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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 print net
prices on every item in this book because it represents the policy back of many years

of successfully wholesaling General merchandise.

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

doubt regarding the pricing of a single one of the 35,000 odd items in this book.

Thus you have a steady and quick reference—a safe and sure guide to right
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 profitmaking material

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.

BUTLER BROTHERS

Exclusive Wholesalers of General Merchandise

NEW YORK CHICAGO ST. LOUIS MINM APOLIS

Sample Houses: Baltimore, Cincinnati, Dallas, Kansas City, Milwaukee. Omaha. Sun Fruw s.
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Two Rare Bargains in
Light Auto Delivery Wagons

Fifty other cars all makes and

models, $75.00 and up.

I give

a good square deal.

MY SPECIALTY. USED AUTOS

51 BUICK Chain drive. 1906 model F. equipped with
enclosed body, Iat%oglass sides and piano finish. Deliv-
ery body cost &4)() also touring car body <5passenger)
with tOP Paint and tires in excellent condition  Cost
complete, about $1,600. Price. $690 00.

Built on Proven
Principles

'TWENTY 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 world renown; by Federal. State and Municipal officials, and. best of all
by the thousands of progressive merchants 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 forty years of
actual service was registered. Each day the Chicago Deputy Sealer tested the scale to
its full capacity. The final test showed the scale in as perfect condition 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 might 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 payment on new ones. Send for
our illustrated, descriptive circular of our latest computing scale.

The Computing

Senle o Moneyweight Scale Co. Direct Sales
C 58 N. State St., Chicago Offices in All
Dayton, Ohio Grand Rapids Office, 74 So. lonia St. Prominent Cities

Please mention Michigan Tradesman when writir

S.A DWIGHT

172-174 N. lonia St.,

.49 DLER High Wheel Delivery Wagon—1909 model.
i cyl.. 16 H P ,air cooled with top tor rocerdellver This
machine is in excellentcondltlon and has wonderful power
cable drive, and is very practical for anything but the
deepest sand. Cost $800.00. Price. $490.00.

Grand Rapids

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 noving out-Profi ts keepcoming in

Start your Snow Boysales a'‘moving
The way theygrow will makeyour friendssit upand take notice

Ask yourjobbers
Salesman

Lautz. Bros.ot Co.
Buffalo.N.Y.



Twenty-Eighth Year

SPECIAL FEATURES.
Pa«e.

2. Detroit Produce Market Page.
4. News of the Business Worlg.
5. Grocery and Produce Market.
6. The Merry Huckster.

7. Changing General Store.

8. Editorial.

9. To Oregon in 1832.

12. Woman's World.

14. Butter. Eggs and Provisions.

16.  Shoes.

18. Dry Goods.

20. Stoves and Hardware.

22. Window Decorations.

24. The Commercial Traveler.

26. Drugs.

27. Drug Price Current.

28. Grocery Price Current.

30. Special Price Current.

GROCERS AT BANQUET.

Annual Gathering of the Local Asso-
ciation a Great Success.

The twelfth annual banquet of the
Grand Rapids Retail Grocers’ Pro-
tective Association was held Monday
night in Press hall and was one of
the most successful functions of the
kind ever held in the city. The at-
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 committee made
up of J. L. Witters, George H.
Shaw, Norman O’dell, J. Barclay
Fred Fuller, A. L. Smith and Frank

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

“About twenty-five years ago a
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solid benefits, and have
procured through organ
If you had watched

few prominent grocers, realizing the lings of the City Count

necessity of organization, banded
themselves together and formed the
Grand Rapids Retail Grocers' As-
sociation. It may be interesting to
you if T give you the names of a few
of those men: Most of them have
long since retired from the retail
business, but T am sure if any are
present to-night they will well re-
member the struggles and hardships
of the Association in its earlier days.
| believe the first President was E.
A. Stowe, and some of the charter
members were, E. D. Winchester. J
Geo. Lehman, E. J. Herrick. B. S
Harris and Geo. Van Every.

“The first meetings were held in
the Tradesman office. | have been
told by one of these gentlemen that
many times it seemed impossible to
continue the organization, the attend-
ance often being very small. | am
often asked by merchants throughout
the city. What has the Grocers’ As-
sociation done for the merchant- in
this city? | am ashamed to think
there can be a retail merchant who
has been doing business in this city

Merrill, and the service was by Jan-1 aware of some of the

dorf. During the banquet orchestra!
music was rendered and between the

for any length of time who is not
derived from the work
ciation. But T will menti

addresses W. H. Reilly rendered vo-jof the most important and

cal selections and Van Duzeii and
German gave a piano duet. The in-
vocation was by Rev. George Han-
cock. Fred Fuler called the meet-
ing to order after the menu had
been discussed and introduced A. L
Smith, Secretary of the local Asso-
ciation, as toastmaster. Mr. Smith
certainly was a success, displaying
much humor in his introductions and
diplomacy in dealing with the audi-
ence. Clarence A. Cotton, Secretary
of the Board of Trade, was the first
speaker and his subject was, “Do It
For Grand Rapids.” He reminded the
grocers of the benefit accruing to
them
conventions, and that the Board of
Trade is always trying to promote the
city’s welfare in these directions. As
important as the industrial promo-
tion is the work that the Board is
doing to make Grand Rapids a bet
ter city to live in, healthier, cleaner
and more beautiful. He expressed
the hope that every grocer would be-
come a member 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 other towns.

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

convince the doubters that
cer in this city has receive
deal of assistance from our
tion.

“First, T would cal! yr ;. 'atteni
to our credit department,
ing the last year of Mr.
ministration as vour Pre
W. Fuler has been a me
Association about seven
He served nine years as
this Association and
President of the State
and has probably given more hours
work to city and State organizatic>n
than any member in the State oi

wifffm f

in having more industries and ] Michigan.

“Early closing of stores, half hoi-
jdays during summer months, closing
all day July 4, Thanksgiving. Christ
mas and New Year—I| am sure, gen-
tlemen, you will agree with me
that just 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 with

you would have notic
tion of the new rules i
Imarket, which | am ve
la great deal to the con
ias the grocer. Do v
| Association had anvthir
this? Ask the Ordinan
of the City Council

At the request of ot
a bill was introduced a
ifr. Verdier regarding
berries and vegetables
are. This means a v
both retailer and co

deal of time and thons?

Mai
this
tab!
essential. Until we lean to ha?

our families and for social affairs.and |monize our views and purposes ? th-

through organuization we have ft. J.
George Lehenan was one of the
earliest fighters for the early cl
movement.

ing can be accomplished. Until we
can get together and know one an-
other nothing can be done. Harmon-
izin&f shotild conic fir‘t, i®

(any 3

",
dersgj

“Uniform retail price for ffotix in- |meetings do- not fve afraid to tell v---nr IfaEse j
stead of cut prices and losses, prrofif experiences for fear yom will help 1

on the soap we handle—are not these Jsomebody else.

Avoid the spirit s?{it apt

«®sf

-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. Secy
Detroit B. & E. Board.

COLD STORAGE.

Some Facts Regarding Both Sides of
the Controversy.
Wrritten for the Tradesman.

Since there is so much agitation
and proposed legislation relative to
the cold storage of food products, the
writer wishes to state some facts or.
this subject, especially pertaining to
butter and eggs.

The advocates of short period stor-
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 months 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 attempt to formulate
general laws.

They also claim that cold
ages enable speculators to enrich
themselves at the expense of the
great mass of consumers and that 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 that nearly every perish-
able food product, i. e, every food
susceptible to germs 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 germs and
contaminating influences.

All fair-minded people, whether
producers, jobbers, speculators or
consumers, agree that all perishable
goods should be in good sound,
wholesome condition when placed in
cold storages. More stringent laws
requiring more rigid inspection of
goods before they are placed in stor-
age should be enacted and enforced.

stor-

The present unfavorable attitude of
the public toward cold storage prod-
ucts would not exist to any marked
degree if such a law were enacted.
For example, poultry that has begun
to spoil is not improved by refriger-
ation. Rapid decomposition is sim-
ply arrested. Bad eggs become
worse, rancid butter becomes strong-
er, no matter whether in storage or
out.

Since all perishable food products
deteriorate with age, there should be
la 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 months and that they arrive
jin the best condition then, because
they are not affected by extremes 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. There-
fore, eggs stored in April in prime
condition and of excellent quality will
come out of storage the following
fall and winter 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 or even eight months.
The time limit should be a natural
one, and this leads us to this ques-
tion :

What is the fundamental object or
advantage in storing perishable food
products?

Our answer is, To care for and
keep in the best possible condition
the surplus production in any line
that it may be marketed and used
when there is a scarcity or lack of
production in that line.

If all perishables were stored and
marketed in accordance with this
principle, the prices on all these food
products would be equalized through-
out the year and minimized to the
consumer.

The natural legal time limit would
require that 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 March to May.
Therefore, all storage eggs should be
disposed of before the following
March. During May and June the
best quality and greatest proportion-
ate quantity of butter is produced,
and storage creamery should be dis-
posed of before that 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 work no real hardship or injus-
tice to anyone.

Speculators sometimes corner and
manipulate the market and temporar-

ily increase the price of commodities,j

This, however, is no more common
in regard to cold storage products
than in other food commodities. The
same legal restrictions would be ef-
fective in all kinds of gambling or
speculating in food products, and
could not be made to apply to cold
storages alone.

Occasionally some are so foolish
as to declare that cold storages
should not exist. This position can
easily be proven untenable: Should a
farmer feed all his grass when it is
green and plentiful and not cure and
store it for the winter when it is
scarce? Should we insist on having
all peaches and fruit 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 that canned goods
are not 5VVU ao ucaii.

Some critics of cold storages say
that the storers of butter and eggs
are becoming immensely rich and
that the farmers are getting the small
end of things. This is fallacious. Ten
years ago farmers were receiving 10
to 13 cents per dozen for eggs in the
spring; the same per pound for dairy
butter. Creamery was 17 to 20 cents
per pound. What did the farmers
receive last year? We all know that
farmers received their share of the
increase.

What did the storers of eggs pay
last year? The following carefully
prepared table will show:

Cost of assembling, preparing, car-
rying and marketing one case of eggs,
30 dozen (April 1 to January 1):
Price paid farmer at country

town, per case $5 70
-4se ana mier 30

We Buy for Cash, F. O. B. Shipping Point

EGGS AND 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.

ESTABLISHED 1891

F. J. SCHAFFER & CO.

BUTTER, EGGS

AND POULTRY

396 and 398 East High Street, Opposite Eastern Market

Associate Houses -i?n*® Eeg & Poultry Co., lonia,Mich.
'D roduce Co.. Dundee, Mich.

undee

L. B. Spencer. Pres.

SPENCER

F. L. Howell. Vice-Pres.

n o
Detroit, Mich.

B. L. Howes. Sec y and Treas

& HOWES

Wholesale and Commission Dealers in Butter, Eggs and Cheese

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

TELEPHONES i&?y « |

BUTTER. EGGS
CHEESE. FRUITS
PRODUCE OF ALL KINDS

Office and Salesrooms. 34 and 36 Market St.

Detroit, Mich.

COLD STORAGE
AND FREEZING
ROOMS

435-437-439 Winder St.

R. HIRT, JR.
WHOLESALE FRUITS AND PRODUCE

PHONES &gm 3&@

DETROIT, MICH.
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Buying cost or expense solicit-

ING o 15
Assembling freight to country
packing point ..., mio
Labor, rehandling and grading. 10
Cost of grading (disposing of
under-grades) ..., ir,
Freight, country points to Chi-
CAJO vt 25
Storage, 1 case (30 doz.) ... 30
Insurance and interest .......... 25
Rehandling and grading 35
Margin for owner ... 30
Margin for wholesaler .............. 30
Margin for retailer ... 90

Total, 30}4c per doz.;per case.$9.15

The above figures are averages that
have, been obtained from actual oper-
ations and can be verified easily.

While farmers received 19 cents
per dozen for their eggs loose in the
country, and while consumers, ac-
cording to the above, should have
paid 3014 cents per dozen, it is an
actual fact that many storage eggs
were sold in a jobbing way this
spring from 5 to 8 cents per dozen.
The same condition was true in re-
gard to butter. Who made the mon-
ey? The farmers. Who lost the
money? The legitimate storers and
speculators. For the legitimate stor-
ers we have sympathy; 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 warehouse be-
fore goods are accepted and plainly
stamped 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. Nothing 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 pro-
duction.

5 Speculators or manipulators
found gquilty 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
legitimately connected with the pro-
duction, storing and distribution or
consumption of perishable cold stor-
age products should be the motto of
all who seek to remedy existing
evils.

7. All jobbers, retailers and ped-
dlers should be required under pen-
alty by law to sell cold storage prod-
ucts as cold storage products, and all
hotel, restaurant and boarding house
keepers serving cold storage goods
should be required to post a large
sign to that effect in a prominent
place on the dining room wall.

C. D. Crittenden.

MICHIGAN
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What Other Michigan Cities Are Do- jcontains just Four weeks, or tw<

ing.
Wrritten for the Tradesman.

The Industrial Association of Bat-
tle Creek has 150 on its membership
roll and hopes to double the number
during the campaign which is now
under way.

One of the features of the annual
banquet of the Kalamazoo Commer-

cial Club, which is to be held March Itheir bills.
31, will be a series of lantern slides the hotel barber

showing the growth of the city in re- [scienceless robbers. For a plain -
[they will hand the customer a c

cent years.

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

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

Through interurban cars on fast
schedule between Kalamazoo and
Detroit, also between Lansing and

Detroit, will be put on April 4.
Lansing will soon be an important
interurban hub. Lines to St. Johns
on the north and to Jackson on the
south, the latter continuing to De-
troit, are now in operation, while

[
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Jeight days. In the careterfes am

taurants the quantity of food s
to the transient customer is “si
ed,” while the resident receives a
is entitled to. In San Francis**.m
hotel keepers advertise free tran
tation for guests to and from

News
«State.

Business

[railway stations, but charge cns

ers for the service when they
The men employe
shops are

Nish
for 25 or 50 cents and insist
the payment of the same. In
city a .day or two ago a man n;
Doyle had his hair cut. a shar
and his face shaved, for which he

[charged and compelled to pav :

Petty grafting prevails everywhe
this land of the Golden West, w
if continued, will affect the do*
travel in time from the East
cause a loss of a considerable pa
the many millions the tourists s

lin the Coast States annually.

Arthur S Whi
Seattle. March 22

The Square Deal.
C. E. Bernert. of Wym

within a few months it is expected |addressed the Retailers' A

that lines northeast to Owosso and
west to Grand Ledge will be com-
pleted.

During the past year Flint built
ten and three-quarters miles of pave-
ments, nine and one-third miles of
cement walk and six and three-quar-
ters miles of sewers. These figures
serve to make many cities that are

much larger than Flint sit up and
take notice.

Kalamazoo is having plansj pre-
pared for improving its parks and
boulevards.

The Muskegon Chamber of Com-
merce has secured four new indus-
tries for that city within the past six

Fifteen of the
Kalamazoo are members of the
freight traffic department of the
Commercial Club of that city. This
shipping branch of the Club is prov-
ing very successful. Figures show
that over a million tons of freight are
carried in and out of Kalamazoo an-
nually. Almond Griffen.

large shippers

Petty Grafting on the Pacific Coast.
Wrritten for the Tradesman.

On the Pacific coast it is consid
ered as legitimate by many tradesmen
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 money of
the tourist and do not hesitate to take
advantage of him at every opportu-
nity. In Los Angeles a lady who
formerly resided in Grand Rapids in-
formed me she could buy a bushel
of good navel oranges for 20 cents.
The tourist is charged the same
amount for one dozen. In the ho-
tels, restaurants and stores the so-
journer pays the top price for every
article he purchases, and if one rents
a suite of rooms for one month he
learns that according to the Califor
nia plan of counting time a month

of Nebraska at Omaha rec
said something regarding
dising” which the m
states might well t
“The mail order h
less than 7 per cer
dictate the prices
who sell 03 per cen
said. “It is a most
and if persisted in w
stroy the small tow*
the trouble is special
few at the expense
“The producers a
secure a square dea
man is organizing to
deal: the manufacttr
have their organizations

£ ftcai Cold Storage 33Xs

. whir]
the 3

to get

of Isquare deal; now we retailers are or

jganizing for the same purpose |

the face of all this it would seem th
easiest thing in the world to get
square deal.

“But we don't get it. The tohac
co growers of Kentucky get 7 to t
cents a pound tor their product Th’
tobacco trust charges us 43 cents fo
it, and says we must 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 foM>per annum «rs»
us at once. We will pay you IN per wee* for
every week spent on our course if we fail to secure
you a position paying the above salary. Reference»
a![I V(;;/rar‘lquapids. WI1lit for catalog "“Renk Studer!r 4
at Work.

NN KoK ]

62-68 Pearl St., Grand Rapid», Mici



Movements of Merchants.

Amv—Durrant it Son’s double
store burned last week. Loss, $i*.-
000.

Coleman—Steven David, formerh

of Scottville, will open a drug store
here.

Charlotte—Frank Allen has
his “South End” grocery to
Fast.

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

Charlotte—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.

Marshall—O. L. Linn & Son have

sold
Olgie

opened their clothing store in the
Southworth block.
Jackson — The Palmer Company

has opened a new shoe store at 1%
West Main street.
Benton Harbor—The
Sweet hardware store
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., formerly of
Bay City, have opened a wholesale
fruit and produce store here.
Cadillac—Anthony Nieuwkoop has
opened a new bakery in the rear of
Johnston & Kaiser’s grocery.
Blissfield — The Hunter-Stadleman
Hardware Co. has changed its name
to the Blissfield Hardware Co.
Lansing—The Bates & Edmonds
Motor Co. has increased its capital
stock from $100.000 to $125,000.
Gaylord—The D. M. Sly hardware
store at Vanderbilt burned last week.
Adam Loesch’s bakery also burned.
Belding—Mrs. Madge Rimes and
Miss Mina Sanborn will open a mil-
linery store at 112 W. Main street.
Birch  Run—W.illiam P. McGregc.t
has sold his stock and fixtures to
Louis B. Hubinger, of Frankenmuth.
Manistee—Patterson  Bros, have
fitted up handsome ice cream parlors
and a candy store in the Aaron block.
Hartford—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-

Chester C
is being re-

MICHIGAN

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

Marshall—A. B. Wagner has sold
his interest in the Dobbins Furnace
Company to W. R. Simons, of Battle
Creek, and Geo. W. Leedle.

Marshall—Joseph Naeckle and Bert
Schuler, proprietors of the Star Bak-

ery, have dissolved partnership. Mr.
Naeckle continues the business.
Stanton—Dr. R. L. Bentley has

purchased the real estate and mer-
chandise of the Stanton Lumber &
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. Mowers has pur-
chased the furniture stock of J. H.
Mowers and will continue the busi-
ness under the style of the Fennville
Furniture Co.

Marshall—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—Trick Bros., proprie-
tors of the 5 and 10 cent store in
Benton Harbor, have rented a store
here' and a stock of goods will be
installed probably by April 1

Kalamazoo—Frank P. Talbot, who
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 hardware stock at Albion and Mr.
Scofield will be the active manager.

Farmington—Fred L. Cook & Co.
have rented the office building form-
erly occupied by the Fred M. War-
ner Cheese Co. and will put in an
up-to-date men’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

en’s shoes; also a full line of caps |season.

and hats.

Owosso—Arthur Ward, of Muni-

Eaton Rapids—Moore & Coller, of |sing, for many years Superintendent

Lansing, have leased a building and
will open with a stock of agricultural
implements.

of the Marquette & Southeastern
Railroad, has purchased a half inter-

lest in the furniture and hardware
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business of F, W. Pearce and will
take 'an active part in the manage-
ment. The new firm will be Pearce
& Ward, and they will materially
enlarge the business.

Frankenmuth — Hubinger Brothers
have engaged in the general mer-
chandise business with an authorized
capital stock of $35,000, all of which
has been subscribed and paid in in
property.

Kalkaska—The meat market 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. North, jeweler,
and M. M. Dickinson, musical instru-
ments, whose place of business burn-
ed last winter, are preparing to re
open in the place formally occupied
by M. E. Strickland.

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

Detroit—The American Hydrostat
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for more than forty years have been
engaged in the buying and selling of
meat.

Union City—As a result of the
closing of the Farmers’ National
Bank the T. D. Willbur & Sons'

Grocery Co. has closed. The concern
is the oldest here, having been doing
business in this place for the past
forty years. Mr. Willbur is over 70
years old.

Sturgis—The merchants here have
had five itinerant clothiers arrested
for not being registered under the
State law and the quintet are in jail
at Centerville. They ran a “railroad
wreck’ clothing sale and refused to
comply with the statutes in regard
to registration, etc.

Kalamazoo—Miss K. A. Meadim-
ber, who conducts a large retail con-
fectionery establishment at Main and
Rose streets, has decided to engage
in the wholesale business and will
place several of her most popular

lines in the hands of the trade. The
plant will be enlarged.
Adrian—Allen T. Clark, with the

Roe Clothing Co. for ten or twelve
years, and Frank Weiss, long a sales-

Co. has engaged in business to deal jman with Henig, Westgate & Con-

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—William Batson, of Big
Rapids, has purchased the granite
and marble 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 Wildern jewelry
store, On Howard street, has been
purchased by W. H. Seibert, who was
the founder of the business and con-
ducted it many years before selling
nut several seasons ago to H. M.
Collins.

Mendon—M. M. Dickerson has
moved his stock of musical goods
to the store formerly occupied by Mr.
Strickland. Mr. Miers, of Grand Rap-
ids, has leased the store just vacated
by Mr. Dickerson, and will put in a
dry goods stock.

Charlotte—The remodeling of the
S. E. Cook & Co. dry goods store is
completed. The improvements in-
clude a new elevator, an enlargement
of the floor space of 2,800 square
feet, several new departments and
much new furniture.

Charlotte—J. B. Gibbons, a well
known jeweler here, has purchased
the jewelry business of H. J. Sevy
and the latter has purchased the busi-
ness of D. E. Legassee in Bellevue.
Mr. Gibbons will combine the Sevy
stock with his own.

Vassar—C. E. Mott, 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 for the farm,
stock and tools of L. J. Heinlein,
who will continue the business.

Fenton—W.illiam Smith and Hen-
ry Shipley have sold their meat mar-
ket to Fred Butcher and William
Zellner. Smith & Shipley are the old
est business firm in this place and

dra, have acquired each an interest in
the business of Henig, Westgate &
Condra, which continues to be oper
ated under the same firm name.

St. Louis—The E. J. Alexander
department 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 fur-
nace which had recently been in-
stalled. Mr. Alexander will resume
business as soon as arrangements
can be made.

Battle Creek—Kelmos & Caplanis
have purchased the Main street prop-
erty occupied by the Kelmos & Cap-
lanis confectionery store, the McGee
cigar store and the Foster millinery
store and will remodel the building
and occupy the Foster store in addi-
tion to their present quarters. Johi
Caplanis has recently bought an in-
terest in the store from Peter T.
Kelmos, whose father established the

business. The new firm expects to
spend about $10,000 repairing the
building and in installing new fix-
tures.

Detroit—Thomas S. McGraw has
sold the entire stock of Baldwin,
McGraw & Co., wholesale boot and
shoe dealers, to Morris Nobil, of
Sandusky, O., and David Spero, of
the People's Bargain Store, of Fre-
mont, O. The house of Baldwin,
McGraw & Co. dates back about
twenty years to the consolidation of
A. C. McGraw & Co. and H. P. Bald-
win, 2d, & Co. The McGraw com-
pany was founded by Alexander C.
McGraw in 1832, while H. P. Bald
win, 2d, & Co. was a continuation
of the business of Henry P. Baldwin,
begun in 1838.

The Western Michigan Transfer &
Storage Co. has engaged in business
with an authorized capital stock of
$16,000, of w'hich $8,000 has been sub-
scribed and paid in in cash. Those
interested are Alfred and Edward H.
Schantz and F. E. Brown.
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The Grocery Market.

Sugar—Local dealers quote Michi-
gan at 5.19 and Eastern at 5.29.

Coffee—The spot market is without
change and there is just a fair amount
of business being transacted. Brazil
quotations are still considerably
above figures in the United States,
and as long as Rio and Santos cof-
fees hold so firm there, no decline is
looked for here.

Canned Fruits*-The demand for
nearly the whole line of canned
fruits is heavy and the market is
firm, but prices are unchanged dur-
ing the week. The coast market 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 Vegetables—There is some
future business being transacted on
most lines qf vegetables, but nothing
of any great size. If the new ruling
which has been talked of by some
is put into effect, that only whole,
ripe tomatoes can be used in manu-
facturing catsup, it will affect the
price of canned tomatoes as well as
catsup. Future prices on tomatoes
are higher than a year ago. Spot pric-
es hold firm on everything, tomatoes,
corn, peas, beans, pumpkin and spin-
ach, and the demand shows a great
increase over two weeks ago.

Dried Fruits — The market on
prunes is firm: prices continue to ad-
vance and stocks are very small. The
wholesalers 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 more 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—The price of rice is un-
changed and the demand from the
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most of them are taking stocks only
as needed.

Spices—The market on peppers is
firm and the supply is said to be
small at primary points. Cloves are
also very firm after the advance of
last week.

Canned and Salt Fish—The de-
mand continues very good on almost
every item in the salt fish line and
prices are the same as quoted a week
ago. Supplies, however, are not large
in most varieties, but they will prob
ably be large enough to supply the
demand. Future prices on canned
salmon are expected to be higher
than prices of 1910, hut it is thought
that they will not he high enough to
lessen the sale to any extent. Sar-
dines are holding at the same prices
quoted some time ago

The Produce Market.

The produce market is moving a
little freer this week. With 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 butter seem to be the
scarcest articles on the market this

get any onions and those that are
shipped in can command any pric
Although butter is scarce it has drop
ped a little in price.

Home grown celery and sweet po
tatoes have been dropped from the
market and Irish potatoes have gone
to 30c. Veal is moving very freely
and has dropped from 10@llc to 5@
9c. Eggs are also plentiful and lo-
cal dealers are paying 13c instead of
1l4c for them.

Apples—Western, $2.75@3 per box.

Bananas—Prices
@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.

Butter — Local handlers gn
creamery at 25c for tubs and prtr
21~c¢ for No. 1; packing stock. 15c

Cabbage—45c per bu.

Carrots—40c per bu.

Celery—Florida, $2@2.25 per cas<

Cocoanuts—60c per doz. or 142
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

Honey—15@16c per ft> for white
clover and 12c for dark.

Lemons — Californas, *5.75@4 per

retail trade is just of a fair size, as lbox.

range from $150
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Lettuce—10c per ff> for leaf- Flo
ida head, %2 per hamper

Onions—Spanish. $2 per crat
home grown, $1.50 per btr - green 2L
per doz.

Oranges—RedTand navels, $325/
3.50 per box; Washington nave!
$3.2573.50.

Pop Corn—90c per btr. for *»a
3% @314c per fb for shefTed.
Potatoes—The market is steadV
30c at outside buying points.
Poultry—Local dealers pay 12"
for hens: 14c for springs; 9¢c fir
Iroosters; 15c for ducks- 12r fr
jEese; 18c for turkeys: broilers, v
25¢.
j Radishes—30c per doz.
Veal—Dealers pay 5" 9%
| T9
| Grocers Favor
Lam
tail Grocer) Df
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THE MERRY HUCKSTER.

He Will Soon Be About With His
Damaged Goods.
Wrritten for the Tradesman.

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

When berries begin to come into
the every-day market they are in
their glory. It is something of a
study in crime to watch them then.
Oranges 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-rot-
ten ones about the streets at the
rate of fifty cents a peck.

It is the custom of these people to
handle seconds and thirds, and worse.
When berries and peaches, plums,
pears, apples and like articles come
into the market 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 might be
helped a little if people would tele
phone the Board of Health 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’
without running the risk of being
beaten up by an angry housewife.

Tn some cities farmers are permit-
ted to peddle their own crops in the
streets without 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, al-
most. and everything they sell s
sold for more than a regular mer-
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
garments, 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
stormy 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 market after all buyers had left
for the day, that he waited there for
a chance customer 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
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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 that 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 measure 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, al-
most, by wood-yard measure. Wood
is worth three dollars a cord, at the
yards, but this fellow does not seem
to know it. He talks of two seven-
ty-five a cord, and you bhite.

When did a man ever overlook a
bargain in the fuel line? When 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 two 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
That 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 farmer to throw off
his load. Tf the man’s wife has been
listening to the talk, she may invite
the farmer 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 farmer unloads
his wood and goes away, with tears—
near tears—of thankfulness in his
eyes. In the morning the man no
tices that the pile is small. He loses
half an hour cording it up and dis-
covers that there is a half cord, and
no more. What 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 with the rest. The
night and the storm are important

factors in this kind of “legitimate
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 vyard,
and the huckster paid about a dol-
lar for it. Two 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 Plaster Creek rules,
but this sort of vengeance is too ex-
pensive for a busy man to indulge
in, and in most 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
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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
that 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.

It does seem as if the average
consumer needed a guardian. He
boosts the price of butter and eggs
by paying the farmer the retail price.
He chases about to fly-by-night con-
cerns to buy his clothing. He sends
the money the town 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 most foolish of all is jthe door, and throw hot water

buying of strangers who pass along
the streets crying their goods.

Melville, the grocer, saw a “farm - the dealers.

er” standing by his potato wagon in
a residence street the other day and
stopped and watched him. His load
was covered with a canvas, showing
only the surface for a few inches.
The tubers in sight were all to the
good. While 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. The grocer knew the peo-
ple who lived there, and so made
bold to follow the fellow in.

When Melville got to the Kkitchen
door the “farmer” was standing
there with his potatoes in his hand.
They did look nice. While the gro-
cer watched, the “farmer” took out
his knife and cut one in half, to
show that they were sound all the
way through.

“l'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
morning; but I'll sell you some for

forty if you want a couple of bushels
put in the cellar.”

"We need two 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 inter-
fering at first, but then he thought
he would let the lady learn her les-
son in the old way—by experience
The “farmer” brought the potatoes
along in bushel baskets and carried
them down cellar. When he got his
money and went away Melville asked
to see the tubers.

“You’re jealous of the farmer,”
laughed the woman, “but you may go
down and see my bargain if you
want to.”
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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 “farmer” had deliv-
ered from “loaded” baskets, with
about a peck of paper in the bot-
toms. What the woman said is not
to be set down here. At first she de-
clared the grocer should have warn-
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 what Fer-
dinand would say when he came
home.

Well, the season is on again. It
will be oranges, then potatoes, then
berries, then peaches, and plums, and

pears, and apples. Something all
through the year up to the cold
months, and then wood. It 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 merchant whom vyou
can reach at any time if the goods
are not as represented. When you
hear the cheerful peddler coming, lock
on
him if he is impudent—as most of
them are—when turned down. Buy of
Alfred B. Tozer.

Do not get into the habit of mak-
ing snap decisions and judgments. 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

Model D—1000 Pounds Capacity—$900 00

The Chase 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 1 shall
relate was established in a small
Middle West 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, gro-
ceries, hats and caps and boots and
shoes.

The store sold about twenty 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 remain-
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.
Something 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 smaller 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.

They agreed on the cause at last—
they agreed that it was the retai
mail order octopus that 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 want-
ed anything they would call for it

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

The volume of business was slow-
ly, surely going down. Finally, aftei
many sessions, the sons’ opinions pre-
vailed and it was up to them to bring
back the lost business and net profit.

These young men were able to see
that the day of the storekeeper wa-
over and the day for the merchant
had arrived.

They had seen the big crowds at-
tracted to the city stores by the show
windows.

They had seen many of their cus-
tomers drawn to the county seat by
He power» of the advertising of the
big dry goods stores.

They had seen the business of the
retail mail order houses growing in
that community in almost the same
ratio that their own business was
decreasing.

They saw that they as country
merchants were facing new prob-
lems, so they set about to

them.

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

meet \ A bigger, stronger

Observations 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 market were made. New
things—new goods were put on sale
The store was rearranged, an addi-
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
\" carefully selected line of popadtlar
priced goods was prominently featur-
ed—something 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. Handbills were sent out
The business began coming back
The first year reached the high point
of the best former year.

Then more thinking was done and
more sessions were held Tt was
agreed that force of advertising had
been demonstrated—poor as it was
The show windows had justified the
investment for the first time. Going
to market 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
that the merchant was demand-
ed. Plans were put on foot for a
systematic policy in advertising. The
village had no newspaper 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-
manship as a science was studied
Price tickets were used systematicai-
v for the first time.

Still more care was given to the
appearance of the store. More atten-
tion was given to the needs of the
customers. Formerly this store had
sold its cu-tomers what it thought
they should have—now it tries to sell
them what they want. The business
kept on increasing until all the busi-
ness lost to the retail mail order
houses had been regained and still it
grew. The trade zone was extended
—new customers were added. New
goods were sold to the old custom-
ers. The business continued to
grow until the volume of business for
1910 almost doubled the best former
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.
variety depart-
ment is to have a prominent 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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UNION OR OPEN SHOP.

The furniture manufacturers of this
city are facing a general strike.

If the strike occurs, as threatened,
it will be a strike without grievance
or provocation. It will he the work
of agitators and organizers who to
serve their own selfish purposes have
been fomenting industrial strife in a
city where for a half century there
have been harmony 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 intimidation, some by prom-
ises and hopes they know never can
be realized, and still others by down-
right lying. Exerting themselves to
their utmost, 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 mi-
nority voted Saturday whether or not
to strike on April 1 unless the manu-
facturers acceded to the demands
made upon them. Instead of being
canvassed by a committee of their
own members'the vote was forward
ed to Indianapolis and the union of-
ficials or committees in Indianapolis,
who have no interest in Grand Rap-
ids and know nothing of the condi-
tions. will decide what course to
pursue.

The demands upon which the strike
will be based are ostensibly, for a
horizontal lift of 10 per cent, i
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 manufacturers,
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 without
foundation for only in a very few
factories, those making cheap goods,
is work done by the piece, the day
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wage prevailing in all the factories
where quality goods are produced.

These demands are mere subter-
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 wants to
work can get a job here. The agi-
tators want to change this. They
want to create a condition in Grand
Rapids similar to that which ob-
tains in San Francisco or in Chica-
go, where membership in the union
is the first essential to securing a
job, where the walking delegate
reigns supreme. The manufacturers
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.
It is fortunate for this city and it=
chief industry that the manufactur-
ers have the moral courage and the
physical grit to meet the issue fairly
and squarely, and if necessary fight
it out.

Grand Rapids must continue to be
an open shop town. It must 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, but membership in a union
must not be made an essential to

holding a job. Upon this point there
must 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 wits 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 meet single handed.

You have not only yourself but
your patrons to protect. You do not
want your sugar salted or other dep-
redations played upon your goods.
This may not be attempted, but if
the worst comes, strive to gain the
victory through watchfulness. Pranks
that are harmless even although an-
noying at the time really create less
trouble than the ill-will which may
follow any manifestations of temper
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.
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If some novelty appropriate for the
day appeals to you as a purchaser, a
fun-loving boy allowed a free sample
of this or something desired, will
quickly initiate the public. The ma-
jority of people like a good joke, es-
pecially if played upon the other man.
Lend heart—and hand, if necessary—
to any innocent, legitimate fun, and
thus help to crowd out the objection-
able. People will have their fun on
this day, and if not harmless it is
bound to be the reverse. The origin
of the April jest dates back many
centuries and prevails in Europe as
well as here. You can not scowl it
down if you wish; better smile with
the crowd, and depend upon your
wits rather than a sharp word or look
for protection.

PLANT A TREE.

A prominent merchant in a thriving
city has opened up a new phase for
the Arbor Day exercises by donating
ten thousand catalpa trees, one to
each of the school children in his
home city. Thus the exercises which
are usually restricted to the school
grounds have been widened out to
the home. Each child will take a
personal interest in the welfare of
his or her tree. True, there are al-
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 importance of the privi-
lege in comparison with that class or
school.

The catalpa is a quick growing tree,
and before the lad has reached man
hood it will be a source of pride as
well as shade. The flowers are at-
tractive in midsummer, and the rapid
growth well illustrates the way in
which timber may be developed, not
for future generations but for our
selves, if we make the proper selec-
tion and give good care. Next 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 that this is not
a Hall of Fame, and that his inscrip-
tion, notably out of place, is sugges-
tive of ignominy.

Read Bryant's Planting of the Ap-
ple Tree or Holmes’ admirable de-
scriptions in Over the Tea-Cups, and
then consider its magnitude, its pos-
sibilities, its suggestiveness, and tell
us what more worthy gift could be
given to the future citizens of your
town.

Drifting is such an easy job that
more people drift with the current
than pull against it. The most difli
cult feat in the world is to pull
against the current which controls
our circumstances, but we will never
get up stream without.
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MOVING THE TROOPS.

Much less attention than it de-
served has been attracted by the part
that was played by the railroads of
the country in the recent movement
of troops from various parts of the
United 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, with their baggage, horses,
wagons, artillery and ammunition,
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 trans-
portation.

This speaks well for the ability of
the railroads to handle troops expe-
ditiously. Apparently the railroads
had little or no notice of what would
be required of them, hence the fact
that they succeeded in delivering the
whole army corps at the designated
points, sometimes more than a thou
sand miles removed from the initial
point of movement, speaks well for
the resourcefulness of our transporta-
tion companies.

It is understood that the Govern-
ment has regular contracts with most
of the railroads for the transporta-
tion of troops and sailors, but these
standing contracts refer to the ordi-
nary peace movement of officers and
men from one station to another in
comparatively small bodies. There
has been no such extensive move-
ment of troops as that recently com-
pleted since the war with Spain in
1S98. and the regular arrangements
with the railroad companies contem-
plate no such movement. The suc-
cess of the recent large movement of
troops is, therefore, all the more com-
mendable.

In most European countries per-
manent arrangements exist with the
railroad lines for the prompt move-
ment of troops to the frontiers in
the event of war and special facili-
ties are always in readiness for such
emergencies. Yet it may be doubted
if any of the European railroad sys-
tems could have moved nearly 20,-

000 troops, with all their impedi-
menta, such great distances as were
involved in the recent movement

with equal smoothness and precision

This experience in moving troops
in large numbers over the railroads
of the country has been of the great-
est value. It is now evident that we
have the facilities for moving vast
numbers of men and munitions of
war from one part of tjie countrv
to another on the shortest notice and
with the greatest dispatch. Theoret-
ically this was known before, but it
required a practical test to estab-
lish the fact beyond question. That
the test has been eminently success-
ful is ground for congratulation.

Because some one form of adver-
tising has proved to be a successful
business builder with you, do not for-
get that there are other kinds that
are entitled to consideration just the
same.
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TO OREGON IN 1832.

John Ball Was Among the First To
Make the Overland Journey.*
(Continued from last week.)

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
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the monotonous plains. They struck
ithe 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, &rroW3 into the camp.  Ail were ©a
They very much enjoyed the change their feet with rifles in their hands
of water, the Sweet Water being af(they were required to sleep with
cold mountain stream. They follow- their rifles by their sidem but the
ed this stream to its headwaters, Indians bad disappeared, but not until
which brought them to the celebrated [they had secured a dozen «f the best
South Pass. It was as level as the NOTSes:
prairies and covered with grazing After days of bard work they were
buffalo. To the northwest were the met by Indian runners who guided
snow clad Wind River Mountains. Jthem among the ragged ravines and
Their journey continued along its [Steep ridges, until they came out into
foot, the party going slowly expect- la beautiful mountain valley. This
ing some of Sublette’s trappers to was *Pierre’s Hole,” the rendezvous
meet them and guide them to their  Waiting for them besides the white
rendezvous. On the third of July trappers were bands of Nez Perce
they were on the headwaters of the and Flat Head Indians, sever; iron-
Colorado river, now the Green river, jdred in all, who, mounted an their
in the present state of Wyoming. Indian ponies, met Mr. Sublette

The altitude was now so high that party in fine array. Salutes wet
on the fourth of July when they were | fired, followed by friendly greeting
by the headwaters of the Lewis or INow the entire company, trader
Snake river, a branch of the Colum- jtrappers, Indians, adventurers an
bia river, they experienced a snow hunters encamped by the mountai
storm. The way became more and stream, a branch of the Lewis rive
more rugged and the horses suffered Ito recuperate and rest.
greatly, both from lack of food and  The horses found plenty of grass r>
the roughness of the way. They pasture, and the Indians had brougf
would sometimes fall rolling over and dried buffalo meat for the men. Thi
over, and one with his pack was lost |was eaten, using a layer of fat wit
over a precipice. The men, too, suf-'a layer of lean, and with a drink trot
fered great hardships. Game was the cold mountain stream seemed t
very scarce. They ate everything constitute a perfect diet, for ail grei
they found except snakes. Wyeth fat and well.
was obliged to cache some of his  Sublette’s men were all busy bai

merchandise in order to five mounts
to the sick men, who hatt become so
weak they could scarcely keep on
their horses’ backs.

One night they were attacked by
Indians who got by the guard amt
with a war-whoop firedE guns and

termg their goods ler vaAmhie ski
and trading the worn
fresh mn
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conditions.
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HART BRANDS OF FRUITS AND VEGETABLES
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Send for Catalogue

Ask Your Jobber for Hart Brands

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

Factories at HART, KENT and LEXINGTON—AB Model Pbn»

Judson Grocer Co., Distributors, Grand Rapids, Mich.
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saw a large body of Black-feet In
dians on the horizon. The Black-feet
were everybody’s enemies. Our 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 Kkilled
Antoine’s father. This was Antoine’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 with his compan-
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 at-
tacking party and there was a skirm-
ish until night. The whites 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.

Our 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 month 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. 1he air was
clear and the weather beautiful.

But the trappers did not have very
good luck. When 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 northward 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 headwaters 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 wav of getting to its waters. In
all my father's rugged life of ad-
\enture and hardship | have never
heard him complain of but this one
day. The dry atmosphere, the great
thirst,
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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 met different
bands of the Shoshone Indians. They’
traded with these Indians for dried
salmon which was to be their future
food. Some ten or twelve days after
leaving the trappers they’ came to the
mouth of the Owyhee river where it
falls into the Lewis, and they’ found
a large encampment of Indians who
were 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 streams that flowed into this
nver. They knew that the skins
would be worth 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.

They made the Indians understand
that they wished to go to Walla
Walla 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 Mountains.

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
Wyeth with four of the men and the
best horses hurried on to reach Wall i
Walla and send back relief. Father
took charge of the rest of the party.
They dried some of the old horse
meat. Their condition was very des-
perate indeed, the men stealing from
each other. Father had inured him
self to one meal a day’

While on the last ridge of the
mountains they observed on the hori-
zon what seemed to be a cloud. It
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. After
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 October, brought them
to Fort Walla Walla, where Woyetii
had been for two or three days«

They were most kindly received at
the Fort 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 two Canadians to manage it and
they started the day after father’s
arrival.  And what 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 October they
arrived at Fort Vancouver, after hav-
.ing been seven months on the way.

arld the un_certalnty of theIrJThis fort belonged to the Hudson
future tried even his endurance. Be-

Bay Co., and was on the north side
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Are You a
Troubled Man?

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

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

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

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

VOIGT MILLING CO.
QRAND RAPIDS, MICH.
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We Want Buckwheat

If you have any buckwheat grain to sell

in bag lotsor carloads write or wire

us We are always in the market and can
pay you the top priee at all times.

Watson—Higgins Milling Co.
Orand Rapids, Mich.

Evidence

Is what the man from Mis-
souri wanted when he said
“SHOW ME.”

He was just like the grocer
who buys flour—only the gro-
cer must protect himself as
well as his customers and it is
up to his trade to call for a
certain brand before he will
stock it.

“Purity Patent”
Flour

Is sold under this guarantee:
If in any one case “Purity
Patent” does not give satis-
faction in all cases you can
return it and we will refund
your money and buy your
customer a supply of favorite
flour. However, a single sack
proves our claim abort

“Purity Patent”
Made by

Grand Rapid* Grain & Milling Co.
1*4 Canal St., Grand Rapid*. Mich.

“Ceresota”

The Guaranteed

Spring Wheat Flour

Always Extra Good

Ask our Salesman for
Ceresota Cook Book

Judson Grocer Co.

Distributors

Grand Rapids, Mich.
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of the river, a little east of the mouth
of the Willamette. Dr. McLaughlin,
the chief factor, received them kindly.

A few days later some of them,
my father among the number, not
feeling that 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 wintered and then
went on to Fort George or Astoria.

From there they got a yawl and
crossed over to Chenook Point. Not
satisfied yet, towards sundown my

father walked alone three miles along
the beach, to where he had an un-
interrupted 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, optimis-
tic enough to want it and to go after
it hard enough.

Not a single achievement, nothing
has been done that 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 wants 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 trinity that will bring to pass

the things that in your wildest
flights of fancy you never dreamed
of doing. Faith, daring and hard

work have conquered every element;
the land, the water and the air have
done the things men said were im-
possible and that men were not in-
tended to do.

Our Wanamakers, Hills, Edisons,
Wrights, Fields, Curtises and Bells
had the faith and daring and backed
it up with work.

Napoleon’s faith and daring con-

quered Europe and moved moun-
tains. When 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
that thrives on hard work. At 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 Atlantic ca-
ble.

W hat was this but faith, daring and
hard work?

What made Edison the wizard of
the twentieth century but faith, hard
work and daring?

How else did Jim Hill succeed,
until to-day he wields the power of
an emperor?

Who but
Blériot and

the Wrights, Curtis,
Santos-Dumont would
have persisted in their madness of
attempting to fly, and then, when
men said it was an impossible thing,

maneuvered their craft in the air bet-
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ter than many sailors handle their f
boats in a more stable element.

From the time Pharoah built the
pyramids, down through the ages |
until the Now, the daring, faithful, j
hard workers have won. Moses led |
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 man’s voice, Edison made it his
slave; the Wright Brothers tamed the
air, all with faith, daring and hard f
work.

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

Men there have been who were
almost in sight of their goal but who

at the crucial moment lost the
qualities that make for success.
“Grapple to your soul as with

hoops of steel the friends thou hast,”
said Hamlet, and he might have add-
ed, but above all things never lose
your faith in yourself, your opti-
mism, your willingness to take chanc- je
es, to dare and to work hard toward

a definite end.—McCaskey’s Bulle-
tin.

Every live clerk should carefully
read his town paper. Keep posted.
When customers come in show them
you are informed on what they are
doing. If you read a good article
or a good editorial mention it to;
the editor. If a customer is build-
ing a new house talk to him about
the house.

A machine” clerk simply reaches
down the goods from the shelves and
then takes the money. The “selling”
clerk knows the goods, shows them,
talks them, and not only increases
sales but brings good will to the
store.

TRADESMAN

‘imported from HoilaiuT

is Stamped on Any
PRxfact That We Impart

Here’» One of Our
Leader»

Frou-Frou

ITfie Wodd’j Greatest Wafer)

Watch

Importer» of Hnttnuf Food Trmhw >

Our Brands of Vinegar

» Have Been CMtinmuiy m the tfartci
For Over Forty Years

1» this not conclusive evidence of die consumers sramo-
mg their approval os our brands for DUALITY?

Mr. Grocer - STATE SEAL” Brand Pare Sugar
Vinegar »is a class by itself, made rrom Pore Granular

rf*1 cToaPPreciat<f It 7°« MUST recognizeits most ex-
cellent FLAVOR, nearer "©Cider . 'tiegar than asv other
kind os the market today—BEW ARE OF IMITATIONS.
“tfWitfLAND’' Brand Cider and W hite pfcM ag
‘““OAKLA.W’ Brand Cider and WMce PfcMng
“STATE SEAL"™ Brand Sugar Vinegar

Oar Brands d Vinegar are profitipw u 4ak «ear WMers.
Oakland Vinegar & Pickle On

The Trade can Trust any promise made
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When Everybody Works But Fa-
ther
Writton for the Tradesman.

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

"To make a liame and_fireside cilme

For weans an' wife.
Makes the true pathos and sublime
Of human ilfe.”
For weans an’ wife,
Makes the true pathos and sublime
Of human life.”

It not only “makes the true pathos
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
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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 wifel

do? Aye, there is the rub. Shall she

TRADESMAN

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?

| 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-
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able good-for-nothing. Years after
both they and | had removed from
the home locality where | 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-
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low, but had he tried to take a man’s
place in the world it really would
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
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drawer of her desk, completion to k<
made later.

The Manager read the first pagef

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

“Dear George—I think writing you I
these long letters every day is a sure |

proof of how much | love you, don tf

you? Right under the eyes of an|l

old, bald headed eagle, too, who has f

a remarkable faculty for keeping on**
busy every minute. | thought I'd|
die just now, George, he asked me
to take a letter for him—‘after | had I
finished the one in my machine.” You j
can certainly put one over on the
slave drivers in using a typewriter.
If | didn’t write to you here I'd have
to stay up half the night to do it at
home, and you would not want me to |
lose my beauty sleep, would vyou,
dear? Your letter was on my desk j
when | came in this morning and F|
certainly did revel in those twelve
long pages. Read it twice before |
luncheon—honest, and I’ read it
again if ‘it’ leaves the office before

5. Now I'm near the end of the page 1

He’s waiting for me Tike a hawk.
His dictation is something fierce, too j
—the rankest grammar. About all hej
does know is to make me doubly
earn the paltry $12 per he pays me,

but | won't always have to work,
will T, dear? Now for the fossil
* * * *7

What the next page to George

might have been it is hard to say.
One thing is certain its conclusion
was never executed in that particular
office, for there was a stormy and im-
mediate stenographic exodus in the
‘churn” enterprise. Roselle Dean

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.

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

Success is in being what we
to be.
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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, | have gotten the shells
for the past few years, and a few
months ago | determined that the
yolk and white would build up my
constitution better than the shells,
consequently | determined to buy on
the quality™ basis. For your informa-
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tion | 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
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small, yet twelve eggs make a dozen
and a dozen eggs, we will say, are
worth 30 cents. You who keep you
nests clean, and who market your

eggs promptly, and use every care in
the handling of them, receive no more

than the ones who bring small, dirty,
rotten and held eggs. It is neither
fair to you nor fair to us. It offers

no encouragement for the up-to-date
and progressive fanner, and neither
does it condemn the methods 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 better price, or, to put it
plainly, selling practically storage
eggs for fresh. This week in New
York eggs are quoted from 25 cents
for poor held eggs to 38 cents for
extra fresh. Starting this Wweek, we
are going to buy your eggs accord-
ing to quality. We are going to pay
you for just what the candle shows
up. To the farmer who brings us
absolutely fresh-laid, big, clean eggs
we will pay full value. The farmer
who brings his rotten or spotted eggs
ve will not pay anything, but will
return 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 worth. We will make

an inducement for every farmer
to market his eggs promptly, and to
pack them carefully, and to keep the
nests clean. Raise pure-bred hens
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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 | 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
the old

times, ever remembering
adage: N‘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 | have the satisfaction of know*'
ing that when eggs leave my differ-
ent houses | 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 | would like to see every
member of this organization pledge
himself to buy eggs on a loss-off bas-
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is, or according to grade. | also
wish to see the day when the hoard
of health in each state in this union
will say to the farmer: ‘You must
not sell a rotten egg: to the mer-
chant, ‘“You must not buy a rotten
egg;’ to the dealer, ‘You mu«t not
ship a rotten egg;’ making it punish-
able by imprisonment for so doing
Then and only then will our egg?
improve in quality and trade condi
tions prosper. The man who makes
it a rule to buy quality goods usual-
ly gets the best bargain in the end.
He gets more value for his money
and more satisfaction out of what he
buys. Better a little in peace and
with right, than much with anxiety

and strife. Many men have been ruin-
ed by buying bargains."

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 judgment

on the part of the dealer, and the
other is over-persuasion by the able
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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
cow, called Josephine

en several records Johann
consin cow' hoM’ rec*

" f° * |k
?’lde 015 thaytESOSSe rTHine h in

herseff stle hoMg ,hf w<,
record for four, six, nine ai
imonths.

During her year, which
January, Josephine averaged
ithree pounds of milk a day
|way to tell just how much
three pounds of milk

Ifrom the barnyard t th<

jwould take more fuggin

buckets than you w”mid
record for one day is u
milk. This is enough to ?
families in the neighborfi
[ Josephine will

|~thday Jta
Icalves to her credit,

and enterprising salesman. There arc N0t a big cow she h

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-
fort or in conjunction with their own,
taking a chance on
all right without injury to their own
business prospects, in which case
they consider it as so many more
goods sold, regardless of tre busr-
ness principles involved.

No retail dealer, especially a retail jher that often.

grocer, should allow himself to be
persuaded, bamboozled or
into buying more goods than
ought to buy. A salesman who will

insist upon a dealer buying larger

its coming out jnight,

inveigled jbran, oats, cotton and linseed
he jer hay, cowpea hay. corn sifage wA

Ifectly formed antma
working trim 1,350 p

During the last y#
862 pounds of butter
to supply several big

Josephim
|cow and can not be
driven out to pasture in the
morning and not watched over anv
more Instead, she has to be milked
|and fed four times every
four hours. She gives so much miffe
that it is absolutely necessary to miflr
She demands special
rations, too, in the way of eornmesf
rU*e-

|dried beet pulp During the warm
weather she must be kept eomiorta-

quantities than he ought to buy at jhie by daily shower baths, which mav

one time is not deserving the con

dence of the customers of his house
A salesman who is working for the
interest of his trade, therefore, in the
best sense for the interest of the
house he represents, will not follow
such a practice. He knows that the
better service he can render his cus-
tomers the better customers 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 what house they come
from. He looks to the salesman, hr

holds him responsible for the quali-
ty of the goods, the price, the condi
tion and everything connected with
them.

It is, of course, perfectly legitimate

and entirely professional for a sales-1that will result in the

man to try to sell all the goods he
can sell legitimately, and in pursu-
ance of this entirely laudable princi
pie he will, of course, urge his cus-
tomers 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 with his best judgment; but
caje should be taken that judgment

be given with an

hose, and two electric f
kept running in her be
this way she loses no exti
ing flies, and every ounce
can go into the manufact

Egg Rules in Indiana.

IT E. Barnard, State Fo<
Drug Commissioner of India:
prepared to communicate with
ty or more cold storage men
state concerning the most con
time for holding a meeting to ;

a tentative list of rules for 1
forcement of the new Indian
storage law. Under the las

State Board of Health has t

to draft such rules as are
| for the enforcement of the measure.
But in order to adopt a
least
between the Board and the storage
men, while resulting in a proper en
forcement of the law, the storage
men will he asked to offer sugges-
tions. The rules will be adopted at
the April meeting of the State Board
of Health.

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

twenty -
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Take Precautions Against Mismating
of Shoes.

It is easy to get shoes mixed in
putting them back on the shelves, es-
pecially on a busy day, when there
are many customers and many shoes
to put up. The mismating is not
merely in sizes, but can be in qual-
ity as well, and the careful merchant
will take every precaution against it
as a source of serious loss. Discuss-
ing how shoes become mismated 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.
When a merchant 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 customer an 8 C of the
same shoe. The first one who fin-
ishes his sale will go to stock and
pull out the remaining right or left
shoe of the same size, regardless of
whether 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
whether he is right or wrong by
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
close of a busy day's selling. Aclerk
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, with-
out looking at the lining number.
1 his applies to stores where several
pairs of the same size are carried in
what is known as forward stock.
Where 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.

We 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
many 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 customers, and
the result is they frequently stay on
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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
almost nothing.

Said the manager of a shoe store,
"l worked for one man a few years
ago who required all of his clerks to
look at the lining number ’of each
Ishoe before wrapping them, but |
find it impossible to get my clerks
lto do so. The result is we have sev-
eral pairs of mismates every week.
When there is a great difference in
sizes we send them to the factory
to be mated, which takes time and

causes considerable annoyance. It 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 return-
ing them. This leaves an odd pair
on our hands which we must send
to the factory to be mated.”

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. We make the next cus-
tomer suffer for the mistake. Some-
times we re-mark 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 matter to dispose of
them, hut where there is a great dif-
Iference it is almost an impossibility.
If we are unfortunate enough to have
several pairs accumulate we sell them
lto some second-hand dealer at about
Ihalf price.”

Said the manager of another store,
"When we have mismates in stock it
is almost impossible to get the clerks
to show them. You would be sur-
prised to know, however, that 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, ‘Wrap them up.” The clerk takes
the left shoe out of the carton and
wraps them without 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.”

Where there is a wrapper employ-
ed mismates do not occur as fre-
quently as they do otherwise, but

TRADESMAN

even then they are liable to happen.
In some stores clerks are required
to pay a fine of 25 cents for every
pair of mismates he sends to the
wrapper, the quarter becoming th<
property of the wrapper for his or
her vigilance in detecting them.
Where clerks do their own wrapping
and mismates 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.

Mismates are the result of careless-
ness. When clerks are busy and each
one is trying to see how many pairs
of shoes he can sell he is not going
to take the time to look at the lining
number of each shoe before wrap-

We Supply the
BEST in

Rubber Boots
And Shoes

Marcii 28, 1811

ping it, and frequently he fails to look
at the size and width. In some in-
stances these numbers 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 great ex-
tent is to mark mate numbers on the
soles of all shoes before they are put
in stock. It is much more conven-

Honorbilt

Fine Shoes for Men
A SNAPPY LINE

At the Lowest Possible Price
Complete Catalogue Mailed Promptly

Detroit Rubber Co.

Detroit, Mich.

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.



March 28, 1811 MICHIGAN

ient for a salesman to look at the Storing Winter Shoes. i
sole of a shoe than it is to look in-  When fall comes, and if sorely j |
side at the lining. A concern has on must come, the felt goods are 11

the market a simple device for mark- |brought from the stock room and pmf |
ing mate numbers on the soles. It in stock. When the time for o |
consists of a book of duplicate num- transfer arrives many shoe retailersjI
bers, white figures on a black jare disappointed to find thatthe moth-
ground, the reverse side of which itha\/e made their usual ravages and
gummed. They can easily be moist- that a certain percentage of the stock
ened and placed on the sole, thereby is unsalable. Now is the season r
avoiding a great many annoyances |the year to take precautions against
which occur from sending out mis Josses of this sort and when the
mates. |warm goods are taken out of stock
to make room for the spring stock
iit is a matter of importance to see |
that they are properly cared for
Ordinary moth bails placed n each
carton will prevent moths from at-
|tacking woof lined and other warn
shoes. Some dealers resort to ->un-
img sulphur candles, while pfSser? u-e m

— e — o ———

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: Idifferent means of fighting this

In my hl.mele judgment the poor- isance. By all means take the pee- :
est leather is better for footwear than cautions

the best satin or velvet. The man who claim-» that the onfv |

Some people say that these ex-jy o 1o oueTtofile this »ctrance » Vi
treme novelties should be left alone sell the gOi or beWav 5137 |

by conservative retailers, and that the j . . -
! never had a taste bf th -

latter should depend more upon the of the busi aste for teh practical -od ||.

sale of staples. That is all very well. |time of the year WIMM ei[[e isce;?resbufafvjl

but if the up-to-date retailer does not I. L7
. . Kd : '
keep abreast of the times he will |ImpOSS ¢ o give: these goods away '1

d it i« : i
soon find himself a “has-been,” and lan it i« th<ttefme: beffeir to carefully mf

| —

——

- . - store thcm until next wintc?11
his old conservative trade going else- 1y, o apft tnem at fittiitulovily *rw¢l
where, where the new things are car- Ipricea
ried.

Buy your camphor balls and (

No man can tell how many pairs them  with esebisc e Then |
of shoes made of these material’ tojfa” season lsmo‘ your > *
place_z ordersfor. T_he demand may.Jshoes and Juliets will be I, a -afav- ]
continue for some time as strong as | .ondition
it is to-day, or stronger, but my sag- ! '
gestion is to go slow in placing your j
orders; rather be safe than sorry. There are some i

The shoe manufacturer will not gret to say. who, r
stand behind the wear, and thf re jgrand spring openk
tailer should not, for they are on!ihe importance of
the “millinery” order and no one gffort at attractive!
knows how they are going to turn jpIft6 interior
out deem the resu

The retailer is safe in buying can Jjay. They rm
vas and cravenettes, no matter if the jfor every few
style does become passe, because you jdealers fail to
can easily get rid of your stock with- jstore attract!«
out loss, but as to satin-, velvets and jtige. and that
silks—go very slowly. Buy 'immedi- | fililimt store
ates” only as present needs and de-jcharm them is not
maids indicate, but place no orders (pest but one of th
for the future until the present sea- \methods of advertis
son has advanced so far that you ar |
practically assured of what is the best
to do for next season.

The skins of animals have been
used for footwear almost since the lin the art of rrmrch
beginning of creation, and | believe \wanamakef. Mar-
that it will Only be a short time be- lmany other- realize
fore the “follies of fabrics” will have lsym« these store« a
passed and once more all footwear |
will be made of leather.

We are living in an extravagant j
age, and we know that women gen- | go we «ay again everv de
erally buy more footwear than they afforq something for special
need, and since fabrics have entered itjons for the spring and Ea-
into the making of them it would be Json, you may not get is
advisable for the benefit of retailers pext day or next week, but
to put up a sign that satin and velvet
footwear is not guaranteed. In many jthat it is money well «pen
instances this would assist in making Retailer.
satisfactory adjustments and retain j
ing patronage.

You Can Afford It.

-pend something *

Do not work a man mo
two hours overtime—that is.

Anger is a human boiler explosion. !expect his usual effort next

It is not only a waste of energy, but
it destroys the container of the
energy.

Tell all your business at
won’t have any left for your
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Buyer Goes to Market and Finds
That It Pays.

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

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

“l can do it that way if you wish.”
replied the buyer, "but | 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
in inexhaustible
quantity and offer-
ed to everybody,
or the things that

are left in stock by ]

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
item compared
with the profit that
will ensue.”

"All right!” 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, 1hey 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
1lrave right.”

To which the buyer cheerily7 laugh-
ed and responded:

I know 1ve got the pick of the
best stuff; |1 know | ve got 'em right,
and, just as sure as Eve got her bite
of the apple, the women around here
are going to find
prices just what they must have.”

our styles and are given the
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A few days after this conversation
the buyer asked the merchant to come
to his room and with him look at !
sample line being submitted there.

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

Just to show you how on this one
line I've saved my traveling expense”
to market 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 terms 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 that the terms
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 thor-
oughly evidenced than at the present
time, the proof being the heavy de-
mand for tailored suits for Spring,
says the Dry Goods Reporter. While
there are many beautiful examples of
the trimmed suits, the partiality
which has been given the more sim-
ple styles in the tailored suit is a mat-
ter worthy of especial note.

The attention which is now given
to the careful manufacture of the
tailored suits has undoubtedly stimu-

lated interest in
these lines. Wom-
en have found that
it is practically im-
possible to buy a
suit at the tailors
for anywhere near
the price at which
the “ready made”
can be bought at
the  store. The
most careful at-
tention is given!
the cut of the gar-
ments; the work-
manship has im-
proved to a mark-
ed extent, and the
little details which
do so much to-
ward making a
harmonious whole

) same careful consid-
oration.
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The straight figure line which is
carried out in the designing of both
the jacket -and skirt is the most not-
able feature of the tailored suit. The
jackets are cut on practically straight
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 wide 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 that 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
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youthful effect to a woman’s figure
skirt. The trousers are opened
about 18 inches at the foot, and a
stitched panel conceals the division.
Other models of a more extreme type
are made similar to men’s trousers,
with the exception that the legs of
the trousers are made full in skirt
effect.

In the more dressy suits the Em-
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 &

Wholesale Dry Goods
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Grand Rapids, Mich.

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

About 50 New Designs
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numbers that will show any merchant a good

profit.
Cable Net. Cluny Lace

Prices range at 40c,

We have Brussels Net, Nottinghams,

and Irish Points.

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 at
one o'clock Saturdays

«
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which is many times appreciated. The |
raised waist line is carried oat both |
in the cut of the jacket and by the!

application of trimmings.
The Eton jacket continues to be

MICHIGAW

Hosiery Not Durable and why.

Did you know that there are se
eral reasons why w<men's hosiei
does not wear longer?” asked fi
buyer for a big department store <

shown, but is only being taken foriihe American Wool and Cotton P
show pieces, by an occasional mer-1porter,

chant.

In the imported models con-1
siderable prominence is given to the j.
Eton, and in the high class lines there!
is expected to be some demand forj

“Well, it is a long story,” he sai
but an interesting one In the goc
old days the woman fastened I>
stockings in a way that made

them, but for the general trade therejfit comfortably to the limb and ear;

is little interest manifested in them

The collars of jackets continue to
show many of the novel features, the
sailor and deep rounded ones being
especially conspicuous. Deep revers
are noted on some of the newest
models, and oftentimes these are in
a contrasting color. When color is
used in this form, a band about three
inches deep also trims 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 many at-
tractive ways. The jackets and deep
band at the foot of the skirt are o:
satin, and the body of the skirt and
the waist are of the cloth material

the latter showing a trimming of
satin.
Serges, mannish cloths, mixtures

and satins are the materials 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. During this period the mer
chant should lay special emphasis
upon the style feature of his new

spring merchandise. During this peri
od price should be kept in the back
ground as a sales argument. New
ness and distinctiveness of mer
chandise and correctness of style are
the arguments to be used now. The
new spring merchandise should be
prominently 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.  While the spring season is in its
infancy women will pay good prices
for new and stylish merchandise,
which will not be worth nearly so
much later, when the new style ele-
ment is no longer so important.

Now is the time to feature the
spring suits and coats, the spring
shoes, the spring hats, the spring

neckwear and men's furnishings. Peo-
ple like to buy things while they are
new and fresh, before everybody else
in town has the same, -and the mer-
chant should take advantage of this
very commendable human trait while
at the same time gratifying the de-
sires of his fellow townspeople.

In business building, advertising is
a substitute for time.

at the foot. But with the comins
of a style which demands a small fig
jure, a remarkable change occtsrred
[Not only has it become necessary p
have tight fitting stockings but a ms
jority of the women are n-mg *h
stocking to hold down their wais
line.

"“They take the upper end of re-
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 suel
a way as to make the garter taut. The
hosiery act- as sort of weight, yor
see. It pulls the corset down in from
and the corset tugs the stocking snug
up around the limb. There you have
it. How long can any stocking with-
stand the «train at the toe, at the
heel and at the upper end. None oi
them stand it very long "

Here the buyer paused. After re-
flecting a moment, he continued: “TVi
you know that what | have told you
has made all kinds of experiment5
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 that makes it impossible for a
rip to start at that end of the arti-
cle. With this trouble eliminated, an
ther quickly sprang up The knees
bulged and tore. A knee cap was in-
vented last year, but the women did
not take to them very readily and
many mills which used the knee cap

see this year have abandoned it Bn
lieve me, it is the greatest problem
of the age, this attempt to devise a
scheme for a women's hose that will j
wear a reasonable length of time.

“The women generally want a fight j
article, too,” the buyer continued.
and, of course, that makes the task
all the more difficult. Lighter yarns
must he used and naturally they can
ot be as strong as those of a coars-
er texture. The invention of wom-
en’s hosiery has driven more than one
man to the state institution«.”

The demand among the women for
the new half-silk and half-lisle ho-
siery has not been phenomenal, this
buyer has found. He has one of the
largest hosiery departments in the
Eastern 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 that the seamless
hosiery for women is not so much of

howling success as many seamless
hosiery makers would have the read-
ing public believe. This buyer states
that the general fine of women’s

J
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teriorate with age and fail to powder mtie iress—esm be —rTj nmi
quickly sterilized by :mmers*ng in boiling water for a few ieconds
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Explosives Not Dangerous if Han- after it has been provided with a lock,
dled Right. iput your little stock of caps where
Powder and dynamite are carried jthey will be safe. They are the real
in stock in many hardware stores, ani |danger of the powder business. If
when put on a systematic basis can |your customer makes his purchases
be made profitable and can be han-|in the morning, and is not going out
dled with a minimum amount of dan- juntil night, just keep his caps in your
ger. Powder itself is not so danger- |metal box until he drives up to the
ous as the average citizen imagines. |front door. When they do go out,
Powder is usually kept out at the |label them “dangerous.”
magazine, which, by law. in most  Two powder stocks in one small
states is well out in the country and town with two roads being kept up
in a nearly deserted place. 1 wantjto two almost inaccessible powder
to say a word or two about powder jhoyses is the big drawback to legiti-
magazines. T saw one a short time 'mate profit. Even restrictions can
ago made of a single thickness of jnot head off price cutters, but any

cheap brick with a 28-gauge galvan-jpody of hardware merchants in any
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 prominent
merchant catering to this business
makes his powder trip everv Satur-
day, and under no circumstances will
he vary the programme. The princi-
pal thing is to get away from daily
jerkwater orders.

Powder is influential merchandise.
(loscly associated with it are caps
fuse, picks, shovels, chains, crowbars,
candles, steel and numerous other 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. Try it out. Every farmer 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-
tomer whose shell you want to crack

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

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
jrules, but the danger of dry rot is
[greater than that of an explosion.

Put the same amount of energy into
an effort to secure powder orders that
you do on builders’ hardware and
your all-powerful exclusive agency
rights will be less frowned upon by
|the man.who is almost forced to buy
|'lt your store.—Assistant Manager in
Iron Age-Hardware.

For the Clothes Yard.

Have you prepared for the spring
demand from your customers for the
re-equipment of the clothes yard’
Most housewives buy more or less of
|the needed furnishings at this sea
son.

Thi—3h the line. It comes, as you
kuow. in a number of varieties., each
one prol»ahiy possessing some ele-
ment of advantage Over the <thers
for sonie particu'ar purpose. The
price varies,. and that will he found
to be a material fletor in some in
stances. in others it will not maki
so much difference. s.ome pure!lasers
prefer good cord, ewen if it does
cost a trifle more. it is best to be
ready to satisfy them all.

You have probably found in buy-

jing that the price has not varied
much, although perhaps the best
jqualities 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 twenty-
jfive 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
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CADY DISPLAY RACK

. Keep yourvegetables off the floor and walk. It
is very cheap. "Write 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. Itincreases horse power.
Put upin i and 3 Ib. tin boxes,
10, 15 and 25 Ib. 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.

March 29, 1911

Acorn Brass Mlg. Co.
Chicago

Makes Gasoline Lighting Systems and
Everything of Metal

Established In 187J

Best 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 St. 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
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-
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manship, the results would be mar-
velous. The sales of paint, builders'
hardware and all kinds of farm sup-
Iplies 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-»
Ifrom 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 |
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 profitj
side instead of the sales question. Be-
fore they were always looking to
see how the sales compared with last
year.
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Why is the Wolverine Baler Best?
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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 business
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, roastiog
and blending it

No. |
ROVAL
Coffee
Roaster

Operated by
Electricity

to suit the trade in any part of the country. We can also lav oura 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.
catalogue which tells the whole story.

Write us for full information and our laresr

It costs you nothing to investigate Do

it now while itis fresh in your mind.
We also manufacture Electric Meat Choppers and Meat Slicing Machines.

The A. J. Deer Co.

1246 West Si., Horndl. it Y.

tx

«*ndnwils, Towersw j Twin,

Sth.
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Shop Window Is the Show Place of
the World *

It has been said that the
window is the show place of the
world, and if this be true how im-
portant it is that this most valuable
space in the dealer’s store be utilized
to the fullest extent

W ashing your windows and keeping
them clean is the first requisite of a
successful window display. No mat-
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. There-
fore | would advise that the display
windows be kept clean even although
it necessitates washing them every
day.

The next important 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. It is
a well known fact that many of the
largest department stores appropriate
from $15,000 to $25,000 each year in
pioviding suitable window displays,
a greater portion of this fund being
expended in providing suitable back-
grounds. Now, if this expenditure
is deemed essential by the depart-
ment stores, would not an appropri-
ation set aside for a display in your
windows be a legitimate expense?

In some of the large stores in
Chicago these backgrounds are pre-
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 importance of a
suitable background as considered
by experts in the line of window
decoration.

Many dealers use the Alabastine
tints extensively in making suitable
backgrounds. Some displays require
a different tint 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 customers on
your display.

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

*Address by F. H. Locke, sales manager of the
Alabastine_Company, at the annual banquet o
the Grand Rapids Retail Hardware Association.

shop

—

Jto four distinct elements
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To illustrate: If y'ou are handling
a line of garden tools, in your dis-
play see that each of the articles you
have for that purpose is displayed; in
other words, specialize on garden
tools. If you have a window display’
of saws or builders’ hardware, show

every design you carry in stock;
make it a builders’ hardware win-
dow. If y'ou are making a display of

kitchen utensils, specialize on that
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 throwing in-j
to the window' the first article you
may find most 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 most 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 might otherwise have
passed by or have been attracted to
the store of your competitor.

From my viewpoint the window is
the most effective conscientious sales-

man you can employ. It is the only
employe that 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 man is known
by the company he keeps. A store
is known by its window displays.

Every business transaction as view
ed by the merchant consists of four
elements:

1 The goods.

2. The purchaser.

3. The salesman.

4. The sale itself.

To illustrate this fourth element:

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-
tomer lined up before it, but if the
sale is not consummated your efforts
and advertising are fruitless. By an-
|alyzing this fourth element of a busi-
ness transaction, namely, the sale,
Jyou will find that it is also divided in-
or steps,
|which take place in every sale that
>is made:
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1. The attention of the customer
must be obtained. It would be an
absolute impossibility to sell any cus-
tomer whose attention you could not
secure.

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

3. To inspire a desire on the part
of your customer for the article you
have to sell.

4. The most important element is
the consummation of the sale, or, in
other words, the closing of the sale,
and this fourth element is vastly im
portant to your success and depends
upon the salesmanship of yourself or
employes.

A window' properly and attractive-
ly dressed performs the first three
elements of the sale, namely, first, it
attracts attention; 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
information appertaining to the same,
and it is always well to incorporate
into your display a feature that will
impel people to enter your store and
place themselves in the hands of your
sales force. It is therefore very es-
sential that your window be arrayed

BONDS

Municipal and Corporation
Details upon Application

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

Grand Rapids
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Bank

Capital $1,000,000
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Undivided Profits
$350,000
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Kent State Bank

Mala Office Fountain St
Facing Monroe

$500,000
225,000
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Surplus and Profits

_Deposits
6 Million Dollars

HENRY IDEMA - - President
J. A. COVODE - Vice President
J. A.S. VERDIER - - Cashier

Paid on Certificates

You can transact your banking business
with us easily by mail. Wprite us about
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in 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 s
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, | 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
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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 ef-
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 ef-
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.
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“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, |f the
customer wants to see an article, the tray is readily pulled out with gt dis-
turbing any of the other trays and placed on top of show case, which tnakes
an effective presentation of goods and they are protected from dust.

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

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

We Manufacture

Public Seating

Exclusively

ChllfC 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~hnoU the fact that we have tarnished a large majority of the city
OVIIUUIO anddistrict schools throughout the country, speaks volumes
for the merits of our school furniture. Excellence of design, construction and
materials used and moderate prices, win.

- A . . .
LAY B3 O 10mg axpsriereadias dvea s 4 Raowieage o
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.
American Seating Comp

215 Wabash Ave. CHICAGO, ILL.

NEW YORK BOSTON

GRAND RAPIDS PHILADELPHIA

"BRAN D

FooTe A JEnkss COLEfIAN’S

Terpeneless High Class

Lemon and Vanilla

W rite foroar“prewotlea offer” that combats “Factory to Family" scheme,
on getting Coleman's Extracts from yoar jobbingtrocar, or mail orderdirect to

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

The mystery of the art of sales-
manship is one of the things that
make business interesting. Why can
one man sell goods to somebody who
can not be persuaded by anybody
else? Why 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 mate-
rially decreased, and the selling end

of the business game would lose a
whole lot of attraction. The fact
that there is an element of uncer-

tainty in trying to sell a man some-
thing is what makes the salesman
work harder than the mere fact of the
monthly salary. It is more fun to
tackle a strange customer than to
enter the place of one old and tried,
where an order is to be expected as
a matter of course. All the world
loves to gamble. The most inter-
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 merchant. Until
then, you never can tell.

A large Chicago house had a star

city salesman on its list. He could
swing big orders with a certainty
that made him a marvel. He 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 customer had been label-
ed impossible by other men did not
disturb this star at all. He went in,
talked as he would to anybody else,
and in most 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. It had
developed city trade nearly to its lim-
its of possibility; but in the country
it was behind. A new campaign was
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 jReynolds in the American Artisan.

who was slated to work in the coun-
try.

"But | do not want to spare him,”
protested the city manager.
too valuable a man right
town.”

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

here ir.

“He s |
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60 Yeare
the People™
Choice,

Blue.

The Servant

Sawyer’s

Question Solved
SeethatTop

There is a solution you

may not have thought of For the
in the excellent menu and Laundry.
homelike cooking at . . .
DOUBLE
H STRENGTH.
Hotel Livingston Soidin
try. Here he is doing wonders with Grand Rapids Sifting Top
trade that has been fought and chew Boxes.
ed over year after year. Outside, talBuer*);v(gsysé
where he will be working virgin ter- bsautifult?ntard
ritory, he will tear the roof off restores the color
things. Sorry you have to lose him, toliren, lacesand
but out into the country he goes.” H Otel Cody mart{&aifadgge
They gave him a route through Itgoes twice
Wisconsin. It consisted mainly of Grand Rapids, Mich. aleuteasras other

small towns, some places running
down to the country village of 200
souls. The star left with a nice lit-
tle flourish of trumpets, and the sales
manager sat back and waited for the
orders that would make the factory
work overtime. It 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 that 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

A. B. GARDNER, Mgr..

Sawyer Crystal Blue Co.
8% Bread Street,

Many improvements have been made
BOSTON - -M ASS.

In this popular hotel. Hot and cold
water have been put in aU the rooms.

Twenty new rooms have been added,
man/ with private bath.

The lobby has been enlarged and
beautified, and the dining room moved
to the ground floor.

The rates remain the same—$200
1250 and $3.00. American plan

AU meals 50c.

There is no risk or
speculation in
handling

Awnings Bakers

sat down hard and said: "He must C
have taken to boozing. Call him in.” Ocoa‘
"Why can’t you sell goods any

and

Chocolate

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

more? he was asked when he came.
“l do not know. | do not seem

to be able to put it over out there.”
“Been attending to business?”

| Do | look it?* He did. He was

creased, worried and weary, and he

had lost ten pounds. o .
Our specialty is Awnings for Stores and

“Well, what’s the matter?” they Residences. We make common pull-up,
asked. But neither he nor they could "t ag‘ércs‘;g'\?ve:‘gro’r?”:;;C"r‘:i”n':g;ﬁd Stack 52 Highest Awards in
answer. He could not sell goods anv Covers. Catalogue on application. Europe and America

Walter Baker &Co. Ltd.

Established 1780. Dorchester, Maas.

more—in the country. That 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 went back to his city work and
astonished everybody by breaking his
own old records. He was as good in
the city as he had been bad in the
country. He fell down out in the
little “easy” towns; and in the great
city, where competition was at white
heat, he reached the heights.

Nobody has been able to explain
iit. The man himself is more puz-
zled than anybody else. He proba-
bly would buy a new hat for the man
who could solve the mystery.—J. G.

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

UNBEAM
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.

We are also jobbers of

“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. Vehicles and Farm Implements

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

BROWN & SEHLER Co., Grand Rapids.



March 29, 1911

Traverse City Council.
Traverse City, March 28—The an-
nual meeting of Traverse City U. C
T. Council, No. 361, was held in the
Council rooms, in the Majestic build-
ing, Saturday evening, March 25, and

the election of officers resulted as
follows:

Senior Counselor—Wm. S. God-
frey.

Junior Counselor—Adrian Oole.
Past Counselor—Roy Thacker.
Secretary-Treasurer—Harry Hur-
ley.

Conductor—Wm. F. Murphy.
Page—R. E. Weaver.
Sentinel—Frank W. Wilson.
Executive Committee — Herbert

Wm. S. Godfrey

Griffith, Joseph Zimmerman, Everett
E. Wheaton and Jay C. Young.

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

Past Senior Counselor
Chapman administered the
tion ceremonies with the ladies in
attendance. The Senior Counselor
appointed Brother E. C. Knowlton to
act as Chaplain for the ensuing year.

After the installation of officers the
Ladies’ Entertainment Committee
rendered a short programme as fol-
lows: Piano solo by Miss , Olive
Murphy, recitation by Miss Alberta
Lehman, violin solo by Miss Con-
stance Hoyt, with piano accompani-
ment by Howard Vader, and a vocal
selection by Miss Doris Howard. Re
frcshments were served in serve-self
style and dancing was enjoyed until
midnight.

Much credit is due the officers and
the Ladies’ Entertainment Commit-
tee for the success of the evening.
The members of the Ladies Com-
mittee are Mrs. L. W. Codman, Mrs
Adrian Oole, Mrs. Jay C. Young
Mrs. Neil Livingston and Mrs. Fred
C. Richter.

Brother Chas. E. Bird, of Coppei

Wm. L.
installa-

Council, No. 479, Hancock: Brother
Sol F. Downs, of Grand Rapids
Council, No. 131; Brother Williams,
of Marquette Council, No. 186, and

Brother W. E. Speeler, of Jackson

Council, No. 57, were guests of the

evening and enjoyed the festivities.
The Traverse City Council now has
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eighty-seven members and it is hoped
to increase this to 100 before the end
of the year.

With the Salespeople.

Ithaca—The clerks have effected
an organization, with officers: Pres-
ident, Jay Brader; Vice-President,
Arlie  Azelborn; Secretary, Sylvia
Parker; Treasurer, Arthur Maloney.
The purposes are social and also to
improve conditions, and the first re-
sult of the organization is an agree-
ment by sixteen of the leading mer-
chants to close their stores at 7:30 p.
m. except Saturdays.

Traverse City—Jack Wicks, for
four years trimmer and decorator
in the Hannah & Lay store, has gone
to Chicago to become first assistant
in Mandel Bros.” store.

Traverse City—W. S. Felton, of
the hardware division of the Hannah
& Lay store, has resigned to go to
Engaline, where he will take charge
of a hardware establishment.

Sparta—L. F. Storez, a pharmaci-:
formerly of Detroit, has taken a po-
sition in A. B. Way’s drug store,
succeeding Mr. Schall, who will en-
gage in business for himself.

Petoskev—The Fred Glass Drug
Company has secured William Roes-
er, of Bay City, a registered druggist
to take charge of the prescription and
manufacturing department.

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

Durand—J. L. Haas, of Ithaca, has
taken a position in DelLong’s hard-
ware store as tinner and plumber.

Petoskey — Miss Mabelle MCcATr-
thur has returned from California
and has taken her old place as head
of the millinery department in S
Rosenthal’s store.

Cheboygan—T. C. Gronseth, of the
Reliable Pharmacy, has resigned to
accept a similar place in Detroit. He
is succeeded here by Benjamin Hart
ford, of Wolverine.

Petoskey U. C. T. Annual.

The annual meeting of Petoskey
Council, No. 235, U. C. T., was held
Saturday evening, March 25, starting
with a banquet at the Cushman
House at 6:30, where Brother W. L.
McManus, Jr., had prepared many
good things to eat. After the ban-
quet the travelers adjourned to their
Council rooms, in the Labadie build-
ing, and elected the following offi-
cers:

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

Junior Counselor—Arthur J.  Hy-
man.

Past Counselor—E. C. Kortenhoff.

Secretary Treasurer—Thos. J. Bai-
ley.

Conductor—Asmus Petersen.

Page—Herbert Agan.

Sentinel—Geo. E. Beach.

Executive Committee — John E
Darrah and D. A. Walsh.

Charlotte—Peter Hults has pur-
chased the M. L. Munson candy stort
and will add a restaurant.

An idle man is an abomination—
whether he be rich or poor.
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Manufacturing Matters.

Detroit—The Clyde Construction
Co. has increased its capital stock
from $52,000 to $230,000.

Trenton—The Ayres Engine is
Motor Co. has changed its name to
the Trenton Engine Co.

Battle Creek—The Michigan Car-
ton Co. has increased its capitlrzation
from $200,000 to $400,000

Saginaw—The Saginaw Kiss Co
has changed its name to the Michi-
gan Candy & Specialty Co.

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. Arnold, in the firm of
Owen-Arnold Co., manufacturer of

caskets and supplies.

Detroit—The 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 $112000 has been
subscribed and paid in in cash.

Scottville—A new company ha-

bershrp of the C
creased so as to
ing when the vis
recent annual m
elected as follows
Senior Counsel
Junior Counse

Past Counselor

Conductor—Rai

Secretary and
Foote.

Page—Mr. Wft

Sentinel—Herm

Butter. Eggs, Poultry. Beans md
tatoes at Buffalo.
Buffalo. March 29—Creamery,, *
24c: dairy. 15i(x'20c: roll.  I-Stfr
poor, all kinds.

cocks, lld®I2c
Dressed Poultry—FV
chickens. ITfrlOc ttrrt
fofd cocks iif'® 12e
Beans—Pea, hand-pi«
ditim. hand-picked, $2:
picked, $2.25: white
red kidney. $3«®3.25.

Drummer on Motorcycle

the Richardson SB

been organized under the style of fhas purchased rot

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.
Detroit—R. A. Carmichael & Co

a seven horsepowe

machine will be
Iciai carriages
Ifea™t tw'i sample
| an*f Francis

have engaged in business as man-jpeen delegated tf
ufacturing chemists, with an author [this machine, can

ized capital stock of $50,000, of which
$41,000 has 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 prominent 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.
Wilcox, of this city.

Lansing—A new company has been
organized under the style of the
Michigan Distributing 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.

Detroit — The Mineral Product-
Co. has engaged in business to man-
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.

Muskegon Council.
Muskegon Council, No. 404. is ne-
gotiating with a Cincinnati firm for
the proper decoration of the city for
the annual meeting of the Grand
Council U. C. T. in June. The mem

Hach For Grand Sentine

Work
work of
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Board of Pharmacy.
President—Wm.

A. Dohany. Detroit.
Secretary—Ed. J. Rodgers, Port Huron.
Treasurer—John J. Campbell. Pigeon.
Other Members—Will E. Collins. Owos-

so: John D. Muir. Grand Rapids.

Next Meeting—Grand Rapids. Nov. 15.

16 and 17.

Michigan Retail Druggists’ Association.
President—C. A. Bugbee. Traverse City.
First Vice-President—Fred Brundageée»
Muskegon.

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

‘tSecretary—H. R. McDonald. Traverse
i

i Treasurer—Henrv Riechel. Grand Rap-
s.

Executive Committee—W. C. Kirch-
essner. Grand Rapids; R. A. Abbott.
uskegon; D. D. Alton. Fremont: S. T.
Collins. Hart; Geo. L. Davis. Hamilton.
State Pharmaceutical
tion.

President—E. E. Calkins. Ann Arbor.
First Vice-President—F. C. Cahow,
Reading.

Second Vice-President—W. A. Hyslop.
Boyne City.

Secretary—M. H. Goodale. Battle Creek.
Treasurer—Wi llis T.eisenring. Pontiac.
Next Meeting—Battle Creek.

. Grand Rapids Drug Club.
President—Wm. C. Kirchgessner.
Vice-President—O. A. Fanekboner.
Secretary—Wm. H. Tibbs.
Treasurer—Rolland Clark.

Executive Committee—Wm. OQuiglev.

Chairman; Henry Riechel. Theron Forbes.

Michigan Associa-

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, amateur 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, whatever it may he, is cer-
tainly worth looking after, studying
and developing and should not be al-
lowed to run itself. In an interesting
symposium on drug store side lines,
in the Bulletin of Pharmacy, J. Earl
Taylor, of Gridley, 111, writes 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. | think 1
shall choose post cards.

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

“We always sort our cards. We
have found that the manufacturers 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 customers’ 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. We al-
so sort these cards, and during the
last Christmas holidays we had on
our 5 cent side many cards that 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, | pre
fer post cards.

“We handle nothing less than the
two for 5 cards. The highest card-
on our rack at this moment 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 with-
out losing out. We 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 many 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. We absolutely
huv of no firm that sells elsewhere
in our town. Consequently the cards
are rarely duplicated. We have no
competition on the cards from 10
cents up. as the other merchants
seem to consider them ‘dead stock.
Let 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 estimate. ‘Goods well dis-
played are half sold,” it is true. The
drawing power of the post card for
use in sending short messages, for
birthday remembrances, and the stork-
cards, the seasonable cards, etc., call
the customers to your store many,
many times, and if the conditions
surrounding your interior decorations
and displays are right, they mav see
something else to purchase—if not at
the time, then possibly in the near
future. Another thing: People get
into the habit of going to your store
and that creates confidence. Why.
four years ago we had several cus-
tomers 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 twenty-four
square feet of racks, and about twelve
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square feet of stand displays—inclin-
ed planes.

“Here is cne strong point: We
never allow a Saturday to come with-
out changing our cards on the dis-
play racks. People are thus led to
believe that we have new cards all
He time, which, by the way, is a
fact. But so many never attempt 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 methods for boosting
sales we consider to be those already
described—upright displays, constant
changes and window work. Then for
special occasions combine newspaper
advertisements, 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 many times during the year for
mixed cards. We always use price
tickets—‘choice two for 5 cents,” etc.,
etc.

“Summing it all up, | believe that
the post card line affords an elegant
opportunity for profits. | believe it
can be made to pay in proportion to
the energies expended on it. We 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 newspaper advertisements 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 went
backward 4 per cent., but in 1908 our
increase was 154 per cent. Our
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 must be credited some
where.”

10,000,000 Cold Fizzes.

Speaking of national drinks, Eng
jland has her pink tea and browr
lale, France has her absinthe anc
.wines, Germany her beer and Ameri
ca her soda!

Just the plain, cool, sparkling pro
ihibition soda that you buy for i
|nickel or a dime over the “bar” a
any drug store, burying your nose ir
its deliciously scintilating depths, Ol
jinbihing it through the succulenl
straw.

Americans* consume some whisky-
quite a bit, in fact. Also some beer
jand a number of other alcoholic mix
,tures, but statisticians estimate thal
,while the consumption of alcoholic
jbeverages has been falling off, th<
lconsumption of soda and its compai;
ions at the softdrink emporium have
been steadily and rapidly increasing

Right now two-thirds as mucl
soda and other soft drinks are use<
every year as alcoholic drinks. The
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exact figures, if you care for them,
stand thus:

Alcoholic drinks—$1,554,005,863.

Soda and soft drinks—$1,000,000,-
000. |

All of which would seem to indi-
cate that we are becoming a nation
of “soft drinkers” of “soft drinks,”
and that the alcoholic bar is on the
wane. Prohibition, among other fac-
tors, has helped to boost the profits
of the soda water men, and America’s
proverbial “sweet tooth” has helped
a bit, too.

Other nations show evidences of
“falling for” our own seductive soda,
for it has delighted many a European
prince—and America promises to
spread the gospel of the soda
throughout the world.

There seems to be an erroneous
view entertained by some that the
retailer makes but little profit 01
soda. It is now shoved over the mar-
ble bar at a profit of from 75 to 100
per cent., and druggists find the
fountain a fine instrument for draw-
ing other 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 United States, which, placed
end to end, would make a line 230
miles long. It is estimated that 65,-
000,000 glasses of a certain root beer
are sold every year, bringing returns
of $3,250,000.

It 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 In-
stitute in Philadelphia, when a man
named Robert M. Green made the
beverage popular by the addition of
ice cream. Before that time the term,
“soda water” had been applied to a
number of mixtures none of which
were ever very popular. But at that
the term, “soda water,” is a misno-
mer, having come down from the
time when our grandmothers used to
mix up a little water, vinegar-soda
and sugar, obtaining a fizz that 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. At the close of the old
year it reached the lowest price with-
in twenty years. It is not always
possible to satisfactorily explain the
conditions governing the decline or
advance in the price of a chemical.
With arsenic, however, the cause of
the low prices is unmistakably plain.
The Western, the Canadian and the
Mexican smelters have been forced
by law to put in fume condensing
flues. This action was due to the
agitation of farmers and ranchmen
whose interests were affected by the
poisonous fumes emitted by smelters.
As arsenic is one of the principal con-
stituents of the accumulation 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 market about as much arsenic as
i? consumed in this country.
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bl., per cwt. 70 Hydrastls Canada @3 00 Zingiber ... 50
Sulphate, pure 7 Hydrastis, Can. po @2 6" Miscellaneous
Inula, po . 20® 25 Aether, Spts Nit 3f 30® 35
. Flora Ipecac, po 2 25@2 35 Aether, Spts Nit 4f 34® 38
Arnica 200 25 |ris plox .. 35® 40 Alumen, grd po 7 3® 4
Anthemis 50® 60 |alapa, pr.. . 70® 75 Annatto' ... 50
Matricaria 30® 35 Maranta, %s . @ 35 Antimoni. po ... 4® %
Folia Ecr)]dophyllum po 15® 18 ﬁnttl_rfn%nl et po T 40% g%
Barosma ... 75@2 00 NUTEDIIN oo
Cassia Acutifol, h QMIP){“”N iths g gg
Tinnevelly 15@ 20 L PV 2 rgenti Nitras oz
Cassia, Acutifol  25®@ 30 Sanguinari, po 18 Arsenicum ... 10® 12
Salvia officinalis, Scillae, po 45 ... Bairn Gllead buds 60® 65
%s and %s 1 20 Senega . Bismuth 20®2 30
Tiva Ursi o 8® 10 Serpentaria . Calcium Chlor Is g 9
- Smilax, M.. . Salcium Chlor, %s 10
Gumml Smilax, offi’s H .. Calcium Chlor, i4s @ 12
Acacia, 1st pkd. Q Spigella .. 1450150 Cantharides, Rus, @ 9
Acacia, 2nd pkd. @ Symplocarpus ® Capsici Fruc’s af 820
Acacia, 3rd pkd. ) aleriana Eng .. @ 25 Capsici Fruc’s po 22 ur eW OI I Ie
Acacia, sifted sts. Valerb|ana Ger. 15® 2(6J (C:apl Frucs B ﬁ] %41555
Acacia, po ...... 45 Zingiber a . 1 armine,
Alcoaec,laBaprg 22@ Zlnglber jS.. N 28 8arphy s e 20% gg Corner Oakes -and Commerce
Aloe. Cape .. emen assia Fructus ) . i
Aloe, SO‘éom p @ Anisum 22 .. @18 Cataceum 35 The delays and' confusion incident to moving: have been overcome
Ammoniac Apium Fgravel‘s) 13® 15 Centraria 10
Asafoetid Bird, Is 4® 6 Cera Alba
safoetida .......2 00@2  Bird, Is ...
Benzoinum (éangabls Sativa 7® 8 gera Flava g% Greater Number of Employes
Catechu, Is ardamon . rocus ... -
Catechu. %s Carui po 15 Chloroforim uo 521 Larger Stock Modern Facilities
Catechu, %s Chenopodium Chloral Hyd Crss 1 25@ 1 45
Camphorae (éo(r;andrum : gnlorgm Squibbs zocg gg'
uphorbium onium ondrus ... )
Galbanum ... E¥pter|xl Odorate 3 50%4 gg (c;mcrﬁomg e Gsrnvwv gg% ﬁs'l Please call when m the city
Gamboge oeniculum .. inchonidine P-
Gauciacum o 35 Foenugreek 7® 9 Cocaine ... 05@3 25; H H 1d* H
Koo acum P Lini e 8 Conr st s Tom Hazeltine & Perkins Drug Co. Grand Rapid*. Mich.
M astic Lini, 5% 6® 8 Creosotum @ 45
Myrrh Lobelia . . 75®@ 80 Creta bbl. @
opium Pharlaris a’n 9I® 1% greta, prep. .. gg
Shellac Rapa ... 5® reta, recip.
Shellac, bleached 60 Sinapis Alba 8® 10 Creta. lgubra . @
Tragacanth ... 90@1 Sinapis legra 9® 10 %udb_earS e Sg
pir upri_ Sulph. .
Herba Frumenti W. D, 2 00@2 50 Dextrine ... T# O a S Or
Absinthium .... 4 50@7 00 Frumenti Emery, all Nos. @
Eupatorium oz pk 2 Junipers Co Emery, po. J @ = =
Lobelia oz pk 20 Junipers Co Ergota ..po 180 1 50®1 ’?
Majorium .0z  pk 28 ‘Saccharum N _E | 90®2 10 Ether Sulph ... f
Mentra Pip. 0z pk 23 Spt Vini Galli ..1 75@6 50 Flake W hite 12®
Mentra Ver oz  pk 25 Vini Alba Galla .. g
Rue ... oz . pk 39 Vini Oporto ....1 25@2 00 Gambler . . 3 ANSWER:
Tanacetum ..V ., 22 Sponges Gelatin, Cooper @ :
B el BBt elion Sheens’ o o BHn o, T8 Neither the dealer nor h» CBSiomm
Magnesia 0
i Florida sheeps’ wool Less than box 70% H e
gglr%gsgétel’aé-at-- ?g% 28 carriage oo 3°00@3 50 Glue, brown 11® 13 By the growth of our business through advertising we save enough
Calbonate ' K-M.  18® 50 Grass sheeps’ wool Glue, white 15@ 25 in cost of salesmen, superintendence, rents, interest and use > our
Carbonate’ ... . 18® 20 plarmage ... %11 %8 glrxéﬁ%rmpaaradm . 26% gg plant to cover most of, it not all, our advertising bills  This
Oleu Nassau sheeps’ wool HUMUIUS oovvrrree, 35@ 60 advertising makes it easy to sell
Absinthium .... 7 50@8 00 carriage ... 3 50®3 75 Hydrarg Ammo’l gl 10
Amygdalae Dulc. 75® 85 Velvet extra sheeps’ Hydrarg .. Mt 85 ]
Amygdalae, Ama 8 00 8 25 wool carriage 2 00 Hydrarg Ch Cor % 85[ EY A
ANisi 190®2 00 Yellow Reef, for Hydrarg Ox Ru’'m 951
éurann Cortex é gg%% 2(5) slate useS . 1 40 ll:ilyglrarg Ungue’'m 45® gl AND
ergamii ] yrups % rar%yrum .
Cajiputi .. 85® 90 ACACIA . .omrrriennnn @ 50 Ichthyobolla, Am. 90@1 Q0
gadryophllh 1 zé%%l 38 éurqntli dCortex (g) 58 IInél_g Fedy b 3 88%31 98 PREMIUM CHOCOLATE for BAKING
......... . erri lo 5l odine, esubi
ghenopadll All ;g%f gg 1 heca(io\ g 60 II_OdOforrR ........... ] 90@4 00 All LOWNEY’S products are superfine,
innamoni . ei Aro 50 iquor Arsen e i i
Conium Mae™"""" 80® 90 Smilax OIS 50© 60  Hydrarg lod, @ » pay a good profit and are easy  seif
Citronella <O®  T# s @50 Lig. Potass Arsinit 10® 12
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MICHIGAN

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.
liable to change at any time, and country merchants will have their orders filled at

market prices at date of purchase.

ADVANCED

Index to Markets
By Miami

Col

Ammonia .. 1
Axle Grease .

B
Raked Beans
Bath Brick
Bluing
Brooms
Brushes .
Butter Color

Candles
Canned
Canned
Carbon
Catsu
Cereals
Cheese
Chewing Gum
<'hicorP/
Chocolate
Clothes
Cocoa
Coeoanut .
Cocoa Shells
Coffee

Crackers
Cream Tartar

Liried Fruits

Farinaceous Goods
Feed
Fish and_ Oysters
Fishing Tackle

Flavoring Extracts
Flour
Fresh Meats

Gelatine
Grain Rags
Grains

Jelly

Matches
Meat Extracts
Mince Meats
Molasses
Mustard

oo,

Nut?

Pipes ...
Pickles .
Playing Cards
potash;
Provisions

~Noooo

Rice
Salad Dressing
Saieratus N
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Soda

Spices
Starch
Syrups
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Vinegar .o ... 9
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W ooderwar
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Yeast Cake

ARCTIC AMMONIAD

0z
12 oz. ovals 2 doz. box 75
AXLE GREASE
Frazer’s
Itb. wood boxes, 4 doz. 3 CP
1Th. tin  boxes, 3 doz. 2 3
3%ib. tin boxes, 2 doz. 4 25
10Th. pails, per doz...6 00
15th. pails, per doz. 720
25Th. pails, per doz. -.12 00
BAKED BEANS
1Tb. can.
21b. can.
3It>. can,

BATH BRICK
English i 95
BLUING
Sawyer’s Pepper Box

Per Gross
No. 3. 3 doz. wood bxs 4 0«
No. 5, 3 doz. wood bxs 7 00
Sawver Crvstal Bag
Blue ., 4 00
BROOMS
No. 1 Carpet 4 sew ..4 00
No. 2 Carpet 4 sew ..3 75
No! 3 Carpet 3 sew ..3 50
No. 4 Carpet 3 sew ..3 25
Parlor Gem .4
Common W hisk .1
Fancy W hisk 1
W arehouse .4
BRUSHES
Scrub

Solid Back, 8 in...
Solid Back. 11 in
Pointed Ends

No. 3

No. 2

No. 1

No. 8

No. 7

No 4

No. 3 .

BUTTER COLOR

Dandelion, 25c¢ size ...2 O(
CANDLES

Paraffine, 6s .. 8

Paraffine, 12s 8%

W ieking 0

CANNED GOODS

. Apple

lib. Standards .. @1 00

Gallon . 3 20@3 50
Blackberries

2 Ib. e 1 50*21 90

Standards gallons @5 oC

Beans

Baked 85® 1 30

Red Kidney .. 85%395

String 7<1®1 15

W ax . 13@1 2f
Blueberries

Standard . 130

Gallon 6 5C

Clams
Little Neck,

lib. 1 00®1 25
Little Neck. 2th. @1 5f
Clam Bouillon

Burnham's % pt. 25

Burnham's pts 37

Burnham’ qt 7 50
Cherries

Red Standards
W hit

Fair

Good

Fancy
French Peas

Monbadon (Natural)

per doz..

NO. 10 e

Standard

%1b

Ith ... .

Picnic Tails . 275
Mackerel

Mustard, lib

Mustard. 2Th.

Soused. 1% 1b.. 180

S*oused. 2Th... 275

Tomato. 1Th.

Tomato.

Hotels @

Buttons, %s @ 14

Buttons, Is ... @ 23
. Oysters

Cove, lib...

Cove,

75 Str
QSStandard
85

DECLINED

M arrow fat .

Early June .

Early June sifted 1 15@1 80
Peaches

pie

Pineapple

¥
| o
. 25
Raspberrles
Standard ...
Salmon
Col'a River, tails 2 2
Col a River, flats ... 24
Red Alaska ... 1 75@185
Pink Alaska _ 1 30@140
. Sardines
Domestic, Vis ...
Domestic, Vi Mus 3 50
Domestic, % Mus. @7
French, Vis
French, Vis ..
Shrimps
Standard .. .. 90@1 40

Fair
Good
Fancy

Fancy
Good 115
Fair %i 00
Fancy . @1 40
No. 10 .. @3 25
CARBON OILS
Barrels
Perfection ... @ 9%
D. S. Gasoline @13V

Gas Machine
Deodor’d N ap ‘a
Cylinder
Engine
Black,

w"inter i
CEREALS
Breakfast Foods

Bear Food Pettijohns 1 9
Cream of Wheat 36 21b 4 50
Egg-O-See, 36 pkgs 285
Post Toasties T No.
[0 - 80
Post Toasties T No. 3
6 PKOS. .o 84
Apetiao Blscun 24 pk 3 o
8 PKOS.ovvccrimerririninnnnns 195
Grape Nuts 2 doz. ..2 70
Malta Vita, 36 Ith. ...2 85
Mapl- Flake, 24 lib. .2 7u
Pillsbury's Vitos, 3 dz. 4 25
Ralston ~ Health 'Food
1D 50
Saxon Wheat Food, 24
o1/ T 00
Shred heat Biscuit,
36 PKOS..oiiiiiiiiee 60
Kellogg's Toasted Corn

Flakes, 36 pkgs in es %

Vigor, 36 pKgs. e
Voigt Cream Flakes ..2 80
Zest. 20 51b...cci 4 10
Rolled Oats
Rolled Avena. bbls. .4 25
Steel Cut, 100 Ib. sk.s 2 I«
Monarch  bbl........... 90
Monarch, 90 Th. sacks 1 8)
Quaker, 18 Regular ..138
Quaker, 20 Family ...3 90
Cracked W heat
. CA
Columbia, 25 pts
Snider’s pints .
Sinder’s M pints
CHEESE
ACme @15V
Bloomingdale 13
Jersey 16
W arner 15
Riverside 14
Brick 15
l.eiden tj>15
Limburger 5
Pineapple 60
Sap Sago .. . 2°
Swiss, domestic @13
HEWING GUM
American Flag Spruce 55
Beeman’s Pepsin .. 55
Adams’ Pepsin
Best Pepsin 45
Best Pepsin, 5 2 00
Black Jack . . 5

Prices, however, are

TRADESMAN

Largest Gum Made 55 Coeoanut Drops ....... 12
Sen SeNn e 55 Coeoanut Macaroons ..18
Sen Sen Breath Perf 1 00 Coeoanut Hon. Fmgers 12
Y ucatan 55 Coeoanut Hon. Jumb’s 12
Spearmint .. ... 55 Coffee Cake 1
CHOCOLATE Coffee Cake, Iced
W alter Baker & Co.’s Crumpets.....
German’s Sweet 22 Dinner Biscuit .. .25
Premium 31 Dixie Sugar Cookies .. 9
Caracas 31 Family Cookie ... 9
Walter o. Fig Cake Assorted ...12
Premium, 30 Fig Newtons .. .
Premium, Vi 30 Florabel Cake . .12 M
CIDER, SW Fluted Coeoanut Bar 10
“Mor Frosted Creams .......
Regular barreq 50 gal 10 00 Frosted Ginger COOkIe 8
Trade barrel, 28 gals 550 Fruit Lunch iced
Vi Trade barrel 147an 3 5f Ginger Gems 8
Boiled, per gal. 6f Ginger Gems, .9
Hard, per gal.... 25 Graham Crackers ... 8
COCOA Ginger Snaps Family . 8
Baker's ... 37 Ginger Snaps N. B. C. 7Vi
Cleveland .. 21 Ginger Snaps N. B. C.
Colonial, V4s 35  Square
Colonial. %s 33 Hippodrome B-ir .
Epps . 2 Honey Cake, N. B.
Huyler . Honey Flngers As. Ice 12
Lowney, %s 3 Honey Jumbles, Iced 12
Lowney, Vis 36 Honey Flake ... 12Vi
Lowney. %s 36 Household Cookies 8
Lowney, Is 40 Household Cookies Iced 9
Van Houten, 12 Imperial .9
Van Houten, 70 Jersey Lunch . 8
Van Houten, #q Jubilee Mixed 10
Van Houten, 72 Kream Klips .25
Webb ... 23 Laddie .. .9
Wilber, %s . 33 Lemon .10
Wilber, Vis . 3> Lemon Biscuit Square 8
COCOANUT Lemon W afer .16
_ Dunham's per_Ib ’\Lﬂemonz
Vis, 51b. case .. 29 ary Ann .
Vis. 51b. case ... 28 Marshmallow W ainuts 16
Vis, 151b. case oMolasses Cakes ...
Vis. 151b. case o@vlolasses Cakes, Iced 9
is, 151b. CASe ..o 25 olasses Fruit Cookies
Vis & Vis, 151b. case  26Vi mse ed 121
Scalloped Gems .. 10 olasses’

Vis & Vis, pails
Bulk, palls
Bulk, barrels .

COFFEES, ROASTED

Rio
. 17%
17

Common
Fair

Choice
Fancy ..
Feaberry

Santos
Common
Fair
Choice
Fancy
Peaberry

Maracaibo

Fair

Choice .20
Mexican

Choice .

Fancy

) Guatemala

Fair ... .20

Fancy .22
Java

Private Growth 24@ 29

Mandling .

Aukola
Mocha

Short Bean

Long Bean
H. L. O. G

Fair ..
Fancy
Exchange Market, Steady
Spot Market, Steady
Package
New York Basis

ﬁ_rbuckle

McLaughlin’s XXXX

McLaughlin’s XXXX_sold
to retailers only. Mail all
orders direct to W.
McLaughlin & Co,, Chica-

go.
E xtract

Holland. Vi gro boxes

Felix, Vi gross 1

Hummel's foil,

Hummel's tin,

i CRACKERS

National Biscuit Company

Brand

N. B. C. Sq bbl 6Vi bx
Seymour, Rd bbl 6V bx

N. B. C.,
Select
Saratoga Flakes
Zephyrette

Oyster
N. B. C. Rd. bbl 6Vi bx 6
Gem, bbl. 6Vi boxes .. 6
Faust

. Sweet Goods
Animals
Apricot Gems
Atlantics
Atlantic. Assorted
Avena Fruit Cake
Brittle

Bumble Bee
Cadets

Honey
Chocolate Tokens
Circle Honey Cookies
Currant Fruit Biscuits 12
Cracknels 16
Coeoanut Brittle Cake 12
Coeoanut Su?ar Cake
Coeoanut Taffy Bar
Coeoanut Bar .........

Mottled Square
Oatmeal Cracker
Orange Gems
Orbit Cake
Penny Assorte
Peanut Gems
Pretzels, Hand Md..
Pretzelettes, Hand Md.
Pretzelettes. Mac. Md.
Raisin Cookies
F.aisin Gems ...
Revere, Assorted
Rittenhouse Fruit
Biscuit
Rube
Scalloped Gems
Scotch Cookies ... .
Spiced Currant Cake ..
Sugar Fingers
Sultana Fruit Biscuit 16
Spiced Ginger Cake .. 9
Spiced Ginger Cake led 10
Sugar Cakes
Sugar Squares
or small .

Sponge Lady
Sugar Crimp
Vanilla W afers
Waverly

In-er Seal Goods
per doz.
.1 00

Albert Biscuit
Animals
Arrowroot Biscuit
Baronet Biscuit
Bremmer’s Butter
W afers
Cameo Biscuit
Cheese Sandwich . .1
Chocolate Drp Centers 16
Chocolate W afers 1 00
Coeoanut Dainties
Dinner Biscuits
Domestic Cakes
Faust Oyster ...
Fig Newton
Five O’clock Te
Frotana
Gala Sugar Cakes

[
Pooo0o0®noo
SO65686 S5

March 20, 1011
CREAM TARTAR
Barrels or drums 33
oXxes 34
Square cans 36
Fancy caddies .4
DRIED FRUITS
i Apples
Sundried
Evaporated 10%@11%
Apricots
California ... 12%@14%
X itron
Corsican ... @15
urrants
pd 1 Ib. rp @10
Imported bu @ 9%
Lemon Amerlcan 13
Orange American 13
Raisins
Connosiar Cluster 3 25
Dessert Cluster ... 00

Loose Muscatels 3 Cr 5%
Loose Muscatels 4 Cr 6%
L. M. Seeded 1 Ib. 7%@8
Callfornla Prunes
L. M. seeded, bulk
Sultanas, Bleached
100-125 2 boxes. .
90-100 boxes..
80- 90 boxes..
70- 80
60- 70

boxes..
boxes..
50- 60
40- 50

boxes..
Vic less in

boxes..
50Th. cases

FARINACEOUS GOODS
s

Dried Lima

Med. Hand Picked
Brown Holland
Farina
25 1 Th. packages
Bulk, per 100 Ibs.......
Homin
100 rb. sack__ 175
Maccaroni and Vermicelli
Domestic. 10 Ib. box..
Imported, 25 Ib. box ..2 50
Pearl Barley

Pearl,

Chester
Empire

. Peas

Green, Wisconsin,
Green, Scotch, bu
Split, Ib

East India
German, sacks . .
German, broken pkg. ..
Tapioca
100 Ib. sacks
130 Ib. sacks
Pearl, 36 pkgs..
Minute, 36 pkgs
FLAVORING EXTRACTS
Foote & Jenks
Coleman Vanilla
No. 2 size .
No. 4 size
No. 3 size
No. 8 size..
Coleman jrp.
No. 2 size ..

bu.

Flake,
Pearl,

Jaxon Mexican Vanllla
1 oz. oval ... 15
2 oz. oval
4 oz. flat
8 oz. flat ..
Jaxon Terp. Lemon
1 oz. oval . .10
2
4
8

0z. oval
oz. flat
oz. flat
Jennings (D. C. Brand)
Extract Vanilla
Terpeneless Exract Lemon

No. 2 Panel, per doz. 75
No. 4 Panel, per doz. 150
No. 6 Panel, per doz. 2 00
No. 3 Taper per doz. 150

2 0z. Full Measure doz. 1 25
40z. Full Measure doz. 2 40
Jannings (D. C. Brand)

Ginger Snaps. N. B. ‘C. 100
Graﬁam Crackers, Red Ng: iggﬂgl SSI 38§ %53
Jolnsr??ee '800 No. gPaneI per dé)z 3 80
No. Taper, per doz. 2 00
k/lemohn 5” aps Cof 50 10z Full Measure doz. 90
ars ma ow Cofree 1205 2 0Z. Full Measure doz. 2 00
Oatmeal Crackers 7.1 00 f0% Full Measure doz. 4 00
No. 2 Panel assorted 1 00
Old Time Sugar Cook. 1 00 Crescent Mfg. Co
Oval Salt Biscuit .1 00 Mapl emg '
Oystenttes 90 2 0z per Aoz 3 00
Pretzelelt(;e‘.;\sst Hd. Md. I180 Michigan Maple Syrup Co.
altine Biscuit 100 g IeK%”é?kae?rggg 2 25
Saratoga Flakes .il 88 P GR AleBAGS :

Social Tea Biscuit
Seda Crackers N. B. C. 1 00

Amoskeag, 100 in bale 19

Amoskeag less than bl 19%
Doda Crackers Select 1 00

S. S. Butter Crackers 1 50 GRAIN \/\p/‘hlé:)at’: OUR
Triumph Cakes 16 Red 86
Lretda Biscuit 50 White 83

I’needa Jinjer W"ayfer 1 00]

Uneeda Lunch Biscuit 50
Vanilla W afers .. .10
W ater Thin Bisc 10

Zu Zu Ginger Snaps 50

Zwieback

In Special Tin Packages.i
. Per do

Festino

Nabisco. 25c

Nabisco. 10c 0

Champagne wafer .2 50

Per tin in bulk

Sorbetto .1

Nabisco

Festino

Bent’s W ater Crfiekers 1 40

0z.1 ar
25 Flour In barrels,

Winter W heat Flour
Local Brands
Patents
Second Patents
Straight
Selcond Straight

.. 400
25c per
barrel additional.

Lemon & Wheeler Co-
Big Wonder %s cloth 4 50
Big Wonder %s cloth 4 50
Worden Grocer Co.’s Brand
Quaker, paper ...4 70
Quaker, cloth .4 60

4 60

Wykes
Ellipse y
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Lemon & W heeler Co.

W hite Star, Vis cloth 5 50
W hite Star, V4s cloth 5 40
W hite Star, Vis cloth 5 30

Worden Grocer Co.
American Eagle, % cl 535
Grand  Rapids Grain &

Milling Co. Brands

Purity, Patent ... 5 Go
Seal of Minnesota 6 lu
Wizard Flour .4 60
Wizard Graham .4 60
Wizard Gran. Meal ..3 6u
Wizard Buckwheat ..6 00
RYE 4 40

SF?rlngB W heat Flour

0 aker's Brand
Golden” Horn, family 5 40
Golden Horn, bakers 5 30
W isconsin Rye 50
Judson Grocer Co.'s Brand
Ceresota, Vis .6 10
Ceresota, MS .
Ceresota, Vis ..
Lemon & Wheelers Brand
Wingold, Vis .. .6 0
Wingold, Vis

Wingold, Vis

Worden Grocer Co.’s Brand
Laurel, Vis cloth .5 80
Laurel, V4s cloth ......5 70
Laurel, V4 & Vis paper 5 60
Laurel, Vis cloth ... 5 80
Voigt Mllllng Co.’s Brand
Voigt’s Crescent ... 5 60
Voigt’'s Flouroigt ___ 5 60

Voigt’s thglenlc

Wykes & Co.
Sleepy Eye, Vis cloth..6 00
Sleepy Eye, Vis cloth..» 90
Sleepy Eye, Vis cloth..» 80
Sleepy Eye, Vs paper 5 80
Sleepy Eye, Vis pa_?_er 5 80
W atson-Higgins Milling Co.
Perfection Flour ....5 00
Tip Top Flour 4 60
Golden Slieaf Flour ..4 20
Marshall's Best Flour 5 80
Perfection Buckwheat 3 00
Tip Top Buckwheat 2 80
Badger Dairy Feed 24 00
Alfalfa Horse Feed 26 00
Kafir Corn
Hoyle Scratch Feed ..1 50

Bolted
Golden Granulated ...3 60
St. Car Feed screened 20 00
No. 1 Corn and Oats 20 00

Corn, cracked ......... 19 00
Corn Meal, coarse ..19 00
Winter Wheat Bran 26 00
Buffalo Gluten Feed 30 00
Dairy Feeds
Wykes & Co.

O P Linseed Meal ..37 50
O P Laxo-Cake-Meal 34 00
Cottonseed Meal
Gluten Feed ...
Brewers’ Grains
Hammond Dairy Feed 24 00

Alfalfa Meal .................. 26 00
Oats
Michigan harlots .... 36
Less than carlots ... 38
Corn
Carlots e 48
Less than carlots ... 50
ay
Carlots i 16
Less than carlots ... 17
MAPLEINE
2 os. bottles, per doz. 3 00
MOLASSES
New Orleans
Fancy Open Kettle .. 42
Choice ... 35
Good 22
Fair 20
Half barrels 2¢ extra
MINCE MEAT
Per case .. 85
MUSTARD
Vi Ib. 6 n>. box 18
oL
Bulk, 1 gal. kegs 1 10if)l 20
Bulk, 2 gal. kegs 9<d>l 10
Bulk, 5 gal. kegs 90g)l 0»
Stuffed, Sea. . .90

Stuffed, 8 oz..

Stuffed, 14 oz. . .2
Pltted (not stuffed)
.2 25

Manzanllla 8 oz .90
Lunch, 10 oz.. 135
Lunch, 16 oz. .2 25
Queen, Mammoth, 19

09, s 376
Queen Mammoth, 28 -

per AOZ oo 225
TOOTH PICKS
Hardwood Tooth Picks 2 00

PICKLES

Medium
els, 1,200 count ..7 75
600 count 4 50
gs

llon kegs __
Gherkins

Babbttt’a

MICHIGAN

8

TRADESMAN

9
PROVISIONS Mess, 10 Ibs 195520Tb cans Vi dz.
Barreled Pork Mess. 8 tbs.... 1 501101b cians, % dz.
Clear Back 22 00 No. 1. 100 — 1550 5Ib. e ans. %dz.
Short Cut .. .18 50 No. 1, 40 Ibs......... " 680 2u»rb. cans 2 dz.
Short Cut C 18 50 INo. 1. 10 Ibs Pure Cane
Bean ... 20 00 No. I. 8 tbSuvivn, 143 Fair
Brisket, Clear 23 00 o fi
f W hitefish .
Pig . 23 00 4199 b
Clear Familv 2 or 5 %51 Michigan Maple 3yru{
Dry Sait Meats 1121 Brand
S P Bellies .eceecnenas 1 92 Kalkaska, per doz
Lard | 4 TEA
Pure in tierces 2101 . Japan
Compound lard 75! Sundried. medium .2
Ib. tubs... .adv 65
60 Ib. tubs ....advance M SHOE BLACKING
50 Ib. tins ....advance W Handy Box. large 3 dz 2 501
20 Ib. pails ...advance % Handy Box, small ....1 25! Regular
10 Ib. pails .advance % Bixby's Royal Polish 85iRegular
5 Ib. pails __advance 1 IMiller's Crown Polish 851Basket-
8 Ib. pails ...advance 1 | Scotch, Dlagd an
Smoked M eats cotch, in bladders ... !
Hams, 12 Ib. average. .14vi | Maccaboy, in_jars 33 [Nibs
Hams, 14 Ib. average. .14v4 | French Rappie gn jars .43y
Hams, 16 Ib. aver 13Vi@14 SOA ’
Hams, 18 Ib. aver Il#14 ). s, Kk & Co.

Skinned Hams

Ham, d

i i I American Family 4 00 Mo-yunc
ried beefg';\{ger%';’ :B sky Diamond 50 80z 2 90j

10

wi# » b4
rape

EtaU

Butter Plates

California Hams ..11@11Vi USk% D'nd 100 5 oz 3 80;
Picnic Boiled Ham» ap - Olmpg%atl)ars 300
Beoriin Ham, feied ﬁ‘i/. White Russian 3 80
Minced Ham P Dome, oval bars .3 00 Young Hyson
Bacon N 16@16V| satinet, oval ... 270
Sdisiges  Snouhetny:, 190, cakese ! O Soicmg
Bologna . Jii@ 8 Le tea " ormGsa, fancy Mop- Sticks
QVI@%&) II\\I/(cJJrr))// 81OOZoz
1 Star .. : English Breakfast
Tongu 11 Lautz Bros, ft
Headchee 9 Acme. 30 bars,75 Ibs "400 E
Acme, 25 bars, 75 4Bs.490
14 00 ﬁcme, 21%0 bari. 70 3 ths.380
..14 00 cme. cakes.. . E
Big Master, 70 ba 295 MAICY ~KISts
.. 120jGerman Mottled TOBACCO
. German Mottled.
Marseilles, 100 cafe
90 i Marseilles, iw> eks 4 90
60 i Marseilles, 100 ek toil 4 00
00 Marsellles V&bx toilet 2 10.
. Wrisiey
35 Good Cheer
} 2001d Country
gﬁeﬁ mlddl%s gl‘lfl %O Soap” Powders
eep, per bundle Snow. Bo , 24s famil
Uncolored Butte rTne siz y ..................... y 30
Solid dairy @ Snow Boy, 60 5C --------- 2 40!
Country Roils ... 11@1 Snow Boy, 30 10c ... .2 40;
Canned Meats Gold Dust, 24 large ..4 SOj
Corned beef, .3 90 1Gold Dust, 100-Se ......4 9 i
Corned beef, 1 Kirkoline. 24 4tb. .3
Roast beef, 2 Ib .3 Pearline .3 j
Roastd beef, 1 Ib 1 95 |Soapine ... 4
Potted Ham, Vis .. 5 itt'
Bomidd ':'amy \\//i_s e §SQBabb|tts 1778 3
evile am, Vis v
Deviled Ham. Vis ... &\//Avrirsnd%léjrs 33 Z;%
Potted tongue. Vis .... 50 Soap pounds
Potted tongue Vis .... 90 jonhnson's Fine
RICE Johnson’s XXX
Fancy Vi Nine O'clock ..
Japan Rub-No-More —
Broken .. A\ Scouring
SALAD DRESSWG Enoch Morgan’s Sons
Columbia, Vi pint. |Sapoiio, gross lots ....9 90
Columbja, 1 pint.. g 00 "sapolio, half gro. lots 4 50
Durkee’s, large, 1'doz." 4 50 Sapoijo’ single boxes 2 25
Durkee’s, small, 2 doz. 5 2 Sapolio, hand -2 25 .
Snider’s,  large,” 1 doz. 2 35 Stourine M anufacturing Go #tiwlse "esa
Snider’s, small, 2 doz. 135 Seqyurine, 50 cakes 90
SALERATUS Scourine, 109 cakes .. 3 »0
Packed 60 Ibs. In box SODA
Srrln dand Hammer S 0OO BOXES oo 5v9 iWasd 3aw z
eland’s . i 9
DW|ghts <ow g 0o Kegs. Engsl'ljsthE.S. ................ 4%
00
Whole Spices
Standard -1 80 Ajispice, Jamalcpa ..........
W yandotte, ba ...3 00 Alispice, large Garden 11
SAL SODA Cloves, Zanzibar 19
Granulated, bbls....... 80 Cassia, Canton
Granulated, 100 Ibs.cs. 90 Cassia. 5c pkg. doz. '25
Granulated, 36§gkgs. 120 Ginger, African ... 9%
SAL Ginger, Cochin
Common Grades Mace. Penang i
100 3 Ib. sacks .2 Mixed, No. 1
60 5 Ib. sacks... 2 2 Mixed NO. 2
28 10Vi Ib. sacks __ 2 10 Mixed, s. doz.
56 Ib. sacks .3 Nutmegs f’5g
28 fb. sacks l7yutmegsBI105k110
epper, ac
56 fb. dairy in drill bags 40
28 Ib. dairy in drill bags 20 Egggg; (\éva';,'etﬁne
| Sﬁ'“ Rock ) Paprika, Hungarian .
56 Ib. sacks ... 4 Pure Ground in Bulk
| gom_mon g0 Allspice, Jamaica ... 12
ar%r‘“ atef Cloves, Zanzibar ......19
eatum. NS e Cassia, Canton __ .....12
Cod Ginger, African . 'S i %fel
Large whole Q 7Vi Nutme 75-80 Ten Penittf ..
Small whole (G PeuppergSBlack . 11% alk i
Strips or bricks 7Vi®10Vi I Yankee €8rl
Polfock i Pepper, Cayenne ... .l« TW
Paprika, Hun arian .45 Cotton, 3 ply
(S: %g F% CoCSOR, 4 ply
C
Holland Herring
Y M."wh. hoop, bbls’ 11 001,\K,,'U"Zgzs),f°r2do I, 'gﬁgs' i \
Y. M. Wh hoop, Vibbl. Muzzy. 40 11b. pkgs. .1 lb-, »ales
Y. M. wh. hoops, kegs 5 Gloss VINEGAR
Y. M. wh. hoop Milchers ngsford
kegs - 85jlver Gloss, 40 libs. 7% Oakland apple rider
Queen, 1050 .Sjlver Gloss, 16 JThs. 6% State Seal szgar —
Queen, 5]S|Iver Gloss, 12 ®Ibs. SV5 40 gram pars w hite
Queen, kegs 9! Muzzy fire*®.
48 lib. packages Sthr"ClP\/\b>
No. 1, 100 Ibs .7 50 16 51b. gackages . *05 NO. § .aroM ...
No. 1, 40 Ibs.. 325 12 6Th. packages . « No. £ per grimm
No. 1, 10 Ibs. 90 50Th. boxes 2% No 2 per grntm 30 .
No. 1. 9 lbs.. 75 SYRUPS No S_per.irnw .. ... _[ci6éd Bass
Mack 600CNVMPI T110SS- AI9S
Mess, 100 tbs... 8*
V49 Ib*, 34 S99 G+ No*

1
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J *ezzwezsaar. m *
ssqms
JandL P 2L
vasu«” da* -w m i

Sddff

o Jm jasse

- wets-?—-* Pans

igw ee  *»
Citmum, 4»
-cops 3 .U

sgs 39

>zrHer j/mda — 9 SB
ff— ’\?
Cara BlnaJ as 35

ralth/ 3 39
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Special Price C t
AXLE GREASE Jute
60ft. SAFES
72ft. 90
90ft. 105
120ft, 1 50
Cotton Victor
50ft.
«Oft.
70ft.
Cotton Windsor
50ft
60ft.
. . 70ft.
Mica, tin boxes 9 00 goft, Full line of fire arid bur-
Paragon 6 00 glarkprgof rfafe§|_ kdept In
Cotton Braided stoc y t e radesman
G POWDER 50ft... 1 CompanY |rt%/ five sizes
Royal tof and styles on hand at all
10¢ size 9o 60ft... times—twice as many safes
as are carried by any other
cans 135 Galvanized Wire house in the State. "If you
60z. cans 1 90 No. 20. each 100ft. long 1 90 are unable to visit Grand
No. 19. each 100ft. long 2 10 Rapids and inspect the
Victh. cans 2 50 line personally, write for
Ib. cans 3 75 COFFEE quotations.
. Roasted
lib. cans 4 80 SOAP
; Dwinell-Wright Co.’s B’ds
¢lb. cans 13 00 g Reaver Soao Co.’s Brand
51b. cans 21 50
YOUR
OWN
PRIVATE
BRAND
JtoNBtL
100  cakes,large size. .6 50
50 cakes,large size..325
100 cakessmall size..385
50 cakes.small size..l 95
Tradesman Co.’s Brand
Wﬂite nouse, Izilbb.
. ite House, ..
Wabash  Baking Powder pycefsior, Blend, lib.
Co., Wabash, Ind. Excelsior, Blend. 21b.
80 oz. tin cans ... Tip Top. Blend, lib.
:,ig 0z. tin cans Royal Blend .........
oz.tincans .. Royal High Grade
16 oztincans Sugerlor Blend e Black Hawk, one box 250
114(1) oz%l_ncans -- Boston Combination Black Hawk, five bxs 2 40
0z. tin cans
; Black Hawk, ten bxs
8 oztincans . Distributed by Judson 2%
4 oztincans Grocer Co.. Grand Rapids; TABLE SAUCES
3;% oz. t“nn bmélkketp 80 Lee & Cady, Detroit; Sy- Halford, large
z. ti ucket ...
11 oz. glass tumbler .. 85 nma(w;s BBr?Sanf CDoaVISSag‘l& Halford, small
6 oz. glass tumbler .. 75 Wwarner. Jackson; Gods-
16 oz. pint mason jar 8 mark. Durand & Co. Bat-
CIGARS Il'lgled%.reEK' Fielbach Co.,

Johnson Cigar Co.’s Brand

FISHING TACKLE

Use

Cotton Lines

S C. TV. 1.000 lots .31 NO 3 10feet
El Portana 33 3 15feet
Evenlni; Press "4 15feet
svxemdp alrG Co. Brand No. %’ 11135ffeet
orden Grocer Co. Bran 0. 6, eet
No. 7. 15feet T d l I I
. Ben Hur No. 8. 15feet ra es an
Perfection No. 9, 15 feet
Perfection Extras .
Londres . 35 Linen Lines
Londres Grand .
Standard
Puritanos ...
Panatellas, Finas
Panatellas, Bock Poles
Jockey Club Bamboo, 14 ft., per doz. 55 Cou pon
COCOANUT Bamboo, 16 ft., per doz. 60
\NU Bamboo, 18 ft., per doz. 80
Baker’s Brazil Shredded
10 5¢ pkgs., per case B .
36 10c pkgs.. per case 2 60{Small size, doz...
16 10c and 38 5¢c pkgs. Large size, doz... Made by
PEer Case .min s 60 GELATINE
Cox’s, 1 doz. large 1 80
CLOTHSIiESSa|L|NES iCox’s. 1 doz. smgall_l 00
60ft 3 thread, extra. 1 00 Knoxis gparkiing, doz. 125
72ft. 3 thread, extra. 140‘“2?5)(()3 SSpé“rlklmg 9 Tradesman Company
B 3 howy s 1Ris A i Wi
. xfor
72ft 6 thread, extra Plymouth Rock Grand Rapidi» Mich.
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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 Detroit Salesrooms
233 W. Jackson Blvd. 84 Jefferson Ave.

New York Salesrooms
732 Broadway

Outlast Shingles

Slag or Tin

HERE is no question but that Reynolds Flexible As-
S phalt Slate is the most durable and satisfactory roof-

ing material known today. It ispractically indestruc-
tible. These slates are 8x13 inches in size, lay 4 inches to
the weather, and because of their slightly flexible nature,
are never broken by frost,and ice.

Reynolds
Flexible Asphalt
Slate

are made of asphalt (no coal tar) felt and crushed granite.
Cost about one-half the price of quarry slate laid, and last
much longer. Never need painting. Do not hold snow.
Cannot stain rain water and are fire and lightning proof.

Reynolds Flexible Asphalt Slate makes a fine looking
roof—fully up to quarry slate in appearance. We back
them with a ten year guarantee, but know from years of
experience that they will last many times that length of
time. Write for free booklet on slate.

We also manufacture Asphalt Granite roofing in rolls.

H. M. Reynolds Roofing Co.

172 Oakland Ave.
Grand Rapids, Mich.
Established 1868



March 29, 1911

BUSINESS-WANTS DEPARTMENT

\ i>urn''Cinciliv jj

BUSINESS CHANCES.
For Sale—$6,000 general stock _clean

STM 1o | TM o
Best 8f H3iry” CourtlyMMEBIARY
building; ren very Teasonable.
banks 1n town and only two stores. No
trades considered. Address Box F, Wells,
Minn. go!

For Sale—Best present opening in

worth $2,500 and a good practice for the
right man. Call on or address A. L.
Randall, Dansville, Michigan. 99

For Sale—Up-to-date racket store; ex-
cellent location, town 10,500 population;
good trade; well advertised; reason sell-
ing, other business. Box 210,
Brownsville, Texas. 298

SELLERS OF MERCHANDISE -If you
wish to sell your stock of merchandise,
LIST it with® W. D. Hamilton & Co.,
1037 Main St.. Galesburg, 11l 297

For Sale—Drug and jewelry store do-

ing a fine business. "Best “location in
town. Good reasons for selling. Address
D- H. Bryant, Charlotte, Michigan. 296

For Sale—Greenhouse, nice plot, much
land. Five-room house, located in largest

summer resort in Northern Michigan.
Taken on mortgage. 1am too old to run
it.  Younger man can qut rich. here.
Sacrifice price. Address J. G. Bain, Pe-
toskey, Mich. 295

For Sale—Drug and grocery store in

a thriving farming, lumbering and resort,
northern village of 500 inhabitants. Sur-
rounded by well settled country. Will
sell at .inventory price, Estimated at
$1,200. Terms on part if desired. Build-
ing for sale or rent. Address No. 292
care Tradesman. 292
For Sale—A first-class stock of general
merchandise, located in Genesee county,
the best location in the town and at the
right price. Address No. 291, care Trades-
man. 291

LISTEN, MR. MERCHANT

We are readi¥,

right now. to conduct a business |

UirulAftH Tbansawaai

For Sale—Stock of general merchan- rar Sale-
dise, inventorying $2500. eight mile?»
south of Custer. "Rare opportunity Pro- iwng in t

i tl jied. M C. Hoff .
Bk RO R0 S, et Wi PO idaress 30

For ~Sale—Country store, dr oods, | pay cash for stacks er pars w
groceries, shoes, drugs. StOCﬁ %ﬁyoﬁo,lof" rge¥cha_ndise. Mu«<t  be E<fwu—Upii,
real estate $2.500. New countrg, farming 1Kaufer. Milwaukee. Wist m
and lumbering. 1910 sales $12,400 Cream 0%9»

|S'tahti%n 11In connectigrj. ¢ Blusmess gstt_ab— Il féllr%pyerlr'lsrmnH or BT
ishe ears. irst-class condition. Il m BapgflUBT. )
Terms easy 1o reliable  buyer. Owner UI*xET [f Tras wwar M Biisy,
cannot look after business. Address_No 1swB or a®y I of or
272, care Tradesman. 272 %prot;rrt mt ey fogli
: iir~

For Sale or Trade—Fine orchard ofﬁlﬁéa\/f\dllBS Jifef 9
1t5'00do éo _1&%,000 l%e_?rmtgd apptl)e ttlrfees_i{l d MM
standard winters. Situated in best frui

ge!'i in .dSr.th?shingt?Q clour&ty'. Ark. ~ Safes Opened—W E, 3feeiA mt# nrr
oil is goo e lay of the land “is per- ; -
fect Well fenced, good buildings. V\Rant 1Grand Rapi«#. Mscfe. im
ood clean stock Tgeneral merchandise

rices must be right when writing in hwuf wamt

articulars..  Encumbered- Outlook™ for o

ruit crop is good. For particulars write Ikt CIEiCh— us
S. R. Stone, Olathe, Kan. VO 1 v 5 foriMEPW rrdwl 1

Administrator Sale—Two-story double
store; lot, groceries, restaurant and room-
ing. house; fixtures; annual sales $;5069.
gmck_sale rice, $2,500, Chas. A. Sfeeffer,

ennviUe, Mich. 207

For Sale—One 300 account McCaskey ;
register cheap. Address A. B. carel
Michigan Tradesman. 53 >

For Sale—Here Is a splendid oppor-!
tunlty for someone. General stock mer-{

ehandise. Wifi invoice about $1,400.!
Store, depot, postoffice and living rooms!
under one roof, Good barn and 6% acres
ood land. Buildings in good repair. Cash\
or stock. Bmldn}ags and land on easy |
terms. , Al romley, Englishviilé. s
Mich.

For Sale—75 room Chicago family ho- :
tel, convenient to university; Clears|
$2,500, price $4,500. For Sale—50 room
Northern Illinois hotel, price $5500 For
particulars address Frank Cleveland,

1261 Adams Express Bldg..
nois.
T ™.

» o

Chicago, MB- i
294

~ n ' —
Po-wser **1l-measuring

IS a Pointer

buildin_?, profit producing advertising campaign.

that will increase your cash sales ffom three to nearIP/ as good as new. Onej

six times, dispose of old goods, and leave your t'*0-barrel steel floor tank, $40, cost $05.

Eu iness in a stronger, healthier condition than I JLe two-barrel floor cellar_tank $50, east
efore. <5,  Faye E. Wenzel, Edgeti*. Mich.
Comstock-Grisier Advertising & Sales Co. ' Mz

907 Ohio Building Toicd«, vnio j For Sale—$1,500 stock groceries and

hardware in new farming country On- |

i i tral Michigan. Last_year's storé sales
tovvalfly%%{)e’reff,tr %Eoossfboo?eg?g?g,';d d{#gﬁ $10,000. Produce business connected, 40
who must take charge and ‘manage busi-1 — tohis season-  Sei#
@ss_.____/_ﬁig_d_[gs_ ,_c_a_r_e;__'_l'_[ggi_e_:_s_man_. - ess. Address No. 263®care Tradesrﬁgﬁ?'J

Pum_{) in "Seed—We have Tfor sale at .
quatnity of “Mammoth” field variety L— — i
pumpkin seed, which we have saved at LIVE RETAILER wanted in each;

our Clay City, Indiana; factory (famous tp)(l‘lto rePreaent u* on our corn flakes,
for fine pumpkin). Many of you gro- »ole representation given at prices job-1
cers have handled our high grade pump-!her3 Pay for other brands. 25% addi—

kin, either under our label or under your tional profitbelongs to the retailer who:
jobber's private label, and know there acts_quicldy. irst come,

are no finer ﬁoods packed. These seeds quality of " the corn flakes is so gooc

are saved when packing such pumpkin customers notice it and “repeat™ busi-1
and_are the finest canning variety known. ness always follows. ~Standard Pure |
Write us. for prices and samples. Lado- Food Co., ‘Owosso, Michigan. 2%

ga Canning Company, Ladoga, Indiana.

For Sale—Stock of general merchandise

; e . located In a good Central Illinois town |
Listen Merchants. This is the time of 451200 Doing a fine business. Best i
year to get ready for an auction sale, no of rdasons give% for selling. Stock will

matter where located, how large or small, j i ifi ) i
1 give satisfaction and get “more than ”‘t‘,’f;'r”in?;'g,%“‘ $,2§b°§& \{avtl 'Ctilﬁe VQ |er.1|
ou r%et_othenvise and cash =~ Write me I%raders neeg Rot ap%ly. Agdress ~go .
isq etimes buY_a stock and sell. Will 253, care Tradesman

linois, from Marc to

e In Paxton, |
25. A

! . O ering, Merchandise Auc- For Sale—Soda fountain complete, in-1
tioneer, Centerville, Ind. 284  eluding two tanks, counters, marble
For Sale—Clean stock groceries and! - <? orl ogrd.
crockery .central Io_cationg county seat ¢00d condition. A baffain Yof Bast? %8
of 4,000, general delivery. Address No. ffg§s Bellaire Drug Co. Grand Rapjds,
282, care Tradesman. 282 : ¢
For Sale—A drug stock in a good lo- _For Sale—First-class grocery stock and
cation. Established trade. No cut prices. fixtures of about $1,500 "in the best town
Cash business.. Expenses light. bar- In Michigan. No old stock. Have other
gain. Will give terms. easons for business.” Lock Box 2043, Nashville, i
selling.  Address Quinine, care Trazdes- Mich. 234
man.

For Sale—Up-to-date grocery business, AN up-to—daitcee %\?"fakg}]“a"t ong S,E&Ig_'l
ood county seat town 3500. Cash deal, Idress No *233 *care Tr»de»Tna.n' " 933
2,500 to $3,000 stock and fixtures. Ad- ’ * lrade8man

dress No. 281, care Tradesman. 281
W anted—Cash register, _No objection

to second-hand machine if in good order.

W aterman Bros., Mt. Pleasant, l\élégh

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

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

_For Sale or Exchange—160 acres heavy as well. We have the location, the build- i
timber, Ashland Co., Wisconsin, near |n|g and the business for you. We have
railroad. Want stock of clothing, fur- alll we wish and want to get out. Write!
nishings and shoes. Address No. 276, us for full information. Address No._220,
care Tradesman. 276 ~ care Tradesman. 20 j
For Sale—$8,000 drug store, big sum- iEnIsru? i

mer resort business. _Address No. 270, s2500. SAGMIT FIOCKAR Txtuies worth !
care Tradesman. 270 Address W. C. P, care Tradesman. Itu

firs(} served.The i

vou* advenisemaR.
if placed cm ibis page*
would be seen and read
by eight thousand of
the most progressive
merchants in Michigan,
Ohio and Indiana We
have testimonial let-
ters from thousands of
people who navo
bought, sold or ex-
changed properties as
the direct result at ad-
vertising in this paper.

Michigan Tradesman
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NEW YORK MARKET.

Special Features of the Grocery and
Produce Trade.
Special Correspondence.

New York, March 27—Spot coffee
remains in a state of “masterly inac-
tivity” and buyers are simply taking
the smallest possible quantities, wait-
ing, meantime, the valorization sale
of 600,000 bags. At the close Rio
No. 7 is worth 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 rather
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 Ja-
pan« and greens, also Congous and
India Ceylons. Quotations are about
on a previous level.

Rice is firmly held in the South—
so firmly, indeed,, that transactions of
any importance 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 that later on we will have a
more ample supply. Good to prime
domestic, 43$i@4%c.

A good demand exists for pepper,
but the rest of the spice market is
without 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. Trade 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 tomatoes which sold a
week ago at 85c are now’ working out
at s2s.c and even at 80c. The wholo
market is simply a waiting one. Lit-
tle or nothing has been done in fu-
tures. Corn is in light supply, but it
does not need a very large amount to
meet the demand. Peas and the rest
of the list are unchanged.

Butter show’s a further decline and
creamery specials are now' 24c; ex-

tras, 22f4c; held specials, 20f4@21c;
factory, 15/2@16c.

Cheese is quiet at 147'q'léc for
whole milk.

Eggs remain about unchanged. The
very highest quotation for Western
stock is 1714@18c.

THE HEALTH OF MONARCHS.

The anxiety and solicitude with
which the physical condition of the
monarchs of the OIld World are

watched and freely commented upon
merits the astonishment of people of
a free country. When the Emperor
of Germany has a cold the press of
the world devotes much space to
speculating upon what might happen

if his illness should take a serious
turn. When the aged Emperor of
Austria is indisposed his every

movement is watched and heralded
to the world on the ground that his
demise might have an important in-
fluence upon the whole of Europe. It

MICHIGAN

is the same in a greater or less de-
gree in the case of all other royal
personages.

Fortunately, Europe’s royalties are,
as a rule, a hardy race. The Em-
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 Al-
fonso of Spain, who has been men-
aced with death a score of times,
never seems to lose his good humor
or love of sport. If persons in the
ordinary walks of life were so con-
stantly reminded of the dangers
which surround them or were both-
ered with such persistent solicitude
about their health they would be
promptly driven into nervous prostra-
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 | beligve I should be driven in-
to beer drinking if | could not have
mineral water shipped in. | 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
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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 | 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
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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.

BUSINESS CHANCES!

For Sale—To the h| hest bidder,
general merchandise, splendidly located,
established business. Dlsagreement 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,
drigs, 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- Hoxes
Merc. Co., Comstock Park. Mich.

For Sale—Drug store in summer resort lo-

cality.. Established trade, fine location for
Physwlan Good reasons for selling.
armmR‘ country and_ small investment. Ad-
dress No. 303, “care Tradesman. 03

For Sale—General stock of merchandise,
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
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EGG CASES AND FILLERS

Direct from Manufacturer to

SHIPPER,

JOBBER AND RETAILER

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

Write for descriptive circular, and order of

€ar lof prices on application.

L. J. SMITH, Eaton Rapids, Mich.



Stop That Night Work!

The daylight hours should be siifl
keeping. And still, many nights each m
and your desk, posting, totaling account«  making its.

one of a dozen things with your books.

You want information about your business, yet 7 e foiug the Mttg *,
around to get it. The short way is the one adopted by 1 enan ThIWF* merehar
in all parts of the United States. These nave found that ke use of The Me€i
key Gravity Account Register System their posting and ng are done at the tit
the sale is made. They have no statements to make or 2
because each .sale-slip is an itemized account of the lased

the total indebtedness to date.

The McCaskey System has been ap-
proved by expert auditors and ac-
countants as the natural, logical and

most scientific method of handling CWr
. . Ohc W riting
accounts, yet it is so simple that
The McCaskey System cuts out useless bookkeeping, prevents forget- Too
ting to charge, prevents errors and disputes with customers over their ac-  proposition.
counts. acts as an automatic collector, is an automatic credit limit prevent- A let

ing over-buying and over-selling, and protects the user against loss of lon on yoo

insurance in case of fire.

The McCaskey Register Company

Alliance. Ohio
Manufacturers of McCaskey Surety Non-Smut Duplicating and Trrpliearir

The Peril in“Free Deals”

Lieut.-Gov. C. L COON

Of w ashmgtor*

(in Ate annuala,

Do you r
ten, we will say.
needs and tie u
merchandising
your merchandising
you need and e

distributers ;
lIA/ords o enough—toe comi I

| h eWiseAe rCh ants are not profitable one-halt ti

The only flaked rood :

the same price a the time-

basis—but to big and little grocers alike in any a
is the original

* k% * * %

S AN



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 Give you an accurate check on all money
you against loss due to mistakes and carelessness. paid out.
| Inhsure éhat all goods sold on credit are prop- These receipts prevent disputes between you
erly charged. and your customers.
_Enforce giving proper credit for all money If the Get a Receipt plan is used the proper
received on account. amount of the sale must be registered.

The National Gash Register Co.,
Dept. 79, Dayton, Ohio.

The National Cash Register Company

Name

Dayton, Ohio

Address



