270

An u p -to -d a te  shoe stock  fo r sale. I 
R easonable price if taken  a t  once. Ad-

233

Y o u *  advenisemaR. 
if placed cm ibis page* 
would be seen and read 
b y  eight thousand of 
the most progressive 
merchants in Michigan, 
Ohio and Indiana We 
have testim onial let
ters from  thousands of 
p e o p l e  who n av o  
bought, sold or ex
changed properties as 
the direct result a t ad
vertising in this paper.

W ill pay  cash  fo r stock of shoes and I 
rubbers. A ddress M. J. O., care  T rad es
man- __________  221

T here h as  been m illions of m oney m ade j 
in th e  m ercan tile  business. You can do i 
a s  well. W e have th e  location, th e  build- i 
ing  and  th e  business fo r you. W e have 
all we w ish and  w an t to get out. W rite! 
us fo r full inform ation. A ddress No. 220, 
care  T ra desm an. 220 j

Saj£ n ;I>ru.?  stock and  fixtures w orth I $2,500. W ill sell fo r $1.600 if sold quick. 
A ddress W . C. P „  care  T radesm an. Itu Michigan Tradesman
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NEW YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, M arch 27—Spot coffee 

rem ains in a state of “m asterly inac
tivity” and buyers are simply taking 
the sm allest possible quantities, w ait
ing, meantime, the valorization sale 
of 600,000 bags. At the close Rio 
No. 7 is w orth 12%@12Hc in an in 
voice way. In store and afloat there 
are 2,470,452 bags of Brazil coffee. 
Mild grades are very quiet and quo 
tations are practically unchanged.

Now that domestic beet sugar is 
about cleared up there is a ra ther 
better feeling in the trade for the 
“real” granulated and prices are well 
held. In fact, an advance is not un
likely. The general rate is now 4.80c.

Teas are firm, especially for J a 
pan« and greens, also Congous and 
India Ceylons. Q uotations are about 
on a previous level.

Rice is firmly held in the South— 
so firmly, indeed,, that transactions of 
any im portance have been few and far 
between. As is the case with coffee, 
buyers take the smallest quantities 
they can get along with and seem to 
think tha t later on we will have a 
more ample supply. Good to prime 
domestic, 4$i@4%c.

A good demand exists for pepper, 
but the rest of the spice m arket is 
w ithout change. Sales of some 250 
tons of black and fifteen tons of 
white have been made at a figure said 
to show a higher quotation than 
those recently prevailing.

Newr Ponce molasses is arriving 
and is quickly absorbed. T rade gen 
erally is quiet and yet as active as 
could be expected. Good to prime 
centrifugal, 25@32c.

Canned goods are again in the 
slough and tom atoes which sold a 
week ago at 85c are now’ working out 
at S2J/.C and even at 80c. The w’holo 
m arket is simply a waiting one. L it
tle or nothing has been done in fu
tures. Corn is in light supply, but it 
does not need a very large am ount to 
meet the demand. Peas and the rest 
of the list are unchanged.

B utter show’s a further decline and 
cream ery specials are now' 24c; e x 
tras, 22f4c; held specials, 20f4@21c; 
factory, 15r/2@16c.

Cheese is quiet at 14^'q'16c for 
whole milk.

Eggs remain about unchanged. The 
very highest quotation for W estern 
stock is 17l4@18c.

THE HEALTH OF MONARCHS.
The anxiety and solicitude with 

which the physical condition of the 
monarchs of the Old W orld are 
watched and freely comm ented upon 
m erits the astonishm ent of people of 
a free country. W hen the E m peror 
of Germany has a cold the press of 
the world devotes much space to 
speculating upon w hat m ight happen 
if his illness should take a serious 
turn. W hen the aged E m peror of 
A ustria is indisposed his every 
movem ent is watched and heralded 
to the w orld on the ground that his 
demise m ight have an im portant in
fluence upon the whole of Europe. It

is the same in a greater or less de
gree in the case of all other royal 
personages.

Fortunately, E urope’s royalties are, 
as a rule, a hardy race. The E m 
peror of Austria, for instance, is more 
than 80 years of age, and the venera
ble regent of Bavaria, Prince Lut- 
pold, has recently celebrated his 
90th birthday in good health. The 
Czar of Russia, who is constantly in 
danger of assassination, appears to 
enjoy excellent health, and King A l
fonso of Spain, who has been m en
aced with death a score of times, 
never seems to lose his good hum or 
or love of sport. If persons in the 
ordinary walks of life were so con
stantly  rem inded of the dangers 
which surround them o r were both
ered with such persistent solicitude 
about their health they w’ould be 
prom ptly driven into nervous p rostra
tion or into a sanatorium .

This extreme solicitude as to the 
security of a single life is a relic of 
the days when the destinies of Euro
pean countries hung upon the lives of 
their respective monarchs. Modern 
European monarchies are sufficiently 
democratic nowadays to be secure 
from dependence upon a single life, 
but custom and precedent are so 
deeply rooted in the human mind 
the old fears and prejudices survive 
and the passing of a crow’ned head is 
always regarded as cause for anxiety 
and apprehension.

Probably no modern monarch has 
lived more in the limelight than Em
peror William of Germany, and no 
one is more convinced than he that 
the stability of the German Empire 
does not depend upon the prolonga
tion of his own life. Still, every time 
the Emperor suffers with his ear, 
which is troubled with a chronic ir
ritation, or has a bad cold, there is a 
note of anxiety and alarm apparent 
in every item of European news.

We who live in a republic are spar
ed all this anxiety. Presidents come 
and go and no change takes place in 
the orderly conduct of the govern
ment. The constitution remains un
changed and the progress of national 
life suffers scarcely a momentary 
flurry from a change of administra
tion or from even the death of a 
president in office. Such a state of 
national tranquility is as unintelligi
ble to the average European as is 
their anxiety as to the health of their 
rulers to us.

PURE WATER.
In these days when city water is 

largely of questionable quality the 
temperance people have a more than 
usually serious problem to confront: 
and vet it is one which is answerable 
by the provision of pure and palata
ble drinking water. Said a woman of 
strongly pronounced temperance pro
clivities recently, “If I had to live in 
Erie I beliqve I should be driven in
to beer drinking if I could not have 
mineral water shipped in. I certain
ly would never touch a drop of their 
contaminated city water.”

The typhoid epidemic from which 
that city is now said to be emerging 
may confront other lake cities at any

time, since its origin has been un
questionably traced to the city wa
ter. With the present disposal of 
sewage, even when one town man
ages to maintain a pure water supply 
through springs and artesian wells, 
she may inflict upon her next door 
neighbor down the stream a fatal of 
fense in using the connecting stream 
between the two towns as a dumping 
ground for her refuse.

In the beginning it may cost more 
to dispose of garbage and other ref
use in a more sanitary way. Yet 
doctors’ and undertakers’ bills, suffer
ing and bereavement are not easily 
balanced by dollars and cents. The 
plan which mitigates these is cheap 
er, many times cheaper, than that of 
endangering life through the more 
careless and more usual method.

Public opinion is becoming arous
ed on this matter, and the lax meth
ods so long prevalent are bound to 
be replaced by more safe and con
sistent ones. “Am I my brother’s 
keeper?” is a question which con
fronts too many people. We are each 
bound by the laws of common 
brotherhood to avoid methods known 
to be detrimental to others; and next 
to pure air pure water is of most vi
tal importance.

CIRCUMSTANTIAL EVIDENCE.
Last week there walked forth from 

behind the bars a man who just miss
ed the gallows and had served for 
twenty years on a life sentence, his 
innocence having but recently been 
made clear to the proper authori
ties.

He found the world much more 
changed than did the historic Rip 
Van Winkle. The Edgar Thompson 
steel works, where the crime was 
committed, have grown from four 
small buildings into one of the great 
est steel producing plants in the 
world. Many of the millionaires who 
have emerged from these and kindred 
works were poor and unknown at 
the time of his incarceration. Happi
ly Carnegie has been interested and 
will probably pension him for the 
slip in justice if Pennsylvania does 
not, although the $10,000 suggested 
to the Legislature seems a very small 
amount to offset the best years of the 
life wasted.

The victim of the delayed justice 
bears no ill will toward any one. He 
takes in only the joy and sweetness 
of being once more a free man. The 
sky-scrapers which have arisen on 
familiar grounds are a source of 
wonder. The rapid growth of every 
industry is to him marvelous.

One would think that he would 
never want to see again the barred

home of so many years; yet there is 
a movement on foot to give “Praj’- 
ing Andy,” who through the years 
was always faithful to the sobriquet, 
a permanent place on the penitentiary 
grounds; and to this idea the old man 
seems to take kindly. Like the Pris
oner of Chillon, it is his home, al
though he dearly appreciates the out
door range.

He forgives; but lookers-on marvel 
at the sweet spirit which prevails. It 
should be a lesson to the world at 
large to trust not on vital points to 
circumstantial evidence. This rob 
bing a man of family, good name and 
twenty of the best years of his life 
is one which no amount of money 
can recompense.

Postage Stamp Conundrums. 
Why does a postage stamp resem

ble a bad boy? Because you can’t get 
any real good out of it until you give 
it a licking.

How do a postage stamp and an en
velope resemble a young man and his 
sweetheart? They are stuck on each 
other.

What is the difference between a 
two-cent stamp of 1906 and a ten- 
cent stamp of 1908? Eight cents.

How do stamps resemble the old 
man walking the floor with boy
twins? They carry the mails.

In what way does a postage stamp 
resemble a bogus stock transaction? 
It is not square.

What is the difference between a 
house and a stamp? Well, when you 
can sell a house it is worth some
thing, but when you cancel a stamp 
it is worthless (from a postal stand
point).

The days of the thirteen-cent post
age stamps are numbered. Instead of 
this denomination the Postoffice De
partment will issue a twelve-cent 
stamp.

Women like to shop around and 
buy where they can get the best val
ues and the best treatment. Run 
your store in a way that will make 
the shoppers regular customers.

B U S IN E S S  C H A NCES!
For Sale—To the highest bidder, stock of 

general merchandise, splendidly located. Old 
established business. Disagreement of part
ners, cause of trouble. An unusual opportun
ity. Will also receive bids on each individual 
stock, as follows: Groceries, boots and shoes, 
dry goods and clothing, hardware and paints, 
drugs, flour, feed, hay and straw, store fiv- 
tuers, horses and wagons. Write at once for 
particulars as this stock must go by April 12. 
Gilbert E. Carter. Receiver. Plumb-Hayes 
Merc. Co., Comstock Park. Mich. 304

For Sale—Drug store in summer resort lo
cality. Established trade, fine location for 
physician. Good reasons for selling. Good 
farming country and small investment. Ad- 
dress No. 303, care Tradesman. 303

For Sale—General stock of merchandise, in
ventorying $5,000. Stock clean and in best 
of condiiton. Must be sold at once. Good 
live town. Terms cash. Enquire of George 
Bilbrough. Turstee, Remus, Michigan. 302

EGG CASES AND FILLERS
Direct from Manufacturer to

S H IP P E R ,  J O B B E R  A N D  R E T A IL E R
At the following attractive prices:

Knock down No. 2. 30 doz. sawed whitewood C. S. cases, each 15c 
Knock down No. 2. 30 doz. veneer shipping cases, each 14c 

Tops and bottoms. 50 in bundle. $1.00 per bundle 
W rite for descriptive circular, and order of

_ . . . L. J. SMITH, Eaton Rapids, Mich.
Car lot prices on application.
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The McCaskey System cuts out useless bookkeeping, prevents forget
ting to charge, prevents errors and disputes with customers over their ac
counts. acts as an automatic collector, is an automatic credit limit prevent
ing over-buying and over-selling, and protects the user against loss of 
insurance in case of fire.
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The McCaskey Register Company
Alliance. Ohio
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More Profit for Merchants
Progressive merchants all over the country are increasing their 

profits by the use of an up-to-date National Cash Register and the

“Get a Receipt” Plan
Check-Printing National Cash Registers issue receipts automatically 

and enable merchants to increase trade by protecting customers 
against mistakes and carelessness.

National Cash Register receipts also protect 
you against loss due to mistakes and carelessness.

Insure that all goods sold on credit are prop
erly charged.

Enforce giving proper credit for all money 
received on account.

Give you an accurate check on all money 
paid out.

These receipts prevent disputes between you 
and your customers.

If the Get a Receipt plan is used the proper 
amount of the sale must be registered.

The National Cash Register Company
Dayton, Ohio

T h e  N ational Gash R eg iste r C o.,
Dept. 79, Dayton, Ohio.

H ow  w ill the “G et a R ece ip t"  plan increase m y profits? 

N am e ___________ _____ _____

A ddress


