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The One Loved Best

One night my boys and girls put books away.
And said they cared no more for play.

The youngest fondly climbed upon my knee;
Around me stood the other three.

| told them tales till I grew tired. Then Ned
(Whatever put it in his head)

Said low: “Dear mother, tell us (how I’ve guessedD
Which one of us you love the best.”

“Yes, mother, do,” cried laughing, teasing Kit.
“We won’t be jealous, not a bit.”

“Why, little ones, my darlings, don’t you see.
That you are all the same to me?”

“l love you all,” I answered, “love you so,
A difference | could not know.”

I meant, indeed, to truthful be, still, still.
Upon a distant moonlit hill,

Where shadows lightly fall and night birds call,
*The one | cherish most of all

Lies sleeping. Strange; but. mothers, tell me true.

Is it not the same with you?

We idolize the living, you and I;

Unto them nothing can deny;

But, aye, the one that daisies bloom above,
The best, the best of all we love.

Kathleen Kavanagh.



A Reliable Name

And the Yeast
Is the Same

Fleischmann’s

Built on Proven
Principles

*]1 "WENTV YEARS ago a new industry'
was 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-MONEY WEIGHT 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--
sible 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 unsatisfactory 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

N°au- 58 N. State St., Chicago
Dayton, uhlO Grand Rapids Office, 74 So. lonia St.

Moneyweight Scale Co. Direct Sales

Offices in All
Prominent Cities

Please mention Michigan Tradesman when writing

Our Brands of Vinegar

Have Been Continuously on the Market
For Over Forty Years

Is this not conclusive evidence of the consumers stamp-
ing their approval on our brands for QUALITY?

Mr. Grocer:—“STATE SEAL” Brand Pure Sugar
Vinegar is in a class by itself, made from Pure Granular
Sugar. To appreciate it you MUST recognize its most ex-
cellent FLAVOR, nearer to Cider Vinegar than any other
kind on the market today—BEWARE OF IMITATIONS.

“HIGHLAND” Brand Cider and W hite Pickling
“OAKLAND” Brand Cider and White Pickling
“STATE SEAL” Brand Sugar Vinegar

Our Brands of Vinegar are profit winners. Ask yonr jobbers.

Oakland Vinegar & Pickle Co.  Saginaw, Mich.

Mr. Merchant

When You Turn the Key at Night

Lock up a Perfect Record!
Give Your Mind a Vacation!

Be Certain There’s not a Forgotten
Thing to try to Remember!

We have a system designed for you
—Duilt around your needs and ex-
periences.

It dispenses with book-keeping—

It makes every charge at the time
of the transaction—

Every credit when the money is
paid;

The balance is always showing;

There’s no dispute possible;

Every C. O. D. is properly checked;

In case of fire, your record is per-
fect;

Your clerks have more time and less
worry;

Your credits are self-adjusting—
you_select the desirable from the un-
desirable;

You save from one to two hours
every day in TIME—the money that

would ordinarily be lost through imperfect methods is YOURS—and
you have at least a full month more for yourself every year.

All Accounting is Done With a Single Writing__
No Posting—No Balancing!

A post-card, addressed to us, an requesting the facts, will bring

the complete details to you. Mr. Merchant, it’s well worth looking into!

The American Case & Register Co.
165 Wilson St., Salem, Ohio
Detroit Office, 147 Jefferson Ave., J. A. Plank, G. A.

Des Moines Office, 421 Locust Street, Weir Bros., G. A.
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THE RETAIL PRICE.

Supreme Court Rules Manufacturer
Has Nothing To Say.

The United States Supreme Court
has just handed down a decision that
seriously affects the grocery and drug
trade. In substance, it is that a man
ufacturer can not legally fix the ulti-
mate retail price for which his prod-
uct must be sold. This decision is in
direct contrast to the ones handed
down on the Pacific Coast in recent
years, and wherein it was held that
the makers of food products did have
this right. In the Supreme Court
case a patent medicine was involv-
ed, but the principle at law was the
same.

At first glance this decision would
seem more drastic than it really is,
but a little thinking will convince the
trade that this is not so, for the
Court does not say that a manufac-
turer can not claim the right to sell
or refuse to sell to whom he pleases,
but it does say that, after the product
leaves his hands and he has parted
with the goods, he can not fix the re-
tail selling price.

In the case at bar it was shown
that the medicine was the product of
a secret process, just as certain gro-
cery products are, and that its manu-
facture was controlled by one man
and protected by trademarks. The
Court held that these facts made no
difference. The medicine company
brought suit against a firm which had
bought the goods from other than the
manufacturer and had sold them at
its own price, instead of being bound
by the terms of the maker. The
Court held that the contracts which
were used were “designed to maintain
prices after the complainant had part-
ed with the title to the articles and
to prevent competition among those
who trade in them” and was, there-
fore, invalid as being in restraint of
trade.

So much for that side of the ques-
tion. It is held by advocates of the
protected price selling plan that the
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need for protection for the retailer
against his big, price-cutting competi
tor is great; that protected prices in
sure a fair profit to all distributors
and equable prices to the consumer.
The Supreme Court does not hold
that such contracts in themselves arc
illegal, but only that they can not be
enforced and are therefore, to all
practical purposes, useless to the
manufacturers, the wholesalers and
the retailers.

The right of the former to sell to
whom he pleases is not taken away.
He may draw up contracts which may
be observed as matters of honor, but
he can not sue those who break
them. This, of course, will mean that
the price-cutting pirate can continue
his demoralizing practices, unless the
producer uses great care in selecting
his distributors and uses only those
who will, not only as a matter of
honor but as a sound business princi-
ple, sell only to those who will not
sell below a fair, stipulated price.
That is one solution of the problem
now presented to the grocery trade,
but it is questionable whether thi-
phase of the situation offers any con
solation, from the mere fact that it
will prove a herculean task to control
goods distributed through the job
ber.

There is the further thought that
if it is injurious to commercial prog-
ress fer a strong financial institution
to have a monopoly, why is it not a
menace to place in the hands of large
retailers the price-cutting weapon
whereby to destroy their smaller com-
petitors? In the light of the high
court's decision the rank and file of
grocers will suffer by this blow.

Special Features of the Grocery and
Produce Trade.

New York, April 17—Spot coffee
for several days has ruled steady.
Business is dull and buyers take only
enough to keep assortments unbrok-
en. Some dealers think they see im-
provement, but really the wish seems
father to the thought. The holidays
possibly upset business a little, and
it is hoped there will be clear sailing

for the next six weeks. The avail-
able supply has been increased by
600,00C bags from the valorization

sale, and buyers argue that this will
fill a good many gaps. At the close
Rio No. 7 is quoted at IJE@ 12c. Mild
coffees seem to be in better request
and quotations are firmly adhered to.

Sugar shows increasing firmness
with the oncoming of warmer weath-
er. The berry crop will be in swing
before long, and with good crops
there will certainly be a turn for the
better in sugar. At the close granu-
lated is generally held at 4.70c.

Teas are increasing in interest and
buyers from many different sections
are sending in orders which in the ag-

gregate make a very good showing. [
Warehouse stocks are light andj
everything seems to be :n favor of |
the seller.

Spices move simply ha an everyday |
manner, and little interest is evinced i
either by buyer or seller. Nocharg |
is to be noted. Stocks, while not by |
any means large, seem to be sufficient j
to meet daily requirements.

Little business has been done in mo- j
lasses, buyers of grocery grades tak- |
ing limited quantities. No change in |
quotations is noted. Syrups are in
limited supply and are without change
in any respect.

Canned goods show mighty little |
of interest. Dealers are hopeful and j
the feeling in tomatoes is especially
strong, but prices seem to be on a|
level with last week The range for
standard 3’s is 7TJ4@80c. Corn i*
dull and the same might be said of
other goods—waiting is the word.

A better demand for butter during
the fast few days has cleared up th-
accumulation pretty well and then-
may possibly be an advance. At the
close the market is firm at 21r4dc to
creamery specials: 20rjC for extras
|[18% @ 197c for firsts; 19720c fo
[held stock; for imrtatio
creamery; 15@15j4c for factory.

Cheese is in fair demand and tfi
market shows a slight advance, to
grade being quoted at 1>A»c. A littl
new stock is coming to hand, hut no
enough to base prices on

A slight advance has taken plac
in the egg market and best Wester-
are quoted at 18"5)19c for -ielecte
whites. From this the range is dow
through every fraction to I5@16c.

Late State Items.

Albion—The G. J Schofield Hard
ware Co. has started in business.

Ackerman—Jason Flower, of Char
lotte, will open a drug store soon.

Bay City — Robert Downer ha
opened a candy store and put in
soda fountain.

Honor—L. W. Codman and Harr
McGregor have bought the genera
store of Cruse & Stacey.

Traverse City—The Traverse Cit:
Shoe Co. has employed an expert sho
manufacturer from Detroit.

Pontiac—Mr. and Mrs. O. P. Gibbs
of Oxford, will soon open a restau
rant, ice cream parlor and confee
tionery store in the Day building.

Detroit—The Detroit Cushion Tir
Co. has been incorporated with an au
thorized capital stock of $100,0011, o
which $50,010 has been subscribed
$1,510 being paid in in cash and $48,
510 in property.

Grant—A new company has heei
organized under the style of the Con
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ger Crushed Fruit Co., with an an
thorized capital stock of $15,000. o
which $10,000 has been subscribed an<
paid in in cash. [tion.



FARM IMPLEMENT TRADE.
Use the MaQ To Interest the Farmers
in Your Territory.

Not every farm implement dealer
is in a position to do as one well
known Middle Western firm does in
its effort to solve the problem of de-
veloping new business and keeping in
touch with the wants of its trade.
This house sends out two men in
autos at least twice a year, and they
call on every farmer in the county.
He is talked with on familiar per-
sonal grounds, his wants are discuss-
ed and an impression is made that is
sure to result in the next purchase of
implements being made of the firm
which has solicited him.

Personally canvassing every pros-
pect is not practicable for every im-
plement dealer, and the cost of such
solicitations is obviously great. In
this particular case, however , the
“house handles other lines in addi-
tion to implements, and thus is en-
abled to kill several birds with one
stone. The use of the motor car en-
ables enough trips to be made to
reduce the expense of calling on each
“prospect” to a minimum, while the
farmers appreciate the implied com-
pliment of being visited in that way.

Fortunately, however, a method of
getting business which is pretty ef-
fective, and far from expensive is at

the elbow of every dealer. It con-
sists of the intelligent use of the
United States mail, which is at the

disposal, for a nominal sum, of any
one who desires to put it into serv-
ice as a selling force.

Uncle Sam is complaining just now
of the large expense of handling the
mail; but without considering wheth-
er or not the charges for handling
certain classes of mail matter are too
low or not, it is an undisputed fact
that the service performed for the
sender of first class matter is re-
markable, considering the low charge
that is made. The peculiar thing
about it is that few dealers, either in
farm implements or other lines, use
the mails as effectively as they might.

It is evidently impossible for the
dealer situated as most of the mem-
bers of the trade are to make a per-
sonal canvass, effective as that would
be.

The next best thing is a well
written form letter.
The use of the “form letter,” so-

called, is most profitable during the
dull seasons, when the implement man
wonders whether the stuff he has
been selling is perennial in its wear-
ing qualities, and whether his efforts
to educate his customers to take care
of their tools have not been in a
measure misdirected. For sluggish
trade the gentle stimulation of the
form letter is specific, always em-
phasizing the point of proper prepa-
ration and care in getting the best
typographical results.

In most towns of any size there are
operated, in connection with printing
establishments, machines which pro-
duce multigraph work of very effec-
tive appearance, with the name of the
farmer typewritten. As it is usually
not necessary to send out more than
a few hundred letters at a time, the
dealer should go to the trouble and
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labor of signing his name personally.
When the work is done and the let-
ters mailed out under two cent stamps
it is a safe bet that responses will
immediately begin to come.

It is a simple matter to compile a
list of names of men who should re-
ceive the letters. Reference to the
books of the dealer will show the
names of customers of the past, and
by eliminating those who have bought
so recently as to make the letter lose
its point, a valuable list of buyers
is ready for use.

In case the dealer desires to use the
letter in order to extend the limits
of his trade, a list of names can be
easily compiled from the records of
the county assessor, showing the
names of property owners in that dis-
trict, while the list of registered vot-
ers furnishes an even more inclusive
list, which it is sometimes necessary
to prune rather carefully before us
ing. The telephone book is also a
good reference when it comes to get-
ting up a mailing list.

Sometimes it is impossible to get
up a letter which will be of the type
referred to. The local printery may
not have the facilities for producing
such work. Then a printed form will
do very well, with no attempt made
to create the appearance of a form
letter, and without an effort to cause
the reader to believe that the missive
is a personal communication. The
name of the dealer in this case is, of
course, printed at the bottom of the
sheet.

These printed letters, sent out on
the stationery of the implement deal-
er, can just as well go under a one
cent stamp. The recipient is, as a
rule, not critical, and if the composi-
tion of the letter is such that it has
a message worth delivering, the deal-
er may rest assured that it will get
the proper attention.

One dealer who was discussing this
method recently said that out of soo0
printed letters, mailed out with one
cent stamps affixed, he got thirty-
three orders for goods of greater or
less value, and aggregating a hand-
some profit on the investment in di
rect publicity. So convinced has he
become of the possibilities of this
method of reaching customers direct
that he intends hereafter to use the
more expensive and more effective
multigraphed letter, and he is confi-
dent that an even greater proportion
of replies will be received.

Sometimes during the early season,
before buying begins in connection
with the absolute requirements of the
farmer, a letter sent out describing
the need of getting tools and wagons
in good condition for the season
yields a fine business in the way of
repair work and new parts. This ap-
plies especially to wagons, and if the
dealer is equipped to take care of
this it is a comparatively simple mat-
ter to develop a good volume of de-
sirable business.

The form letter, as it is hardly nec-
essary to explain, is not intended to
take the place of newspaper adver-
tising, but rather to supplement it.
The newspaper is given close atten-
tion in the home, and the advertise-
ment of the dealer, presented as it is
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in company with interesting
items and other editorial features,
gets a good introduction. The paper,
however, does not have an absolute-
ly inclusive circulation, and by us-
ing the letter method the dealer can
determine just whom he wants to
reach.—The Implement Age.

news

Don’ts That Will Help.

Don’t throw your trade paper aside.
Read it—advertisements and all.

Don’t waste a salesman’s time gos-
siping or story-telling. His time is
paid for and yours is valuable.

Don’t write mean or saucy letters
to your wholesale house. They do
mote harm than good. Polite, smooth
ijletters do the work much better.

Dont accept everybody’s sugges-
tion as to how your stock should be
displayed or your business conducted.
Do most of your own thinking and
do it carefully.

Don’t be abusive to your help. You
can get better and more loyal service
by being kind but firm, and a harsh
spirit will hurt you and destroy j-our
nerves.

Don’t work hard: work easily, and
take pleasure and pride in your work.
A man always does well what he likes
to do.

Don’t swear, chew tobacco, smoke
or use vulgar language around your
store. It will drive away and keep
away customers.

Don’t be constantly complaining
about business as an excuse for not
buying goods. Just say you do not
need the goods. If you are constant-
ly whining people will talk about you,
and the world accepts a man’s busi-
ness at his own valuation of it. Talk
good times and good business and
they will come to you. Rats desert a
sinking ship. Don’t let it sink; keep
the pumps going!

Dont fool away too much time try-
ing to beat down a seller or look
around half a day trying to buy on
article a little lower. It does not pay
to waste a dollar’s worth of time to
save a nickel.

Don’t delay reporting damaged or
spoiled goods. Use the telephone or
mail Don’t wait for the salesman
to come around and don’t use any of
the goods until you get instructions
as to what to do with them if dam-
aged.

Don’t hold your bills past the due
date and then ask that the cash dis-
count be allowed. It is not fair and
hurts your credit.

Don’t let your wholesaler make you
believe that it is best to buy all your
goods of one house, for it is not. Buy
wherever you can buy to the best ad-
vantage. Discount your bills and buy
anywhere, as you will have the credit
to do so.

Don’t be discourteous or unkind to
salesmen, but be businesslike, and

don’t keep them hanging around in
your store if you don’t need their
goods. Take up their business

promptly with them and pass them on
to the next buyer.

Don’t try to do all the detailed
work yourself. Others can do it as
well —maybe better—and you can be
working your brain to get more cus-
tomers or better profits.

Don’t come to the conclusion that
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all the laws and all the people are
dishonest and that a small retailer has
but little chance. Life is what we
make it, and the world is our oppor-
tunity. Take Time and Opportunity
by the forelock, and not by the tail,
and you will lead, not follow.

Don’t credit out your goods to
everybody who looks prosperous and
talks plausibly. Get their refrences
and find out all about their ability and
resources.

Don’t “trust to God and keep your
powder dry.” Trust in your own ex-
ertions and keep your powder ex-
ploding and you will attract trade and
attention.

Don’t do too much hunting or fish-
ing or card playing or drinking or
smoking or politics or automobiling
or horse-fancying. Recreation—yes!
The inexpensive kinds are better than
any of those | have mentioned.

Don’t Fool Yourself.

It is surprising how many business
men cannot resist the temptation to
fool themselves—to make themselves
think they beiieve something they
know is not so. This is one of the
most noticeable points of difference
between a good business man and a
poor business man—the former wants
the cold truth, the latter is willing
to “jolly” himself up now and then.

At no time is this weakness more
likely to be in evidence than in tak-
ing inventory. It is sometimes quite
a temptation to some merchants to
inventory merchandise at the cost,
though they know well enough that
it has depreciated in value. They
want to “make a good showing” with
the inventory, but they are making
the mistake of their lives if they
try to fool themselves, or anyone else,
by making their stock appear on the
inventory to be worth more than it
really is worth.

There are many other ways in
which some business men try to
make themselves believe things they
know are not so. They are prone in
many instances to believe what they
want to believe, not what is the
truth. The really big, strong busi-
ness man wants the plain, unvarnish-
ed truth—neither a pessimistic,
gloomy view of it nor an overly op-
timistic view that glosses over bad
spots—he wants the truth, and he
looks the cold facts squarely in the
eye.

WOLVERINE ELASTIC
ROOFING PAINT

HIGH GRADE PRESERVATIVE

Uneoualed for use on
felt, metal and shingles,
for stopping leaks, for re-
pairing _old. dry. porous
composition and built-up
gravel roofs, and for use
on anything requiring a
preservative paint.

The materials used in
the_manufacture of Wol-
verine Paint have all been
selected because of the
peculiar adaptability of
each for entering into the
make-up of a highly dur-
able weather ~exposed
paint.

It surpasses anything made for resisting the slow
burning from the weather elements and for making and
keeping anything water and moisture proof.

Convincing proof of the value of our product is the
fact of its long continued_use by hundreds of largest
manufacturing plants in this and adioining states. Send
postal for full particulars. Manufactured by

E. J. KNAPP & CO. BELDING, MICH.
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MERCHANTS” WEEK.

Dates Fixed For the Festival
Committees at Work.

Merchants® Week this year will be
May SI, June 1 and June 2, Wednes-
day, Thursday and Friday. These
dates were fixed upon at a meeting
of the Wholesalers” Committee last
week. The committees to make the
arrangements have already been ap-
pointed, and will at once proceed to
work out the details to make this
festival the best and most interest-
ing in this city’s trade history. The
programme has not yet been arrang-
ed, but the annual banquet will be
one of the big features. Two years
ago a bhig circus tent at the Lake was
used for a banquet hall and rain,
which continued until the night be-
fore the function, came near making
it a failure. No chances will be taken
this year. The banquet will be served
in the Coliseum, with capacity for
1,500 at table. It may be necessary
to restrict attendance at the banquet
to the merchants, but it should not
be imagined that while the men are
having their good time that their
wives will be left to shift for them-
selves. The ladies will be entertain-
ed elsewhere and in ways that may
make the men folks wish they were
along. The details for the week will
be announced in due time.

and

What Other Michigan Cities Are Do-
ing.
W ritten for the Tradesman.
Public addresses on landscape gar-
dening will be given in Kalamazoo
under the auspices of the Board of
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Park and Boulevard Commissioners.

Kalamazoo has booked twelve con
ventions for 1912.

Bay City is talking
$4,000 for
year.

The book on Saginaw, recently pre-
pared by the Board of Trade of that
city, will be used as a text book in
the schools, beginning this month.

Wm. S. Linton has retired from
the presidency of the Saginaw Board
of Trade after rendering most valua-
ble service in this capacity for six
consecutive terms. His successor is
J. A Cimmerer.

Port Huron is arranging for
first May Festival,
May 25 and 26.

Traverse City is looking forward
to a profitable resort season and is
preparing for it. A Bureau of Infor-
mation office, in charge of a Secre-
tary, has already been opened and
lists oi cottages and rooms available
for summer visitors are being pre

of spending
advertising purposes the

its
the dates being

pared.
Kalamazoo is “starching up” in
preparation for the annual conven-

tion cf the Michigan Laundrymen’s
Association, the dates being May 9
and 10.

Plans are under way for building
Wexford’s new court house at Cad-
illac.

The Commercial Club of Kalama
zoo will distribute 5,000 shrubs about
the city for planting on Arbor Day.

The Business Men’s Association of
Sturgis will hold its annual banquet
April 26.

Lansing

is looking for 800 Odd
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Fellows at the State Encampment, to en a franchise to put up waste

be held in that city May 15-17. boxes bearing advertisements
Muskegon residents have been giv- ical merchants.

en until April 25 by the Street Com-  Fort Wayne—Fred Etardung

missioner to clean up their ashes and jhas been, engaged in the me

litter in alleys and along streets. tailoring business since 188: h
Lansing will engage an expert to (0 his son, Carl ECardtmg, wfi

look into the condition of the fruit]

and shade trees about the city. San  Wabash—The Merchants’ 51

Jose scale is suspected. has incorporated with «&

The Ithaca Board of Trade is ask jang win me}nufacture a line ®
ing the Ann Arbor Railroad for aidh I\Iivhomens wear.
new and adequate passenger station,  clkhart—H. Cain ~ A Cc

also for enlarged freight depot ac_lopened a new shoe stock
corornodations. stand vacated by C. X. Wht

Muskegon’s Bureau of Social Serv-
ice has accepted L. P. Haight's offer
of six acres of vacant land lying oni
the Muskegon Lake front, for use for
gardening purposes.

Petoskey sustains a severe loss in i
the death of Geo. D. Gardner, for Cobble—1 should like to lead
many years a booster and one of the that ten dollars, old man. but I k
leading merchants. Mr. Gardner was|how it would be if X did—it w
author of the town’s most telling end our friendship Stone—Well,
slogan, “There’s Only ()ne Petos- chap, there has been a great des

key.” friendship between us. | think it

The Park Commissioners of South could make it fivey we m|ght w
Bend have the ambitious plan to con-jalong on half as much.—Life.
struct a boulevard through to Lakel
Michigan at St. Joseph.

Almond GritTen.

Elk hart— The Clouse 5hne
iopened a branch store in th<

“We must have no sinecures,”
the reformer. “Weil,” replied Sa
Sorghum, thoughtfully, “sometsm
am in doubt as to which make
most trouble, the fellows with

Business News From
State.
Decatur—The Waring Glove Co.
has purchased a site and will build a
new factory, in which every atten-
tion will be given to the convenience
and comfort of employes.
Portland—The Slingei, Morton &
Slinger Co., of Muncie, has been giv

the Hoosier

getting in the way. —Washrr

>ngh
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Movements of Merchants.
Boyne City—O. T. Johnson
sold his grocery to V. G. Kabhler.
Alma—Gray & Gray have pur-
chased the bakery of Mrs. E. Webb.
Chester—J. Summen has sold his
general store to Man Amppatcher.
Stanton—Geo. 11. Richardson has
sold his meat market to L. E. Brown.
Charlotte—The John Tripp Cloth-
ing Co. has added shoes to its line.
Owosso—B. M. Salisbury has sold

has

his interest in the Hall Bros, store.

Marquette — Flannigan & Suni
have engaged in the grocery busi-
ness.

Muskegon—P. J. Connell has sold
the Holton brick vards to Frank
Alberts.

Mendon--J. F. Babcock has pur-

chased the ice cream parlors of John
Botzner.

Saranac- -Jesse Barry has opened
a cigar factory in the Otis & Vaughn
building.

Petoskey—W. H. Seibert has pur-
chased the jewelry stock of Stanley
Wildern.

Petoskey—Geo. Koulis has open-
ed the new addition to his confec-
tionery store.

Marshall—J. Earle Nichols has
opened a grocery store in the Brad-
shaw building.

Thompsonville—Mrs. Geo. Camer-
on has opened a home bakery in the
Merrill building.

Battle Creek—F. C. Emery will
soon start in the cigar manufactur-
ing business here.

Elmira—Mr. Rosenbaugh is now
in charge of the store formerly own-
ed by Mr. Stein.

Champion—Mrs. M. Belhutner has
opened a shoe and rubber depart-
ment in her store.

Charlevoix—H. R. Fowler has
opened his new meat market in the
B. W. Miller store.

Durand—W. L. Baldwin has sold
his drug store to E. S. Upton and has
retired from business.

Portland—Floyd Martin  expects
to open a grocery store in the Bauer
building about May 1.

Owosso — Cecil McLaughlin
disposed of his business
to parties front Detroit.

New Era—Mr. DeKruiter, of Mus-
kegon, has bought out the Vander-
Ven & YanGorder store.

Highland Park—J. W.

has
in Vernon

Delonnay

has purchased the grocery and meatjborn, of lonia.

market of H. D. Brown.

Big Rapids—Vandenberg & Max-j
im have added fishing tackle and
sporting goods to their line.

Charlotte—Phil Caverly and O.
Clemons have formed a copartner-
ship and will staart a horse shoeing
and blacksmith shop in this city.
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Kalamazoo—S. R. Whiting has re-
signed his position of general mana-
ger of the King Paper Co.

tirand Ledge—Roy Rowland has
purchased Earl Cole’s confectionery
and cigar business at Belding.

Allegan—Herman Brower, form-
erly Clerk of Allegan County, will
organize a bank at Hamilton.

Houghton—The R. B. Lang Dry
Goods Co. will occupy quarters in
the Masonic Temple building May 1.

South  Frankfort—Howard Reed
has accepted a position in the South
Side drug store of J. B. Collins &
Son.

Durand—Nat. B. Smith will en-
large his store by occupying the
buildin  adjoining his present loca-

tion.
Cheboygan—F. A. Hout and Geo.

Rittenhouse will start a wholesale
grocery business here in a few
weeks.

Petoskey—A. M. Coburn has ac-
cepted a position as traveling sales-
man with Beecher. Peck & Lewis, of
Detroit.

Benton Harbor—Chester C. Sweet
has sold his interest in the Sweet
Hardware Co. to the Gee Hard-
ware -Co.

Mason—Elias Culver is closing out
his china and jewelry store. He has
been in business here since 1867. He
will retire.

Ludington—The McCourt-Roehrig
Hamel Co., dealer in jewelry, ha:
changed its name to the Roehri|
Jewelry Co.

Port Huron—E. W. Clark has
leased the store formerly occupied
by William Sanders and will open
a grocery store.

Traverse City — Ralph McCluskey
has bought the interest in the Queen
City Delivery Co. formerly owned
by William Rennie.

Owosso — Emil Bellenbaum has
purchased the Otto Hein store prop-
erty and will move his restaurant
there about May 1.

Bendon—A. Allen, who sold his
stock of groceries to Gene Cook &

Co., will put in a stock of boots,
shoes and dry goods.
Charlotte—Eugene Hall has pur-

chased the grocery store and meat
market of George H. Tubbs and has
taken possession of the same.

Fife Lake—Mrs. E. C. Brower has
sold her grocery stock to Wm. Os-
Mr. Osborn has rent-

ied the store part of the building.

Holland—The Wm. Brusse Cloth-
ing Company, established more than
twenty years ago, will discontinue
business either by closing out the
stock or selling in bulk. Mr. Brusse
has other interests to engage his
time.
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Adrian—The tobacco firm of Gus-
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new location, formerly occupied by

senbauer & Seager has entered into(Crout’s restaurant.

a voluntary receivership to close the
business and dissolve partnership.

Kalamazoo—“Whitey” Kools will
soon start for Chicago, where he
will become traveling salesman for
D. Lilienfeld & Co., dealers in ci-
gars.

Ann Arbor—O. M. VanKleet has
sold out his candy business to la
number of Battle Creek -capitalists,!
represented by Joseph Reinger, of
this city.

Flint—A. K. McLuney has been
promoted from manager of the lo-
cal branch of the Buick Motor Co.
to traveling representative of the
company.

Mulliken—W. J. Lussenden, form-
erly of Sand Lake, will open a store

here May 1. The stock will con-
sist of clothing, men’s furnishings
and shoes.

Lansing—Walter E. Bement has

resigned his position with F. N. Ar-
baugh & Co. to accept a position as
manager of the Potter Hardware Co.,
at Alpena.

Brown City—Geo. McKay has pur-
chased a business site of A. B.
Granger and intends to build a new
clothing store as soon as work can
be started.

Benton Harbor — Hubert Price,
formerly shoe clerk at the C. L.
Young & Co. store, has resigned to

take a similar position with the En-
ders & Boers Co.

Lake Ann—The residence, store
and stock of goods of Bert E. Smith
were destroyed by fire one day this
week with a loss of $1,500. There
was nc insurance.

Charlotte—J. B. Crosby has leased
the building formerly occupied by
Crout’s restaurant and expects to
open for business in the new loca-
tion in a few days.

Hillsdale—The Geo. J. Kline Co,,
dealer in clothing, groceries and
shoes, has decreased its capital stock
from $35,000 to $20,000 and changed
its name to the F. A. Wagner Co.

Ludington—J. E. McCourt has
|sold his interest in the McCourt
Roebrig-Hamel Co. to P. M. Roeh
rig, and will continue as traveling
representative of the Star Watch
Case Co.

Dowagiac—Abner R. Turner has
sold his interest in the firm of Tur-
ner & Conklin to Mr. Conklin and

his father. The firm will hereafter
be known as the Conklin Hard-
ware Co.

Dowagiac—Norman & Bell have
sold their store at Whitmanville to
Clark Churchill. They are putting up
a new building in West Dowagiac
which they will occupy with an up to
date grocery.

Boyne City—Onas Dean has sold
his grocery and meat market to
Hewett & Christendom, of Cresent
City, Ohio, who will move here and
take charge of the store. Mr. Dean
will build a plant for the manufacture
of apple barrels.

Charlotte—Dell & Tonkin will re-
move their electrical supply store
from their present location to the
store where J. B. Crosby is now lo-
cated with his post card store as
soon as Mr. Crosby removes to his

Yale — Middleon & Doelle will
build a large bean elevator on the
property adjoining their present
grain elevator. The new building
will have a capacity of 10,000 bush-
els and will have a picking room ac-
commodating thirty-five hand pick-
ers. The elevator will be completed
in time for the handling of next sea-
son’s crop.

Hastings—Articles of incorporation
of the Michigan Stores Co. were
filed with the County Clerk April 7.
The new corporation is the successor
to the Nashville Merchandise Co.
The Directors are F. G. Baker, M.
E. Shaver and |. Stevens. The offi-
cers are: 1. Stevens, President, and
F. G. Baker, Secretary. The com-
pany owns stores in this city and
Nashville.

Lansing — Alderman Claude E.
Cady has sold his grocery business
and accepted the position of mana-
ger of the True Blue Gum Co. Mr.
Cady succeeds James Gamble, who
has gone to Butte, Mont. The com-
pany also manufactures postage
stamps and match vending machines.
Mr. Cady was former President of
the State Association of grocers and

widely known in the trade.

Manufacturing Matters.

Saginaw—The Erb Motor Co. has
increased its capital stock from $25,-
000 to $40,000.

Detroit—A. McLean is now trav-
eling for the manufacturers of the
Green Seal cigar.

Portland — The Portland Manu-
facturing Co. will add a brass foun-
dry to its plant.

Pontiac—The Pontiac Garment Co.

has increased its capital stock from
$30,000 to $50,000.
Lansing—The Dudley Piaper Co.

has increased its capital stock from
$10,000 to $40,000.

Detroit—The New England Pie Co.
has increased its capitalization from
$50,000 to $100,000.

Big Rapids—M. E. Darrah has
bought the controlling interest in
the Darrah Milling Co.

Detroit—Nelson, Baker & Co.

pharmacists, have increased their cap-
ital stock from $350,000 to $500,000.

Lake Odessa—The Lake Odessa
Lumber Co. has changed its name to
the lake Odessa Lumber & Manu-
facturing Co.

Newaygo—Two new factories are
under construction here, the Henry

Rowe Manufacturing Co. and the
Newuygo Engineering Co.
Adrian—The Adrian Knitting Co.

has incorporated to manufacture knit
goods, yarns, etc., with $977,883.43 paid
in in cash and $102,211.57 in property.

Detroit—A new company has been
organized under the style of the Ker-
win Machine Co., with an authorized
capital stock of $100,000, of which
$50,000 has been subscribed and paid
in in property.

Holland—The Carter Dump Wagon
& Manufacturing Co. has engaged in
business with an authorized capital
stock of $50,000, all of which has been
subscribed and paid in in property.
Operations will be carried on at
Hoily.
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The Produce Market.

With the Easter rush over the lo-
cal produce dealers find the market
moving freely and a fair supply of
everything on hand. The tropical
fruit is, of course, growing scarcer as
the season advances. Oranges have
held steady this week, but Navels and
grape fruit will soon be making way
for strawberries.

The hot-house cucumbers are com-
ing strong this year. They are plen-
tiful now that the price has dropped
from $2.25 to $1.60 per dozen, and
they will probably go lower. Potatoes
and veal have dropped slightly, as
have hens, but broilers, eggs and but-
ter have raised in price.

The only new product on the mar-
ket this week is Texas grown Bermu-
da onions.

Bananas—Prices range from $1.50@
2.50.

Beans—$1.55 per bu. for hand-pick-
ed, $2.25 for kidney.

Beets—45@50c per bu.

Butter — Local handlers quote
creamery at 20/4c for tubs and prints:
16¢c for No. 1; packing stock, 12}4c.

Cabbage—60c per bu.

Carrots—40c per bu.

Celery—Florida, $2.50 per case.

Cocoanuts—60c per doz. or $4.25
per sack.

Cucumbers—$1.60 per doz.

Eggs — Local dealers are paying

14j4c delivered.

Grape Fruit — $3.50@4-50 for all
sizes.

Honey—15@16¢c per Ib. for white
clover and 12c for dark.

Lemons — California, $4@4.25 per
box; Messinas, $3.75 per box.

Lettuce—10c per Ib. for leaf.

Onions — Spanish, $2 per crate:
home grown, $1.50 per bu.: green, 20c
per doz. Texas Bermudas, crystal
wax, $2.25 per crate; yellow, $ per
crate.

Oranges—Redland navels, $3.25@
3.50 per box: Washington navels, $3.25
@3.50.

Pop Corn—90c per bu. for ear:
3J4@SJ4c per Ib. for shelled.

Potatoes—The market is steady at
35@40c at outside buying points.

Poultry—Local dealers pay 13c for
hens; 15c for springs: 10c for old
roosters; 16c for ducks; 12c for geese;
19c for turkeys; broilers, 1@1& Ibs.,
26c.

Radishes—25c per doz.

Tomatoes—$2.25@2.50 per crate.

Veal—Dealers pay 5@8l4c.

The Grocery Market.
Sugar—There has been no change
in price during the week and there
is not as much activity as some time
ago, as retailers are taking supplies
as needed. Cuban interests are main
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tabling their prices on the raw prod
uct, giving as their reasons for the
strength of the market the fact that
the crop will be much below that of
a year ago. Refiners are said to be
holding off buying as long as possi-
ble, v/hich would indicate that they
expect lower prices, but it is doubt-
ful with prices of sugar as low as at
the present time and only two months
until canning time. Local quotations
are 519 for Michigan; 5.29 for East-
ern.

Tea—The market is very firm. The
demand is steady from the retail
trade and there are very few en-
quiries for uncolored, the trade seem
ing to hold to the present order of
things as long as possible. The im-
portations of tea are increasing to a
marked extent and from present ap
pearances 1911 will be a record break-
er for the United States, with proba-
bly higher prices. Ceylon Greens
are practically out of the market and
high prices are being asked for what
little is left in stock. High grade
Japans are very scarce, there being
practically none offered for sale. The
market for Congous is firm and
steady, the lower grades having been
well picked for London exportation

Coffee—There has been consider;*
ble comment since it was announced
that 300,000 bags of valorization cof-
fee had been added to the sales of
coffee April 1. But every one is a:
a loss as to just how these sales wen-
made, who bought the coffee and at
what price it was sold. All of this
information is being withheld by
those who had the selling of the val-
orization coffee. The «pot market
shows a decline of about one-half
over prices of a week ago, but the
weakness that was expected by some
after the valorization coffee was sold
has not been realized.

Canned Fruits—The market shows
more activity than for some time as
the demand is increasing rapidly with
the coming of spring. The market is
well cleaned up on apples and cran-
berries and many are taking canned
goods instead. Gallon apples are
holding very firm and the supply is
said to be small. Future pineapple is
higher than when opening prices were
first announced and packers are not
anxious to increase order« already
taken. Stocks of berries are no*
large, especially gallon pie goods.

Canned Vegetables—There is a fair
business being transacted in future
corn and tomatoes. The supply of
Ispot goods is not large and report«
from Canada state that there is very-
little left in packers’ hands. It is
ithought that the shortage will be felt
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by the retail trade soon. String and I Detroit -Slice Dealers,
lima beans are moving more freelyj Detroit shoeretailers are erotisidj-
than a short time ago; pricesare very jering plans for a Aofinrmreiy dty
firm. lorganization. Tie primary purpose

Dried Fruits—The demand is hard- [of this Association will, of course, ie
ly as large as expected on peaches, jthe considering of problems that reg
with prices of prunes and apricots ulariy confront city merchants. Art.-
holding so high. Evaporated appie lother purpose w2f£ be the enterraru-
are also holding just as firm as at ng or the Michigan Retail cnoe
any time during the past month. [Dealers' Association, which will rout

Rice—The demand for the different jits annual convention in Detroit next
grades is only fair, but prices an*:September At that meeting t - -t
still low, especially head, which is jpeered there will be *n attendance
said to be the cheapest in year- iat least uid with this n mmd
Nothing of special interest was re [is necessary that « me sort )t neat
ported from the South, where the sit organization be made tor the proper
uation is said to be unchanged, and tentertaining if the te.egares.
prices are firm. LIRS

Olives and Pickles—The supply of Local Merchants* A n ciaerar
[olives is small and prices are much j Why not i iricers and general
[firmer than a short time ago. The de- ' merchants association at Seed ..ty:
mand continues very good and :t r- if there is me thing that the tier
expected that it wifT increase with the jchants k inis town needs t s *r
jcoming of spring. Pickle price« are association ror the good it the m«

very firm and stocks are said to jness interest« > this rulage -«
Ismail in most markets. The demand msecretary a the <etan -«r-cm «»
has been good and an increase istGeneral Merchants  Association

shown over prices of a week ago. | Michigan was rn die mage recetir’j

FTenr—The market has not beer and m speaking with the editor -
very active during the week and prre- Ithis paper ne «aid that t.ie merchant:
jes are unchanged, but the advance in jwhom he Sad tune to 5ee _ * '
wheat may soon cause higher quota- jtraink were very much -t v
tions. j in ‘'hganirat’otv

Canned Fish—The «pot prices or together at ax sandy fare. g.-Tt..men
;sain-or are the same and there :« not

a very active demand, “ne of 9 *A

large coast packers has been offering| _ Based Prices,

to supply the wholesale trade with fc.u*'n. — .pm i"r*
[red Alaska salmon much earlier than this “*eeji - pen; ' mss

usual at prices 15c per dozen higher «ante as ast *eew. m* « > 7z &

than opening prices fast year. Tt going tree \ u<
15c per dozen is charged to cover the j 1lutput m
[extra cost of getting «upplie« down [otter 2- teve ‘>oe.
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REWARD GOOD CLERKS

No Matter Whether They are Men or
Women.
Wrritten for the Tradesman.

There are a great many women em-
ployed in stores and offices, and there
seems to be a notion abroad that
they are not treated fairly. It is cer-
tain that in some instances women
do not receive the same pay that a
man would receive if he did the same
work. But employers answer this by
saying that if they have to pay the
wages demanded by men they will
employ men, and not bother with
girls at all. There is a notion in the
minds of business men that women
are not as dependable as men, and
that they do not use the judgment
in emergencies that men use.

All this may or may not be true.
This article is not written for the
purpose of settling the question of
the universal employment of women
in offices and stores. It is written
to tell the story of Sarah Fulton, and
to call attention to the fact that in
one case a least a woman who made
good was not treated as a man would
have been treated had he accom-
plished what she accomplished. In-
cidentally, the article is to call atten-
tion to the fact that there are just
as good business traits and capabili-
ties among women as there are
among men, and also to suggest that
when such are found they should be
recognized.

When Sarah Fultin went into Big-
nall’s store she was given charge of
the ready-to-wear department, where

cloaks and things of that sort were
sold. Perhaps cloaks were not the
most important factors in the de-

partment. T do not know much about
such things, but, anyway, she was
placed in the department because she
was new, and because the depart-
ment did not amount to much.

Bignall’s was a very nice store. The
uppitv-up people of the city traded
there. They bought silks, and satins,
and laces, and linings, and other
things and took them to a dressmak-
er who charged several plunks more
than it was worth to transpose them
into a suit which was fit to be seen
The uppity-ups turned up their aris-
tocratic noses at ready-to-wear goods
and Bignall didn't know whether it
paid to keep them in stock or not.
Even the clerks at Bignall’s—the
clerks who worked for four per—
turned up their noses at mention of
the hand-me-downs, as they called
Sarahs cloaks and things.

Now, perhaps, the reader will un-
derstand why Sarah Fulton was giv-
en charge of the ready-to-wear de-
partment. It wasn’t much, and Big-
nall didn’t know whether to keep it
going or not. Sarah made up her
mind that it should be kept going.
She needed the job. She had youth
and beauty, but they were nix with-
out a job. So she began to watch the
customers who came to the front
of the store on foot, and to lure them
back to the ready-to-wear depart-
ment.

About the first thing Sarah learn-
ed was that the man who bought for
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her department ought to be buying
ham somewhere out on a tin-pan cir-
cuit. She complained to the clerk in
the ribbon department that she could
hear the cloaks conversing the minute
she opened the store door in the
morning. She said they were so loud
that one could hear a woman with
one on before she got ready to turn
the corner. In due tiftie this class
of observations reached the long,
thick ears of the man who was do-
ing the buying. He went to Bignall
and complained that a tenderfoot who
had been admitted to the store by
mistake was knocking the work of
an expert color artist.

Bignall listened with attention and
went out to the ready-to-wear depart-
ment, where he found Sarah trying to
sell a twenty-dollar cloak to a forty-
dollar woman. When the customer
had departed and Sarah had replaced
the cloak on the rack, covering it
with a sheet in order that its ro-
bust nature might not drown out any
cheering words the boss had come to
say to her, Bignall addressed the girl
thus:

“You think this stock is too pro-
nounced in tint and design for the
class of people who come here?” he
asked.

“l hear it crying at night.” declar-
ed Sarah.

Now, Bignall is ordinarily a man
of good sense. He knew that Sarah
was on the ground and knew what
people said about the cloaks.

“Suppose,” he said, “you do the
buying yourself when the stock needs
replenishing. Would you like to do
that?”

“Of course,” replied Sarah, with a
happy throb under her dress front.
“Certainly.”

So, when the stock ran short Sarah
packed a comb, a brush, a powder
pjuff and a bottle of perfume into
a grip and went off to New York to
select a new stock. She was the hap-
piest person on the train that day.
She wouldn’t have traded places with
the buyer of the largest department
store in the world. She kept repeat-
ing to herself as she swung along
through the golden landscape that J.
P. Morgan had nothing on her. The
order for her keep at the Sunset
hostelry was in her purse, and she
had five bucks with it for expenses.
She had often wondered how it felt
to have every last wish gratified, and
now she knew.

Sarah bought her stock and waited
to ride back home with part of it
There were lovely things in the stock
which she didn’t feel like losing sight
of, so she sent them on by express
and bought a ticket for that same
train. When the train stopped at the
junction to give the railroad waiters
at the eating house time to boost the
medical profession by feeding the
passengers tin sandwiches with Ivory
soap in between the crusts, Sarah
went to the express car and peeped
in to see that the cloaks were there
and in good shape.

So Sarah got home with her goods
and got them on the racks, and the
advertising manager was lured back
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to look at them. He looked at the
cloaks for a second and looked into
Sarah’s eyes for an hour. He didn't
know much about cloaks, but any-
thing in the peach line was worth at-
tention. So whatever Sarah said the
cloaks were went into the papers in
the morning, and the heads of the
other departments swore because
their goods had been ignored in the
big advertisement.

The next day some of the women
who came to the front of the store
in red gasoline buggies stepped back
to look at the cloaks. Sarah was
there to see that they saw the forty-
dollar garments, and the ones which
would have drowned out the disputes
at a dog fight were put away back
in a closet. Mrs. Gink bought a
cloak and told her neighbors at the
Art Club what a prize it was. She
showed how it fitted in the back, and
how the front corners did not dip
down as if they were trying to con-
nect with the sweet spring soil.
There were other things about the
cloak which she said, but which the
architect of this article could never
repeat on account of not having been
reared in a madhouse, and the result
was that others of the Att Club
went to Bignall’s to buy cloaks, and
Bignall sat up and took notice.

Still, he was not sure whether the
department was a success. He didn’t
know but he might make more mon-
ey off these customers by selling
them the materials for the cloaks. To
this Sarah replied that people were
buying ready-to-wear cloaks, and if
he didn’t sell them some one else
would. Sarah not only said so, but
proved it by her books, which showed
the names of many in the uppity-up
row. Directly Sarah went back to
New York for more goods, and
bought up to the limit, and ordered
more made, and was taken out to a
lobster palace to dinner by a cloak-
maker, and to Coney Island by an-
other cloakmaker and lost herself
around Nassau and Fulton streets,
and lost her purse in the subway and
had a perfectly lovely time.

The ready-to-wear department was
becoming a pretty big thing and Big-
nall remained awake most of one
night, thinking what he ought to do
with it. The next morning when
Sarah asked for more money he ad-
vanced her pay one dollar a week,
and said it was not the increase in
pay but the appreciation of her serv-
ices shown which ought to make her
the happiest of women. But when
Sarah got to her furnished room
that night she found that appreciation
of her services would not be accept-
ed in payment for the room, which
was 6x8 in size and warmed from the
hall by leaving the door open.

The next night that Bignall lay
awake thinking of the ready-to-wear
department he doped out a pro-
gramme. When he went back to
Sarah the next day he had a tall,
slim, thin-faced man with him. This
man smiled complacently on Sarah
and mopped his face with a handker-
which smelled of musk.

“This department, Sarah,” Bignall
said, “is becoming so important that
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I have decided to put it in charge
of Mr. Cavitte, who is an old hand
in the cloak line. You will remain
here as assistant.”

“l hope we shall get along nicely,”
said the slim man, thinking that
Sarah was about the swellest thing
in the department.

“Sarah,” added Bignall, “Mr. C.
will go to New York to-morrow after
cloaks, and you will handle the de-
partment while he is away.”

Sarah put on her coat and hat and
started for the door.

“Where are you going?” asked Big-
nall.

“Over to Weldon’s,” was the reply.
“I’m going to run a cloak department
over there. They've been offering
me $40 a week for a month, but I've
stuck here on $11 because | believed
you would do the right thing. Let
me tell you this, Mr. Man, I’'m going
to give you a chase on cloaks and
ready-to-wear goods that will make
you take notice.”

Did she? That is what they are
saying over there. She packed all of
Weldon’s cloaks away in the attic
and brought on others that would
sell, and she sent out word that she
was there with the goods. The pub-
lic was, for once, honest enough to
follow her to the new store. Mr. C.
waited behind his counters for the
rush that did not come until Bignall
fired him and offered Sarah all kinds
of money to come back, but she had
been thrown down once, after gain
ing success, just because she was not
a man, and she did not go back. So,
you see, the moral of the story is
that you must be fair with the ladies
when they win out for you, even if
you are not when they have shown
no brilliant talent for making money
for you. Alfred B. Tozer.

Man’s Possibilities.

That the first-class man can do in
most cases from two to four times
as much as is done on an average is
known to but few and is fully realiz-
ed by those only who have made a
thorough and scientific study of the
possibilities of men.

This enormous difference exists in
all of the trades and branches of la-
bor investigated, and this covers a
large field, as the writer, together
with several of his friends, have been
engaged, with more than usual op-
portunities, for twenty years past, in
carefully and systematically studying
this subject. It must be distinctly un-
derstood that in referring to possi-
bilities, the writer does not mean
what a first-class man can do on a
spurt or when overexerting himself,
but what a good man can keep up
for a long term of years without in
jury to his health, and become hap-
pier and thrive under.

F. W. Taylor.

“What a pessimist that new base-
ball writer is.” “Why so?” “He does
not think that every new player in
the training camp is going to lead the

league this year.” Detroit Free
Press.
Occasionally a man makes his

mark in the world because his wife
makes him toe it.

4t
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FIFTH ANNUAL
MERCHANTS WEEK

Grand Rapids, Mich., May 31, June 1 and 2
New Plans—New Features

YOU ARE INVITED

Grand Rapids Wholesalers are going to give the Retail
Merchants of Michigan another glorious outing and edu-
cational conclave on May 31st and June 1st and 2d.

If you are a retail merchant this is an invitation for
you to come and be our guest on that occasion.

Don’t wait for a formal invitation because something
might happen to Uncle Sam’ mail service and you
wouldn’t get it. There’s nothing formal about the whole-
salers of Grand Rapids, anyway, and there isn’t going to
be any formality about the fifth annual Merchants’ Week.

MAKE YOUR PLANS NOW

We’re going to give you all the things we gave you
two years ago and then some There’s the free street car
tickets to and from Reed’s Lake, the Figure Eight, the
Merry-go-round, the Steamboat Ride, the Old Mill. etc.,
ad infinitum, and the Ramona Theatre, bigger, brighter
and more facinating than ever.

CENTRAL LEAGUE BALL GAME

And maybe there’ll be a Central League Ball Game.
We’re trying to arrange for it and we hope to succeed.
We’ll let you know about it later.

But the Banquet—don't miss the banquet! I’ w
held in the new Coliseum. Grand Rapids' greatest w&
hall, at 1 o’clock on Friday afternoon. June 4.

There will be a grand feed and great speaker*
think well have Governor Osborne. Too can’t neat
And then therell be other speakers equally efogara as»
equally famous. Topics of vital interest to mercka»*
be discussed and every man present can near Then
be good music also.

The Coliseum will seat men and every scai
be taken. It will be a magnificent sight—a memory
to be forgotten.

LAY BUSINESS CARES ASIDE

Come to Merchants' Week Meet the men ye
doing business with. Meet old friends again. Lo*£
the faces of your fellow merchants. Shake off the
of business for three days and get new vigor and nr
thusiasm for another year.

We rebate half your fare if you buy goods while
Write for particulars.

DLEASE bear in mind that NO BANQUET TICKET WILL BE ISSUED AFTER THE Z/YH DAY OF

MAY, and if you do not get your request for a ticket in before that time it will be too late, as after
that date the caterer will not permit us to change the number of plates ordered.

In applying for tickets mention individual name to be placed thereon.

All OTHER tickets will be issued to you on your arrival in this city and yon do not need to ask for
them in advance, but if you wish to attend the banquet you must apply for your ticket BEFORE MAY 2=

Don’t forget or overlook this.

We want to treat everybody right and so we ask your help.

Make up

your mind about the banquet just as soon as you can and write to MR. C. A. COTTON, the Secretary of

the Grand Rapids Board of Trade, at the earliest possible moment if you want a ticket.

We want you to come.

WHOLESALE DEALERS’ ASSOCIATION
Grand Rapids Board of Trade
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HOUSECLEANING.

This is the season when the male
portion of our commonwealth pose as
martyrs. Fume as they may about
the foolishness of the entire proceed-
ing, the work goes on just the same.
The only relief comes through mak-
ing this work as light and yet as ef-
fective as possible.

Any article which will serve in any
way to further the cause will not
prove popular to both members of
the household firm. A systematic
pressing of all needed material is
bound to bring good results.

A large heap of sponges in the
front window will prove a good draw-
ing card, especially if the assortment
contains those for all possible uses
from window cleaning to cleaning the
most delicate articles. Then there are
the various soaps. Do you know, a
tower or other fanciful representation
may become a thing of beauty when
built up of the transparent soaps?
Camlly has decorative possibilities of
a hig;h order, but the clear soaps Stlg-

gest durability and usefulness. You
can build a honse out: of them, and
you can equally well convince the

housekeeper that she needs them to
keep house.

Ammonia and the various powders
for softening water are at this time

in demand. Brooms and brushes are
needed in quantity. Paint, wall pa-
per, crack fillers and varnish, new

furnishings and many other articles
should occur to you. Some of these
will occur to the housekeeper, and if
vour rival advertises them and you
do not .she may conclude that he is
the only man in town who has antici-
pated this need. Look over your
goods thoroughly and get to the front
those which the season demands. If

MICHIGAN

Suggest in  your advertisement,
“Fresh coconuts. The best ever for
cakes, candies, puddings, etc.” When
some one shows an interest, just tell
her how well you like it prepared in a
certain manner.

The milk added to cake gives an
agreeable flavor. The nut should be
cut in narrow strips, the outer brown
covering shaved off and the white
meat passed through a food chop-
per, when it is ready for use in can-
dy, frosting, etc. Another fancy des-
sert is quickly made by a combina-
tion of this with oranges. One man-
ner of serving will readily suggest an-
other, and the decorative value com-
bined with the rich flavor will soon
sell the nuts in plenty.

Again, to create public interest,
procure a nut not removed from the
outer husk. Remove one section of
the latter and show how nicely na-
ture has provided for the increase and
preservation of this main food supply
in the South Sea Islands. That it is
such is proof that it does contain real
food value.

The hard shell and the light outer
husk serve to buoy it up if it chances
to fall into the sea—and the coco tree
grows very near the ocean. Show
how it floats, perhaps to eventually
start a new grove on some newly
formed coral isle, thus making a new
abode for man. The subject can be
made intensely interesting, and in the
reading up upon it you will become so
much interested that you will become
a better salesman of the product
through this knowledge, assured that
you are pressing a product designed
by the Creator as a standard food.

YELLOW TEA.

While pure food laws have undoubt-
edly worked many reforms, they have
in some instances worked a few ab-
surdities as well. One curious result
of the Federal law is that there will
be a disappearance from the American
market of “green” tea, with which
American drinkers of the delicious
beverage which invigorates without
inebriating have been familiar from
the earliest times. It is not claimed
that the substance with which the
Chinese and Japanese color their teas
is injurious, but the law provides that
every foreign substance put in food
products must be distinctly marked
on the wrapper of the package. The
tea merchants, rather than bring their
goods into question by the placing of
labels on the chests, have determin-
ed to request the producers to refrain
in the future from coloring their
teas, so that in the end we will be
getting the uncolored leaf, and will
be drinking “yellow,” instead of
“green” tea.

There is no sound logic in a regula-

you are deficient along certain lines |tion which is so inelastic that it takes

of timely articles, put them down in
vour note book in glaring letters and
resolve never to be caught that way
again.

THE COCONUT.

The trade in this product should be
much greater than it is. The nut is
delicious in many ways, cheap and
nourishing. In season it is so much
cheaper than the prepared article that
no housewife can afford to ignore it.

no notice of a trade custom ewhich
has prevailed from the remotest
times. It can not be claimed that
green tea is adulterated, and its very
name conveys the information that it
has been colored; as everybody knows
that the green color is not the natural
color of the tea itself. Such interpre
tations of laws tend to bring the stat-
utes into more or less contempt and
discourage the true advocates of re-
form. While everybody wants pure
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and unadulterated food, not the most
exacting would contend that the pro-
tection of the public health demands
that green tea be labeled as having
been adulterated with coloring mat-
ter when the presence of the coloring
matter is always expected as a mat-
ter of course or there could be no
green tea. It is as absurd as it would
be to compel all creameries to brand
their pure butter as having been arti-
ficially colored or salted.

TENDERNESS FOR CRIMINALS.

We are told by some of our moral-
ists that the fear of punishment should
have nothing to do with deterring per-
sons from the commission of crimes.
That to go a step farther, any person
who hesitates at a crime through
fear of punishment is no better than a
criminal, and that people should be
honest, virtuous and truthful from
principle and not from fear of pun-
ishment.

This is well enough in theory, but
in practice, if there were no punish-
ment and no fear of it, human society
as we know human nature would be
in a frightful condition, for crime
would be so rampant and criminals
would become so powerful and dom-
ineering that the people, driven to
desperation, would rise up and wreak
summary revenge upon the most out-
breaking and atrocious of the crim-
inals.

Moreover, the entire system of di-
vine justice, as it appears in every
form of religion, derived from celes-
tial sources, is founded on the punish-
ment of the wicked, the knowing
transgressors of the divine laws. |If
God made use of the threats and con-
sequent fear of punishment to deter
human beings from evil ways, why-
should not human justice, founded on
the divine principles do likewise?

Yet it is plain that our ideas on
the subject are becoming strangely
modified, the new idea being that
if there is to be any punishment un-
der human laws it should be wholly
devoted to reforming the convict and
not to making him suffer. The death
sentence should be wholly abolished
and the convicts detained in prison
and surrounded with every comfort
that can enable them to have a good
time, while they listen to lectures on
morality and read good books.

It is not strange that in an age
when so many of God’s natural laws
have been found to be wrong and
based on false philosophy that his
systems of religion and morality also
need setting right, and it appears by
way of correcting them some sup-
posedly high clerical authority has
been set to work to revise the Ten
Commandments that were written in
letters of fire amid the thunderings
and lightning flashes on the summit
of Mount Sinai. Doubtless a thor-
ough correction of that wonderful
code of divine laws will be able to
eliminate all the sting of punishment
out of it, and even make it a mere ad-
visory affair and not an authoritative
code of conduct.

In the earliest times the object of
all penal laws was while protecting
the innocent to secure as surely as
possible the punishment of the guilty,
but the reformed idea is to give the
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criminal every possible opportunity to
escape conviction, and after convic-
tion to do all that is possible to set
him free, or at least to shorten and
modify the sentence to an extreme.

AN audacious doctor.

A doctor lecturing in the East says
no woman should wear a corset, but
all should put on harem skirts and
crop their hair close, which would en-
able them to have more brains, and,
finally, as a cure for divorce he sug
gests that women wear less clothes.

W hat’s the matter with this man,
anyway? Why doesnt he mind his
own business, “shinny on his own
side,” allowing the women to wear
what they will, in their own sweet
way’ Everybody but this talking doc-
tor wants the harem skirt tabooed,
and in some places audacious women
have been mobbed for daring to wear
them. As to close-cropped hair, what
is more alluring than the great wavy
and silken tresses rolled high and in
tiers until one thinks of pickle kegs,
or the captivating ringlets or bobbed
heads of the younger set, which have
always held us enslaved? Regarding
brams, well, we never knew a shaved
head woman of brain, and we do not
know anybody who knows one, eith-
er. About wearing corsets, well, that
is a matter that need not be discussed
in print, and the learned lecturer, if he
is learned, had his “nerve” with him
when he discoursed on it.

Let the women alone, let them put
on what they care to and let them
take off what they want to dispense
With. If they go too far we can yell
for the police.

USE OF CUSS WORDS.

A noted professor of English in a
Massachusetts college, in an address
to his class in English, some days
ago, is quoted as saying that swear-
ing and blasphemy were not only
necessary but were the universal lan-
guage of man. Continuing he un-
blushingly admits that when you burn
your finger you curse or break out
in blasphemy. In English law blas-
phemy is an offense against God and
religion, and in the law of our own
glorious, God-fearing and God-re-
specting country it is an indictable
offense, defined as wanton and ma-
licious. With all due consideration
of this learned, linguistic and licen-
tious limb of language, we disagree
with him. It is not the universal
language of man to curse and swear,
or, to be more pointed, if it s,
what are he and his great col-
leges in business for? We admit that
in the dark ages this may have been
the case, as were many other mon-
strous habits, but since we boast of
our advanced civilization, point with
pride to our sacred edifices, to our
schools and our colleges, whence
comes blasphemy, the universal lan-
guage of man? Better go slow, pro-
fessor; your “trolley’s twisted.”

Few men are inclined to let well
enough alone when they see some-
thing better within reach.

Some men seem to think the only
way to make their mark in the world
is with a hammer.
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PASSING OF “STORMY PETREL”

Thus the late Tom L. Johnson re-
ferred to himself in one of his public
speeches, and the epithet was so fit-
ting that it has clung through the
years. Twice Congressman from
Ohio and four times Mayor of Cleve-
land, he has been recognized as a
leader and a champion of the com-
mon people throughout his checker-
ed career. Almost always in the cen-
ter of some financial or political
storm, it is said that he enjoyed the
tempests as does the bird in the
simile.

Robert Mackay describes the weary
march of a Confederate soldier and
his wife with their two boys from
the foothills of Kentucky to Staun-
ton, Va., for protection. The one lad,
like the parents, was tired and dis-
couraged, but 11-year-old Tom en-
couraged them in various ways.
"Don’t mind, pa,” he said, “I kin sell
papers an’ will give you all I make."
Shortly he had proved both his en-
ergy and ability as a financier, for in
the five weeks following Lee’s sur-
render he earned $88.

Every one was keen for the news.
The cnly communication Staunton
had with the outside world was a
daily train. Tom saw his chance for
a monopoly of the newspaper busi-
ness and cornered the market. He
made friends with the conductor, who
turned the business into the hands of
the energetic boy, who sold the pa
pers daily at 15 cents apiece.

Early hardships doubtless guided
him into the cause of the poor. He
was early associated with the street
car business, and lived to see the 3
cent fare tried in Cleveland and
thrown aside. He lost his millions in
service for the common people, yet
the sacrifice was cheerfully made.
Those who believed that his head was
misdirected never questioned the sin-

cerity of the heart. There was a
strange pathos in the last years of
this one of our truly great citizens.

Yet the end came peacefully and the
last rites were notably simple, fie
rests by the side of Henry George,
his friend.

LAMENT OF ALEXANDER.

Could the Macedonian monarch
have looked down through the cen-
turies at the possibilities which have
been achieved, the work that has
been wrought, he would have
seen the folly in his tears because
there were no more worlds to con-
quer. He would have realized that
the richest mine has never yielded its
choicest store; that there is work for
all and will be until the end of time.

A report comes from Africa of a
wondrous cavern, the depths of which
have never yet been penetrated. Some
adventurous person will devise a way
to gain access to the recesses from
which the natives have long stood in
dread through belief that they are
the home of the evil spirit. Some
way will be contrived to overcome
the horde of vampires which met the
investigators in such forces that the
extinction of their lights was threat-
ened. Some new lights will be
thrown upon science, and another vic-
tory will have been won.
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W hat if Edison had sat down and
bewailed the fact that he was born
several centuries too late, or if the
Wright brothers had been content to
accept their physical deficiencies as
barriers to atmospheric progress. We
need more explorers in life’s path-
way; more who are alert in hunting
out the new paths. There are still
enough worlds to conquer to keep us
busy until the millennium; but the
symbol of their existence is found in
the olive branch instead of in the
sword.

“l look on that man as happy,™
says Emerson, “who, when there is
a question of success, looks into his
work for a reply, not into the mar
ket.” Our worlds to conquer may
be our w'ork. This work may and
should be progressive. The path of
to-day leads to that of to-morrow
There should be no halting and no
retracing of steps. If we are not liv-
ing up to the best of our knowledge
and ability, let us shed tears, not be-
cause there are no more worlds to
conquer, but because we are ignoring
those in our pathway.

PEANUT BUTTER.

Not many years ago the peanut
man was a sort of joke among adults,
a caterer only to the juvenile element
or to those of larger growth who
were not addicted to the use of to-
bacco, but yet wanted something be-
sides gum to chew. They served
merely as a relish, not as a standard
article of food. They were especially
in demand for fair time and the cir-
cus.

Scarcely more than a decade ago
the tiny jars of peanut butter offer-
ed to the trade were a novelty.
The high price of the article made
sales generally rather slow. Even to-
day many people do not know that
one good solution of the problem oi

high priced dairy products is given
through the *“goober pea,” from
Dixie.

Peanut butter is now sold in bulk
at half the price per pound of ordi-
nary butter, and a pound of it will go
just as far. Best of all, it is nutri-
tious, the component elements com-
bining with those of bread in such a
wav as to make a well balanced ra-
tion.

As the picnic season approaches
the sales should be pushed. It is the
basis of a cheap as well as most de-
licious sandwich, and can be prepared
on the spur of the moment without
extra work by the housewife. Bun-,
crackers, as well as bread, may be
combined with it for variety, and
those who like peanut- will alway-
give it a favorable reception.

As a rule the pail of nut butter is
kept out of sight, and only by chance
will some of your customers learn
of its existence. As the contents
readily absorb dust and other impuri-
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QUEEN MARY’S ATTENDANTS.

W hether or not this can be reck-
oned as another victory for the sex,
it 13 pleasing to note that Queen
Mary, contrary to the custom of her
predecessors, has chosen girls for
her nearest attendants at the coro-
nation. The choice seems highly fit-
ting and appropriate. All are young,
graceful in form and carriage and the
appropriateness of the change is ap-
parent to all. King George will have
his male attendants, and there will be
many other places for the royal sons
to make themselves of service.

Another pleasing feature is that in
accordance with the Queen’s request
these chosen favorites will be simply
attiied, and the extremists of fashion

will ;n this case be unrecognized. Cer-

tainly the pictures of the great event
which shall pass down in history will
not be transformed into caricature
through the hobble skirt The six
train hearers, it is announced, wii
wear white satin gowns made exact
ly alike, in princess style and witr
Duchess lace and chiffon as the onfv
trimming.

There will be several rehearsals, foi
it is no slight thing to wear a trait
several yards long and make a grace
ful passage from the door to thf
coronation chair with train hearer
and canopy bearers all in perfect step
There are certain time-honored oh
servances which must be retained. Tht
pomp of royalty can not be laid; aside
yet we are glad to note that the ten
dency is toward a more rational form

Some time the useless display witl
be still further curtailed. The girttfei
will not appeal to the citizen. Tnt
thousands of dollars expended in mer
show will be applied where it w:i
benefit mankind. The cumbersome
crown will become merely an ernbierr
and not a load to be worn. May >
life of the new Queen find its realiza
tion in the simplicity, purity, foyalri
and love of a nation typified by th<
gentle train bearers.

AFTER THE BATTLE
Fifty years after the firing on Fort

|salts. We may not all be right, but
imany changes.
realities an army of soldier boy?, each
year sadly thinning their numbers

ibe effaced so long as life shall Fast, it
[has created characters tn American
[history of which we may well be
proud.

The same of Lincoln stands out is
cleareir type because of the fire
through whieh he passjedf. rfis lure

might have lieen as pmre had be net!
in war.

filled the pi'esidentiai chair
times, but a nation wemid net hawe
know:1 about: it- Julia Ward Ifowe
would not hiive lived through her
matchless lines in "The Battle

ties, it is best to keep it well cover [of the Rfptiblic** had they not been

ed.

Insert in your advertisement, “Peanut
butter fifteen cents a pound, the
cheapest sandwich filler," or “Get the
best picnic sandwich material here—
Peanut butter.”

It is the easiest thing in the !'prompted through personai
world to make a note of its existence lenees in camp.

experi-
McKinley'§ pro-mo
tion to Lieutenant was wo-is through
sympathy for the boys fight:mg at Ast-
tietam, and he braved shot anti shelf
Io carry them provisions.

It has left among rfa*

in spite of the war; atellers because
it. Seme would have fitted; a aigS
niche, no matter wfi;ait was ip}niif ot
aroun# them: ethersi were ,n a car-
ram way moiaett oy rue emgerrors m
me «itaat:» n.  ims not necessari'-
a reflection upon aiiy une. jilt pE&
the thought that tfre farart CSvPL
and effect are ever d. niniant

The next four yeirs will lie Effe*
wittx anmversaries* j>ersonai an<4 ma
fionaL They sboni«l serve to cove
the old scars with efiLe rich dowers, o
memory; to renew our pledges o
love and patriotism. m IkhocE ws rmir«
jfenuly m the ettoct zsr gped

»Yys Rtxsfinii
“leaves the fiber of rt interwoven for
:n the ot die woefdL *
ifISHHP

DO AS THE TREES DO.

lever

Tins rs springtime, imitate the
trees and plants. Make a new start.
Branch out. There are unoccupied
mercantile possibilities just outairt
your present circle of endeavor There
are needs of the public waiting bn
growing merchants to undertake »

going

deavor

not be content
endeavors of >

ttsii.  ¢ou have haft or>of% if -h:

greed will and helotui companions
Branch >ot: amid rar-ffuily go
surely Do not neglect: necessary
litres. Drop the obsolete: hrrow wc
that which has. beta raegrowu. Car
out the dead, dyrmg and mterfesing:
branches: head m the stragglers.
graft za vacant places at accessary <
preserve symmetry : remove -trperffu-
oas wood ®"iTirerstack that the trust

are germs *f rariare

| Let nr the smtligfic atri
1

gather the fruir when rice dfeesocmt
year hills-': smG—  —e*gwy the
shatle when you can take proper
st : provide ¢-e whiter mave
tough of the |Trait for yauzaelt ja»{
family - 5. E JSFaimey

The reason we fife «MMren ht tftar
they are natural, asmi tfce reason the-
;are natural tha; sure

Some of these people became great jdinner.
|
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Detroit Produce Market Page

Heyburn Bill Embodies Drastic Cold
Storage Recommendations.

Senstor Heyburn, of Idaho, re-in-
troduced his cold storage bill, em-
bodying for the most part the recom-
mendations of the Heyburn Commit-
tee, in the Senate of the Sixty-second
Congress on April 6. The bill, which
is known as Senate bill 136, was read
twice and referred to the Committee
on Manufactures. The bill, the provi-
sions of which we have previously re-
viewed, limits the permissible hold-
ing o: butter, eggs, poultry and game
in cold storage to three months, a
longer holding bringing the goods in-
to the class of "adulterated.” Any ar-
ticle of food which, having been held
in colu storage for any period of time,
has been removed therefrom and re-
turnee' again to cold storage is also
deemed to be adulterated within the
meaning of the act.

The bill has not gained in reason-
ableness since its original conception,
and the general protest which its first
introduction brought forth from pro-
ducers, dealers and warehousemen
alike, is taking form in more active
and organized opposition.

A joint committee, representing
cold storage warehousemen and affil-
iated industries, has opened headquar-
ters in the Hudson-Franklin building
100 Hudson street, New York City
The members of this Committee are
Frank A. Horne, New York, chair-
man; C. H. Utley, of Boston; Homer
McDaniel, of Cleveland: J. F. Nick-
erson, of Chicago, and R. H. Swit-
zer, of St. Louis.

The purpose of this Committee is
to conduct a campaign of publicity
and education to acquaint producers,
handlers, distributors and all others
interested in cold storage products
with the true effects of the proposed
Federal legislation.

A number of other National organi-
zations have been invited to affiliate
with this movement, and it is ex-
pected that in a short time the Na-
tional Poultry, Butter & Egg Asso-
ciation, National League of Commis-
sion Merchants, National Creamery
Buttermakers' Association, American
Association of Refrigeration, the
Salt Water Fish Industries and oth-
er similar bodies will be represented
on the Committee. A large number
of local organizations of producers
and dealers in various parts of the
country are planning to identify
themselves with the movement.

Legislation in the States.

The Jersey cold storage bill has
been again amended by the Judiciary
Committee of the State Senate. The
amendment increasing the time limit
to ten months did not satisfy the

State Grange, and the bill was re-
committed and amended again, the
limit being farther extended to twelve
months.

A new cold storage bill has been
introduced in the Senate of the Illi-
nois Legislature. It comes as an
amendment to Senate bill 55 and puts
a limit of permissible holding of per-
ishable food in cold storage at twelve
months instead of six. The enforce-
ment of the new law is left with the
State Food Commission. The bill re-
quires the stamping, marking or tag-
ging of all perishable foods placed in
cold storage either on the food itself
or the container with the words “cold
storage” immediately followed by the
date when the goods were first placed
in cold storage. Upon removal from
cold storage the bill provides that the
above marking be supplemented with
the date of withdrawal. The meaning
of the term, “cold storage ware-
house,” is defined. The work of noti-
fying the owner of the goods thirty
days before the time limit expires and

of notifying the State Food Com-j

missicner at the expiration of the
twelve month limit is put up to the
warehouseman. Upon notification the
owner is forced to sell the goods,
quality permitting. The bill further
provides that those engaged in con-
ducting cold storage business in the
state must procure a license from the
State Food Commission, and also pro-
hibits the sale of any food held in
cold storage, either in or outside the
1state, unless properly branded “cold
storage.”

The bill has many of the useless,
burdensome features of measures
proposed in other states.

In Ohio the Deaton cold storage
bill, after passing the State Senate,
was laid on the table, indefinitely in
the Assembly.

If it is your duty to open the store
in the morning see that the job is
done on time. |If the hour set is 7
|o’clock be ready to receive custom-
ers at that hour. Do not let your-
self be deceived with the idea that
7:15 is good enough. Regularity is
demanded in this as in many other
things. If a customer fails to get in
at the usual hour of opening because
lyou are late and goes somewhere else
to trade you mav never see him
again.

The article in the Tradesman last
week on “Better Prices for Better
|Eggs” was written by V. B. Me
Donnell, of McDonnell Brothers” Co..
Detrcit.

If people have wronged you, it
will do no harm to give them achance
Ito forget it.

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 181

F. J. SCHAFFER & CO.

BUTTER, EGGS AND POULTRY

396 and 398 East High Street, Opposite Eastern Market
1ate NGB Babar E. Chudga Migh: RN D

nnsps
ouses

ASEBE

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

SPENCER & HOWES

Wholesale and Commission Dealers in Butter, Eggs and Cheese

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

4922

TELEPHONES \

D etroit, M ich.

BUTTER. EGGS
CHEESE. FRUITS
PRODUCE OF ALL KINDS

Office and Salesrooms. 34 and 36 Market St.

R. HIRT, JR.

WHOLESALE FRUITS AND PRODUCE
Main 28 DETROIT, MICH.

iMain 5826

COLD STORAGE
AND FREEZING
ROOMS

435-437-439 Winder St.

PHONES

Egg Cases and Fillers

Direct from Manufacturer to Retailers
Medium Fillers, strawboard. per 30 doz. set. 12 sets to the case, case
included. 90c.

No. 2. knock down 30 doz. veneer shipping cases, sawed ends and
centers. 14c.
Order NOW to insure prompt shipment.

L. J. SMITH

Carlot prices on application.

Eaton Rapids, Mich

McDonnell Brothers Co.

Highest Price for Eg(%s
Send for Our Weekly Offer
A Postal Brings It. Address

Egg Dept. McDonnell brothers co.
35 WOODBRIDGE ST. WEST DETROIT

Tradesman Company
Grand Rapids

We do printing for produce dealers

SCHILLER & KOFFMAN Detroit, Michigan

We buy EGGS, DAIRY BUTTER and PACKING STOCK for Cash

Give us your shipments and receive prompt returns.

Will mail weekly quotations on application.
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French Fried Potatoes.

Consul Joseph Emerson Haven, of
Roubaix, France, writes that the
street vending of “porames frites,” or
French fried potatoes, is peculiar to
the northern part of France and the
novelty of it appeals to those who
visit this section of the country for
the first time.

“Pommes frites” take the place of
peanuts and popcorn and are sold
in much the same fashion. Not only
is this trade carried on in some in-
stances as a regularly established
business, but workmen, wishing to
increase their earnings, come out on
the streets in the evening and sell
these fried potatoes from pushcarts.
Their profits often exceed their day’s
wages

The pushcarts are of the ordinary
type, but covered. A coke brazier is
inserted through the flooring, over
which is placed the large iron cal-
dron holding the fat obtained from
beef suet. Raw potatoes, after being
pared, are pressed through a special
cutting machine, coming out in long,
narrow, four-sided pieces. These
are immediately put into the boiling
fat and in several minutes are thor-
oughly cooked. They are then salt-
ed and sold in small paper cornuco-
pias holding 1 or 2 cents’ worth.

“Pcmmes frites” have the advan
tage that they supply a satisfying
and nutritive meal for a few cents.
This is especially appreciated by the
mill employes during the noon hour,
as they are thus enabled to have
something hot with their otherwise
cold lunches. Rather than go to the

MICHIGAN

TRADESMAN

trouble of preparing the dish (to say Iof j otatoes per day, special
nothing of filling the house with the machines being used.

odor of boiling fat) many families
prefer to purchase the freshly cook-

j

ed tubers from the nearest vender. j

These fried potatoes are not sold
merelj at mealtimes, but during the
whole day, and are eaten
corn. *

The trade is a decidedly profitable
one even if conducted on a small
scale. The wusual price of potatoes
ranges between $1.40 and $2 per 220
pounds. The beef suet costs 1 franc
per kilo (19 cents per 2.2 pounds),
and with 1 kilo of fat it is estimated
that fourteen pounds of potatoes can
be cooked, the fuel cost for the
same amount not exceeding 6 cents.
The quantity of “pommes frites” sold
for 2 cents, while enough to satisfy
an appetite, does not equal two ordi-
nary sized potatoes in amount, and it
will therefore be seen that one Kkilo
lof cooked potatoes, costing 6 to 7
cents to prepare and sold at 18 to 28
cents, leaves the vender a handsome
profit.

As each city and village in the
surrounding region holds an annual
fair at some period in the vyear, ir
is a regular business of certain vend-
ers to go from town to town where
the fairs are being held, erect their
portable houses or booths, and sell
“pommes frites” with other light re-
fresnments. These booths, which are
elaborately constructed with tables,
chairs, mirrors, electric lights, etc.,
present quite an attractive appearance
and sell as much as 800 to 1,000 kilos

]

like pop-1

]

The Salmon Market.
The Seattle Trade Regis?

that there is little trading m

With a growing shortage am

tribute«, jobbers are not

poshing safes, feeling confid

they can easily dispose

stocks as the season advan?

premium over present
Canners at present

ested in the preparatk

ing season’s pack thai

ders for fttares. An

about the future mar

packers are acting more mdepf

fy of each other than in pa
sons. Heretofore it has bee
tomary for the smaller cann

await the action of the big \
before making their own ai
merits, but this year they are
independently of whatever coo
large packers may take. Sere
packers have refused to take
orders, “subject to approval,”
many of the smaller packer
disposed of their entire next ;
pack in this way, and other
taken orders without the ™sub
approval” clause in their ent
is impossible at present to t
with accuracy what future pri
be. The opinion has been ex
in some quarters that Columh
er chinooks will open in the
borhood of $2.25 for flats. *i r
and 11.17J4 for halves.

St

Cold Storage Ajparijin.
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YOUR DELIVERY

THE LINK BETWEEN YOUR STORE AND YOUR CUSTOMER
Can you afford to have this service anything but the best?

Star Egg Carriers and Trays

FOR

SAFE EGG DELIVERY

The only safe, sure, sanitary egg delivery system

It prevents breakage and miscounts, saves time and pleases
your customers and still costs less to operate than the egg delivery
you are using now. Start improving your business today by asking
your f(Obber and writing for our booklet “No Broken Eggs.” We have

a boo
Bird,” Write today.

of sample ads for your STAR EGG TRAYS. Be the “Early

STAR EGG CARRIERS are licensed under U. S. Patent No. 722.512. to be

used only with trays su

lied by us. Manufacturers,

pg ! {obbe_rs or agents supplyin
other trays for use with Star Egg Carriers are contributory infringers of our paten

rights and subject themselves to liability of prosecution under the U. S. patent

statutes.

Star Egg Carrier & Tray Mfg. Co.

Made in One and Two Dozen Sizes

50 JAY sT . Rochester, n. y.
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Origin of Vegetables.

The potato, which was already cul-
tivated in America when the conti-
nent was discovered, is spontaneous
in Chile. It was introduced to Eu-
rope in 1580 and 1585 by the Span-
iards, and almost at the same time
by the English, who brought it from
Virginia, where it had appeared about
1550.

The sweet potato and the Jerusa-
lem artichoke are also supposed to
come from America, according to the
Revue Scientifique.

Salsify is found in a wild state in
Greece, Dalmatia, Italy and Algeria.
According to Oliver de Serres. it has
been cultivated in the south of France
since the sixteenth century.

Turnips and radishes came orig-
inallv from Central Europe. The beet-
root and the beet, which have been
greatly improved by cultivation, are
considered as the same species by
botanists. The beet, only the stalk
of which is eaten, grows wild in the
Mediterranean. Persia and Babylonia.

Garlic, onions, shalots and leeks
have long been cultivated in almost
all countries, and their origin is very
uncertain. That of the scallion is
better known. Tt grows spontane-
ously in Siberia. One finds chives
in a wild state throughout the North-
ern hemisphere.

The radish, greatly modified by
cultivation, probably had its origin
in the temperate zone, but from what
wild species it is derived is not ex-
actly known.

The lettuce appears to be derived
from the endive, which is found wild
in Temperate and Southern Europe,
and in the Canaries, Algeria, Abyssin-
ia and Temperate Western Asia.

Wild  succory is spontaneous
throughout Europe, even in Sweden,
in Asia Minor, Persia, the Caucusus,
Afghanistan and Siberia. Cultivated
succory is probably a form of endive
which is thought to have had its ori-
gin in India.

Corn salad is found wild through
out Europe, Asia Minor and Japan.

Cabbage, like all vegetables which
have been cultivated from remote
times, is believed to be of European
origin.

The artichoke is the cultivated
form of the wild cardoon, indigenous
in Madiera, the Canaries, Maorocco,
the south of France, Spain. Italy and
the Mediterranean Islands. Aspara-
gus had its origin in Europe and
Temperate Western Asia.

The origin of the egg plant is In-
dia.

That of the broad bean is unknown,
as also that of the lentil, the pea,
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checkpea and haricot. The last nam-
ed appears to have come originally
from America.

Salmon Prospects.

The Seattle Trade Register says
that the canned salmon business con-
tinues in the same lethargic state that
has prevailed during the past two or
three months. There is practically
no earned salmon in first hands, and
the few cases the jobbers have arc-
going out in driblets. It is said that
high prices have somewhat curtailed
consumption. However this may be,
|there is no particular anxiety shown
by sellers to dispose of their hold
ings at any reduction. Canners arc
very reserved, and it is not possible
to get a definite opinon as to what
the future conditions will be in re-
gard to prices.

Columbia River packers report that
many enquiries are being received
|from Eastern as well as Coast con
necticns for larger supplies for the
coming season than have ever before
been ordered. Owing to the in
creased facilities this season for han-
dling the fish in Alaska, the opinion
is expressed that should there be a
good run—not a big run—of fish that
the output will exceed that of last
year.

Facing the greatest scarcity of can-
nery employes that has occurred in
many years, the big cannery compan-
jles of the North are preparing to
hurry hundreds of Chinese, Japanese,
Mexicans and Puerto Ricans to the
Alaska coast. The ss. Senator of the
Pacific Coast Steamship Co., it is
said, has been chartered to carry 1,000
Filipinos, Hawaiians and Puerto Ri-
cans from Honolulu to the canneries
of the North.

Agents of the canneries in Hawaii
will have some difficulty in getting the
men they have employed aboard the
Senator. Reports from the Islands
say that there is a general alarm that
there may be a depletion of the labor-
ing men in Hawaii and the Territorial
Legislature has passed three acts im-
posing drastic emigration regulations.
The laborers cost the territory $100
apiece when they were imported, and
every effort will be made to prevent
the agents of the canneries from tak-
ing them to Alaska.

The ss. Dolphin, of the Alaska
Steamship Co., recently sailed with
250 Chinese and Japanese for the can
neries at Quadra Santa Ana, Kasaan
and Taku.

Probably more men would strive

to reach heaven if the preachers
could convince them that all the
popular songs were in the other

Iplace.
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Seed Time.
The merchant, as well as the farm-

er, has his seed time. It is as impor

tant for the merchant to buy

his new goods, as for the farmer to
buy his seed and to prepare the soil
to receive it.

Neither the merchant nor the farm
er can hope to “Reap where he has
not sown.” |If the farmer expects to
harvest a crop he must plant his seed
in good time; he must be zealous in
caring for the tender plants; he must
assist nature by persistent cultivation
and take his chances with drought,
pests and wet weather.

Likewise, the merchant must have
his goods on his shelves and counters
in advance of the demand; he must
prepare his campaign for the season:
he must see that his clerks are famil-
iar with the goods and that they keep
them fresh and clean; he must formu-
late his selling plans and take his
chances with unforeseen circumstanc-
es that might affect his trade.

A pessimist or a foolhardy man can
not be a good farmer or a good mer-
|chant. The pessimist dares nothing;
the foolhardy man dares too much. A
wise merchant or farmer should exer-
cise optimistic prudence.—Twin City
Commercial Bulletin.

Refrigeration Convention.

The second annual meeting of the
American Association of Refrigera-
tion will be held in the “East Room”
of the La Salle Hotel, Chicago, 111,
on May 9 and 10. The Executive
Committee, in sending out announce-
ments, says:

Tn issuing the announcement for
this meeting the Executive Commit-
tee desires to impress all those inter-
ested in refrigeration with the desir-
ability of the fullest attendance, as
matters of great importance to the
Association will be presented. Among
these are the annual reports of the
chairmen of the various committees
and commissions, detailing the activi-
ties of these bodies during the past
year, as well as their recommenda-
tions for future efforts. We still have
before us the questions pertaining to
restrictive cold storage legislation
both by the National and the various
state legislatures. It is a duty we
owe one of the most important
branches of the refrigerating industry
that we continue to do all in our pow-

Seeds
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er toward directing any proposed leg-
islation that might be prejudicial to
this industry into proper channels.

his j,,: . L .
spring stock, to brighten up his store 1Wlth this end in view, all are invited

and to prepare for the reception ijto participate in combating ‘anti-cold

storage legislation.””

Importations of Sugar.

The calendar year book of the
Bureau of Statistics of the Depart-
ment of Labor says that sugar, of
which the United States is a large
producer, but not yet sufficiently
large to meet the requirements of her
population, shows importations in
1900 of three and three-quarter bil-
lion pounds, valued at ninety-one and
three-quarter million dollars, and in
1910, four and one-quarter billion
pounds, valued at one-hundred and
fourteen million dollars, these figures
being exclusive of the sugar brought
from Hawaii and Puerto Rico, which
amounted in 1910 to over one billion
pounds from Hawaii, valued at thir-
ty-nine and one-half million dollars;
and six hundred and twenty-six mil-
lion pounds from Puerto Rico, valued
at twenty-six and one-quarter million
dollars.

A. T. Pearson Produce Co.
14-14 Ottawa St., Graa4 Rapids, Mich.

The place to market your

Poultry, Butter, Eggs, Veal

All orders are filled

promptly the day received.

We carry a full line and our stocks are still complete.

ALFRED J. BROWN SEED CO., GRAND RAPIDS, MICH.
OTTAWA AND LOUIS STREETS

Texas Bermuda Onions in Cummer Crates

Our first car just in.

The Vinkemulder Company

Stock finer than silk, we quote:
Crystal Wax per cummer crate -
Yellows per cummer crate - -

$2.25
2.00

Grand Rapids, Mich.

Write, phone or wire your order
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Palate-Exciting Advertising for the
Grocer.

The midwinter season demands the
featuring of groceries that are good
to eat, the things that appeal to the
inner man, the smoked meats and
fish, the macaroni and mince meat,
the plum pudding and the canned
delicacies, the sauces and the pickles,
the dried fruits and pancake stuffs,
the cocoa and the chocolate, the
olives and the tapioca, the breakfast
cereals and the nuts, and so forth,
not forgetting the comforting coffee
and tea.

Those old Roman gourmands
would have chuckled over such a list
and sought no more for peacocks’
tongues and similar vapid kickshaws,
but what use does the grocer make
of it as a means of bringing busi-
ness to the store? If he does not at-
tempt to excite the appetite by the
wording of his adverisements he sac-
rifices opportunities that no dealer
can afford to let slip. Here are a few
illustrations of the way to advertise

food products to the best advan-
tage:

The Baconian Theory does not
trouble consumers of our Breakfast

Bacon at —c a pound. They say it is
the best they ever tasted, its exqui-
site flavor, so mellow and unmistaka-
ble; its melting richness and general
toothsomeness making it the finest
breakfast food for young and old.
Give your palate a pleasant surprise
and insure good digestion by a trial
of the article.

A Cup of Creamy Coffee these
sharp mornings is a good starter for
the day’s work. Made from Our Spe-
cial Brand at —c per pound the morn-
ing coffee is so rich, aromatic and
fine-flavored that drinking becomes
almost a sacrament and the creamy
fluid passes down the throat like a
benediction, and a man goes to busi-
ness feeling as fit as an athlete in
training and with his bosom’s lord
sitting lightly on its throne.

Now, as to Pancakes. Breathes
there a man with soul so dead who
never to himself hath said: “I’ll have
pancakes to-morrow?” We are look-
ing for that man. We have the
goods—Pancake Flour that makes the
delicious, light, palate-satisfying pan-
cakes of the best traditions, so tooth-
some and digestible that words fail
us in the endeavor to state the plain
facts. And the syrups! Who shall
fittingly paint the joys of breakfast
with our famous syrups throwing a
golden gleam over the cakes all warm
and fragrant from the pan?

Cocoa For Cold Weather. The sol-
id nutriment in a cup of our Best
Cocoa is considerable, and yet its
tale is not half told, if we stop there.
For there is the exquisite flavor, the
smooth and creamy richness, the grat-
ification of the palate and the after
feeling that all is well with the in-
ner man. Superb is not too strong a
word. Good cocoa in the cool morn-
ings is one of the best gifts to man,
and it really is surprising that its use

is not universal. Our Best Cocoa,
—c per pound.
Salt Mackerel — We are offering

fine, fat Mackerel as a breakfast dish
at tempting prices. Salty enough to
be relished hugely, fat and rich
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enough to melt in the mouth and de-

licious enough to make the consum- jon the Southwest Side, and

er much the debtor of the cook. Broil
them or fry them and they seem to
be equally good. They hit the right
spot and furnish a wholesome change
from a meat diet. Really a great
luxury, although so cheap. It is a
pleasure to sell them, but a greater
pleasure to eat them.

Plum Pudding—This article iscom-
ing into more general use every year,
owing probably to the improvement
in the skill of the makers in the fac-
tories. As now packed, plum pud-
ding such as we are selling—the Eddy
Brand—is cheaper than the home-
made and very rich in flavor, and
as it is a labor-saver of the highest
rank it is a godsend to the house-
wife. It is a dish of kings at a cost
that appeals to all, and is a superb
addition to the dinner menu of every
family.

Macaroni—To the Italian this arti-
cle is everything, almost — to the
American it is almost nothing, yet it
deserves a conspicuous place in the
nation’s bill of fare, as it is very pa!
atable, very nourishing and very
cheap, besides being adapted to more
varieties of dishes than most foods.
It can be served in an astonishing
number of different ways and tastes
good in each. We offer Favorite
Brand at —c per pound, and furnish
recipes for cooking it. Be good to
yourself and try it.

The foregoing samples of adver-
tisements are offered to illustrate our
remarks on the subject of palate-ex-
citing advertising for grocers. It is a
kind of advertising that makes new
business, instead of taking business
from other dealers, and is therefore
deserving of consideration.

Plan Huge Produce Center.

The wholesale produce dealers of
Chicago plan to segregate their busi
ness. This fact is announced by a
committee of South Water street
merchants who have had the matter
under consideration for some time.

The move is intended to perfect a
system whereby the business of thess
firms may be centralized and a prod
uce center be established which i
compared in effect with the plan
whereby the packing interests have
estabjished the Union Stock Yards.

The tract considered for this pur
pose consists of about 100 acre«
bounded by Ashland and Westerr
avenues and Thirty-fifth and Forty
fifth streets. The project contem
plates the erection of enormous ware
houses and exchange buildings a
well as retail markets and the build
ing of miles of railroad yards to ac
commodate between 2000 and 3,000
cars.

The plan, which involves the ex
penditure of several millions of dol
lars and at least two years of time
is still in its early stage. However,
leading merchants of South Water
street say it has been under discus-
sion for the last eighteen months. So
carefully have the secrets of the proj-
ect been kept, however, that the story
of the proposed move did not leak
out until the merchants made the in-
spection.

The proposed site is in the heart
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of the central manufacturing district
is fav-
ored by the South Water street mer-
chants because of the railroad track
facilities which are offered by the
Chicago Junction Railroad which
would bring freight and refrigerator
cars from every road entering Chica-
go into the market district, as into
the Stock Yards at the present time.
The project does not contemplate]
the abandonment of South
treet, where the produce commission
business of Chicago has been carried

n for the last forty-five years. Ac-|

ording to the leaders in the new
plan, most of the houses now on
South  Water street will retain
ranches there for the retail busi-
ness.
Ignorance of Costs.
In practically every tow t any

size in this country new store? start
up with a blare of trumpet fi>>urish,
or appear to, for a more or les, brief
season, then sicken and hnaily die.
There are various reasons, aml

the principal ones > their fadure to
prosper is that they do not knew the
cost of doing business.

Grocers, in fact all relail mer-
chants, make the m stake r MLinti-
ing in ignorance of what it ;ost them
to conduct their 1usinesses. They
need to be educated in the sub
costs. Some of th?m hav
business for years, perhaps n
realising themselve- how :los<» they
have come to goirg on g rocke
more than once dui4tig: theif sareers.
The-e old retailer- ire appareni
mindful of the imp*»rtant fact that it
costs more to self ;rocerie retad
than it did ten year- ago, o that
systems which ten years ago were
adequate are now r ate.

Here is another thing: ots of
grocers are persist cutters
without knowing it. Howf
because they think they ire selling
at a fair margin of profit. whe
matter of fact they are m?iking little

;en in

W. C. Re«

W ater j

REA & WITZIG *

Even

Roy Baker

deaerai Sales Afest
Michigan, hiiii—a mmé
Sparks Waxed Paper Sread Wrappers

lad Weaver’s Perfection
Pare Evaporateti E&g

wut. Aldea Salih Beidast
Graed Pae+r«. :WCciti®gji»

Dandelion VegetalMe Batter Caler

A perfectly Pirre: Vesera-hte 3utter Sole
and one shat complies witii the pore
food »«*egTevery 3case wn
of me Suited Scates.

W— frfrgve WeHe & «tcJka rémm Co.
MrSaytoa. ft

Tanners and Dealers in
HIDES, FIR, WOOL, ETC.

Groin— A Rode« &>, Ltd., Tmaart
U 5. Harfcet 9C.
Greed dec MM Mictf.

We do Printim? for
Produce Dealer*

W la%

PRODUCE COMMISSION

104-106 West Market St.,

Baffato, >. V.

4'Buffalo Means Business'*

We want your shipments of poultry,

both live and dressed. R

at high prices for choice fowls, chickens, ducks and turkeys am

highest prices.

Consignments of fresh eggs and dairy batter wanted ac all times

REFERENCES—Marine National Bank. Commercial Agents. Express

Papers and Hundreds of Shippers.

>4

Established 1973

Established 1876

We are in the market daily i

€ggs.
have to offer.

EGGS

Mail us samples of beans
Your order for Th

allLkinds of field seedts will have prompt attention.

Moseley Bros.

Both Phones 121

Wholesale Dec ern and Shéppm of Weam. feettB mm ifwkimm
OfRre uni WsefcuNMe. jenwwr % 1. mm RIVIkrm

Grand Rapids. Mich.

We Pay Highest Prices for Potatoes

Wanted in car Load Lots or K
Write. telephone or telegraph what

Both Phones 1870

M. O. BARER A CO.

TOLEDO. OffSO
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WHY HE SUCCEEDED.

The Girl-Who Could Win Trade Won
Him, Too.
Wrritten for the Tradesman.

Fred Marding opened his little store
in Bunkerville trusting to receive his
¢hare of the trade. His capital being
limited to a few hundred dollars, it
was not to be expected that he would
cut a very wide swath at the outset.

“l am afraid,” said his friend, Ban
wood, “there isn’t room for another
store in Bunkerville; the mercantile
business is over-done here now.”

“Well, if that is so, where would
you advise me to go?”

“To some town where there is an
opening—"

“Name such a place, Joe.”

“Oh. | can’t do that off hand, of
course.”

Nor could the aspiring Fred, there-
fore. against much friendly advice,
the young fellow leased the little
corner store and began business. His
opening was rather late in the season,
when much of the holiday trading had
been done, so that “Marding’s W est-
ern Bazaar” had to fall back on the
few later pickings.

Trade was never rushing and the
young man undertook to do all the
business himself. He realized that he
could not hire a clerk. He boarded
with a widowed sister in a humble
part of town.

Whenever he met Hungerland. of
the rival store across the street, that
worthy grinned and passed him by
with a simple nod. “Pitying me, F
suppose,” thought the new merchant
“Well. | don’t ask any sympathy, and
1 mean to succeed if grit and adver-
tising will do it.” He had both for a
time, yet, somehow, the crowd did not
come. He saw them go in droves
to the store opposite where every-
thing was kept in stock from a darn-
ing needle to an ox-yoke.

Round about Bunkerville was a
large Danish settlement. These peo-
ple patronized the big store, where
were kept two clerks who spoke the
Danish language.

“l told you this was the wrong
town for you, Fred.” said his friend,
Banwood, about a month after the
opening of the “Bazaar."

“It is the foreign element that is
beating me,” sighed Fred. Twill have
to do something to draw them into
the store. Tf T only had capital enough
to stock a general store now | would
be all right.”

“If T had the ready money | might
lend it to you. although | should not
expect to see the color of it again.”

“You are very encouraging,” and
the young merchant turned to wait
on a boy who came in for a penny’s
worth of mixed candy.

“You seem to have the penny trade,
all right." and the friend laughed.

“Most of what T get is in little
dabs—”"

“Tell you what, Fred, you need a
clerk.”

“Do 1? How’d ye think I'd pay
one? T had an application only this
morning.”

“Did you? From whom?”

“A pretty miss from the country:
her name is Feterson, | think.”
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“Angie Peterson—"

“How do | know? | wasn’t going
to ask her given name. | was in the
dumps, anyhow; trade has been rot-
ten, and—"

“And is going to be rotten to the
end of the chapter,” declared Ban-
wood.

Trade did not improve. After the
holidays it dropped to a mere noth-

ing. Over the way the crowd con-
tinued to move. Disconsolate, our
young fledgling in the mercantile

business stood staring at the many
faces passing. No one came in.

“By the old Harry, this is going
to down me!” sighed Marding. “I
reckon I’ve missed my calling. Doug.
Banwood was right: This is no town
for new enterprises—ah! there comes
that girl now, trim as a new rigged
ship. Even she patronizes my riv-
al.” This as a trim feminine figure
tripped from the open door of the
department store opposite and walk-
ed along chatting with some g;rl
friends. Only the day before he had
turned down Miss Peterson's applica-
tion and now she was patronizing his
rival.

The girls, however, crossed over
and were entering Fred’s store. A
chatty lot they were, with a delicious
foreign accent—“Danes, every one,”
thought Fred. They made some pur-
chases and as they were going out
a pair of blue eyes sent him a roguish
glance.

“By Jove! but that Peterson girl
is not so slow!” ejaculated Fred. “She
fetched her friends here to trade to
show me that she holds no ill feeling
because | turned her down.”

After that the young fellow thought
a good deal, finally coming to the de-
cision that he must have a clerk.
“There’s no profit from which to pay
one,” was the mental view taken by
Fred, yet of himself he could do noth
ing. It was simply ruin anyhow to
go on as he had been doing. Per-
haps a pretty face behind the coun
ter might work a change—it was
worth trying.

When next Miss Peterson came to
the little corner store it was in an-
swer to an invitation from the pro-
prietor conveyed to her in a note
over the rural delivery.

“l got your note, Mr. Marding."

“l sent for you for the purpose
of talking over that clerkship busi-
W hat

ness. experience have you
had?”
“None whatever—"
“Then it wouldn’t be safe—”"
“Wait,” said the sweetest voice

Fred had ever heard, a little protest-
ing quiver to the full red lips. “I
think | can make good. | am will-
ing to try. and to work for a small
price.”

“How much?"

"For the wage of a washerwoman—
will that do?" with a delightful little
tinkle of laughter.

“Do you sepak Danish?”

“lI am a Dane.”

“You may come.”

“When?”
"Let’s see.
come Monday—"

“l prefer to begin now.”

Miss Peterson unpinned her

To-day’s Saturday:

hat,
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tossed off her cloak and stood smiling
up at him, a picture of mischievous
earnestness. She, of course, had her
way.

Very soon after Angie Peterson
entered his employ business picked
up in the little corner store. There
was no big rush, only a gradual im-
provement. One by one the fair
clerk's countrywomen began coming
to the store. Angie had ever a win-
ning smile. For the old ladies she
provided a rocker near the stove in
wintry weather, under a window in
heated July. Every possible kind-
ness was shown to customers and
Fred soon learned to highly prize the
clerk whose services had been almost
forced upon him.

At the end of the first six months
of Angie’s clerkship business had
doubled and the balance showed now
on the right side of the ledger. Mard
ing was jubilant over the outlook.
The girl had a marvelous knack of
winning friends. She won upon the
old by listening to their tales of trou-
ble and carried the young people over
to her by the power of her sunny
smile and winning personality.

it was not until a tall blond drum-
mer came to frequent the little store
on the corner more than was neces-
sary to sell goods that it began to
crawl through the young merchant's
noddle that he might lose his clerk.
Fred frowned on the caller and wish-
ed him a thousand miles away.

“Confound that man,” volunteered
Marding, “lI don’t like him.”

“Don’t you really?” smilingly spoke
the fair Dane. “Really now—"

“What makes him come here so
often, Angie? | don’t think he has
business in this town so often.”

“He seems to think he has.”

“Well, I wish you wouldn’t talk to
him when he comes in; I’ll do all
that is necessary.”

“Land, is that so?” with a sigh
and a low laugh. “I’ll try and mind
what you tell me, sir.”

The very next time that Walter
Sunderland came around Miss Peter-
son forgot her promise and enter-
tained him as of yore. Fred went
home to his sister, grumbling over
the outlook.

“No use grumbling, Fred,” advised
his sister, “girls will fall in love and
marry, you know. | shouldn’t won-
der a bit if—"

But the brother

had gone out,
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banging the door after him. He was
clearly worried over the outlook. For
several days the young merchant was
not himself. He mooned about “like
a sick cat,” as his sister put it. “There
is no doubt that this drummer is aft-
er Angie,” she said, “and 1’d advise
you to begin looking about for some
one to fill her place.”

Somebody to fill the little Danish
girl’s place! Why, nobody could do
that. Fred went to the store one aft-
ernoon to meet the obnoxious drum-
mer coming out. Angie was at the far
end of the place arranging some box-
es on the shelf. She was alone and
the merchant went hastily down to
her side. He saw that her face was
flushed and there was a tear on her
cheek.

“Has that scamp dared—”

“He asked me to be his wife,”
whispered the girl, blushing and trem-

bling.
“He did, eh?”
The room whirled about. Fred

Marding saw visions of a ruined busi-
ness, lonely hours again, with the
smiling face of Angie gone forever.
He felt very weak and tired just
then.

“l—I1 said | could not leave you,
Mr. Marding—not without your con-
sent,” said Angie, looking up with
that old, entraneng smile of hers.

“Tell me truly,” suddenly urged the
merchant, “do you wish to leave the
store?”

“Well, |
see, sir—”"

“Angie!” snatching both her hands
and compelling her attention. *“I can
spare you from the store but not
from me. Look here, girl, will you
take me, will you marry me instead of
that lanky drummer?”

“l might if—"

“Well?”

“If you’ll let me stay in the store.
I love the work, you see.”

don’t quite know. You

“All right.”
Mrs. Marding left the store months
later; not, however, until she had

initiated another into the work and
trained her for the position.

The Mardings continued to pros-
per and now own one of the largest

stores in Bunkerville. For this pros-

perity Fred gives Angie the soic

credit. J. M. Merrill.
You commit no crime when you

think well of yourself.

DEALERS’ PRICE LIST

F. O. B. Grand Rapids. Mich.

Corporal Brand Rubber Roofing
1ply complete, about 35 Ibs. per square
2ply complete, about 45 Ibs. per square.
3ply complete, about 55 Ibs. per square
W eatherproof Composition Rubber Roofing
1ply complete, about 35 Ibs. per square
2 ply complete, about 45 Ibs. per square.
3 ply complete, about 55 Ibs. per square
W eatherproof Sand Coated
1ply complete, about 55 Ibs. per square.
2 ply complete, about 65 Ibs. per square.
3ply complete, about 75 Ibs. per square
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Prices subject to change without notice.

Acme brand wood fibre sheathing per roll
Tarred Felts
No. 1. 22 Ibs. per 100 square feet, per cwt
No. 2. 151bs. per 100square feet, percwt. 140
No. 3. 12 Ibs.zper 100 square feet, per cwt. . 140
Stringed felt. 22 Ibs. 250 square feet, per roll.. 4
Stringed felt. 44 Ibs. 500 square feet, perroll.. 87
Slaters felt. 30 Ibs. 500 square feet, per roll 60
Tarred sheathing 65
Rosin_Sized Sheathing W eatherproof Brand
Red No. 20. about 20 Ibs. per roll 500 square feet i 3l
Gray No. 20. about 20 Ibs. per roll 500 square feet 31

GRAND RAPIDS BUILDERS SUPPLY CO., Grand Rapids, Mich.
Distributors of the Product of the General Roofing Manufacturing Co.
The Three Largest Prepared Roofing and Building Paper Mills in the World
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Exports of Manufactures.

No greater tribute to the faith-
fulness and efficiency of the American
workman and American manufactur-
er could be found in a condensed
space than the records of the Bureau
of Statistics, Department of Com-
merce and Labor, which show the
exportations of what may be termed
“high-grade” manufactures from the
United States. People in all parts
of the world are purchasing every
month and practically every day of
the year the most complex products
of the American workshop, such as
typewriters, sewing machines, cash
registers, scientific instruments, tele-
graph and telephone apparatus, musi-
cal instruments, automobiles and oth-
er articles requiring superior skill in
their manufacture. Articles of this
class are transported to the most dis-
tant and out-of-the-way places of the
world—the islands of the ocean and
the distant interiors of the great con
tinents—with the calm confidence
that they will not only render the
service for which they were manufac-
tured but continue that service for
such length of time as to justify their
transfer from the place of manufac-
ture to distant communities not pro
vided with experts and facilities for
repairs. That this confidence in the
products of the American workshop
is justified by experience is indicated
by the continued and, in most cases,
growing export trade in these arti-
cles.

Take sewing machines as an ex-
ample. A hundred million dollars’
worth of these machines have been
exported from the United States in
the last quarter of a century, going
to every part of the world. In the
single year, 1909, for example, the
countries, colonies and islands to
which sewing machines were sent in-
cluded Madagascar, Belgian Congo,
the Canary Islands, French Oceania,

Asiatic Russia, Persia, Aden, Hong-
kong, Dutch East Indies, Paraguay,
Peru, Dutch Guiana, Haiti, Santo

Domingo, Dutch West Indies, Egypt,

Turkey in Asia and Europe, Siam,
Korea and Liberia.
Typewriters are another example

of complicated machines exported to
distant parts of the world with con-
fidence that they can there be suc-
cessfully operated without return to
the manufacturer for frequent repair.
The value of typewriters exported
from the United States since the fis-
cal year 1897, when they were first
shown in the statement of exports
of the Bureau of Statistics of the De-
partment of Commerce and Labor, is
over sixty million dollars, and in
1909 they went to no less than ninety
different countries, colonies and is-
lands, including Greenland at the Far
North, New Zealand at the Far
South, Morocco in North Africa,
Siam in the extreme Orient, Ecuador

and Bolivia in South America, the
Azores and Madeira Islands in the
Atlantic, Dutch East Indies, and
French Oceania in the Pacific; Bul-
garia, Servia and Roumania in Eu-

rope, and Persia, the Straits Settle-
ments and Korea in Asia.

Cash registers are a still more re-
cently developed item in our list of
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exportations, yet they were sent in
1909 to more than fifty different coun-
tries, including nearly a score in Eu-
rope, practically all parts of North and

South America, to China, Japan,
Asiatic Russia and Straits Settle
ments in Asia; to Australia, New

Zealand and the Philippine Islands in
the Pacific and to various sections of
Africa.

The automobile, which seems to
require careful and expert attention
even in the country in which manu-
factured, goes in large numbers to
all the grand divisions and many of
the principal colonies and islands of
the world. The 1909 figures show
exports of automobiles to seventeen
different countries of Europe, to prac-
tically all of the countries and larg-
er islands of North America, to every
country of South America: to China.
India, Straits Settlements, Dutch
East Indies, Hongkong, Japan, Asi-
atic Russia, and Siam in Asia: and
to Egypt, Portuguese Africa, Canary
Islands, French Africa and British
East and South Africa in that grand
division. The valuation of this class
of exports has rapidly increased
until the figures of the calendar yeai
1910 alone show a total of eleven mil
lion dollars.

Musical instruments of American
manufacture, including organs, pianos
and pianolas, are evidently popular,
the countries to which pianos and or-
gans are sent being approximately sev-
enty-five, and even of pianolas the ex-
ports are numbered by thousands,
and the countries to which they go
approximate half a hundred, includ-
ing China, Japan, Siam, New Zea-
land, the West Indian Islands, the
countries of Central and South Amer-
ica and a dozen or more of the coun-
tries of Europe.

Thus one might go on indefinitely
enumerating the products of the
American workshop of high quality
and complex character, such as elec-
trical appliances, phonographs, met-
al-wrorking machinery, shoe machin-
ery, wood-working machinery, dental
goods, photographic goods, mowers
and reapers, and many other articles
of this class, forming a very consid-
erable percentage of the eight hun-
dred million dollars’ worth of manu-
factures exported from the United
States last year.

What the People Want.

To say what people think gives an
orator prestige and the merchant
who buys what the people want gains
their trade. To say what people think
and to buy what they want is the
study of the orator and merchant.
Both are governed by the same law
of thought.

What will sell in one
often a drug in another.
cause the people in different locali-
ties think differently. The mer-
chant, therefore, who would suit the
people in his buying must be a close
observer in order to comprehend fully
the possible desires of the people. He
should know their habits of life as
well as their thoughts. It is through
their habits, as shown in outward
actions, that the method ofthought
is reached.—Clothier and Furnisher.

locality is
That is be-
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Locating Authority.

A store is badly managed when ft
is over managed, just as anything
else may be spoiled or a purpose
thwarted by excessive zeal or too
many managers. The old saw about
too many cooks spoiling a hr-th ap-
plies exactly as well to the manage-
ment of a store.

The store that has more than one
manager, be they extra, partners or
subordinates, is in a bad fix and a
large share of the energy of the sfor
force is lost or used no in cross fir-
ing that has no good effect on bust
ness and which compels a tansglfea
and snarling that is expensive to th'
establishment. The clerk who :s or
dered. or requested, to do one thin:
by one who has authority and soot
thereafter told to do another by ? m
one else in authority is scarcely com
petent to determine his exact foca
tion in the list of obedient neeessr
ties. This freqtientty happens m
store where the owners or manager
are members of the same randy, a!
ithough it is not, by any means, an
known in other stores of two.
three, or more, partners

Recently, during a heavy trade,
clerk in a store owned and manage-
jointly by a man and hfs wife carrie
a purchase to the wrapping counter
presided over at the time by the rna
of the house, and was directed to fm
mediately proceed to the front of th
store and straighten a counter
dress goods badly tangled. Scarce!
had the clerk rolled one piece hefor
the woman of the house shotrte
across a considerable space that th
clerk should proceed to the rear ¢
the store and see if there were nr
some one to wait upon. The clerk at
tempted to explain but the orderer
refused to listen. He had no «*ner
appeared again at the rear of the
store than the man “jumped” on him
for not doing as he was told, and
here again an audience and explana-
tion were refused and he was ordered
Pack to straighten dress goods. He
went back to the counter to be again
set upon by the second manager, up-
on which he became righteously
wroth and informed the woman that
he should not move from his present
work until she had settled with her
husband who was the boss Said he.
“Settle it between you and when you
decide who is boss | am ready to
obey orders, but | will not continue

Amer. Sweeping Compmmi Co.
Detroit. Mich.
.HMafactunm and deafer» a» o
SUPPLIES. Sweeping Compound. Xfetai Palish
Linseed Oil. Sean. Wome OB. etc.
Qualify au geutcaniTm

Ortter dfewrt fmm jm
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BE ACCOMMODATING.

If You Haven't the Goods Tell Cus-
tomers Where to Get Them.
Written for tl.e Tradesman.

Not having in stock what a cus-
tomer calls for, not being able to pro-
cure it for him at once nor sell him
something else which will answer his
purpose, the merchant will not lose
anything by directing the customer
to some other store, where he may
obtain that which he desires. Show-
ing a willingness—yes, more—an
earnest desire to assist, is quite apt
to stimulate a wish to return the
favor when possible; whereas, if the
merchant exhibits a lack of interest in
the matter as soon as he discovers no
possibility of making a sale, that in-
difference may make such an im-
pression on the prospective purchaser
that he will avoid that store in the
future.

Any failure to have in stock the
goods advertised or the goods which
the public naturally expects the mer-
chant in any particular line to carry
may occasion serious inconvenience
and disappointment to customers. If
the merchant expresses regret and
explains how it was impossible for
him to foresee or prevent the condi-
tion it may not be remembered
against him. On the other hand,
should he exhibit indifference in the
matter, no interest in the needs of
his patron, no regret and treat it as
of no particular consequence, he must
fall much in the estimation of such
customer, and thereby lose trade and
pro lit.

Not alone indifference to customers
causes a merchant to be regarded
with disfavor, but indifference to his

own interests and to his financial
prospects militates against him. Peo-
ple generally prefer to trade with
the alert, earnest, aggressive, suc-

cessful merchant. Whether they real-
ize it or not, he is the one who an-
ticipates and provides for their needs.
It is wise to give the customer in
hand all the attention he or she re-
quires, but it is not often necessary
to entirely ignore the next in line. A
nod or look of recognition may make
him more content to wait. Then, he
may not wish for anything at your
counter and a word or motion may
suffice to direct him to the depart-
ment where he can find what he
seeks. Five minutes delay at each of
several stores may entirely defeat a
purchaser’s plans for the day or it
may put him or her into an anxious,
hurried or worried condition which
precludes satisfactory consummat’ion
of important purchasing. Of course,
it may be looked upon as an unfor-
tunate combination of circumstances
when a customer meets with delay
upon delay, and no one to be blamed
for it: and yet a train of annoying
delays may be laid to one inattentive,
careless, indifferent clerk or mer-
chant. E. E. Whitney.

How To Use Tea.

So far, civilized man has succeeded
in manufacturing only four essential-
ly different beverages which are ex-
tensively used. And yet liquids are
as important as solids in contributing
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to the cravings of the human palate.
The four principal manufactured bev-
erages now in use by civilized com-
munities are, first, the extract of the
coffee bean; second, the extract of
Ithe cocoa bean; third, alcoholic
drinks, and fourth, the extract of the
tea plant.

Tea is one of the most important
manufactured beverages known to
mankind, inasmuch as it can be taken
for a lifetime without injury to the
human system, providing it is made
right, and taken as soon as made.

The intelligent use of tea is in
knowing that it possesses two leading
chemical principles, viz.: theine and
tannin. The former contains the prin-
cipal merits, and the latter the prin-
cipal imperfections of tea. Theine is
a gentle tonic which makes tea a
mild stimulant. Tannin forms an acid
which, if taken habitually to excess,
by persons in delicate health, is apt
to affect the nerves or digestion. The
whole secret, therefore, of obtaining
the beneficial properties of tea with-
out injurious effects, is to secure
theine without tannin, and this can
be accomplished by never permitting
the tea leaves to boil, nor even to
draw in the usual way, for over sev-
en or eight minutes, after which time
tannin begins to develop.

The average consumer approaches
his grocer generally with the request
for a pound of black or green tea,
knowing little more than this about
the article, and leaving the rest with
the grocer. It is not suspected by
either dealer or consumer that there
are as wide differences in black teas,
alone, as there are between tea and
any other beverage.

There are about two thousand tea
flavors. Until the last seven years
the green tea leaves have been found
chiefly in China, but since then ex-
cellent specimens have been produc-
ed in India and Ceylon.

Green teas are known as Gunpow-
ders, Imperials, Young Hysons and
Hysons, according to the shape which
the leaves take in the process of
firing.

Black teas are divided into four
great families, Congous, Indias, Cey-
lons and Oolongs. The first three
kinds are fermented teas, while Oo
longs are unfermented.

Raw Sugar.

Those who are accustomed to see
sugar in its various attractive manu-
factured forms have little or no idea,
we imagine, how it looks when it
reaches the port of Boston from the
country of production. The raw sug-
ar imported into Boston to the refin-
eries comes from Java, from Ger-
many, mostly from the port of Ham-
burg, and from some other countries.
That from Germany is beet sugar,
while that from Java is cane.

The sugar from Java arrives in
baskets of materials something like
willow, more, perhaps, like rattan.

These baskets weigh several hundred
pounds, perhaps, two or three, and
the sugar is of a very superior quali-
ty. It is transported in the holds of
the large steamers of the regular
lines, and sometimes a cargo by a

TRADESMAN

tramp steamer will arrive. The sug-
ar is unloaded at the wharf, still in
the baskets, whence it goes to the
refinery.

Sugar is also brought to this port

from Cuba, and this sugar, as well as jcargo of

that from Germany, is in bags.
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to lift the hatch and putting his head
below decks. But he should have
someone standing by to catch him
in case he plunges head first into the
hold, for the fumes given off by a
raw sugar are probably

The |about the most overpowering of any

experiment was made some years ago |except the fumes given off by some

of bringing raw sugar in bulk, but so

great was the chemical action, accen-j

of the heavy chemicals.
Other sugar imported from the Far

tuated by the heat that was generat- iEast comes, in mats, mats made of
ed in the raw sugar, that the plates |palm leaves and other fibres of vari-

of the steamers were eaten away, and
it was considered dangerous.

"ous tropical trees. These packages or
That Icontainers of sugar from the

Far

is the reason for putting up the raw jgast are of no further use after they
sugar in bags, which are packed tight |have been emptied, and they are ac-

ly in the hold.

cordingly burned. — New England

If anyone is searching for adven- jGrocer.

ture and novel sensations he can sat-
isfy himself temporarily by visiting

It is a poor job that won’t support

a sugar steamer, getting a deck hand *one real boss.

Retail Grocers Coffee Roaster

Roast Your Own Coffee and Peanuts

WISE

From Factory to User
A boy or girl can handle it

Increase Your Trade

COMPUTATION FOR DAY
23 pounds per hour. 10 hours........... 230 Ibs.
16 per cent, shrink 40 Ibs. leaves..-210 Ibs.
12 cent coffee plus Micent for roast-l3

ing. makes cost . 1 25
Costof attendant perday.. 250
Costof packing and advertising— 420

Leaving net

A little energy and money,
not much, puts you right.

Prims Machinery Co.
Battle Creek, Mich.

GROCERS

SUPPLY

"QUAK

BRAND

COFFEI

WORDEN
GROCER
CO.
GRAND

RAPIDS
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Canned Goods Sales.

Although canned goods find
ready sale throughout the year, there
are certain seasons when they can be
more advantageously pushed than at
other times. From the close of the
fruit season until it opens again is
the period when canned goods should
receive the dealer’s best attention.
Yet this is the time there appears
to be no special efforts made by some
dealers to increase their sales in
these lines. They think that be-
cause the variety of fresh fruits and
vegetables is limited that the con-
sumer is bound to have canned goods.
They forget that the consumer will
not go out of his way to supply him-
self with anything out of the ordi-
nary, if it is not brought to his no-
tice. The average consumer will con-
tent himself with what fresh fruits
and vegetables there may be in sea-
son. He seldom thinks of canned
goods to vary his diet unless his at-
tention is called to them.

One of the most effective ways of
advertising canned goods is a win-
dow display. A window trimmed with
canned goods in pyramids, squares,
triangles, etc., with the colors of the
labels harmonizing, makes a very at-
tractive but not effective display.
Such a .display does not tell the
story, it is like a book with the
leaves left out, only the cover is
seen and people give it only a pass-
ing glance. It is not a selling win-
dow, merely a picture. A window dis-
play, to have a value as a salesman,
should have neatly written cards up-
on each pile of goods. The cards

a'

MICHIGAN

should describe the variety of the
goods, their quality and the price.
The effectiveness of the display is
much increased if a can of the fruit
or vegetable is turned out into a glass
dish, and shown in connection with
the particular pile of those goods.
Such a window will not only attract
attention, but will create a desire in
the onlooker to possess, and a sale
results.

Counter displays are also a good
means of pushing canned goods. They
give an opportunity for educational
salesmanship. If cans of different
grades are turned out into glass dish-
es, as is done in some of the more
progressive stores, the difference be-
tween the various grades can be

pointed out, and the reason why one :

grade is better than the other can be
given. These explanations are bene-
ficial and will cause consumers to
better understand the actual value of
canned goods as food products. The
more the consumer knows about can-
ned'goods the more ready he is to
buy.

Some canned goods can be bought
at a low price, but are lacking in
quality, and it is quality rather than
price upon which the dealer should
base his trade. Many a person
has purchased canned goods which,
not turning out as expected, has nev
er bought them again. People need
educating in the art of buying can-
ned goods, and this can only be done
by actual demonstration of the dif-
ferent qualities. The more knowl-

edge that is disseminated about can-

OStarch©
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ned goods the larger the sales. It is

not sufficient to have a pretty label, {adopted the same weight

people want to know what the con-
tents are like, whether solid packed,
in light or heavy syrup, whole, halves
or quarters, and the nature of their
flavor.

Canned goods are looked upon too
much as a sort of side-line by some
dealers. They do not get the atten-
tion and salesmanship which they
should have. Canned goods bring to
the table of the consumer the prod-
ucts of the field and garden in all
their freshness, at a season when the
fresh goods are not procurable, and
now is the time to push them.—Seat-
tle Trade Reporter.

Uniform Food Laws.

Circulars are being sent out in the
interest of the food manufacturers of
the country urging the several states
to refrain from passing pure food reg-
ulations of any kind which are out of
harmony with the National pure food
law.

There, is much justice in the posi-
tion taken by the manufacturers. It is!
important to them that the state laws
and the National laws are substan-
tially the same, and it means less ex-
pense and cheaper production if there
is only one code of regulations to fol
low instead of forty or fifty dif-
ferent codes.

One of the things which the man-
ufacturers seem to chiefly fear is that
some states will adopt a provision
requiring manufacturers to stamp on
each package the approximate weight
of the package.
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I At present thirty-nine states have
branding
provisions which are incorporated :n
the National law. They require that

when a package is sold under a
weight declaration, that the weight
shall be correctly stated. However,

there is nothing to prevent the sale
of “package goods” simply as pack
ages.

This weight proposition is a deli
cate one, and it is hard to tell
whether the Government way is the
Jbest possible method. There is no
doubt that it was a good way to
start, and get the law into opera-
tion. But if the tendency on the
part of the state® to demand the
printing of net weight on all packasre
good® becomes too insistent, why
should not the manufacturers go be-
fore Congress and ask the passage of
a general law?

It might do no harm to give the
system a fair trial. By going direct
to Congress and asking for the law.
the manufacturers will get more lib-
eral treatment, and will, doubtless, be
allowed to determine what kind of a
law shall be passed.—Topeka Mer-
chants' Journal.

tor or serVim" in the hitnmble«t ca-
parity, ou2Vt to neglect ntalci®sr af7
the friend? nmf acqwaintances

ble. That is capita! and sometime«
the very feest kind A* a arenerai
thin  people will trade wbere they
are acquaieted in preferencej to sfoinif
among periect strangers.

"T'HE grocer really

tos

doesn’t want
ell bulk starch.

He realizes the trouble

and

loss in handling it—

scooping and weighing and

putting

it in a paper bag,

to say nothing of the little

broken pieces which settle

at the bottom of the bin and which he can’t well serve to his customers.

But what is there to take its place?

Argo—the perfect starch for all laundry uses—hot or cold starching—in the big clean package

to be sold for a nickel.

That’s the answer.

You don’t have to explain it but once to your customer—If she tries it, she’ll order it again.

To sell Argo—stock it.

CORN PRODUCTS R

NEW

EFINING COMPANY

YORK
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BUSINESS COMPETITION.

It Is Not Unchristian if Conducted in
the Proper Spirit.
Wrritten for the Tradesman.

A recent editorial in a prominent
religious weekly declares that com-
petition is unchristian because it is
wholly selfish; that business is pagan-
ism, and that Christianity has not
penetrated business morality.

Thirty years ago such statements
might have been accepted as general-
ly correct. Readers of the Trades-
man, however, are being educated to
believe that a great change in busi
ness has already taken place and that
fraternity co-operation and amity
among business men are still increas-
ing, even between those who may
truly be termed competitors.

The good one attempts to do may
be rendered ineffective by exagger
ating the wrong to be abated. We
are surprised that one occupying so
influential a position as the editor in
question should make such sweep-
ing, unqualified statements. It may
be that his conception of the word
competition is quite different from
ours. He evidently judges competi-
tion from the standpoint of “doing
the ether fellow before he does you.'

Now, we do not understand that
competition necessarily means merci-
less warfare, profit-killing, price-cut-
ting, misrepresenting one’s own or
competitor’s goods, trying to obtain
business secrets, false imputations
and underhanded schemes. We be-
lieve that competition may be fair
and honorable; that competitors can
follow the prinicple of live and let
live; that merchants may compete for
the trade of an individual or a com-
munity without forsaking Christian
principles.

Healthy competition is commend-
able in all vocations in life—between
working men as well as between
dealer lu letting contracts for pub-
lic work competition is recognized as
necessary that reasonable rates may
be secured for the service performed
Our legislators are enacting laws to
prevent or do away with large com-
lunations which drive small dealers
out of business and destroy competi-
tion. The buying public is suspicious
of collusion where no competition is
evident.

The editorial in question contains
commendable suggestions in regard
to the conduct of business. In con-
tradiction to the statement that "busi-
ness is paganism,” it says that “busi-
ness is the exchange of good offices.”
Our contention that Christian princi-
ples have in a great measure permeat-
ed business and that Christian men
and women are dominating to a larg-
er and larger extent in business is in
reality conceded when the editor says;
“The general conscience of the Amer-
ican people cries out for common
decency in business life. Here and
there men are beginning to discover
that this is God’s world. Gradually
it is dawning upon them that Chris-
tianity is very practical and can be
applied to business as well as to the
soul.”

Every business men’s organization
is proof that men are becoming
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more willing to help one another;
that they are outgrowing former nar-
row, selfish views of success in busi-
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be the accusation made against the
country store by those who patron-
ized the catalogue houses, but it is

ness; that they realize as never be- made no more against live, aggressivt

fore that there are ample fields for
each one’s endeavor without
croaching upon or usurping his neigh-
bor's

Xo merchant can escape competi-
tion entirely. If not across the street,
in his home town or the next, it
reaches out to him from the large
city. To live he must meet it. To
ignore it he may not only fall behind
but tail. .He may strive to maintain
his place of usefulness in a commu-
nity without being wholly selfish or
resorting to despicable methods.

Two or more persons may apply
lor a certain position. This is com-
petition. Is it wrong? He who can
persuade the employer that he is best
qualified for the work gets the place,
if he does not use misrepresentation
or other dishonorable means he can
not be censured. To compete for
the sake of strife; to outdo that we
may enjoy the discomfiture ‘of an-
other: to rejoice in the downfall of
one simply because he happens to be
a competitor; to gain position or
prominence at the expense of others
worthy of equal public patronage,
these are unchristian features of com-
petitic i which are to be condemned
|and avoided.

To gain a livelihood, to pay one”
way in the world, to build up a busi-
ness which benefits many, may bring
one into competition with others. If
there he wrong, it is in taking advan-
tage of the weakness of others, in
trying to usurp the place of or drive
out one who is honorably trying to
supply a public need.

I here are times and circumstances
when honorable men wil not enter
into competition with certain ones.
lheir love of humanity is greater
than love of gain. They seek a field
where their own success will not in-
flict hi rdship upon any one, especially
the one who has already a hard strug-
gle in the world. E. E. Whitney.

Quick Selling Profit Payers.

One of the most satisfactory re-
cent developments in merchandising
is the increased attention paid by re-
tail merchants everywhere tgq small,
inexpensive, quick selling and profit-
paying notions, small wares and nov-
elties.  The old-fashioned general
merchandise store did not pay much
attention to merchandise of this char
acter; it devoted itself almost exclu-
sively to staples. The new school of
merchants—the modern type who
have made the department store and
the variety store what they are to-
day—showed the old fashioned mer-
chant the importance of these little
articles, which sell so fast and pay
such good profits.

More and more are little stores and
big stores, stores in the large citie>
and stores in the country towns, fea
turing novelty goods of this class.
Up-to-date merchants realize that if
they have a good, new, interesting
stock of these goods in their stores,
they have something which is an ir-
resistible attraction for the women of
their towns. Lack of variety used to

eNn- merchants have

up-to-date stores in small towns. The
learned to have va-

riety.
Merchandise of the character de-
scribed is ideal to handle. A good

sized, very interesting stock may be
carried with a small investment, the
merchandise sells almost on sight
and pays a good profit and it enables
a merchant to keep his stock contin-
ually “sweetened” up with new, inter-
esting and attractive novelties which
are of the most absorbing interest,
especially to the women.

One of the principal reasons why
the old time merchant did not han-
dle very much of this merchandise
was that it was well nigh impossible
for him to get it. Few wholesalers
made much of a feature of it and it

had to be bought from specialty
houses and manufacturers in the
East. Now the great wholesale hous-

es offer an inexhaustible variety and
even make up assortments at various
prices, so that the merchant is spared
the trouble and responsibility of se-
lecting a stock.—Twin City Commer-
cial Bulletin.

Life is full of ups and downs—but
unfortunately most of us are down
more of the time than up.

Some men go about seeking temp
tation in order to test their will
power.

BONDS

Municipal and Corporation
Details upon Application

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

GRAND RAPIDS
INSURANCE AGENCY
THE McBAIN AGENCY

FIRE

Ilrud Rapids, Mick.

The Clover Leaf Sells

The Leading Agency

Office 424 Houseman BIk.

Ifeyou wish to locate in Grand Rapids write
us before you come.

We can sell you property of all kinds.
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Kent State Bank

Main Office Fountain St.
Facing Monroe

Grand Rapids, Mich.

$500,000
250,000

Capital
Surplus and Profits -

_Deposits
6 Million Dollars

HENRY IDEMA - -
J. A. COVODE - -
A.H, BRANDT -
CASPER BAARMAN -
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Vice President
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with us easily by mall. Write us about
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Child, Hulswit & Company
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Municipal and Corporation
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City, County, Township, School
and Irrigation Issues

Special Department
Dealing in Bank Stocks and
Industrial Securities of Western
Michigan.

Long Distance Telephones:
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Grand Rapids

Grand Rapids
National City
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Write for an”investment blank.
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Are better than Government Bonds, because the

a larger interest return.
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Small Town Furniture Store.

W hat is the matter with the furni-
ture dealer in the small town? One
need not reply in the slang of the
day, “He’s all right,” for if he were
the question would not be asked. Is
he afraid if he gets fine goods like
the city man that he can not sell
them? Probably he might not get the
same price that the big man can, but
he may receive even a better profit,
for he does not have to meet so great
competition, nor does he have such
high rent to pay. His profit may thus
be larger because his expense is less
The merchant in a large city has a
greater outlay, and probably must
trim his prices to meet competition
of which the man in the small place
knows nothing. He must also make a
showing in his windows of attractive
goods which become shopworn and
will need to be renovated or sold at
a discount. His clerks demand in-
creased salaries, for their living ex-
penses are higher. Taxes are more
and the assessor does not feel philan
thropic when looking about to see
where he can raise money for the
needs of the city. Perhaps the small
dealer is careless in keeping his dis
play up and leaves the same pieces in
the window until they become an old
story to passers-by, so that no one
wants to buy them. The store may
be the only one in the place, and one
may think that he will have every-
thing his own way, on that account,
but this is where the mail order man
gets his chance and the trade is tak-
en from under the town dealer's
eyes. Pictures may be made attrac-
tive and the mail order descriptive
matter couched in glowing terms.
The public can see a retail stock,
but they rely on the reputation of
the house for the quality of articles
bought by catalogue. That does not
count, for the fact that what they see
in their home store is not attractive,
will help the distant mail order mer-
chant get the order. His pictures and
descriptions are far more fascinating
than is dusty, shopworn furniture,
with the finish dull and worn. To be
sure, one may promise to rub up the
tables and chairs, when sold, but that
does not help to sell them. The
woman who is buying furniture to
make her home look neat and pleas-
ing wants to see her selection as it
will appear after she gets it home.
Perhaps she may have plenty of old
stuff already and is clearing it out be-
cause she is tired of its ugliness. One
can not sell her more of the same
sort. A local dealer may think that
those who want furniture will surely
come to him for it, as there is no
other place in town, but buyers may
take a fancy for a trip to the city, and
do their shopping while there. Good
customers, who have plenty of mon-
ey, sometimes go from home to buy.
especially when it is furniture that
they are seeking. Who is to blame if
they spend their money thus else-
where? Look in the glass and one
will see the person at fault. One may
be polite to those who come into his
store, but what means does he take
to get them there? Are the windows
tastefully dressed? Are there any new
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articles shown which are especially
desirable? Is there some new stock of
the latest design? If so, how are
prospective patrons to know about
the new goods? If one has been
running a little shop with a few pieces
which he bought the year before last,
is it right to hold them? A story is
told of a half-crazy old man who kept
a general store in Aurora who so dis-
liked to part with his goods that he
refused to sell them. Thus he kept his
merchandise, but the majority olmei
are in business to sell goods, not to
keep them. Clean out the old stock
and get in some new goods before
the spring trade opens and let the
townspeople know that the concern
is in business to sell furniture, not to
keep a storage warehouse. Be not
afraid of a little printer’s ink occa-
sionally and when one has some new
things in let it be known and fix the
store up neatly, inviting people to
come and look around, regardless of
whether they wish to purchase or
not. It is probable they will find
something so tempting that they will
desire to possess it. Too many furni-
ture stores in small towns are but
storage warehouses. That is what is
the matter with the proprietors; they
forget that they are merchants.—The
Furniture Journal.

The Small Storekeeper.

There are some people who think
Tat because a merchant after many
years is still in the same store in
which he started business, that he has
not progressed. While it is true
there are some who have never made
any headway, because they have not
adopted modern business methods,
yet there are others who, although
apparently not having enlarged their
business, have made more real prog
ress than those who have branched
out. When one comes to examine the
methods of these men it will be found
that their business is conducted on
sounder commercial principles than
that of many of their so-called pro-
gressive brethren. These men gener
ally have a good, big bank roll,
which the other man is lacking, with
all his show of keeping up with the
times. Many a merchant has made
an unfavorable impression upon cred-
it men by his undue haste to extend
his operations. It is always danger-
ous to attempt much in the way of
new enterprises with borrowed cap-
ita. Do not ignore the small man
who has been in the same store for
many years, and has seemingly not
made much progress. He is in train-
ing, watching for his opportunity.
Some day he will branch out, and it
will not be with borrowed capital. The
most substantial businesses of the
present day were established by men
who were content with one small
store for many years.

Don’t Crowd the Window.

Trying to show too much in a win-
dow is a bad habit, but which still
persists even in the work of some of
the window trimmers connected with
large stores. The passer-by, as a rule,
does not have time to stop and study
out all the features of the ordinary
window display. Of course, there are
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special windows gotten up which can
not be fully appreciated except by a
close study. These are usually flights
of fancy on the part of the trimmer
rather than practical window displays
with a selling purpose.

Probably the average time spent by
the passer-by in front of a window
does not amount to over a minute or
two. If he or she is interested in
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what is being shown, the time w2
be increased; bat, as a rale, it ml
not be extended to search for some
thing interesting. In this connectror
it might be added that, for the aver

age store, prices attached to good:
excite the baying mood.

A perfect aim does not bag th<
game unless you puli the trigger.

We Manufacture

Public Seating

Exclusively

ChlircHPS

We furnish churches of all denominations, designing and
building to harmonize with the general

architectural

scheme—from the most elaborate carved furnitnre for the cathedral to the

modest seating of a chapel.

The fact that we have furnished a large majority of the city

OvIlUUlo

and district schools throughout the country, speaks volumes

for the merits of our school furniture. Excellence of design, construction and
materials used and moderate prices, win.

I nri<rP H alle

We specialize Lodge Hail and Assembly seating.

Our long experience has given us a knowledge of re-

quirements and how to meet them.

Many styles in stock and built to order,

including the more inexpensive portable chairs, veneer assembly chairs, and

luxurious upholstered opera chairs.

Write Dept. Y.

American Seating Comp

215 Wabash Ave.

GRAND RAPIDS NEW YORK

long.

You can display to the best advantage all sorts of findings.

CHICAGO. ILL.

BOSTON PHILADELPHIA

“Crackerjack*
Small Wares
Case No. 30

Dimensions42 inches high. 26
inches wide. Fitted with 5 rows
of drawers usually 5 inches deep
and from 7# inches to Q-+ inches
If the

customer wants to see an article, the tray is readily pulled out without dis-
turbing any of the other trays and placed on top of show case, which makes
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 in 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 us.

You will get just as

fair treatment as though you were here personally.

Corner lonia, Fountain and Division Sts.

Opposite Morton House

Grand Rapids, Mich.
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WOMANS "WORLD

Hats and the
Thereof.

Two Easter Mora! the little minx," the Observer ran on

to Mrs. K., “she and Dick have been

Written for the Tradesman. ~ married six years and they have not
The Observer, who, by the way, IS |aiq yp a cent. He does not even

a woman, being a conscientious S?”" carry insurance. He gets fairly7 good
tried hard to keep her whole mind Ipay and they7 ought to save some-
on the sermon. In justice it should thing. They7 do not, though; they
he said that this really was an able jyst |ive it all up. A large share of
discourse and very appropriate to the it—by far too large a share in my es-

beautiful Easter service. jtimation—goes for Polly’s clothes,

She had come in a little late and "y, you noticed how shabby Dick
had bestowed only a cursory glance pas gone the last two or three years?
upon the stunning display of new mil ;s “new suits are few and far be-
linery within her range of Vision—;yeen and cheap in quality. His old
surely no one would want to deny “gerpy |ooks almost seedy. A $25 hat

so slight an indulgence to a pair of ¢4 per and he dressing as he does!
bright, eager feminine eyes—then she y|y |ike to shake her! Thoughtless,

had resolutely turned her attention [cruel little chit! She’s just the kind

to the anthem the choir was render- .y, keep aman’s nose to the grindstone
ing, and later to the responses, the 4 his life."
solo and the sermon. The Observer’s fair - mindedness
Doubtless she would have suc- thep pegan to assert itself, in spite of
ceeded in keeping her thoughts on por jndignation. “But there’s one
the elevat(_ad plane_ to which she had thing i must say for Polly7 she’s kept
so determinedly lifted them had not per hyspand's admiration in spite of
Polly, in her elegant new $25 hat, |pher extravagance, or"—here she add-
been seated directly in front of her, o4 thoughtfully—“because of it. He
and Molly, in her old done-over tur geems perfectly contented to slave
ban, been just one pew farther_for— away and let her put it all on her
ward_ and a foot or two to the right. pack. Whether it is all in her nifty-
«still, the Observer tried to keep her cjothes or whether it is partly her
attention riveted on th_lngs heavenly. lively, pleasant ways, | can not tell,
Perhaps the psychologists would s&y pyt | do have to acknowledge that
that her subconscious mind played |pick is just as proud of Polly as he

her some tricks—any way that eve- 1yas the dav he married her. 1 great-
ning at dinner when she was trying |

to give some account of the service
and the sermon, she had to fall hack
an vague generalities. The next day,
when her friend, Mrs. K., came in
for a little chat over their batten-
berg, the Observer was surprised to
find with what unqualified exactness
she was able to tell the shape of Pol-
Iv's hat. the sort of braid it was made
from, the shades and qualities and
kinds of the trimmings, that it came
from Madame M.'s, the very swellest
millinery parlors in the city how Pol-
ly had her hair done and at what an-
gle the hat was placed on her head,
and even how many and what Kkinds
of fancy hat pins she had used in
fastening it. The Observer’s accuracy
of detail was truly7 marvelous, con-
sidering that she had tried all through
the service to keep her mind off from
Polly’s hat.

It was not so much to be won
dered at that she could describe the
shabby affair that Molly wore, be-
cause this sorry piece of headgear
had seen one whole season’s wear pre
viously. and this spring had merely
been furbished up a little by a proc-
ess so inexpensive and transparent
that it was utterly -lost on the circle
of Molly’s more intimate friends and
acquaintances.

“T could just have shaken Polly,

*

'on as sellers.
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Iv fear Dick always will be a poor
man, hut he dotes on Polly, there's
no denying that.

“Mrs. K.. when | was not thinking
about Polly and her hat yesterday, 1
was thinking about Molly and her old
hat. | know | ought not to have
done so, but I just could not help it
Will and Molly sat just the second
pew in front of me and a little to the
right. It was not just Molly’s hat,
although, of course, a dowdy hat is
conspicuous at any time and at Easter
of all times; but | declare everything
else that Molly wore looked ready for
a rummage sale. Molly used to have
nice things when she was a girl and
dressed tastefully, but it seems as
though since she was married she has
become the limit! She seems fairly
afraid to spend money for one new
dud! She could have afforded such a
hat as Polly-’s far better than Polly
could, but even something for $6 or
$8 would be a vast improvement on
that old thing Molly7is wearing now.

"You should have seen Will’s
new clothes. Bran new suit and
something elegant, too, new hat and
gloves ami topcoat. | believe he
spends more on his neckties than
Molly does on hei whole wardrobe.

"(-t course Molly has excuses foi
her economy; in fact, rather prides
herself on it as a great virtue. Will is
in business for himself and, while, he
is doing very well, he is enlarging his
establishment all the time and so does

FOOTE & JENKS* COLEHAN ,S

Terpeneless

April 10, ion

not want to spend his whole income.
Then they have been building them a
home and that has taken a good
deal. Of course there always are
plenty- of ways for money to go; but
it simply is not smart of Molly to go
so shabby when there is no need or
it, and when Will spends the money
he does on clothes. It seems to me
that since Molly married—just three
weeks after Polly married, it was—
that she has just put in her time get-
ting poky. Poky is the only word |
can think of that expresses it. She
is dutiful; oh, my, yes! and she works
hard and saves, but she has gone
down wofully in appearance and has
become uninteresting and even dull.

“Will certainly is ashamed of her.
1 could see it yesterday. A man can
not get down to the details of a wom-
an's wearing apparel and tell just
when she ought to have something,
but if he has any taste he knows it
mighty quick when his wife gets to be
a back number in dress.

“You have heard that Will is stingy
with Molly-, and does not give her
much to spend on clothes or any-
thing else? Very likely. But that
does not prevent his being ashamed of
her and blaming her for looking shab-
byZz Economy is all right, but Molly
is simply running it into the ground.
\ woman misses it when she lets her
husband dress better than she does. 3
do not know which | would like to

(BRAND)
High Class

Lemon and Vanilla

Wrrite for our *Pr*motloe Offer’*that combats "Factory to Family” schemes.

Insist

ongetting Colemaa’s Extracts from your jobbing grocer, or mail order direct to
FOOTE & JENKS, Jackson, Mich.

PROGRESSIVE DEALERS foresee that
certain articles can be depended

Fads in many lines may

‘come and go, but SAPOLIO goes on
steadily. That is why you should stock

HND SRDB

HAND SAPOLIO U a special toilet soap—superior to any other in countless ways—delicate
enough for the baby's skin, and capable of removing any stain.

Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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shake harder, Polly or Molly. They
both need it.

“As things stand, Polly has her
husband’s devotion at the cost of life-
long poverty for both of them; Molly
is helping Will make a fortune, but
is too blind and stupid to hold his
admiration—too self-sacrificing for
her own good.” Quillo.

Concerning the Wife’s Share.

“My wife,” writes a correspondent,
much as if referring to a buggy or a
binder, “my wife says she has a right
to so much every week. I'm not stin-
gy; | give up what | can spare, but
| object to paying for two new rugs
and calling them Christmas presents.”

Ordinarily this paper does not de-
sire to go into the chaperon business,
but neither is it conscious of any
especial aversion to it in an instance
like this. Indeed, it gives the Kansas
Industrialist a feeling of pleasure to
declare here that in its opinion some
men, very many men, should be taken
into the alley, a really dark and fear-
some alley, and well beaten with a
thoroughly dry eucalyptus club—the
hardest wood that comes to mind on
short notice.

Of course, your wife is entitled to
a definite sum, you big gump, and
the more she can get the better for
you. Every woman has a right, in
capital letters, to a definite amount
every week or month, or whenever it
is that you deceive some employer in-
to paying you, and that money should
be put into the bank for her or hand-
ed to her—to save book-keeping, for
she will check it out at once—and
she should never have to ask for it.
Why should she? The chances are
she gave up a good home or a job
to be your wife—it is usually some
sensible, industrious creature who
gets tied up with a tightwad, as they
are called in Sylvia.

Every little while the English lan-
guage is enriched by the addition of
some strangely-expressive word for
which the world has waited. Tight-
wad is such a word and it has come
into the kingdom to serve a fine pur-
pose. Better than miser or close-
fist or Stingy Bill it describes the
penurious bears of the households in
which faithful women cringe while
humoring the ill-natured, parsi-
monious lords who make gay about
“buying me a present with my own
money,” or make life more than us-
ually burdensome by reminding oth-
ers at every meal of the high cost of
living. What his family needs is a
receiver, legally appointed, to give the
wife her wages, the wages of faithful
service, the highest service any man
can receive in this world. He ought
to be mighty glad he has good meals,
properly prepared and a well-kept
home—all of which he grudgingly ad-
mits in his misspeled letter. You just
bet your wife is entitled to a share. It
ought to be doubled.—Kansas Indus-
trialist.

Why Not?
She (angrily)—How dare you Kkiss
me?
He—But | couldn’t help myself.
She—Don’t lie about it, sir, that is
precisely what you did.

MICHIGAN

The Home Beautiful.

There are so many little things we
can do that cost little both in time
and in money, yet count so much in
the making of the home beautiful.
For instance, take papa’s old trou-
sers: how many of you stop to think
out the possibilities of using them
n the home? Yet they can be used
n more attractive little ways than
you would ever dream were possi-
ble!

[ have one bright little friend who
has utilized them in such a pretty
way by making hanging jardinieres.
This she does by tying the bottom
af each leg with bows of ribbon, fill-
ing the whole with sand, then plant-
ing ferns at the top and hanging
them up by the suspenders.

This is a particularly pretty dec-
oration for a bay window, especially
f papa is a stout man, for then, of
course, the contour of both the
trousers and the window coincide,
which is always a good point in in-
terior decoration, as all lines should
be harmonious.

Another pretty idea is to use them
is parlor portieres. This can be done
with very little work and small ex-
pense by tacking the waistband to
the upper frame of the door, and
rawing a leg back to each side of
the door frame and fastening it there
with a cord or bright ribbon. You
have iflo idea, girls, what a nice effecr
this gives, and it is absolutely good
taste for any room or hall.

If they are so worn as to be fring-
ed at the bottom, so much the better
as fringed portieres are often times
handsomer than when only hemmed.
Red flannel underpants are especially
pretty and cheerful used in this way
during the winter, while all weights
and colors look well at the win-
dows during the entire year, if drap-
ed over lace curtains.

Of course a great deal depends on
the size and shape of your papa.‘If
he be tall and slender one of his legs
will make a long pincushion, such as
arc so much in vogue now for dress-
ing-table use. This can readily bt
done by cutting the trouser leg the
desired length, stuffing with sawdust
and sewing securely at both ends.
When covered with a dainty' bit of
lace this makes the prettiest cushion
imaginable.—Helen S. Woodruff in
Harper’s Weekly.

Against Trading Stamps.

Agitation against the giving out of
trading stamps and efforts to obtain
legislation prohibiting this form of
gift enterprise are evidently spread-
ing among the retailers of this coun-
try. We have already referred to the
hills recently introduced in several
states, including Massachusetts, Indi-
ana, Pennsylvania, Ohio and Wash-
ington, and also to the conferences
held by retailers in Rochester, X. Y.,
Willimantic, Conn., Grand Rapids,
Mich., and other centers for the dis-
cussion of plans for minimizing the
giving out of trading stamps to be
ledéemed by some outside concern.

A fill aimed to prevent the use of
trading stamps or similar gift schemes
in the State, except in cases where
they are redeemed by the merchants
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issuing them, has now been introduc-
ed in the Legislature of Michigan and
its passage has been recommended by
the Senate committee to which it was
referred.  Petitions urging the pas-
sage of the bhill have been circulated
among retailers.

A bill is also pending before the
Legislature of Tennessee and among
the bodies endorsing the measure is
the Merchants’ Association of Nash-
ville.

in California a bill making it a
misdemeanor to issue trading stamps
or other premiums has been passed by
the Legislature. The trading stamp
people say they do not fear this law,
predicting that, as in other instances,
the measure will be declared unconsti-
tutional.

The Oklahoma City Retailers” As-
sociation has taken a decided stand
against the giving out of trading
stamps or any other form of pre-
mium coupons, adopting a resolution
whereby the members pledge them-
selves to stay out of the trading
stamp and coupon schemes now being
offered in the belief that such meth -
ods are not consistent with good mer
chandising.—Dry Goods Econ'omisr.

“There shall be no marrying or
giving in marriage in heaven,” quoted
the Wise Guy. "That's pretty tough
on the girl who thinks no man on
earth is good enough for her,” added
the Simple Mug.—Philadelphia Rec-
ord.

There is no use in getting an
yet a man seems to get a great
of satisfaction out of it.

Sl

Make Money
with

Mapleine is a new and
delightful flavoring.
Put it in yonr stock

The demand for it is
large and growing.

We keep it constantly

before the con-
sumer.

AH you have to do is
to SELL IT.

CRESCENT MANUFACTURING CO
SEATTLE. WASH.

[
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Kalkaska Brand

SYRUP
SUGAR
MAPLE EXTRACT
Has the Flavor of the Woods

Michigan Maple Syrup Co.
Kalkaska, Mich.
Send for our 1911 prices

e i R
GAND RAPTES MCH

Use
iTradesman Coupons

Original
Nibble Sticks

It may sound mfishy” but it s a fact that

NIBBLE STICKS have broken the sales
record of any item in our fine chocolate line
for the past ten years, and they are still going
and repeating everywhere.

If you are not familiar with NIBBLE

STICKS send for a five pound box.

Sample,

signs and printed sacks with every order.
Don't pass a REAL good thing.

PUTNAM FACTORY
National Candy Co.
Only Makers

GRAND RAPIDS, MICH.

Quick Paper Baler

Has them all beat
because

1 It is so simple.
2. Itis so easily operated.

3. It occupies less space to
operate.

4. 1t cannot get out of
order.

5 It is the cheapest, costs
only $20 and is sent on trial.
Send for one today.

Quick Paper Baler Co.
Nashville, Mich.
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News, Gossip and Fashion Hints from
Trade Papers.

The importations of knit under-
wear have for years been steadily de-
creasing. The introduction and wide
acceptance of union suits, which have
been so satisfactorily turned out by
the American manufacturers,
been a large factor in this shrinkage
of imports. Even the genuine Swiss
fribbed') underwear, which so long
held its own, has been steadily giving
way to the demand for union suits,
which is met by home production. It
is to be noted that, to a large extent,
domestic manufacturers are turning
out lines which equal and frequently
excel the same class of Swiss goods
which hitherto have been imported
largely.  Some exceptionally good
values are now being offered in
“Swiss” ribbed women's “bodies,"
both in the sheer white lisles and

also in the mercerized good and
which can be retailed at 50 cents
with a good margin of profit. The

general and usually well-founded cry
against the high cost of living does
not apply to merchandise of thi rhar-
acter, for better values hav not been
offered in recent vears.

An item that most retailers should
continue to keep in good supply, is
children’s white hose, both the long
stockings and the half hose.
stockings for children’s wear have
been seen extensively in many lead-
ing cities throughout the winter and
have been worn wfith black shoe;

have«)
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vogue of veiled effects. For, in addi-
tion tc the retention of silk voiles
and marquisettes for over-draperies,
cotton voiles in plain and in fancy
weaves are assured a free movement
during the spring and summer. Veil-
ed effects require a satin foundation.

Serges hold first place in the dress
goods demand. Navy blue is the most
in request and tan follows. White
serges show increased activity as the
season advances. Seaside stripes are
doing well. Mixtures are in an ex
cellent position. Makers-up are fav-
|oring them and distributors of wool
inovelties in dress lengths report an
excellent sale of gray and white and
tan and w'hite effects.

| A notable tendency in suits and
skirts is to favor light colors. This is
Inatural for summer wear, but it is
more pronounced this season than for
some time past. Suits made of white
Iserge or white serge with pin stripes
of black have been freely taken in ail
sections of the country. Novelty
lweaves in light gray and black stripes,
or light gray mixtures with a pre-
Idominance of the gray, are being fav-
|ored. In the plain serges, tans and
IKing’s blue are also being asked for,
and it looks now as though the public

White {were trying to get away from the

somber colorings which have been so
imarked during the last year or two.

While there has been a fair demand

This vogue bids fair not only to con-jfor strictly tailored suits this spring,

tinue, but also to increase considera-
bly during the next few months.

The annual meeting of the National

during the last few wreeks there has
been considerable interest shown in
demi-tailored models. A large sailor
collar with long revers of fancy silk

Association of Hosiery and Under- jadds materially to the dressy appear

wear Manufacturers wi be held in
Philadelphia the latter part of May.

lance of what might otherwise be a
plaii suit. The Incroyable revers are

One of the leading topics for dis- also seen on many of the new mod-

cussion will be the curtailment of
product as a means to getting the

els. White braid of various widths,
is used to some extent, striped or

market back to something like nor- plain satins are particularly desirable

mal conditions.

From a fashion standpoint silks are
in a strong position. They are now
being used for street wear, foundation
purposes, linings, costumes, wraps
and, ir. sheer weaves, for over drap-
eries. Retailers report an increase
in the demand for both popular-price
grades and expensive qualities. The
introduction of wool-back satins for
tailor made garments for street wear
has been instrumental in reviving
satin Duchesse, which at the present
moment is in excellent request, espe-
dally in black, for suits and cos-
tumes. The position of messalines
has been strengthened by the growing

trimmings. Black and white stripe
effects are very smart at present and
lace is also seen on some of the ex
pensive suits. Detachable collars and
Icuffs of lace or in lingerie effects are
used quite freely, and it is expected
that they will become more and more
popular as the season advances.

The embroidery season thus far ha<
been most satisfactory. Buyers plac
ed generous orders, especially on
novelties, when buying their sprin
stocks With the present stron
ivogue for embroideries it will require
only favorable weather conditions to
make the retail season an exception
lally good one.

TRADESMAN April 19, 1911

The collar that is a strong feature
of present styles is known as the
Charlotte Corday. It may be in
square, round or pointed outline, but
the characteristic feature is the very
deep back, many of the typical French
numbers reaching almost to the waist
line at the back, while the front ends
are usually very narrow, the ends

meeting in a shallow' V, or in some
cases not coming below the neck line.
This is the true type of Corday col-
lar. There are, however, many varia-
tions that have front ends correspond-
ing in size and shape to the back,
often taking the form of revers.

We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

Cori, Knott & Co., Ltd.
20, 22, 24, 26 N. Division St
Grand Rapids, Mich.

Richardson Garment

“LITTLE LADY”

Sizes 4 to 8 at
$13.50 per doz.

One of the latest novelties in mil-
linery is a small hat on the Pierrot
lines showing a brim formed from a
tubular roll of straw, an exact repro-

duction in miniature of an auto tire. +4*

Piped and trim-
med with embroid-
ery insertion and
plain chambrays to
match.

One of the latest novelties in veil-
ing and which is unusually attractive,
is the rust-colored lace veil. The col-
or—a light reddish brown—is decid-
edly becoming to many complexions
and adds a pretty note of contrast
to a black, white, navy, gray, green

or dark purple hat, while it combines +4

well with most tones of brown or
tan. Order a sample
dozen of our
Red is one of the most prominent “Style, Beauty,

of all spring millinery colors. AH-red
hats are seen in goodly numbers, and
trimmings of cerise, coral or Ameri-
can beauty red in the form of flowers,
ribbon or feathers are decidedly pop-

r. Most of the medium and dark-

Quality,” dresses.

Richardson Garment Co.

Vicksburg, Mich.

Grand Rapids
Dry Goods
Co.

We are

Sole Agents

for

Western Michigan
for

“ Cravenette
Poplin”

All Shades, also Black and White in stock

Do not mistake it for the usual poplin. In the first place, common poplins
are not “cravenetted” and rain shedding; they are not always dyed through and
through, but mostly only on the surface.

“ Cravenette Poplin” is dyed first, then sponged and cravenetted so the
color can not get out of the cloth. Dirt or grime comes off with very little rubbing.
Gentle ironing smooths the bright, lustrous surface of “ Cravenette Poplin,” leav-

ing the soft, rich sheen and luster unchanged.

Grand Rapids Dry Goods Co.

Jobbers, Importers, Manufacturers

wdTsZ7,;;*h"i Grand Rapids, Mich.
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er blues are in strong evidence, with
great stress laid upon royal. Empire
green is in the popular stage and pur-
ple is still high style.

Wide satin ribbons in the fashion-
able colors—coral, cerise, Helen pink,
empire green, royal blue and purple—
are in excellent demand. One prom
inent use to which these are put in
millinery is in the form of a large
butterfly bow at the back of small
and medium-sized bonnets and tur-
bans. These large bows appeared at
first on the flower toques and crowns,
but the vogue has spread to hats of
many other types.

In parasols combinations of black
and white are a popular choice, and
at present they are more favored than
ever owing to the strong vogue for
those two colors in every department
of dress. Striped effects in particular
are in good demand. The addition of
one of the popular colors—cerise, cor
al, Helen pink, royal blue, empire
green or purple—enhances the effec-
tiveness and is frequently added in the
form of a border of velvet ribbon in
varying widths, which is joined to the
lower edge of the cover with hem-
stitching.

Spring Gloves.

Gloves, as well as neckwear and
other accessories, are always a fea-
ture of first rank with live merchants
during the Easter season.

Here is where price and quality
must go hand in hand with style and
attractiveness.

These goods run into money quick
ly and take up comparatively little
space, and, as a large percentage are
delivered over the counter, the ship-
ping room charges against this de-
partment are about as low as on any.
These factors permit closer fig-
uring on profits and allow you to pay
a bigger price for your dollar gloves
than you ordinarily put into goods
retailing at that figure.

That is the cornerstone to a live
glove business—a dollar price, so
Jong as you give a good dollar's
worth, will win more business than
any other price can. The store that
conjures with the 79 or the 59 cent
article is plainly not the one to imi
tate. True, once a season you can
have a sale of your dollar goods a
such a price and (when it is bona fide
draw a big crowd and gain many
friends, but the point to make much
of the rest of the time is‘ the good
style, wear, satisfaction and value i
your dollar glove.

Always give this leader a distim
tive name, for that becomes a factor
in advertising.

Three quarters of the glove-buying
women are prepared to give at least
a dollar for a decent glove, and m
one willingly accepts the inferio
sort, except in the vain hope that sbn
is getting a dollar’s worth unde
price.

Selling a good dollar glove an'
backing it up with a reasonable guar
antee leads up to the 'SI.50 and $
grades, for which there is always
good, broad market to the elect who
want something really good, are wil
ing and able to pay for it and g
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only where they know that quality
and style are stocked.

For this class of trade—and most
helpful for dollar business—you must
have your clerks capable of fitting on
at the counter and doing it as far as
possible. You can get more glove
satisfaction from your customer by.
putting the gloves on properly the
first time and can save your depart
meni 50 per cent, of the kicks that
come really because the customer—
leaving, of course, the putting on of
her gloves for the last minute—pulls
them on hurriedly, strains them and
nfairly blames your store and
stock for what her innocent abuse has
really occasioned.

Be very patient with kicks, and give
the customer a most liberal deal, even
when it hurts you, for every custom-
er who praises your gloves boosts
you, while every one who has a griev-
ance uses a hammer, no matter how
ttle you are to blame.—Dry Goods
Economist.

Famous Paris Dressmaker.

Paul Poiret is one of the famous
dressmakers and designers of Paris,
ranking with Worth and Callot. A
Paris  correspondent writes that
Poiret is 28 or 30 years old, of me-

ium size and fair, with a short,
thick, closely cropped beard worn in
what the French call “horseshoe”

tyle.

It is said that when he finished his
military service, at the age of 21, he
egan to raise a beard, remarking that
he would first build up his face and
then build up a business, as he ap-

peared too young at that time to
hope to impress anybody with his
ability as a designer. He has mild

blue eyes and parts his hair directly
in the middle.

He is a color artist and, in his ex-
travagant admiration for color, some-
times wears at his place of business
a sack coat of purple silk brocade—
ind he looks very well in it. He also
wears American boots, after the fash-
ion of every “smart” man in Paris.

Paul Poiret tries always to be se-
rious, although he is of a rather smil-
ing nature. This gives him an air of
affected dignity, or lack of conceit,
which is rather pleasing to see in a
man who might pardonably be proud
of his work.

He has been in business for him
self about eight years. He was first
a designer for Worth, but, having a
rich father, he embarked in business
for himself.

It is said that Paul Poiret himself

not a moneymaker, but more of an
artist, and that never until he had a
business director did he make any
amount of money. He preferred to
create beautiful things and gave lit
tie thought to the practical business
side.

Modern Appliances and Trade.

Probably the average retailer does
not fully appreciate the wonderful ef-
fect on merchandising which modern
equipment of the home has produc-
ed. New appliances bring new needs
and often new ways of doing things
wipe out an entire industry.

The effect of efficient heating sys-
tems, both in homes and in offices,
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has doubtless been great in connec- Itrical connection and the number of

tion with the sale of merchandise A
few years ago a great deal of heavy
woolen underwear was demanded.
The quality which all underwear
was expected to have was warmth.
This is not now so much the case.
Calls for heavy underwear are less
frequent and many people are using
the same weight of underwear the
year round. The change has been
caused by the more uniform heating
of buildings. We want to be com-
fortable when indoors as well as
when we are outside.

The use of electricity in the home
has brought a demand for hundreds
of appliances which may be easily
used with the electrical current. Arti-
cles for the kitchen, the library and
the sleeping rooms are made for elec-

Warm Days

these utilities is constantly increasing

The merchant who is wide-awake is
giving some attention to electricity
and mechanics as well as to cotton-
market quotations.

The Meo Who Knows
Wears sMiller-Made” Clothes

And merchants "who know" sell them. Will
send swatches and models or a man wiH Be
sent to any merchant, anywhere, any time.
No obligations. .

Miller, Watt & Company

Pine Clothes for Men Chicago

PASY/THCAIjO
ATggviitg«6 starew)
LASS? V UJiiSc

SWATCHES ON REQUEST

Are Coming

and with it will come the demand for

light weight

underwear. We show

complete lines Ladies', Gents” and Chil-
dren’s Union Suits and two-piece suits.
We have good values at popular prices.
NOW is the time to replenish your
stock while the lines are still complete.

PAUL STEKETEE & SONS

Wholesale Dry Goods

Grand Rapids, Mich.

We close at one o’clock Saturdays.

‘The Crowning Attribute of

Lovely Woman is Cleanliness

Unseen—Naiad Protects

NAIAD

DRESS

ODORLESS

SHIELD

HYGIENIC

SUPREME IN

BEAUTY!

QUALITY!

Possesses two important and exclusive features.

CLEANLINESS!

It does not de-

teriorate with age and fall to powder in the dress—can he easily mmé
quickly sterilized by immersing in boiling water tor a few seconds

only. At the stores, or sample pair on receipt of 25 cents.

guaranteed.

Every pair

The C. EE. CONOVER COMPANY

Manufacturers

Factory, Red Bank, New Jersey

101 Franklin St.. New York

Wrinch McLaren & Company, Toronto—Sole Agents for Canada 1
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fasten it and then go over it care
fully and note any looseness about
the bust, shoulders, hips, etc. Then
fold up sufficient thickness of tissue
paper and apply it wherever it may
be needed. Do not crumple the paper
as no accurate results can be ob-
tained in that way. When the tissue
is folded or rolled as it should be, it
makes a light, springy body that has
sufficient resistance to hold the gown
out without straining it too tigthly.
When all of the padding has been

Showing Costumes on Forms—The jand they walk on, looking for some- placed, go over the whole figure and

Gowns Should Be Fitted.
When a woman goes into a store j
to buy a gown there are many things
that help to determine her choice.
One of them is price; another is style,
and still another is fit. The other
things do not amount to much. Of

the three named factors, most women
n as imnortant as the

thing that suits them better. |

It is really remarkable what a big
difference proper fitting will make in
the general appearance of a dress.
The snug fit brings out all the little,
niceties of cut and trimming—it sets
off the lines as the designer intended
they should be set off. This applies
to dresses of all kinds—to the cheap-'

smooth out carefully all of the wrin
kies, paying particular attention to
the shoulders, hips and bust. By
pressing and pulling, here and there
the figure will take on the desired
lines required to fill the gown per
fectly. For the arms use lightly
crushed tissue paper that just fills the
sleeves. Never let the sleeves hang

Spring window in the Boston store—a striking display of window draperies.

other. With the style and price of a

suit, the decorator has nothing to do
—the manufacturer has fixed the one
and the merchant the other. The
decorator, however, has much to do
with the fit. or rather with the ap-
parent fit of the gown. Any woman
will tell you that half the attractive-
ness of any gown lies in the fit, and
let me add—this applies as much to
the sown when it is shown on a dis
play form as it does when worn by a|
woman. i
Standing in front of a window,
Mrs. Average Woman gets her im-
pression of a gown from the way it
appears on the form. If it fits the
form pe.fectlv she imagines that it

est as well as the most expensive.
This is a somewhat lengthy preamble,]
but | want to impress the importance
of dressing your figures as they
should be dressed.

When | say that there never was
a ready-made dress that would fit a
papier-mache form perfectly without
more or less padding, the statement
is based on a wide experience cover-
ing many years. | have yet to find
the 36 gown that will fit a 36 form
as it should. And it is not the fault
of the gown nor of the form—both
may be made as accurately as can be,
yet there is always the necessity of a
little padding to round out the lines
properly. There is only one material

would look the same on her. If it that is entirely satisfactory for pad-
hang? on the form in lumps and ding out a form and that is tissue
wrinkles not one woman out of alpaper. Some decorators use cotton

dozen will happen to think that the Ibut that is likely to give a lumpy ef-

fault is that of the window dresser!
and not that of the maker. In fact,

very few women will take the troublejitself to everything with which
to think anything about the matter— comes in contact,

the dress does not appeal to themj

feet and is otherwise objectionable
on account of the lint that attaches

it

First, try the gown on the form;

empty as it destroys the proportions
of the gown.

All of this may sound somewhat
complicated, but in reality it is a very
simple matter. The whole thing lies
in giving a perfectly smooth appear
ance to every part of the figure and
eliminating every wrinkle, no matter
how small. Dress a figure as | have
described: then dress another form
with the same kind of dress without
padding and note the difference. If
the dress has openwork around the
neck, first put on the tissue paper
padding and then cover it with pale
pink (or any other color) sateen and
then put on the dress. Dresses that
are shown on forms in the depart-
ment should be treated in the same
manner as it is as important that they
look as well as those in the windows.
Even wash dresses, when shown on
forms, in the windows or the depart-
ment, should be fitted carefully, filling
out the sleeves as has been described

In  showing lingerie and wash
dresses on full forms without wax
iheads, the metal knob on top of the

McCaskey Register Co.

Manufacturer* of
The McCaskey Gravity Account
Register System

The one writing method of handling account
of goods, money, labor, anything.
ALLIANCE, OHIO

Wilmarth Show Case Co.

Show Cases
And Store Fixtures

Jefferson and Cottage Grove Avenues
Grand Rapids, Mich.

G. J. Johnson Cigar Co.

s.C. W.
Evening Press

El Portana
Exemplar

These Be Our Leaders

Hart Brand Bamed fioofls

Packed by
W. R Roach & Co., Hart, Mich.

Michigan People Want Michigan Products

50 Years
thePeople's\
Choies.

Sawyer’s

CRYSTAL

SeathatTop Blue.

iFor the
Laundry.

DOUBLE
STRENGTH

Sold In
Siting Top

Boxes.
Sawyer’s Crys-

tal Blue gives
beautiful tint and
restores the color
to Knen, lacesand
!goods that are
worn and faded,

AENV

Hgoes twice
as faras other
Blues,

Sawyer Crystal Blue Co

88 Bromd Street,
BOSTON - »MASS.

There is no risk or
speculation in
handling

Bakers

Cocoa
and

Resqistered.
V. S.Pat. OK

Chocolate

They are staple and the
standards of the world
for purity and excellence.
52 Highest Awards in
Europe and America

W alter Baker &Co. Ltd.

Established 1780. Dorchester, Mass.

L
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form is altogether unsightly. This
is especially true in pretentious dis-
plays where there is a decorative ef-
fect, yet the top of the form must be
finished off in some way. For this
purpose we again find white tissue
paper useful. Plain white tissue paper
is shaped into a cone and placed
around the neck of the form. Then
a collar is made by pleating paper in
narrow folds and wrapping it around
the neck over the lower part of the
cone. In the front and back are ar-
ranged other strips of pleated tissue
and still others are fitted over the
shoulders close to the neck. This
serves for all kinds of garments that

are cut low in the neck, including
gowns, waists, lingerie, etc. Card
board cones have sometimes been

used to finish off«the tops of the

stands but they do not give a good

effect compared with tissue paper.
Dan T. Tanner.

Flower Covered Lattice Effective For
the May Window.

In window displays slight conces-
sions are usually made in May on
slow moving merchandise. However,
the windows should not speak too
strongly of the bargain spirit, as the
object of a slight concession on mer-
chandise of style and quality may be
defeated. A May Festival of Bar
gains is a good name for an event of
this character. The window and inte-
rior should be light and airy, in keep-
ing with the name.

The May pole offers a suggestion
for a unique and attractive show win-
dow setting and is especially appro-
priate for a showing of ribbons. Se-
cure a pole of the desired height, cov-
er it smoothly with cloth or paper and
wind it with ribbon of a contrasting
shade. Then festoon ribbons to a
number of dolls placed on the floor to
form a circle. Seasonable flowers
placed here and there will assist in
the decorative effect.

To see a front all alike, that is, of
a one color scheme, is much more ef-
fective than using a combination or
colors, or having each display made
up of a variety of colors. A large
front with one window green, another
red and still another biue, with a num-
ber of other colors worked in, is con-
fusing, to say the least. It is the
opinion of leading window artists that
backgrounds, scrolls and drapings, a-
nearly as possible, should be of one
design and color, and a general
scheme carried throughout every dis-
play.

The advantages of using a single
color scheme are many. Chief among
them is the great assistance it affords
the decorator in his work. By hav-
ing the entire front of one color and
the design of background similar,
merchandise may be transferred from
one window to another, giving the
front an appearance of an entire
change of display, and still has.e a
harmonious and pleasing effect.

The high perfection attained in the
manufacture of artificial flowers
makes them available for decorative
effects in the window and in May
they can be freely used.

support for flowering vines and
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and inexpensive backgrounds can be
made of lattice forms. The lattice
strips may be white, silver or gold,
and the artificial flowers, preferably
pink or lavender, such as apple blos-
soms, lilacs and wistaria, with a back-
ground of green.

Show Card Methods.

Many show card writers
East are now eliminating the
iwhite paint on large surface
instance, if a white shirt hose
Icollar or a large size figure i
Irepresented in white, they dr;
outline and cut it <nt on whf

We are not so busy oftentimes as and theen paste it down, mal
we imagine. The merchant who is rest of the design with the b
too busy to write an advertisement is! A large retailer of shoes
too busy to be a merchant. The ad-1vived aind revised an old m<
vertisement and the mailing list are using cut-out celluloid p
things which every good merchant Which were used by cl
will some day consider a part of his! years ago. It makes an
business. This time is approaching,! Price ticket. ~An arrow
because things have so changed that inches long has the shoe
the merchant who sits idly in hisj ed on its broad end T
store waiting for customers is being about three-quarters >
forced out of business through more | show in cut-out abo
intelligent and aggressive competi- stems of he figurr
tion. Advertising is of greater event- ter. It is all of n
ual importance than counting eggs :Ccelluloid. )
and unloading goods, yet these two A guainl sign-h
things are necessary and should be seen in a Mew Ye
done by anyone who can best attend jkneeling Japanese
to them. But the merchant who turns !inches hig i with th
himself into a day laborer is not do-lhands heir slightly
ing the work of a man who is sup-!rather tal show e
posed to be managing and conducting jtheir hancs but t

Too Busy?

Novelties at tfee N asftw.

Itomers,

llettered

a business.

After a merchant has cart
planned for handling his advert
and has decided to get out a selling
idea just as often as -t is needed to
keep things coming, he will find that!
this work becomes a pleasure and
that it is the most interesting and!
profitable part of the business. Sup-
pose a merchant devotes one-half!
day each week to his advertising.!
This gives him a better knowledge
of his own stock and his own busi-
ness. Wandering around through the
Jdock he w’ll find something he didn t
know about. Also he will Team more
about his merchandise and be in a
position to give his customers in-
formation which will sell more goods
and make him a better salesman.
Twin City Commercial Bulletin.

Economy in Showcards.
Some concerns, realizing that
penses saved mean profit- e
and. therefore, carefully watch
item of expense, have found
there is economy in the use o
ored cardboard for showcards
price tickets, and particularly &
latter.

The white tickets soil easil;

it is not long after they are
use before they show finger-

Kand other sign? of wear In
Imer months even under the h
Icare they will

become fly
and turn vyellow. Especially
they are used in bins, trays,
where they can be handled b
do the cards become
aged.

Some concerns have found
siMe to use black cardboard
is lettered in white: others. «

Inet like so womHer n color. a

gray cardboard writerr usually
in white. Smelt car
most always appear clean anrt

The Iogicaljlooking and will give from

foliage is the lattice, and neat, artistic !cards.

irlroll Ssttres face
linto the vindow.

\reads the sign. Ma

tright and others

Steady Sales

The demand for Uneeda Biscuit
IS constant growing, dependaoie.
This National soda-cracker has
become as staple as sugaror floor.

It is part of the regular diet of
millions.

The grocer who stocks Uneeda
Biscuit and displays the attractive
moisture-proof packages oo I®
Jseif or counter » sure cl a
iteadv. profitable sale Shat can be
counted open ® att seasons- n
has the sort ot stabwly cm wuboi

sound, profitable business is
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COUNTRY STORE ADS.

Use Regular Space in the Papers and
Talk as to Friends.

In an address before a joint meet-
ing of the Omaha Advertising Club
and the Federation of Nebraska Re-
tailers at Omaha, A. V. Pease, of
Fairbury, Neb., expressed himseif
very intelligently and sensibly in re-
gard to newspaper advertising for
country retailers.  “Advertising is
merely long range selling,” he said
in part. “With the customer in your
store you can arouse the desire to
possess. If you can supply that de-
sire you have done business. In per-
son you can talk to but one custom-
er at a time. The newspaper will talk
to hundreds at the same time. It mul-
tiplies your personality, magnifies
your voice and lengthens your arm.
It pulls them in. If by the use oi
newspaper space you create the de-
sire to possess in a number of minds
at once you have done more busi-
ness.

“To be satisfactory newspaper
space must be occupied every issue.
Steady all the year around work
brings continuous results. Jumping
in and jumping out yields little satis-
faction.

“Position is of as much importance
as the location of the store itself. The
merchant wants his shop in a good
prominent place where there are
good neighbors and much passing by
his door. His customers expect to
find him in the same place year after
year. Tt is better to pay a higher
price for preferred position and be
sure of it every issue than to be
crowded out by an occasional big ad
vertiser. If you change your copy
every issue the reader will look for
it as surely as for a continued story.
He will wonder what you will say
next. The publisher who secures an
every issue advertisement can well
afford to make him concessions. His
advertisement becomes interesting
reading and increases the value of
the paper. But whatever space you
occupy, let it be easily found.

“How much space to occupy is a
question. It might be decided in this
manner, that it is better to occupy a
smaller space regularly than larger
space at one time and then fall back
for breath. It looks more like a
stayer. The rate to be paid varies
greatly in the country papers. Per-
haps it is not safe to give a rate that
should be paid, but it seems to me
that 5 cents per inch per thousand
circulation is about right. | am cer-
tain this will meet with strenuous op-
position from many country publish
ers whose total circulation is
than that number. Rut it is better
to put the rate low enough to till
the paper, and show the advertiser
that it pays than to keep it as high
as the triffic will bear. A paper well
filled with readable advertisements is
a better circulator than one filled
with plate. Too often the printer
magnifies the difficulty of compose
tion. He lacks a little in the essen
tial of success—industry.

“l think the small advertiser, be-
fore he gets much interested in the
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work or has learned its profitable
character, may well limit his appro-
priation to 1 per cent, of his total
business. That is good for a starter
A business of $5,000 a year would ex-
pend $50 a year for space. | make
the dose small to begin with, for |
know he will learn to like the medi-
cine. He will soon spend 2 per
cent, with satisfaction. At the 5cent
rate, $50 will buy 1,000 inches a year,
practically 20 inches per week, or 5
inches double column in each of two
papers. If the rate be higher, neces
sarily less space will be used. The
local publisher is always willing to
do the right thing with the regular
customer.

“The retailer in the small town is
in somewhat different position from
the merchant in the larger center.
The small fellow is personally ac-
quainted with most of his customers.
He can wisely put considerable per-
sonality and a little familiarity into
the wording. He should be the per-
sonal friend of all his trade, and he
should make them feel this friendli-
ness in his advertisements.

“It is almost pitiful to see the
boastful tone of many country adver-
tisers. They talk of large purchases—
of big sales—as if they could deceive
their next door neighbors into think

ing they are John Wanamakers. It is
the wrong tone. Talk to the cus-
tomer just as if he were in your

store. Make him feel your sincerity.

“Use good English. Use the lan
guage which means little in much.
“The true literary artist flatters the
reader by leaving something to his
imagination. If you can achieve that
in your advertisements you will reap
rich reward. If you can really sec
how the advertisement will appeal to
the man who reads it, you will pretty
soon become a successful advertiser.
“Space costs too much to use it for
|vainglorious boasting, family history
or gossip, even in the country news-
paper. Wasted words are wasted
money. Make every word pay its
own way. Use short, terse, snappy,
concise, brief, strong, pointed, preg-
nant, crisp, vigorous English.
“Put one idea before him. Make it
appealing and he will come to you
with his money. The paragraph style
is one of the best to use. All men
are attracted by the promise of a
story: even if they realize subcon-
sciously that it will lead to a selling
talk. A catchy opening statement
that leads naturally up to the mat
jer jt) hand will center the attention,
“Say something each week to keep
the reader looking for your ‘story,
[f yOll have to be away from your

less jplace of business prepare advertise-

ments ahead. That enables you to
time the window display with the ad-
vertisement and refer to it in your
space. If you wish to hammer on
the same line it is easy to do so in
different words. With practice it
would be possible to advertise one
sort of lead pencil with fifty-two
changes in the year.

“l think the average retailer tries to
tell about too many things at one
time in a small space that should
contain attractive facts about shoes
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or men’s hats or pocket knives. He
will try to tell in a iumbled-up way
about toilet soaps, kid gloves, maple
syrup and new embroideries. When
you have finished reading such an
advertisement, there lingers in your
mind no distinct impression of a
want. If the simple, direct advertise-
ment proves an inducement to lead
you to the store and the store itself
is attractive enough when you arc
there, the display and the tactful
salesman will tell you the rest of the
story.

“Many men find great difficulty in
writing new advertisements every
week. If it is worth while for a man
to keep a set of books with his cus
tomers, if it pays to plan new win-
dow displays, if it is worth while to
try new arrangements of stocks, it is
that much more worth the while to
keep an advertising book. There arc
fifty-two weeks in the year. Select a
500- page cap size record book. Di-
vide it into fifty-two parts. Use each
part for each week in the year. Ad
vertising is seasonable. Do not try
to fill the book the first year. Let
its growth be a matter of years. As
each week rolls around, jot down
some things to advertise. Often you
will think ahead for weeks. Note
facts about sources of supply, pecu
liar qualities of the goods, specia
methods of manufacture, subdivision«
of lines. In fact, there is a world of
valuable information that you will ae
cumulate in several years. In a sera]
book paste the advertisement for the
current week. Next year you will
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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 recentl){.

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.

“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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have two books, to refer to for sag-

gestions. Yoa can profit by mis-i

MICHIGAN

i
fishermen and their sets The w'-wfer wfetaie, has — a great ea*

is that any shad es<rape' to d

takes and make your advertisements [their eggs.

stronger year by year. Many times |
it is the little things that decide the
sale. It is this show of knowledge
that inspires confidence.

“There is a result from advertising j
that is often overlooked—the re-
troactive effect. The
opment of an advertising campaign
will set in motion a chain of reason- j
ing that frequently revolutionizes a'
merchant’s store methods. He sees
the necessity of having a store worth j
advertising—then he wakes up and i
tries to live up to his advertise-
ments. His former struggles to make j
both ends meet now become a joy-
ous circular dance in which the front
end can barely keep out of the way
of the rear.”

Our Fish Supply.

We are just waking up to the se-
riousness of the fact that our fishj
supply has been diminishing for the |
past quarter of a century at an alarm
ing rate, and the fact is emphasized |
at this time by reason of the high
prices which have prevailed for the
products of the farm.

Now that we have a better realiza-
tion of what it means and will con-
tinue to mean, to have our food sup-
ply of fish decrease each year, therej
is a cry going up which amounts to1
a demand for a remedy.

ods
Years ago, when choice fish swarm- j

ed on the Atlantic coast and into its
tributaries by the millions, the fisher- j
man gave no thought to future sup-
ply. For him the needs of the day
were sufficient. So he caught fish at
such times as suited his purpose an i
caught them as best he could. Neith-
er time nor place nor method gave
him any concern beyond the fact that
any time, place or method was good
that furnished him fish for the mar-
ket.

In the spawning season millions of
fish were caught for their roe. Oth-
ers were destroyed in the catching
process. The supply seemed to be (
inexhaustible and no one gave heed
for the inevitable to-morrow when
there would be a shortage.

This shortage has been growing
for years. Some effort has been made
to check the wanton destruction that !
had been going on. But now that
the shortage is of an alarming na-
ture, radical methods will have to be
adopted to at least preserve the sup-
ply.

Lobsters, so plentiful a few year-
ago. can no longer be had in suffi-
cient quantities to supply the can-
ners. We have the lobster grounds a-
of old, but we do not get the lob-
sters. What measures that have been
adopted to stop waste and encourage
breeding will be of some benefit, but
other methods will have to be put in
force if our present supply is to be
increased.

Shad are growing scarcer year by
year and who can wonder at it? From
the time these fish make for the fresh
water tributaries in the South until
they reach their northernmost spawn-

[the

The salnscm that were pi*
enough on Ithe Atlantie coast i
days of our ancestor» are no |
to be found KB kheir old time h

Codfish. 0t*ce the staple artr
food for the old time Purita«-. ;

logical devel- \longer plentrfuL Ti»ie was wh<

ocean swarmed with these fish
were 30 muTier»)U9 It appeared
mipo*ifMe Ito Ikake = -
effect on the supply.

So with practically all the salt wa-
ter fish. They have been growing
srarcer year by year and sow the
question is, What are r» gotr.g * f
about it?

Simply this: The food «apply of 3
fliitlOTi ~ sfIOLfIff £03 J
thing apart from local interests.
might be something of a hardship o
the- Atlantic coast S-herman to pet
a stop to much of the promiscuous
fishing now permitted. But the fvd
of a nation is at stake and radio»
laws for the preservation of this food
supply have become an absolute ne-
cessity.

To be sure there would come many
complaints from fishermen and pack-
ers if an effort were made to cur-
their greed, but there would appear
to be no other way to improve or
even maintain our fish supply, creep*
by some manner of protection meth-
The water-

of the Atlantic *ce

.will give us an enormous supply of

food if we encourage the fish to rrmf-
tipfy and discourage fisfifrg sha* em»«s
to lessen the supply year after year

What is true of fish and fishing on
the Atlantic coast is equally true %
the fish and fishing methods of the
Pacific coast. Both these vg fishing
waters need more attention at the
hands of the Federal Governmerit —

jThe Wholesale Grocer

The Whaling Industry
Many people suppose, inasmuch
little i- heard to-dav of whales ~
whale fisheries, that whales are very
scarce or that they are becoming ex
tinct. This is not the ease Whale*
especially sperm whales., were never

oceans frequented
"Even the h—

by

whales. horSr

ing grounds they are harassed by the Jonce a most valuable prod—? of %=

been displaced by parrai
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STOVES andHARDWARE

Hints For the Hardware Man in Cur-
rent Events.

The hardware man should read the
papers. He should keep in touch
with what is going on in the world
and take note of popular movements
and tendencies. The same is true of
men in other lines of trade, but they
can wait for their advice—this arti-
cle is designed for the hardware man

If the hardware man keeps an eve
on the papers he can not but have
noticed the agitation against the
common household fly as a menace to
health and safety. From the manure
pile to the butter plate it merrily
wings its way: from the cesspool to
the milk pitcher: from the alley offal
to the dining table—we all know the
ways of the fly and have known them
for years, but only recently have the
scientists awakened to the fact that
the fly may be a great disseminator
of disease. It has been proven that
the fly can carry the germs of ty-
phoid, diphtheria, scarlet fever and
other diseases, and “down with the
fly" has become as much a recogniz-
ed sanitary measure as the destruc-
tion of the yellow fever mosquito in
the tropics. The campaign against the
fly can be left to the druggist or the
grocer and the poisonous sticky fly
paper they carry, but the live hard
ware man will get into the game with
a good line of screens for windows
and doors, and he will have some of
the right sort of literature to dis-
tribute, telling how important it is
to health that flies lie kept out oi
the house. It is easier to keep flies
out than to catch them when once
they are in. and here is the hardware
man's opportunity.

Another subject that has been un-
der discussion for several years, and
is becoming more and more earnest
as intelligence has increased, is the
spraying of fruit trees against va-
rious fungus, parasite and insect pests.
The value of spraying is now recog-
nized by everybody, and more and
more is this method of fighting the
pests being practiced. The hardware
man can let the implement or the
mail order houses
apparatus, but if he
will know all about such apparatus
and hew to nse it. and he will have
a line in stock to supply the growing
demand, and also a supply of the
chemicals.

There is opportunity for hardware
enterprise in the poultry industry,
Fencing for the poultry yard and va-
rious improved poultry appliances can
be sold in almost any community if
properly pushed. Raising poultry is
often a fad, and it
some one. worthy of cultivation, and

there is money in it for the hard-
ware man if he goes after it right.

Danger in the “Fireless.”

Repeated instances are coming to
light of fires started in “fireless"
.cookers as a result of spontaneous
Jcombustion. There is no complaint
.of the vacuum style, the fires originat
Jing in those packed with sawdust, ex
_celsior or ether insulating material to
Jretain the heat. Spontaneous combus
tion is more apt to occur where the
sawdust has been dampened or s6ak
ed with grease. In one recent case
where spontaneous combustion in ;
"fireless" cooker set fire to a dwell
ing it was believed that the sides of
the receptacle sweated and dampen
.ed :he sawdust, or that the meta
Jdisk when dropped to the bottom
|broke the solder and allowed grease
or water to get through into the saw
dust. It is held by insurance au
thorities  that the manufacturer:
should do away with all soldered
joints in the tin and otherwise safe
guard the devices against spontaneou
combustion. A similar case was re
ported from Illinois concerning ;
|fireless cooker which had been in use
for six years. The metal receptacl
was separated from its wooden cas
by an inch and a half of excelsior. 1
ipiece of hot soapstone was put int
the cooker at 12:30 p. m., together
jwith a piece of pork, and at 4:10
jthe cooker and adjacent woodwor
|were on fire. The cause was suppos
ed to be a leak in the receptacle, at
lowing hot air to get into the excel
jsi«'r and gradually carbonize it, re
suiting in final ignition.—America
1Artisan.

Attract the Women.

The hardware merchant who does
not arrange his store to attract wom-
en is making a serious mistake, and
has but himself to blame if his com-
petitors get the trade. In order to
get this trade and hold it the store
must he clean, the goods must be
dusted and arranged on the shelves
iand counters in good order and dis-
play The next important move must

handle spraying be in the window. No matter how
is up to date he small

or large, do notleave a fly-
speck in it: then trim it with things
the women folks like. If the window
is large enough fit it up once in a
Iwhile to represent a full working
kitchen, with a range and all kinds
of cooking utensils. If possible, get
a wax figure of a woman and bor
row the wife’s calico dress, roll up
the sleeves and everybody in town
will come down to see Mary Jane
getting dinner. Leave this display in

is a nice whole- jthe window a weekand every woman

in the community willsee it Fol-
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low this up with other
the ladies and they
buying habit that will
dealer to put forward
forts in this direction

attractions for
will get that
encourage the
still better ef-

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and
Everything of Metal
The Pursuit of Happiness.

W hat is happiness? Like Rome all TRADE WINNERS

roads are presumed to lead to it. It is Pop Com Poppers,
the ultimate end of ambition. To Peanut Roasters and
achieve it men struggle for a lifetime, Combination Machines.

Many Style*.

n the pursuit of it many selfish men Satisfaction Guaranteed.
are willing to kill, maim, malign and Send for Catalog.
injure their fellows. To some it is a KINGERY MFG. CO.,106-108E. Pearl St-Cinclnnet.O.
thing far away in the perspective of
the future, to others it is just out of
reach and always illusive. It has al
ways seemed to us that selfishness
blinds many men to such an extent
that they do not understand its real
nature; they think it is the product
of wealth, influence, power or some
other thing that might raise them
above other men. They do not realize
that it can not be made out of Stich
materials as selfishness and pride or
that it is not a thing afar off, but
that to possess it it must be here and
now. In our opinon the entire con-
ception of true happiness might be
summed up in these words, “Love thy
neighbor as thyself.” Happiness does
not shine in upon us, it shines within
us and out of us. To be happy and
make others happy is a creed broad
enough to comprise both the law and
the gospel.—Twin City Commercial
Bulletin.

SNAP YOUR FINGERS
7

Atthe Gas and Electric Trusts
and the:r exorbjtant charges.
Putin an American Lighfing
System and be independent.
Saving in operating expense
will paKl for system in short
time. othing so brilliant as
these lights and nothing so
cheap to run.

American Gas Machine Co.

103 Clark St. Albert Lea, Miss.

Walter Shankland & Co.
Michigan State Agents

66 N. Ottawa St. Grand Rapids, Mich.

Established In 1073

Best Bgnipped
Pirns In the State

Steam and Water Heating
Iron Pipe
Fittings and Brass Goods
Electrical and Gas Fixtures
Galvanized Iron Work
A good workman is like a pair of

ihears; he shuts up when he goes to
work.

The Weatherly Co.
18 Pearl St. Orand Rapide, Mich.

Steel Shelf Boxes

For all Kinds
of Goods

Hardware, Groceries
Drugs

They take up 20 per cent, less sheif room. Never shrink or swell: strong and durable.
Rat and mouse proof. Cheap enough for any store.

THE GIER & DAIL MFG. CO. LANSING. MICHIGAN

CLARK-WEAVER CO.

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

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.
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Spring Sales of Paint. Pfttsbsrg, stated tbat lambet cos-t; Tit Tan« T* Omm

The spring painting rush is now onImg a great deai of resta, o*f m p
or very soon will be in all parts m natmrafly cernid «o* be pmmitd
the country. A good start Iif always ithe same manaer that tt has bcen <
encouraging and stirs a man up to tomary fo pairt woods the ecfls
keeping things moving. Paint dealers which werc not so filSed The f
should take a drive around their ter cdy he stiggested was a fh©r<ugh
ritory, sizing up buildings which > «tfgatwm and a breawmg
in need of paint. Then get hold o;
the property owner and talk youi |
goods to him, showing the virtues ot ]
the article you have to sell and al-< |
showing the prospect how he will
not only improve the appearance © ing coat.
his property but will at the samej ¢, painting cypress and yellow
time enhance its value by applying al
protective and decorative coat <« TO per cent of turpentine and V
paint. Icent, of finseed oil Ife aise» sttaa*

Shew him that the use of goot the use of one pint of bemmSe
paint is really an investment as it Igallon of paint ready for «se. u
serves not only to protect and im ing the amount of t»rpentm*> fo
prove the appearance of a building, extent. The arsfuroeuf i# that
but also puts off for the longest pos- jturpentine is nee#fe*f to fr? tfte
sible time the heavy labor expense o; resin in the an4 to pr+pv
repainting; that the price of the paint foundation upon which to «prea#
is most important but that it does subsequent layer* of painr
not represent economy in favor of the is said to be the greatest pen*-
lower store priced article. and solvent of resin and other j

You can forcefully show this by available.

the following example: Suppose The question is one which *1
paint costs 25 cents less per gallon aPpeal to eve?f iron

than the high grade article you are the satisfactory and

selling and the prospect will require the different hniflAstia

ten gallons for his work—it would NS¢ offered for enter

mean that the buyer apparently woui 1 Ngent upon a real

make a saving of $250 on his pur- Solution of the

chase. But the superiority of your W00d will hole pain

goods will more than make up for Put on in the =

this mere difference of the store price daubed on indiscritr

per gallon, as should the prospect @ Probability o the

purchase your goods he would require [rom Ppleasing -

fewer gallons and so more than make berman.

up for this slight difference in the
store price per gallon. Furthermore,
the quality of your paint will make .

The Store Fixtures.
Suitable store equipment

; i he pr gr*-- .
another and far greater difference, it JImportance to t_ .
will last years longer. Paint sold at chant. hThhe SuhbJECt is afwr BUSIneSS
the short price is short in quality, so [one, whether he experts

it is short lived. jnew store or has been in bus
[years: he is always Tookm-sr

The cost of painting is r;0 per cent, jideas for the proper proie.-

for material and TO per cent, for la-
bor, so the man who i- dazzled b.
that ?£.50 store price saving will havt
to pay far more in the price of hi-
painting per year because he will ti.e;
duplierte this heavy TO per cent. jah*.,
expense as well as the cost of the
paint years sooner than he won! .
should he use the high grade paint.
This is an argument which feme" e- . .
evervone in a very sensitive place— 18ore wifi (tonvine<
the pocketbook—and if you will taks o
the time to explain it, you will be .y portrayed in 'iff
surprised at the increase in volume :slicltc# and other €
and profits your paint department w ’
show.

The Painting Problem.

Methods of using lumber tor build
ing have been based largely on the
customs prevalent when white pine
was about* the only wood employed.
The practice has been to treat all
kinds of pine and other woods in much
the same fashion as white pine was
treated. That the most satisfactory
results have not been secured is not
because of criticism of the method

Men's Paper Press

but because of the material. This Me Mwe aif «wer Ms4M

attitude has been evinced by all who
have to do with building material,
from the manufacturer to the painter.
In a recent thoughtful considera It is difficult to keep a the «

tion of “Modern Lumber as a Prob- [and narrow path if you keep . BusmeSS Men'S Paper PreSS C*. Mljtmé MICk

lem for the Painter,” John Dewar, of *ing the people o® the other roa.
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OLD THINGS HAVE PASSED.

Old Timer Takes a Gloomy View of
Present and Future.
Written for the Tradesman.

“Do you know,” said the school-
master, addressing his friend, Stirl-
ing, road man for the Calcrait Furni
ture Company, "it is time, and high
time at that, for people to begin cut-
ting corners, settling down to the in-
evitable hard times that are coming
in the immediate future?”

"What do you mean by that, Tom?
| thought you as jolly an old opti-

mist as there was in the country.
What lias gone wrong now?”
"Nothing just now, Frank; it has

been going wrong for the past three
years and more. 1do not dare to say
a great deal any more than did my
friend, Jones, the other day when |
asked him what he thought of the
reciprocity treaty with Canada.”

“Old Nick Jones, the out and out
standpatter?”

The traveling man removed his ci-
gar to laugh and snuff the ash from
his weed. Everybody knew Jones,
the man whose protective tariff belief
was A number one and a yard wide,
who had denounced even the Payne-
Aldrich bill as too lenient toward im-
porters.

“lie’s the man. | hadn’t seen him
for several months until the other
day he drove up to my house, he
and his wife, for a short visit. Not
having seen him since our good Re
publican President has seen fit to an-
nounce the necessity for free ex-
change of products with our Cana-
dian neighbors, | expected something
fierce from him on the subject—I did
not get it, however.”

“No?”

"No. | began by mildly suggest-
ing that | had been surprised to see a
protective tariff Republican President
call a Democratic Congress into ex-
traordinary session for the sole pur-
pose of enacting a free trade bill. Us-
ually Tones would have snorted;
would, in fact, have gashed the at-
mosphere with fierce denunciation.
Imagine my surprise, then, when
Jones hummed and hawed a little and
raised a newspaper to hide his blush-
es while he remarked that ‘there is a
difference of opinion about such
things.””

"There is, of course, but standpat-
ter Jones, admitting this where free
trade and a protective tariff are con-
cerned, quite took me down.”

"And no wonder, Jones must be off
his feed.”

"On the contrary, it was because
Jones was on his feed that he had
lost so suddenly all interest in the
tariff.  Mrs. Jones plucked at my
sleeve and whispered, reminding me
of the fact that her husband had been
recently appointed to the remunera-
tive position of rural mail carrier,
consequently had no longer any opin-
ions where politics were concerned.'

"Well, well!” exclaimed the drum-
mer, | wouldn't have believed that
so rank a partisan as old Nick Jones
would muzzle his conscience for a
petty office under the Government.”

"He’s like a lot of others, even
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United States senators,” chuckled the
schoolmaster. "Do you know, | am
tired of all this rush and hustle for
the loaves and fishes. Men high up
in public life choke themselves into
silence in the face of gigantic wrongs,
fearing to say anything for fear of
offending somebody. Men who are
willing to go any length to please or
appease public clamor are, in my
opinion, unfit for public office. | have
noticed for a long time that the
trend in the business world is to-
ward lower prices. No doubt this
fact has not escaped you, Frank?”

“It hasn’t. Prices have been too
high, you can’t deny that.”

“l could do it with a clear con-
science, but 1 am not at present go-
ing to argue the point. Forty years
ago prices ruled much higher, with
wages even less than now, still the
country prospered. | wont argue that
point either. What strikes me as fun-

ny—I can’t think of a better word
to express it—is the wuniversal de-
mand for lower prices even while

the wage earner is demanding a raise
in the price of what he has to sell.

"l am not finding fault with the
wage earner. He is very seldom
over paid; but at one thing | do mar-
vel, that men should demand lower
prices in farm products—you see, |
am a farmer now, while at the same
time demanding a raise in the price
of their own raw material. One hand
must wash the other. The tendency
for several months, if not years, has
been downward. Once in so many
years an era of flush times takes a
turn for the worse and we have a
spell of low prices, little work and
hard times.

"Now what is the cause of all this,
think you?”

"Why, the cause would be hard to
find—"

“1do not agree with you there. The
cause of the decline in prosperity is
wholly due to—"

"Well, to what?” as the old school-
master hesitated.

Old Tom laughed. "That would be
telling,” said he. “lI might precipitate
a riot if | should tell the truth; I'm
not going to do it. Anybody who
has lived as long as | have has learn-
ed something from experience; | am,
however, an old head, no longer use-
ful in the political field; younger men
are in the saddle; the newer, pro-
gressive ideas are dominant; we old
chaps have only to sit back and let
‘em run things.”

"That is rank pessimism.”

"W hatever it is it is true. A great
wave of reform is sweeping over this
country, a wave that like a prairie
fire is sweeping all before it; that fire
can't be stayed until every bulwark
of old stability is swept away. Strikes,
lockouts and labor wars are pending,
after which the deluge.”

"Well, well, Tom, I
you to croak before.”

"Nor am | croaking now. You are
young, have a family, a good job and
are floating on a fairly high tide of
prosperity, but—”"

Again old Tom
lence.

“Well?” persisted the drummer.

never knew

lapsed into si-
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"Now is the time to economize.
There are rumblings in the air that
foretell danger. There may be no
sudden crash; | hardly think there
will be, but, and mark this prophecy,

the next half dozen years are going
to be lean ones so far as business is
concerned. Cut your corners now;
patronize the savings bank; lay aside
something for the rainy days that are
surely coming; they are already here
—the beginning of a lean and fallow
era, 1 mean, and for it all the Amer-
ican people are to blame. This is a
people’s government, run by the peo-
ple, for the people. When the lean
and hungry vyears come; when we
have silent forges, smokeless chim-
neys, and when marketless wares rot
in storehouses, the cry of the hungry,
ragged masses will go up in denun-
ciation of the Government and its
policies. That cry will come too late;
the very ones who utter it are the
guiltjr promoters of the distress
which prevails.”

And now old Tom’s listener laugh
ed a cynical, scornful, derisive laugh.

"Why, Tom, you are a regular old
grouch,” said he, starting up in dis-
gust. "Why, the best, brainiest men
in the country are predicting better
times than we ever had in the imme-
diate future.”

"Perhaps they are, perhaps so,
Frank,” returned the schoolmaster,
"but still an old back number like
myself wishes to sound a warning. 1
note that some of the wage earners
are about to go on a strike. It will
be a sad day for some of them; | am
sorry to see it; sorry am | to note
the trend of events which, so sure as
the sun shines, is to lead the Ameri-
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can people into the shadow of lean,
unfruitful years. Again, be warned
in time, Frank; be prudent, cut ex-
penses and save something for the
lean, hard years that are to come.”

The old schoolmaster got up and
walked down to where his one-horse
rig stood. He clambered in and
drove away. Several who had
heard his doleful predictions laughed
heartily.

"Old Tom is disgruntled,” chuckled
one of the younger men. "He can't
see as we progressives do that the old
order of. things has passed forever.”

Old Timer.

The easy job is the one which does
not require a full and vigorous use of
all the powers. That means loss, de-
cay, failure and a penalty to pay soon-
er or later.

In nature and in business it is grow
or die.

Awnings

Our specialty is Awnings for Stores and
Residences. We make common pull-up.
chain and cog-gear roller awnings.

Tents. Horse. Wagon. Machine and Stack
Covers. Catalogue on application.

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

Cog Gear Roller
Awnings

Are up to date. Send.for catalog.

Get our prices and samples
for store and house awnings.

The J. C. Goss Co.,

You Can Sell More
Trunks, Suit Cases and Bags

But you must have the right line to do it.

“Sunbeam” Brand Goods are

Best Quality Goods. That’s

why you should not be without them.

Why not decide now?
Send us your sample order
and get ready for tjie
coming season.

WE HELP YOU SELL
THEM

Our ads in the farm papers are continually busy tell-
ing your customers all about them. They satisfy your
trade because they are “Sunbeam” Brand Goods, the goods

at the “right”price.

Brown & Sehler Co.

Catalog sent on request.

Grand Rapids, Mich.
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AFTER THE DAY’'S WORK. shoal« Is <r. arrow *

- running fell capacity In
Credit To Advertising. merchant* | have cite« |
“Suppose,” said the Wise Man, 'Jjmit to me that they coO
received an enquiry through my ad-}more business withorn :
vertisement in a certain magazine jble increase in their
My salesman called—could not make Ipeases. The real rea*
a sale—he left, and the enquiry grew Jdo net run full capacity i
cold. A year after, a new salesman Iboss or manager is too
called on the man who had enquired |ping up nails, setting ap
and got an order. Should the maga |chtnery and doing lot* of
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zine get any credit?”
That is often a question,
should not last long.

Does a father ever surrender
parenthood because his boy

but it

hi-

the store that could be
of the boys.

"If * owned a store o
|would prefer to have the

goe- Jin ms office with hi» feet

abroad, or his life is saved by a doc- jlooking out of the wind

tor?

The publication that introduces the
Prospective Buyer to you does its
whole duty in that simple act. Its
hall-mark is indelibly stamped on that
prospect forevermore.

We split hairs—quarrel over dis
tinctions raised to the Nth power of
invisibility. Why should we forever
strive and scheme and plan and twist
and turn to find if we can not give
the credit to something else than ad-
vertising?

Inexperienced salesmen often think
it takes something of the credit away
from them when they admit that ad-
vertising has done a part of the work
of selling.

Put such men on a commission in
territories where you do no adver-
tising—or stop it in their territories
for a season or two—one generally
suffices.

How the tune changes!

how he could increase th
net profits, than to hav*
the floor selling goods
work that could he done
force.

"l believe that 9© per
proprietor's or manager'
Se spent on his advertisi
.strutting his sales force
Jthe efficiency of hi« orga:
time and attention deve
of this kind will greatly
volume, thereby enabling
a much larger net profit
of the year.

"The gross profit be,
profit on ificreased busine
ed the operating expense«
creased In prop*?ftion.

“Or.e of thf |greatest dr;
any Ln«in< a grouchy
not only cfive« away trade
ganize 9 thf Cflitile force, an
one who scem§ to be Wnef
way i the grot*ch who ini

This method is rarely possible, be- by these tactic« he is co

cause “it pours out the baby with the
bath.” If some salesmen would grasp
the great but simple truth that the
selling energy of printer’s ink is open
mg the doors of private offices—tak-
ing down the blinds from closed
minds—creating an atmosphere of
friendly interest to welcome their
coming, they would be the greatest
boosters for advertising in the busi-
ness world.

Salesmanship and advertising are
teammates, for the one is but the
w'ritten expression of the other.

The publicaton is the medium. Test
it. Does it go to the kind of people
you must depend on for
Does it go to enough of them? If
the publication meets those tests, suc-
cess depends on what you make th;
medium say. If you make the story
your story the effect is accomplished

Some of these tests should be ap-
plied before you advertise—the re-
mainder depends on how you use
them.

Give advertising the credit for do-
ing that work which no concern can
afford to pay enough salesmen to ac-
complish. E. St. ElImo Lewis,

Advertising Manager
Burroughs Adding Machine Co

To Increase Profits.

In an address on “profitmaking”
John T. Templeton, of the Buck's
Stove and Range Company, before the
Missouri Retail Hardware Associa-
tion, said in part:

“One reason why some stores dol

not make as much profit as they

business’ !

great man by tvery one 1

he cfmes in crintact. It

cost much to smile: therefore. If
were managing a business and f-
that | just had to be grouchy at -on
time during the day, 1 would get n
a good cigar, a big red apple and fai
a walk during my grouchy spell,
least | would not be seen around n
place of business in that tram-
mind.

”T think the retail sale-man i* ri
worst neglected member of the hum.
family-. No one takes very much i
teres; in a boy who is struggling
become a salesman: that Is to -ay. i
one devotes very much time to i
“structing him as to how he short
sell goods, etc. Did yo« ever stop
think where salesmen come from’
venture to say that a large major*
of you came from the same place th
I did, namely, the corn field

“When we got our first job a
started out to be a salesman all i
could do was to stand around,
wise and try to make the boss, as w,
as the customers, believe that
knew a lot of things which we d
not know. | never shall forget *
first traveling man that spent tv
hours with me in the stove depat
ment, explaining his make of -~t
and how | should talk it. etc It
manager and traveling -ale*m
would devote more time to the ret;
salesman, net profit* at the end ot :
year would show a very substant:
increase."

Be polite—your famib
if you practice on them.
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Me« Marfcgt Mmk heep—g.

“Just as
Handy

m mrariasopir propaiiwi.
BenN sais of oars wapw,
I'vamsshed and mhhed in a
vstsfut (nrak, ft mneéut OOm
ugh ia setngm ni your of-*

Cartt | — it heree the loom.

A Safe Place to Keep Waste Paper

Every eventng when you sw”eep oof.isbm dump all the
paper into tike Handy Pre* and dwe tile heavy am#ed
flap. No possible chance ©f fore.

it $s filled, tdiiiif MTT s in
then fill again. A boy can operate ft.

Before yon realize ft. yon*llhave acMnpiefe mie - some-
thing worth in cash from

$8.00 to $25.00 Per Ton

Yon wouldn't think of burnran that muril — r>m
what's the difference when yon burn wamc paper 7

Bay a Handy Press nd m 3#dsfs* free Tmt. We v S
you where and how to sell the paper If seasy.

THE HANDY PRESS CO.

JSf-Jtt So. IONIAST, btASD KAMDS NfCll
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Give Attention To the Education of

Salespeople.
W herever there are stores, the need
of competent, thoroughly trained

salespeople is felt. Every merchant
who conducts a big store knows that
his success, or the lack of it lies
to a great extent with his selling
force. No matter how well goods
mar he bought or how cleverly adver-
tised, a careless, incompetent sales
force can drive away more trade than
the advertising man can bring to the
store. For these reasons, the modern
big store has found that it pays to
give serious consideration to the
training of salespeople. Several oi
the big department stores have regu
lar "schools," through which begin-
ners must pass before they are al-
lowed to come in contact with the
store's customers. And these store
schools are not only for beginners
but for those with experience as well.
Every salesman who enters the em-
ploy of the store is first put througn
a preliminary examination and is
made familiar with all of the rules
and customs peculiar to this particu-
lar store. He is given a book of
rules which he is required to study
thoroughly. If he has had a good
deal of experience in other stores
there may be but little for him to
master, but if this is his first employ-
ment in a big store, he is put through
a thorough course of training.

Of course, it is to be supposed that
the applicant for the position has the
"making” of a salesman or he would
not have been accepted by the super-
intendent under whose critical and
experienced scrutiny he must first
pass. The school room of the store
is much like any other school room.
There are fixed seats with desks, a
blackboard, etc., and the instructor
goes about his or her work in much
the same manner as the usual school
teacher. Beginners, who may be re-
cruited from the stock or shipping
room, or from the outside, are start-
ed with the most elementary sales-
manship. They are required to go
through the form of making a sim-
ple sale including filling out the sales
slip. Then they are taught all about
charge sales, C. O. D.’s, exchanges,
refunds, and all the rest or them.
Every point is carefully explained by
the instructor, who goes over the
same ground again and again with
the utmost patience for the benefit
of the “slow” ones. All possible mis-
takes are pointed out and the student
is warned against t’cm. Big dia-
grams are made on the blackboard.

In addition to this technical in-
struction, the beginner is taught in a
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more general way the principles of
salesmanship and there are frequent
examinations to make sure that the
information is sinking in. These ex-
aminations help to weed out those
who are

naturally incompetent or
hopelessly careless. In some stores
the routine of the school is so ar-

ranged that different classes of about
an hour each are conducted through-
out the morning. All of the students
are encouraged to ask as -many
questions as they care to, as it is
the policy not only to teach them
the rules of the business but the rea-
sons that underlie the rules. In ad-
dition to their own duties they ar**
given a pretty clear idea as to the
duties and authority of those above
them. In fact, they are instructed as
fully as possible as to all the ins and
outs of the business. And the in-
struction is not forced—students are
only given as much at one time as

can be assimilated easily. Many of
them are already employed about
the store in some inferior capacity,

and the hour spent in the school daily
is paid for the same as if they were
working.

That these schools pay when in-
telligently conducted there can be no
doubt; otherwise they would have
been discontinued years ago. For the
|earnest student who is ambitious to
learn, the school offers a short cut to
proficiency. By studying, observing
and asking questions he can gain in-
formation in a short tome that might
Itake years to learn by experience. He
is also prevented from making many
mistakes that might otherwise occur
and mistakes are always expensive.

Why Less To Women Clerks?

A great source of waste in business
is the inefficiency of new help. Not
only do employes at new work waste
material, try the patience of the com
pany’s patrons and produce little
profit, but they also consume the
time of the trained high-salaried em
ploves who show them how the work
should be done.

This is as true in' the mercantile
business as in any other and doubt-
less the putting on of new clerks is
dreaded by nearly all merchants. No
part of the experience of a holiday
rush is more trying than the han-
dling of the many new clerks requir
ed at that time.

No matter how fine a salesman of-
fered his services to a store, few mer-
chants would hire him if they were
sure tht the term of service would
only be a few weeks. They would
rather get along with lower-grade
salespeople who required little guid-
ance and who had through long ac-
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quaintance become familiar with the | Quick Service an Important Detail in

business.

It may be admitted that the sales-
woman sells as many goods and keeps
her stock in as good condition as does
the male clerk, but naturally there is
always the uncertainty about the
length of time she will remain witii
the firm. Any change of fortune, good
or otherwise, brought about by mar-
riage, sudden wealth or any other
cause is quite likely to lead toward
the young woman severing her con-
nection with the store. In the case
of the young man, like contingencies
are apt to tie him closer to the store.
Increased responsibilities make him
more faithful to his work. Financial
misfortune may have the same effect
and even the inheritance of wealth
might suggest also taking a financial
interest in the establishment.

The law of supply and demand, re-
gardless of the justice of it, applies
to employes as well as to other mat-
ters. As good women clerks are eas-
ier to procure than good men clerks,
it is easily explained why men re-
ceive more than women for the same
service. This, combined with the
point of permanency of service, makes
the lower wages of women a fact. It
may be unjust, but there are many
other seeming injustices in business
which are brought about by modern
business conditions and over which

the individual merchant has little
control.—Dry Goods Reporter.
Cut out the unnecessary talk and

you will be surprised at the little you
have to- say.

Waitng on Men.

“There is one little detail about
selling,” said a Philadelphia shoe
dealer the other day. “that |

would like to see impressed upon the
mind of every merchant and clerk
who has a men’s trade. It is the value
of despatch in the serving of a cus-
tomer.

The average man (and in this re-

THE AUTOMATIC_LIGHT. Operated the

same as electricity or city gas. = No generating
r_e%unred. Simply pull the chain and” you have
light of exceeding brightness.  Lighted and ex-

tinguished automatically. Cheaper than kero-

|L| sene, gas or electricity. Write for booklet K.
and special offer to merchants. . .

Consumers Lighting Co.. Grand Rapids. Mich.

Mica Axle Grease

Reduces friction to a minimum.
It saves wear and tear of wagon
and harness. It saves horse en-
ergy. Itincreases horse power.
Put up in i and 3 Ib. tin boxes,
io, 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 land 5 gallon cans.

STANDARD OIL CO.
dread Rapids, Mich.

ThePerfect FruitPackage

Pat. Applied for

Use the BOUCHER CRATES
for shipping Peaches. Apples.
Pears. Plums. Tomatoes. Mel-
ons. etc.

BOUCHER CRATES get
the fruit on the market in the
best possible condition. The
side slats are set in grooves
and will not split off.

_They have perfect ventila-
tion.

They can be piled any height.

They come folded.

Write for prices.

The Boucher Basket & Crate Co.
Scottville, Mich.

The Walter Kitchen Cabinet

ISfmiinnnnimiiniMagaag”

Has ALL the features of all
the others and then some.

See our patented device for
lowering flour bin.

We want the best dealer in
each town to secure the ex-
clusive agency for our cabi-
net. Write today for catalog
and contract.

Territory is being assigned and you may
be too late.

Walter Cabinet Co.
Wayland, Mich.
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spect he differs from the average
woman) is more likely to bay what
he wants as one might say inciden-
tally, rather than making a fixed pur-
pose of shopping.

I mean by that, to give a concrete
example, that a man knowing that lie
wants a pair of shoes will step into
a store to get them, and then harry
on about some other business that is
quite, if not more, important than
the purchase. His time is likely to
be valuable, and next to getting what
he wants, the most important thing
about the transaction is the quick-
ness with which it is accomplished.

“So, in my opinion, the
to handle a man customer is to find
out as quickly as possihle just the
kind of a shoe he has in mind, locate
the shoe ar as near to it a- the stock

ideal way

will permit, fit him and make out
the sales check.
“Of course this does not always

apply; but nine times out of ten the
quickness of the sale will make a
strong appeal to the man and leave
him with a favorable impression of
the store and its service. To be sure,
when the man customer is uncertain
as to what he wants, it may take time
and the showing of considerable mer-
chandise to finally bring about the
sale, but this, at least in my experi-
ence, is the exception, not the rule,
and | believe it to be a good plan
wh ’revei possible to conclude the
business as quickly as circumstances
will allow.

“It is unnecessary to say that this
does not imply brusqueness  or
abruptness in address, but it does
imply that the impression be convey-
ed that the customer knows what be
wants and that his presence in the
store is for business and not in any-
wise for a social visit.”

Those Who Hang Back.

“if salespeople only would Kkeen
busy during working hours,” said the
department head, “there would be
much less kicking about the pay en
velope. A man on the inside in such
matters has estimated that the aver
age clerk is ‘on her job' just about
two-thirds of her time. What be-
comes of the other third which also
belongs to her employer?

“The clerk who is willing to work
three-thirds of her time will find
it makes a difference in that all im-
portant feature of Saturday night, the
pay envelope. There is not the least
danger of her being overlooked eith-
er, for a record is kept of every girl's
sales. The chief goes over the sales
slips and anyone who is entitled to a
raise gets it on the basis of the work
they have done.

“We find our new want slips of a
good deal of service in the depart
ment. One is placed in the back of
each book and when anything is ask-
ed for which we do not have in stock

the salesgirl makes a note of it on
the blank already prepared. It is
more convenient for them than the

old way of keeping a want book which
was never in place when wanted.
“Miss Blank (turning to the nearest
clerk) let me see your book a min-
ute. 1’d like you to see our want

jfrom your department,
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slips. Why, (turning the
isn't any want slip here.

"Where is your war
Blank r*

shooed oat** and Miss
ceeds to hunt for the
which she at fast strccee
\\ hen found there
want recorded on it.
the manager calls M

;Tiranasect with a if
his ~Yizl*
[that indifferent a
really should be t
1 do not see why
Iderstand. instead
is good work wh
lanybody is not doiug good -»*<m -
lies- they are always at t
“l speak of the saleswomen
|cause | have more of them m
miepartment, but T gsiess when

be

jjust as good.”

Hints For the Salesman.
Make your customers fee! at
rand this does not mear *taring
| them as though they were strainger-
land merely objects of curiosity
Use plain, straight-from-the -hors!
jder English—you are mors likely
ake yourself understood 'y jow

rases or to language of the floweri
jKind.
Be loyal to your employ-?

| Becourteous to customer-. Jo- ur

Itesy is a fault which doe- not be!

in the make up of a go«« -al-- -
Give your undivided interest t

lyour customers—be attentive an--

jshow an interest in your eirp* y~r-
jbusiness.

Do you realize that being absents
in the f>asa-
|ment or elsewhere, decreases the
jamount of your safes?

[ Do not always show the cheapc*'

igoods first. Sale- are lost
Jthat way.
Remember that <u-r -mer- fr

quently hand you a *2 bill, and wfte
you hand them the change deeiar
they gave you a $5 bill. Call bark the
amount every time, ft is easy when
you get used to it

Borrowing lead pencils or button
hooks .> shoe horns from one an-
other is a bad practice.

When you make out a sales efre
itemize it in full and write plainly.
It is more to your interest to
a few' minutes early at your work

*

than a few minutes late.

Customers like to deal with neat
salesmen.

Do not address a customer as

"Lady:” Madam is the proper term:
or say “Gents’ goods." “Men sgoods'
is better.

Do not allow dirt or disorder in
your stock. Keep store as a good
housekeeper would keep house.

The Power of Interest.
Do you know what it means to be
really interested in a man’s business?
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Making of Cfeoef Seievew

Tanglefoot

ITWIN 3#V VONVS* jIHWt 4h M
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KNOW YOUR CUSTOMER.

The Personal Element Will Help in
Selling Goods.
W ritten for the Tradesman.

“l had a striking experience the
other day while in the city.”

It was old Tom Tanner, the school-
master, who spoke, his listener being
Jeff Holcomb, meat and lard expert
for a Western house.

“Yes?” half assented the drummer,
lighting a fresh cigar.

“It reminded ?re very forcibly of
the difference letween good and bad
business methods. | have a friend
living north of the Straits who is in
business and doing well. He has giv-
en me some pointers on the how and
wherefore of business ethics that 1
have not forgotten. One of his meth-
ods is to study your customer.”

“Yes, of course. Every business
man of any sense does that."

“Now, | can't say that | quite sub
scribe to that,” returned Tom. “You
see. no two merchants do business
exactly alike, and yet both may suc-
ceed. This thought puts me on to
what | had in mind to say, Mr. Hol-
comb. | was in town the other day
and made it a point to study the
store windows—the clothiers' win-
dows more particularly.”

“Exactly. Going to replenish vour
wardrobe, no doubt. Wanted a first
class tailor-—"

“Not so,” and old Tom laughed.
“The hand-me-downs of to-day are
every bit as good as tailor made suits
of thirty years ago. consequently 1
have patronized the ready rnades of
late, and | usually get what I want.”

“So? Well?”

“T studied the store windows for
some time before | ventured inside
T am of a form somewhat hard to
fit. Most of the displays were too
high priced for m\ purse. Finally I
selected one where some very nob-
by looking garments were exhibited
at what seemed to me a very reason
able price. T went in and stated my
wants to the proprietor.

“Sure, he had the very goods 1
wanted. He did pick me out some-
thing that quite struck my fancy. |
tried this: everything was all right
until it came to the trousers; these
wouldn't fit The fellow was mos*
profuse in his protestations, assuring
me he could alter the goods so that
they would fit to perfection.

“One glance assured me this could
not be done. We looked over his
stock: nothing else quite suited me.
Since T had plenty of time | decided
to look elsewhere. Do you know, 1
had a hard time getting away from
that merchant. He seemed determin
ed to sell, would take no refusal, even
brought forward a clerk to lie for
him about good- until | became dis-
gusted, tearing myself away.”

“Rather after the old way of do-

ing.” and the drummer chuckled.
“l thought so myself. | remem-
ber in my boyhood days clothing

merchants, some of them, even invad
cd the street, pulling unwilling cus-
tomers across their thresholds. This
nan was of that kind, a remnant of
the dark ages. His actions so dis-
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gusted me that | would not have
bought then, even if he had been able
to produce what | reeded. | thought
too, of what my Northern friend had
said about knowing your customer.
The merchant in question certainly
did not know his customer when he
sized me up.

“The next stor® | visited was one
of the larges* n the city. Here |
felt sure of finding just what |
wanted. There were several clerks
on semi-detached duty, so to speak—
that is, there were several rather list
less young men in different parts of
the room, doing nothing in particular.
I went about through the aisles look-
ing at different sorts of goods. 1
did not find just what T was looking
|for.

“l halted several t roes, casting ap-
pealing glances at the various senti-
nels on duty: not one ventured to
come forward, not one gave me more
than a passing glance. Had that
been the only clothing store in town
it is possible that | should have run
down one of those clerks and in-
sisted on his selling me a suit of
clothes. As it was | walked slowly
down the length of the building,
marched out. seeking other pastures
green.

“You were having a funny time all
the same.” grinned the lard man.

“l took it that way myself.”

“Did you finally succeed in
ing something?”

“l went on to a less pretentious
store, struck the right man. the fel-
low who knew his customer and
tried to please him. He was gentle-
manly without being patronizing or
obsequious. Tt did not take us ten
minutes to strike a bargain—”"

“You got what you wanted
went on your way rejoicing?

land-

and

“That T did. To know your cus-
tomer is half the battle. My North-
ern friend was right. It is always

right to be uniformly courteous, but
you can not treat every customer ex
actly the same. A mechanical smile
that imer comes off is not what it is
cracked up to be: it sometimes be-
comes an idiotic grin that would,
while pleasing some, drive others to
the street and to the store of your
rival."

“l had never thought of it in that
way." thoughtfully remarked the
drummer.

“l had some other store experienc-
es that day which convinced me that
there is a vast difference in store
methods. | was compelled to misit
three department stores in order to
find a small ten cent toy for a child.
In two of these 1 was treated in that
mechanical manner that would do
justice to a wooden Indian. 1 ac-
cepted it all in good part of course.

“1 found on the fourth floor of *he
third house visited the toy | sought.
| want to say right here that at this
house | was treated in a way to
warm one’s heart. There was a
friendliness with every clerk met, a
sort of glad to see you feeling that
pervaded the very atmosphere which
was entirely lacking in the other two
stores. It does an old chap good to
trade with such. | want to say right

TRADESMAN

here that it«pays to cast the genial,
friendly glow about people who call
to trade; it gets them and warms the
cockles of their hearts.

“l am glad to say that the house
with the glad hand is the biggest,
most prosperous concern in the city.
Long may it live to gladden the heart
of every customer, be he or she great
or small, rich or poor!”

Old Timer.

Merchant Should Keep Promises To
Employes.

It is considered poor ethics for a
business man to break promises to
his customers because of the usual
aftermath of “no orders from that
quarter,” but he often does so with-
out compunction to those under his
thumb.

The boss who breaks promises of
agreements with his employes is us-
ually despised by all his force,
although he may not be aware of the
storm of opinion going on under cov-
er because he has slipped from.vir-
tue or violated the common code of
honor and righteousness. But by and
by the effect of such opinon peeps
out in the general attitude of his
help, who think that if the boss can
slip it can not be so bad to do like-
wise.

It has become a habit, or one
might almost say, a part of business
policy, for thoughtless and short-
sighted bosses to make grand prom-
ises to new candidates, promises
which they know can not be kept.
Tt is always the “good chance for ad-
vancement.” the “raise after so and
so long,” the “easy hours.” and so
on. when he wants to hire the best
help for the least wages. He will
dangle most any kind of a lure when
he wants superfine and competent
service during some important rush
The courteous “I'm sorry” is only
another wedge of disgust to the
hopeful one who is laid off when it
was most necessary to keep on.

“Well, you know, business is busi-
ness,” one old war horse of an un-
scrupulous manager replied when
scored on this subject. “I’ve got to
obey the super, and the super has to
obey the President, and so on. you
know. We always bow to good busi-
ness principle, but we can not be mere
wishy washy supersensitive sentimen-
talists when it comes to hiring a two
weeks typist.”

This is the common attitude of
business men—still some know that
in the long run it hurts the firm to
make promises that have no founda-
tion. By and by it acquires a repu
tation for shady methods, and per-
sons who look for permanent posi-
tions with a “white” company usual
ly keep shy of it. By and by it is
only the element that works for pin
money or a few extra primps for the
next dancing fete that is attracted to
such places.

Again, managers sometimes make
the mistake of promising a raise to
an older employe at the end of so
and so, if the work is thus and thus.
Now with some persons this extra
incentive may work wonders, but
since an employe’s and employer’s
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standards of efficiency do not always
tally, the average sort might indulge
in expectations unwarranted without
putting forth those extra efforts
which the boss expects. Then, of
course, the sudden thud of disap-
pointment affects their appetite for
work.

It is far better to establish the
custom of “raising” or “springing a
surprise,” for special merit or effort,
and there is nothing to disturb the
hopeful one’s equilibrium except for
the good of all concerned.

It has often been observed in of-
fices that when an employe is out-
raged by broken promises all his fel-
low workers side with him. They
take a depressing view of the chanc-
es of promotion and the work spirit
suffers in consequence.

Rush Is On For Alaska.

Sailings of Alaska steamships, with
the opening of the Northern season
this year, recall the old days of the
Klondike stampede. Every boat that
sails is loaded to the guards with
heavy freight, lumber and machinery,
while the decks are crowded with the
unusual passenger travel. Last year,
for example, the Alaska vessels cam-.-
and departed without excitement or
stir, in a most perfunctory manner.
No one was interested. But this year
the story is different. The old enthu-
|siasm has revived. Some of the North
err. voyagers are taking stamp mills
to the new quartz discoveries along
the coast, others are rushing into the
Iditarod before the trails break, or
cross to Fairbanks, still others are
going to open the oil fields and pre-
pare for the first commercial ship-
ments. and the prospective opening
of the coal fields is stimulating an-
other element of travelers.

When the steamship Admiral Samp-
son sailed for Central Alaska—Katal-
la, Cordova and Veldez—a week ago.
a score of men accompanied a ship-
ment of 100 tons of steel, and will
endeavor to perform the feat of erect-
ing a tank of 30,000 barrels capacity.
86 feet in diameter, 30 feet high and
weighing 80 tons, in the space of
twenty days.

Most of these men are experienced
oil tank builders from California, tor
the oil tank industry has not yet been
developed in Washington. As soon as
the big tank is completed work will
be started on two smaller tanks to
stand at the wells, and be connected
with the larger reservoir by eight
miles of steel pipe line. This one pipe
line, with two pumps along its route,
will deliver about 1,500 barrels of oil
per day, and to increase the capacity
another pipe line is to be laid par-
allel to it.

This development in the oil terri-
tory, with actual shiploads of oil in
prospect as early as May, is attract-
ing attention all through the country.
The high percentage of valuable in-
gredients in the Katalla product
makes it one of the richest crude pe-
troleums known. It is two-thirds gas-
oline and kerosene.—Seattle Trade
Register.

Many men owe the grandeur of
their lives to their tremendous dif-
ficulties.
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“Beating the Road.”
W hy is it that thousands of people
of all classes

like to beat the rail-
road? This is a question which rail-
road officials have long struggled
with. An attache of the passenger

department of a Western railroad
says that it has almost reached a
mania, and men of means, well-to-do
farmers, storekeepers and profession-
al men, known for their honesty in
business dealings, will resort to many
tricks and untruths to deprive the
railroads of what is honestly theirs.

Some of the schemes devised are

elaborate, while others are absurdly
simple. Sometimes they work and
sometimes they do not. Generally

they do, for in spite of the great
system formed by the railroads to
perfect their interests, the public is
usually given the benefit of the doubt.

Perhaps the oldest game of the man
who seeks a free ride is that of the
man who boards the train and ten-
ders for the payment of cash fare a
$100 bill. Usually a conductor is un-
able to get*the change, he is not al-
lowed to eject the passenger because
he has volunteered to pay, and the
man gets his ride free, says the St.
Louis Globe Democrat. This is not
so general a practice, for the reason
that a small per cent, of the public
carry $100 bills. Then, too, the game
has been hit rather hard by a ruling
enforced two years ago, to the effect
that no passenger should board a
train without first purchasing a ticket.

A conductor who was several times
the victim of one of these fellows
realized that he was being deliber-
ately imposed upon, so he secured
$100 in change and waited. Waithin
a few days the man boarded the train,
and, as usual, tendered the well-worn
bill. The conductor quietly pulled out
the change, but deducted all of the
past free rides, of which he had kept
an accurate account. The passenger
became enraged, of course, but the
auditor bluffed it through, and left
the man sadder but much wiser.

Another trick, seldom resorted to,
and also spoiled by the 1908 ruling
with regard to the purchase of tick-
ets, is much more complicated, and
requires the aid of a confederate.

Mr. A. boarded the train and paid
cash fare to the terminal. His con-
federate, Mr. B., also boarded the
train, but tendered as fare a ticket to
a point only twenty-five miles up the
line. As soon as the train auditor
had made the first collection of fares
Mr. A., who had received a cash fare
receipt as well as a hat check, open-
ed his grip, put his hat inside and
handed the hat check to Mr. B. Then
he raised the window and when the
conductor passed through the train
again, unfolded a tale of woe, telling
how his hat had blown out of the
window. The auditor, who was a
sympathetic person and human after
all, wired back over the line, asking
section gangs to look for and return
the hat which was never lost. Mr.
B. had a hat check and was passed
by without question. The trick be
came known through a man who wit-
nessed its operation and who after-
ward told the conductor.

“What makes me mad,” said the
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trainman, when he learned of the
strategy, “is the fact that | sent four
or five telegrams trying to trace a hat
that was in the train all of the time.

A scheme that works well on a
crowded train and also requires two
operatives, comes to light through a
Wabash trainman:

Two men boarded a train with one

ticket. Mr. C. bit off one corner of
it, kept the piece and handed th ¢
ticket to Mr. D. Mr. C. seated him-

self in the center of the car, and when
the train auditor had almost reached
him, went forward, passing the con-

ductor. While he was gone Mr. D.
handed in the ticket and got a hat
check. Presently the conductor ap

proached Mr. C. and asked for his
ticket. Mr. C. feigned surprise and in-
sisted that he had already given in
the ticket.

"By George!” he laughed, good-nat-
uredly, “it is a good thing that | hap-
pened to put that ticket in my mouth
else | would have been forced to pay
two fares. | bit off the corner, as a
fellow thoughtlessly will, and here it
is under my tongue now.”

He produced the piece, which, when
fitted to the ticket, sustained his cor,
tention. The conductor was satisfied,
laughed at the apparent humor of the
situation and gave him a hat check.
Both men had a ride on one ticket
and they laughed in glee at having
“beaten the railroad.”

A railroad official tells of an inci-
dent that illustrates the public’s atti
tude toward the railroad:

He was a passenger on a train and
was seated in the Pullman 2x
prosperous country merchant Thi
passenger carefully counted ov hi.
money several times, figured up the
proper price of the ticket which he
had purchased and chuckled with
self-satisfaction.

“I'm a lucky chap,” he confided to
the railroad official, not knowing, of
course, his business. ‘The price of
that ticket was $6.50. | gave the ticket
agent a $10 bill, and he got bothered
and gave me back the change that
would have been due me if I had giv-
en him a $20 bill. 1 surely beat the
railroad that time.”

The official, who is connected with
the Chicago and Alton, forthwith
shed a little light on the subject c?
beating the railroads, which caused
the merchant’s rather elastic con-
science to contract with a jerk.

"My dear sir,” said the railroader,
“you have not beaten the railroad out
of a single cent. That ticket agent
is working on a salary of exactly §%5
per month. Your business. | should
judge, nets you many times that
amount. That salaried ticket seller is
responsible for every ticket intrusted
to his care and has to pay face value
for each and every one that he sells.
You have not beaten the railroad, but
perhaps deprived his wife (I happen
to know that he is married*) of a new
dress that she was figuring on.”

The traveler lost all of his satisfac-
tion and quietly handed out the ex
cess change that he had received
through the ticket agent’s mistake.

“Here,” he said, “hand this back to
the boy. I am ashamed, too. | never
knew that before. I know a lot of men
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EpYiIEW ormie SHOE MARKET

The Trend of the American Shoe
Fashion.

The trade is beginning to realize

that perhaps boots of extreme height,

such as are being shown for fall and

winter, will not take as well as was
expected. The latest opinion is that
anything above seven inches is out

of the class of staple goods and suit
able only for special wear, and
shoula be classed as extreme.

The popularity of the button boot,
probably, has been responsible for
this feeling about extreme tops, be-
cause of the difficulties of adjustment
in heights over six inches. Even in
bools of moderate height, such as
seven inches and under, the lace type
is becoming more popular. It must
be stated, however, that the slant-top
effects have been the salvation of
the high-top boots. Without this cut
the reasonably good fitting of high-
top boots would have been impossi-
ble.

Materials for boots for fall and
winter still show a large proportion
of fabrics. There is some question
as to whether velvet will be as strong
as it was a year ago, but no doubt
it will be prominent in tops. Satin
bids fair, from the present outlook,
to displace the position of velvet a
year ago. Many handsome samples
are seen of entire satin boots for
dress occasions, and of satin tops and
leather vamps for more general wear.

Among the fabrics of greater dura-
bility which are largely shown are
corkscrew twill and ribbed cloths, of
which one variety is called Ottoman
silk. Corduroy does not seem to have
met with the favor that was expect-
ed for it. The fault found in it is
that it is too bulky in appearance and
also too hot for the foot. However,
this material will no doubt he used
in a good many shoes, especially the
finer ribbed quality.

Slippers for next winter season are,
as usual, of a wide range of styles.
Materials include patent and other
leathers, in many colors. Ornaments
are largely of the beaded type, but
with new designs. Some very hand-
some embroidered effects also are
seen.

The demand fr spring goods has
been held back by uncertain weather.
The trade has opened enough, how-
ever, to show that in the large cities
tans will, beyond all question, he the
feature of the spring and summer
seasons. The prediction is freel.'
made that this season will be one of
the biggest, if not the biggest, in
tans that the country has ever seen.
One large wholesale house in New
York states that 50 per cent, of its
orders are for this color. Tan calf

will make up the bulk of this busi-
ness, but tan satin pumps are having
a large call. The whole year round
is, however, a tan season. Men in
particular wear them as commonly in
winter as in summer. For some sec-
tions this tan vogue will probably
continue for some time, although it
has not reached a point where, for
the general dealer, this color can be
considered as safe a proposition as
black. It must be borne in mind,
however, that the fashions of the
largest cities are later carried on to
the smaller centers of population, and
that tans, therefore, must be consid
ered an important factor in the shoe
business for some time to come.

In connection with the movement
for fewer styles, it is interesting to
note that reports from New Eng-
land factories are to the effect that
the demand for novelties just at this
time is making up the bulk of the or-
ders, and keeping plants busy that
otherwise would be practically idle.
On the other hand, a report from a
large manufacturing center in the
Middle W est reads that early fall or-
ders show a marked decline in the de-
mand for the high toe and the short
vamp. This certainly is noteworthy-,
since that section of the country has
held out the longest in favor of these
types.

In New York and the extreme
Western coast the short vamp for
some time has been out of favor with
the more stylishly dressed part of the
trade. The high toe has never been
looked upon with favor in this sec-
tion of the country by wearers of high
grade shoes.—Dry Goods Economist.

O»e

Four Seasons in Shoes.

Shoe manufacturers now have four
Iseasons a year, the spring, the sum-
mer, the fall and the winter. They
make goods for each season, chang-
ing the style of their product accord-
ing tc the dictates of fashion. These
changes in manufacturing methods
have been paralleled by changes in
the retail stores, and also by changes
in the fashions in footwear. Now re-
tailers are beginning to have four sea-
sons, the spring season opens at
Eastertime, or earlier: summer at
Fourth of July: fall about September
1 and the winter season at Thanks-
giving or Christmas.

New shoes are shown at the open-
ing of each season. Some retailers,
especially large city retailers, show-
new styles at least once a month.
Peopk thus see a greater variety of
shoes in store windows, and also more
jshoes illustrated and described in ad-
vertisements They feel a desire
jfor mere shoes and they purchase
emore shoes.
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People who satisfy their desires for
the greater variety of shoes shown in
the store windows, and advertised,
have more style and more comfort in
footwear than people enjoyed in the
days when styles and sales were few.
In the case of women, for instance,
women of former years commonly
got along with two pairs of shoes a
year, a pair of boots for cold weather

and a pair of low cuts for warm
weather. Now women commonly
have patent and dull leather boots,

Russia calf boots, and even velvet,
and white buck boots, and also a
greater variety of low-cut shoes for
street and party wear. Well-dressed
women commonly have a half dozen
and more pairs of shoes ready fbr
wear.

Variety in style and pretty appear-
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ance in shoes are bound to increase

and improve as long as women admire
And that
admiration is human nature. So there
will be a still further grading up in
the shoe trade, and a still further
beautifying of shoes and multiplica-

tion of variety in footwear.
LK AR 4

A short purse and a long face go
hand in hand, according to a philoso-
pher Who is not afraid of mixing his
metaphors.

things that are beautiful.

MARTHA WASHINGTON

Comfort Shoes—Trade Winners

Champion Tennis Shoes

The Most Popular Summer Shoe in the World

Millions sold each year.

Made in Bals and

Oxfords, three colors—White, Black

Brown Duck.

Complete Cat-

alogue mailed promptly.

DETROIT RUBBER Co., Detroit, Mich.

The Superiority of the
Wales Goodyear
“Bear Brand” Rubbers
Is Undisputed

Year after year merchants handle this line from us with the

same uniform satisfaction.

For those customers who were willing to contribute a very
small portion of the expense we have advertised the Bear Brand

in their local newspapers.

The results have been surprising.
only have the rubbers been cleaned up as never before,

Not
but the

advertising which the store received in a general way is so good
that the trifling cost is not to be considered at all.

Make up your mind that next season you are going to handle
this unequalled line and are going to take advantage of this ser-

vice.

All you have to do is to advise us now of the probable

number of cases you will need and send the specifications later, or
we will have our salesman call when you are ready to give them.

We will then prepare the ads for you and run them, say
during the first three or four months of the next rubber season.

Full details and information on request.

“Bear Brand”

service.

Let us hear from you today.

Rubbers are made in all sizes and over all
lasts so you can fit any shoe properly.

This insures maximum

Herold-Bertsch Shoe Co.

Makers of Shoes
Distributors of Bear Brand Rubbers

Grand Rapids, Mich.
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The Vogue of White Footwear.

It looks as if white footwear had
come to stay for a while. Tanners
are getting out new white buck leath-
ers that are quite durable and reason-
ably priced. Textile manufacturers
have at their command better material
than they hitherto had for making
white shoes. They are taking advan
tage of it, and they are producing
new styles in white boots and Ox-
fords that apparently please many
well-dressed women.

There are some general reasons
that favor a limited fashion of white
footwear. Women naturally prefe;
white, because it is clean, bright anti
cheerful. It always looks well, espe-
cially in the summertime. W hite has
been an almost forbidden color for
footwear because muddy streets and
dirty floors soiled it so quickly. But
nowadays streets and floors are kept
clean, and women may wear white
shoes even in the wintertime on the
streets and they will not be ruined
by mud. At least this is true in some
towns When they do become soiled
a little they may be readily cleaned
with any of the reliable cleansers that
are on the market.

It now seems quite probable that
white will be added to the staple col-
ors in women’s footwear, and that
these staple colors will rank in the
order of black first, tan second and
white third. The white low-cuts will
be putchased this summer, and in sub-
sequent summers, for general outdoor
wear. The white boots will be pur
chased in the spring, fall and wintei
to wear with white costumes and to
match white furs, a few for street
wear, and many for formal indoor
dress wear.

W hite is a staple color for collars
for the neck, cuffs for the sleeves,
and it is fitting that it should be-
come a staple color for shoes for the
feet.

System in the Store.
“Perhaps there would be fewer
shoemen wondering how they were
going to pay their bills if they oper-

ated their business a little more in
accordance with plans followed by
the great corporations,” a Philadel-

phia retailer is quoted as saying.
“For example, Blank has engaged
a clerk. ‘Oh,” he says, ‘So-and-So’s
a good man. | know he will hold
down his job all right and | am glad
I have him. To be sure, he costs me
pretty good money, but he is a good
man.” Now that may all be true, but
if you ask Blank just how much ‘So-
and-So’ is costing him in proportion
to the business that he is doing, he
could not tell you. Is the clerk’s
salary more than 5 per cent, of the
sales that he makes? Is it 7 per
cent., for example? Blank does not
know and has no way of finding out.
But your big retail man knows down
to the second figure after the deci-
mal. What is true of a clerk’s sal-
ary is true also of rent and fixed
charges and all the rest of it
“Competition is so keen to-day that
a man has to show just where he is
standing all the time, or he will find
in a very short time that he has no-
where to stand at all. Yet with all
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of this there are a good many peo-
pie in the shoe trade right here in
Philadelphia that do not even keep a
set of books. Now, is it any wonder
that there are a lot of them in finan-
cial difficulties all the time, or that
when trouble of this sort does come

to them they can not tell what has
been the reason for it?”
Word of Caution To Associations.

The organization of retail dealers
is proceeding very rapidly in all parts
of the country. Even where dealer-
are not organized it is evident that
their minds are united on many prop-
ositions. In working for the success
of organizations, whether state or lo-
cal, there are some principles that
ought to be borne in mind. One is
that il is never advisable to undertake
to do too much. Concentration has
its merits in everything. Especially
with regard to the constitution of an
association, there should be a limita-
tion mainly to general principles.

Another point to be guarded against
is the danger of associations being
grabbed and made use of by outside
interests which do not consider the
welfare of the independent retail deal-
er, but which would be very glad to
grasp a controlling connection and in-
fluence with retail associations. One
of the principal aims and purposes of
organizations of retail dealers is the
desire of the dealers to maintain their
independence as business men. This
great principle should be neither sur-
rendered nor subverted through in-
sidious influence.

In a word, do not try to do too
much, and whatever you do, keep in-
tact your independence and keep
clear of entangling alliances.—Boot
and Shoe Recorder.

Fitting the Sole of the Foot.
“We commonly speak of perfection
in the fit of shoes,” said a shoe ex-

pert. “But it is plain as the nose on
your face that we are still far from
perfection in fit. For instance, look

at the insole of a shoe, and then the
sole of the foot. One is nearly flat
The Gther is undulating.

“The foot has two large hollows,
those of the instep arch and of the
forepart arch, the latter being the
arch between the ball and the little
toe. A flat insole can not fit an un-
dulating sole any more than a square
peg can fit a round hole.

“One reason .why a pair of old
shoes feel comfortable is because the
insole has been moulded by repeat-
ed wearing of the foot upon it to nt
into the hollows of the arches of the
foot.

“Very probably we will some day be
able to make shoes with insoles that
will fit to the soles of feet, just as we
are now able to make shoes that fit to
the length or the width of the feet.
We must make a great deal of
provement in shoemaking before we

im-

bring about this very desirable im-
provement in fit.”
Preserve a right mental attitude—

the attitude of courage, frankness and
good cheer.

Fresh milk applied to boots or
shoes has a preservative effect on the
leather.
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The
Olympic Elk

Made for men and boys ont of the very
best so-called Elk leather.

The leather and extra good shoe making of
our Olympics makes them without exception
the best wearing and longest lived Elk shoes
made.

Two colors. Black or Tan; Both Bincher

and Bal cut.

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids, Mich.

Are Your Customers

Hard to Please?

Are they particular when they come to buy shoes?
They probably are. The most desirable trade usually is.

Our salesmen are out with their new line of samples,
and a careful look will reveal to you just the things a par-
ticular trade is looking for.

See the Rouge Rex line for men’s hard service shoes.
The Planet line welts for men's dress shoes.

The Ruth shoes for women.

The Playmate line of shoes for Misses and Children.

These four lines fully meet the requirements of par-
ticular buyers of shoes.

If you cannot wait for the salesman, drop os a card
and we shall be glad to send you a tray of samples from
which to make a selection.

Hirth-Krause Company
Grand Rapids, Mich.
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THE CHEERFUL LIARS.

Why Many of Them Deserve Life
Sentences.
W ritten for the TraUesuia.it.

A man who Kills is sometimes not
a murderer at heart. He acts under
the impulse of sudden passion, often
justifiable anger. For one moment
in his life, and for one only, he is a
murderer.

A man who is a thief may be as
honest as the day wunder the
same circumstances that surround
the great mass of humanity. He may
steal because he is hungry, or be-
cause he needs food and clothing for
his family. Perhaps, in all his life,
there is only one instant when he is
a thief at heart.

But the man who
lies about others, is a liar all his
life, all the time, night and day, a
liar because he is a liar from princi-
ple, or lack of it, a liar from choice,
with intent to try to boost himself
by lowering others, or by creating a
sensation by his lies.

A liar who lies about others with
the purpose of degrading them s
more dangerous to a community than
a murderer or a thief. He ought to
be sent to hard labor in a prison for
life, no chance for pardon, no allow-
ance for good conduct. If he escapes
the state should pay a large reward
to any person bringing his dead body
back to the prison, and a smaller re-
ward for bringing him back alive.

One lie can destroy a character
just as wind can blow down a house

is a liar, who

of cards. A little leak will sink the
largest ship, for it is, unobserved,
working night and day. A little lie
started in malice works night and

day, unobserved, and will blacken the
whitest character. It will blast the
fairest reputation. It will destroy
the best business that time and pa-
tience ever built up. There is no
fighting it, for it is whispered be-
hind the back of the victim, who is
often unconscious that he is being
devoured, character and all, by slimy
snakes who lick their chops at scan-
dal.

The case of Marklow will serve to
illustrate the point, and show that
not the half about lies has been said
in the above paragraphs. [If Mark-
low hadn’t been of sturdy build, phy-
sically and mentally, the lies which
were wound about him like snakes
would have choked him to death. The
lies against him worked night and
day, at greater speed in the darkness
than in daylight.

Marklow was connected with
church work in Colon, a little town
out West, and was at the head of
the little—the mean little—social cir-
cle of the place. His wife was the
works in the Ladies’ Aid Society,
much to the disgust of Blenners
wife, who wanted to be the works in
everything, and was jealous of Mrs.
Marklow. His children were favored
at school because he was the big
man of the town, and because little
Johnny Marklow could lick any boy
of his size in the town.

Marklow went to Chicago to buy

goods one spring, expecting to be
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home on Wednesday. But he did not
return on Wednesday, nor Thursday,
nor yet on Friday, and nothing was
heard from him, although he might
have communicated with his people
at a net cost of one cent. Mrs. Mark-
low was anxious, and the people of
the town were curious and suspicious.

Then Blenner, who had been on a
trip to the South, reached home on

Saturday, having remained over in
Chicago three days. About the first
thing he said when he was home
again was that there was a sensation
on the way. When people asked
what he meant he laughed and told
them to wait until Marklow got

home. On occasion he added that it
might be a long time to wait.

Then Mrs. Blenner backed Blen-
ner up into a corner and corkscrewed
the story out of him. Blenner said
he had, out of curiosity, visited the
Chicago avenue police court while in
Chicago, and had seen Marklow
standing with a batch of prisoners
before the high desk of the judge. He
said that a gambling house had been
pulled the night before, and that the

men were paying rather stiff fines.
“Marklow,” he went on, “seemed to
he talking to others in a pleading

way, as if trying to borrow money
with which to pay his fine, hut did
not seem to be making any impres-
sion. The man he was talking to,”
Blenner said, was the keeper of the
gambling house which had been pull-
ed.” While Blenner was telling the
last of the disgraceful story, Mrs.
Blenner was putting on her hat and
cloak, getting ready to go out and
discuss the matter with the neigh-
bors. There are times when delay is
dangerous, and Mrs.
fearful that some
would get to the
forestall her.

“And if he didn’t succeed in bor-
rowing the money,” Blenner conclud-
ed, “he is working the fine out in
jail, and so it will be a long time be-
fore we see-him again. Too bad! He
always seemed to be a nice fellow!
But, then, one can never tell!”

So Mrs. Blenner stopped at Widow
Chester’s on her way down the street
and told her that Marklow had been
arrested in a gambling house in Chi-
cago, and had gone to jail because
he couldn’t pay his fine. Blenner had
told his wife that some of the fines
had been paid by women, and Widow
Chester cocked up her ears at that.

So the Widow Chester went out
as soon as Mrs. Blenner took herself
off and stopped at old maid Swan's
and told her that Marklow had been

Blenner was
other woman
Aid Society and

arrested in Chicago for something in
connection with a woman and had
been sent to jail. She added that

Mrs. Marklow would be about crazy
over it when she found out.

So old maid Swan put on her hat
and ran through the garden to the
back door of Betsy Earle’s house
and told her that Mrs. Marklow"' had
gone crazy because her husband had
been arrested in a disorderly house in
Chicago and sent to the state prison
for a long term of years. She added
that when Marklow’s creditors heard
w'hat was going on they would prob-
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ably come up and take the stock, and
wondered if Mr. Blenner wouldn’t
buy and continue the business.

So Betsy Earle flung her apron
over her head and went over to Su-

san Denning’s house and told her
that Mr. Blenner had bought out
Marklow’s place because Marklow’

had been sent to prison for life for
having three wives, and that Mrs.
Marklow had been taken to the in-
sane asylum as a county charge.
Blenner’s lie was growing from a
twig into a tree, and when Marklow
came home on Sunday evening and
opened his store Monday morning
people stopped in front and stared at
him through the display window" and
went on. By some chance Mrs
Marklow had not been informed of
what was going on, and both Mark-
low and his w'ife w'ondered what was
the matter when no one came in to
trade, when people they had known

all their lives passed them on the
street without speaking.

The talk wras going on all the
time, but gossip now' had it that

Marklow' had been permitted to come
home to settle his affairs, and that
the man who had come with him
and put up at the hotel was an offi-
cer sent there to watch him, to see
that he did not run awray. So Mark-
low was regarded w'ith curiosity, his

wife with open aversion, his children
with insults at the school. Monday
afternoon two collectors from Chi-

cago came up and seemed much as-
tonished at being paid in full. What
annoyed Marklow more than any-
thing else was the w'ay people stop-
ped w'ithout speaking and stared at
him on the street.

Now, children are, as a rule, little
savages, but they fight fair. The
boys and girls at the school heard

,the stories at home and carried them
to school. Little Johnny was the
first one of the Marklow family to
get wind of what was going on.

“Yah, yah!” cried Bert Summerlin
as Johnny entered the school
“Yah, yah! Johnny Convict!
dad’s going to jail for life!”

“Go chase yerself!” Johnny
sponded, not knowing how
the matter was.

But Bert did not chase himself. He
set out to chase Johnny, and little
Johnny turned to and beat him up, al-
so several other boys who took oc-
casion to taunt him when they
thought he was in a fair way to get
licked. The battle created such a sen-
sation in the playground that the
teacher came out and took little
Johnny by the neck, receiving numer-
ous kicks on the shins as he bore
the young insurgent to his father’s
store.

“l don’t care!” Johnny said, stand-
ing in rags and disgrace before his
father. “Bert said you was going to
prison and called me Johnny Con-
vict!”

It takes only a word to knock
down a barrier of silence, and Mark-
low began to understand. Now he
knew why people had not traded with
him, why they passed him on the
street without speaking and turned
back and stared at him. He went to

yard.
His

re-
serious
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school and talked with Bert, and Bert
took him to his father, and the father
took him to another man, and so on
down the line until it came to Blen-
ner. Then Marklow explained that
he was at the Chicago avenue station
to pay the fine of a friend who had
been arrested in the raid, and was
trying to make the owner of the joint
put up when Blenner saw him. He
had remained in Chicago to keep the
friend from doing something des-
perate, and had at last brought him
home with him.

Having thus explained the situa-
tion, he proceeded to polish Blenner
off in the style of the prize ring, aft-
er which he caused his arrest for
criminal slander and saw him sent off
to prison for ninety days, with no
chance to pay a fine, for the judge
believed with Marklow that Blenner
was a man more dangerous than a
murderer or a thief.

The gossips of the town broke their
necks getting to Marklow, almost, to
explain that they had said nothing at
all, and that what they had said had
been told them by others and the af-
fair quieted down. But, to this day,
people of Colon shake their heads
when Marklow is mentioned.

“There must have been something
in it,” they say. “Always fire where

there is so much smoke. He just
bluffed it out.”
W hich shows that a liar is mean-

er than a murderer and more dan-
gerous. Alfred B. Tozer.

Reason For Mail Order Growth.

The explanation of the immediate
success and rapid expansion in the
mail order business is the very sim-
ple one that it filled a well recogniz-

ed and, at first, a pressing want.
In those days the local retailer had
too frequently a limited stock and

unsatisfactory service. Many a time
and oft did the farmer drive or walk
long distances to the store for some
requirement, only to be disappointed
at the end of his journey, and when
he learned of an institution which
would ship promptly and place in his
home any and every requirement
from a harvester or grand piano to a
paper of pins, guaranteeing satisfac-
tion in every case, he naturally “sat
up anc took notice.” A real or alleg-
ed advantage in price was all that
was necessary to capture his patron-
age, and a customer was lost to the
local dealer.

Does this explanation contain a
suggestion for you, Mr. Retailer? By
reverse reasoning, if you and your
brother retailer can make the mail
order house less of a want and less
of a public convenience in your vi-
cinity, you check its progress and
benefit your business to just this ex-
tent, and this is precisely what thou-
sands of retailers are doing to-day.
They realize that the mail order busi-
ness has come to stay, and that the
contest has already resolved itself in-
to one of education, value and serv-
ice.—Dry Goods Reporter.

Count what you did yesterday as
wasted, unless you supplement it to-
day with renewed efforts for a mag-
nificent to-morrow.
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Open Letter to the Merchants
of Michigan

N TRAVELING over the State our representatives occasionally find a busy merchant who has estabiishe-:

I himself in business through close application and economical figuring: who has equipped his store with maay
conveniences but has entirely overlooked one item of vital importance, the lack of which may put him back tea
years, namely, a fire-proof safe.

We do not know whether you have a safe or not, but we want to talk to all those Michigan merchants wno
have none or may need a larger one.

A fire-proof safe protects against the loss of money by ordinary burglars and sneak thieves, but this
its greatest value.

s ~ot

With most merchants the value of their accounts for goods sold on credit greatly exceeds the cash m naad
If you have no safe, just stop and think for a moment.
your books were destroyed by fire?

How many of these accounts could you collect in foil if
How many notes which you hold would ever be paid if the notes themselves
were destroyed? How many times the cost of a safe would you lose? Where would you be. financially :f you iost
these accounts? Only a very wealthy man can afford to take this chance and he woo t.
merchants in your town, or any other town, if they have fire-proof safes.

Perhaps you say you carry your accounts home every night. Suppose your house should burn some night

and you barely escape with your life. The loss of your accounts would be added to the loss of your home.

Ask the moss< successful

Insur-
ance may partly cover your home, but you can’t buy fire insurance on your accounts any way in the world except

by buying a fire-proof safe.
Perhaps you keep your books near the door or window and hope to get them out safely by breatc.ng the g.aws
after the midnight alarm has finally awakened you. Many have tried this, but few have succeeded.
not wait while you jump into your clothes and run four blocks down town.
property.
Suppose you are successful in saving your accounts.

The fire does
It reaches out after you as we., as your

Have you saved your inventory of stock on hand and
your record of sales and purchases since the inventory was taken? If not, how are you going to show vour insur-

ance companies how much stock you had? The insurance contract requires that you furnish them a fuii statement
of the sound value of your stock and the loss thereon, under oath. Can you do this after a fire'

If you were an insurance adjuster, would you pay your company’s money out on a guess-so statement' A
knowledge of human nature makes the insurance man guess that the other man would guess m his awn ravor The

insurance adjuster MUst pay, but he cuts off a large percentage for the uncertainty. And remember mat. should

you swell your statement to offset this apparent injustice, you are making a sworn statement and can be compelled
to answer all questions about your stock under oath.

If you have kept and preserved the records of your business in a fire-proof safe,
insurance is an easy matter.

How much credit do you think a merchant is entitled to from the wholesale houses if he does net protect ms
creditors by protecting his own ability to pay?

We carry a large stock of safes here in Grand Rapids, which we would be arlad to show you. We mlam ship
direct from the factory with difference in freight allowed.

the ad ustuieat of jour

If a merchant has other uses for his ready money just now. we will furnish a safe ror part cask and take
small notes, payable monthly, with 6% per annum interest for the balance. If he has a safe and »squires * larger
one, we will take the old safe in part payment.

The above may not just fit your case, but if you have no safe, you don’t need to nave
ought to have one. You Know it but have probably been waiting for a more convenient time.

If you have no safe tell us about the size you need and do it right sow. We mil

mailing you illustrations and prices of several styles and sizes.

is tell you rhar you

take great pieaowre m

Kindly let us hear from you.

Grand Rapids Safe Co.
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ItHE COMMERCIAL TRAVELER

Knowing Your Customer Helps To
Success.

It is human nature to prefer to do
business with men we know. Person-
al acquaintance is a strong factor in
holding trade; the retailer who knows
the head of a manufacturing concern
with which he does business is very
much disinclined to make a change—
particularly if he feels that the manu-
facturer takes even a slight personal
interest in him. The more prominent
the manufacturer the truer this is.

Personal acquaintance with the
traveling man does much, of course,
to hold, trade—if the traveler is of
the right sort. But his influence is
small indeed compared with the man
at the head, or close to the head, of a
great business.

It is true that the manufacturer
can not go around the country calling
on the trade and getting and keeping
acquainted. He is too busy a man,
and his time is valuable. But how
about the retailer who comes to the
city, as most of them do? That is
the time when the personal touch and
the personal interest can be shown.

This is the way one of the most
prominent American manufacturers
handles this important subject. Every
traveling man is required to keep
close tab on the business and per-
sonal affairs of every man who buys
from him. No detail, even of a family
nature, is too small to be recorded
and reported to the house. All this
information is carded and kept up to
date. Then, when Albert B. Ander-

son, of Altoona, turns up he is asked jthe beginning, if as much. He

air and a smile that won’t come off
for a week. It will be & pretty hard
matter for a competing house to get
any of his trade.

No matter where the customer max-
come from, or whether he be a large
buyer or a small one, this system
makes it possible for the head of the
house to say a few personal words
that show a knowledge of, and in-
terest in, his affairs. It takes but a
few moments—no longer than the us-
ual interchange of meaningless salu-
tions—and it is far more efficacious
than dinners and theater parties in
the company of some subordinate.

Such methods as these take time,
thought and work. But they differen-
tiate the man who gets to the top
from the man who ges part way.

Hard Luck.

We have spoken of this before, but
are reminded of it again because we
happen to know of one of the best
and hardest working men, who seems
to be up against it. He has always

been a man of great industry and
never did waste his substance in
drink or gambling. Furthermore, he

always seemed to be a man of at least
ordinarily good judgment, and yet
hard luck hits him at every turn. It
does not seem to make any differ-
ence what line of business he under-
takes he comes out about the same
way.

He tried a business in town, work-
ed about sixteen hours a day, and at
the end of ten or twelve years quit
with no more money than he had at
tried

if he wouldn't like to shake hands |running a ranch and was one of the

with the President before he goes.
Naturally, he would he delighted.

! J lat the business,
A few minutes before the introduc-jstuck to him.

most industrious men who ever went
but his hard luck
His hogs died of

tion his card is taken from the files jcholera and the price of cattle went
and placed on the President’s desk. |gown after he bought them so that

When Mr. Anderson is brought
that important personage grasps him
by the hand and asks him how busi-
ness is in Altoona. That is a little
surprising — nobody has mentioned
Altoona. Mr. Anderson replies that
business is not any too good. “Oh, I
don't know,” responds the President,
“seems to me | remember the boys
telling me that you. bought a Peerless
auto last fall—that does not look-
much like hard times.” Or, “Well, I'm
glad that our line seems to be going
well with you, anyway. You've bought

|parently without

jing success in business, but

in. |he had to sell them at a loss.

So it has gone all through this
man’s life. Honest to the core, hard
working and sober, he does not get
on, while other men not half so good
nor a third so industrious make mon-
ey with little or no exertion and ap-
the exercise of
much ability. It is hard to explain
this thing of luck, but it seems to ex-
ist. There are men who never pros-

|per who ought to prosper by all the

laid down for attain-
some-

rules that are

mquite a lot more of us this spring than how or other they do not attain sue

you did last. How is that boy of
yours getting along in the shoe busi-
ness?”
* Now, this manufacturer is a big
and busy man—one of the most prom
l'inent in the trade. Consequently Mr.

j Anderson goes out from a thre*-min- ys to violate about all the

cess. They work hard, live econom-

jically, and finally die poor.

Just as a sample of the opposite

|luck to that above noted, we have

men who seemed to
rules of

known several

tute interview with his head in the <pusiness and decency, and yet suc-
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ceed in a business way. The richest
man who lived in the country in
which we were was so ignorant he
could barely write his name, and that
he learned to do after he was per-
haps 50 years of age. | do not know
whether he could read or not, but
certain it is that it made little differ
ence, because he had no taste for
reading. He was a boozer and a fiend
for tobacco. We presume that there
never was a day during which he did
not drink enough liquor to put an or-
dinary man out of business. He was
filthy and unkempt, and it is doubt
ful if he ever took a bath. His
thoughts were coarse and his tastes
bestial.

It would have seemed that accord-
ing to the rules he ought to have
made a failure of it in a business way
and only been of use as a horrible
example. The fact was, however,
that he made money at every turn.
W hatever he touched just seemed to
turn into gold or greenbacks. Of
course he was not in the Morgan or
Rockefeller class, but he died worth
half a million, which was not bad
for his time and considering the fact
;that he started without a penny.

Somehow or other, though, it
seemed to us that he never deserved
his success. His example was bad,
always. He never did a thing that
would encourage a young man to be
a better citizen, but on the other hand
his example and influence were calcu-
llated to make men coarse, filthy, bru-
tal. Why should he have succeeded?
It must be said, of course, that he
possessed a remarkable shrewdness
in certain ways. He instinctively
knew the value of things that he
dealt in. He could sense a bargain
with his eyes shut, and his trades
turned out well practically without
exception.—The Merchant Journal.

Short of Good Men.

The writer received a letter from
a metchant the other day in the up-
per part of New York State wanting
a man to fill the position of manager
for one of his branch stores. He had
nearly seventy-five on his payroll, and
out of that seventy-five there was not
one eligible to this position. Now,
is not that a bad condition of affairs?
Who is to blame? Certainly not the
owner. Twenty-five per cent, of that
seventy-five are to blame. Men get
stuck back of a counter and make no
effort to get unstuck. These very fel-
lows say, “There is no chance to rise
in the grocery business.” Why, my
dear fellow, the chances are all around
you. You do not make yourself fit.
That is what is the matter. You
work for the wages you get instead
of working for double that. You do
not learn. You do not observe. You
do not assume anything. Work so
hard and think so well and get your
ambition so roused that you will be
spoiled for the next good job.

E. W. Sweeney.

Pointer For the Traveler.
There are tricks in all trades, even
when it comes to the man “on the
road.’
“If you want to escape the horrors
of small town hotels,” said the travel-
ing salesman, “get acquainted with
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the village grocer. If you hanker
for three square meals a day make
a bee line for a grocery store the min-
ute you strike a strange town. Find
out who buys the best groceries there-
abouts. A good customer from the
grocer’s point of view means a good
table somewhere. Your cue is to in-
terview' the good customer and per-
suade him to give you a room and
board w'hile you are in town. That
is nearly always an easy matter.”—s
Chicago Tribune.

“No, | don’t smoke and | don't
drink,” said a Boston man the other
day. “ld like to do both, | admit,
but | don’t want to set that boy of
mine a bad example.” “That’s very
right and self-sacrificing of you,” we
acknowledged, heartily. “How old is
your son?” “He’s 12,” answered the
dutiful parent, “and he thinks what 1
do is all right. So I wouldn’t smoke
or drink and let him know it for the
world. I'm going to send him away
to a boarding school this spring.”—
Boston Traveler.

The Handshake

If you have ever noticed
any difference between
one handshake and an-
other you'll understand
the reason why so many
travelers prefer the

Hotel Livingston
Grand Rapids, Mich,

The Breslin

Absolutely Fireproof

Broadway, Corner of 29th Street

Most convenient hotel to all Subways
and Depots. Rooms $1.50 per day and
upwards with use of baths. Rooms
$2.50 per day and upwards with private
bath. Best Restaurant in New York
City with Club Breakfast and the world
famous

“CAFE ELYSEE”
NEW YORK

Hotel Cody

Grand Rapids, Mich.
A B. GARDNER, Mpr.. X

_ Many improvements have been made
in this popular hotel. Hot and eold
water have been put In all the rooms.

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

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

The rates remain the same—$2.00
$2.50 and $3.00. Amerioan plan.

All meals 50c.
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A Real Salesman Creates Busi-
ness.

“But there’s no business for us in
Fort Wayne now,” Hill was saying.
“It’s sheer waste of time for me to
make the town. The Royal people
have simply beaten us, that’s all.
Theyve had a man there for a month
now, and I’'m not fond of picking up
crumbs—"

Then the sales manager broke in
“Hill,” he said, “let me tell you a

story—a true story: Saturday after-

noon | sat on the front porch out
home in Greenwood. It was pretty
warm last Saturday, you remember,

and most of the folks were taking it
easy in the shade.

“Bye and bye | heard the cling-
clang of a bell down the street, and a
knife grinder, with his machine upon
his back, came trudging around th
corner. He was bent forward, hi
eyes were on the ground, and his bell
swung with a monotonous, never
varying cling-clang, cling-clang from
the frame of his grinder. He wa~
working that street for business ant
the bell was his solicitor.

“Doubtless he said to
‘These people know my bell. If they
have scissors and knives to grim
they will bring them out at its call.
But no one brought scissors an
knives—no one stirred from ham
mock or chair, and | watched him
trudge his way down the street un
til the maples hid his shuffling form
and the sultry August air had mui
fled the cling-clang of his futile be!

“‘Strange,” | was thinking to my
self, ‘how these relics of other clay
still ply their ancient trade. Sam
old grinder, same old bell, same ol
route through the same old street:
Once in a while some pitying soul
gives him a knife to grind and tosse
him a dime. Disguised charity.’

“Just then another man rounde
the corner, following in the other
trail. He was pushing a little ms
chine on two wheels, but he carried
no clanging bell. At my gate h
stopped and, hat in hand, came up
the walk.

“‘l beg your pardon,’ he said, ‘bu
will you kindly loan me your knif
for a moment?’

“l took the knife that | invariably
carry from my pocket and held it out
to him. He thanked me courteously
and went back to his machine. |
watched him with growing interest.
Setting the little stone whirring with
his foot, he held the blade to its sing-
ing rim.

“Repeatedly he sensed the edge,
then held it again at a slightly shifted
angle. He handled that knife as an
expert jeweler would a delicate time-
piece, and | saw that he had made a
science even of this common trade of
the curb and the kitchen door. At
length, satisfied with his work, he
came again to where | sat.

“‘You are a good judge of cut-
lery,” he said, half smilingly. ‘That is

himself
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Meanwhile my caller stood waiting j
| fear it was more gen- j

my verdict.
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“Every rime |

How He Bested CapML
get a good,

erous than he expected, for | took ajgirl in my office and begin to

bill from my purse and handed it to
him.

““What your fee may be/ | said, '1
do not care.

upon her
mvith a we
ities her/’

lesson | have learned to-day from 3 [ether morning,

man who is master of his work.’

'’

you

W hether he caught my meaning | jCupid, you know,
to whom the speaker was vo
rtrmes rejoined pleasan

do r.ot know, but he thanked me pro-
fusely and with a pleasant ‘Good
afternoon’ he picked up the handles
of his little machine and started on
saw him once more borrow a pock
etknife, and on the merits of his dem-
onstration half a dozen knives and
pairs of scissors were brought to him
rom the house. All the remainder
of that afternoon he was kept busy

with the patronage of the homes
within that single block
“Hill, 1 guess | could stop right

there and you’d know why | told you
this story; but I'm going to say just
this: | do not care and you do not
care whether one of our competitor-
or sixteen of them have beaten us in
Fort Wayne. We will take it for
granted that everyone of them have
been clanging their bells up and down
the streets and jjrafting for business
to come to them.

‘You leave for Fort Wayne to-
night. Forget right now that the
Royal people are there, or ever have
been there. Just remember this, that
with a real salesman it does not mak:
any difference whether he is first or
the ground or last, for a real sales-
man does not expect to find business
waiting for him—HE CREATES fT

“That’s alt, Hill. Good-bye
good luck.”—System Magazine.

am

The OIld Town.

When you have traveled miles from hom
To cities of renown.

It matters not where you may roam,
Back, somewhere, there’'s a town

That's calling' to you. soft and low.

And haunts where’er your steps may gt

Beside the rivers of romance
Tour feet may find their way.

By distant shores, perhaps, you ebane
In eagerness to stray. i
The old town's, somehow, with yon, stiT

It’s calling now and always will.

You take your way by foreign strand.
Across the distant seas.
In palace great or castle grand.
With luxury and ease;
On dusty trail, on mountain track—
The old town’s calling. “Had. come back.

And all the lands so wond'rous strange.
Though we tramp up and down
In this wide world we’'d never change
For just one little town—-
Wherever we may take our way—
There’s one place beckons night and
— The Haberdasher
U. C. T. Smoker
The Grand R;rpids CottiK
United Commei
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an excellent piece of steel, but try it Ifree

now.
your pocket.’

“l must confess |
thought than to follow his suggestion
| took a pencil out and tested the
knife. Never have | seen a blade cut
with such ease, such keen precision

Possibly you have a pencil in |

The |

had no other jpremen
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condition—but that it m
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Michigan 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—<3rand Rapids. Nov. 15,
16 and 17.
Michigan Retail Druggists’ Association.

President—C. A. Bugbee, Traverse City.
First Vice-President—Fred Brundage»
Muskegon. X X
Second Vice-President—C. H, Jongejan»
Grand Rapids.
Secretarv—H. R. McDonald. Traverse
Ci_t[y.
id reasurer—Henrv Riechel. Grand Rap-
ids.
Executive Committee—W. C.
gessner. Grand Rapids; R.
Muskegon; D. D. Alton.
Collins, Hart; Geo. L.

Kirch-
A. Abbott.
FYemont; S. T.
Davis. Hamilton.

Michigan State Pharmaceutical Associa-

ion.
President—E. E. Calkins. Ann Arbor.
First Vice-President—F. C. Cahow,
Reading.
Second Vice-President—W. A. Hyslop.

Boyne City.
H. Goodale. Battle Creek.

Secretary—M. H .
Treasurer—Willis Teisenring, Pontiac.

Next Meeting—Battle Creek.

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

Executive Committee—Wm. Oulgley,
Chairman: Henry Riechel, Theron Forbes.

How To Prevent Deterioration in
Drugs.

The Kentucky Agricultural Ex-
periment Station has issued a bulletin
giving valuable hints regarding the
preservation of crude drugs, syrups
and tincture of iodine. In part the
bulletin says:

“Most crude drugs when received
by the druggist in a modern drug
store are very seldom in the form
in which they are packed or collect-
ed. They have passed through the
hands of the drug miller and reach the
druggist usually in powdered form,
ready for percolation or maceration,
or other form in which the drug is
to be used. Rut there are several
crude drugs handled by the druggist
which have not been ground, such as
spices, rhubarb, cardamom, com-
pressed herbs, etc.

“Many crude drugs when gathered
contain a large amount of moisture,
varying anywhere from 5 to 80 per
cent, of the weight. In order to
preserve them and to facilitate com-
minution, they must be dried, and,
owing to their porous nature, are
verv prone to reabsorb moisture and
become moldy.

“The practice of keeping crude
vegetable drugs in cardboard or pa
per containers, or in open drawers
in drug stores, is not a good prac-
tice, as a great many of them depend
for their medicinal properties upon
the presence of volatile principles, and
when so Kkept rapidly lose a con-
siderable portion of such constitu-
ents in the hot dry atmosphere of the
average drug store. Ofttimes such
drugs, when kept in this manner, are

stored near a stove or radiator during
the winter months and subjected to
its direct heat.

“Such drugs should be placed, as
soon as received, in japanned tin
boxes provided with removable Ia
bels. Let them be so arranged that
odorless drugs will not be kept in
close proximity to those possessing
strongly odoriferous principles, thus
preventing contamination.

“The boxes containing such drugs
should be kept in a cool, dry place in
the storeroom, and only a sufficient
quantity taken from them and kept
in the store to supply the immediate
trade.

“Some crude drugs are especially
liable to attack from insects, and the
insect that is apt to attack a particu-
lar drug will depend to a large ex-
tent on the nature of that drug and
the physical characteristics of the in-
sect.

“The insects most injurious to
crude drugs are those provided with
rather strong jaws. In this class
may be cited the mites, many kinds
of beetles and some insects that are
injurious in the larva stage.

“The mites are very small, oval
insects with eight legs, and the mouth
is provided with a beak. There arc
many species of the mite; some be-

ing known as sugar mites, cheese
mites, etc.
“Cantharides are often attacked

bv a mite belonging to the genera
Glyciphagus. The presence of this
pest may be known by the forma-
tion of a considerable amount of dust
and broken fragments collecting at
the bottom of the jar; and by care-
ful examination small whitish objects
may be seen moving about in the
powder.

“Prof. L. E. Sayre, of the Univer-
sity of Kansas, reports having found
a small beetle, Satodrepa panicea,
feeding on columbo, aconite, mustard,
althea, belladonna, pokeroot. ginseng,
angelica and other drugs.

"Ergot, belladonna root, musk root,
powdered senna, powdered jaborandi
leaves, sweet almonds, etc., are at-
tacked by species of the same family
(Plinidae).

“Several other drugs are attacked
by some form of insects, and large
quantities are damaged to such a
degree as to prevent their use in phar-
maceutical preparations.

“Drugs liable to be infected with
such insects should be treated with
the vapors of carbon bisulphide,
chloroform, etc. Lay them in tight
boxes and set within a wad of cot-
ton, or a sponge, saturated with the
insecticide. Then close the contain-
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ers tightly and allow them to stand
for about twenty-four hours, until the
vapors have had time to thoroughly
penetrate the contents, after which
expose the drugs to air until they are
free from vapors. Sunlight is also val-
uable to prevent the growth and de-
structive action of such insects.

“This is one of the most trouble-
some classes of preparations that the
druggist is afflicted with, because
many of the official syrups are sel-
dom called for, and the druggist usu-
ally finds that the stock on hand has
spoiled by becoming sour, or mold
has formed in the bottle, etc., this us-
ually occurring just when a ‘hurry up'
prescription is received.

“Consequently the making of syr-
ups should receive the druggist’s most
carefu! attention, for while attention
to details will not always prevent the
spoiling of his syrups, yet it will pre-
vent it to a great extent.

“Syrups deteriorate for several rea-
sons, among them being, impure sug-
ar used, inversion of sugar to fer-
mentable sugar, by acids being pres-
ent in solvent or heating too long;
excess sugar used, which subsequent-
ly crystallizes out, leaving a weak
sjmup; insufficient ;mount of sugar
used; contamination with molds,
yeast ‘germs’ and other fermentative
bacteria; loss of active ingredients by
volatilization by heat or oxidation;
discoloration caused by carameliza-
tion of sugar acids.

“These changes may be prevented
to a large extent by:

“1. Using pure sugar and carefully
adjusting the proportion of sugar to
solvent.

“2.  Filling small bottles complete-
ly full with the hot syrup and stop-
pering tightly and keeping in a cool
place.

“2 By use of preservative, as spe-
cified in Pharmacopoeia, as in syrup
hydriodic acid, etc.

“l. By the use of ‘cold process,’
which prevents the formation of fer-
mentable sugars.

“5. By preparing only as much
syrup as can be used up quickly.

“There is hardly a preparation
the Pharmacopoeia which varies so
much as tincture of iodine, which is
due to two causes, carelessness in pre-
paring or carelessness in storing and
keeping.

“The first cause needs no com-
ment—it speaks for itself; the second
cause has certain extenuating circum-
stances which may relieve the drug-
gist of a certain portion of the re-
sponsibility.

“Tincture of iodine, when prepared
without potassium iodide, rapidly
forms ethyl iodide and hydriodic
acid, with corresponding loss of free
iodine, which is entirely prevented by
the use of the quantity of potassium
iodide directed by the U. S. P.

“If exposed, it loses alcohol faster
than it does iodine, becoming rapidly
stronger, sometimes reaching a con-
centration of 200 per cent., or more,
of the U. S. P. strength.

“It should be kept in tightly stop-
pered bottles, in a cool place, and
never be dispensed with cork stop-
pers, as iodine rapidly attacks cork.”

in
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Money in Ice Cream Cones.

Profits in the making of ice cream
cones are large. The
everywhere and increase ice cream
sales. Many people prefer ice cream
in a cone to having it in a dish. Boys
and girls, especially, demand cream
served in cones. The cone is great
at picnics, for the Fourth of July,
circus day and all public demonstra-
tions. The baker can easily manufac-
ture the cones for his own trade, or
for the trade in his own town in-
stead of depending on outside sup-
plies. There are two kinds of cones,
the “cast” and the “folded.” The lat-
ter is the kind that was first brought
out and can be made with the least
outlay for equipment if the baker de-
sires to experiment. All that is
needed is a waffle iron of special
make. The cones are made of special
egg batter, and are cooked just as
are waffles. In the cities gas is the
ideal fuel, but a gasoline burner is
almost as good. As the waffle comes
from the iron it is still soft, and is
deftly twisted into cone form and
quickly hardens. A little practice will
make any bright boy or girl a skill-
ful operator. The home made cone,
beside yielding a good profit, can be
guaranteed as to quality, and to have
it known that they are home made
should help in their sale. When the
home industry has become a demon-
strated success then special machin-
ery for the production of the “cast”
cones can be put in. This is a neat-
er looking article, as it is seamless
and will not leak, but the old fash-
ioned hand formed cone will do as an
experiment.

cones sell

Some Soda Suggestions.

Be courteous under all circum-
stances. Nothing that you can do
will show so good returns for so
small an investment.

Give prompt service. Indifferent
attention is bound to lose trade.

Always serve a customer what he
wants, not what you think he ought
to have. A drink changed to suit a
customer is not wasted.

Create satisfaction at any cost. A
dissatisfied patron not only quits
trading with you but he tells others
about it.

Maintain cleanliness in every de-
tail about your fountain. This applies
to counters, holders, glasses, spoons
and clothing alike. One is quite apt
to judge the entire store by the looks
of the soda fountain.

After all else has been said, there
still remains the most important
trade-getter of them all: Use the

best fruits and syrups you can get.

The Drug Market.

Opium—Is very firm and advanc-
ing.

Burgundy Pitch—Continues to ad-
vance.

Tonka Beans—Have advanced 25c
a pound.

Oil Lemon—Is higher.

Short Buchu Leaves—Have ad-
vanced.

Celery Seed—Has declined.

Fennel Seed—Is low-er.
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GROCERY PRICE CURRENT
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liable to change at any time, and country merchants will have their orders filled at g;;;}ﬁ]"im 2 CoffeoBake ™ 2UMP 5 52 RANEY caddies ]
market prices at date of purchase. cHocC Coffee Cake, iced DRIED FRUITS
W alter Baker & Co.’s %rl?]rr?epretgls“é'un 5 sundried Apples
ADVANCED DECLINED Bramium Sweet 5 Dixie Sugar Cookies "9 EVaporated 12013
CAalACAS  .ovococcrecerrrsrrrrrsins 31 Family Cookie ... 9 ) Apricots
W alter M. Lowney co. Fig Cake Assorted California  .......... 12% @14%
Premium, %s . 30 Ellg ’\l‘)e‘l’"tonﬁ : ) Citron
Premium, %s .. .30 FI?thide C%gognu Corsican .o @15
C'Q.%ARN SWEET Frosted Creams ... $ Impd 1 §>urpkg @19
Regular barre] 50 gal 10 00 'l;rosttedl_ Glﬂger dC°°k'e 8 Imported bulk M
Trade barrel, 28 gals 550 ctult BdACH 1c€ % Peel
% Trade barrel 14 gal 350 Zinder 2emS oo g Lemon American ... 13
Boiled, per gal. 60 Rl S s Orange American .. 13
GInger shaps Family ™ 8 Raisins
lodez to M arkets . cocoA Glnger Sna;’))s family . 8 = connosiar Cluster ....3 26
Baker’s .. 37 ¢ 3 N B & Dessert Cluster ... 4 00
By columns Cleveland 41 ©GINger snaps Loose Muscatels 3 Cr
ARCTIC AMMONIA u Colonial, % 35 | Square 8 | oose Muscatels 4 Cr <5*
Doz. plyms Colonial’ Hippodrome Bt . 12 L. M. Seeded 1 Ib. 7%@8
Col 12 0z. ovals 2 doz. box 75 = T T Pons Epps . 42 Hgﬂgy ’(Ziake NAB |C 5 California Prunes
AXLE GREASE M arrow fat ) i Huyler 45 Hone})// JL"ngglfgs Seagt 15 L M. Seeded, bulk .. 7%
Ammonia .. 1 Frazers Early June . 95@| 25 Lowney, 36 Honey Flake ... 12% ?goltggas,z 1%Ieg°hed 15
Axle Grease . 1 Itb. wood boxes. 4 doz. 300 Early June sified 1 15@1 80 Lowney, 36 Household Cookies 8 125 2 oxes. .@10
lib. tin boxes, 3 doz. 2 35 peaches Lowney, 36 Household Cookies Iced 9 90-100 251b. boxes..@10%
B fﬂﬁtl)h tlnlboxes deoz 6458 Pie 0%1 25 bownﬁy, . 40 ' perial ookies lce 3 2;8 ?38 %51![1). goxes..%ll
! pails, per doz... No. 10°size can pi an Houten, 12 - 51b. boxes..@11%
Baked Beans 7 1310 pails, per doz. ..7 20 o N e s 83 % van Houten! 20 Jefsey. Lunch 60- 70 251b. boxes..@12
Bluing i 251b. pails, per doz. .12 00 Grated . i 85@2 50 Vv.an Houten, 40 Wream Klips 50- 60 251b. boxes.@12%
Brooms * BAKED BEANS Sliced ... . 95@2 40 Van Houten. 72 \addie 400 50 251b. boxes..@13
Brushes . * lib. can, per dozZ... ) Pumpkin Webb ... 33 1 Smon G %c less in 501b. cases
Butter Coio 1 21b. can, per doz. Fair gs Wilber, %s 3B L emon Biscuit FARINACEOUS GOODS
31b. can, per doz. Good gp Wilber, %s .. <+ 32 L'emon Wafer Beans
BATH BRIC Fancy 1 00 COCOANUT Lemona Dried Lima ... 8
Candles 3 ENGHSH oo g5 Gallon 250 4 Lunham’s per b Mary Ann" 9 Med. Hand Picked ....2 25
Canned Goods BLUING Raspberries gos. 2ib. case ... 29 Marshmallow Wainuts 16 Brown Holland ~28
Canned M eats : : Standard .. @ %s, Sib. case 28 Molasses CakeB 8 Farina
Carbon Oils x  Sawyer’s Pepper BOX ) s, 1510 case 21 Molasses Cakes, Iced 9 25 1 Ib. packages 1 st
Catsu " Col a Rlver, tails 22 %s. 15th. case 26 Molasses Fruit Cookies Bulk, per 100 Ibs. 4 00
Cereals “ NO- g g goz woog %XS ‘7188 Cola River, flats ... 2 40 s, 15lb. case 25 1Ced 1 Hominy
Cheese ... [IYY 2oz A Red Alaska .. | 7501 85 %S & %s, 15lb. case 26% Molasses “§andwich .12  Pearl. 100 Ib. satk A
Chewing Gum * ag"l)’“ rystal Bag Pink Alaska _ 130@1 40 Scalloped Gems ..... 10  mMottied Square Maccaroni artd Vermicetl
Chicory® .. w BIUE 400 ~Sardines %s & %s, pails + 14% Oatmeal Crackers g Domestic. 10 Ib. box.
Chocolate d BROOMS Domestic, %S .3 75 Bulk, pails . Orange Gems 9 Imported, 25 Ib. box ..2 50
Clothes Lines ) No. 1 Carpet 4 sew ..4 00 Domestic, % Bulk, barrels Orbit Cake ... 4 Pearl Barley
Cocoa .. | No. 2 Carpet 4 sew ..3 75 Domestic, % COFFEES, Penny Assorted g Chester .. .3 7c
Coeoanut " No! 3 Carpet 3 sew ..3 50 French, 14s . RI Peanut Gems ... 9 Empire
Cocoa Shells » No. 4 Carpet 3 sew ..3 25 French, %s . (F:ommon Pretzels, Hand Md.... 9 Peas
Coffee ... . 2 Parlor Gem .4 50 Shrimps Cﬂ”— Pretzelettes, Hand Md. 9 Green, Wisconsin, bu.
Confectiois "11 Common W hisk 110 Standard ... 90@1 40 oice Pretzelettes. Mac. Md. 8 Green, Scotch, bu.
Crackers ... * Fancy W hisk 135 Fanc Raisin Cookies Split, 1
Cream Tartar ® Warehouse .4 50 pair F.aisin Gems ... . Sa
BRUSHES Good Revere, Assorted East India .
. . Scrub Fancy .. Rittenhouse Fruit German, sacks .6
Dried Fruits .. 5 Solid Back, 8 in. 75 Strawberries Biscuit German, broken pkg.
Solid Back, 11 i 95 SFt;r?cdyafd . gublﬁl: o Elak 100Tf|1gioca . .
i : ake, . sacks ..
Farinaceous Goods Pointed Ensdtsove - 8 Tomatoes 19 SccgtcohpeCookelgnsS Pearl, 130 Ib. sacks .. 4%
. Good 1 05@1 15 "T>iced Currant Cake ..10  Pearl, 36 pkgs 2B
Eishing Tackle . N%‘ 32 " w0 I'=:a|r gu ar Fingers ... 12 Minute, 36 p .275
. . anc ultana Fruit Biscuit 16
Flavoring Extracts No. 1 . Nor 1o Spiced Ginger Cake .. 9 FLAVC,):E(I)';‘GG& JEexn-L';{ACTS
Flour . Shoe CA Spiced Ginger Cake led 10 Coleman Vanilla
Fresh M . No. 8 .. 100 B Sugar Cakes .. 9 No. 2 size
No. 7 1 30 Perfection ... @9 . Guatemala Sugar Squares, No. 4 size
No. 4 170 D. s. Gasoline @13~ Fair -20 or small o, No. 3 size ..
GGelatlnlg | No. 3 1 90 GDadeaé:hlple %20 Fancy ; 22 sunnvside Jumbles .... No. 8 size ..
ain Bags BUTTER COLOR eodor ap'a 12 . ava superba ... 8 r
sarains .o . « Dandelion, 25c size ...2 00 Cylinder .. 29 349% Private Growth 24@ 29 Sponge Lady Flngers 25 NoCoéerSnlgg rp. Lemo&
CANDLES Engine ... 16 22 Mandling Sugar Crimp 9 . i
. Black, winter .. 8%@10 Aukola Vanilla W afers
Herbs + Raraffine. 85 - 8 CEREALS Mo Waverly . 3
Hides and Pelts Wicking Bear ?:Beoadkflgs;ttﬁgg%i 19 Eg%t BBeea%n In-er Seal Goods ‘ Jaxon Mexican Vanllla
CANNED GOODS  Cream of Wheat 36 21b 450 H. L. O G Albert Biscuit .o d 80 3 o5 oval 8 20
Jelly Apples Egg-O-See. 36 pkgs. 28 _ Bogota Animals 7 oy flat
31b. Standards .. @1 00 Post Toasties T No. 2 Fair ....20 Arrowroot Biscuit 8 flat
- Gallon s 3 20@3 50 PRYS s 2 Baronet Biscuit OZJa gn Terp. Lem
LiCOriCe e, > Blackberries Post Toasties T No. Exchange Market, Steady Bremmer’s Butter 1 oz )(;va P onlo
2 0D e, 1 50@1 90 36 PKGS.niiis 2 80 Spot Market, Steady W afers 2 o0z. oval
Standards gallons #5 00 Apetiao Biscuit. 24 pk 3 00 rdc aye Cameo Bi 4 oz. flat
Matches Beans 18 PKOS. .o, 1% New York™ Basis Cheese Sandwich ' 8 oz. flat
Meat Extracts gs@1 30 Grape Nuts. 2 doz 2 70 Arbuckle .. 20 50 Chocolate Drp Cent

Mince Meats Jennings (D. C. Brand)

g5@o5 Malta Vita, 36 lib .2 85 Lion Chocolate W afers .

6
g Baked
6
6

M olasses Red Kidney . Mapl-Flake, 24 lib. 2 70  MecLaughiin’s XXXX Extract Vanilla
Mustard \?Vt;?g ;(531@'@1 %g Plllgburys Vitos. 3 dz. 4 25 McLaugr?Im s XXXX_sold B?Sﬁg?uélailﬂéles v% (5)8 Terpeneless Exract Lemon
N - Ralston " Health Food to retailers only. Mail all Pgomestic Cakes " g - No. 2 Panel, per doz. 75
Nuts 1 Blueberries ..4 50 orders direct to W. F. Faust Ovster — No. 4 Panel, per doz. 150
--------------------------------------- Standard McLaughlin & Co. Chica- y No. 6 Panel, per doz. 2 00
Gallon chaughtin O ~hica Fig Newton No. 3 T doz. 150
i o go. Five O'clock Tea 2 0z. Full Méabure doz, 1 25
OlIVES o 9 Clams gExtract Frotana oo 100 407 Full Moasure doz® 2 40
I ittle Neck. lib. 1 00@1 25 pkg Holland. % gro boxes 95 Gala Sugar Cakes .. 8 Manni D.C. Bra
Little Neck. 2!b. 1 50 Kellogg's Toasted Corn Felix, % Qross ... 115 Ginger Shaps. N. B. C. 1 00 annings ( rand)
6 ; Flakes, 36 pkgs in cs 2 80 Hummel's foil, % gro. 85 No. 2 Panel, per doz. 125
6 Clam Bouillon B N Graham Crackers, Red No. 4 Panel. per doz. 2 00
g BUrnham’s to plo....2 Vigor, 36 pKQS. .. 2 75 Hummel’s tin, % gro. 143 ~ | apel 100 No & panel. p d 500
ham Voigt Cream Flakes ..2 80 _ CRACKERS i : anel, per doz.
g Burnham’s pts.. Jonnie .. . 8 N 3T d 2 00
: Rolled Oats National Biscuit Company | g 0 ~O: aper, per doz.
7 Burnham's qts.. R emon  Snaps 50 4 Full' M d 90
; olled Avena, bbls. ..4 25 Brand Marshmallow Coffee 0z. Fu easure doz.
Cherries Steel Cut. 100 Ib. sk.s 2 10 Butter Cake 1205 20z Full Measure doz. 2 00
Mice Red Standards . Monarch  bbl...ne. 39 N. B. C. Sq. bbl. 6% bx 6 Qatmeal Crackers 1700 40z Full Measure doz. 4 00
Mice, W hite Monarch. 90 Ib. sacks 1 80 Seymour, Rd. bbl 6% bx 6 Old Time Sugar Coak. 1 00 NO 2 Panel assorted 1 00
caieratus Eair so@)L 0o Quaker. 18 Regular ..i3» Soda Oval Salt Biscuit 100 Crescent Mfg. Co.
S5 Soda Good 1 OOé)éllO Quake(r:raiokezavmvu)éat 390 Morea O hoxes Oystereties i 80 2 02, per dor 30
...................... - retz . . H
Al e Fancy 45 Bulk 3% Saratoga Flakes Royal  xoast 100 Michigan Maple Syrup Co.
renc eas 50 Zepbyrette ..o i iscui
Seeds ... French P 950 Zepb Saltine Biscuit N Kalkaska Brand
Shoe Blacking badon (Natural! ATSUP Oyster Saratoga Flakes 1 Maple, 2 oz.. per doz...2 25
Snuff . 8 per doz... - 2 45 Columbia. 23 pts ....4 15 N. B. C. Rd. bbl 6% bx 6 Social Tea Biscuit 1 00 GRAIN BAGS
Soap 8 Gooseberries Snider’s pints ... 35 Gem. bbl. 6% boxes .. 6 Soda Crackers N. B. C_ 1 00 ﬁmggtggg- Ileosos It?‘la?‘lalk;?l %%0/
Soda 8 10 s .6 00 Sinder's it pints .. ... 1 35 Faust . 8 Soda Crackers Select 1 00 GRAH?I'AND FloUR 0
foda 8 CHEESE Sweet Goods S. S. Butter Crackers 150 W heat
Spices g Standard __ 8 Acme . @13  Animals o1 Triumph Cakes 16 83
Starch 8 Bloomingdale @13  Apricot Gems 12 Uneeda Biscuit
trth. 240 Carson C ity ... 14  Atlantics 12 ini - 82
Syrups 8 421 Warner 14 Atlantic. 12 H”eeﬂa i]_mJeL V\B/_ay it 50 Winter Wheat Flour
Picnic Tails 2 75 Riverside @14 Avena Fruit Cake 12 Ve Waters et 130 Local Brands
Macker Hopkins 13L 11 Water Thin Biscuit .1 00 Katents :
Mustard, lib .. 1 Brick .. 15 . Zu Zu Ginger Snaps .. 50 gfrcflnd Patents
g/loféteaJd'nziTEi :i Ifeilrggrl]r ; @tllg 9 ZWieback i 100 39y straight’
v _?_ouse?f letl)) N 21 ginea ple .40 %62% gnocolate Drops .. ; i66 In Special Tin PSCE‘?""%%SZ' CIFIour P 2503er
. omato, lib. ap Sago . oc. Honey Fingers 1l Festino .2 50 o !
Vinegar -9 Tomato. 2 Swiss, domestic @13 Chocolate Tokens .. 2 59 Nabisco. 25c "5 50 barliilrng%dglov?/%léeler o
o CHEWING GUM' Circle Honey Cookies 12 Nabisco. 10c .. -1 00 Big Wonder %s cloth 4 15
Winking g Hotels s 17 American Flag Spruce 55 Currant Fruit Biscuits 12 Champagne wafer ...2 50 Big Wonder %s cloth 4 15
tVeedenware . g Buttons. %s ... 14 Beeman’s Pepsin .. 55 Cracknels ... 16 Per tin in bulk Wgdrden Grocer Co.’s Brand
Wrapping Paper .10 Buttons. Is - @ 23 Adams’ Pepsin 55 Coeoanut Brittle Cake 12 Sorbetto .1 00 Quaker, paper 47
Cove I|bOySterS 85@ 90 Eii{ Egﬁg:ﬂ 5 boxes 2 00 ggggggﬂ{ Sle;?far (B:gI:e ll l'\:lablsco ) Quaker cloth ... 4 60
) y estino ... .1
Teast Cake 10 Cove, 2Tb.. .1 65@1 75 Black Jack . 55 Coeoanut Bar ... 0 Bent’s W ater Crackers 1 49 Eclipse Wykes 410
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Lemon & Wimeler Co. INOVIMON»
Wtille tfUr, V* cloth ft 40 fttrrilea Park
Whbile sui, %a cloiii ft 30 Bark
W hite sur, Us cloth ft 2>

Worden Grocer Ce.
&mg}lcan Eagle, k d fttt
brand Rapids Grain

Milling Co. Brands
Purity, Patent ....... -4
Seal of Minnesota % A
Wizard Flour ........4 1» & P Mia»
Wizard Graham . .4 Aft Lard
Wizard Gran. Meal ..ft 4ft f

EFIS et, O*

dear Family
Dry Saft Meats

Wizard Buckwheat ..ft «ft €
é} b. fttqgs .advsaM b
: il Lo .
spring Wheat Floor &y ' yageey £ 1 iemt Ura. capr i PO
Key Baltera Brand b’ d advsa
Golden” Horn, family ft ftft ‘1"“ i Egdss -agvsa §ij o
$V°i'sdceonns;‘]°,;{”’y bakers 4 >i g |p' palls [ladvanaa 1 1fllrr] ARG O
Judson Grocer Colis Brand ° 1b- prate .«oWftiCf
Ceresota, leoMd Meats .
Ceresota, 4k Hasse, U A a»—p . Wi
Ceresota, %s 1p| Hams, 14 IS.
Lemon & Wbeelers Brand Haas, ff A aver U kil4
Wingoiti, 145 s, -vi Haas, 1* Sb. arar li# 14
Wingoiti, *%s .... _ft fitseiSkinned Marne -U ks ji
\Vingoici, hi .- 4ftf H ai, iflsd baaf 4944 »»f*
Worden Grocer Co. s Btand California Marna 1*19,1 t
Laurei, Vfts cioth .ftso|Picnic B»d«l Haw»*
Laurei, h* cioth......ft?2«f Ham
Laurei, h 4 h* paper ft se fBertéa Hans, presse» ..UH
Laurei, %a cioth ...... ft so Mincsd Ham .
vcogl Jduiing Co.'s Brand |tocoo ....... m... 1l4#i»4
Voigt's Crescent .......4 34 Ssosagee
Voigts iflouroigt T ftﬁl Be*og»a . o4*
vm%ts Hygienic
raham™ ... " ftftplFrankfort 94ft# 1
Voigt's Royal e 2ft 15%21!? .....
Wykes a Co. L ZF ot
Sleepy Eye, &s cloth, TH%ggj%(eeé
sleepy Bye, ~s cloth, % Beef
sleepy Bye, i»s doth. nonrims 14 ft*
sleepy BVe, ¥»s paper “» ft-l m 14w
sleepy Bye, %a paper - f»j_ MP- Lo oo
W atson-iliggius ai. |I|ng Co. T bbio. O 19
Berfectiou_riour ATt am MM
lip Top Flour 4 i : 4m
Golden Sheaf Flour ..2 I»! 9 «e
Marshall's Best Flour Tripe ’
Perfection Buckwheat ft w Kits. IS Ibs P . At M
lip Top Buckwheat ftSo 6''Vite” a1 Ibs , Ful
Badger Hairy Feed 24 ftft 45 ppec™ M Ips .)....,i| 89 H
Alfalfa Horse Feed ft* is ' Cssiaps " b
Kafir Corn ., I *- Hosts, per Ib .9
uuyie Scratch Feed ..14» Beef’ round=*, set .. 9 fj
Mas1 Beef, middles, set S5 V . *Sap Fawdari*
Bolted ... 2 2ft Sheeﬂ) per bundle '€ U K
Golden Granulated .. .ft Pi nentered teHW M
si. Car _Feed screened ft- fit Solid dair L, 14 ffi
No, 1 Corn and Oats Country Rolls .
Corn, cracked .22 fifti Cannsd Moats 1M , if iarar  # la
Corn Meal, coarse .,22 VilCorned beef, 2 b .3 9 <>*ltan. ; v H#99
Winter W heat Bran ft» ftft Corned beef. 1 Ib eel 9 K fS- g9
Buffalo Gluten Feed ## «>Roast beef, 2 Tt .3 flft Fe
Dairy Feeds Roast beef. 1Th... eel Av 4 1a
Wykes 4k Co. [F}'__’otte(lij I|I_|ans %:ﬂ Ia fM-r9"41*# |, TS4 Jl e
f #.] Potte am. S a :
O P Linseed Meal . i a»fHerded Maak. tes o sn Fl—f-lf'
La s*i Eeﬁd%dtHam' (fts 1PZ ufi« |jII'f\”|/IS C Lol SS va
otte ongue, -«s «e*p», I»e
e e e ItL2Po€tcd CafifTift  re “SAS"s Fiae 14
llammond Hairy . — [hz)lna!- ~ RICE Jtehmm e AltX 43
.................. «* PeXFT
Alfalfa Meal J /§ £§/s It«g-fio-'Sfora .....
Oats Broken ....... — 9 Ssawrmp
Michigan rarlots SALAD ORASSIMG Keecft Morgan s
Less than cartels Columbia, 4ft fiat .... m i |#0p # 99
Com Columbia. 1 pint ...... 4 4 phn Pi. Mdf pr's i # 99
Cartels .o Dwrfcar's, large, 1 40* 4 14 Aspetta. «9a#» bom
Less than cartels Hurfcee's. small, 3 4se. $ Zft assetta. «mg_A .....
Hay Eiaers, SMSR 3 M i . peworkm. 14 sak | 9H|
i ** PeworkM. sakra :
Cariots ... SALERATUP Asowrites, 93 caflvw
Less than cariots
. Packed 44 Iftt fta box. b
~ MAPLEINE Arm_sad Hsmmsr 3 *9 gNrara - »%
2 oz. iwtut*. per do*. 3 4ft| Deland's . 33 epa. «bipfftra Y
MOLASSES DW|ghts Cose ..... -..3 KPtCAd
New Orleans L. FT ... . —2«4 raiesix ipiss*
Fancy Open Kettle Standard . . r..| fft" A3spdc«, Jasaatea
Ch . . W yandotte. .3 34 1Mrafta«. _terip* Gsrge*
Go SAL SOOA CTwv'es. Tas itrn
Fa 24 Granufated, Mali. J *3 CamnsL Caaara . .,..
Half barrels fc extra Granulated. 144 be. m 44. Casma. « >bp ft* . 20 |
MINCE MEAT GranulatedASAA ttgs 9; G*n(p+, African PY%,
Par case .. w2 OMIWWWi Gradesl Mace. ' Pmmmm N
M 144 2 » . sacks ... Mixed, 33». 1 ....... 99U
4t b, « b Is gé ﬁ@ﬁ Irglcks o ,.S ?4 Mixsd. 3te Mo/'ﬁ ...... gr?)
sacks ...s Mixed, fte of8. das.
Bulk, 1 gao. kegs i 1fta 1 2»| ft# Ib. sacks 32 ftlraatsps. -IX 99
Bulk, ft gal kegs sr-pl 1ftj 21 Ib. sacks ‘k'Xtamps. MUM . . 9
Bulk, a gal. kegs Jifti 4» Frapsr. Mack , T#
stuffed, cs. . 44 54 Ib. dalry Ia drfll bsya 49 pepper, Wldile ...... 39
Stuffed. 8 ox. 3» 28 Ib. dairy In drill <ps 9 pepper, CSaraaae .. 23
Stuffed. 14 ox. LTt 8star Roc paprika. flsrtgariar
Pltted (not stuffed > 44 1b racks ...................... 34 Pwiw (ftraaeP m Ate»*
........................... » Cammra aAspra»._Jasmtea
Manzanllla 8 ox. ftft] Granulated, ff OSasa, ZsmPbwr 38
Lunch, 10 oz. .. w1 2» Medium,fta Cteraia» ChraPea 13
Lunch. 14 ox. - 2 ft-1 SALT FISH dftpr. Afrtifan ... TS
Queen, Mammoth. 1» Cod Ms*». Penang 9
[0 SR J Largs who*» .... M atateps, TLii 9
Queen Mammoth. 2s Small «boto ... pepper. Mack' . Hl
. Strina or bricks 71 WIbMs ... S3
Ollve Chow, 2 doz. cs, Potfoek ......... gwppnr Orammo 13
per Zo i Maltbwt aprika. Mm méj 48
PICKLES
Medium IChunks e, 14 Cara
Barrels, 1200 count .? T# Hottend Herring m -gefvrd. 44 Be
Half bids., 600 count 4 ftc1T. M wh. hoop, bbla 11 44 M ixsy 30 g %%
ft ..2 2ft1T. M. wh. hoop, teb*4 4 M i*xy. « ITS > «*
IT. M. wh. hoops kegs tttee
B ..9 M T. 14. wh. hoop 141 here } |C|9P0f5><<<<
H ft 2ft kegs . 9 HU 'CShsiMr 99 m*v if
ft ..1 90 fQueen, b& 14 14 M tver Gbma, 9 .29a -«f
1Queen. 11S yter Gteew, 12 4P%. *9
Barrels 11 9b IQueen, kegs ....... Aft Memrr
Half barrels ftm 44
ft gallon kegs 2 7ft No. 1, 149 Tb* 9 M lte ua. bag»l< «%
Sweet S No, 1. 40 «te » 12 49, aactisp*»
Barrels .veviiennnns 12 ftl No. 1, 19 Ibs »9 FR boX*» - - %
7 fti Na 1. 8 Thx gva
ft gallon kepa ... 3N Mackerel o Cara
POTASH Mera, 199 lba ... 14 99 IBArTNap 3»
Babbitt'» oo 49 M«ra *4 Rw f 9 Half barrii» 9%
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Special Price

AXLE GREASE

Mica, tin boxes ..75 900
Paragon ... 55 600
BAKING POWDER
Royal

10c size 90
Vilb. cans 1 35
60z. cans 1 90
V,Ib. cans 2 50
\Ib. cans 375
lit>. cans 480
jib. cans 13 00
51b. cans 2160
YOUR
OWN
PRIVATE
mRAND
wabash Baking Powder
Co.. Wabash, Ind.
80 oz. tin cans .
32 oz. tin cans
19 oz. tincans .
16 oz. tincans .
14 oz. tincans .
10 oz. tin cans
8 o0z. tincans .
4 oz. tin cans ..
32 o0z. tin milk p
16 oz. tin bucket ..
11 oz. glass tumbler .. 85
6 oz. glass tumbler .. 75
16 oz. pint mason jar 85

CIGARS
Johnson Cigar Co.’s Brand

ly. to
1¥Ay to 2
3 in .20
Cotton Lines

‘No. 1. 10 feet . 6j
S. C. W . 1000 lots __31jNo. 2 15 feet .
El Portana 33)No. 3. 15 feet . 9
Evenin 32" No. 4 15 feet . ..10]
Exemp 32 No. % 1155 fFett. .il

i No. 6. ee L
Worden Grocer Co. BrandJNO. g %g ];ee{

Ben Hur i NO. & ee

Perfection 35' No. 9, 15 feet

Perfection EX
Londres
Londres Grand
Standard
Puritanos .
Panatellas, Finas
Panatellas. Bock
Jockey Club ..

COCOANUT
Brazil Shredded

Baker’s

10 5c¢ pkgs., per case 2 60

36 10c pkgs., per case 2 60

16 10c and 38 5c¢c pkgs .
per case 2 «0

CLOTHES LINES

Sisal
60ft. 3 thread, extra 100
72ft. 3 thread, extra..1 40
90ft. 3 thread, extra..170
60ft. 6 thread, extra..l 29
W't 6 thread, extra..

hi to1l
I1%to%

Jute
«oft.
72ft. . 90!
9 ft. .1 051
120ft. .1 50
Cotton Victor
50ft. 1 10
60ft 1 35
70ft. .1 60
Cotton Windsor
50ft 1 30
«Of’ 1 4
70ft! .1 80
80ft. .2 00
Cotton Braided
50ft. 135
40ft. 95
60ft. .1 65

Galvanized Wire
No. 20. each 100ft. long 1 90
No. 19. each 100ft. long 2 10

COFFEE
Roasted

Dwinell-Wri%_t Co.’s B'ds

White House, lib.
White House, 21b. ..
Excelsior, Blend, lib.
Excelsior, Blend. 2Ib.
Tip Top, Blend, lib.
Royal Blend

Royal High Grade ..

MICHIGAN

Current

SAFES

Full line of fire and bur-
glar proof safes kept In
stock by the Tradesman
CompanY. Thirty-five sizes
and styles on hand at all
times—twice as many safes
as are carried by any other
house in the State. " If you
are unable to _visit Grand
Rapids and inspect the
line {)_ersonally, write for
quotations.

SOAP

Beaver Soau Co.’s Brand

cakes,
cakes,
cakes,
cakes,

large
large
small
small

size..6 50
size. .3 25
size. .3 86
size..l 95

Tradesman Co.’s Brand

: Black Hawk, one box 2 50
guperior Blend- ... Black Hawk, five bxs 2 40
Black Hawk, ten bxs 2 25

Distributed b Judson

Grocer Co., Grar¥d Rapids; i TdAB:‘E SAUCES

I"ee & Cady, Detroit; Sy- Halford, large

mons Bros’ & Co.. Sagi- Halford, small

naw; Brown, Davis &

Warner. Jackson; Gods-

FISHING TACKLE
in. .
in.

Linen Lines

Poles

Bamboo. 14 ft., per doz.
Bamboo. 16 ft., per doz.
Bamboo, 18 ft., per doz.

Small size, doz.
Large size, doz.

GELATINE

40
.75

Use

Tradesman

Coupon

Books

Made by

’s, dqz. | .. .
s 1 & 'S —1 @ iradesman Company

Knox’s Sparkling, doz. 125
Knox's Sparkling, gr. 14
Nelson s ...
Knox’s Acidu’d. doz.
Oxford

Plymouth Rock

{ 52(2] brand ﬂapids, Mich.
761
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Be the Progressive Dealer in

Your Town—Buy This
L owest

Motor Delivery
Wagon

“the
lowest market”
the
largest buyers of general
merchandise in America.

Our catalogue is
world’s
because

we are

And because our com-

paratively  inexpensive

. Model D -1069 Pounds Capacity—$900.1
method of selling,
through a catalogue, re-

duces costs.

The Chase Wagons
Are

We sell to merchants

only. Simple in Construction
Ask for current cata- Cheap to Maintain
logue. Easy to Operate

Dependable and Durable

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

Butler Brothers

New York Line to
Chicago  St. Louis Adams & Hart
Minneapolis Western Mich. Agents

Grand Rapids, Michigan

What Is the Good

Of good printing? You can probably
answer that in a minute when you com-
pare good printing with poor.

the satisfaction of sending out printed

You know

matter that is neat, ship-shape and up-
to-date in appearance. You know how it
impresses you when you receive it from
some one else. It has the same effect on
your customers. Let us show you what
we can do by a judicious admixture of
brains and type. Let us help you with

your printing.

Tradesman Company
Grand Rapids
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BUSINESS CHANCES.

Wanted—To rent store building in live town for j UeEiivata, Hastmg*, SMI. -

general stock. Address No. 353.care Tradesrgs%n

MICHIGAN IKADILIIIAI m
— 5 5 5
w a i t mp&Pdibg foe TreQg&t )
Would fnijf. " tSmod fmsmdmg  «fetormi. W | pmt 3+ to ottomMm SMtMIL :r"Tir iHinif *m* dB ik mm
o1} Sfratto
For ffefe—A fingerla** MmrP I dt*p **«U» teitmrrem
oods* mxkmi twtrimftmgM. ito**«*. atol*
?ocatati In onet of Omi tNAt fiBIW&

For Sale—$4.000 dry goods and shoe stock. Kata-
mazoo. suburbs. Will trade. Address merchant.
care Tradesman. $52

For Sale—A first-class grocery and meat mar-
ket. dom&ﬁ;ood business. S17. last year, in-
voices I3U0UJ. Town ol |->00 inhabitants” A bar-

itrietm in fkmtfmtn lilcfilgawv.

ain for someone. Will sell at invoice priceé ghom- cnrwt to sssfc* mmmmt
eason_for selling, going west Address No_$51.!
care Michigan Traadiman. kil -‘Iit;r;nn?;t. WAgﬁ{fetsos I"ek Bos 2* f%
nor Sale or Exchange—Old-established ' '
dry goods store in fine little city Centra, | | want to fc*iy, fw casati, a sfoci
Illinois.  Must be sold at onceé account igeneral merchaad.-*», 'MMtegl mr M
gl_wraer's health. Address No. ziu, 331”8 ddress Bon. 114» Bsrt'itpti, McDwte,
radesman. ,, in. j
Sacrifice! Two desirable houses in 5 .
south part of city. Onpe strictly modern. ! For Sale—O snap tor »omit m >
Many advantz;(q_eous features. = Investi- Ithe cash «M h( a Save dry go<«
ate. G. H, Kirtland, 831 Kirtland Ave., Imillinery bossinessst;. eatatcfMtod "Si y<
%itizens 32295, 348_'1\“0 old goods; exeeflewt Mar of s

LISTEN, MR. MERCHANT

chandlse and doing a line tesato**»,
reason tor leOtry =~ Wilt take 7»e on

dollar If taken by April Ill* BsrSnait
We are ready, right now. to conduct a business I SPring goods, gtoev will t0?
buildin?, prof% producing advertising campaign, $16,666; fixtures at A - IMW 1
that will increase yofurl((j:ash (sjales grolm three to JSmith. Jefferwyn, lot\Vg
six_times, dispose of old goods, and leave your .. fefamlii
f + i f gale—At a fefgmlii« 4um
Bgfsolpee.ss in a stronger, healthier condition than i butchers' refrigerator, tgl2xI21 ft.  Also

Comstock-Grisier Advertising & Sales Co.
907 Ohio Building

For Sale—Restaurantand rooming!
business, paying from one to three bun-j
dred dollars per month above expenses,]
fine location, up-to-date furniture ana]
fixtures. On account of poor health will
sell cheap. Price $1800. Address Adin
P. McBride, Durand, Mich.

For Sale Cheap—Two store
Good living rooms above.
as low as  $600.
Fennville, Mich.

. For Sale—Beautiful National Cash Reg-
ister, in first-class condition, at great
sacrifice. ~ Terms easy, monthly pag/—
ments. If interested write Lock Box 80,
Lake Odessa, Mich. 345

For Sale or Rent—Onaccount of poor
health, bakery in a busy town. A good
business. Easy payments. Enquire of
A. Lieber, Dowagiac, Mich. 341

For Sale—Best cash business in W est-
ern Michigan. Dry goods, shoes, furnish-
ings, notions. Successful and fine oppor-

{ Will sell one
Enquire Joseph Lane,
340

tunity. Must be cash deal. About $6,000.
Can ‘reduce. No salesmen wanted. Ad-
dress L. H. Phelps & Co., Fremont,.
Mich. 338 i

For Sale—A small laundry. A bargain,
or will sell machinery for removal. ~Ad-
dress Laundry, care Michigan Tradesgw?’%n.

LIGHT STEEL RAILS

8, 12. 16. 20, 25. 30. 35.40 Ibs. peryard. A. S.C. E,
Sections, with Splices and Spikes.” Certificates of
inspection by Hildreth & Co.. Inspecting Engi-
neers, of New York City, assuring absolute first

uality, furnished free of cost. We are manu-
acturers and can make prompt delivery.

UNITED STATES RAIL CO., Cumberland. Md.

For Sale or Exchange—For improved
farm 80 to 100 acres. Best equipped
clothing store_in Northern Indiana. No
competition. Town 1,000, two good rail-
roads. If you want this, act quick. Write
K. & C-, care Tradesman. 334

For Sale—Strictly clean stock of gro-

ione Stevens 10xtol6%

J P
loledo, Out* .I:lnt condition.

buildings, j physician.

ft. foth to eseef-1
Further pa.rife?ktofa. writh

R. Hensler, Battie freek. Michkpta.

For Sale—A xtocSt of ctefhhrgr »telf
?ents' furnishing-*, WSUPJiftff 1
ease. Best lacaflr>fi to elfir Addte*»1
No. $13. care Tradesiman* Sl

For Sale—toug *tnre te MMM Manr te |
eallty. flatabHsked Tomdc. jhitef toratto» tor .
*eswm renMan fee mtog ,
farming ermutij s»l mmH ti«fipCfW  tog .
dress No. 303, care Ilrradeumaa. *xk ]

For Safe—Greenhowe, véem jpiof, marra ;
land. Five-room tewuse* ferrate«l la terge**

summer rewrt In Xtyrfhcr@ Micmgaa
Taken on mortgage | am tm i
it.  Younger man can get rfeli Here. :

Sacrifice price. Address J. G Bato, Fa-:
toskey. Mich. jito
For Safe—A first--esass stock of general
merchandise, local«id to Cesseaae 560at|*
ithe best location iri die town and at (be
iright price. Addressi So. 2S1, €arm Tfwéem-
iman. SP1

For Safe—Up-Update grocery _imm .

ood county setat town _CTtiii deaHI*
I2vS# to stock and iA i». Ad-
dress SO, 2S1, care TrsMtcnaM. Mp

For Sale-——One I\/g)Caske
register cheap. Address IS, care
Michigan Tradesana 544

sad

For Sale—tIJM stock groceries
hardware in new farming oawntry Cm -1
tral Michigan. | sat yeser'8 store sates
$16,600. Produce busk)ess cooaseted. **
»-ars potatoes shipped 'thw season Ste©
at invoice. Wish to go into auto ante-;
iness. Address No. 362, care Trad.man.

For Sale—Soda fountain
eluding two tanks, eon
slabs, stools. tenuis and
Good condition. A bargain
dress BeBairs Drug Go..
Mich.

rousptete. to-
tors, aasrfite
work board,
tor gasé(. Add
eran apids.

ba}

Will pay cash tor stock M€ shoes aad
Irubbers. Address ML

man. m

There has tM\8t SRiISIMw ef *>«ly ssade

ceries and fixtures in town, near jin the mere:smtiie tossiesa. T«a emm to
Grand Rapids. Address V. A. J.. 734 as wellL We: isskt totet hmatten, the hadd-
Cherry St-. Grand Rapids, Mach. 335  ing and the birasakess f*w yea. We tesse
Wanted To Rent—Store buildings suit- all we wish mmd mmmt e gre sag. Mfrife
able for general stock of merchandise In.us for full b Address Not 33»,
live country town. Address A. E. M-, No. jcar& Tradesatari............... -

1 Windsor Terrace, Grand Rapids. l\§3ich. m por Sale—Dra

stock and toctehes worth

« |3IM. WxS aefl tor wm > & gkefe

ADDRESS—W. D. Hamilton d. Co., Addre W.G.P, care Tn U
Galesburg, 111, if you want to sell your pq;
stock _of merchandise. _ raishings is osa sf tbs test

Speial Sales—Oldest sale conductor in! towns ip thw sitate, te a mna
the business. Bar no one, Personallyi —- ; 2°mTing. Adents seed »
conduct all of my sales. W N. Harger. Address > k 361, care Tradcwmai
Port Huron. Mich. 332 -15aytask for stork» Or part

For Sale—On account of death of broth- of merchandise. Mast te R
e, old establllshed ery_ r?tOOdIS bu5|rt1ess. Kéaufer. Milwaukee. Was.

ree year lease. fght, large store, cash for joor business Or rest «scat*
SSTaI:ﬂwak'NJ'YT' C-. 108-110 State |, bring buyjer and sellor tags«!tor. 34»

o aca. N. ¥. imatter where located if ywu wans to boy.

For Sale—Bottling plant, business good sell or exchangLe any kind f bssfeass sc
all the year round. Big resort trade |n_['3:roperty anywhere at any price, address
summer. Must sell at once on accountjFrank P. CSsvHand Real Estar-* Expert,
of sickness. Address No. 369, care Michi- »1261 Adams Express Ruddxag. Cfcieawa.
gan Tradesman. 309 nttnota. MM

o
faobmg fattolA fil-n i

Here IS a Pointer

Yam
H placed m dm page,
wmdd be memwed read
b f dcM iaj
the most peeggeamve
merchant« m Mkfaiga*.
Ohmand ladata, We
have teetsmemod let

ei

ten item themaemdm oi
people whm maw
ojag¥». smd or ex*

damaged properties as
the detect resets ol ad
eettmmm m tins paper.

Michigan Tradesman
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THE COURTEOUS CLERK.

How He Enforced Politeness With
an Ax Handle.
W ritten for the Tradesman.

People have grown so rude to
each other that the Legislature of a
W estern State

which makes

is considering a bill
lack of politeness in a
person waiting on the p.ublic a mis-
demeanor.
bill,

impudent to those serving the pub-

It is not proposed, in this

to look up the people who are

lic. If a man, or a woman, or achild,
has a dollar to spend, he, she, or it
may still go the limit in impertinence
to a car conductor, a ticket agent, a
theater usher, or a clerk in a store.
There are lots of articles printed
about clerks being gentle and kind
when dealing with the over-worked
public. One may read stories about
clerks who became great merchants
by always saying “thank you” and
by smiling away the insults of those
who came to buy. One may also
read stories about customers being
subdued by the keep-off-the-grass air

and dignified deportment of sales-
men.
On the whole, the consensus of

public opinion seems to be that those
who wait on the dear people ought
to be glad they are alive. It also
appears to be generally admitted that
a clerk ought to make a floor-mat of
himself if a rowdy has a dollar to
spend. This is not to teach disobe-
dience to the boss’ orders, but it is
merely to suggest that clerks are
men and women with feelings of their
own, if they are obliged to earn the
money they spend.

Sometimes a clerk shows up who
is superior to the insults of patrons,
sometimes one launches himself into
history as a person who puts on his
fighting clothes when he gets up in
the morning and keeps them on al!
da}'. This person last named some
times wins over the public by show-
ing that he is not to be insulted with
impunity, but sometimes he just los-
es his job because the customer he
took in hand is an intimate friend of
the boss, or a nephew, or something
of a man who is a good buyer.

That all salesmen, all who serve the
public, should be civil and obliging
goes without saying, still, there is a
limit to human endurance. When a
customer enters a store w'ith anger
in his heart because of a fancied
slight to a sister and turns the of-
fending clerk heels up and gives him
a spanking, it would appear that the
time for the worm to turn has ar-
rived.

This was done in one of the Unit-
ed Stores Company’s places of busi-
ness out in the little town of Conrad,
which is not the name of the town at
all.  That store at Conrad was a
troublesome proposition to the man-
ager of the United Stores Company
He had taken it over because it was
either that or nothing, and the place
had never paid expenses.

Conrad was a little bit of a town
out on the edge of the swamp, and
the people who came to the store to
trade were of the rough-and-ready
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sort. Half a dozen managers had
been sent to that store, but all had
quit in disgust. The boys out there
had a cheerful way of strolling into
the store about closing time and sit-
ting there until morning, talking to
the clerk in relays, so all would get
a little sleep, while the clerk got none
at all.

When Hamilton returned from a
two weeks’ experience there he
brought a black eye and a sprained
arm with him. He had attempted to
put the loafers out of the store and
had been attacked by the w'holc
gang.

“You may as well close the store
out there,” he said to the manager
“The sales are small and the popu-
lation is restive and muscular. | had
half a dozen scraps with the big loaf-
ers, and any man who goes there
will be insulted and beaten up. There
is only one peace officer there, a con-
stable, and he stands in with the
push. If you take my advice, you’ll
close the place and move the stock
over to Hillman, where there is a
decent population and a small police
force. Anyway, if you don’t close
the store, send a couple of machine
guns with the new manager.”

The manager did not accept this
advice. He wouldn’t admit defeat.
After Hamilton left his office the
Manager sent for Grady. Now, Grady
was a clerk who had never made
good. He had been shifted from one
department to another until he had
served in every one of them, and in-
efficiently in all. He was a red-head-
ed, freckled-faced lad of 81. He had
emigrated to the West from Riving-
ton street, New York.

The Manager knew that Grady was
from Rivington street, New York,
and that is why he sent for him.
Down on Rivington street, New
York, the young boys live on the
open-air idea, sleeping on fire-escape
balconies, roofs, drays and push-carts
wrested from fruit-sellers. Rivington
street lies east of the Bowery, in the
district of the world which is most
densely populated, bar none, and is a
place where boys fight for what they
get. Hence the Manager sent for
Grady.

“Grady,” he said to the young
clerk, “you’ve been here a long time
and haven’t made good.”

“Yes,

“You don’t seem to have the right
sort of ability. You lack tact and
talent for details.”

sir,” said Grady.

“Yes, sir,” said Grady.

“l rather like you, Grady,” contin-
ued the Manager, “and I'm going to
give you one more chance.”

“Yes, sir,” said Grady.

“l've been thinking to-day,” the
Manager continued, “that I may have
been keeping you in the wrong
groove. You don’t do well as a sub-
ordinate, and so I’'m going to put you
in charge of a store.”

“Yes, sir,” said Grady.

“It is the store up at Conrad,” con-
tinued the Manager, “and you will
have plenty of time up there to study
up on commercial economy. Conrad
is a small, quiet place, with a mixed
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population, a population which you
must get in touch with at once.”

“Yes,

So, without any further instruc-
tions, Grady was sent up to Conrad
to get in touch with the population.
The Manager sat pretty close to his
desk for a couple of days, watching
for telegrams from the seat of w'ar.
At last one came.

sir,” said Grady.

“Send a man up to sign my bonds,”
the wire read. “I’'m arrested for mur
der.”

The Manager thought of the boy
wfith his educated left and his Riv-
ington street training and was almost
sorry he had sent him up there.
When he got to Conrad he found the
store open and doing business, with
a constable sitting out in front on a
box with the muzzle of a gun point-
ing at Grady, who was waiting on
a rather pretty girl in a blue cotton
gown.

“W hat’s coming off here?” demand-
ed the Manager of the officer.

“lve arrested Grady,” replied the
constable.

“Why don’t you put him
then?” asked the Manager.

“He won’t go,” said the constable.
“I've offered him every inducement,
but he just w'ill not go.”

“Why don’t you take him,
asked the other.

“He’s got two forty-fives under the

in jail,

then?”

waistband of his pants,” replied the
officer.

“What did he do?” demanded the
Manager, holding on to himself for

fear that a laugh might annoy the
constable.

“He put Bud Beers out in one
round,” was the reply. “When the
other boys came at him he swiped

them with an ax-handle. They’re all
in bed.”
“Well, I'm going in to see him,”

said the Manager, w'ho had not re-
vealed his identity to the constable

“Be careful,” said the constable,
“if he takes a dislike to you he’ll give
you a smash that will land you on
the roof of that store across the
street. That feller’s been living off
fights ever since he got here.”

The Manager went inside and sat
down at a desk. Presently a justice
of the peace came in with a book
under his arm and opened court.
Grady winked at the Manager and
took the justice by the neck and
threw him out of the store. The
constable looked on and caught all
the words the justice did not dare
shower on Grady.

“Now,” Grady said to the Mana-
ger, “if you’ll go out there and sign
my bond I’ll be a little less hamper-
ed in my business. | told the con-
stable that if he wasn’t away from
there in half an hour I'd mix him
up with the scenery, and it is most
time for me to begin operations.”

The Manager signed the bond and
proceeded to find out about the
chances for life of the men Grady
had coaxed into good conduct with
an ax-handle. He found that Grady
had acted only in self defense, and
managed to have the complaints dis-
missed. When he told Grady what
he had done the clerk frowned.
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“Now,” he said, “there won’t be
anything doing here.”

“Except business,” said the Mana-
ger.

"Yes, sir,” said Grady, “but how
am | to find amusement in this nice,
quiet little place—as you described
it to me?”

“I'm going to send you to a large
city,” said the manager, “and pro-
mote you. This store will be closed,

and you will be Assistant Manager in
the new place.”

“Suppose,” said Grady, with a
longing look in his eyes, “suppose you
let me run this store a month long-
er? The boys will be out by that
time and what I'll do to them might
make me Manager, if what | have
already done pushes me up to As-

sistant. Besides, 1'd like another
crack at Bud Beers.”
But, then, of course, a clerk can

not always use an ax-handle and be
promoted for his dexterity with it,
but there are many who would like
to on occasion. | tell this only to
show the other side to this courtesy
proposition. Alfred B. Tozer.

Baker Must Advertise.

It is policy for the baker to pro-
mote the demand for high-class nov-
elties as much as- possible. With a
little effort he can lead his customers
along to buy better food year by year.
This is especially true in the smaller
cities and towns, where it needs a cer-
tain amount of educational work to
elevate the standard of taste to the
point when people will ask for some-
thing besides pie and cookies. But
tact, perseverance and setting before
the people, in the show window and
in the salesroom, samples of baking
that are better or different from what
they have been accustomed to buy,
will surely lead to the sale of the
more profitable lines. Above all things
the baker must advertise. Not always
in the newspapers, but by personal
effort, by circulars, by letters, by ar-
tistic display in the windows of the
lines offered, Newspaper advertise-
ments are effective because they reach
more people at once than any other
way the baker has of talking to them.
The baker need not necessarily say
much; but what is said must be to
the point.

“What has become of that simpli-
fied spelling movement?” “It was held
up by the fact that dialect writers
could not get into the habit of leav-
ing out the apostrophes for omitted
letters.”—W ashington Star.

“It took that racing automobile
twenty minutes to pass this house.”
"Impossible.” “Fact. 1 could hear it
ten minutes before it got here and |
could smell it ten minutes after it
passed.”—Toledo Blade.

BUSINESS CHANCES.

For Sale—The hardware stock formerly
belonging to the Post Hardware Com-
pany. Stock Is now_in first-class mer-
chantable shape and in one of the choice
locations of the city. Will sell either
with or without lease of store. Address
The Edwards & Chamberlin Hardware
Co., Kalamazoo, Michigan. 355

Kodak films developed, 10c per roll
size. Prompt attention given mall
orders. Prints 2%X3}4 to 3%X4i4, 8c;
4X5 to 314X514, 4c. J. M. Manning, 1062
Third Ave.,, New Tork City. 354

an



OUtIaSt Shingles THE bmemr ferxi  SkrM ri

Slag or Tin v

is no question but that Reynolds Flexible As-
* HERE i ion but that R Ids Flexible A
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 \MB Lm NI@ra Faﬂs to m
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 crashed 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 apﬁearance. We back arid m a repaie Whmméémd W Ica
them with a ten year guarantee, but know from years of
experience that they will last many times that length of
time. Worite for free booklet on slate.

We also manufacture Asphalt Granite roofing in roils.

H. M. Reynolds Roofing Co.
1¥2 Oakland Ave. 9 Shredded WheatC d ftay

Grand Rapids. Mich. Wihgira fah. H-T.
Established 1868

Wimméémé W&eaC p - ft

WV sf pairs.

Getting in the “Cheap Class”

& H. ALBEE

N U/O0RDS OF

JheWiseyVyerchants



The Ideal Clothing Company’s

WABASH STRIPE

Uniform Overall Suits are deserving of
publicity. We have therefore decided to
advertise them to the wearer in a manner
befitting their worth—HONESTLY and
EARNESTLY—with the conviction that
springs from knowing that they are all
that we represent them to be.

We reproduce on this page a very attrac-

Fac-simile of Stifel's Celebrated Wabash Stripe Pure
Indigo Drill, which is unsurpassed in wearing quality,
permanency of color and pattern and warranted not to
break in the print.

No. 176 Men’s Apron Overall, full pantaloon cut,

tive card which we have had printed forthe S Cpenmgon sie Ha wo front swiss pockets made

of 2.50 weight Pepperell drill, combination watch and pencil
pocket on bib, one rule and two hip pockets, Silesia lined
eXpress fly. Trimmed with high grade gold gilt buttons and double
stitched throughout with extra heavy thread. Has a de-
tachable suspender made of extra heavy ¢-inch web with a
pLI rpOSG calf leather back piece and heavy chrome leather tab.

No. 1276 Overall Coat, is made just like custom made |
Of a d - coats, having side, back and shoulder seams, round corners |
in front and a shapely collar. Cut very full in size and is
- of extra length. Has two large side pockets and combina-
Ver'“S_ tion safety watch and pencil pocket. Double stitched
throughout with heavy black thread, all seams flat felled,
detachable gold gilt buttons.

|ng d |' Try a Suit of our Wabash Stripe and we will guarantee
you perfect satisfaction. Price 81.00 per garment.

reCt 0 The 1deal Clothing Company
the

consumer. These cards, with name
and address printed on same, will be
furnished to any merchant placing an
order for WABASH STRIPE suits.

For an order of five dozen or more
of these garments we will also run a
six inch advertisement in your local
paper for a period of five weeks, and
in this manner create a demand that
cannot help growing as these goods
become known.

Samples sent prepaid

The Ideal Clothing Co.

Grand Rapids, Mich.



