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N O T I O N S
Thirty-four years ago in a little store in Rowt/wi 

house pure and simple.

And from that day to this, though we have orw 
five departments, from that first store to five great d& 
has been our favorite child.

Notions are the quick-selling little thing* wit« 
any regular department.

For this reason many merchants have treated  f 
a step-child—a necessary evil.

When in reality, besides selling five times as fas 
notions than in most things that take five times thei 
investment.

For absolutely everything in notions that *d 
to right values, for the “ new  things'* while they * 
catalogue.

The book for May is just out. Its theme h 
copy? Write or wire for No. F. F. *79.

tO tto f l

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

N E W  YORK CH ICAG O  S T . LOLLS M INNEAPOLIS DALLAS

Sample Houses: Baltimore, Cincinnati. Kansa» City. Milwaukee, flwmii» San irwwssco. Srvrrle



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!

W e have a system  designed for you 
—built around your needs and e x 
periences.

I t  dispenses w ith book-keeping— 
I t  makes every charge at the time 

of the transaction—
Every credit when the money is 

paid;
T he balance is always show ing; 
T here’s no dispute possible;
Every C. O. D. is properly checked; 
In case of fire, your record is per

fect;
Your clerks have m ore time and less 
w o rry ;

Y our credits are self-adjusting— 
you select the desirable from the un
desirable;

You save from one to two hours 
every day in T IM E —the m oney tha t 

would ordinarily  be lost through im perfect m ethods is Y O U R S—and 
you have at least a full m onth m ore for yourself every year.

All Accounting is Done W ith a Single W riting—
No Posting—-No Balancing!

A post-card, addressed to  us, an requesting the facts, will bring 
the complete details to you. Mr. M erchant, it’s well w orth  looking into!

T h e  A m erican Case & R egister 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

In About Four Hours
And with very little trouble you have 

light, wholesome bread by using

Fleischmann’s Yeast
Have your customers write for one 

of our recipe books

r n i  T ^ l  * |  _  427 Pl um St.the Meischmann Co. Cincinnati, owo

Built on Proven 
Principles

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 exam ined and approved 
by scientists of w orld  renow n; by Federal. S tate and Municipal officials, and. best of all, 
by the thousands of p rogressive  m erchan ts  in all parts of the world.

O ur factory recently made a te st of one of our stock scales. A 10-lb. weight was 
automatically placed on and off the platform until a weight representing fo rty  years  of 
actual service was registered. Each day th e  C hicago D epu ty  Sealer tested  th e  scale to  
its full capacity . The final te st showed the scale in as perfec t cond ition  as the first.

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

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

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

The Computing Moneyweight Scale Co. D irect Sales

bcale Lo. 58 N. State St., Chicago Offices in Ail
Dayton, Ohio G rand Rapids Office, 74 So. Ion ia  St. Prom inent C ities 

Please mention Michigan Tradesman when writing

T h e W alter K itch en  C abinet
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.

W alter Cabinet Co.
Wayland, Mich.

'T W E N T Y  YEARS ago a new industry 
was established by T he Computing 

Scale Co., of D ayton, 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 crow n 
ing glory of their efforts is the DAYTON- 
MONEYWEIGHT AUTOMATIC.
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2. Done by the  Legislature.
4. News of the  Business W orld .
5. Grocery and Produce M arke t.
6. D etro it Produce M arke t Page.
7. M erchant of Long Ago.
8. E d ito ria l.
9. Saginaw is on the Map.

12. N atio n ’s Greatest Asset.
14. Going to the Consumer.
15. Lost Energy.
16. A fter the D ay's W ork .
18. B utter, Eggs and Provisions. 
20. W om an’s W orld.
22. D ry  Goods.
24. Behind the  Counter.
28. Stoves and H ardw are .
30. Collecting.
32. Shoes.
36. W indow  T rim m in g .
38. Luck or W h at?
39. Secret Price M arks.
40. T h e  Com m ercial T rave ler.
42. Drugs.
43. Drug Price C urrent.
44. Grocery Price C urrent.
46. Special Price C urrent.

in  Pittsburg the boy* are 
thnsiastic over bird bouses, one 
city papers offering prizes to 
who will construe! the seat«) 
for their parks. The result is 
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man which wifi have a wvU 
economic importance besides 
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M ERCHANTS’ W EEK .
M erchants’ W eek this year will be 

bigger and better than ever before.
The prelim inary announcem ents are 
being sent out and com m ittees are 
pushing forw ard the arrangem ents all 
along the line. No detail will be 
neglected tha t will make those who 
come to Grand Rapids glad they 
came. An outline of the program m e 
is to devote the first day, W ednes
day, May 31, to registration  and g e t
ting acquainted, l or T hursday a ft
ernoon the visitors will be given tick 
ets, good on the stree t cars to  Ra 
mona and return  and to all the shows, 
side shows, concessions and the thea 
ter at tha t popular resort afternoon 
and evening. The annual banquet will I 
be served in the Coliseum a t 1 o ’clock days comes t!
Friday afternoon, and it is expected house fly, and 
speakers of national reputation will through its sp 
be in attendance to entertain  and in-1 citlosis and vai 
struct. W hile the m erchants are a t j have been mar 
the banquet the ladies will be enter- J are still plenty 
tained at the St. Cecilia with a re
ception, luncheon and musical pro
gram me. T he banquet will be in the | Me. 
afternoon to  enable the m erchants to J A few fli 
catch the evening train  home, to  be J some dark 
back in time for the Saturday trade, dow sash < 
in form er years m any have been I are ready to come *nf (faring i 
obliged to  miss the banquet as they warm days and set up hmsseket 
could not stay over. j which from the hum an >  inf

■I.  — j means quite the reverse Sme-

THE NEW LIFE. i!e pai* cf *** m xj V  * *
I ancestors o f T0.JWD <

W ith the early weeks in spring, . . . . . .  " -. . .  i their kma :n i  i.*  a ^
when every breath of air is filled w ith 1 , .  , _ ^
renewed life, we som ehow catch a b it { 
of the invigoration, and if ever we .
are to  take up a new w ork or pursue [ _ .  . , . _  .
the old w ith a two-fold ardor, it is j ^ -table in
now. breed m illions unless scrupufo

Life with m ost of us is full of b u s i- j; .  Refuse of
ness. Yet, if we but stop to  think of | j na v * « ta b le s  <4 f  nm* m  eve 
it, there are o thers accom plishing I paper afford* them an ra<*-r «* 
ju s t as much of the routine w ork and I ,xr «railed at the bowse-wife 
still finding time for som ething out- J efefiovss a- t “chase a f a  i -. 
side which will open a new life c r ! e_ | | j aE :t  eseane Yet 3 
make the old one broader and m ore j npg f2r the to rrec t - v
w orth the living. I t  is the easiest a|i__as m arT of be- <!««— d i
thing in the world to  pick up some j $ndm g out.
one thing now and resolve to  follow j T he dealer m food products h
it through the season. Sto look well for the removal

. do not 
beginning

>r other hidii

T o  O a r  F rf lo v
M e r c h a n t *

GAIUTUG AM HOMO*

marnmn 9m f&mmm
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DO NE BY T H E LEGISLATURE.

Bills of Interest To Merchants and
What Happened To Them.

Written for the Tradesm an  

W hile there has been a long, loud 
and persistent cry to the effect that 
m em bers of the Forty-sixth Michigan 
Legislature devoted m ost of their 
time to enthusiastic wind-jamming 
and petty  squabbling before they a d 
journed on W ednesday, Apriy 19, a 
glance over the record piled up shows 
that things were not quite as bad as 
some would have them seem. To the 
business and industrial world law
making alone does not constitute the 
work which the legislators must grind 
out. The killing of some pieces or 
proposed legislation is as good a 
stroke as the enactm ent of others, for 
the simple reason tha t each session 
scores of bills are introduced, which, 
if passed, would spell ruin to more 
than a few businesses in the State. It 
can not be said tha t the 1911 Legis
lature was not watchful in way-laying 
some of the bad stuff. The fact that 
a good portion of the time was spent 
in squabbling accounts for this.

M anufacturers of alm ost every kind 
of machinery insist that they would 
have been forced out of business had 
the W olcott bill passed. This bill re 
quired machinery m anufacturers (and 
it made no classifications! to use a 
standard pattern of dies. The obvious 
purpose of the bill was to force m an
ufacturers of farming im plem ents to 
use the same kinds of nuts, bolts, etc., 
so that the farm ers would not be put 
to much trouble in repairing their m a
chines. The strength from the farm 
ing districts asserted itself in the 
House and the bill passed tha t branch 
of the Legislature.

The combined efforts of hundreds 
of Michigan m anufacturing concerns 
from the big automobile companies of 
D etroit down to the small machine 
shops scattered through the State 
were then centered on the Senate. The 
business men appeared before the 
Senate committee, in whose hands the 
bill was placed. T heir p rotest was 
forceful. “They would simply be driv
en out of business,” they said, “if the 
bill passed.” The Senate killed the bill 
w ithout hesitation. All of which goes 
to show that if there had not been a 
long draw n out squabble this piece of 
harmful legislation would have gone 
through.

T he m ortgage taxation problem, 
which has been the bugaboo of the 
statute books for many years, was set 
tied amidst storm y ceremonies. The 
Fowle bill, requiring a single registra 
tion fee of 50 cents on each $100 was 
the path chosen to the solution of the 
question. The bill was vigorously op 
posed by several members of both 
houses, who claimed that it would ex
empt from taxation millions of dol
lars’ w orth of m ortgages now on the 
books. Senator Taylor, of Kalam a
zoo, still persists that the measure is 
full of jokers and will cost the State 
more than $1,000.000, the result of cut
ting off the m ortgages now registered. 
Senator Fowle drafted the law after 
those now in effect in other states, 
and said they worked w ith admirable

results. He was anxious to amend 
the bill to cover the objections raised 
by Mr. Taylor. In fact, several am end
m ents were made. One excluded 
building and loan associations from 
the provisions of it; another changed 
the w ording so that land contracts 
will stand no chance of slipping away 
In cases where m ortgaged property 
extends over a county line, the law 
provides that the tax shall be paid 
in the county where it is registered.

The hardw are dealers of" Michigan 
found it necessary to protest against 
one measure which, if passed as orig 
inally introduced, would have w rought 
havoc with their sales. This was 
the Barnahy bill, regulating the sale 
of deadly weapons. The bill pro
vided that all persons wishing to buy 
a revolver or other weapon must 
first obtain a license from county 
officials. A delegation of hardware 
men appeared before the comm ittees 
in whose care the bill was placed 
and explained that such a piece of 
legislation would serve only to turn 
business into the mail order chan
nel. This bill passed, after having 
been amended somewhat. Even with 
the amendments, it is understood that 
the hardw are men are not satisfied.

The Mapes bill, prohibiting trad 
ing stamp and o ther gift enterprises, 
is as im portant a measure as came 
before the Legislature this year. A l
though several other states have in
troduced bills prohibiting this kind 
of business, it required a whole lot 
of work to put the measure through 
in Michigan. The Sperry & H utch
inson Co., a concern which distributes 
stamps among dealers and also e s 
tablishes agencies with prem ium s for 
their redem ption, was a powerful in
fluence against the bill. An attorney 
for the trading stamp firms was in 
Lansing, and calmly w ent about his 
task of finding some one who would 
arise in the Senate and. rip the bill 
up and down the back.

Senator M oriaritv was invited, but 
declined with thanks. Then Senatoi 
Collins, of Bay City, was given a bid. 
He accepted. A fter Senator Mapes, 
sponsor of the bill, had spoken at 
length, and endeavored to show that 
it was the trading stamp firms and not 
the “common people” who reaped the 
benefit of this kind of business. Col 
lins went to it w ith a half hour 
speech, defending the trading stamp. 
H e declared this means of giving out 
premiums was only another means 
of giving discounts on cash sales. 
H e said tha t m any poor people lived 
in modestly furnished homes by v ir
tue of the fact tha t there was such a 
thing as a trading stamp.

T his bill went through the Senate 
after a sharp struggle.

On the last day of the session, 
when bills were being killed and 
passed by the scores, Senator Mapes 
realized tha t the trading stam p bill 
was still held up in the House. A 
great deal of hustling was done and 
just before the gavel sounded the 
time of final adjournm ent the bill 
went through. T he trading stamp 
people have appealed to Governor 
O sborn to  veto the measure, but the 
Chief Executive has refused.

Pawn brokers, who are not e n 
tirely congenial business neighbors 
to the jew elers of the State, sustain
ed a wallop at the hands of the Leg
islature through the passage of the 
Copley bill. U nder the provisions of 
the bill they can no longer charge 
the outrageous rate of in terest that 
is now imposed. They are placed 
under police supervision. T his bill 
also includes loan sharks of other 
species.

The pure food law relative to the 
sale of candies is greatly streng then
ed through the passage of a bill in 
troduced by Senator M oriaritv. T hi- 
law prohibits the m anufacture or sale 
of any candies containing alba, ba
rytes, talc, or other mineral sub
stance. poisonous flavoring or color
ing.

The failure of some of the adm in
istration mem bers of the Legislature 
to abolish the offices of oil commis
sioner and salt inspectors is of con
siderable in terest to the tradesm en 
of the State. G overnor Osborn, in 
his inaugural message, recommended 
such action Soon after daily papers 
began to carry advertisem ents that 
dangerouslv resembled legitim ate 
reading m atter. The advertising 
strongly favored the passage of the 
W eter bill, cutting out the office of 
salt inspector. I t  was pointed out 
later that these advertisem ents were 
being paid for by the salt manufac
turers, and tha t one new spaper in 
D etro it refused to  accept the “copy” 
for tha t reason. The Senate claims 
the credit for killing the bill. Sena
to r Cartier, of Ludington, declared 
tha t the passage of this measure 
would undoubtedly save the salt m an
ufacturers money, but tha t at the 
same time it would remove the en 
forced restrictions which have made 
Michigan salt the standard of the 
country. T he abolition of the Oil 
Inspector’s office was opposed on the 
ground tha t his w ork was necesaary 
to the protection of human life.

E fforts to wipe out the boards of 
examination for barbers and horse- 
shoers were also unsuccessful.

I t  required a great amount of 
squabbling to  pass the bill requiring 
State institutions to use Michigan 
mined bitum inous coal, when the pric
es of the Michigan product are not 
higher than those quoted by other 
states. O pponents of this measure 
claimed tha t the bill was creating a 
m arket for a product which was not 
m arketable otherwise. In  other 
words, they contended that Michi 
gan coal was so inferior to the W est 
V irginia product tha t it could not be 
sold. T his argum ent was answered 
by the fact tha t the bill provides for 
tests as to  the quality of the coal. 
Furtherm ore, it was proved that some 
county institutions have saved money 
by using Michigan coal, although it 
was necessary to  equip the furnaces 
w ith stokers to  do so. I t  remained 
for Senator John Leidlein, of Sagi
naw, to  swing the club which brought 
m ost of the legislators in line for the 
passage of the bill.

Leidlein quietly observed that 
Michigan coal is mined by organized 
labor men: that the W est V irginia va-

riety, which is now used, is dug .out 
of the ground by men whom the 
union men are apt to term  “scabs.” 
Fear that they would invoke the 
w rath of the union labor men of their 
districts persuaded m ost of the legis
lators to vote in favor of the bill.

An eleventh hour switch by num 
erous m em bers perm itted the King- 
man bill, allowing brew eries in dry- 
counties to operate, to  die a natural 
death. I t  was understood tha t the 
m erchants of the counties tha t would 
be affected were not opposed to the 
bill so long as the product was ship
ped outside of the county in sealed 
packages. Those who were looking 
after the bill were certain th a t they 
had enough votes pledged to pass it: 
but when it came up it was found 
tha t the strength  of its support was 
over-estimated. I t  was laid on the 
table and remained there.

The m anufacture and sale of fire
works, which is ham m ered harder 
each year by the “safe and sane” 
Independence Day agitators, sustain
ed another blow in the passage of a 
bill which prohibits the sale of toy 
pistols, blank cartridges and fire
works containing certain dangerous 
acids. F irecrackers more than two 
inches in length and three-fourths of 
an inch in diam eter are also tabooed.

T he weak point in the statute under 
which persons injure the wholesale 
liquor trade by doing a retail busi
ness has been remedied. U nder the 
old law a person could get a so-call - 
ed “w holesaler’s” license for $50. The 
bill made no restrictions as to the 
amount the holder could sell at one 
time. T he only restriction made was 
tha t the liquor sold should not be 
consumed in the place for which the 
license was granted. I t is claimed tha t 
unscrupulous “w holesalers” furnished 
room s above their places of business, 
sold liquor in retail quantities and 
perm itted purchasers to  go upstairs 
and do their drinking, thereby doing 
a business on a $50 license for which 
another m ust pay $500. As the law 
now stands a person operating under 
a w holesaler’s license can not sell in 
less than three gallon quantities.

In  the line of general public utili
ties much useful legislation was en
acted. Telephone and telegraph com
panies are now classed as common 
carriers, and are forced to in ter
change of service in cases where the 
one system will not reach the desired 
point.

These are some of the m ore im por
tan t m easures directly affecting the 
business men of the State which have 
been disposed of by the Legislature. 
W hen one takes into consideration 
the fact th a t the solons dealt with 
hundreds of other bills affecting one 
class or another, or all the people or 
the State, and also struggled with 
the task of appropriating about $16.- 
000,000 to the various State institu 
tions, it can not be said tha t the $800 
salary which the State gives to eacn 
m em ber was a w aste of “the root of 
evil.” H . O. W eitchat.

I t is no use lauding recording an
gels if you are afraid of a business 
auditor.
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We  Pay Your Fare W hen You 
Come To Grand Rapids

Perpetual Half Fare Trade Excursions to Grand Rapids, Michigan,
Good Every Day in the Year

T h e firms and corporations named below, members of the  G r a n d  R a p id s  Board o f  T ra d e , -  --* * bcC Every
Day Trade Excursions to Grand Rapids and will re»mh r  - Merchants - /
hereinafter stated. One- half the amount of their railroad fare. All that ;s necessar. Ur merchant ma« mg y  »»-*>»■** -v «- v  *Se w n  
named is to request a statement of the amount of his purchase m each plat e * here ; : '  l me. *r- - * ' ' - ■ * ■
stated below the Secretary of the Grand Rapids Board of Trade, 97 and 99 Pearl Street, will pay hark tn cash fo«*ch  per
son one-half actual railroad fare.

A m ount of Purchases Required

If living within 
If living within 
If living within 
If living within 
If living within 
If living within 
If living within 
If living within 
If living within

50 miles purchases made from an V Of ft
75 miles and over 50. purchases made

100 miles and over 75, purchases made
125 miles and over 100. purchases made
150 miles and over 125. purchases m ade
175 miles and over 130, purchases made
200 miles and over 175, purchases made
225 miles and over 200, purchases made
250 miles and over 225. purchases made

A gricu ltu ra l Im plem ents
In te rn a t io n a l  H a rv e s te r  Co. 

o f A m erica

Autom obiles  
W . D. V a n d ec a r

Awnings and Tents  
C h arle s  A. Coye 

Bakers
H ill B ak e ry  
N a tio n a l B isc u it Co. 
V alley  C ity  B isc u it Co.

Banks
C o m m erc ia l S av in g s  
F o u r th  N a tio n a l 
G ra n d  R ap id s  N a t 'l  C ity  
G ra n d  R ap id s  S a v in g s  
M ich ig an  T r u s t  Co.
Old N a tio n a l 
P eo p le s  S av in g s  
K e n t  S ta te

Bedding
H o t B la s t  F e a th e r .  Co. 
B elting and M ill S upp lies  
B a re la y -A y e rs -B e r ts c h  Co. 
F . R an iv ille  Co.

Books, S tationery  and 
Paper

C e n tra l M ich ig an  P a p e r  Co. 
G ra n d  R ap id s  P a p e r  Co. 
G ra n d  R ap id s  S ta t io n ’y  Co. 
C. W . M ills P a p e r  Co.

Brewers
G ra n d  R ap id s  B re w in g  Co.

Brush M anufacturers  
G ra n d  R ap id s  B ru s h  Co.

Builders' Supplies 
B a t t je s  F u e l & B u ild in g  

M a te ria l Co.
Carpets and Draperies  

H e rp o ls h e im e r Co. W h o le 
s a le  D e p a r tm e n t

C arpet Sweepers 
B isse ll C a rp e t S w e e p er Co.

C em ent, L im e a n d  Coal 
S. P . B e n n e tt  F u e l & Ice  

Co.
A. B. K now  Ison 
B a t t je s  F u e l & B u ild in g  

M a te ria l Co.

Cigars and Tobacco 
W oodhouse  Co.

C igar M anufacturers
G. J . J o h n so n  C ig a r  Co. 
Geo. H . S e y m o u r Co.

Clothing and K n it  Goods 
C lap p  C lo th in g  Co.
Id ea l C lo th in g  Co.

Confectioners  
A. E. B ro o k s  Co.
P u tn a m  F a c to ry

C rockery, H ousefum ish- 
in g s  and Notions

H . L eo n a rd  & S ons
G. R . N o tio n  & C ro ck ’y  Co.
Drugs and D rug Sundries 
H a z e ltin e  & P e rk in s  D ru g  

Co.
D ry  Goods

G. R. D ry  G oods Co.
P . S te k e te e  & Sons

E lec tr ic  S u p p lies  
C. J .  L l ts c h e r  E le c tr ic  Co.

F la v o rin g  E « tra c ts  a n d  
P e rfu m e s

J e n n in g s  M a n u fa c r u - 'g  €>. 

G as a n d  E le c tr ic  F ix tu re s

Glass
P ittsb u rg h  P ía te  G la s s

G ram . F lo u r  a n d  F eed  
G. R. G ra in  *  M ilting  "
% 3s.ilfi'y dxy  JWittinff 
Voi*T Milling- €«>
W atson A  H ig g v  - M ilt i- r

Co.
W rite s  A  Co.

G ro ce rs

L em on A  W h ee le r O t  
M nsselm ar. G ro c e r  C>>. 
W orden  G ro c e r  Go.

H ardw are
C la rk -W e a v e r  Co.
F o s te r . S tev en s  A Go.

H e a r s e s  a n d  A m b u la n c es  
M ich igan  H earse A C a r 

r ia g e  C o.

Hides. P e its  and  F u rs 
Crotaon A  R oden  Co.. L M

Hoc W ater, Stean» a n d  
B ath H eaters 

R ap id  H e a te r  Co.

M illinery  
C or!, K n o tt  A Co.

Painr» M  QMm

MSB

PStanB*«*« and «eoaeing 
SooWtee

Past

P -  m e r s '  y i i g ' . e i

P m ic a

lïe-MHBier ISA 

Vn M*wy »«andwir«! 

rspTod-Meö d t.

jomas and HsWr» 
SenweH* 

Ârœm Jhnit  Gs

READ CAREFULLY THE NAMES. as purchases made of awy other fim i w i l l  w t>t c o w o r  n o B rjr r f  f i le  j—m w ir *ji y m -  

chases required. Ask for “Purchaser’s Certificate” as soon m  you are ffcrnwffc hry«N| *  ears pfar*
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HÈWS OFTHE BUSINESS WORLD

ipen

>pen-

i- closim

Movements of Merchants.
Shepherd—Jesse Struhle has 

ed a m eat market.
Cadillac—Peter N ystrom  & 

have opened a bakery.
Conklin—John B. W icks has 

ed a blacksmith shop.
Alma—Wm. Milleman ha- < 

out his m eat business.
Plainwell—J. E. Cairn; 

out his stock of goods.
Denton—Samuel Joslin 

his store to Lee Newton.
Cadillac-—Geo. Culver has sold his 

grocery stock to Jam es Kerr.
Milan—Carl M artin has bought a 

jewelry stock in Gabon, Ohio.
Hudson—P. Stothas has sold hi- 

restaurant to Christ Malemas.
Traverse City—C. S. Cox has pur

chased the Simms meat market.
Lee— Bert Hodgman has opened a 

meat market in Grand Tunction.

has sold

Holland—H. K arsten and brother, 
Leonard, will engage business to sell 
farm machinery.

Kalamazoo—Koblenstein Bros., of 
Ksego. have purchased the Dan Aach 
’rv goods stock.

Negaunee—V ictor Nelson will soon 
establish a grocery business in the 
W alker building.

Charlotte—W . B. Reynolds has 
eeepted a position with the D. H.

I Bryant Drug Co.
Plainwell—A. L. M iller has sold his 

•nterest in the Miller Drug Co. to 
I *i- brother. John.

Hancock—S. D. N orth  & Son, con
ducting a general store, have de
creased their capital from  $65,000 to 
$30,000.

O tsego—F. G. Hudson & Co., ol 
Paw Paw, will put in a stock of c lo th
ing and boots and shoes in the Pierce 
building.

D etroit—T he G rainger-H annan Co., 
dealer in jewelry, has changed its 
name to the G rainger-H annan-K av 
Company.

Ludington—George Tripp has tu rn 
ed over his grocery and meat busi
ness to hi- son. Orville, and his 
grandson, Louis.

Peto-key — George H errick  and 
H erbert B rotherton, Jr., have accept 
ed positions with the Fochtm an de
partm ent store.

Benton H arbor—Avery, Townsend 
& Prideaux,dealers in clothing, etc., 
have changed their name to the 
Town-end Cash Co.

I M anton — W m. W estbrook and 
Jam es Trum an have purchased the 
lunch counter, confectionery and pool 
room of S. R. Earl.

Caro—A. J. Van Sickle has pur-

stock of $12,000, of which $9,000 has 
been subscribed and paid in in cash.

St. Clair—J. R. W hiting  & Co., 
general m erchandise dealers, have 
merged their busines into a stock 
com pany under the style of the W hit- 
ing-Zink Co., with an authorized cap
ital stock of $3,000, of which $1,650 
has been subscribed and paid in in 
cash.

Lansing — A clearance bureau, 
hereby the grocers may keep an 

up-to-date list of every custom er in 
the city, has been planned by the 

ansing Butchers and G rocers’ As- 
>ciation. A ttorney John McClellan 

has been retained to take charge of 
issemhling the names of the 5,000 or 
5.000 custom ers ajid these will be 
kept for reference. By this plan each 
grocer will have a key number. He 
can find cu t w hether a custom er's 
credit is good o r bad by merely te l
ephoning to the bureau and giving 
his kev number.

bree Rivers—The W agenaar Co. | ch ased the building form erly occu
pied by K ellog’s bakery and will open 
a flour and feed store.

will - on open a grocery stock in 
the Null building.

D etroit—The Continental Coal Co.
1 has increased its capital stock from 
| $25,000 to  $50,000.

M anistee—Mr. Klassen has opened 
! a m en’s, women’s and children's

Sturgis—Albert Bay, of P la inw ell,! clothing store here, 
has purchased the m eat m arket here. D etro it—The Fairview Foundry Co

Grand Ledge—The firm of Moore j has increased its capital stock from 
& Canfield has dissolved partnership. $100,000 to $200,000.

Kalamazoo—Benjamin Salomon ha- 
closed his cigar business and re 
ti red.

Alma—Smith Bros, have purchas
ed the grocery stock of Wm. Ams- 
bury.

Vanderbilt—D. M. Sly has pur-
chased the a 
Long.

Lowell—J. 
the produce

onerai store oi

Dykehou;
business

Geora

Stanton—The stock of 
M arket has been sold

Cadillac—The busme 
Smith has been put in the hands of a 
trustee.

Plainwell — E. F. M artin ha- 
bought the m eat m arket of John 
Pobuda.

Big Rapids—S. S. Smith will re 
open his old m arket in the Smith 
building.

P ort H uron—E. W. Clark has open
ed a grocery store in the Sanders 
building.

Sault Ste. Marie—Joseph McQueen 
j and J. P. Laughlin will conduct a 
j grocery business here.

Crofton—H. H. H olbrook has sold 
i his store and residence to Mr.
I Holmes, of W isconsin.

Benton H arbor—W . O. Kennedy 
I will have charge of the Diamond & 
j Son branch store here.

has bought j Charlotte—Chas. W altersdorph has 
f McCarty accepted a postion with Minnie it 

¡Tubbs, of Eaton Rapids, 
the Good H udson—W m. Spreen & Co., of
to L. E. ¡Jackson, have opened a m eat m arket 

I in the W alker building.
Benton H arbor—T. D. Prideaux has 

-old hi- interest in the firm of Rapp 
& Prideaux to his son, Frank.

F reeport—Geo. J. N agler has pur
chased the in terest of E arnest Gosch 
in the F reeport M illing Co.

Port H uron—Dudley Thom pson ha? 
left to r Quincy, ill., where he will 
establish a 5 and 10 cent store.

Gaylord—F. L. Rosenberg has 
opened a m en’s and women’s furnish
ing store in the Stein building.

of Clvdt

Owosso—B. H. and W. E. Tayloi 
have purchased the A. C. Dowlim 
shoe stock.

Grand Ledge—E. B. Smith has bee:

Allegan—Fred W ohlfiel and Chas 
Brand have bought the G rover Me 
Alpine m eat m arket in Three Rivers. 

Adrian—C. H. D rurv has sold a
employed as shoemaker in 
& H all’s store.

Petoskev—Clyde Varnum 
en a position at Jesperson 
tionerv store.

Spencer | portion of his stock in the D rury & 
Kelley H ardw are Co. to Vern Ger- 

has tak Irish.
s contee- Middleville—R. H. W atson has

sold his in terest in the firm of W.
Constantine—V. B. Newcomer has W . W atson & Son to the senior mem- 

sold his general merchandise stock |ber.
to C. D. H yatt. j Toledo—The grocers and butchers

Eaton Rapids—Fred Gale and Tom  will close their business places here- 
Mingus have bought the C. C. String- after Sundays and W ednesday after
ham shoe stock. noons.

Maple Rapids—The firm oi Caster 
line & Sickles, dealers in agricultur 
al implements, vehicles, etc , has been 
dissolved, Mr. Sickles retiring.

St. Louis—C. H. Alward has put 
in a stock of harnesses and hor?c 
fitting- in the building recently oc 
cupied by the Eagle restaurant.

H arbor Beach—The new D aylight 
Store, under the m anagem ent of Jos.
J. Leszezv, has been opened and the 
M ihlethaler Co. has moved into its 
new addition.

Miller—The Millers’ Produce Co. 
has engaged in business with an a u 
thorized capital stock of $1,000, of 
which $500 has been subscribed and 
paid in in cash.

K alkaska — The stock of general 
hardw are, stoves, farm im plem ents 
and farm machinery owned by Geo. 
A. Baldwin has been sold to W . C. 
Five, of Bellaire.

Kalamazoo—The Lee & Cady Co., 
wholesale grocer, has purchased the 
property occupied by the Daniel 
H arrigan Coal Co. and will erect a 
six-story building on the site.

D etroit—The D etroit Automatic 
Telephone Co. has engaged in busi
ness w ith an authorized capital stock 
of $250,000, all of which has been 
subscribed and paid in in property.

Concord—G. B. Bouldry and A. 
K. Tucker have form ed a copartner
ship and bought the grocery stock of 
C. N. Gillespie. T he firm will be 
known as the Bouldrey & Tucker Co.

H ighland Park—A company ha- 
been organized under the style of 
the Ben Marks Co. to  engage in the 
retail clothing business, w ith an au
thorized capital stock of $5,000, all of 
which has been subscribed and paid 
in in cash.

Ann A rbor—E gbert G. Hoag, con
ducting a departm ent store, has m erg
ed his business into a stock company 
under the style of H oag, Adams & 
Miles, with an authorized capital

Manufacturing Matters.
H astings—Donald K err will e n 

gage in partnership w ith his father 
to m anufacture flour.

Big Rapids—T he capital stock of 
the Big Rapids Electric Co. has been 
increased from $35,000 to  $50,000.

Belding—M. G. H otchkiss has se
cured a position as traveling sales
man for the Ballou M anufactur
ing Co.

South Boardm an—R. V. Sanford 
has secured a position as traveling 
salesman for the Cadillac Ice Cream 
Company.

D etro it—The M otor W agon Co. 
has engaged in business with an au
thorized capital stock of $150,000, o: 
which $90,000 has been subscribed 
and $15,000 paid in in cash.

Lupton — The Ogenaw Cream 
Cheese Co. has engaged in business 
w ith an authorized capital stock of 
$1,000, of which $600 has been sub
scribed and $400 paid in in cash.

Development Bureau Annual.
The annual m eeting of the m em 

bership of the W estern  Michigan 
D evelopm ent Bureau will he held at 
the offices of the Bureau in T raverse 
City on W ednesday, May 3, at 2 
«'clock. At this m eeting two d i

rectors will he elected for each of 
the tw enty counties in good stand
ing and one director for each tran s
portation company holding m em ber
ship in the Bureau. In addition to 
the election of directors, the annual 
reports of the’ officers of the Bureau 
will he read and the work of the past 
year reviewed and plans made for the 
future.

Elgin Board Prices.
Elgin, 111., April 24—T he price ad

vanced lc  to-day under stronger a d 
vices from o ther m arkets.

Only one lot was offered on the 
Call Board, upon which a bid of 
23^>c was made. The output fo r the 
Elgin district shows a little increase 
over last week.

South Bend—T he American Credit 
Co. has opened a jew elry store here 
under the m anagem ent of Jacob W e- 
guson, of Grand Rapids.

i
4
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T te  Pt v iace Martes.

T he G rocery Market-
Sugar—T he prices have advanced 

5c during the week to  5.24 for Mich
igan and 5.34 for E astern , and the 
m arket is firm, with fu rther advances 
probable.

Coffee—The demand from the r e 
tail trade has been very good during 
the week iust past, but m ost of the 
dealers are taking supplies only as 
needed. The m arket rem ains practi
cally unchanged by the increased 
sales of valorization coffee. The visi
ble supply of coffee is about as e x 
pected, the decrease for the m onth 
being 385,825 bags, as compared with 
a year ago. T his was considered 
very good in view of the light March 
deliveries. W holesalers seem to  be 
at a loss as to ju s t w hat the m arket 
wi'l do in tht next th irty  days, but 
the m ajority  think quotations will be 
higher.

Canned Fruits—T he demand is of a 
fair size for nearly everything in thi~ 
line. Apples in gallons may go still 
h igher as the supply is small. Green 
apples are well cleaned up and the 
stock left is selling very high. Futures 
in H awaiian pineapples have been 
selling very well during the past two 
weeks. Peaches, pears and apricot- 
are unchanged in price since last 
week.

Canned Vegetables—T he m arket on 
canned tom atoes is about the same as 
last week, but prices are expected to 
go som ewhat higher, as stocks are 
much sm aller than usual a t this 
time of year. A report from Can
ada states tha t the m arket there is 
well cleaned up and tha t the supply 
of corn and peas is much smaller 
than usual. T here is still a demand 
for cheap peas, but it is alm ost im 
possible to  get any.

Dried F ru its—̂ The sales in prunes 
for im mediate delivery are very light, 
but some business is being done in 
futures at prices much above open
ing prices of last season. The coast 
is said to  be nearly bare of all kinds 
of dried fruits. E vaporated apples 
are high and m oving slowly. Peaches 
are increasing in dem and as they are 
about the cheapest article In tire 
whole line.

Rice—T here is little new to  re
port. Prices are unchanged and the 
demand from both the city and coun
try  retailer is only m oderate. The 
fact tha t prices have been cheap and 
are still so does not seem to increase 
the dem and as it should. Millers in 
the South have become alarm ed at 
the condition of the m arket, in that 
buyers do not seem anxious for sup
plies and they are organizing selling 
companies for the purpose of m ain

taining prices to  m arket their p ro  
i net.

Spices—There is no change in *1 
| m arket. Demand from the ret; 
(grocery trade, and their seiKssg 
consum ers, is about norm al fo r ti 

I time of year. Supplies are not lar: 
in m ost w holesalers hands and pric 
are firm.

Syrup and Molasses—The syxj 
I m arket is showing m ore strength  th 
! fo r some tim e and the demand co 
j tinues good. M olasses is holding 
I prices quoted, but the supply is n 
large. Glucose has advanced fi 

j points and is still holding firm.
Olives and Olive Oil—The dema 

for olives shows a slight increa 
over a short time ago and price; a 
firm and unchanged. O live; in qu; 
jars are selling much higher than 
year ago. The m arket on olive oil 
is firm, but weak on cottonseed oil. 
and some of the w holesalers are look
ing for a decline.

Salmon—T he Seattle T rade Regis- j 
te r  says tha t so far as spot salmon 
is concerned there is scarcely any 

| th ing doing. Stock- seem to  be p re t
ty  well cleaned up and those who 

| are lucky enough to  have any amount 
| are holding it for their regular trade 
Packers, having been taught by les
sons of the past, are acting very con 
servatively in regard to  booking o r
ders fo r futures. D uring the past 
tw o or three seasons speculators have 
bought large am ounts of stocks, con
sequently when it came to  make de
liveries they were unable to  take 
care of their regular customer^, and 
had to  make pro rata  deliveries. Al
though there are large num bers of 
buyer; in the m arket, the large pack
ers will endeavor to eliminate the 
speculative feature by confining 
them selves strictly  to  the wholesale 
grocery trade. N othing is known a; 
yet regarding future prices, anything 

I in tha t direction being pure guess 
work, although the opinion appear; 
to  prevail tha t they will be at least 
10c h igher than those of last season.

¡.A-

j i s c  for No l :  p  
Cabbage—50c 

I S3.75 per crate: 3

I per sack, 
j Cucum ber-—f l  

Eggs — Loca

Grane F r u i t  -

Horn
id  T2i

box: M essinas. « 
L ettuce—10c p. 
O nion ; — >t>;

FI.75 per crate.
O ran ge-—Red! 

3.50 per b o x : Vi

Pop Corn—90c 
rf?3Fic per fb. ?

Potatoes—T he 
13"'u 40c at OTitsrc 

Poultry— Locs 
¡ h e n s :  1 5 c  for" 
[roosters: 10c for 
19c for turkeys: 
20c.

Radtshes—20c 
Straw berries— 
T  omafoes— §2.

24

Veal -TV-jTei

T here never was an em ergency that 
did no t have its remedy. Sometim es it 
is no t easy to find the man who 
knows the rem edy and how to  han- 

i die it though.

| Secretary Percival 
In te rest Gene: 

1 Port H uron. Ap

past tw o weeks. Fl

W orking 
:al Mercfe;

Experience is like a lemon squeezer 
| —if there is anything in a man it wrll 
¡bring it out. If  there is nothing in 
I him it will leave him empty, as it 
found him.

“M any are the afflictions of the 
j righteous f* but they are not to be 
| com pared w ith the  “w ay of the 
| tran sg resso r*

T attend 
business 
them an 
sociation 
seem to  
regards
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Detroit Produce Market Page
B EN EFITS OF COLD STO RA G E, j turkey killed in December will bring

-------  I a better price next May, June or
Through Its Influence Standards of July than a freshly killed bird. The 

Living Have Been Raised. j reason for this is that the frozen bird | 
Detroit, April 22—O w ing to  news- j was killed when in its best condition, 

paper agitation and the unreasonable As it has not deteriorated in any way. 
and wild legislation which they are j it is but natural tha t it should bring 
try ing to put through in the legisla- the better price.
tures of the various states against i There is also another class of goods
the cold storage business, the w riter j carried in cold storage tha t does not 
thinks it is time for some one famil- come into the food line, tha t is. wool- 
iar with the business to say some- ens, furs, etc. All large wholesale dry 
thing for that business: not that it goods houses now have cold storage 
needs any defense, because it is per- plants of their own, where they put 
feetly legitimate and is one of the goods to carry them over the sum- 
greatest benefits bestowed on hu- m er m onths to prevent them from be- 
manity in the nineteenth century. I t  j jn g moth eaten, etc. 
has been a benefit to  the farmer, as You often hear the rem ark made by
he can get a fair price for his pro  ̂people who are not familiar with the
net when he has it to sell. be it eggs. stora£,e business, tha t goods from 
butter, cheese, meat, apples, pears. ^  w ith am m onia.
peaches, various kinds of grains, o* 
anything produced on the farm. Col 
storage has been an equal benefit t 
the consum er and has raised

E S T A B L IS H E D  1891

I This m ight happen in some out of 
date plant where they run direct ex

, .pansion—bv this I mean expanding the , . . ,. . • ..| their ammonia directly into coils in
standard of living all over the world
as it enables the consum er to buy at 
a reasonable price in time of scarcity.

T want to say one thing, which you 
will all know to be true if you stop 
to think: Previous to cold storage 
coming into general u

the room where goods are stored. 
However, no modern cooler is equip
ped in this way. but use w hat is call
ed the brine system : tha t is, the 
anhvdrous ammonia, through various

F. J. S C H A F F E R  & C O .
B U T T E R , EGGS A N D  PO ULTRY

396 and 398 East High Street, Opposite Eastern Market
a  U o n c o c  * Ionia E g g  & P ou ltry  C o., Ionia, M ich.Associate Houses f Dundee Pro^uce C o ., D undee, M ich. Detroit, Mich.

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., W estern Market

( Main 4922
TELEPHONES^c i ty  4922 Detroit, Mich.

, . processes too long to mention here, isthere were * . . T. ., , , , liquefied m the engine room. It ismore goods destroyed and damaged ., " . , . then expanded m the hnne cooler.
bv reason of warm w eather in tins , . , , , __. The brine, which has warmed up sev- 
countrv everv vear than are stored in . ,, ,• • . . .  | eral degrees m its passage through
all the cold storages in this country . . 1 1  . v ,. various rooms, passes through this
during the same period of tune.„  , , . . .  cooler in spiral eons, thereby having
Hence it must be seen bv any think- . .. . , , , • .., , , , the heat it has absorbed in its pacing person that cold storage, m place . . j  u. . .  . , , , sage through the room s extracted bvof raising prices, lias exactly the op- . . , ~ , ., , . , this ammonia m the cooler. lh isnosite tendency and is a benefit to the 1 . , ., ' .  brine, after being cooled, is then
whole community. , , , . .,, . ,, pumped through the various coils inThere is nothing secret about the 1 ? . ,, . , . . . .  rooms, returning everv time it hascold storage business. W e use no . . ,. . .. , , . , made the circuit of room s to the brineadulterants or chemicals to preserve, , , . , . r cooler for the extraction of the heatthe food m our possession. We mere- 1
, . . * ,, . __. gathered up. Consequently, you canlv go on the principle tha t goods s , ; ,
' ,  : , , , _  . I readilv see that in a m odern coolerwhich are not to be frozen m ust be .- . .. ,  ̂ . , „ . that is properlv equipped the ammo-carried at a tem perature as low as I , ,
, ... , ... . r •   -T-i ■ nia never leaves the engine room .:they will stand w ithout freezing, ln i s l

, , • , hence there can be no ammonia taintprevents them from ripening, and as I
,. , f t__ 1 in m erchandise stored.most raw articles of food have to .

, r .. . ! In  conclusion, I w ant to say thatripen before thev decav. you can . . . .
‘ jm 1 A •- anything tha t is received in a modernreadilv see how this tem perature win -

benefit them. There is also another stora-?e' ,f handled by men who
point that the cold storage man has know their business, will come out in j 
to watch. This is the degree of hu- good condition for the length o:

, , . , r time a man has to hold it to put it 1rmditv for the various classes of mer-
, J. -.»u-,. . i , cJ o n  the m arket. There is not likelychandise. Then there is another class . . j
c , v j  , ... „om.K- to be any man so foolish tha t he willof goods handled bv us. n am eij. J . , |

goods that will keep best through ^  good goods, place them ,n cola j 
freezing, such as butter, meat, poul- storage, pay storage, insurance a n , ,  
trv  fi=h, etc. B utter is stored during in terest on his money invested and 
Tune, when it is at its best for flavor, w ant to  hold them long enough to j 
bodv, etc., and will keep perfectly for | take out inferior articles, which he 
a vear if carried in a room below zero  would have to sell for a smaller price 
Fahrenheit. Poultry  is killed during !than the fresh goods in the market, 
the late fall and early w inter, when ! The limit on goods should not be 
it is at its best. Take any m arket the ir age but their condition when 
report and you will find tha t a frozen offered for sale in any m arket. This

BU TTER.EG G S
CHEESE. FRUITS
PRODUCE OF ALL RINDS
Office and Salesrooms. 34 and 36 M arket St.

COLD STORAGE 
AND FREEZING 
ROOMS

435-437-439 W inder St.

R. HIRT, JR.
W HOLESALE FRUITS A N D  PRODUCE

iftxTf? o ' Main 12l8 P H O N E S  , M ain5goe DETROIT, MICH.

Egg Cases and Fillers
Direct from Manufacturer to Retailers

Medium Fillers, stravvboard. 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. Carlot prices on application.

L. J. SM ITH :: Eaton Rapids, M ich

M c D o n n e l l  B r o th e r s  C o .
Highest Price for Eggs 

Send for Our W eekly Offer 
A Postal Brings It. Address

Egg Dept. McD o n n e l l  b r o t h e r s  c o .
35 W OODBRIDGE ST . W E ST  DETROIT

Cash Butter and Egg Buyers

HARRIS & THROOP
W holesalers and Jobbers of Butter and Eggs

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

D ETR O IT, MICH.

W e do printing for produce dealers
Tradesman Company 

Grand Rapids

RUSSELL ST.
, MichiganSCHILLER & KOFFMAN £

We buy EGGS, DAIRY BUTTER and PACKING STOCK for Cash
Give us your shipments and receive prompt returns. W ill mail w eekly  quotations on application.
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should apply to  all eatables, w hether 
out of cold storage o r not, as any one 
reading this article can readily see 
there are many things tha t are not 
fit either to  be drunk or eaten until 
they have reached' a certain age.

P. R. Newman, 
M anager Booth Cold Storage.

What Other Michigan Cities Are D o
ing.

W ritte n  fo r  th e  T ra d e s m a n .
The Y oung M en’s Business A sso

ciation of P o rt H uron will make an 
effort to prom ote a more friendly 
feeling between the farm ers and the 
business men of the city in the in
terests of be tte r roads leading into 
P o rt H uron.

M. F. Gray is the new Secretary of 
the Lansing Business M en’s Asso
ciation.

Coldwater may be pardoned for 
feeling a bit chesty over the fact that 
the headquarters of the B attle Creek, 
Coldw ater & Southern Railway Co. 
are located there. W hile the road is 
still on paper, its prom oters feel sure 
tha t the laying of steel will begin 
this summer.

The annual banquet of the Petos- 
key and Em m et County Im prove
m ent Association will be held at Pe- 
toskey May 2, w ith P resident H. B. 
H utchins, of the U niversity of Michi
gan as the principal speaker.

Benton H arbor is delighted over 
the announcem ent tha t the F ru it Bel 
line to  Kalamazoo has been taken 
over by the Michigan U nited Rail
ways and the prospects of being made 
an im portant term inal and outlet for 
both passenger and freight traffic b e 
tween D etroit and Chicago.

T he need of having a paid secre
tary  was urged by several of the 
speakers at the annual m eeting of the 
T raverse City Board of T rade held 
last Friday evening. T he officers 
elected w ere: President, John G. 
Straub; V ice-Presidents, H. A. Mus- 
selman and A. V. Friedrich: D irectors, 
W . H. Umlor, Jos. Sleder. Thos. H. 
Sherm an, H. S. Hull, W . F. Calkins. 
Geo. G. Covell, L. F. Perkett, J. O. 
Crotser, E. \V. H astings and Frank 
W . Carver.

One of the largest industrial con 
cerns of Escanaba, the Escanaba 
M anufacturing Co., has adopted a 
new pay check, which reads, “N ot to 
be Cashed at a Saloon.’’ T he checks 
have been issued twice and each time 
every man and boy employed in the 
factory reported for work the next 
m orning following pay day, som e
thing tha t has never happened before. 
O ther large concerns are considering 
the adoption of this method.

Friday, April 28, is Clean-up Day 
in P ort H uron, by proclam ation of 
the Mayor.

The village of F rem ont will vote 
June 5 on the proposition to incor
porate as a city.

N ot so much a “bigger city, but a 
“better city” is the new slogan of 
the advancing times. Playgrounds, 
parks, baths, concerts and art mu 
seums for the people, clean streets, 
pure w ater, public safety • and eco
nomical governm ent—these make for 
be tter cities and for larger cities as 
welli A lmond Griffen.
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M ERCHANT OF LONG AGO.

-------  I the days of f©
A Fable and Its Moral Is T o Read [him with -be h 

the Trade Papers. [cause the peop
Now it so happened, in the days of [H e called to ti 

long ago, tha t there was a certain [they gave him 
small village in which there was a J pointed the fi 
general store, which kept all m anner 
of things such as the tow nsfolk re 
quired for their daily needs. The 
m erchant who owned the store loved 
much to sit upon the stoop of the 
door on fine days, and on a keg in
side the store on days which were 
cold and storm y, and converse with a 
crowd of great loafers who sur
rounded him and ate his crackers and 
swiped his m atches and generally 
made them selves to  feel at home.

W hen the m erchant looked in his 
dictionary he could not find the page 
on which was the word “hustle,” and 
he hustled not. He loved rather the 
soft snap and the easy money, and 
did not chase the nimble dollar of 
commerce. If it came to him, he put 
it in his pocket. If  it turned from 
him, he let it go.

All the time the g reat loafers joked 
with him and laughed at his jokes and 
took up so much room  in the store j 
there was no place found for cus
tom ers. There were no flies upon | 
the store for the spiders had spread 
so m any nets they protected the m er
chant from the flies, and feasted upon 
them  and enjoyed them selves like the 
o ther great loafers.

One day a wise man came to  the 
m erchant and said: “I am O pportu
nity. A railroad will soon come to 
the small village, and it will grow  
to  be a large town. If you brighten 
up your store and chase away the 
great loafers and the spiders, and pm 
in fresh goods, and trim  up your 
windows you will become a rich man. 
and have houses and lands and a big 
roll. If  you do not do these things 
then the other m erchant will come 
and will take away your trade.” But 
the m erchant turned his back and said,
“The store was good enough and the 
goods sufficient for the days of long 
ago, and why should I change them 
now?” And he would not heed. So 
O pportunity  went its way.

T hen the railroad came and the 
small village became a large town, 
even as the wise man said. Many 
people arrived, and when they came 
to  the general store to  buy, and saw 
the great loafers and the cobwebs 
they turned from it in disgust.

Then it happened that there came j 
to the m erchant a trade paper tha t j 
told him how to  make his store a t 
tractive, and to  do those things which [ 
would surely bring success. But he 
called it bosh, and made it into spills • 
w ith which he and the great loafers } 
lighted their pipes. And thus did he 
throw  away O pportunity  num ber two. j

By-and-by the o ther m erchant came 
to the large town and built a genera! 
store. H e listened to  the wise m ar I 
and he read the trade paper, and grew 
and prospered. His. store was c lear, j 
the great loafers had no place within 
its walls nor upon its doorstep, and 
the people came to  buy the w ares and [ 
were satisfied and praised the other 
m erchant as they brought him their 
cash.
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U N JU STIFIED  STRIKE.
This city’s chief industry is tied 

up by a strike inaugurated last week, 
and which involves directly and in
directly between 5,000 and 6.000 w ork
ers and their families.

This strike is w ithout a grievance 
and absolutely w ithout justification. 
Phe attitude of the business men, 
some of the city’s leading citizens and 
especially of the newspapers toward 
those who have fom ented the trouble 
is not creditable to them nor to Grand 
Rapids.

The strike is sanctioned by and is 
under the auspices of the carpenters 
and joiners' union, which has its head 
quarters somewhere down in Indiana 
W hat interest the carpenters and join 
ers can have in the furniture trade 
is not apparent any more than had it 
been the locomotive engineers, the

T he real issue in the strike is not 
wages nor hours of w ork nor factory 
abuses of any kind. T he sole and 
only question is w hether Grand Rap
ids shall be union or open shop. The 
demand is tha t mem bership in the 
union shall be a pre-requisite to em
ploym ent in the Grand Rapids fac
tories; th a t the walking delegate shall 
be enthroned. T he m anufacturers are 
contending for industrial freedom, for 
the principle tha t any man able and 
willing to  w ork shall have the right 
of employment.

W ith the issue so sharply and clear
ly drawn, it is not creditable to the 
good citizenship of Grand Rapids 
tha t the disposition should be to 
truckle to  the trouble m akers sent 
here by an organization tha t has 
headquarters in Indnana, and give 
them recognition as leaders and wise 
counselors of labor. These men 
have neither residence nor in ter
est in Grand Rapids. T heir antece
dents are unknown. T heir records 
have not been enquired into. The 
principles they advocate are known 
to be vicious. And yet these dis
turbers of the industrial peace are 
lifted up on a pedestal and glorified, 
and the m anufacturers who have 
spent all their lives here and who 
have done so much to  make Grand 
Rapids w hat it is are held up to 
scorn, and the passions of the ignor
ant are aroused against them. This 
citv, usually of sound judgm ent and

THE GASOLINE ENGINE.
Among the m any new machines 

nothing ever placed upon the m arket 
can equal this fo r the m any applica
tions to  which it m ay be made. Few 
have yet awakened to  the extent of 
w hat it has already done or to  the 
m agnitude of its possibilities.

As a pow er in the  shop it serves 
its purpose well, being always at hand 
and ready for w ork on a m om ent’s no
tice. But it is on the farm  tha t the 
greatest results m ay be looked for 
Remote from  steam, or the electric 
plant, the gasoline engine has al
ready solved m any problem s where 
ponrer or traction  were desired. It 
has plowed, sowed and finished the 
entire seeding w ith a single process, 
and tha t a t much less expense than 
could be done in any other way. I t 
has threshed grain, shredded fodder, 
cut ensilage, sawed wood, pumped wa
ter. mowed, hauled in hay and loaded 
it upon the mow and taken the finish
ed products to m arket. As a power 
in the household it can run a separa 
tor, churn, sewing machine or wash 
ing machine. These are doubtless 
but a small part of the work to which 
it will soon be harnessed.

H eretofore m anufacturers have 
been ham pered in their m achinery
making because im plem ents large 
enough to  perform  the work on a big 
scale would prove too  cumbersome 
to be handled by ordinary horse pow 
er. and this is the power upon which

the very beginning. B ut no such en
quiries have been made. These trou 
blem aking strangers m ay be bunco 
men, hold-ups, g rafters or anything 
else tha t is disreputable—but the dis
position is to  accept them  at par for 
w hat they claim to be and believe 
everything they say, and the only 
questioning tha t is done is concern
ing the m anufacturers who have lived 
all their lives in Grand Rapids.

W ere it no t so serious a m atter to 
have half of the city’s industrial pop
ulation in idleness, the situation in 
Grand Rapids would be absolutely 
laughable. W e are giving full cre
dence to  strangers and looking upon 
our own citizens as no better than 
they should be.

all such w ork relied. T he little gaso- 
5ane< 5hould be ashamed of itself for j line engine seems to  have arranged 
this giving of preference to strangers fo r this in a m ore than satisfactory 
as against our own people. manner. A nother th ing in its favor

There can be but one end to  the is tha t it eats only while at work, 
ike if the right shall prevail: The thus saving a large bill of expense in 

hop will be m aintained, the keeping. I t  is ready at a m om ent’s
ork night and day the thousand dollar mark, w ith all the 

farm team holidavs but Christm as, when, of

THE RURAL CARRIER.
O n the first of July the rural car

rier will commence draw ing a thou
sand dollar salary, and while there 
are localities in which he doubtless 
earns every penny of this, there are 
also m any parts of the country in 
which countless o thers are w orking 
for a less price and yet w orking very 
much harder. W e alm ost w onder if 
some of the great economy found 
necessary by the Postoffice D epart
m ent m ay not well rest righ t here. 
Certain it is tha t there are always 
plenty well qualified for the work 
who are on hand every tim e there is 
a vacancy: and it is notable tha t va
cancies are rare unless caused by sick
ness or death.

T he first rural carriers received 
$400 a year. T his was, of course, too 
little, and an intelligent farm ing com 
munity looked w ith pleasure upon the 
successive increases in salary from 
time to time. I t  would seem that

printers, or the amalgamated order of 
coal heavers. The carpenters and 
joiners’ union, however, did take an 
interest, and a few m onths ago sent 
organizers to  Grand Rapids to line up 
the factory hands. By the processes 
well known to union labor, by per
suasion. coercion, intim idation, by ap
peals to passion, jealousy, envy and 
greed, by dow nright lying, these o r
ganizers prevailed upon about half the 
factory w orkers to  join the union, and 
then in January im pudently sum mon
ed the m anufacturers to a conference, 
based on a demand for the nine hour 
work day. an increase of 10 per cent, 
in the present ten hour wage scale 
for the nine hours’ work, and the 
substitution of day wages for piece 
work. To those familiar with furni
ture trade conditions these demands 
were ridiculous, and there is every 
reason to believe they were made 
with no expectations that concessions 
would be made either in wages nor 
in hours of work. The sole purpose 
was to obtain a conference which 
would have been a recognition of the 
union. The m anufacturers saw the 
trap. They refused to take the bait. 
Then came the vote to strike, the of
ficious efforts of a few well meaning 
citizens to mediate or arbitrate and 
finally the strike itself, and the w ill
ing or inforced idleness of half the 
citv’s industrial population.

strike 
open
principles of industrial liberty will be I notice, and will w 
upheld. T he strike will entail loss if necessary, while the 
up0n the m anufacturers. Tt will bring m ust have rest during a part of the course, every one w ants their mail,
distress and hardship upon the w ork- tw enty-four hours, even if the hay with only six days in the week, and
ers Business of even- kind will suf does get wet. T o  this may we look ¡when the roads are good, time enough
fer. But any present sacrifice is in- for help in the solution of how to
finitely better than the slightest sur keep the boy on the farm, the high 
render to  the unAmeriean. demoraliz- cost of living and various o ther pee
ing and degrading policy of union- tinent problems, 

uch as prevails in Chicago and
Francisco. T he m anufacturers W H O  ARE TROUBLEM AKERS? 
alwavs been willing to  confer] A small bunch of so-called labor

itators. total strangers in Grand
Rapids and with absolutely no in ter
est in the city or its welfare, come to 
town and after several m onths of 
"‘agitation’’ they succeed in arraying 
employes against em ployers and bring-

ism 
San 
have
with their own men. individually or 
collectively, but they will not submit 
to  being led around by the nose hy 
outsiders who have no in terests at 
stake; they will not perm it the d icta
tion of w alking delegates; they will

head- about a general strike m  the city s
chief industry. And w hat do the 
newspapers, city officials and prom 
inent business men who do live here 

1 | and who do have in terests in the
. . . , ... T V*........ • citv—w hat is their attitude in theindustrial liberty m ust be m aintained, j -
The decent citizenship and public j m a tte r-
spirit of Grand Rapids should rally W ith the city’s chief industry 
to the support of the m anufacturers threatened it would be supposed the 
and the good cause they represent, first step would be to  demand a show

not let an organization with 
quarters in another state tell them 
w hat they shall or shall not do and 
who they shall or shall not employ 
T hev are right. The open shop am

instead of knuckling down to those 
whose business.and  profession it is 
to create dissatisfaction and make 
strife.

The A rabs have a proverb that “A 
wise m an’s day is w orth a fool’s life. 
I t  is not a m atter of how long you 
have been on the job, but w hat you 
are doing in it.

down on the part of the troublem ak
ing outsiders. W ho are they, where 
are they from, who sent them  here, 
who pays them, w hat is their in terest 
in making a disturbance, w hat assess
ment do they levy upon the w ork
men they have succeeded in enrolling 
and w hat have they been doing with 
the money? These are a few of the 
questions tha t ought to be asked at

left to  make a good garden, m akes the 
rural carrier well compensated, and 
that if Uncle Sam has any surplus 
funds they m ight be bestowed in o th 
er districts.

Yet, this rural free delivery- is one 
of the g reatest th ings which could be 
done fo r the country' a t large. Tt is an 
educative feature touching life which 
could no t be reached by the schools 
Tt enables the rural resident to  com 
m unicate easily w ith the outside 
world, and thus relieve the monotony 
which has been regarded as the g rea t
est curse of farm  life. Tt has brought 
the best of literatu re  to  the humble 
door, and it has shown the way to 
easily purchase the best farm ing im
plem ents and seeds. M any who nev
er before knew- how easy- it was to  do 
business by- mail would now be sadl 
crippled if bereft of the system. W e 
w ant it: we w-ant our carriers to  be 
duly recom pensed: but if this last rise 
is insufficient, w hy not le t others 
willing to  serve as well fo r the less 
price have a chance?

A righteous cause does no t always 
win immediately-, because righteous
ness is in the minority. I t  is the 
righteous m inority which reform s the 
w-orld.
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r  I  \)W N S  th a t have developed into im portant 
A  cities and cities tha t have outstripped sur

rounding towns can usually a ttribute their superior 
growth to the following natural causes:

1. Location.

Grand Rapids. Mich., and Columbus. Ohio, are 
cities of this class. This classification might be 
extended still farther, but from the above it can be 
seen w hat an im portant part location plays in the 
development of a city  and how location has assisted 
Saginaw' in its growth and importance.

COM M ITTEES

Saginaw W holesalers’ & 

M anufacturers’ 

A ssociation

One o f the Organizat ion» 
that is doing th ings for Sagi
naw.

Executive Committee:
J  IX Sw art wont. President
J. W. Smart. V. President
Jos. P, Tracy. Secretary
H. S. Erd. Treasurer
J. A. Cimmerer
O. D. Gilbert
S. E. Symons
Max P Heavenrieh
Eli Schnst
W. R. Mies
ff. P Baker

2. Material resources surrounding them or 
easily tributary  to them.

By referring to  the above map and from infor
mation secured from official sources, we have com-

Ex position Committee:
O tto  Obiand. Chairman

3. Men of energy, intelligence and initiative 
who realize the possibilities of their city  and employ 
all the forces at their command to develop these 
possibilities.

This week we shall consider the location of 
Saginaw and shall endeavor to show what an im
portant part this has played in its progress. In our 
next issues we shall consider its M aterial resources 
and mention some of the men and institutions th a t 
have made Saginaw one of the chief manufacturing 
and distributing cities of Michigan.

Location has much to do w ith the development 
of a city  and. in speaking of location, we usually 
mean its position in relation to transportation facili
ties. both w ater and rail. The following classifica
tion in' order of importance will make th is point 
very plain.

1. A city  located on the seaboard a t the mouth 
of some river and a t the term ini of trans-continental 
railroads is in the first class and capable of the 
greatest development. New York and San Fran
cisco are examples.

2. Location on some great interior waterway 
and the through or trunk lines of railroads places a 
city  in the second class. Chicago and Buffalo are 
good examples.

3. Cities located on some interior wmterway but 
not on the main trans-continental railroads belong 
to the third class, examples of which are Saginaw 
and Duluth.

4. Cities of the fourth class, as far as location 
is concerned, will be natural interior railroad centers 
w ithout water transportation.

piled the following facts:

Saginaw is located on Saginaw River 22 miles 
from Saginaw Bay. Already two steamboat lines 
operate on th is river as far as Saginaw—the Detroit 
and Cleveland Navigation Co. and Saginaw Valley 
Steamship Co. Through the efforts of S ag in aw  
citizens the U. S. Government recently appropriated 
several hundred thousand dollars for widening and 
deepening this channel and cheap, deep water Trans
portation for Saginaw will soon be a realty.

Saginaw has excellent railroad facilities. Six 
divisions of the Pere Marquette and four divisions 
of the Michigan Central enter the city. The Durand 
and Bay City division of the Grand Trunk connects 
it w ith this trans-continental system The Detroit 
and Mackinac make it the natural distributing cen
te r for the eastern part of Northern Michigan. It is 
also connected by electric lines with Bay City. 
Flint. Detroit. Toledo and many other cities.

Saginaw is nearest the geographical center of 
any large city  in Michigan. It is also nearest the 
center of population of any large city. It is admir
ably located to get a large share of Canadian trade 
when reciprocity becomes a realty in the near future.

I t is plain to  see why Saginaw is on the map. 
when the above facts are considered in connection 
with the names on th is page of only a few of her 
leading citizens, who are officers and committee
men in the Wholesalers’ A M anufacturers Associa
tion. Add to these potent forces the natural re
sources of the section of the state tributary  to  it and 
we have the reasons for the substantial growth ami 
importance of Saginaw.

C. D. CRITTENDEN

O. £> Gilbert 
H. S. Erd 
A rthur Beese 
A. E  Brown

T rade Interest* C om n sr«
Ed. Sc bust. Chairman 
D. D. McLean 
S. E  Symons 
Martin 5k G row n 
J- P. Beck

Advertising Committee:

W R. gfuti«
Ckk& BnctfiiPt 
•¿Him W.

.Member* and
W ay* and Mem» Comminert

M a x  P .  H e a r *  e n r i c h .  J r  . C h a a r m m  
F A. Ffirfca

Ildunpp iil .
W b . Pfoésüüii

TrmsporîJTion Commitri i
g» Ŝ V̂ E38?lÈ̂ . CTlbflMFflKBSI 

W F S ie v e * *  
c  W

Special Committee:

W. S. Perkins.
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What Publicity Has Done for Sagi
naw.

The W holesalers’ and M anufactur
ers' Association and other allied or
ganizations of Saginaw are doing 
many things to advertise their city. 
They believe that commercial expan
sion must be augmented by the a t
traction of outside men. capital and 
industries. To do this they are con
ducting not only publicity campaigns 
but they are raising funds and secur
ing desirable sites to be used in in
ducing outside establishm ents to lo
cate here. Publicity in itself is good, 
t u t  it is always most effective when 
combined w ith a fund and other a t
tractive features to encourage new 
local enterprises and invite ou tsid 
ers.

The inhabitants of Saginaw realize 
that every new enterprise mean - 
more people in the city, more gro
cery and meat bills, the purchase of 
more dry goods and clothing, the 
building of more houses, the en 
hancement in the value of real estate, 
more doctor bills, g reater produc
tion and consumption in every line 
and in this increased activity every
one in every line receives more or 
less benefit. W hile justice would re
quire donations to this fund from all 
who are able, it is true that so far 
contributions have been made by far 
too few of her citizens.

Several means have been employed 
to attract attention to Saginaw 
Three annual Industrial Expositions 
have been successful. The Trade Ex 
tension Excursions have all been 
successful in drawing jobbers and 
outside retailers closer together. 
The M erchants’ W eek entertainm ent 
in connection with the Exposition 
last year was a great success. This 
year they contem plate holding a 
Land Show in connection w ith the 
Exposition and are planning on en
larging on the scope of the M er
chants’ W eek proposition. Saturday 
evening, May 6, there will be a mass 
meeting and “sm oker” of the Sagi 
naw wholesalers and m anufacturer 
to "boost” this entire proposition.

The citizens of Saginaw and th 
various principal organizations, in 
eluding the Saginaw Board of Trade 
and the m erchants and m anufactur 
ers, are waking up to the realizatio: 
that Saginaw is not only on the map 
but that it is in the center of dis 
tribution for the State of Michigan 
and that it has a bright future 
they will only improve the wonder 
ful opportunities that they have fo 
business development.

As a result of this publicity cam 
paign and the inducements—financi 
and otherwise—the following new in 
dustries have been secured durii 
1909 and 1910:

1. Clare K nitting Mills.
2. Valley Boat & Engine Co.
3. M arquette M otor Compan 

■ Extension).
4. Jackson-Church-W ilcox Com 

pany (E xtension).
5. Somm ers Bros.’ Match Com 

pany.
6. Argo Electric Vehicle Com 

pany.
7. Yates-Upholt Brass Company.

The following new industries have 
been added the past few m onths to  l 
Saginaw’s diversified lines:

1. W essborg M anufacturing Com
pany.

2. W ilcox Engineering Company.
3. Michigan Creamery Company.
4. Saginaw Pure Ice Company.
V M arienthal M anufacturing Com

fi.

10.

11.

12 .

pany.
0. Astrene Polish Company.
7. Saginaw W ire Fence Com

pany.
S. O pportunity M anufacturing Com 

pany.
9. Saginaw Vulcanizing Company 

he following have largely expand- 
the past few m onths:
1. H erzog A rt Furniture Co.
2. Saginaw Table & Cabinet Co.
3. Valley Sweets Co.
4. Saginaw Sheet Metal W orks.
5. Saginaw Plate Glass Co. 

Saginaw Heading & Veneer Cr 
Q uaker Shade Roller Co.
E rd M otor Co.
Stork M otor Co.
Pere M arquette Railroad Co. 
Brueck Sectional Bookcase Co. 
M odart Corset Co.

Symons Bros. & Company have 
instructed a large new warehous 

m South W ashington avenue. This 
a great im provem ent for the city 

ind proves the statem ent that Sagi- 
aw is the distributing center 
ichigan.
The Saginaw Valley D rug Com- 

any has expanded and increased 
der its active m anagem ent and has 

emoved to the large building form- i 
erly occupied by Symons Bros. & 

ompany.
This im provem ent and expansion is 

Iso seen in other jobbing and whole- 
ale houses located in Saginaw.
Since w riting the above the Dur- 

ea Automobile Company, which has I 
or years operated a successful fac- 
ory in Pennsylvania, has been indue - 
d to locate in Saginaw and is to be 
apitalized at $200,000.

Saginaw is on the map.

Clipping Horses.
The clipping of a horse in th 

arly spring is now conceded by all 
the leading veterinarians to be 

ssential to a horse's well being 
hoeing him or giving him a com

fortable bed to lie on. A clipped 
horse dries out rapidly after a hard 
day's w ork and will rest comfortably 
and be refreshed for the work the 
following day. An unclipped horse 

liable to catch the heaves, pneu
monia and all sorts of colds, rheu 
matisrn, etc. More especially is thi 
so in the early spring, when his hair 

long and he is “soft.” If worker 
hard he will perspire freely and the 
m oisture will be held by his Ion 
hair, and the food that should 
to  nourish him will be used to re
plenish the heat that is being con
stantly taken from his body by the 
mass of cold, wet hair. If clipped, 
the perspiration will evaporate almost 
as soon as secreted, and when put in 
the stable he rests com fortably and 
his food does him good.—Butchers 

i Advocate.

Symons Bros. & Co.
Saginaw, Mich.

Importers and Wholesale 
Grocers

W e  have unexcelled  facilities 

for se rv in g  the  trad e  prom ptly 

an d  econom ically from  o u r 

new  w arehouse , the  la rgest 

an d  finest in M ichigan .

W e A re

Headquarters for Elkskins
Send us your orders for Elkskin Outing Shoes.
A full and complete line of Men’s, Boys’. 
Youths’ and Little Gents’, both black and 
olive, carried on the floor ready for at once 
shipment. Write for prices. Mail orders filled 
same day received.

State Agents for Lycoming Rubber Co.

M elze, A lderton Shoe C o., Saginaw , Mich.
M ichigan’s Progressive Shoe H ouse

Phipps, Penoyer & Co.
W holesale G rocers

Saginaw Michigan
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Saginaw Early History.
The city of Saginaw, the largest 

city in the Saginaw Valley, has play» 
ed a leading part in developing 
Michigan from the F lint River to 
Mackinac. In 1826 the num ber of 
white settlers north of F lint was 
only tw enty-eight. M issionaries were 
the first white explorers in this ter 
ritory. It is interesting to learn tha t 
Louis Campau, who figured so prom 
inently in early Grand Rapids his
tory, was the first fur trader to set
tle on the w est side of the river. In 
1816 he built a log house near the 
site of the old A. W. W right mill 
and carried on an extensive fur trade 
with the Indians. Before General 
Lewis Cass left D etroit, in the fall 
of 1819, he instructed Louis Campau 
to build a council house and make 
arrangem ents to receive him. W hen 
General Cass reached Saginaw with 
two G overnm ent vessels loaded with 
provisions and troops, he found from 
1,500 to 4,000 Indians already in pos
session of the land, but after three 
days’ parleying they finally agreed to 
sell their land.

The Indians even then were culti
vating corn and in their crude way 
were raising as high as sixty bush
els to the acre. The rivers were 
teem ing with fish and game was abun
dant. A heavy grow th of hickory 
form erly covered the site of E ast 
Saginaw. The Indians called it Me 
te-guab-o-kee, meaning a place to 
secure hickory bows and arrows, and 
it was a favorite camping ground.

The origin of the word Saginaw is 
uncertain. The fallow ing is usually 
accepted: The O-sau-gee Indians in
habited this te rrito ry  when the Chip 
pewas were driven west. The Chip 
pewas added "nung,” meaning place, 
and called the territo ry  O-sau-gee 
nung, or place of the O-sau-gees. It 
can readily be seen how O-sau-gee 
nung could gradually be changed to 
Saginaw.

From  all the inform ation we can se 
cure, the first white settler to locate 
on the east side was a French trad 
er and trapper, Captain Louis Snay 
who lived in a log house, where the 
Bancroft House now stands. Thi 
was prior to 1840. In  1831 Governor 
Cass named Saginaw as the county 
seat, and official recognition by the 
T errito ry  was given to the county in 
1833.

In 1834 H arvey W illiam s erected 
the first steam  sawmill in the valley 
a t the foot of Mackinaw street. In
1836 he built the old Em erson mill 
on the presen t site of the Gas W orks 
and from this mill was shipped in
1837 the first cargo of lum ber from 
this valley. In  July, 1836, the first 
steam boat, named G overnor Marcy, 
steam ed from D etroit up the Saginaw 
River. In  1846 the first schooner,

Julia Smith, was built on Saginaw 
River.

Saginaw was platted with regulari 
tv in 1837 by N orm an L ittle  and o th 
ers. The Germans were among the
earliest and th riftiest settlers. They 
came to this county in 1845.

E ast Saginaw was first incorporat
ed as a village in 1855 and four years 
later as a city, W m. P. L ittle being 
the first Mayor. South Saginawr be- 

ame a part of E ast Saginaw in 1873 
Hid the different parts of the city 
were all united under the City of 
Saginaw from  a municipal standpoint 
n 1839, and the first consolidated 
ity council m et March 12, 1890, with 

Geo. W. W headock, Mayor, p resid 
ing.—From  Saginaw ’s Sem i-Centen
nial Souvenir.

Our Brands of Vinegar
Have Been Continuously on the Harfcei 

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

ing their approval on our brands tor Q U A L IT Y ?
Mr. Grocer:—‘‘STA TE S E A L ”  Brand Pure Sugar 

V inegar is in a class by itself, made from Pure Granular 
Sugar. To appreciate it you M UST recognize its  most ex
cellent FL A V O R , nearer to  Cider V inegar than any ocher 
kind on the market today—B EW A R E  O F  IM IT A T IO N S.

“ HIGHLAND”  Brand Cider and W hite P lc U a g  
“ OAKLAND”  Brand Cider and W hite P k k lh g  

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

Oakland Vinegar & Pickle Co. Saginaw. Hkh.

Loyalty in Business.
Loyalty is an expressive word, 

w ord which in its proper sense means 
whole volume, and which, if put 

into practice, is sure to bring incalcul 
able benefit to the one who practice: 
the virtue.

H as it ever occurred to the reader 
in how m any ways this word can be 
applied to  himself and his dealings 
with his fellows?

The loyal citizen m ust aim to serve 
his country by the highest type of 
citizenship; willing to give his talents, 
w hatever they may be, in helping to 
build up and strengthen the state.

He m ust be loyal to his city or 
tow n, by fostering a progressive ana 
steadfast care of the in terests of the 
municipality, and by patronizing 
home industries exactly in proportion 
to the support he expects to receive 
from his fellow citizens.

H e m ust be loyal to  his craft, w h a t
ever his calling may be. I t  should be 
a prime consideration with them to 
fu rther the welfare of the trade by 
co-operation and willingness to help 
in all tha t makes for m utual profit 
and mutual benefit in every direc
tion.

He m ust be loyal to his patrons, 
serving his custom ers, not alone with 
a single eye to  his own welfare bur 
endeavoring to  give them  full value 
in return  for their confidence.

He m ust be loyal to himself, by an 
unsw erving honesty in business and 
a true recognition of his own value 
and of his place am ong his fellow - 
men.

These are but a few of the ways 
in which loyalty m ay be and should 
he exemplified in every m an’s char 
acter, and b y  which he can occupy 
the place in business, in the state and 
in the home which it was intended 
he should do.—Canadian H arness and 
Carriage Journal.

SASINAW„
ESTABLISHED lflftl | |  A R P  I T . A K j L l  M

WHOLESALE

Hardware, M ill Supplies, Paints and Oils
We have the S tate Agency for the

Quicker Yet Washing Machine
Secure the Agency

200 S. Hamilton St. 
Saginaw, Michigan

No. 81 Display Case No. 84 Cigar Case

Saginaw Sh ow  Case C o.. Ltd.. Saginaw. W . S., Mich.
We make all styles Catalogue

S A G I N A W  MILLING CO.
SAGINAW, MICHIGAN

Sam ico, Uncle Sam. Upper Crust.
King K, Blue Bird Flours

Mill Feeds, Seeds and Grains
Bread made from SAMICO won fi 

Michigan S tate
,909* ai

T here is no salesmanship in get
ting  rid of goods at cost, or at a 
loss. Salesm anship and profit m ust 
inevitably be associated.

L. A. Barrows. 
President

George F. Dice.
V. Pres & Mgr.

J. W. Johnson 
Sec’y & Treas.

S T A N D A R D  OF Q U A LITY  IN  C A N D Y
Find out about our 5c specialties

VALLEY SWEETS CO. SAGINAW, MICHIGAN

Buy Your Coffee 
in a Package 

IT IS CLEAN.

B uy MO K A
It is Both GOOD and CLEAN

The best retailers 
gan sell it

Mk
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N ATIO N ’S 'GREATEST ASSET.

Development Would Add Greatly To 
National Wealth.

anT hat this country has an asset 
which if developed would pour un
told millions of dollars annually into 
our industrial channels is a fact well 
known to all who have given the sub
ject serious thought. The problem of 
its development is difficult only be
cause it is so simple. There is no 
other problem on the American con
tinent in the same class with it. W hat 
is this problem and how big is it? 
Let us see:

Suppose a town of 5,000 people is 
surrounded by a farm ing community: 
suppose every farm er in the contrib
uting territo ry  were induced to adopt 
methods in harm ony with latest ap
proved practical teaching for the pro
tection of crops, their protection from 
injurious insects, to drain the soil, re
turn to it the crop residues in the 
form of manure and other decaying 
organic m atter: to sow only the best 
seed: to feed field product only to 
profitable stock, and to put the fin
ished product on the m arket in the 
best form.

I t is easily conceivable that $1,000.- 
000 annually could be added to the 
production of the surrounding coun
try. and it is evident that such an ad
dition could not be made without 
touching every banker, every m anu
facturer, every storekeeper, every 
doctor, every lawyer, every newspa 
per owner and. in fact, every person 
in the town. This, then, is the prob 
lem—howr can the indifferent farm ers 
of the country be induced to adopt 
the improved methods? If this one 
thing could be accomplished all else 
involved in agricultural improvem ent 
would come easily as a natural se
quence. If all farm ers would proper
ly drain their land, the problem of 
good roads would be solved. In 
crease the income of the individual 
farm er and the means will be at hand 
to solve the rural school problem: 
the improvement of rural schools 
means the quickening of intelligence: 
the beautifying of rural homes, the 
increase of social advantages and 
moral uplift.

All this looks simple, hence the dif
ficulty. The farm er, be he a good, 
bad, c r  indifferent one, is independent. 
He can live, in a way, if there are no 
agricultural colleges, no experiment 
stations, and no farm ers’ institutes. If 
the problem were more intricate, in
volving the expenditure of immense 
sums of money and the sacrifice of 
human lives, we could expect the peo
ple as a whole to  set themselves soon
er to its solution.

This simple problem of stirring 
the indifferent farm er to activity does 
not as yet appeal to the people as it 
deserves. I t  is easier to build a 
dreadnaught than an agricultural col
lege. W e can arouse the interest of 
continents in solving the problem of 
aerial navigation, but it is difficult to 
get the people to support enthusiasti
cally the proposition of spending 
money freely in teaching the indiffer
ent farm er how to drain his land, 
why be should use only the best

seeds, why he should test his dairy 
cows, why he should spray his ap
ple trees and how, in short, he can 
increase his income by $1,000 a year.

There are persons who have an in
spiration as to the greatness and 
value of this work, and there are 
some places where this problem  is be
ing worked out: but, on the whole, 
the public is more or less indiffer
ent to the im portance of the work. If 
the development of our agriculture 
means the greatest wealth creation 
within the nation, and if stirring the 
indifferent fanner to  better things is 
the key to the situation, why do not 
our people—m anufacturers, bankers, 
professional men, business men and 
intelligent farm ers—rise in a mass 
and demand that this work be carried 
through? One reason is, there is a 
too prevalent opinion that work done 
among and for farm ers is a charitable 
contribution to a class that should 
be able to take care of itself. W hat 
a woeful misconception of the m ove
ment! Helping the farm er to larger 
production and to larger life is ju s ti
fied on the ground that thereby we 
are contributing to the prosperity and 
uplift of the whole community.

V’e should take this problem out 
of the country and bring it into the 
town and city. W e should, in addi
tion to discussing it at farm ers’ in 
stitutes and farm ers’ clubs, put it up 
to the boards of trade, the bankers 
associations, and even the country 
teacher’s associations. It has been a 
local question. W e must make it a 
national question, m ust bring people 
to see tha t it is not charity or local 
contribution, but merely the invest
m ent of public funds that will bring 
ample returns to the whole people.— 
C. C. Jam es in Press Bulletin of Tlli 
nois Farm ers’ Institute.

tom ers in this respect, the custom ers 
are deprived of the benefit of it be 
cause there is no coin to make close 
change. An article is being sold 
at 14 cents per pound by the retail 
er. The wdiolesale price advances l 
cent and the retailer advances his 
selling price to  15 cents. If the con
sum er buys as much as a pound, all 
right, but if she buys one-half pound 
or less the grocer is forced to charge 
her 8 cents, or at the rate of 16 cents 
per pound, instead of the 15 which 
he would gladly charge her if he 
could. If there were a 2T/2 cent coin 
the 15 cent price could be exactly 
halved, and those who have studied 
the m atter say the average consum er 
would save about 2 cents on every 
dollar.

Many o ther countries have always 
claimed that the U nited States is 
very short-sighted and unbusiness
like in having no coin of sm aller de
nomination than 1 cent, and there is 
much sound logic in the charge.

Half Nickels Needed.
There is a movem ent on foot which 

has considerable sense in it. although 
it seems on the surface to be de 
cidedly radical. I t is reported that 
certain W estern  m ercantile interests 
will soon introduce in Congress 
bill adding to the national coinage a 
coin w orth 2 cents.  The argum ent 
which the prom oters make for the 
bill is novel and interesting. They 
say tha t food prices have become so 
high tha t it is necessary for a g ro
cer to figure much more closely in 
advancing his own prices, as prices 
are advanced to him. F or example, 
before prices reached their present 
plane, a grocer to  whom a price was 
raised 1 cent per pound would raise 
his own prices at least 2 cents per 
pound, particularly where the article 
was sold largely in quantities of less 
than one pound. In sales of not 
less than one-half pound, an advance 
of 2 cents split exactly even.

Things are different to-day. Under 
present conditions when a grocer is 
compelled to pay 1 cent per pound 
more for som ething, he hesitates to 
advance his own prices any more 
than enough to cover the actual ad
vance to himself, for his prices are 
already so high tha t his c u s to m e r s  
are complaining. In  spite of his de
sire to  deal thus fairly with his cus-

Make Your Capital Work.
How much do you make your cap

ital work? This is really the secret 
of successful business. Keep turning 
it over and over. Y our losses are 
m easured solely by your stock of 
left-over goods, and your profits by 
the volume of your turn-overs. It is 
certainly poor policy to load up with 

t of goods just because you can 
get them at a low price. I t is false 
economy, unless you intend to be
come a specialist in job lot goods. 
Your money is usually w orth far 
more to you than you would realize 
in profit on goods which tie up a 
whole lot of capital but do not move 
readily.

You may be im portuned by m anu
facturers to make purchases too heavy 
for you with the am ount of trade 
upon which you can hope to draw 
and you may not be able to dispose 
of the goods for months. Usually there 
is a jobber near by who would sup 
ply you with smaller quantities just 
as you need it, and no more than you 
need. The price he demands may be 
a trifle higher, because you buy light
ly, bu t he can supply you quickly 
when you w ant it in a hurry  to take 
care of an unexpected run: and, if he 
s a fair-minded man, he will endeav 

or to serve your best interests so a? 
to  retain your trade. I t would be 
suicidal for him to do otherwise, and 
in bujdng in sm aller quantities yon 
keep your dollars always busy.

Sell your stock on hand quickly, 
pocket your profit and immediately 
use your capital over again to  got 
new and fresher goods to offer your 
customers. Suppose you are doing a 
business of $300 per week, and you 
bought a m onth’s supply at a time, 
you could turn  your capital four 
times in that m onth at the same per
centage of profit per dollar, whereas 
in buying for a m onth’s supply you 
would require four tim es the capital 
to  carry you along, and at the same 
time there would be taken a larger 
risk of loss on shop-worn goods with 
the heavier purchasers. W hich way 
is the more profitable?

Farm Life as It W as and Is.
A t its worst, life on the farm in 

w inter is by no means destitute of 
joy. A t its best it is delightful. The 
struggling poor, the im provident, or 
the indolent man m ust still, as in 
pioneer days, crawl from bed in a 
bleak, cold room  and build the 
kitchen fire; but the new and thrifty  
farm er has all the com forts of a city 
home. He dresses and milks by 
acetylene or gasoline light; he owns 
an automobile. As between these ex
trem e types one prefers the stereo
typed picture—the old homestead 
under a blanket of snow, the smoke 
lazily curling, a cow or two in the 
middle distance, a sleigh at the gate 
with muffled figures in it; bare 
boughs of maple swaying and low 
evergrefens bent under a white weight.

Im agination nimbly fills in the 
sketch by stepping within—into the 
arom atic kitchen, fragran t with cin
namon and clove, perhaps, or agree
ably dense w ith the fumes of coffee. 
Beyond is the living-room, with the 
lamp, where frequently at nightfall 
the group seen through the window 
shall be actually gathered, the wife 
at her sewing, the children at their 
lessons, the farm er at his journal 
or seed corn.—Philadelphia Press.

I t  is all righ t to  keep busy, but 
it is all w rong to keep so busy that 
you have no time for courtesy and 
cheerfulness. I t  is a large part of a 
man’s business to be agreeable to 
others.

"And w here,” demanded his wife, 
with flashing eyes, "would you be 
now, only for me?” The man glanced 
at the clock. I t  was verging on m id
night. He sighed and was silent.— 
Puck.

Amer. Sweeping Compound Co.
Detroit, Mich.

M anufacturers and dealers in JA N IT O R S’ 
SUPPLIES. Sweeping Compound. Metal Polish. 
Linseed Oil. Soap. Floor Oil. etc.

Q uality of all goods guaranteed.
Order direct from us.

WOLVERINE ELASTIC 
ROOFING PAINT

■ th e  HIGH GRADE PRESERVATIVE

Uneaualed for use on. 
fell, 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 W o | 
verine Paint have all been 
selected because of the 
peculiar adaptability of 
each for entering into the 
make-up of a highly dur
able w e a t h e r  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 .juuuum  use uy uuuuicu» 01 largest 
manufacturing plants in this and adjoining states. Send 
postal for full particulars. Manufactured by 
E . J . K N A P P  & C O . B E L D IN G , M IC H
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W elcom e All Suggestions. 
W illingness to accept and utilize 

ideas offered by others, no m atter 
w hat their station, so long as the 
hints are practical, is a sign of a 
progressive spirit.

One of the reasons frequently giv
en for the rem arkable m ercantile 
progress made by this country is the 
readiness on the part of our business 
men, as a rule, to accept suggestions 
from anyone in their employ, no 
m atter how humble his post.

W hile the broad-gauge policy, how
ever, is the general rule in this cour. 
try —and doubtless to as great an ex 
ten t in the retail dry goods trade as 
in any other line—exceptions are oc
casionally encountered. There are 
m erchants, and doubtless m any of 
our readers will bear out the sta te
ment, of whom the rem ark is often 
covertly made w ithin their store: ‘Tt 
is no use; you can not tell him any 
thing.”

T o any reader who has perm itted 
him self to get into an attitude that 
is apt to repel those of his employes 
who would like to make good sug
gestions we earnestly  suggest a 
broader viewpoint. The position of 
the m erchant—or anyone else, for 
that m atter—who has allowed him
self to get to the point of, “You can 
not tell me anything,” is not an en
viable one. Known or unknown to 
him, his business is on the toboggan.

Such an em ployer can not expect 
to indefinitely retain the services of 
men and women of genuine merit. To 
such the opportunity  to help in the 
developm ent of the store and to ex
press freely their thoughts for its 
betterm ent is a potent incentive. 
They can not content them selves 
with traveling a dull, uninteresting  
round of mechanical duties, and, 
when needlessly restricted, either 
seek a more favorable opening in 
some other concern or start in busi
ness on their own account. In either 
case their form er em ployer’s business 
is the loser, and perhaps doubly so, 
if these progressive people continue 
in the business life of his town or 
neighborhood.

It is not only from employes, how 
ever, tha t m erchants of the type we 
have in mind are unwilling to  ac
cept suggestions. If  approached by 
some outsider w ho desires to bring 
to  their attention some m ore modern 
form of equipm ent or some newer 
ideas in store system such a m er
chant is loath to listen, for he feels 
tha t w hat has served him for years 
m ust continue to do the work. T hus 
he allows his com petitors to get 
ahead of him in the im provem ent of 
their stores or in the conveniences 
and service provided for the public.

T he same applies also in the casf 
of m erchandising m ethods. Retail 
ers are found who are unwilling t. 
pursue any m ethod or plan not orig 
inated by themselves. They decline 
to  give a com petitor, or anyone else 
the satisfaction of claiming the origi 
nation of the idea.

Such, however, is by no means 
the course pursued by the reall 
great retailers of the country. They 
recognize the fact tha t nothing star

tlingly original in m erchandising can 
in these days be introduced. They do 
not care who has done the new 
thing. If it is good they are will
ing to follow—with this proviso, how
ever: T hat the new method, w hatever 
it is, when adopted in their business 
must, to  the greatest degree practica
ble, be im proved upon and individ
ualized, so tha t to a certain  exten t 
it becomes their own, as well as the 
orig inator’s.—D ry Goods Economist.

outlined above may not appeal to  
you, the responsibility still rests upon 
your shoulders to  do your part to 
ward turning organization from a 
dream into reality.

W hy no t make some sort of start 
tow ard organization in your town"'

S tarting  an O rganization.
Probably there is not anywhere a 

live-wire m erchant who does not ap
preciate the fact tha t an organization 
of business men of his tow n could ac
complish g reat results not only in u p 
building the comm unity, but in p lac
ing the business of all upon a more 
profitable and more satisfactory basis.

Y et organization am ong the business 
men of our tow ns, and small cities is 
of slow grow th. Because, while they 
all agree th a t organization is a good 
thing, m ost of them  think tha t the 
business men of their town can not be 
induced to w ork together. So many 
efforts have been made along this line 
and so m any failures recorded tha t 
in m any tow ns effective organization 
is considered a hopeless undertaking.

If babies were as easily discour 
aged as m any business men, they 
would never learn to  talk or walk. It 
is only by keeping everlastingly at it 
tha t babies acquire these accom plish
m ents, and we know of no other 
m ethod of form ing an association of 
business men.

A m erchant much interested in - the 
project of organization invites hi- 
best friend am ong the business men 
to spend an evening with him in dis
cussion of the proposition. They 
meet, talk  things over and agree to  go 
ahead w ith a plan. T hey part to 
m eet again the next evening or as 
soon thereafter as possible, at which 
tim e each is to  bring a business 
friend w ith him. T ha t makes a m eet
ing of four business men. T hey tail; 
th ings over, reach agreem ents on var
ious m atters and adjourn to an earh  
date, when each of the four is tc 
bring another business friend with 
him.

At the third m eeting there are eight 
business men present. The proces 
is repeated and at the next m eeting 
there are sixteen present—the follow 

one has th irty -tw o and so on un 
til every available candidate for mem 
bership has been brought in to  the foil 
by a friend.

T hen—and not before—they are 
ready to organize, elect perm anent 
officers and decide finally on a con 
structive program . T his plan of pre 
lim inary w ork has proved very effec 
tive, even in cases of organization 
far harder to  perfect than business 
m en’s or m erchant's associations.

After this prelim inary work has 
been done and the time for perm a
nent organization arrives, it is best 
to send for a state association organ
izer, so tha t the new local associa
tion may be started along proper 
lines and with the im portant and 
valuable affiliation with the state and 
national associations.

As a progressive business man, you 
m ust believe in organization along 
right lines. Even though the plan

Cheer up and T ry  Again.
Am ong the m any lovable thi 

R obert Louis Stevenson w rote, s 
an exchange, was this: “O ur busir 
in the world is not to  succeed, btn 
continue to  fail, in good spirits " 
those of us who fail much oft* 
than we succeed there is a great < 
of cheer and encouragem ent in 
wise bit of humor. I t  is like a he; 
slap on the back of the drscoura 
one, or an arm affectionately thn  
over our shoulders as we limp f 
the arena, sore and grimy.

T he world is naturally a hero s 
shipper and it takes little interes 
the man who fails: few of us do, be
cause really it isn’t very Interesting 
And yet for every time we su c ceed  
we m ust fail m any times and for 
every one who succeeds there mu-r 
be m any who fail.

There are few men who would not 
ke to  be very successful. Every w rit

er *w-ould like to write great thing- 
nd every m erchant would like to 

make a great success of his business. 
Yet there are few great w rite rs , and 
there are many m erchants who do not 
ucceed. It is seldom because they do 

not try, for many who fail try harder 
than some who succeed: but efreum- 

tances, or their environm ent, or 
their opportunity  is against them, or 
else they ju s t get “in w rong.” There 
are few of U3 who would not like to 
ive up to  our highest ideals, and 

there  are few of us who do. Instead 
of succeeding, we fail, often miser 
ably. W hat Stevenson would tell u- 
is to  cheer up and try  again, even it 
we m ust “continue to fail, in good 
spirits.”
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Do Not Overt
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City of the Future.
The following lines from Percy > 

M acK aye’s farce, "A nti M atrim ony,” 
show a touch of seriousness:

“T he city—think w hat we might 
make of it! N ot a crum bling heap of 
scram bling individuals, each seeking 
his own salvation at the expense of 
all, but a strong  tow er of Man—o r
ganic, coherent, self-planned, guar 
ing the salvation of all in the subor
dinated good of each.

Show

business.
Finally  

stand an

T H E  P E R F E C T  F R I I T  P A C K A G E

- m a n e

versiti'

Pat. Applied for w  m e  cor ¿jr.ves.

T h e Boucher Basket & Crate C o.
Bank Building, ScottvÜ e, Mich



14 M I C H I G A N  T R A D E S M A N A pril 26, 1911

GOING TO T H E  CONSUMER.

Instead of Waiting for Trade W hy 
Not Go After It?

Two brothers, operating a m en’s 
clothing and furnishing goods store 
in a city of medium size, came to the 
conclusion not long ago that their 
business was not bringing in the prof
it it should.

They found that the building up 
of an established patronage was ra th 
er slow and tedious work, and being 
young and ambitious men they dis
liked the idea of waiting for the trade 
to come to their store.

Their town was located in the midst 
of a rich farm ing country and Satur
days the trade in the store was near
ly always good, partially on account 
of the number of these farm ers who 
came to the city on tha t day. The 
brothers often thought of the increas
ed business which would result if 
they had this rich farm ing trade to 
draw on during the five other business 
days of the week.

One of the boys owned an auto 
mobile with a tonneau of generous 
size. One Sunday afternoon, while 
they were spinning over the country 
roads in this car. one of them said: 
“ As it is impossible to get these coun 
try buvers to come in town and look 
at our stock on any day but Satur
day. why not use this car and show 
them selections from the stock on the 
other business days of the week?

The suggestion was agreed upon, 
and the b rother who was known as 
the better “mixer” and salesman p lan
ned to  20 out in the machine and 
“mix" with the country trade.

“Even if we do not sell or take or-
ders for a dollar's w orth of m erchan
dise,” he said, “it will be good pub
licity for the store and enlarge our 
li-t of acquaintances and possible cus
tom ers.'’

The brothers employed one clerk, 
and with the exception of Saturday 
one of them and this clerk could han
dle the trade with ease. The plan 
was tried out and alm ost immediately 
proved successful. The brother with 
the car would take out with him and 
show various novelties in the apparel 
lines. He built up a profitable busi
ness in taking orders for clothing and 
custom-made shirts.

At the end of a few m onths he was 
doing a bigger business in dollars and 
cents than the store was doing.

The sales he made were not the 
only profitable part of the venture. As 
stated before, he was a good “mixer,’ 
a eood salesman and made friends 
easily. The friends he made in the 
farming districts, many of whom had 
never heard of the store before his 
coming, grew accustomed to d ro p 
ping in at the establishm ent on their 
weekly trips to town.

W hile the idea is not by any means 
new. it was a novel method of solicit 
ing business in this particular sec 
tion of the country, and as a re sul 
the farm ing trade gave the store con 
siderable valuable publicity by tellim 
their friends about this, to them, nev 
method of securing customers.

To many m en's w ear m erchant 
this method of going out after trade 
by personal solicitation seems to lack

dignity. One retailer, in discussing 
it recently, said: “The m en’s cloth
ing industry  has of late years been 
placed upon a higher plane than it 
ever was before. This idea would 
tend to lower it. I t  would savor too 
much of the old, disreputable ‘pulling 
in’ process.”

I t can be done, however, in a way 
that would not in the slightest lower 
the dignity or standing of any estab
lishment. in fact, some of the g rea t
est and best known houses in the 
men’s w ear lines are doing it to-day. 
Even the banks have taken it up, and 
banking in the general estim ation has 
long been considered one of the most 
dignified professions on earth.

Some time ago a well-known bank, 
desiring to increase the deposits of 
the people in the suburbs of the city 
in which the institution was located. 
had an automobile fitted up as a 
small bank on wheels. I t had the 
marble counter, the grated teller's 
window and any other banking con
veniences which they could crowd in
to the car. It made regular trips 
ihrough the suburban and country 
districts, and is said to have proven 
successful. A nother well-known bank 
in New York has recently adopted the 
same idea.

A practice which leading banking 
institutions have taken up can hardly 
be called one that would lower the 
standard of any business.

O ur m illion-dollar life insurance 
companies are built up alm ost en tire 
ly on this idea of personal solicita
tion, and yet no one refers to that 
business as being undignified.

In this age of keen competition

trade, they are likely to believe it and 
follow his advice.

A story was told some time ago 
about a wonderfully successful cloth
ier in one of our largest E astern  c it
ies. This man when a salesman had, 
it is said, built up a larger personal 
following than any o ther salesman in 
the city where he was employed. One 
of his practices was to  arise at 4 in 
the m orning and visit the produce 
m arkets, when the men were just 
tarting  the day. H e made hundreds 

of friends am ong the dealers there 
d a ttracted  a large and profitable 

trade to  the store. T his man not long 
go w ent into business for himseli 
nd at the time he started  it was stat- 
d this personal following w as his 

principal asset. T hat it was a valúa
le asset is evidenced by his steady 

and rapid success in the m ercantile 
world.

The opportunities fo r trade lie all 
about us. W hat one man or one store 
can do can be profitably duplicated in 
four establishm ent. Do not idly wait 
for business to  come. Go out after it 
and get it.—Chicago A pparel Gazette.

the m erchant who wins is the mer- 
h.ant who uses every honest method 
n his power to increase his sales and 
lis profits.

A variation of this idea of the per- 
onal solicitation of business was re 

cently used by one of the leading 
men’s w ear stores in a large city. This 
itv has an extensive foreign popu 
ation, and in one section is a settle 
meat where many thousand Italians 
ive.

One of the salesmen in this store 
is a clean-cut young Italian, who has 
i  great m any friends and acquaint 
inces in the Italian district. A t cer 
tain tim es in the week, when busi 
ness at the store is quiet, this young 
salesman goes out into the district 
where his fellow countrym en live and 
talks to them  of the advantages of 
trading at this store.

W hen anything is placed on th 
m arket which he thinks will appea 
to  the sons of Italy , he takes ou 
and shows them samples of the new 
merchandise. It is said the result o! 
his work has been a m arked increas 
in the Italian trade.

This is an idea which could b 
tried out by a retailer in alm ost an 
large city. Practically every city in 
the Union has its various foreign se t
tlem ents and am ong the people of 
m ost of these nations seeing a new 
home on this continent there is nat 
ura 11 y a clannish feeling. If a fellow 
countrym an of theirs, a man whom 
they have known for years, tells them 
that your store is the proper place to

Exchanges and Returns.
The A. T . Lewis & Son D ry Goods 

Company, of Denver, issue a store pa
per, “N otions,” and in the last issue 
is an article on excahnge and return 
of goods th a t contains m any helpful 
suggestions.

‘W hen goods are b rought back to 
the store,” the article reads, “always 
act from  the idea tha t the house de
m ands from  you th a t custom ers be 
absolutely satisfied.

“W hen custom ers bring goods to 
the store to have refunds o r credits 
made out, always call the floor m ana
ger o r the head of departm ent or as
sistant before untying the parcel.

“F loor m anagers will make out all 
refunds and all credit slips after being 
satisfied th a t they are acting accord
ing to the wishes of the customer.

“If  goods come back to you tha t 
you did not sell, call a floor m anager 
a t once and if the floor m anager re 
quests you to  attend to the exchange, 
do so cheerfully.

“Refund checks are the same as 
m oney and custom ers m ust be given 
to understand tha t they are ju s t as 
good in one section of the store as 
in another.

“Always be polite and very gracious 
when a custom er comes to  see you 
to exchange goods or to  get a refund 
or credit.

“Act as though it were a regular 
part of our business to  take back 
m erchandise and tha t every return  
causes us the utm ost pleasure.

“W hen goods come back try  to ex
change them  for som ething else after 
having found out w hat the custom er 
wishes. Always be on the alert to 
suggest som ething tha t will be likely 
to please. Keep your stock and its 
uses so well in mind that ideas will 
come to you w ithout any hesitation.

“Never lose sight of the fact tha t 
it is often possible even after a cus
tom er has made up her mind to  have 
a refund or credit to  introduce an 
idea or goods to  her tha t will send 
the custom er away w ith goods in
stead of money.”

Business Men's Paper Press

A ny boy can operate this machine 
Push wires through opening in back

Vie Have Hundreds of

Satisfied
Customers

Here is another testimo
nial taken at random:

C. F. W aters.
Grand Rapids. Mich.. June  1. 1910. 

Business Men’s Paper Press Co..
W ayland. Mich.

G entlem en:—Enclosed please find check 
as follows:

May 31 .............................. $35.00
Less 5 per cent 10 d a y s .. 1.75

$33.25
Gentlemen:—Your paper press is giving 

us entire satisfaction. We are more than 
pleased w ith it and take pleasure in recom
mending it to anyone who would have 
use for such a press, as waste 'paper has 
become now a valuable asset and w ith the 
press you can save every scrap.

Yours. C. F. W aters.

Made in four sizes. Sent on trial.
Do you think we could have sold over $40,000 worth 

of these presses since last October if they did not do the 
work right? Write for circular and prices TODAY.

Business Men's Paper Press Co.
Wayland, Mich.
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LOST ENERGY.

How Percy Brinsley’s Genius W as 
Smothered.

W ritte n  fo r th e  T rad e sm a n .
“W hat becomes of all our sm art 

boys, I w onder?”
“And of all the pre tty  little girls?” 

suggested the old schoolm aster with 
his good-natured laugh.

“W ell, yes, you may put tha t up to 
a solution as well,” adm itted the other 
old tim er, who sat sunning himself 
on the birch-w ielder’s porch. I t  was 
the first warm  day in April and the 
tw o chaps sat sm oking and rem inis
cing—that is, old Cal Poland smoked 
while his friend Tom  chewed gum- 
drops.

“T here are lo ts of nice little g ir ls , ' 
continued old Tom , “but they never 
grow up, I ’ve noticed tha t.”

“And the boys,” grunted Cal; “so 
manv young geniuses. W here do they 
all go to?”

“Die young, no doubt.”
“The spark of genius dies young, ail 

right.” agreed old Poland. “I was 
just now thinking of Percy Brinsley— 
hignfalutin name—he was such a 
sm art boy. Everybody said he would 
be heard from when he grew up; if 
not in the halls of Congress, then in 
the scientific world. H e was heard 
of in neither, if my mem ory serves 
me right.”

“I think it does, Cal,” returned the 
ex-pedagogue. “You heard of the 
death of old Brinsley at the Soldiers 
H om e no t long ago, didn’t you?” 

“Y es; but w hat has that to do with 
Percy, the genius?”

“E verything. I t  was Percy who 
died w ithout a friend. H is genius 
could not save him from a loveless 
old age and final passing away among 
strangers. W hen I think of his life, 
of my own and that of m any others I 
can 't help w ondering w hy it has been 
so ordained from the beginning. Now 
Percy Brinsley, despite his name, was 
a real genius. D on’t you rem em 
ber—

“D on’t I, though? H e could make 
anything from a toothpick to an ox 
yoke. If he’d been properly educat
ed he m ight have won out. Poor 
chap! I often think of him in his 
natty  clothes, making love to  the 
buxcin woods girls, putting  on those 
superior airs. W hy, I actually was 
so awed in his presence tha t I daren t 
open my mouth, especially where the 
girls were concerned.”

“I rem em ber his penchant for the 
softer sex,” acquiesced the school
m aster. “H e was their hero for a 
long time. Some of the grave old 
chaps of tha t early day actually be
lieved Percy was cut out for great 
things. My own father employed him 
in his mill; he was so handy with 
tools, if you rem em ber.”

“ Yes, and he got to  be an expert 
engineer. W e all thought he m ight 
tu rn  out a great inventor at the very 
least.”

“So we did, bu t his inventive facul
ties died young; he became a mere 
im itator, which killed all originality. 
H e was unfortunate in his m arriage, 
too.”

“W hich m arriage?” and old Tom  
smiled.

“T h a t’s so, he was m arried twice—” 
“F our times, Cal. Have you for

gotten?”
“M ercy! yes, I had forgotten ,” 

ejaculated the smoker. “H um —let me 
see: H is first venture was when he 
was quite young—the Stone girl, if 1 j 
rem em ber rightly .”

“ No, your mem ory is defective,! 
Cal,” and old Tom  laughed. “Percy 
was only a boy when he m et bright 
Alice Collins. D on’t you rem em ber 
pretty  Alice, the raftsm an’s daugh
ter?”

“W ell, now you m ention her, I do | 
call to  mind th a t blessed girl, and I 
w ant to  say righ t now she was one 
of the p re tty  little girls who grew  up 
into a beautiful w om an.”

“ Yes, Alice Collins was an excep
tion which makes the rule good. It 
was her m isfortune to m eet and fall 
in love w ith Percy Brinsley. She was 
only 17 to  his 20 years when they 
were m arried. I was there—”

“Sure, and I was down with the 
measles and couldn’t go. I t was a 
bang-up w edding for the lum ber 
woods. E verybody thought both 
young folks had done well. Alice was 
as sm art as a steel trap .”

“And intellectually as far above th-; 
man she m arried as the sun is above 
the earth ,” avowed the schoolm aster, 
sighing over the memory.

“I suppose so, but folks didn't seem 
to realize it then.”

“O f course they didn't. Let me see: | 
(They w ent to housekeeping in the j 
house on the hill—”

“Yes, one fitted up for them by 
your father. Percy was your engineer 
at the time. If  Alice had lived Percy j 
m ight have turned out differently. She 
certainly would have saved him from 
the low ebb he sank to  afterw ard, j 
Alice died in less than a year, after J 
which the young husband was incor, j 
solabie for a long tim e.”

“ Yes, he seemed to  lose all energy 
after Alice died. Somehow her loss 
broke him all up. A fter tw o years 
he m arried old S teele’s daughter. 
Mag, from  which time his prospects 
waned, his light w ent out and he 
never was anybody afterw ard. H e 
w ent in to  the arm y and served 
through the tw o last years of the war 
as a private.”

His genius was snuffed out while 
he was yet young.”

“Tt seems so. I have never been 
able to  account for it,” declared the 
schoolm aster. “ Percy was tru ly  a 
sm art boy. Could it be tha t an un
fortunate m arriage made a complete | 
fool of him? I rem em ber him when j 
he could solve some intricate eng i
neering problem  with the best of 
them .”

“O ne bad m arriage led to  others 
By gorry! to  think of slim, nifty Percy 
Brinsley, the pride of the settlem ent, 
going to the dogs the way he did. He J 
had chances to  become a m illion
aire He turned them  all down, 
becom ing a th ird  ra te r and finally 
dying in a soldiers’ home w ith no 
one left to  do him honor. Even his | 
children w ent back on the poor fel l 
low.”

“ Poor fellow, indeed!” echoed the j 
schoolm aster. “H is children—he had j 
three—all boys, never were fired with j

the early genius of the father, 
left him to  die am ong stran 
m ore’s the pity.”

T he speaker wiped away a te 
the good lady of the house sum 
ed the tw o old tim ers in to  parta 
one of her famous farm drones 
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AFTER T H E  DAY’S W ORK.

Honor or Honesty—Which?
We are daily becoming more hon

est in our dealings. The “one price” 
and the “money back if you are not 
satisfied" systems are two great
trium phs for common honesty. These 
two systems “w ork”—they have done 
away with haggling and bargaining, 
and made it possible to do many
times the business with the same
number of salesmen, clerks or assist
ants.

Some houses do business on these 
principles, but use them as subter
fuges for dishonorable things.

A clothing house may have one 
price, but gives a pair of suspenders 
to the “easy ones”—or a hat to the 
more clever, or even a hat and sus
penders and a necktie to the hard to 
sell.

I f a custom er returns to claim his 
tnone) back he is argued with, or 
even blackguarded like a pickpocket, 
and only a threat of physical or legal 
force will get him the money.

T hat is honest according to the 
commercial code, but it is not honor
able.

W hy?
The man who accounts himself 

honest in the legal sense tow ard a 
stranger, would not think of acting in 
the same way tow ards a m em ber ot 
his own circle of friends.

Yet this distinction is not possible 
among men of the nicest ethical sen
sibilities. They know that the higher 
standards of business, the more de
pendable every claim they make, the 
easier, the more satisfactory and re
munerative will every phase of busi
ness become.

This distinction between honor and 
honesty makes it possible for a man 
to use poor m aterials in his canned 
goods, doctor it with chemicals and 
mark it "pure”—because he uses “h o n 
esty” in the trade sense.

Xo one would call him honorable. 
As - between himself and his friends 
and family, he frankly says tha t the 
honor standard is impracticable.

He makes an O riental distinction 
between the claims the stranger world 
of business has upon him and the 
claims of those with whom he come 
in personal, intim ate contact.

Is it not the ethical distinction that 
the lawyer, the physician and the 
priest urge as the reason why the 
law, medicine and religion m ust main 
tain different standards of practice 
from business?

But this is a condition—as a m at
ter of good business principle, should 
there be such a distinction?

Does it pay to maintain it?
E. St. Elmo Lewis, 

Adv. Mgr. Burroughs Adding Ma
chine Co.

The Wanamaker Policies.
“The four cardinal points by which 

the W anam aker business is conduct
ed arc cash, one price, full guarantee 
and cash returned. The advantages 
derived from such a system include 
a “saving of time and tem per, per
fect security, absence of huckster
ing," etc. This method, it is de
clared, makes clothing cheaper; it re
duces store expenses by dispensing

with certain clerks, no longer needed; 
bad debts are avoided by enforcing 
cash paym ents; it makes possible the 
buying of goods w ithout credit, by 
putting ready money in hand, and it 
makes a smaller profit on each a rti
cle sufficient on account of an in
crease of sales.

T he W anam aker guarantee to cus
tom ers is:

“F irs t—T hat the prices of our 
goods shall be as low as the same 
quality of m aterial and m anufacture 
are sold anywhere in the U nited 
States.

“Second—T hat prices are precisely 
the same to everybody for same qual
ity on same day of purchase.

“T hird—T hat the quality of goods 
is as represented on printed label.

“ Fourth—T hat the full am ount of 
cash paid will be refunded if custom 
ers find the articles unsatisfactory, 
and return  them unworn and un in 
jured within ten days of date of pur
chase.”

T he guarantee printed on W ana
maker packages over the name of the 

orporation is:
“T rustw orthy  goods only. S tra igh t

forw ard one price. Exactness of ail 
tatem ents. Purchases returnable 

w ithin a fortn ight (w ith few excep
tions) for credit, or refund when pre
sented with sales-slip of purchase.”

The sales-slip attached to each 
package bears this guarantee:

“Each sales-slip filled out is as 
much our personal guarantee for the 
rightness of goods and prices as though 
ssued personally. W e count this per 

sonal responsibility and the confi
dence it begets as the basis of our 
success.”

R egarding the establishm ent of the 
one-price policy, Mr. W anam aker 
said “Some time ago the one-price 
idea w as not general—prices were 
often elastic, and one of the first les
sons I learned was tha t the custom er 
should take the goods at the price 
named or leave them .”

Mr. W anam aker. in building his 
business, formed these beliefs:

“T hat a store should not be a trap 
to catch som ething from each who 
enters it.

“T hat advertising m ust say exactly 
w hat the store is and w hat it does.

“Fair prices for everything to every
body alike, w ithout hidden reserva 
tions or concessions.

“T hat justice and honor require the 
exclusion of baits or even trifling de 
ceptions; tha t custom ers whose confi
dence is invited and given are entitled 
to have their confidence respected and 
protected at every point.

“T hat patient and persistent tra in
ing m ust be given to all the employes, 
to undo the education in the old long 
time prevailing methods, to grow a 
new’ crop of business men and women 
to  adm inister a new, broader, more 
enlightened and equitable system.”

Success and Personality.
Competition in the retail trade is 

severe, and the adoption of modern 
and sound business m ethods are nec
essary if the dealer is to survive the 
ordeal. Chain stores, departm ent 
stores and mail order houses are all 
around, and the ordinary retailer 
m ust make up his mind tha t he will 
inevitably go under unless he exhib- 
ts at least the same enterprise and 

attention  to the details of business as 
s employed by these formidable 

rivals.
I t  is the personality of the indi

vidual dealer tha t in a great meas
ure keeps him in the fron t ranks of 
commerce. H is success does not de
pend upon the am ount of capital he 
has invested but on the personality 
of himself and his employes. Person
ality is hard to describe, but it shows 
forth  in every action of the dealer. 
H is m anner of speech should be such 
tha t it shows sincerity, and carry 
with it the conviction tha t he is act
ing for the best in terests of his cus
tom ers. The passing of disparaging 
rem arks about one custom er to an
other, or a repetition of scandal or 
gossip is sure to  stamp the m er
chant as an undesirable person to 
deal with. There are some dealers 
who have such a pleasing m anner, 
w ithout fulsome flattery, that people 

| will come to  him for their goods, even 
although there may be bargains of
fered in the store next door to him. 
They know th a t when he tells them 
anything it is true so far as his 
knowledge goes. Such personality 
will win in spite of all competition. 

The live m erchant know s and ap

preciates the benefit of keeping in 
personal touch with his custom ers, 
lie  always has a pleasant w ord to  
say to them w’hen they enter or leave 
the store. The custom er appreciates 
these attentions. T hey make him 
feel at home and convince him that 
his patronage is valued. T he individ
ual dealer has an opportunity  of 
studying the fads and hobbies of his 
custom ers which is denied the chain 
or departm ent store. Some dealers 
use this knowledge to the advantage 
of their business when visiting the 
large centers of commerce for the 
purpose of buying or gathering ideas. 
They will take with them  a m ailing 
list of their custom ers or prospects, 
and will send to each a picture post 
card tha t will fit the particular hob
by of such custom er. T his may be 
only a small thing, but it is much 
appreciated by the recipient of the 
card. He feels tha t the dealer is tak 
ing a personal in terest in him.

Taking the fullest advantage of the 
modern m ethods of business, with the 
addition of individual personality, the 
single m erchant should hold his 
own, and have no need to fear the 
keenest competition. There are num 
bers of individual dealers to-day who 
are doing better than has ever been 
the case before, and therefore bene
fiting by the com petition w ith which 
they have to contend. These are 
the men, however, who have recog
nized that the m ethods of even a dec
ade back are now out of date, and 
that business to  be successful m ust 
now be conducted on scientific prin
ciples.—Seattle T rade R eporter._____

Ü É

Before doing anything because of 
enthusiasm  or excitement, lie low a 
few days and see if your enthusiasm 
or excitem ent is still on the job.

Advertising th a t builds perm anent 
trade is the kind th a t tells facts— 
pointedly and persuasively — and 
keeps on telling them.

LEAD YOUR CONVERSATION  

PROMPTLY UP TO

“WHITE HOUSE”
When you have suspicion that your 

customer is ready to replenish 
the coffee canister.

DWINELL - WRIGHT CO.
BO STO N  Principal C offee Roasters CHICAGO
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Invite Y our Custom er. •
I t  was the habit of society before 

the Civil W ar and for some years 
later, to make shopping the first duty 
of the day. T he housewife regarded 
it an im perative duty to go to  the 
butcher’s, visit the grocery and in 
person plan and provide for the day’s 
supplies.

T ha t habit has passed away in the 
great cities, the ordering of supplies 
being left to a steward, the cook or 
o ther household w orker. F o r this the 
g rocer is largely responsible. He in 
augurated the route system, making 
daily calls upon custom ers; then in
troduced the telephone, which, in a 
measure, brings the housewife, ra th 
er than the servant, in direct contact 
w ith the store, but generally through 
a telephone girl, whose time forbids 
the exercise of salesmanship. On the 
o ther hand, the route driver has a 
chance to  offer suggestions about new 
and seasonable goods, and to  some 
extent stim ulate orders for goods not 
in mind or on mem orandum .

I t  is of immense advantage to  a 
store to  receive visits from its pa 
trons, and for this reason the gro 
eery store has been made quite as 
palatial and attractive as the finest 
dry goods, jew elry or any o ther sort 
of retail establishm ent. Yet this fails 
to  bring people to the store. Many 
of the higher class grocers have in 
troduced attractions which tend to 
secure personal visits, such as the 
soda w ater fountain, a lunch counter 
and dem onstration booths. These arc 
popular and attractive and bring vis
itors, in whom is an irresistible im
pulse to  walk about and inspect the 
displays and make purchases. The 
wise grocer keeps the store a ttrac 
tive, avoiding sam eness in appear
ance. A new* and fresh look is giv
en to the display on shelves, coun
ters, in windows or on the floor. This 
induces frequent visits, for as the 
custom er rem arked: “I love to  come 
into your store because I always see 
som ething new.” The change appeals 
to tha t tra it in hum an nature which 
craves that variety which is the spice 
of life.

Personal visits are a “stim ulus to 
better living.” Inspection of a w ell-or
dered and neatly  displayed stock 
tends to the adoption of a more lib 
eral dietary.

W hat is more tem pting to the ap
petite or pleasing to the eye than a 
well-ordered display of delicatessen, 
especially to the millions in great 
cities tha t buy supplies from one day 
to another, and who desire to escape 
the expense and trouble of cooking in 
kitchens not much larger than a cup
board.

The store m ust captivate and hold 
the eye, which, if pleased, invites to 
self-gratification. A p re tty  carton, 
box, dainty covering or artistic label 
is a tem ptation to purchase w hatever 
the package contains. Such tem pting 
aids to increased sales are lost when 
custom ers avoid the store and are 
satisfied to  order from the route 
salesmen or by telephone.

There are ju st as good reasons for 
housekeepers visiting the grocery as 
the dry goods store. W e believe a

well-directed campaign in th a t direc-1 the country we find article S €& cBI bought
tion would result in the restoration  of sorts ready made, ready to ■inn
the old custom  of visiting the pur- j ready to  wear. In  many f the Lon- the res
veyors. Publicity in the direction don shops no attem pt is rna iff Sklr- ■tg m
noted above is not only suggestive tractive display either in the windows

est n
but practical and productive of re- o r on the counters. This £S€>e3 no t
suits.—American Grocer. apply to  the m ore pceteutre ns fronts SXt. IK

in Regent S treet and Boru 
but even here window dr?

flirt? *»ir f
Suggestions for the Grocer. rssing' ss m eats

A m isleading advertisem ent would seldom done w ith the care chat p r •- o f Ms
be considered by m ost grocers as duces such artistic  results ss die cage
disastrous to  their store nowadays as show windows of the 5ett er -esfafc- .“¿unki
a fire w ith no insurance. lishm ents in the United Star £3.—Lem- gardixn

T he store th a t does no t have good don correspondence to New  York own in
window displays and advertising is Sun. -.uteres
not seeking the attention  or patron
age of progressive people—and should New Light on the C om er Grocery.

charge

not have it. | An adequate rem edy to r the ir
I t  is a good thing to  bear in mind every simple human ill may be round

that the fussy custom er generally is j am ong the herbs ~t the woods and
a tryout. If you please her she will J  fields. The point is to  pick them  out
advertise your store m ore than many 1 and fit them to  your case. . c$mp3 w

phrne habit. 
:akes of the 
has been Hi 
hospital, will 
with any ha

;ards body, 
fh is is the 
h i  Mitwauk

•r ram ihar c*

you lay in sti 
Your grocery 
and the clerk

o ther custom ers would do. Similarly.
B etter results will be gained if ad- j m ost of the 

vertising and show window displays plex day m; 
are backed up by the clerks offering corner groee 
the goods and talk ing them  at the have to knov 
same tim e they are advertised and Three brie 
displayed. j If  you arc

T he grocer who makes the public ea_t oranges 
w ant his goods, and lets them under- [i a s  j usC dec! 
stand th a t he has the best of every- :,,r an ale oh 
thing at all times, has accomplished j [j v,->u ar 
much. Once he gets th a t in the 
minds of the people he is quite sure 
of the ir patronage.

A store should have its window 
displays changed and be advertised 
as regularly  as it is open for bust- 
ness. T he grocer should as soon 

¡think of closing up for a while now \ 
and then “to  save running expenses” 
as to  stop changing his displays or 
advertising now and then “to  save 
expense.”

In  w aiting on a custom er, if you 
see tha t you can no t please and the 
custom er is not satisfied, do not in
sist too  strongly. Such instances do 
more harm  than good in many cases.
I t  is true by being persistent the 
present sale m ay be made, but ir the 
custom er is not satisfied and just 
bought because he felt he should, it 
is not likely th a t th a t same custom 
er will come to  tha t store again to 
buy anything.

Shops and Shopkeepers.
It is easy to understand why Lon

don speaks of shops and shopkeepers 
There are not m any of the retail es
tablishm ents which we designate as 
stores, and the principal one of these 
is a recent American enterprise 
Many of the shops hi which goods 
are retailed have a depth of no more 
than tw enty  *.-r th irty  feet, and the 
stocks are not large. T he shop
keeper makes w bat the custom er 
w ants or orders it *or him from the 
m anufacturer. The furnisher had but 
three suits of w oolens of the requir
ed size, but telegraphed to  the mill in 
Scotland for the rem ainder of the 
order. The stationer bad but one box 
of the desired typew riting paper, bat 

| said he would hare  the tw o o ther 
boxes the next Hay. T his all seems 
to be a survival of the mediaeval 
period when artisans made the things 
used in a com m unity as they were 
needed.

In  the U nited S tates we began at 
an early day to  make th ings in large 
quantities by m achinery, and all over

Post Toasties

riMWI C4BVB9* C4P>„ 
fititifir djwflk. 'HmeI

is a  tem ple

Interest or 
"N eglect t<

m any a railur 
buying is a 
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would be pr 
chant does n 
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r f M t  rW tl
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ice cream, as well as of the perpen j 29.8 (^n ts per pound. F or 1909 the 
dicular location in the can whence the I average price was 28.99 cents per 
sample is drawn.” pound. In 1882 the price averaged

New Y ork'cheese Grades. | 33*  " nts l'er The lowes'
The attention  of those who are con I price since tha t tune .s recorded for 

tem plating buying or selling cheese 1896, when it averaged 17.8 cents per
this season at some set relation to pound.

The Re-hardening and Re-freezing of 
Ice Cream.

The V erm ont Experim ent Station 
has issued a bulletin on ice cream 
by Prof. R. M. W ashburn, in which 
some of the problems that confront 
the ice cream m anufacturer are dis
cussed :

a little more heavily than usual, p ro
duce a butter, which, although not 
first class, still has m arket value. It 
would not be wise to put such a lot oi 

j ice cream, even although quite fresh, 
into the usual batch of cream for 
butterm aking, for the reason tha t the 
sugar contained in the ice cream will

Ice cream that is being held and j often ferm ent enough to give the en- 
which has become weak from rising Jt jre batch a sharp, unpleasant charac

ter, and the flavor used in the icetem perature should be re-hardened 
with great care: for if the mass has 
become m aterially melted and then 
is re-hardened without being run 
through the freezer, large w ater crys
tals will form causing the mass to 
become coarse, spiny and very un
pleasant. Then, again, there is great 
probability that some of the skim- 
milk portion containing large quanti
ties of sugar has settled to the bot
tom. and that the portions richer in 
fat have moved upw ards; in which 
case the bottom  few inches of con
tents will be found when it reaches 
the consum er, to be but little better 
than a lot of sweetened ice crystals. 
The mass of re-hardening ice cream 
may be well mixed with a heavy 
spoon while being frozen. This pro
cedure prevents this settling out. 
However, at best such re-hardened ice 
cream will become relatively coarse 
grained and spiny, and a considerable 
loss in volume will occur.

“The taking back of melted ice 
cream as a practice should be most 
emphatically discouraged, because of 
the dangers which arise from the pos
sible decomposition of the product

cream will cling to the butter. If the 
returned ice cream is quite bad, it 
may, if there is enough of it to pay, 
he churned out with the least possi
ble am ount of labor and the product 
sold as packing stock, eventually to 
find its way. with country butter 
which is no better, into the renovat
ing establishm ents. T his is one 
method of preventing the total loss of 
returned goods.

“ I t is the custom  at many ice cream 
parlors to secure five, six or ten gal
lon cans of ice cream and to  hold 
them until they are emptied by use. 
Occasionally, in case of cool weather, 
it requires two, three or m ore days 
to empty them. Such conditions fav
or the weakening of the ice cream, 
because of warming. I t  has been 
found by m eans of system atically 
planned tests, that the fat in such 
semi-melted ice cream s rises, the ex
tent of the process depending more 
particularly upon how nearly melted 
the ice cream becomes and how long 
it stands. I t  m attered but little w heth
er there were gelatin or gum traga- 
canth in the mixture, the fat rose with 
apparently equal ease if the tem-

a specific New York City m arket quo
tation  is called to a slight change 
which will be made on May 1 in the 
grade of “State whole milk specials,'' 
as used in the P roducers’ Price Cur
ren t and a num ber of newspaper re
ports of the New York cheese m ar
ket. The sm aller shapes and sizes oi 
cheese, such as Daisies and Young 
Americas, will no longer be. included 
in this grade but will be quoted sep 
arately, and the grade will be in 
tended to cover flat shapes showing 
exceptionally fine quality or those 
possessing some special and valuable 
characteristic, as uniform  light 
weights. The outside quotation of 
specials will not, therefore, show as 
wide a difference from  the quotation 
of fancy as form erly and those job 
bers using this quotation should noti 
fy their contracts accordingly.

The grade of “State, whole milk 
fancy” will cover the same quality 
of cheese as heretofore, and since th« 
cheese coming within this grade com 
prices a very much larger proportion 
of the offerings than is covered by 
“specials,” the quotation for fancy- 
cheese will continue to represent the 
logical basis for contracts between 
factorym an and dealer.

In  this connection we would urge 
tha t when contracts are made on 

ew Y ork quotations, they be made 
such a relation to  any quoted 

grade as will perm it their sale, w ith
out loss, in the grade in which they 
fall, at its quoted value on day of 
arrival. T he aim of the reporters 

ill be to  base quotations on actuai 
ales and selling values.

“Y our soldiers look fat and happy. 
You m ust have a w ar chest.” “Not 
exactly; but things are on a higher 
plane than they used to  be. T his 
revolution is being financed by a 
moving picture concern.”—Louisville 
Courier-Journal.

(YX)
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Ground

F e e d s
N ose B etter

W Y K E S  & CO
• R A N D  R A P I D S

A. T. Pearson Produce Co.
14-16 Ottawa St., Craad Rapids, Mich. 

The place to m arket your

Poultry, Butter, Eggs, Veal

and consequent ptom aine poisoning
and from the danger of scattering 1 perature were allowed to  rise. Thi* 
contagious diseases. However, ice was especially the case w ith fruit ice 
cream that for any reason has hap-J creams. The heavy fruits and syrup 
pened to melt while still new and j settled quickly, even when gelatin 
fresh enough so that there is no dan- was present. The attention of the 
ger of decomposition having started, writer, who at tha t time had to  do 
may be re-frozen by again placing with the enforcem ent of pure food 
it in the freezer and treating  it as an laws, was first called to  this point by 
ordinary run. This second freezing, a party who maintained tha t the fat 
however, requires a considerably disappeared upon standing, and that 
longer time than does the initial ef- ice cream four to five days old did 
fort, because of the air it contains; not contain as much fat as it did 
and, moreover, it is liable so to in- j when freshly made. T he deduction of 
crease the amount of air contained course was erroneous: but practically 
in the cream as to cause it to become for the consum ers of the contents o 
very fluffy and weak bodied. Such the low er third of the can, it was s 
thawed ice cream, if not old, may be fact. T hat fat had disappeared, s> 
mixed with the ordinary new “m ix ' far as they were concerned. But it 
and run out therew ith w ithout likeli- j was not a case of disappearance, bu 
hood of this difficulty. of transference, of creaming. W hen

“Ice cream which has melted and I fee cream weakens, its fat will ri 
soured or gone “off flavor” need not j and be “dished off” to a large ex 
be an entire loss. If  such stuff is j tent with the earlier rem ovals from 
returned to  the factory the butter- the can. so tha t by the time the hot 
maker can, by mixing it with a small tom of a large can is reached, some 
quantity of skimmilk and souring it days having elapsed, a poorer grade 
yet more, churn it, and, by washing of ice cream is found. Pure food in 
the b u tte r ra ther more and salting it spectors make note of the age of the

ESTABLISHED 1894 

Get our weekly' price list on

Butter, E ggs, V eal 
and Poultry
F. E. STROUP

Grand Rapids, Michigan
References: — Commercial Agencies. 

Grand Rapids National Bank. Tradesman 
Company, any  wholesale grocer Grand 
Rapids.

Record Butter Price.
The average price of bu tter on the 

Elgin B oard of T rade was higher 
in 1910 than during any time since 

SS2. The value of the product in 1 
the Elgin dairy district was more 
than $2,000,000 above the value for 
1909, and the output showed an in- j 
rease of more than 6,000,000 pounds, j 

according to  the th irty-nin th  annual 
report of the Elgin Board of T rade. 

T he average price for 1910 was >

BAOS New and 
Second Hand

For Beans, Potatoes 
Grain, Flour, Feed and 

Other Purposes

ROY BAKER
W m . A ldea S m ith  B uild ing  

O rand  R ap ids, M ich.

The Vmkemulder Company
W rite, phone or wire your order

T exas Bermuda O nions in Cummer Crates
Our first car just in. Stock finer than silk, we quote:

Crystal W ax per cummer crate - $2.25 
Yellow's per cummer crate - - 2.00

Grand Rapids, Mich.

Seeds All orders are filled 
promptly the day received.

We carry a full line and our stocks are still complete.
ALFRED J. BRO W N S E E D  C O ., G R A N D  R A P ID S , M IC H .

OTTAWA AND LOUIS STREETS
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D om estic Rice Culture.
T he U nited States D epartm ent of 

A griculture has issued a bulletin on 
rice culture in this country, calling 
attention  to the great changes in the 
m ethods of cultivation as follows:

“In  1884 and 1885 a few farm ers 
from the N orthw estern  Prairie States 
settled on the great Southern prairie 
which extends along the coast from 
the parish of St. Mary, in Louisiana, 
to  the Texas line—about 140 miles. 
Finding tha t rice, which had been 
grow n for m any years for home con
sum ption, but by O riental methods, 
was well suited to the conditions of 
agriculture here, they commenced im 
mediately to  adapt the agricultura 
m achinery to which they had been 
accustom ed to the rice industry. The 
gang plow, disk harrow , drill and 
broadcast seeder were readily ad 
justed, but the twine binder encoun 
tered a num ber of serious obstacles 
H owever, by the close of 1886 the 
principal difficulties had been over 
come. W herever prairies were found 
sufficiently level, with an intersecting 
creek which could be used to flood 
them , they were surrounded by 
small levee throw n up by a roa 
grader, or by a plow with a strong 
wing attached to  the m old-board, ex 
tending it four or five feet. Thes 
levees were usually twelve to twenty 
four inches high, and the interio 
ditch was twelve to eighteen inche 
deep and four or five feet wide. \  er 
few in terio r ditches were made for 
drainage. The land was so level that 
fields of forty  and eighty acres were 
common. Large crops were produc 
ed. The prairies were practically fre- 
from  injurious grasses, and the creek 
or river was soft and bore no dam 
aging seeds to  the fields. The rice 
fields were handled like th e  bonanza 
w heat farm s of D akota, and fortunes 
were made. Levees were cheaply con 
structed; little attention w as paid to 
drainage, m ore than to  remove the 
surface w ater; shocking, stacking and 
threshing w ere done in a very' careless 
m anner; the main object being ap
parently  to  plant a large acreage and 
harvest a certain num ber of bushels, 
regardless of quality. U ltim ate fail
ure was certain, but it was hastened 
by drought. A succession of dry 
vears followed. The creeks failed and 
reservoirs w ere found to  be expensive 
and unreliable.

“T he soil and climatic conditions 
in Southeastern Texas are almost 
precisely like those in Southw estern 
Louisiana. Rice culture in this sec
tion requires no separate treatm ent. 
W hat is applicable to  the one applies 
also to  the other. There is a belt of 
prairie land well suited to  rice ex
tending from the Sabine River west 
for 250 miles or m ore along the 
c o a s t W ithin a few years large farms 
have been opened and devoted to  this 
cereal w ith excellent returns.”

In  speaking of the prospects of the 
industry the D epartm ent says:

“T he outlook for the further exten
sion of rice culture is very p rom is
ing. A ccording to  the best estim ates 
there are about 10,000,000 acres of 
land in the five states bordering on 
the Gulf of Mexico well suited to  rice

cultivation. T he am ount which can 
be successfully irrigated by present 
m ethods, using the available surface 
and artesian flows, does not exceed 

,000,000 acres. T he balance of the 
land could probably be brought into 

ultivation were it necessary, but the 
cost would perhaps be prohibitive at 
present prices. Three millon acres i 
is a conservative estim ate of the 
area which can be easily irrigated. 
T he best results require rotation ot 
crops; consequently only one-half of 
tha t area, or 1,500,000 acres, would 
be in rice at any one time. At an 
average yield of ten barrels (of 162 
pounds) per acre, 1,500,000 acres of j 
rice would produce nearly 250,000,000 
pounds of cleaned rice, alm ost six 
times the am ount of our present con
sumption. T here is no satisfactory 
reason why the U nited States should 
not grow  and mill all of its own ric-- 
and become an exporter.

T he em ploym ent of machinery in 
the rice fields of the Southw est simi 
lar to  tha t used in the great wheat 
fields of California and the D akotas 
is revolutionizing the methods of cul
tivation and greatly  reducing the cost. 
T he American rice grower, employ
ing h igher priced labor than any oth 
er rice grow er in the world, in all 
probability will ultim ately be able to 
m arket his crop at the least cost 
and the greatest profit. If, in addi
tion, the same relative im provem ent 
can be secured in the rice itself, and 
if varieties which yield from 80> to >*> 
per cent, of head rice in the finished 
product can be successfully introduc
ed, American rice grow ers will be 
able to  command the highest price- 
for their product in the m arket- r 
the w orld.”

would be im possible to  kno' 
e r they have received; all t! 
tha t they pay to r T he 
house th a t they deal with 
honest, but still there are n 
sons why they should check 

| goods, as there are so m an' 
[for mistakes. T he railroad 
[ rv a piece on to  the next tos 
is often the case in the snu 
or the tag  m ight have been 
Then there  is a  chance that 
man may deliver a box or 
another g rocer Besides the- 

j of freight being lost there 
1 m ore ways in which rreight 
reach the grocer to  wfne 

j billed.
No m atter how small y 

I ness run it in a business w: 
have a clerk who you kno 

[th ings the way they shi«ub 
lo r  the way you w ant them 
him the job of checking 

{coming into the store. It t
y!.

es do no t arrive as sooi 
which is the case mai 
the checking clerk m; 
of each article, and a 

; invoice does arrive, n 
j from  the clerk’s R*t 
voice is filed. If this 
it will do away with 

j w ork tha t arises. V\ he 
I expected to  check

Early C losing.

Get W hat You Pay For.
Are you sure th a t you are getting 

all the  goods th a t you pay for: and j 
are you sure tha t you are not pay
ing too  much freight and express:

T hese are very im portant things 
and they should have more attention 
given them. T he average grocer of 
the small tow n is a ltogether too  care
less in the way he checks his incom
ing freight and express. The dray
man who delivers all his freight as 
soon as it arrives a t the depot will 
b ring  it over to  the store and unload 
it in the back room. Perhaps the .gro
cer and his clerks are busy, and be
fore long the agent for the railroad 
will come over to  collect the freight 
bill, and the grocer will take Ms- 
w ord th a t the freight was all there, 
pay the am ount of the bill and hang 
the bill on the  hook and tha t is the 
last tha t is thought o f the  b ill

W ouldn 't it be a good plan to  
check those bills by your invoice and j 
see if you get all the goods on the 
freight bill and also see tha t g oods! 
are charged according to  their classi
fication? I t  m akes quite a difference 
in the rate  per hundred in which 
class they are put in.

In some stores the goods coming 
in are never checked off the bills. As 
soon as the goods arrive, o r when 
they are w anted, they are brought in 
from  the back room , unpacked, put 
on the shelves and if they, the r.rra. 
pay the ir bills only once a month it

O f cour 
when pent

| pie did no t spei 
i besides time.
I spoken ox as 
j y e t accepted a  
I landlord will t
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Where’s Mother?
W ritte n  fo r th e  T rad e sm a n .

That w riter of interesting book re
views, Elia W. Peattie, in com m ent
ing upon a novel in which the au
thor seems to disapprove of her wom
en characters, uses these expressive 
words in defense of her own sex . In 
every o ther house all down your 
street and mine, in w hatever town 
we may live, young men and old. 
opening their perfectly commonplace 
front doors on their very ordinary 
homes, are saying in the unm istak
able accents of affection: ‘W here's 
mother ?’ ”

W hat two word's could be quoted 
more expressive of the very essence 
of home life than this brief in tfrro  
cration? Not only is this the enquiry
that comes first to every good m an’s
lips when, after his day's toil, he en- :
ters the precincts of his <iwn fireside, j

but the very repetition of the words
opens realms of thought and even
vistas of imagination re garding the
fundamental things that concern us

all.
“W here’s m other?” W here m other 

is  in physical location, is a m ost tita l 
question. In  very many homes the 
sad answer has to be given during 
the hours of the working day m othe- 
is obliged to be in some factory or 
workshop or store, supplementing the 
family income by m ost strenuous ex
ertions.

T hat some women can lead lives of 
rigorous toil and still maintain some
thing of a home spirit in their house
holds is one of the m arvels of human 
nature. However, in the great m ajor
ity of cases it is inevitable that the 
family and the home life suffer when 
“W here’s m other?” m ust be answered 
bv, “Away at work.

ter and influence. W e may find in 
some of these that the answ er to our 
query is that m other has become so 
intensely interested in questions that 
affect the public welfare, or in some 
study or intellectual pursuit, that hei 
home has become simply a stopping 
place where she recruits her strength 
and freshens her apparel in p repara
tion for her real work.

W om en of this type should not be 
condemned too harshly. M any of 
them are conscientious, self-sacrific
ing souls, and it m ust be rem embered 
that it is hard for the frail human 
mind to maintain a perfect balance 
of duties, to measure fairly and bold 

| in proper proportion the various 
| claims upon one’s time and energies. 

But while we are try ing to make a 
city beautiful, we m ust not neglect 
our own dooryards. W hen m other be
comes so absorbed in means and 
m easures that will uplift the commu
nity, that she allows her own boys 
and girls to be on the streets and in 
questionable places of amusement 
when they ought to be at home and 
she with them, she may be try ing 
faithfully to do her duty, but she is 
failing woefully in seeing what her 

| most im portant duty is.
M atters of public interest should 

; receive a proper share of attention 
from every woman of good mind who

is in com fortable circum stances finan
cially; but no woman with a family 
should become so engrossed in these 
outside things as to neglect giving 
the most and the best of herself to
ward making home a charm ed and 
charm ing spot for husband and chil
dren.

Then there are a host of women 
who are usually to be found in their 
homes, who are not compelled to 
leave them to work, who are not lu r
ed out of them  by frivolities, ano 
who feel no pressure of outside duties,

| vet regarding whom the question.
| “W here’s m other?” is still very ap
plicable.

W here’s m other — intellectually" 
Has she allowed time and household 
cares and the w orries of life to dull 
her m ental powers? Does she keep 
up with the times and take an in ter 
est in the questions of the day, or 
does she confine her reading to story 
papers and the column of domestic 
recipes?

W here’s m other—educationally? Is 
she in touch with her sons and daugh 
ters in high school and college, or 

1 do they regard her pityingly as a 
¡hopeless back number?

W here’s m other — socially? The 
j queen in the parlor, as she ought 
to  be and as it is best for all con- 

j cerned tha t she should be, or the 
drudge in the kitchen, as, alas! she 
too often is?

W here’s m other—morally and spir

itually? A gossip, a busybody, a 
woman of malicious mind and spite
ful tongue? O r a serene, gentle, no 
ble soul, who gives joy and courage, 
strength and inspiration to all who 
come into her presence?

The very keynote of the life ol a 
household, and its measure of influ
ence for good or ill, is sounded in 
the answer to this question, " \ \  here s 
m other?” Quillo.

The Woman W ho Bosses.
She entered the car and she told 

each one of the three children with 
her where to  sit. The one who had 
sat down of his own initiative she 
pulled from his seat and made him 
sit in another seat, no better but of 
her choosing.

T his act is always one of the ear
m arks of the woman who bosses. 
W henever she enters a train, a tro l
ley, a restaurant, any such place, she 
always tells everyone with her where 
to sit. I t is not always only chil - 
iren  whom she directs. She chooses 
the seat for her husband. She even 
points vigorously where her m other 
shall rest her bones. She labors un
der the delusion tha t no one in her 
party  is as capable of choosing his 
seat as herself.

T his idea obsesses her in o ther m at
ters. She decides what her children 
shall eat. She never lets her daugh
ter select w hat dress she shall wear. 
“You are to wear that," she says

FOOTE &  JE N K S ’ COLEITAN’S i b  k a  n i> i

T erpeneless High Class

Lemon and Vanilla
W rite  fo r ou r “ P rem otlos Offer”  th a t  com bat* “ F a c to ry  to  Fam ily" schem es. Insist 

on g e ttin g  C elem aa’s  E x tra c ts  from  your jobbing  c ro ce r . o r  mail o rd e r d ire c t to

FOOTE & JENKS, Jackson, Mich.

IP A C U STO M ER
asks for

Pas sing from the humbe homes of
the pinor to the mansions oi: the rich
again we ask. “W here’s m other?”
The answer will not be. ‘Away at
work, ” but it m ay be. Away at
l.ridg e." "E ngrossed in soc iety," or
“Eng aged in one or anoth er of va
rious dissipations.” It m atters not so 
much what luxurious fad she may 
have in pursuit, if m other’s life and j 
interest are centered outside of her 
home a greater demoralization 
awaits those who stand nearest to 
the v.oman of wealth than is in store 
for the family in destitute circum 
stances; for poverty and toil act as a 
moral tonic on many natures.

There is another class of homes in 
which the enquiry, “W here’s moth 
er?” is pertinent—homes not of pov
erty. nor, generally speaking, of great 
w ealth—but the homes of women of 
unusual intelligence, force of charac-

KIND SAPOLIO
and you can not supply tt, will he 
not consider you behind the times ?

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

Cmtu the dealer the same as regular SAPOLIO.: but should be sold at 10 sent# per cake»
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positively. She states quite as de
cisively, “W e shall go to  such and 
such a place this sum m er.’’ She runs 
her family and she runs her friends— 
at least those of them who can not 
escape her. She orders the neighbor
hood, or tries to. T o the u tterm ost 
reach of her influence she bosses.

Such a woman is not only a nui
sance, but to her family she is a real 
injury.

Tt is children of such a m other who 
never can make up their minds. They 
are indecisive, irresolute. They have 
never been allowed to make up their 
minds and consequently when the 
world asks them to make up their 
minds, quickly perhaps, the process is 
so erttirely new to them that they 
can not do it. The opportunity  the 
world has to  offer goes to the one 
who can decide quickly.

Thus, the m other who always dc 
cides all questions for her children is 
doing them a serious injury. She is 
taking away all self-reliance, all de
cision. To-day, to get on in the 
world, one m ust be decisive, self-con 
fident.

The woman who bosses can not of 
course influence friends to this ex
tent. To them she is simply m ore or 
less of an annoyance. They prefer 
to make their own choice as to what 
they shall do and they do not want 
to be ordered around as if they were 
incapable of thinking or choosing. 
They are irritated  by her continual 
bossing.

Such a frame of mind is injurious 
to the woman herself. Tt makes her 
conceited, egotistic. A lthough she may 
be to some extent unconscious on 
it, she acquires the m ental atti 
tude that the universe will not be run 
properly unless she is looking aftei 
it. If her hand is not at the helm, 
w hether it be in her home, her neigh
borhood, or her little social circle, 
everything is “going to the dogs.

It is not good for a woman to  have 
this inflated idea of her self-im por
tance, even although in a way it may 
arise from a sincere desire to do 
others good, as it does with some 
women. Such conceit shuts out from 
her view many desirable things in 
life. I t is in addition apt to  lose her 
friends. All this responsibility whicT 
she lays upon herself will as well al 
feet her health. For you rarely see 
a woman who bosses who is not thin 
hollow cheeked, nervous. The enor 
m ous sense of responsibility she car 
ries about with her bows her down 
and w ears her out. The woman wh> 
lets those about her manage them 
selves is usually plump, tranquil, go:« 
natured.

T herefore the woman who find 
herself inclined to think she mus 
manage everybody in her home, he 
office, or her social circle shoul 
pause a b it and see w hither this tra it 
will lead h er. Alice Marion

“Yes, I had ten children. They all 
grew up and m arried off.” “I sup 
pose it is lonesome now at home? 
“Oh, no. Every once in a while 
one of them  gets a divorce and wan 
ders back.”—Louisville C ourier-Jour 
nal.

D om estic E conom y as a Science. the kitchen-efficiency expert of the fo- 
A report in the Boston T ranscrip t I tore m ust develop the three cardinal 

of a recent lecture by Charles Barn-1 principles on which shop efficiency 
ard, d irector of the  housekeeping ex- is based Xhere mtt3t be careful 5tndv

Make .Hooey 
with

has been done in th< 
than in the o ther tw< 
Mr. Barnard describ 
which has just been 
housekeeping experir 
affair 10x7 feet, with

periment at Darien, Connecticut, oc- L  f l )  ^  efficiency of the w,
cupies a column of space, and con- j „  ,

. .. „ . I place itself ; (2) the personaltains more than one interesting and Iv
practical suggestion on a subject of Iani* capacity of those empfoj 
universal and perennial interest. Mr. j the work: t3) the efficiency < 
Barnard thinks that a new occupa- tools and utei 
tion is open to clever women who 
will take pains to thoroughly qualify 
themselves in the art and science of 
housekeeping. The time will come, 
he believes, when such experts will 
be called upon to perform service like
that which Brandels professes to be sbejves and o ther fixtures, wh 
able to accomplish for people charg- everything ¡3 at hand and nothing 
ed with the responsibility of manag- ^  way StIch a condensed kite! 
ing railroads teach them how to ri-e- I rejeases space for other purpoi 
crease expenses and increase effi- Abont one_3ixth of the ordrn 
ciency. I house is taken up by the kitchen ;

The idea of Mr. Barnard is that I accessories. If this allowance 
the mistress of a domestic establish-1 bg cut in half an extra  recept 
ment whose household does not run I room is gained for the cook, 
precisely and smoothly as a well reg-1 
ulated factory or bank, shall engage 
the services of a young woman, who, 
in addition to the training in domes
tic science that may be secured at 
any one of half a dozen institutions 
of learning, has somewhat familiariz
ed herself with the principles of sci
entific management. This young per
son’s job will be to go into the other 
woman’s kitchen and sit around for a 
few hours or a few days. At the 
end of her sitting she will make a
report on the methods by which the T ^  ^  Hfe tQ p{av he b 
running of that household might be paj% gnd he Iook5 
simplified and improved, and will take | paft when he has that to

C»ESCW* WMatWaC'UfKMG
s e w r r u c ,  w a s »*

Kalkaska Brand
SYRUP
SUGAR

M APLE EXTRACT

The B arnard idea loo 
Beyond controversy, it i:

D rifting is such an e; 
more people drift with 
than pull against it. Th 
cult feat in the world 

| against the current wh 
I our circumstances, but v 
get up stream without.

I t  is no use to pretei 
luck does ro t  take the 
of a man. W hen he ha

H i c h t p R  ¡M aple S y r a p  C*.
Kafkasiia, W ck.

m u * ' m ith

fee of twenty-five, fifty o r one 
hundred dollars fo r her observations.

Mr. B arnard asserts tha t house
keeping is the m ost im portant sci
ence in the world, and the m ost back 
irard. He declares tha t if advanced 

shop m ethods w ere put into opera
tion in the households of the U nited 
States there would be an annual sav
ing of hundreds of millions of dollar- 
and a gain in com fort w orth hundreds 
of m illions more. In  the building 
trade, bricklaying and shoveling have 
been revolutionized by doctrinaires. 
Mr. B arnard looks for a sim ilar rev
olution in housekeeping, beginning 
with the kitchen. T he top of a cook- 
tove, for example, exposes ord inari

ly eight or nine hundred square inch
es of heated surface; the usual tea 
kettle which is to  get the advantage 
of the convection of heat may have 

bottom  with an area of not more j 
than six square inches. A tim e sav- 1 

g and fuel saving plan is to use 
one w ith a bottom  of a t least th irty  
square inches. I t  is only recently, j 
the lecturer said, th a t m anufacturers 
have begun seriously to  look in to  the 
scientific whys and w herefores of 
pots and pans, lam ps, kettles and 
cookers, and rem arkable im prove
m ents in the econom y of kitchen 
processes are in sight as a conse- J 
quence. T he expert adviser would, of [ 
course, be m inutely fam iliar with all | 
the im proved appliances and process- I 
es, and able to  recom mend those best 
adapted to  the exigencies of each par
ticular case.

W ithou t going into the subject ex-1 
haustively Mr. B arnard indicated tha t j

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

Something New AD the Time

Butterscotch 
Chocolate Creams

JUST OUT

f t  w il l  so o n  h e  in  e 

G e t  s o m e  w i th  y o u r  n e x t

hocfc

PU TN A M  FA C TO R Y . National Carni? Cm
Grand Rapids, MsefL

Why is the Wolverine Baler Best?
it is the Simofesf nut 3tn mgest.

L k » ttke lamest m operate, 
k  has a Casi I m i  Pkwser 
ttanwic warp m  sgife.

L k  bm  H m r m i ü ü  tw e i wm m* 
lease Safe ess®? V  ia r w fd K  

i k  •  n a ie  a? mm Ixpnrwnm e m 
t i e  w arnbhrm v a t  S a fe s t 

i k m OKAP, legassi ** wm we® 
«pÉ pped  m> mmmÉmsmm.
fPViME ?iMr IPRRRPB mwe CackiisHt

nsLwn ru n  nis»co.
n m



22 M I C H I G A N  T R A D E S M A N April 28, 1911

f DRYGOODS, ? I 
FANCY GOODS NOTION^

Getting Rid of Dry Goods Store Odds 
and Ends.

E. A. Hokenson, of Big Rapids, has 
some excellent ideas on how to get 
rid of the odds and ends which are 
always found in the dry goods store, 
and in the Dry Goods R eporter out
lines his method as follows:

“The rem nants of fancy taffetas, 
messalines, plain taffetas, satins, peau 
de soie, etc., we made into four-in- 
hand ties and you can use the follow
ing lengths to an advantage: One and 
one-half, one and three-eighths, one 
and one-fourth and one and one- 
eighth. By using two pieces you can 
use these lengths: Three-quarters, 
five-eighths, eleven-sixteenths or nine- 
sixteenths. Using three pieces you 
can use one-half yard to three-eighths 
lengths.

“Now, these tie^ we sold at 25, 35 
and 50 cents, and they went like hot 
cakes. W e showed them right in 
with the regular line and m any sold 
in preference to the regular line. ^ on 
can use the same silks for how ties. 
The suesine silk rem nants and other 
rem nants of this order we made into 
head scarfs. W e also cut up slow- 
selling dress patterns on the mill or 
der for scarfs and they sold so fast 
that the girls in the altering depart
ment could not keep up with the or
ders and at holiday time the girls 
took goods home evenings and made 
them up.

‘‘These scarfs showed a handsome 
profit besides cleaning up the silk 
stock. On lengths shorter than one 
and one half yards we would, if 't 
were a plain color, use a fancy silk 
for a border to make the extr 
length and vice versa for the fane 
silks.

“The silk mull patterns we cut up 
cost us 33 to 3S cents per yard. W 
made these two yards long. Th 
cost for hemming the ends figured 
10 cents. The net costwas from 7» 
to 80 cents and we sold them for $1-5« 
each. The suesines at $1.25, two 
vard lengths: $1 for one and one-hal 
yard lengths, etc.

“Tn this way we cleaned up our old 
stock and made a nice profit, and 
our custom ers were pleased with the 
scarfs and ties. Perhaps you have a 
soiesette or a lansdown rem nant ly 
ing around. These will make up in 
to ties also, and while they are not 
all silk they will stand up with m ost 
8? to $2.25 ties shown by manufac
turers.

“W hen the cape craze came on a 
year ago we had bought lightly 
and were swamped after only a week 
of cloak business. W e had one made 
up, made it a little longer than the i

ere more than pleased to find skirts " If  you happen to have a large 
in large sizes plain. W e. made these j am ount of eiderdown on hand and 
is large as 38 waist and 42 lengths, I you not know what to do with it, 
md they all showed a handsome prof- j make it into kim onos and you will

ready made, also fuller. It w ent; 
we made another, and kept on. H ired 
an extra hand in the altering depart
m ent and we made up broadcloths. 
V enetians and even some heavy flan
nels, pieces that had been forgotten

“W e cleaned our stock of these ma- 
rials; the shorter pieces-w e made 

into children’s sizes, in that w aj 
corking up the smallest of pieces 
>ome of these V enetians were in 
hades tha t at the time you would 

hardly dare show to a customer. We 
had cut some up into rem nants and 
hey had not sold; but when made up 
nto capes they sold, so in a short 

time we were out of broadcloths, V e
netians and flannels and bought new 
hades and made them up.

“The nicest part of all was that 
people liked the styles of our capes 
setter than the factory made be 
rause they were longer, fuller, made 
setter and of better m aterials.

“Getting down to  figures, we used 
from three and one-quarter to th re  
and three-quarter yards of m aterial 
costing usually from  70 to 75 cents 
The making we figured at $1: button- 
and trim m ing braid on collar, 50 
cents, making a net cost of from $4 
to $4.75. These we sold at $10 du r
ing the season and $7.98 late in the 
pring. Capes we bought at $6 to $7 

would not stand up against them 
We had several pieces of Venetian 
in the line we had bought at 19 cent 
at one time, 36 inches wide, and for 
a cheaper cape these made up finely 
costing us $2.50 to $2.75 and selling 
at $6.50. W e were pleased to set 
them go, as we had tried them at 2'. 
cents special and they would not go

“A nother th ing which you mus 
bear in mind is that at no stage o 
the season were we afraid of beim 
overstocked. W e would make them 
up as they sold, although at time 
it hustled us to keep up, but we had 
them while most m erchants could no 
get them from the m anufacturers.

“A nother thing we worked up wrer 
rem nants into skirts. Also we cut slow 
sellers up into skirts. It is hard t< 
compete with the skirt m anufacturer 
if you purchase new m aterials an- 
make them up in the fancy styles, but 
as a way of cleaning up rem nants an 
slow sellers, it can be done an 
at a profit.

“W e made the rem nants into skirt 
as large as they would make and th 
slow’ sellers we cut into we made in 
to extra large sizes, and they sold 
would advise making them as plain a 
possible, as tha t is w hat sells them 
as there are always people who are 
looking for plain skirts.

“W e had several custom ers who

it. W e made up some fancies in 
black, costing 37 cents, 36 inches wide, i 
using six and six and one-half yards 
for large size, making $1, net cost 
$3.25 to $3.50, and these sold at $5 to j 
$7 w ithout a kick. Of course, if thero 
were any slight alteration we made it 
w ithout charge. W hile these wrent off 
" ell made up plain, by the yard you 
could not unload them at half price. 
Made up in the latest fancy styles to 
fit 22 or 24 inch waist, T do not be
lieve they would have been much of a 
success.

“W e even made up m en’s shirts and 
made it pay, but we made up only 
rem nants of dress goods tha t would 
make good shirts to retail at $3 and 

.50.
“W e found an over-stock of color- 
1 lining, also heavy in black silesias. 
e made clerks’ anrons and petti- 

oats out of the silesia and they 
howed a handsome profit, whereas 

lling ru t by the yard they would 
ive lasted ten years. The colored 
nings we made into petticoats, and 
ere we found the fuller the better, 
s people who would buy these liked 

them full. Heavy moire linings with 
Ik ruffle to m atch sold at $4.25, and 
e heard several custom ers say, ‘I 
onder why they never had these be

fore: they are so serviceable.*
“W e used up the smallest of rem 
ints by making the top of one color 

and the ruffle of another, or vice vei 
Some of these with fancy color

ed top and plain colored ruffle to  I 
match made up real prettily. We did 
cry well on the skirts and cleaned 

ip linings that never would have been 
old anv other wav.

turn  them w ith a profit.
“In table linens we find no ‘stick

e rs ;’ but occasionally we run across

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

Corl, Knott & C o., Ltd.
20, 22, 24, 26 N. Divisiea S t

Grand Rapids, Mich.

T h e R ichardson  
Garment

ginghams in. Made of best quality
“Some of the real light linings we stripes and plaids.

made up into com forters and we j ^  M erch a n t-
found this a good way to  clean up j W ouldn't it pay you to order a sample 
oiled silkolenes, cheesecloths, etc. {dozen as amoney maker and an ad for 

We even used cotton batts tha t had j your store?
been used for trim m ing purposes. W e | Sizes 2 to  6—Price $9.00
made these com forters extra long and j Vicksburg Clothing Mfg. Co. 
wide, and vou know they sold, and | . ,
at good prices. I Vicksburg, Mich.

W. T. 600
A very popular model adapted for a wide range off figures. 

Long over the hips and back, medium height bust. Made from a 
heavy Coutil, and boned w ith metal tipped watch spring wire in 
three bone strips. Handsomely trimmed with a wide lace of ex 
clusive design, silk ribbon strung. Clasp is reinforced by a bust 
piece which not only makes it unbreakable, but is warranted to 
keep the under garments free from rust stains, and absolutely 
impervious to moisture or perspiration. This corset is fitted w ith 
hose supporters w ith Kant Kum Off top (patented), which pre
vents the garters from ripping or tearing aw ay from the garment. 
Has 17 inch front, w ith a 1214 inch French Model Clasp, and an 
1854Iinch’back. w ith 14%  inch rust proof back wire. Sixes 18 to 
30. Price 18.50.

We offer in this departm ent about 25 good styles. Prices 
range ati2.25. 84.50. 88.50 and 89.00 per dozen. Give us*a-trial.

Grand R apids D ry G oods Co.
E xclusively  W holesale

Grand Rapids, M ich.
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a short piece of one-half yard or so 
tha t was left by the piece having two 
or more pieces in it. These we try 
and sell for dresser scarfs, and if the 
pattern  is large or for some other 
reason the rem nant does not move, 
we cut it up into squares of 16, 18, 
20 or 22 inches and find the people 
who keep boarders, or have a large 
family, jum p after them for napkins

“ Now we are getting  down to un
derwear. If  you happen to have a 
bunch of ladies’ pants, sizes 3, 4 and 5 
open, tha t do not sell and you are 
shy of g irls’ sizes along 14 to 16 
years, make them  closed by binding 
the seams and cut them across the 
back, also binding your raw edges so 
tha t they w on’t unravel. W e cleaned 
up several dozen of ladies’ fleeced-lin- 
ed draw ers in this way.

“Now we are into the yarns. There 
is a bunch of light blue and green 
G erm antowns soiled so they will not 
sell. W e tried dyeing and they made 
fine shades of red, just the thing 
for tying com forters. T would not 
advise selling them for kn itting  pur
poses. W e also dyed faded Saxony, 
etc., into black and found they sold 
with no kicks for darning, etc.

"Climbing the stairs the cloakman 
told us we were shy of m isses’ coats 
in 14, while 16 and 18 had not been 
moving at all, and it was getting  near 
the holidays. W e did not w ant to 
order m ore and you can not tell a 
custom er tha t you can alter it to 
fit and make it stick every time. She 
would ra ther have her size. So we 
cut enough down to make a strong 
line of 14, and when custom ers came 
in we were ready for them. W e also 
find by putting  on a shawl collar on 
a coat w ithout any collar helps its 
sale if it is a season when collars are 
good. Also changing buttons and 
taking off braid helps to make them 
go, and cutting off the cape has m ov
ed coats for us and saved us o rd e r
ing when we were getting  low on 
coats th a t were w ithout capes.

“T he clothing man raised the dust 
because we w ere out of five-cert 
handkerchiefs. So by w orking up 
some rem nants of muslin and long 
cloth we supplied the demand until 
the freight arrived: only we did not 
get rich making them. W e kept the 
girls out of mischief and held the cus
tom ers.”

Knitting in Dull Moments.
A dry goods firm at N orristow n, 

Pa., have hit upon a novel and p rofit
able plan for keeping their clerks 
employed during dull mom ents. They 
do quite a large business in woolen 
skein yarns for knitting  and crochet
ing, and in order to encourage home 
knitting  and at the same time adver
tise their yarns and keep their force 
of help employed during dull mo
m ents, they have the girls knit auto
mobile toques, which are so popular 
this w inter. T he girls also give cus
tom ers instruction in the art of kn it
ting  these and o ther goods. No charge 
is made for these lessons, but inva
riably a sale of yarn is made. The 
toques made by the clerks are sold 
through the regular retail channels of 
the store.

Cotton Flannels Higher. cent history o!
A general readjustm ent of prices quantity  used 

for cotton blankets and all cotton [ 6,600 pounds, 
napped fabrics is now being made, f pounds ' \rtific 
necessitated by the high price of raw  in the  manufac 
materials. T he advance in flannels I trim mings, and. 
ranges from 2 Vt to  10 per cent., ac-1 brilliancy, it 
cording to  quality, and a still for- Jviral oik in :e 
ther advance is contem plated by m an
ufacturers as soon as trade conditions 
permit. T he advance has been most 
m arked on printed flannels suitable 
for kimonos, etc.

Percales have been advanced, but 
not to such an extent as was gen
erally expected. O ther advances are 
looked for, as the selling price s of I 
brow ns and bleached cottons are n< 
profitable from the m anufacturers'! « p r5 ~  
point of view. I f  the prices are not an<j  “(-redir”
advanced, there will undoubtedly be j ............... .
a curtailm ent of the output in these

The
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W hile there will he a couple of i 
weeks at least in which to  continue I 
the clearing sales — and doubtless 
m ost retailers have decided to  carry [ 
on a vigorous campaign during the j 
m onth—it m ust not be forgotten that 
the spring season is approaching rap
idly and that plans should be started  j 
now. Tn fact, February is a good I 
month to do this, because it will give | 
plenty of time.

The w inter season has been a mild j 
one and there may be m ore w inter j 
goods in stock than there ought to  I 
be. The im portance of clearing up 
on all such goods has been many 
times emphasized and, even if we had 
not done this, the retailer knows i t  
There is no good reason why a mer-1 
chant should carry  over a lot of fash- j 
ionable merchandise tha t will greatly | 
deteriorate by next season. B etter get • 
cost out of it than to  hold it

T he clearing sales can be more f 
m agnetic by incorporating in the ad-1 
vertisem ent little talks about the | 
early  spring goods which are arriv-1 
ing. No doubt shipments of these t 
are coming in every day or so. T he f 
big city stores have already started  j 
to talk about spring goods, even ai- j 
though a very small space need be I 
devoted to  the new goods, and this j 
only for a general announcem ent

American Silks.
“W ith  the possible exception of 

China, for which no complete statis
tics are available, the U nited S tates t* 
now the largest silk producing conn 
try in the world. Thi* position ha= 
been taken from and m aintained 
against France since 1905.” T his 
statem ent is made on the authority  of 
a prelim inary report of the general 
results of the U nited S tates census for 
1909 of establishm ents engaged in the 
m anufacture of silk goods.

From the same source w e learn 
that since the Civil W ar “the increase 
in the gross value of such products 
is m easured by the difference between 
slightly less than ¡*4,000.000 and near 
ly *197,000,000.” D uring the period 
from 1899 to  1909 the num ber of man 
ufacturers in the U nited States in
creased 75 per cent.

The trem endons increase in the use 
of artificial silk, as shown by the re 
port, is a rem arkable feature in the re-

r u i  st e r e t e e  à
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G r a m #  Ufa©«!® M h e l
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ODORLESS HYGIENIC
U f U L M i  i n

BEAUTY! QUALITY! CLEANLINESS!
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teriocate « H t  age and a ü  :o p©w*§ 
quickly sîer iü zed  by rmmerwng hs 
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guaranteed. _________
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BEHIND the COUNTER

W hy the O ther Fellow W ins. 
“W hen you see a person who is get 

ting i head much faster than you are, 
why do you try  to justify your slow
er pace by all sorts of excuses, such 
as tha t “the o ther fellow is lucky," 
that he has probably had somebody 
to help him, tha t he happened to be 
m a more advantageous position?"’ 
asks Orison Swett Marden.

“Do not hypnotize yourself by such 
silly excuses. Everybody will laugh 
at you for making them, and say to 
them selves: ‘There is no doubt that 
there is a good reason for his lack of 
advancem ent.’ W hy not get right 
down to business and look for the 
real cause?

“Investigation will perhaps show 
that the other fellow is a little more 
alert fcr opportunities, tha t he is not 
so afraid of taking pains, that he 
does not think quite as much about 
having a good time and of taking his 
ease as you do; tha t he is more w ill
ing to sacrifice his com fort for busi
ness.

“H e probably retires a little earlier 
at night: gets up a little earlier in 
the morning, is particular about be
ing at w ork on tim e; puts m ore con
science into his w ork: does not blun
der or gad about and talk as much 
as you do. He may be more careful 
not to  make slurring rem arks about 
members of the firm.

“Tn o ther words, just get right down 
and analyze yourself, and you will 
probably find a lo t of weak points 
in your service which you could im
prove.

“The level-headed employer is a l
ways looking for ear-m arks of ad
vancement material in his employes, 
for the stuff that wins, for indica 
tions of genius or marked ability, and 
there is no m istaking them.

“W hen he sees a person who is ex
acting to the m inute regarding his 
work, who is afraid to come a little 
ahead of time in the morning, or to 
stay a little after closing hours if 
the work requires it, who acts as 
though he were afraid he would give 
his employer the equivalent of a lit
tle more than he finds in his pay en
velope, there is small encouragem ent 
for tha t person’s advancement.

“The idea of those who are made of 
w inning m aterial is to get on, and 
they know that the way to do this is 
to make themselves so invaluable to 
their employer tha t he can not well 
get along w ithout them.

“There is nothing which pleases an 
em ployer so much as to feel that an 
employe is trying in every possible 
way tc  advance his interests, study 
ing ways and means to lighten his 
burden; that, in short, he is just as

much concerned about the business 
as though it were his own.

“The employes who think that this 
is foolish and tha t it is not right to 
do w hat they are not paid for may 
get out of a little extra work, but 
they do not get on; for no employer 
w ants to risk his interests in the 
hands of a person who is so very ex
acting about the am ount of work he 
does; who figures so closely to give 
just the quivalent of w hat he finds in 
his salary envelope, and no more.

“The young men who advance rap
idly usually do so because of the 
generosity  of their service, because 
there is no stinting in it, no thought 
of doing as little as possible and get
ting as much as possible for it.

“I t is the overplus of service, the 
little extra things, which the em
ploye is not only willing but eager 
to Jo  in order to help his employer, 
the little extra interest in his em
ployer’s welfare which make all the 
difference between the young man or 
young woman who rem ains in the 
same position year in and year out 
and the one Avho advances to the top."

Courtesy Tow ard Custom ers the Firsr 
Essential.

The proper treatm ent of custom ers 
is a subject which is engrossing 
every thoughtful business m an : how 
to show them the little extra a tten 
tions which mean so much in estab 
lishing character for a store: how to 
tell just how far to extend these cour
tesies to make a telling impression 
and still m aintain the dignity and 
standing of his establishm ent. The 
answer lies entirely with the sales
man, the one who comes in personal 
contact with each and every custom 
er. L et him radiate courtesy, tru th 
fulness and willingness, and those 
qualities will become inseparably a s
sociated with the store as a whole. 
Courtesy tow ard a custom er is the 
first great essential, and following it 
with insistency are truthfulness, will
ingness and a thorough appreciation 
of what one has to sell. The need of 
absolute truthfulness on the part of 
the salesman is so im portant that 
over-emphasis of this needful virtue is 
scarcely possible. O fttim es in the 
heat of argum ent assertions are made 
which the custom er knows are ex
aggerated or untrue. Instan tly  he 
puts himself on guard, and not only j 
is the sale lost but perhaps a good 
custom er as well. M ore’s the pity of 
it when the realization of it comes 
afterw ard tha t many argum ents might 
have been advanced which were ab
solutely true, and which could not 
have failed to win the custom er 
over. Even where the salesman is

weak in his argum ents, the spirit of 
candor, of earnestness and honesty 
with which he makes his statem ents 
are often sufficient in them selves to  
gain the custom er’s confidence and 
effect a sale. Many business men in 
their own shopping experiences have 
left a store impressed only by the 
pitiful lack of in terest in their needs 
shown by the salesmen. Perhaps one 
was over-exacting in his demands, 
but isn’t tha t a privilege every cus
tom er has; isn’t tha t w hat clerks are 
for, to please and satisfy custom ers? 
W illingness on the part of a sales
man is a m ost necessary requisite; 
willingness to show every article in 
the store if the custom er will only 
wait, and do it cheerfully and with u t
m ost interest in the whole operation; 
willingness to make suggestions, to 
answ er questions and to help the cus 
tom er choose. Such willingne 
quickly establishes the salesman 
the custom er’s good graces and 
sm oothes the way to a sale. The 
clerk may' be courteous, truthful am 
willing, and still showr an inexcusabl 
lack of information about the article 
he has to sell. People like to be 
told som ething about w hat they ar< 
buying: whyT it is better than some 
thing else and w hat the salesmat 
thinks about it himself. They ar. 
willing to accept the salesm an’s opin 
ion as authoritative: they w ant pos 
itive, unqualified statem ents, and ii 
is the salesm an’s obvious ability to 
supply’ them which makes the proper 
impression. It is usually the individ 
ual treatm ent of custom ers, the treat 
m en: given them byr salesmen am 
clerks which impresses them mosi 
forcibiyq yret the store as a whole 
should not be lax in catering to it 
patrons’ wants. I t should take care 
to make its deliveries promptly", even 
to make a rush delivery w'hen the 
custom er particularly requests it. It 
should be w illing at all times to  ac
cept ar.d exchange any article re tu rn 
ed in proper condition, and to give it 
full equivalent in cash or in satisfac 
torv merchandise. I t  should do its 
best in every wayr possible to impress 
upon its custom ers tha t they can al 
ways expect fair and satisfactory 
treatm ent; in short, tha t they can do 
better at tha t store than anyrwhere 
else in town.

Prom ptness.
Do not keep a custom er waiting 

long enough for him to  make an un
just estim ate of your ability, or to 
take an uncom plim entary inventory 
of your surroundings. T hings look 
ugly and distorted when one is weary 
of waiting. A man may wait of his 
own accord, but the minute the obli
gation is on the other side it is an
other m atter. You may be waiting 
at some wayside junction for a train. 
Instead of seeking diversion, or 
breathing in a supply of fresh air, you 
wonder how many hours late the train 
is, and how food could be more abom 
inable than the refreshm ent yrou are 
compelled to take from the only place 
available. Thefe is m easurable dan
ger in keeping a custom er waiting, 
even although you may be familiar 
with his personal characteristics. Do 
not presume upon his good nature,

even although he may have assured 
you tha t “There is no hurry .” Ju st 
imagine tha t he is in a hurry. Every 
minute you keep him w aiting gives 
him just tha t much m ore time to 
study defects in service and in your 
goods, and makes your task to please 
him so much harder. You know the 
weak points of your goods, if there 
are any. Do not perm it a custom er 
to  make the same discovery. Use your 
psychology; engage his entire a tten 
tion at once, and hold it until he 
leaves you. T he good will thus gain
ed by prom pt and efficient service 
goes on, the gain being alm ost incal
culable. F o r your own good strive 
to  be prom pt in w aiting upon cus
tom ers.

G. J. Johnson Cigar Co.
S . C. W . El Portana 
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W hat’s Your Tonnage?
“The little boats keep close to 

shore, but the bigger craft may ven
ture m ore,” said Ben Franklin , or 
some e ther wise old maxim-maker.

So w hat are you content to  be? A 
skiff or an ocean liner? W hat is 
your tonnage, anyway? Are you built 
for big, broad undertakings, or are 
you content to keep in shallow w a
ter where you can wade out alm ost 
any time?

I t  is all right to be a skiff if you 
are built for a skiff. Skiffs are use
ful, >n their w ay; there is work for 
them to do. W here would we be 
w ithout the ocean liners? If there 
had been no people who were will
ing to “venture m ore” and take their 
boats out into deep water, we would 
still be living in the stone age. or 
making fire with flint and steel.

The small man is generally an in
efficient man. He has a small opin
ion of himself. H e is restrained by 
fear. He is afraid to take any chanc 
es. He generally is a tightw ad. He 
hangs to his pennies and generally 
buries his m oney in a tin can instead 
of pu tting  it where it will do some 
good to himself and his fellow-crea 
tures.

A pincher can not rise to big 
things because his vision is stunted. 
I t takes a man of im agination and 
ideas and a certain daring and big 
heartedness to make good in the 
world.

To be of some satisfaction to your
self and your friends you must have 
grit, courage and good will. Be glad

in the o ther fellow's strccesse >, 
go and do likewise. Cultivate a £ 
and liberal way of Irving: be effi< 
determ ined and libera! w ith von 
and others.

In tha t way get out of the 
class, raise your tonnage and h 
big a craft as the A lmighty ha; 
ted you to  be.—Topeka Merch 
Tournal.

Cure For the Blues.
“ Blues and T heir Cure” is 0« 

the subjects assigned for study 
the students of an E astern cof! 
The teacher in charge has raised 
question w hether the blues are 
tagious. w hether they are due t 
germ or w hether they are a man 
tation of a nervous affliction, and 
students are asked to  investigate 
subject thoroughly and submit t 
reports. Those students will pi 
benefactors of their race if they 
ceed in discovering a rem edy that 
not only cure the blues in the 1 
vidua! but enable him to  pass 
remedy on to victims similarly 
flicted. in the m eantim e, there 
some good old-fashioned home r 
edies that have been found effieac 
in the treatm ent of the blues, 
best thing to do with them is to 
away from them. Drop the worl 
least tem porarily, and go at 
thing else. Get out into the o 
take a long walk and pump the f 
air into your germ -laden system : 
sert yourself and. in a pinch, 
serve your fellow men and decide 
yourself how much better off

Fay as To» Ga.

T i n

•pe:

Highest Grade Canned Goods
PACKED BY

W. R. Roach & Co., Hart Mich
W e operate three m odel plants, including the largest and best-equipped pea pacicxr? " ar,*

Peas packed fresh from the field by automatic continuous machmer
conditions. All water used is from artesian wells, Skilled helpers earp?

-all under personal observation of experienced packers

HART BRANDS OF FRUITS AND VEGETABLES
Distinctive character and make them T R A D E  W I N N E R S  A N D

Send for Catalogue Ask Your Joth er for H art Brands

W . R. R O A C H  & C O . ,  H A R T ,  M I C H
Factories at H A R T ,  K E N T  and L E X IN G T O N — AH M o d e l  pfanr, 

Judson G rocer C o., Distributors, Grand Rapids. M ich.
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Better To Earn More Than Your 
Pay Than Less.

H ere is a word for the clerks.
Are you giving value received for 

your salary?
Tf not, did it ever occur to you 

that your employer is steadily losing 
money on you, and tha t unless he is 
simply keeping you on the force as 
a m atter of charity, as soon as he 
discovers the fact he will let you 
out?

You should not expect him to do 
anything else. H e probably is not 
a philanthropist: he is a business 
man. H e employs you, not to  keep 
you employed and to pay your ex
penses, nor even to trade dollars, but 
in order to make a profit from your 
work.

He has a right to this. You have 
no right w hatever to expect any man 
to hire you simply to give you a job. 
Tf you are a real man, or even a 
manly boy, you will not suffer your
self to be placed in the light of a 
recipient of charity. Y our employer 
has a right to expect you to give 
him not only good and faithful serv
ice, but profitable service. O ther
wise he would have no excuse to 
keep you on the roll.

You may think you are not get
ting as much salary as you should 
have, or as much as you deserve. 
This may be the case. I t may be you 
are under-paid. But it is better, even 
from your side of it, to be under
paid rather than over-paid. I t will 
give you an ambition to deserve bet
ter. to w ork harder to win recogni
tion which can not long be denied to 
you if you deserve it. If it is. then 
you have a perfect right to  quit and 
seek employment elsewhere where 
vour talents will be better appreciat
ed, or to take steps to get into busi
ness for yourself, and you no doubt 
will succeed. If you are over-paid it 
will tend, on the o ther hand, either 
to make you lazy or sw ell-headed: 
and either condition is bad enough.

In a recent num ber of “The Arena" 
you will notice a communication from 
“A M anager,” which it will do you 
good to read. H ere is a case—and 
we understand this actually happen
ed—where a man really thought that 
he was under-paid, and that he was 
giving faithful service which entitled 
him to an additional rew ard: but his 
m anager dem onstrated things to him 
which caused him to sit up and take 
notice, which really alarmed him 
and brought him face to face with a 
condition which he had not dream 
ed could come to him.

Once in a while a clerk gets it in
to his head that he is “the whole 
w orks,' that he is indispensable, that 
the business could not run w ithout 
him. If you are ever tem pted to 
think along this line, just stop and 
think that nearly all the really great 
men of the world are dead. A bra
ham Lincoln was a great man. He 
was filling a pretty  im portant place in 
our country when the assassin’s bul
let took him off w ithout w arning; yet 
the country lived and prospered after 
he left it. M any a railroad president 
has lost his head, and yet his road 
flourished even more under his suc-

cessor. I t  is even possible tha t the 
business in which you are filling a 
niche tha t you deem pretty  im por
tant, m ight survive your departure, 
and that the “old m an” would not 
have to plead in the bankruptcy court 
if he took a notion to “fire” you 
some day for neglecting your duties 
or being sm art with a customer.

I t  may be tha t the world is chang
ing som ewhat from the good old 
days, and yet honesty, sobriety, faith
fulness, energy, tact, initiative, a lert
ness and genuine responsibility were 
never more in demand in the m er
cantile world than to-day: and the 
clerk who appreciates this fact, and 
who bends his every energy to mak
ing the m ost of his opportunity, is 
the one who will get ahead, who 
will become the m erchant of to-m or
row.

Do not forget it! — Im plem ent 
T rade Journal.

Watching the Side Lines.
Keeping abreast of the times is an 

im portant factor in the life of the 
progressive grocer. There are m am  
features to be watched and attended 
to in holding yourself to the front, 
and few are more im portant or more 
easily overlooked than the side lines 
Many of these are seasonable goods 
of short life, which m ust be strongly 
displayed and forcibly pushed in sea
son.

Just now is the time for the gro
cer to display his garden seeds and 
rush their sale. This is a side line of 
perchance less value than the aver
age, but it is nevertheless a contribu
tory source to  the entire income of 
the store and tha t should in no wise 
be neglected, for it is just these small 
feeders which go to make up the 
greater volume of trade.

Everyone with a few feet of 
ground and gardening instincts can 
smell spring in the air and have al
ready gone out to view the situation 
and determine juse how they will lav 
out the garden this year. Seed books 
and G overnm ent pam phlets have 
been thum bed and read to gain any 
new ideas for the coming season. All 
that is lacking now is the w eather 
and the seeds.

Here is the chance to push your 
seed trade. Display your packages 
strongly. Give them a conspicuous 
place in the store, where no one who 
enters can fail to see them. The man 
who has been turning his attention 
to the garden jum ps at the sight of 
fhern. He is in his haven.

The man will load up and he will 
not lose a mite of his enthusiasm  un
til he has purchased every kind of a 
seed it will be possible for him to 
plant in his little seven-foot patch.

But the hustling m erchant will not 
stop here. There is a goodly profit 
and little expense to package seeds 
and just at the season’s opening he 
will go out and solicit the trade. He 
will urge it on all his customers, he 
will sell it to those who are not his 
own customers, by going out and ask 
ing their business and because he is 
on the ground at the right time, he 
reaps the profits which someone else 
might have secured.

Clerks W ho Lack Tact.
T act is one of the first qualifica

tions a good clerk should possess, 
and plays an im portant part of good 
salesmanship. Clerks should be pos 
sessed of quantities of this virtue.

A woman selected a very p retty  
black brush and comb set, when the 
:lerk said: “ I think you’ll like it. One 
would never know it is not ebony, it 
looks so  much like the real thing."

The woman said, “I guess I will 
not take it.”

At the same counter a woman 
started to buy material for a gown 
for her m other when the clerk said, 
“This color is particularly good for 
a young woman.” So the custom er 
decided it would not do for a woman 
of 70.”

Some clerks think they have only 
to say, “Everybody’s buying them ” 
to make a sale, when such a sta te
m ent will send m any people away in a 
hurry. “W e have no demand for any 
thing of this sort nowadays,” says 
one clerk, when he ought to welcome 
a chance to dispose of w hat he con 
siders his old stock. But by making 
such a statem ent the custom er feels 
forced to purchased som ething new, 
which of course, the clerk would have 
no trouble in selling.

One of the w orst offenders against 
tact is the clerk who is always boldly 
and biazenly telling you w hat you 
want. He treats you as if you did 
not know how to think.

One of the secrets of popularity is 
to talk to the o ther fellow about 
himself and to keep your own affairs 
in the background.

“Ceresota”
T h e Guaranteed

S p r in g  W h e a t  F lo u r

Always Extra Good

A sk our Salesman for 
Ceresota C ook B ook

Judson Grocer Co.
D istributors

Grand Rapids, Mich.

(CRESCENTI
i S i S ä a i n E ä

Are You a  
Troubled Man?

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

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

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

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

VOIOT MILLING CO.
GRAND RAPIDS, MICH.



A pril 26, 1911
M I C H I G A N  T R A D E S M A N

To Be Valuable To Employer Clerk 
Should Look For Work.

Probably m ore clerks are try ing 
to find a way to get out of doing 
work than there are try ing to find 
work to do. I t is only by looking 
for work, however, and by constant
ly w orking for your em ployers’ in 
terests tha t you can expect any ad
vance, either in salary or responsibil
ity—or both. An exchange gives the 
following pertinent suggestions for 
clerks who really have the get-therc 
ambition, and every one of them can 
be taken to heart and acted upon to 
advantage by both clerk and em 
ployer:

“Y our salary comes out of the 
gross profits you make for your e m 
ployer. Make more money for him 
and you will make more money for 
yourself.

“Study every custom er and culti
vate his acquaintance. It will help 
you increase your sales.

“Learn the name of each custom 
er who comes into the store.

“Calling a person by name goes 
a long way tow ards breaking down 
tha t barrier of reserve which o ther
wise is so hard to get around.

“Be glad to see people when they 
come in. I t is ju st as easy, and you 
will feel be tter and so will they.

“Show goods to your custom ers 
as you would to your friends. Get 
out anything and everything which 
you think will interest them. HeTp 
them make the selections and do not 
get restless or im patient while the 
custom er is deciding w hat to buy. it 
has spoiled many a sale.

“W hen you know a thing from ‘A 
to Z’ you get enthusiasm  and sin 
cerity from your talk. Your argu 
m ent is convincing and it is easy f*-. 
you to sell goods. It is hard work 
and it is unpleasant, too, try ing t 
sell som ething you do not know any
th ing about.

things ‘down at the store.’ I t  can 
not do any harm and may make busi
ness.

“Get into the habit of doing these 
things. You know the way to  get 
m ore money is to  show your employ
er you are w orth it.”

o»ry ii 
all the 
money

bener 
every 
to  it

Help the Salesman.
A custom er in the sto re  is worth 

tw o on the street. But some stores, 
particularly  departm ent stores, do not 
appear to realize this.

The men of one departm ent seem 
to have no in terest in the success of 
another. Get the order and let the 
o thers get w hat they can is too  often 
the case.

T his means tha t half the 
the advertising is lost, yet 
partm ent has charged up to 
item of expense, and it is n 
item at that.

T hat two men w orking side 
in a departm ent should help each oth
er has always been expected. Ru1 
tha t men who, sometimes, do nol 
even know each o ther can work to
gether sounds like a new proposition 
I t  is not, however. W hen the sales
man in one departm ent—furniture
for exam ple—has sold bis customer 
all the goods she will buy from him

IieF tC 
rhatcvei
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he should endeavor to
some othe r departm ent f
goods she may still need.

As a :ase in point.
purchase of furniture
changes in the house
draperies suggest new
rugs. Wh t not speak of

'Purity Patern' 
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“Do not argue with customers. Give ITalk

house sells 
the store i 
than the 
advertising. This j- 
plem ent the advertr 
by calling attention 
partm ent.

S a lesm en 'a re  not 
giving much thong! 
of departm ents ¡ the 

m anagers

them  and the en 
infinitely more ; 

one who m ast he ri 
the tim 

tnjar mai 
to  the €

them the benefit of your experience 
and advice, but do not try to force 
upon them goods they do not want.

“Do not make claims for your 
goods tha t you know the goods will 
not back up. The custom er finds out 
the tru th  in the end, and few cus
tom ers will let you have a second 
chance to give them the w orst of it 

“T ry  to send every custom er away 
satisfied. A satisfied custom er is the 
kind tha t comes back.

“Do not hide the ‘stickers’ u n d e r 
the counter. Get them out and try t > 
sell them. O ften the proper display 
of an article means the difFerenc • 
between ‘sellers’ and ‘stickers /

“Any one can sell new. wefl-adver 
tised goods, but it takes a mighty 
good salesman to  keep the odds and j 
ends and hard s e l l e r s  cleaned op 

“Be a salesman, not a clerk Learn 
to  do things. Have a little initiative, j 
Do not always wait to  be told LooT 1 
around and see w hat there is to  do 
and do it. T hat is the kind of man j 
who gets ahead nowadays.

“Do not forget about the store the 
m inute you get outside. Keep it in j 
one corner of your mind all the time j 

“You often have a chance to  drop 
a hint among your friends about new

head
fecti
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Advertising Suggestions for the Hard
ware Man.

A dvertising for the hardw are man 
and implement dealer does not con
sist entirely of running announce
ments in local papers. T o be sure, 
it is very im portant to  use this me
dium; but you can not tell all the 
story in a small advertisem ent. It

practice of coming to your store and 
asking for a catalogue of this, that or 
the olhera thing? W ould you do it 
if you were in their place?

The w riter has often seen farm ers 
come into a dealer’s store and ask 
for a catalogue.

Mr. Dealer would stoop down be
hind the counter, rummage through

is not best to a ttem pt it. | a pile of filth and perhaps hand out
Re brief and to  the point. Aim to J a catalogue tha t had the appearance 

get the farm ers into your store, and of having laid in a sewer or out- 
then tell them your story. j doors.

Rut rem em ber this: Catalogues | T his creates a m ighty good inl
and folders are of no use w hatever pression, does it not? 
unless they are placed in the hands j Make racks for your printed mat- 
of prospective purchasers. ter. Have them partitioned off and

Get the catalogues and other ad- labeled. Then see tha t each dift'er 
vert'sing m atter furnished by manu- | ent catalogue and folder is kept wheri 
facturers into the hands of the farm I it belongs, so tha t you can lay hands 
ers. and be sure it has vour nann
and address on it.

There are several ways of doing j 
this: T he m ost satisfactory way H | 
to mail it. so that it will be sure of j 
reaching the home.

The next best way is to put it in j 
the vehicles of the farm ers when they j 
come to town. Saturday is usually j 
the best day of the week, because j 
there are more farm ers in town on j 
that day than any other.

Now. don't say you are too busy on j 
Saturday—or any other day. T hat is 
a mighty poor excuse, and whenever 
you begin to make excuses to your 
self it is a bad sign and shows that 
your conscience is putting  the prod 
into your vitals.

How many times do you go back 
and forth on the streets empty 
handed?

Arc you and your clerks too oroud 
to carry a few folders or catalogues 
in your pockets and put them in 
farm ers’ rigs as you pass by them on 
the street?

You can not afford to be proud in 
business.

Get dow n off your imaginary Eiffel 
Tow rr. Get down to earth and dig.

Some dealers do not deserve the 
liberal supplies of advertising m atter 
sent them —express prepaid—by the 
m anufacturers. W hat do they do 
with it?

Some of them build fires with it. 
O thers carry it to the outhouse. More 
throw it under the counter—in the 
corner—any old place, and then 
swear they never had any advertising 
m atter.

Do not lie to yourself. Do not 
cheat yourself. T hat is exactly what 
you are doing, if you do not take 
care of and judiciously distribute the 
advertising that sells the goods that 
makes your living possible.

on anything you want.
This method saves time and tint« 

is money.
T his method creates a favorable im 

pression—not only of you, hut tht 
goods you are try ing to sell.

The wise dealer always has a sup 
ply of printed m atter with him

trips into the country 
few pieces into every 
mail box that hi

when makin 
and he puts 
rural delive 
comes to.

T he dealer who neglects thest 
th ings is overlooking one of the be> 
opportunities for advancing his bust 
ness in terests and increasing his ban» 
account.

W ake up and get busy now.—I in 
plem ent Age.

far the best medium. Keep your ad
vertisem ents fresh and up to date. 
Study your advertising and watch the 
results. T urn down the freak adver
tising schemes. They are only profit
able to the prom oter. I have found 
tha t a personal circular le tter on sea
sonable or special goods obtains good 
results.

See tha t your clerks are posted 
on the special talking points of the 
goods you sell, and, above all, see to 
t tha t everyr person who enters your 

store gets courteous treatm ent, 
w hether he comes to buy' or comes 
to register a kick. No other one 
thing will advertise you as well or 
hold your trade as will courtesy.

“W atch the expense account. It 
ets big enough before the end of 

the year at the best. Keep your 
stock well insured. Few' m erchants 
can afford to carry their own insur
ance. T hrough our insurance depart
m ent of this Association you can 
come nearer doing so than in any 
other way and still have the protec
tion.

“ Keep your books in such a m an
ner tha t at the end of the year, after 
you have taken a careful inventory, 
you can have a statem ent prepared 
tha t will show you just where you 
are and w hat you have done. There 
is lots of satisfaction in it.

“ Every dealer m ust work out his 
own plan, in his own w’ayr, to suit the 
special conditions surrounding him 
and his business. A ppoint yourself 
as a com m ittee of one to  investigate 
every branch of your business, and

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and 
Everything of Metal

A  Good investment

PEANUTROASTERS 
and CORN POPPERS.

f im tf i rk t j ,  $8.Mta$SM.M 
E A S Y  T E R M S . 

Catalog Free. 
KINGERY MFG. CO.,106-108 L Pearl St.,Clnctnaatl,a

66 N

Snap Y our Fingers
At the Gas and Electric Trusts 
and their exorbitant charges. Pu t 
in an A m erican  L igh ting  Sys
tem  and be independent. Saving 
in operating expense will pay for 
system  in short time. Nothing 
so brilliant as these lights and 
nothing so cheap to run.

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

Walter Shankland & Co.
Michigan State Agents

O ttaw a St. G rand R apids, M ich.

EsUMIshd In II7J
B est B qaipp .4  

Pirns In tha State

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The Weatherly Co.
IS P earl S t Qrnad Rapida, Mich.

Steel S h e l f  B o x e s
For all Kinds 

o f G oods
Hardware, Groceries 

Drugs
They take up 30 per cent, less shelf room. Never shrink, or swell: strong and durable.

R at and mouse proof. Cheap enough for any store.
T H E  G IE R  & DA1L M FG. CO . L A N S IN G . M IC H IG A N

Advice To the Hardware Man.
President W . A. Bell, of the Pacif 

H ardware Association, in his annual 
address at the convention in Spokane, 
gave the brethren some good advice. 
A m ong other things he said: “W atch 
the buying. D o‘ not try  too many 
experim ents: keep your assortm ent 
up on staple goods: get a reputation 
of having what your custom er wants 
when he calls for it. Do not scatter 
your buying too much; every sepa
rate shipm ent costs you a little extra 

¡and it conies out of the profits. If 
j possible, discount your bills. It pays 
! big and makes the jobber want your 
business bad enough to give you the 

I best be has.
“Then you m ust sell w hat you huv. 

j hut sell at profit or do not sell at 
all. Let the o ther fellow sell at cost, 
but be sure you know w hat the cost 

I is and that your goods are carefully 
marked. It is im portant to be able 

j to quote the price prom ptly. It in 
| spires confidence in your customer. 
Talk about your own goods; let the 
other fellow talk about his. Adver

Do you expect for one minute tha t tise and keep at it. I have found
the farm ers are going to make a | the home daily or weekly paper is by

CLARK-WEAVER CO.
WHOLESALE HARDWARE

GR A N D  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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see if changes can not be made that I The dénias 
will benefit the business for the fof- |is  parti,:utarl 
lowing year. Get busy and you will I agricultural 
get business.” Southwest

•  •  •  I thus loca ted

notxi

Keeping B rushes in Stock.
Some hardw are men whose conduct 

of their paint departm ent can hardly 
be criticised so far as the pushing of 
pain t business is concerned, are very 
neglectful of their brush stock, and 
carry such an incom plete line that 
custom ers in some cases, finding it 
impossible to  be suited in the store 
where they buy their paints, go else
w here for their brushes. In this way 
a good custom er may be lost to  the 
store

An essential to building up a good 
paint trade is to carry a stock of th_- 
best brushes and be able to  explain 
the virtues of each type of brush and 
recom mend the kind best suited foi 
each particular class of work. W hat 
will suit a m aster painter will hardly 
suit a less experienced am ateur w ork
ing on his own home. W hat will do 
for floor paint may be altogether tin 
suitea for use in th inner liquids.

A good stock of brushes will also 
help a hardw are man to build up a 
business w ith m aster painters, but un
less a com plete line is carried it i- 
useless to look for trade in this quar
ter. B rush m anufacturers, as a rule, 
do not care to  sell direct to  painter*, « 
but if the hardw are man will not put 
in a fair stock, and the painter goes 
to  the brush m anufacturer, it is hard 
for the la tte r to refuse to  supply the 
painter w ith goods. In  some places 
hardw are men make a bid fo r the

aatom obile

m ore by this fa 
and im plem ent 
dealers have d< 
trade by handhi 
this the general use of 
has virtually  created 
where there was not

A nother indication • 
mand for auto  suppl 
creased sales force fhs 
ant* mobile supply h 
Hired to  hire in ordei 
trade in the sm aller 
few years ago these 
trated  their attention 
trade, but the real! 
firms are now 
of their profit from the 
country.

Here i- feed for 
fo rse  rem arked when 
his anim al poke and I 
fre-h pasture. — Imp 
Journal.
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Seasonable Advertising. 
T h is is the best season in ti 

o r the hardw are man to  do fi 
ertising. The thoughts 

I man, woman and child in the 
try  ;o s t now are turning to 
th ing pertaining to  the ha 
trade. The men are perhaps pi 
their farm ing operations, r ;
grnntng to  th ink of th< 

lead, color and oil trade of the m a3- 0 r  perbai>s he f, a

hr use is built, he has hi 
k!e to  get ready and t!
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te r pain ter by supplying the painter 
w ith brushes a t very close prices, or 
by giving the local pain ter an oppor
tunity  to  select w hat he w ants from 
the traveler’s samples when the sales 
man visits the town. Both are good 
plans if carried out cautiously, bu t 
in bringing the m aster painter and 
traveler together a risk is taken u n - j t j.e j,ar<jw 
less the dealer can place confidence j jv a . jier 
in his custom er. I new s Hi

T he brush trade m ust be cultivated 
ju s t as assiduously as the paint or 
any c-ther branch of trade, and deal
ers who neglect it or do not carr- 
the stock can hardly expect to get the 
business.—H ardw are and Metal.

?rated advertisem ent o 
th ings in sporting g« »,.?■ 
to  tingling W ith the 
are the needs called 
spring house cleaning ai 
m aking A t this season

Break In to  T his F resh  Pasture.
The im plem ent or hardw are dealer

who does not take advantage of the, , , . . .. people wagrow ing demand to r autom obile sup- I ,
plies, w herever possible, does not 
know which side his bread is but
tered on. Be it stated  right here tha t 
it is possible for such dealers in near 
ly every w ell-settled and prosperous 
comm unity. As a m atter of fact, the 
demand for these supplies in the 
country is increasing faster relative
ly than in the city and the dealer who 
depends upon rural trade has not the 
excuse to  offer tha t the city m erchant 
has him handicapped in this respec t 
Indeed, if the tendency mentioned 
continues to  spread, it will soon be 
the country  dealer who will have the 
advantage of his b ro ther in the city 
where such a large proportion  of the 
population can not afford to  own 
cars.

news.
to  the display window t-- 
line you have selected :•-r • 
it is tim e for you, M r Deaf< 
np and doing if you are * 
share of the good spring 
D o not use a two-inch space 
local paper inform ing the 
“W e sell h a rd w are"" Plan 
paign. Buy the goods yon kn 

I* «fin t and then tell in 
. .a  space, well iffestrated, i 
have them . A dvertising is 
tha t you do in the paper 
means. Y en m ust have yo 
so arranged tha t the prospec 
tom er who has been a tm  
your advertisem ent will be 

¡a ttrac ted  by the business 
I ance of your store. Make 
I vour show windows for m*xI ;
will look at a well display« 
ware window than any the 
the retail trade.— Iron A ae-ff

Prompt
Deliveries 

at Less 

Cost

m  -w arn  a 
ses «surr«» 
C l — BV.UI 
and every 
a r m a i  war.

Ear. taises 
tsaweRa aara

International Commercial Cars

T he w orld owes every man 
ing, but there is no delivery 
to  bring it to  his door. He 
go after it early and often and 
his way through the crowd th: 
there first.

save  n w a  «f -KjSmRK jpn 
a» gametumss w  aiaw>««cs 
-Vav a a i  a f  —» • ..oa« 
jaceraatinaw  Caauarsvnat C 

L e t 'i s  saÉeBE 9*u>uf nÊ 
Cats arv m r j b i  üw -wtaRSi 
yws atsw -jar aart îâmar 
tp tsm p u t wHok nar inpraacM aM  
mmt haw  w  iiiurvsaai üäe arm ai 
R «k m  * cub* fM t aaveiinaf iw v r a  
v*m  the  -aafecrraCiW

i N t n r f i w i  H arve s t e r
■ M i

15 Harvester f lr iia y
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• f  I f T i t a
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COLLECTING.

Hints For the Merchant and the Col
lector.

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

In placing accounts with an indi 
vidnal or a firm for collection the 
first and m ost im portant thing is to 
he sure of such collector’s honesty 
A collector or collecting agency may 
be vary successful in inducing people 
to pay their bills and yet fail to de
liver to the creditor the money col 
lected.

Prom ptness in reporting settlem ent 
of accounts is also very im portant. It 
may save the creditor from em bar
rassing situations in further dealing 
with such debtors.

The method of collecting an ac
count should be adapted to the indi
vidual debtor. Some people have a 
wholesome respect for banks and fear 
publicity as to their dilatoriness. 
Some "have an unaccountable fear of 
lawyers and are easily induced by 
such to settle accounts. O thers are 
just the opposite, and laugh at all the 
law yer’s threats. Some are ashamed 
to meet the creditor, but when the 
account is in o ther hands it gives 
them opportunity to justify them 
selves by some plausible story, and 
assure the collector that they are 
not deadbeats nor intentionally delin 
quent in such m atters. The variety of 
debtors is innumerable and the m er
chant must determine the best m eth
od to apply to each case and not 
leave all this to be learned by the 
collector, who may be a stranger to 
everyone.

The collector has a right to know 
from the outset if accounts have been 
in other hands for collection before 
given to him. W here others have fail
ed, he is entitled to a larger com
mission if he succeeds.

The creditor should give the col
lector such inform ation and sugges
tions as he thinks will aid the latter. 
Each account should be gone over in 
turn and the collector should make 
notes ^of such particulars. I t may 
save him time to know that the c o r
rectness of certain accounts have 
been disputed and if he may or may 
not make concessions in certain cas 
es. It may help him greatly to  be 
forewarned as to the kind of recep
tion he may expect from certain ones 
and how little attention to pay to 
hard luck stories and stereotyped 
complaints.

Very few persons can be found 
who love such work as collecting. 
Some would not undertake it under 
any circumstances or for any pecu
niary inducement. Many" who do un
dertake it drop it like a hot poker as 
soon as they discover some of its dis
agreeable features. Tt is not wise to 
employ an inexperienced collector un
less the m erchant has implicit faith in 
his h. nesty, believes that he is adapt
ed to the work and is willing to in
struct and counsel him.

Presenting an account to an indi 
vidu.d at his home, his place of em
ployment, or w'herever he may" be 
found, and demanding payment, is 
quite a different m atter from going 
from one business house to another

with statem ents w-hich are regarded 
as every- day affairs.

The collector should be careful 
how, where or w'hen he duns a per
son. Some well-meaning people are 
very sensitive on this point, and a 
mistake in this respect may arouse 
resentm ent which it is alm ost impos
sible to appease. Some men are 
ready to fight the collector who is 
so indiscreet as to divulge to the 
m an’s employer, fellow workmen, 
business associates or family- the fact 
that he is endeavoring to collect an 
account.

Yet there are cases where nothing 
short of an exposure of this kind 
will avail. It is the thing the debtor 
fears m ost and he resorts to bluffing 
to scare the collector away". O r he 
assumes a confidential manner, begs 
the collector to keep mum, not to 
injure his prospects with a new em
ployer and give him a chance to get 
ahead and square up the account. 
All +he time he is planning to circum
vent the creditor and get out of pay
ing the account.

The collector often has to set his 
wits to work to discover w hether a 
debtor really intends to pay or not: 
and sometimes when he does discov
er a desire to be honest and get free 
of a debt he has to furnish the debtor 
with the moral resolution to help 
him pay. Encouragem ent, sym pathy 
and the exhibition of genuine, friend
ly interest will do more than threats 
or persistent pestering — in some

The money actually" collected or 
paid on accounts handled by- the col
lector does not represent the entire 
results -of his work, and the creditor 
should- not estim ate the value of his 
services by such a basis. For this 
reason he should be generous with 
thè collector who is paid a commis
sion only".

A m erchant can not afford to gain 
the reputation of being slack in col
lecting accounts. He should let the 
people know that he expects everyone 
to pay his debts and pay promptly. 
If no attention is paid to statem ents 
or requests for settlem ent, he should 
->end a collector after them.

It may seem sometimes tha t an ac
count is not worth the trouble of col
lecting, but even if it is necessary to 
pay the collector all he obtains on 
such accounts it is be tter than to let 
the debtor go undisturbed. An u n 
paid account often keeps the debtor 
away from a store. He trades else
where. W hen it is settled he comes 
back as a cash customer.

W ords of appreciation from the 
creditor are due the one who saves 
and scrimps to pay a debt or to keep 
from asking for credit. The m er
chant and the collector should each 
be lenient with the unfortunate, but 
encourage them to  pay a debt, even 
if but a little a t a time.

The collector who makes returns 
to the creditor regularly and prom pt 
ly will be much appreciated. I t is a 
general complaint tha t the opposite 
method is all too common among 
collectors.

A few of the necessary qualifica 
tions for a successful collector are

honesty, patience, tact, kindness, 
firmness, good nature, persistence, 
forbearance, respectful, straightfor 
ward adaptability to people and cir
cumstances, and prom ptness, especial
ly In m eeting appointm ents w'ith the 
debtor at the time pay-ments are 
promised.

I t is not necessary- to state the op
posite, undesirable tra its: but beware 
of appearing haughty, of being im 
petuous, blustering or of losing your 
tem per, for the collector m eets with 
great provocations. E. E. W hitney.

San Francisco Exposition.
The open shop m anufacturers and 

business men of the country are uni
versally taking the stand that they 
w"ill not send exhibits to the Expo 
sition unless they receive the most 
positive kind of guarantees that they 
will be allowed to install them with 
their own workmen and w ithout in

terference from the San Francisco 
unions. Some very interesting re
sults may be looked for before the 
m atte r is fully settled. San Francisco 
business men seem to be waking up 
finally to the extrem e seriousness of 
their position and to the fact tha t if 
San Francisco is going to retain any 
standing w hatever as an industrial 
city it is absolutely necessary for it 
to  “clean house” thoroughly on the 
labor proposition.

T he silk hat trade in England con
tinues to decline. One London store 
has recently adm itted a decrease of 
over $S,000 inits silk hat departm ent 
in one year. The real state of things 
has been kept quiet in the hope that 
the state functions in connection with 
the coronation would w itness a re 
turn to the stately "topper,” but it 
now appears tha t this is not to be 
realized even in a m oderate degree.

A w n / / v g s  
T J S A / T S  

flA G S  A  COVERS, 
ISA ILS  *  R I G G IN G

m

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., Du'cf

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

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

W e Manufacture

P u b lic  S ea tin g
E xclu sively

C h u r c h e s  We furnish churches of all denominations, designing and
V l l V O  h u l l  H in a  t n  h  a r t n n n i  *7#* u r ith  tVi* r r a n a r a l  o r c V i i t a c l i ir o l

scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.

S c h o o l « ;  The fact that we have furnished a large majority of the city 
U V U U V lo  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction and 
materials used and moderate prices, win.

I o d ? 6  H a | | c  We specialize Lodge Hall and Assembly seating.
l l a n o  Our long experience has given us a knowledge of re

quirements and how to meet them Many styles in stock and built to order, 
including the more inexpensive portable chairs, veneer assembly chairs, and 
luxurious upholstered opera chairs.

Write Dept. Y.

n m e r ie a n  S e a t in g  C om i

215 Wabash Ave. CHICAGO, ILL.

GRA ND RAPIDS N EW  YORK BOSTON PHILADELPHIA
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Reporters Supplied the Names.
W ritte n  for the Tradesm an.

Nearly forty years ago two re 
porters employed on the daily news
papers resolved to have a voice in 
the selection of the names of various 
public institutions of the city. The 
school houses, churches and fire en 
gines then in use had been designates 
by num bers in m any instances, and 
the pumping station was called an 
engine house. The thought occurred 
to the tw o reporters that such public 
buildings, if named after the streets 
upon which they were located, would 
prove a public convenience and save 
much of the physical pow er the re 
po rters used in turning out copy. 
W hen work was commenced on the 
M ethodist church, on the southeast 
corner of Fountain and Division 
streets, the reporters m entioned the 
building and the society owning the 
same as the Division S treet Metho 
dist church, a name by which the 
society was known for more than 
forty  years. A few weeks ago the so
ciety resum ed the use of its corpor 
ate name, the F irst M ethodist church. 
W hen the Second M ethodist church 
moved from  W est Bridge street to 
Second street the reporters added the 
word “s tree t” to its name, and it 
has since been known as the Second 
S treet M ethodist church. The re
porters changed the name of the 
F irst Baptist to the Fountain S treet 
B aptist church, the F irst C ongrega
tional to the .Park Congregational 
church and supplied the names for thi 
E ast S treet M ethodist, the East 
S treet Christian Reformed, the Scrib 
ner S treet B aptist and o ther church 
societies tha t are known by thi 
streets or avenues upon which they 
are located. They induced the Board 
of Education to use the names of the 
streets and avenues in designating the 
school houses tha t were built from 
time tc  time and defeated a plan to 
give to them the names of honored 
but dead statesm en and educators. 
T he Coit avenue, Hall, E ast Bridge, 
Turner, H enry, W ealthy avenue, Jef
ferson street, Plainfield avenue, M ad
ison avenue, Sigsbee street and many 
other schools were named to  accord 
with the reportorial claim, that the 
name indicated at once the location.

A very pious pastor of the East 
S treet M ethodist church, several 
years ago, conceived the idea tha t the 
name of his church and society was 
not im pressively holy, and upon his 
suggestion the w ord “T rin ity” was 
substituted for the words, “East 
S treet.” As there were then, as now, 
several “T rin ity” churches in the city, 
strangers, as well as m any citizens, 
would be compelled to examine the 
city directory to  learn the location 
of the denom inational “T r in i ty ’ 
church they wished to attend.

T he fire engine houses are desig
nated by numbers, known to only a 
few outside of the departm ent.

A rthu r S. W hite.

Turn On the Light.
L ight up! T here are some store* 

tha t no one really ever sees the in
side of until the firemen start to put 
out the lights. T hey are kept by 
fellows who w on’t light up until they

get blazes. You may have the goods, 
you may advertise, you may have 
everything needful except light—and 
then bust!

In the most successful stores of 
¡the country the light shines through 
every business hour of the year. T h: 
man in charge of the lights is a sci
entist who knows how to  measure 
the light of every m inute, and as soot 
as old Sol goes under a cloud 
while he is getting  out of bed, feet 
first, or going in, head first—"switch* 
click, click” on or off go the lights: 
No difference how things are going 
out doors, inside of the store there 
is the same scientifically calculated 
measure of light every merchandising 
minute. It really does not make 
much difference w hether you use 
electricity, gas or gasoline—it is how 
and how much you use them. It is 
know ing how to  use them. The cross 
roads store with the right sort of 
gasoline system properly installed and 
run, will be as well lighted as the 
finest store in Louisville. No differ 
ence w hat your lighting system may 
be, its effectiveness depends largely 
upon keeping your goods and fix
tures so as to avoid shadows and 
dark corners.

So far as the light itself is con
cerned, the best is tha t which is the 
w hitest, steadiest and gives off the 
least heat. F irst choice is electricity 
with T ungsten lamps with frosted 
globes. Next comes artificial gas 
burned within m antles o r behind opa
line globes. T hird , gasoline with 
m antles. Fourth, natural gas with 
mantles. No m ore forever, oil lamps.

\rran g e  lights so that they shine 
on the floor instead of the ceiling. 
You do not exhibit merchandise on 
the ceiling, and people do not walk 
on their hands much of the time

All window lights should shine 
from the top of the glass in a dow n
w ard and inward direction, or from 
the top and sides of the glass in
wardly. A rrange your window-dis
played merchandise with the goods of 
largest surfaces at the back and ail 
surfaces at an angle corresponding 
to  the angle of the light ray* No 
difference how many interior fight - 
you may have, the general raliation 
should he the same as if you had 
only one central light. T hat is to 
say, all light rays should have the 
genera! effect of shining from the cen 
ter of the ceiling outw ard and down 
ward on all sides.

Light the whole store. If there is 
nothing in the hack but baled hay 
and fertilizer, light 'em up. No one 
appreciates the light behind when the 
blackness of a pit lies ju st ahead.— 
Louisville T rade Outlook.

Spokane Plan of Living. 
H erbert E. Sharp, President of the 

U nited M ercantile Company, of Spo
kane, which expended ?5,00C during 
the last eighteen m onths in a series 
of investigations, says he has per
fected a system by which the cost of 
living can be reduced by fully 20 per 
cent. H e expects to  bring this about 
by the practice of be tte r business 
m ethods and the m erging of stores 

“The larger losses to  the trade in I

general.” Mr. Sharp dec 
to the unnecessary eaq 
over-burdened delivery 
army of high-priced sai 
ed in the barter of -ay 
the retailer and the w 
sapping item of rent 
through credit account 
ed: “W ith  our chain 
will undoubtedly be abl 
city far better than we 
Now the retailer is not 
profit. Neither is the t  
between them they are 
dreds of thousand* >r 
necessary expense. T l 
duced.

‘"Why do we not pet 
eminent of the United 
tablish five postoffices 
Spokane? I t would He 
Me and reasonable as 
business of the city a 
num ber of small retai 
each one try ing  to se: 
city. W e m ight ju*t a 
1.1)00 men to  handle t 
then we would have th 
back to  20 cent* an ot 
te rs and other mail de 
week. Logically, that 
status of the grocery St 
kane.”
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Shoe Manufacturing Costs and Retail 
Prices.

There never was a time when a few 
first principles in the way of special 
or technical inform ation concerning 
shoes would be a greater protection 
to every consum er and w earer of 
shoes than now. I t may be said 
that the public has a very slight 
knowledge of the subject. Shoe 
quackery has taken advantage of this 
fact to a rem arkable degree during 
the past few years, and the com para
tively simple subjects of shoe m anu
facturing costs and retail shoe prices 
have been clouded under m isrepre
sentation. to the disadvantage of the 
fair shoe dealer as well as the shoe 
wearer.

In  the whole range of American 
m anufacturing there are few details 
that are “figured down" to a finer 
point than the cost of m anufacturing 
shoes. There is an immense variety 
of marerial to choose from. There is 
sole leather which sells at 18 cents 
per pound, and there is other sole 
leather tha t sells at 44 cents per 
pound; upper leather is obtainable at 
5 cents a foot and other varieties 
cost as high as 40 cents a foot. I t is 
the same with every item, including 
eyelets, linings, laces—even the very 
thread the shoes are sewed with, and 
the polish tha t is put on in finishing. 
There is fully as much variation in j 
the total cost of necessary labor as I 
between the cheap, simply made 
working shoe and the high-grade 
dress shoe.

L eather is a product of infinite 
variety. A fabric may be turned out I 
yard after yard of the same quality: j 
but no two skins are the same, and | 
the different parts of the same skin I 
varv greatly.

W ith this immense variety of ma- j 
terial at command it ought to be 
readily understood by the public that j 
any American shoe m anufacturer can, 
if he chooses, build shoes of value j 
anywhere within a wide range of 
values, beginning with a reasonable I 
approxim ate minimum. For example, 
he could begin with either men’s or | 
women’s cheap shoes at a manufac- 
turing  cost of, we will say, $1.20 per 
pair, and from that point could grade 
up, covering every ten cents addition
al in value up to $4 or more per pair, 
m anufacturing cost, and every shoe 
on the list would represent an hon
est value, a t the price asked.

T hat is, he could make a little bet- 
te r selection of m aterials than those I 
used in the $1.20 shoes, and produce j 
one which would be a perfectly hon
est value at $1.30. He could go a 
little farther in im provem ent and 
make a shoe that was honestly w orth |

$1.10 or $1.50, or as a m atter of fact 
w orth any odd figure between these 

j sums, or higher.
W hat every shoe m anufacturer ac

tu a l ly  does is to select some particu- 
j lar price per pair, or set of prices, 
j at which he wishes to produce shoes.
| No one m anufacturer attem pts to 
j produce in the same factory all grades 
j of shoes. He can produce better 
j shoes, more economically, by restric t
in g  the output of a single factory 
I to a certain range of prices. The field 
| is 3- wide one and includes every- 
J thing from coarse work shoes to ex 
pensive hand-finished dress shoes, 
w ith cost accordingly.

Ther. he figures the cost per pair 
j of every one of the fifty to one hun- 
{dred pieces that go into a modern 
American shoe, th is being based up 
on the  quality of m aterials that he 

; wishes to use, and being figured on a 
I sca.e as small as the hundredth part 
! of a cent. He figures the labor cost 
of every one of the hundred or more 
necessary factory operations in the 
same way. He so arrives at the 

| proper balance of costs to produce 
shoes to be sold by him to the dealer 
at his chosen range of prices.

These m anufacturer’s cost prices, 
ju st as in any other comm odity that 

1 is sold to the public, are adjusted with 
j relation to the retail price at which 
; the goods are to be sold to the con- 
I sumer. F o r example, if a shoe is to 
be sold at $4, retail price, then a cer
tain proportion is allowed as the re 
tail cost of selling, which should in
clude time and capital, precisely the 

; same as in any other imaginable com- 
j modity.

Open competition rules in Ameri- 
; can shoe manufacturing. The per
centage of return  for capital invested 

| is very small. Many- shoe manufac
tu r e r s  figure no profit w hatever, b e 
ing content to simply “make their 
discount” on their purchases of m ate
rial.

The sharpest of competition has so 
cheapened the American factory-m ade 
shoe that it stands to-day as one of 
the cheapest m anufactured comm od
ities in the world, considering the 
ingenuity and skill as well as the 
capital and labor employed in its p ro
duction. There is indisputable proof 
of this in the following: Despite the 
cheap labor employed in foreign fac
tories and our low duty on shoes, 
there has been so small an im porta
tion tha t the G overnm ent prior to 
this season never made a separate 
footing of the amounts, while the 
shipments of American shoes abroad 
am ount to over a million dollars’ 
worth a month, with a constant in
crease, and this in the face of foreign

duties which run as high as 60 per 
cent. This is solid fact, from U n it
ed S tates T reasury  reports.

T ne $4 shoe, which we have men
tioned, therefore traces back to an ab
solutely honest origin in shoe cost. 
The same is true of a $5 shoe or a $6 
shoe, or a $3.50 or a $2 shoe. The 
retail dealer who sells shoes at these 
“even m oney” prices has bought the 
shoes at certain wholesale prices 
which he has found by experience 
will enable him to do business. This 
is :he prevailing practice of the 
trade.

There is nothing arb itrary  about 
these prices. There never was. They 
are so established simply because the 
vast m ajority  of the public prefer to 
pay even prices for their shoes.

Any shoe m anufacturer in the U nit
ed S tates could add 15 cents to the 
retail value of a $4 shoe, if desired, 
making it w orth  at retail $4.15. Any 
shoe m anufacturer in the U nited 
States could take away 15 cents, if 
desired, making the selling price 
$3.85. But both the $4.15 and the 
$3.35 would be prices based upon 
cost, and the proportion of profit 
would be the same in either as in the 
$4 shoe. N either price would repre-

IT  PAYS T O  H A N DLE

J K &
WORK SHOES

Champion Tennis Shoes

Men’s to 

Children's

T h e M ost Popular Sum m er Shoe in the W orld
Millions sold each year. Made in Bals and 

Oxfords, three colors—W hite, Black 
Brown Duck. Complete Cat

alogue mailed promptly.

DETRO IT RUBBER Co., D etroit, Mich.

H B Hard Pan
For Years the Standard 

Work Shoe for Men

Year After Year
We have refused to substitute 
cheaper materials, and the 
multitude of merchants who 
handle this line look upon it 
as the

Backbone o f Their Shoe D epartm ent
One customer who purchased a new stock last Octo

ber writes us after six  months experience with our goods:

Y ou have the best shoe stock  that 
ever cam e to  this c ity

Spring business has only just started. If your stock 
is not well sized up send us your orders now so you will 
have the shoes when needed. Our salesman will gladlv 
show you our complete line. Shall we have him call?

Let us hear from you today.

Herold-Bertsch Shoe Co.
Manufacturers “ H B  Hard Pan” and “ Bertsch” Shoes 

Grand Rapids, M ich.
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sent any change in principle or any 
possible preference to the consumer.

Prices of m aterials fluctuate; the 
shoe m anufacturer m ust take this in 
to account. If the price of leather 
markedly increases, he naturally must 
sort his skins a little closer. If, on 
the o ther hand, the price of leather 
should decrease, all on earth he needs 
to  do in order to maintain his stand
ard of value is to make a little bet
te r selection of m aterials, the buyers 
of his $4 shoe will be getting  just as 
much for their money as it he had 
held to  the same assortm ent as be 
fore and reduced the price.

T ha t is the plain, unprejudiced truth 
of the m atter with reference to  the 
m anufacturing -cost and retail price- 
of American shoes to-day. There is 
no m ore natural advantage to  the 
purchaser in an odd price on shoes 
than there is in the price of '$14.75 
for a fine suit of clothes" or "‘over
coats for $9.50” or hats for $2.90. The 
odd price in m erchandising i- an old 
idea; but in the case of shoes it must 
be evident that the “even m oney" 
price is an honest price.

Furtherm ore, it is the price plan 
upon which thousands of reputable 
dealers, all over the U nited States, 
have based their business. They 
have bought their stocks of shoes, or 
are now buying them, made up :n 
such an average of m anufacturing 
cost values as renders the “even 
m oney” figures only a proper, just, 
honest and economic scale of retail 
selling prices.

To be sure, there is nothing to  p re 
vent their changing their basis of 
price, if they w ant to. They can. if 
they wish, change their average of 
m anufacturing cost values so as to 
perm it them to sell regularly at “odd" 
figures. (N early all dealers often do 
sell a t odd prices in their special 
“clearance sales” of odds and ends of 
stock.'i But there would not be the 
slightest advantage to  the consum er 
in such a change from the regular 
scale of “even m oney” prices The 
cost of doing business would be the 
same percentage that it was before, 
and the prices would be open to sus
picion. The only effect would be to 
possibly set the public to w ondering 
w hether a $3.85 shoe were really not

market, up one week and down tl 
next, is about the most foolish noth 
we have ever seen set forth in tl 
journalism of the trade—or anywhe 
else.

On the whole, the only safe fetus 
for the public is the reputable deal 
of established standing. Strch a de; 
er, of known character and e-tabiis 
ed reputation, will give honest ?a!w 
w hatever may be his prices Ti 
wearer of shoes can tru st to hi- fai 
ness. As with physician<. *o it 
with shoe s to res: one o f repute a? 
standing should be chosen in prefe 
ence to the quack. T he repretab 

. shoe dealers of to-day are not ma 
m g a fortune. T hey are serving r! 
public honestly  and are selling she 
at reasonable prices. T hey are w*

I thy  of public confidence, and aot-rfm 
which tends to  underm ine that cm 

! fide nee is an inunrr to  rise -wH.

trea t

Danger m Style E*t 
The Style Comm ittee 

tional Association of Boo 
m anufacturers has sent oc

Matce

effort s

“marked down from $4" but marked ! a li/
up from $3.50. O r, the> m ight get
the w rong im pression th it the $3.85 buv
shoe was just as good a- a $4 «hoe. at 1
One of these inferences is precisely 1 tre*
as just as the other! eba

The foregoing is a fair and correct Idea
statem ent of current gene ral practice foot
in the  basing of shoe cos ts and shoe ; net<
prices, wholesale and retail. The ¡in •
whole proposition is real! y so simple \ that
tha t any shoem an recognizes its Uvei
tru th  in a flash. I t  is so timoni axk*- any
matic tha t it seems an over-elabora : mg
tion of detail to  go into it thus fuff} 
but recent erroneous new spaper art 
cles, to say nothing of stuff trot 
weak-kneed and ill-informed journal 
tha t presume to  represent the she 
trade, make it evident th;

a sliding scale o? “ ffu-

sat these prin - !; Ever«
plicitly I trade.
any inherent !lard r

absurd. T he likely
should adopt 1 sale I

rating prices," ji beavi!
of the leather i1 The

l l W M i m t O W M f t W t M I I

Our Trade Mark and 
The Word Rikaloa

W  H i

R m d « * .  R a I w iì i a c  !•„  Ai

GfSM ki R j m i t .  U lr l*

I Jtitt
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that it will continue to do so in the 
future, and that the grade up m ove
ment will be carried on even more ex
tensively than it has been in the last 
few years.

Shoes and Success.
I t  has often been shown that the 

average m erchant does not make suf
ficient profit. As a rule the cause is 
fear of competition. But why should 
a m erchant pass up his just dues be
cause some other dealer is doing it? 
There is no reason.

The retail shoe business to-day 
requires a g reater profit than in the 
past. I t  costs m ore to  do business 
and consum ers demand m ore in the 
way of style than ever before. A 
shrewd salesman stated tha t he found 
m erchants carrying fully 20 per cent, 
larger stocks and this causes manv to 
ask for extension of credit. The dis
count loss is no small item, but when 
m erchants ask for extensions their 
credit is also impaired.

This salesman’s opinon is verified 
by reports from nearly all wholesale 
and m anufacturing houses that col
lections are verv poor.

There is no doubt about the condi
tion, but how to m eet it is the proL 
lem. The solution is best worked 
out by investigating methods of large 
successful retail houses. T heir plans 
vary little in the main, but the de
tails are changed to meet local con 
ditions.

Make 60 per cent, on the selling 
price on novelties. Close them out 
at cost as soon as the season nears 
its close.

Carry some long-profit staples 
Make them more than balance a few 
of the short-profit goods.

Price every shoe in stock so as to 
produce at least 30 per cent, gross 
profit on the selling price.

This is m ost im portant of alb
Buy so that you can get out from 

under a mis-buy.
Buy close to your wants. Reorder 

weekly on good sellers and close out 
styles tha t move slowly.

Replace poor sellers with new 
styles similar to the good sellers.

This outlines a broad policy and 
one tha t may be worked with sue 
cess in any store. M erchants often 
miss the point—that they are in busi
ness to make money. W ith this clear
ly in mind it is a steady push and a 
policy is never adopted unless there 
is profit in it.—Dry Goods Reporter.

Bathing Shoes For Summer.
The increasing custom for people 

to live out-of-doors has popularized 
out-of-door sports of every descrip
tion. Among the athletic sports bath
ing has come to the front w onder
fully in the past few years. Once it 
was confined alm ost wholly to the 
shores adjacent to salt water, but 
nowadays a town or city fortunate 
enough to be located on a sizable 
river or pond has its public parks and 
encourages bathing in the summer 
m onths as a pleasing pastime.

To this end departm ent stores and j 
m en’s furnishing stores inland are 
now carrying bathing suits just as 
the m erchants located near the salt 
water, and why shouldn't the inland

shoe dealer carry bathing shoes? In 
some localities they are already in de
mand and prove an additional source 
of profit during the m onths when 
trade is less active and everybody is 
inoculated with vacation serum.

A few good styles in either all 
white or black to retail a t 25 to 50 
cents gives a dealer a compact stock 
to work upon, and on which there 
will be little or no chance for him to 
take a loss. W om en are the largest 
purchasers of bathing shoes and fas
tidious and peculiar in the m atter of 
colors in bathing shoes to harmonize 
with their suits. T o avoid the ques
tion of harm ony of colors which might 
be raised, carry the staple styles in 
plain or black. This plan stim ulates 
quick sales of bathing shoes, as the 
sizes are really the only thing to 
make sure of.

A few fancy colored bathing shoes 
used in the window display attract 
attention and possibly m ight find 
some custom ers, but the large pur
chasers of bathing shoes who are 
making a success of the sale of them 
to-day stick pretty  closely to all 
white and all black for their colors.

Holding “Regular” Trade.
Every retail shoe store in the land 

can boast of a number of “regular" 
customers. These patrons disregard 
all advertisem ents and window d is
plays and go directly to the store 
where they have been in the habit 
of dealing and usually they call for 
some particular salesman to fit them. 
In a large num ber of cases these cus
tom ers insist on having their favor
ite salesman wait upon them, and if 
this salesman should sever his con
nection with the store be in all p rob 
ability would carry some of this 
“regular” trade with him. Many 
stores depend alm ost entirely on 
these “regulars” and the proprietor 
of such a store should figure to 
increase this business instead of los 
ing a part of it by any changes in 
the salesforce.

In order to  do this it is necessarv 
to im press upon each salesman the 
im portance of catering to the«c- 
staunch supporters of the stores, even 
although a special clerk is called for. 
yet every employe of tha t store 
should, if possible, extend a cordial 
welcome to the custom er and make 
him or her feel at home. The pro 
pnetor, too, should make the cus
tom er feel as if he or she were 
among friends. In a word, an effort 
can be made to  change the sales
man's custom er into a custom er of 
the house.

One thing is of prime im portance. 
The "regular" should be called by his 
o r her name. I t  is this one fact that 
makes the individual salesman solid 
with his customers. He knows their 
names and they appreciate the fact 
that he treats them like an old ac
quaintance. I t  is, therefore, impor 
tan t tha t every salesman connected 
with the store should become per
sonally acquainted with the “regu- 
lar trade.—Boot and Shoe Recorder.

Get Longer Profits For Novelties.
Just making a living, and making 

a living and a fair net profit are two

different things,” said a shoe retail
er recently. I t  has been m any years 
since the consum ing trade was so 
hard to satisfy as it is to-day. They 
w ant satins, tan shoes in all shades, 
velvets, suedes, canvas, buckskin, 
patent and dull leathers not in lace 
alone but both in lace and button. If 
the trade will have nothing but fab 
ric shoes, why not give them  to it? 
If they w ant tans, tha t is their priv
ilege, but if the shoe men have to 
m eet their w ants, why not do so?

“I t  is m y opinion that if the pub
lic prefers fads in place of staples, why 
then are not the shoe people entitled 
to bigger profits on this class of stuff’ 
I, for one, am getting  a good profit on 
these so-called fads and I will con
tinue to  do so. I am not in business 
for my health. I t is a business propo
sition with me and my profits on this 
class of novelties are not going to be 
figured the same as on staples.

“A shoe that is m eeting with a 
great demand and which costs me 
$2.25 I am not selling at $3, but 1 
m ark this shoe at $3.50. W hy should 
not shoe m erchants make an extra 
profit on novelties in this line as m er
chants in other lines do? I believe in 
longer profits on novelties and I am 
getting  them. I t would be a good 
idea if all shoe dealers got longer 
profits on this class of merchandise, 
but they never will unless they make 
the s ta rt now.”—The Shoe Retailer.

Growing Umbrella Handles.
A t Maule, a small village near 

Paris, is carried on a singular indus
try  which is little known. I t  is

nursery for the cultivation of trees 
suitable for use as um brella handles, 
walking sticks and alpenstocks. N ear
ly 500 acres of. ground are given over 
to  ash, oak, chestnut and maple sap
lings. One year after p lanting these 
are cut off near the root so as to 
make them grow  several branches, 
which are then kept free from sec
ondary stems.

The m ost curious part of the in
dustry comes the following year. In 
cisions are made in the bark, thus 
engraving upon it various designs. 
W hen the bark is stripped, these de
signs are found traced on the wood. 
At the end of the third year the 
branches are cut, stripped of their 
bark, bent into various shapes and 
sent to the m anufacturers. Certain 
form s of handles are shaped while 
the branches are still grow ing on the 
trees.

Hosiery W ith Shoes.
An increasing num ber of shoe firms 

are in teresting  them selves in hosiery. 
T he footw ear store logically ought to 
include hosiery; the two sell well 
together. I t  will pay you to make 
people particular about the shoes and 
the hosiery they w ear together. 
There are strong, consistent lines of 
hosiery procurable tha t can be sold 
at a scale of even-money prices, in 
m en’s, wom en’s and children’s hose. 
There is good profit in them , and 
they do not take up much room. 
H ere is a side line tha t the retailer

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 R ex 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 us 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, M ich.
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Educational and Good Advertising, e x t r a  corset « fra se  • *  help y - -  

Louis Caplan, of Baldwin, i s  w rit- ' Buy y o s t  w w e r *  w h e r e  y - e j  t r i  
ing some very good articles for ? -* yon are getting  caisse
local papers, explaining the m eth 
of the mail order houses <nd tell 
of the advantages of tradir g %t ho 
This is educational work and at 
same time effective advertising, 
o ther m erchants m ight a do 
same. H ere is O'flfp /*? %ff 
articles:

“At a dance given recently in i . 
county the partiejparr< « ere  g r - . 
astonished to  hear one • the pa 
cry out. during a lance. A»*-, w e 
the catalogue house» o? *'"hica/f H 
declared a dividend • ? *i n non ono 
their stockholder« *'

“A queer incident had h ,ppe ' 
The young man in question had >-.• 
to  this dance with •< n-w pair 
shoes, which he had ]ittl taken :r 
the express office costing him * 
with expre«». A fter dan - ing rhy* = 
ond set, when he was happtfj * 
stepping with his he«? s w h o a r »  
suffered the mi«f* r?:jn ' ha-.-' 
sole of his left *hoe com- r*f U v  
ly his girl helped him » u? by gtv 
him a piece of her -• r«e* ft? 
which she had broker, if* m laugh 
so hard. He tied if around his «1 
and finished the dance O f n 
the white string did n f W it 
good around the black oaten? T-~ 
er shoe.

twenty-war 4Mf*i
near

rtnrinc fefïw# 
m A*

'f and

M l

Iff«

“ I w arn all young 
take chances on a dai 
shoes purchased it> -m ■ 
o rder houses, part; da 
is very likely your gi

Com mon-Sense 
On Safe*

We Employ No Salesmen 
We Have Onlv One Price

re

Yes, we lose some sales 
our safes, but that is our way 
oftener than it loses, simply 
business principle

IN flic fast piace met prize* m e i 
no tcihitig capam«* ar*i te flic mb 
m an* money a# ppnd a* a*iccisa> 
pnm e o4

If You W ant a Good Safe—
irul want f*> pay jost w%&i H it 'wentth and im wewtt

—.Ask Ls for Prices

m navmg on Hr crie prxe on 
or fjoiiig bosmess ano it wins 

because if embodies a correct

eerzet .nasca te  war pcacficallp mart*« 
cawi amai lauf piace xngr coatis mm
T *  iäVf tMM7lK$9MI W«* *j0  iSm

Grand Rapids Safe Co. T n * M W  SntMh^g

Grand Rapid*. Mich.
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New Season Art Goods.
The prom inence given to  coral 

pink and the black and w hite com
binations in all departm ents of dress, 
millinery, jew elry, etc., should be 
kept in mind by the head of the art 
em broidery departm ent when order
ing floss for the new stam ped waists 
and dresses. In  the handsom e made- 
up em broidered robes of cotton voile 
tha t are to have a big vogue this 
summer large use is made of coral 
pink. N attier blue and black with
white.

T he Color Note.
Helen pink is very prom inent in all 

the stores just now. This bright tone 
of pink named in recognition of the 
fact tha t it is a favorite with Miss 
Helen Taft, American Princess pro 
tem, bids fair to rival the form er pop 
ularitv of Alice blue.

Tts supremacy is suggested in the 
strings of corals which form the most 
conspicuous feature of every jew elry 
departm ent, and which sell with 
amazing rapidity. N either are these 
strings of corals confined to the jew 
elry departm ents. They are also 
prom inent in the millinery section, 
where they have proven a welcome 
novelty, along with strings of pearls 
which are equally popular among the 
trim m ing accessories.

All shades of pink are favored in 
spring millinery and several large 
stores have devoted entire windows 
to displays of m onochrom atic har
mony in this color. One window con 
tained a comprehensive group of the 
newest in spring hats, in color tones 
ranging all the way from the palest 
pink to the deepest and richest of 
Burgundian reds. There was not a 
hint of any other color except in the 
green of the necessary flower foliage.

A nother store showed draperies of 
softest silks in the bright Helen 
pink, relieved here and there with a 
broad band of black lace am ong the 
folds or a draping of smoke gray silk 
embroidery. In the foreground at 
one side was a console table in ivory 
white on which lay a chip hat also in 
Helen pink with plumes of the same 
color, and a string of coral beads. 
This was all and yet the window was 
most effective.—Twin City Comm er
cial Bulletin.

T he M emorial Day W indow.
The show window can be made use

ful not only as an index to what you 
have in stock, but also as a means 
for conveying the impression that von 
are up to  date. By keeping in touch 
with current and coming events and 
having them forecasted in the window 
is an excellent way to acquire a rep
utation for being awake. F o r in
stance. just before Memorial Day you 
can trim  your window in honor of 
the day the nation observes, and not 
only dem onstrate that you are wide 
awake to w hat is transpiring in the 
country, but you also claim a cer
tain share of good-will and apprecia
tion from everyone tha t is at all 
patriotically inclined. The window 
should be patriotic, dignified and yet 
attractive. I t should show the nation
al colors, and the significance of the 
day is such tha t emblems of sorrow

may be used, a broken shaft, a laurel 
wreath, or similar tokens; but care 
should be taken tha t the effect is not 
too funereal. An interesting display 
certain to  a ttrac t attention could be 
made of the old swords, guns and 
relics treasured by the Grand Army- 
men of your locality. You will be 
surprised at the great am ount of in
teresting  curiosities of this nature that 
you can unearth, if you will take the 
trouble to enquire about them.

One M an’s Method.
\ \  F. Albert, head of the  window 

trim m ing departm ent in the Macy 
store in New York says he never pays 
the slightest heed to goods th a t are 
advertised. "The new spaper reader 
comes to the store to buy those
things. he says. "Thicy are half siold
before he c>r she comes. Before en-
tering the store our windows sug-
gest a lot of Otll1er things we have
for >alle. an d that to my mind is the
secret of succès sful merchandis ing
and getting the benefit of so many 
feet of display, w orth so many dollars 
a foot, according to location of the 
window and the store. Generally 1 
use only merchandise in our displays, 
without resorting to mechanical or 
artificial accessories.”

H ow  People Judge a Store.
In  many ways advertising is like 

a suit of clothes tha t a man wears. 
\  ou can tell if he is a gentlem an by 
the way he dresses. Incidentally, you 
can distinguish between a gold-brick 
man. a book-keeper, a barkeeper, <• 
politician, a m erchant, a preacher, a 
president, by his appearance. Just so 
people judge a store by its window 
displays and its advertisem ents.

Some kings in Europe have a habit 
of traveling incognito. To do it they
take eft their usual robes or orna-
men > an <1 pa< s unrecognized. \  busi-
ness that does not persistently adver-

| tise i;ee> “ine ~»g" am ong peoj le and
I they are not interested in it.

¡To Remove P ain t From  W indows.
In the spring of the year when 

there is so much painting done many 
people are annoyed by having their 

j window panes flecked and smeared 
with paint. If you rub briskly with 
hot acid vinegar you will find this 
effectual in rem oving paint.—H ar- 

| per’s Bazar.

AV hat we call initiative in a busi- 
j ness man is called skill in a great 
j surgeon. I t  is knowing the next move 
iand making it at the right time.

Perhaps the reason tha t poets—real 
| poets—wear long hair is because it 
j takes real money to indulge in tor.- 
; sorial eliminations.

T he em broidery m ay be done in 
solid color or in white outlined with 
coral, N attier blue or black. In 
many cases the colored embroidery 
is outlined w ith black or white. O ut
lines and solid designs in French 
knots in these colors are used to  
simulate beading, which is in such 
strong vogue at present. Large use 
is also made of coral pink, blue and 
white china and je t beads for outlin 
ing and filling in entire figures.

Q uite a feature in up-to-date art 
em broidery departm ents are the 
stamped articles done up in enve
lopes w ith all the w orking and finish
ing m aterials supplied.

N ot only is the necessary amount 
of em broidery floss found in the en
velope but the needle is also supplied, 
which is a g reat convenience to  the 
woman who is not accustomed to  do
ing fancy- w ork and who in conse
quence m ight select a needle too fine 
or too coarse, to  her own discom 
fort and often to the detrim ent of 
the work. These packages appeal to 
the consum er because they are so 
complete, and to  the dealer because 
the stock can be kept clean and in 
good order.

Among the popular articles that 
come in envelopes are m any form s of 
handbags, which are not only simple 
to work, but are made of excellent 
quality linen and are good enough 
style for the well-dressed woman tc  
carry. These bags are complete, ex 
cept for the embroidery. Tw o of the 
recent styles are finished with an a t
tractive strong cord handle. One of 
the bags has the side edge bound 
with the cord, while the top edge.- 
have straight pieces of boning in 
serted. A nother bag having a cord 
handle is a regular rounded pocket 
with a flap tha t buttons over.

Some novelty handbags have the 
upper edges buttonholed. Eyelets ar* 
worked near the top, through which 
ribbon is passed. By- this means th~ 
top of the bag is arranged in pleat 
when the string  is drawn, closing th 
bag. A shaped piece of m etal with a 
hole in each end for the ribbons to  
pass through acts as a brace on each 
side of the bag.

The bags and other, articles con
tained in the envelopes are stamped 
in the colors in which they are to 
be embroidered and in addition a slir 
containing printed directions is founc 
in each package.

Souvenir P ost Cards.
M any firms are using post cards 

to  send advertising to  prospects and 
custom ers. Few, however, have tak
en the fullest possibilities out of this

fad and m any do not believe in it at 
all. Those retailers who have tried 
it say it pays. Comic or serious 
cuts illustrating  bargain or season
able sales may be obtained at very 
small cost and your local p rin ter can 
get out the cards on short notice, so 
there is no need for delay in the 
m atter.

Some m erchants find considerable 
value in advertising their location by 
means of these postals. Colored views 
may now be obtained cheaper than 
your local p rin ter can deliver them  
and you can have your store printed 
by three-color process showing signs, 
lights, etc., in their natural colors at 
a small cost.

Probably very few firms th a t move 
or change their store front ever do 
anything more than put a sign in 
the window telling of the change. 
Right here is a chance for you to  
use this postal craze to  excellent ad
vantage. Have a photo of the new 
store and underneath it in fairly 
good-sized type, “O ur new location 
after June 1,” and then give the 
street and num ber and if possible 
som ething to  help drive the m atter 
in the minds of your trade. “O ppo
site the Postoffice” o r the name of 
a building or som ething of th a t sort. 
Few people can rem em ber the num 
ber of their shopping rendezvous, but 
they can go to  them  in darkness or 
daylight because they know the sur
roundings. Give them , then, an ade
quate idea of ju s t where you are 
located w ith relation to  som ething 
which is established perm anently and 
you will soon get into their minds 
firmly and your trade will no t be af- 
ected by the change.

P lato once reproved a man for 
playing dice. “You reprove me for 
a little thing,” said the culprit. “ H ab
it,” replied Plato, “is no little thing.”

A pparently contrary  to all scien
tific laws, it is the inside wheels of 
a racing autom obile which leave the 
ground in rounding turns.

THE AUTOMATIC LIGHT. Operated the 
same as electricity or city gas. No generating 
required. Simply pull the chain and you have 
light of exceeding brightness. Lighted 'and ex
tinguished automatically. Cheaper than kero
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. I t  saves horse en
ergy. I t  increases horse power. 
Put up in i and 3 lb. tin boxes, 
10, 15 and 25 lb. buckets and 
kegs, half barrels and barrels.

Hand Separator Oil
Is free from gum and is anti
rust and anti-corrosive. Put up 
in 1 and 5 gallon cans.

STANDARD OIL CO.
(Irand Rapids, Mich.
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Making Rote Reads.
The art of making heads from m s 

leaves has recently been revived i 
Denver. It has lingered since mediae 
val times in a few convents in Franc 
and Italy , but it was los 
world until an American 
Mrs. W illiam W . Hail, of 
discovered it in a Roman coin  
learned the process and brought 
home.

The crusaders brought back from 
the COrient the secret of making a tta r 
of roses. A m anufactory of this per 
fume was established near a co m en : 
in Italy , so runs the tradition I he 
perfume was made and the rose pu t/ 
rem aining was throw n out as worth 
less. The nuns gathered up this 
odorous pulp, and by experim ent de
veloped the a rt of making beads sor 
rosaries from it.

F irst the fresh rose leaves are 
throw n, handful by handful, into the 
hopper of an ordinary kitchen si.ea* 
chopper. A dish is pi aced beneat» 
to catch the flood ot juice that pour* 
from them as they are ground, ami 
all this juice is poured back upon 
the pulp. The mass of wet pulp t* 
then spread on an iron baking pan 
h  is the contact with the iron whicii 
gives it the je t black, which is the 
eventual color of the beads.

For tw enty-four hoars the m a n  
rem ains, occasionally turned and stir 
red with a knife to bring every p o t  
tion into contact with the iron. I  hen 
the mass is run through the chop 
per again and put back on the pan 
This is done nine times in all. At the 
end of tha t time one has a fine, coal 
black dough, with no resem blance to 
rose leaves, but with all their scent.

A t the end of the ninth day ,tdi \ 
narily the paste is rolled, but on Jy | 
experience can tell if it is exactly | 
ready on tha t day, or if it shoo! 
dry a little longer. If too dry it can 
be moistened with a little water 
W hen the paste is ready to  roll it will 
retain any form into which it is mold 
ed. if  too hard it will crack.

F o r beads enough pulp is pinch««: 
out to  make a bead as large again « 
is required. It is rolled into a spher. 
and left on a flat surface to  harden 
T w enty-four hours later it is rolle 
again, sm oothed and com pressed, a»«l 
left to harden another day. On th 
third day it is pierced. A wire or 3 
hat pin may be used to  pierce :n- 
beads through the center, and 
beads left upon the wire or pii 
harden.

A t this time or a little  later 
beads may be marked or carved 
any design desired. Any small in 
nient which will make an tmpre* 
may be used. A hair pm has i 
known to achieve wonders in sk 
hands.

The beads are left to  dry until they j taM ished 
have ceased shrinking. Then they are 
polished first by rubbing forcibly be
tween dry palms, then between palm s 
m oistened with vaseline or cold 
cream . T his gives them the polish 
of dull je t, and the process is com 
pleted by drying them  on a soft cloth 
A t arty la ter time when the beads 
grow  dull they m ay be restored  to  
luster by the palm and vaseline tr* at 
ment.

T he charm  of these beads is that

j they lo s f  retain  the rose ««d* 
[may seem so lose it  takes 
[ the opes air, bwt regáis tc * 
I inclosed is  a fight b os is 
i woof, h otaries, necklaces,
I asd  watch fob# are made 
Ip*»# may be achieved by dip 
I head of the pss s w  gfse an 
[mil it forcibly into the maw 
I which ha# bees chow s foe fh 

I s  M nsfpsg  these heads 
} taste  i# followed. T hey away
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alone or they may he stras  g estfc
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Rain Coats

W e H ave the G oods 
Send hi Y osr Orders N ow

Brown À Sehler Co.
Gtmié  Kjytrfh. M k k .
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LUCK OR W HAT?

W hy Did a Brilliant Start Finish So 
Poorly?

W ritte n  fo r th e  T rad esm an .

“Do you believe in luck, Mr. Tan 
ner?”

“No and yes—a paradox seeming
ly. W ell, it is absurd of course to 
speak of one being lucky in the 
sense tha t there is a blind goddess 
leading one man on to conquer his 
world while at the same time an o th 
er, a demon god, leads his neighbor 
in the opposite direction.”

Old T om  laughed and stroked his 
knee, looking down. He was in the 
main a practical old chap. To-day 
he was in one of his reminiscent 
moods.

“To tell the tru th ," he continued, 
“it does seem sometimes that there 
is such a thing as luck. I do not pre
tend to account for it. but so far as 
my observation goes some men of 
mediocre ability get to the front while 
the intellectual giant plays to hard 
lines all the time.”

“As for instance?"
“Jarvin Golding was an intellectual 

giant—at least I thought he was 
when, as a boy, I rem em ber his re 
turn from college, gifted and brilliant, 
w ith every prospect in life w orth any
thing. I t required all his old father’s 
spare change to give the boy a col
lege course, but the old man did not 
begrudge the cost so tha t Jarvin got 
his sheepskin.

“At country gatherings Jarvin 
thrilled the boys with his eloquence 
T think perhaps now he would be in 
demand at Chautauquas and the like 
He was a sm art youngster all right, 
the pride of a good father and 
m other.”

“And yet luck was against him ?”
“Call it w hat you will. Jarvin, with 

all his brilliant points, failed m iser
ably'.”

"‘R ight at the outset, do you think?"
“Oh. no; he made good for a time. 

I t  was at the beginning of the Civil 
W ar that the boy came home from 
college He became at once in ter
ested in raising a company for the 
strife Jarvin had a pleasant person
ality : he lacked nothing it seemed to 
me to make good a t every turn. He 
raised his company, took them to  the 
camp, a near-by city, and had them 
m ustered into one of M ichigan’s crack 
regim ents.”

“And Golding was. of course, made 
captain of his company?"

“O f course he was—not!”
“W ell. well, tha t seems queer.”
“T hat is where his first fall-down

cn : where his lucky star deserted
lii m. You see the h oys voted in their
ca otiin and Jarvin lacked a single
vu te of w inning th e shoulder straps.
Tt w as his first defeat and he felt it
kuen y The man who won was a
K m it’spun fellow from the banks of a
fr ml wring stream. Tie seemed to
h* ve a pull with the lum ber boys and
cc n by the skin of bis teeth. The

W captain’s nann was Davis. Levi
r>IV ’s Tie proved a valuable officer
ÇO the choice was t of bad after all.

"J m in  felt bis defent keenly since
he had been the means of raising the

company. To go as a private was 
rather a grinding proposition. The 
Colonel, however, used his good of 
rices and secured a place for the col
legiate near his own person. He be 
came Q uarterm aster Sergeant, w hat
ever that may be. and went to the 
front with the regim ent."

"Tt was there the men with g en 
uine stuff in them got their innings.”

“In a sense that is true, but J a r 
vin did not cut the swath his rela
tives and friends at home thought 
him capable of. At the first battle 
Tarvin fell from his horse and broke 
a leg—”

“Leading a charge, perhaps?”
“On the contrary, it was while on 

dress parade just before the order for 
battle. H e laid in the hospital for a 
month while his regiment, an arm of 
the cavalry service, scouted through 
the Southern country, w inning great 
praise for dashing service. Jarvin 
got none of this. W hen at length he 
was able to  rejoin his regim ent he 
came limping in with anything but 
the pleasant regards of his comrades 
in arm s.”

“W hy was that? He was certainly 
unfortunate—”

“A es. and that only. It was whis
pered about tha t the young fellow 
was mellow with liquor at the time. 
He had been out shortly before calling 
on a Southern beauty who had here
tofore monopolized much of his spare 
time, and naturally enough jealousy- 
had been excited am ong the regim en
tal officers. At all events the young 
man was under a shadow that did not 
wholly lift during the war. He was 
in one battle, charging rifle pits with 
a dism ounted squad, got a severe 
wound and was sent home to recu
perate. U nfortunately he was shot 
through his left hand, making a very- 
painful wound. H e was tw itted with 
having himself inflicted the wound. 
The story spread and the gallantry of 
the charge in which Jarvin partic ipat
ed was forgotten under the sinister 
suspicion thus raised."

“He had h is m isfortunes truly.”'
“Yes, and after his return home 

this ill luck pursued him all through 
life. Brilliant although he was, Ja r
vin Golding fell down with every
thing he undertook. H e w ent into 
law, failed somehow at this, then took 
up engineering—”

"Too many irons in the fire.”
"V ery likely. The man who won 

the captaincy from Jarvin came home 
to  reap where his rival sowed. Levi 
Davis became a lum berm an, coined 
money out of white pine, went to 
Congress, although his book learning 
was limited, and died last year w orth 
five millions.”

"And the brilliant Golding?”
"Is  at present the head of an ob

scure G overnm ent home for invalid 
soldiers, drawing hardly- sufficient pay 
to keep him in decent clothes and 
food.”

“A sort of irony of fate, as it 
were.”

“Call it ill luck or w hat you will, 
it is certainly a fact that mediocre 

| ability won where a brilliant intellect 
w ent to  the bone-yard. I  can not say 

j tha t I believe in luck, yet call it w hat

you will, there is a destiny tha t shapes 
our ends, rough hew them  as we will.” 

Old Tim er.

That Town of Yours.
Experience has dem onstrated that 

it is impossible for the m erchants of 
any tow n—big or little—to do the 
maximum am ount of business unless 
that town satisfactorily m eets the 
needs of the territo ry  of which it is 
the commercial center.

A m arket town m ust be som ething 
more than a place where farm ers 
trade produce at the stores for sta
ples and where they sell products 
at more or less satisfactory- prices for 
cash, much of which is immediately- 
sent to the big city for a wide va
riety  of merchandise.

A town, to be a real m arket place, 
must offer advantages to  the farm er 
both as a buyer and a seller—more 
advantages than com peting tow ns if 
business is to reach the maximum.

In the first place, the farm er m ust 
be given to  understand tha t he is an 
im portant factor in the upbuilding of 
his home m arket tow n and tha t it is 
no less an im portant factor in his wel
fare, not only by affording him the 
best possible m arket facilities but al- j 
so by increasing the value of his 
holdings by reason of its proximity 
to his farm.

You m ust make the farm er feel 
tha t he belongs in your town. Make 
it so attractive- in every- good way 
that he will enjoy coming regularly 
and look forward to  his tow n trips 
more as a pleasure than as a bit of 
necessary drudgery.

Suppose y-ou disassociate yourself 
from y-our tow n long enough, if you 
can. to look at it from the farm er’s 
point of view. If you were a farm 
er, would you use the town y-ou are 
now in as a m arket town? O r would 
you prefer some com peting tow n?

W ould you feel tha t you and your 
family- were really welcome in a 
town tha t provided no rest room  fa
cilities for your wife and children— 
that provided no decent facilities for 
the care of your team or automobile 
—tha t was reached by poor roads and 
had worse streets—th a t was not 
properly lighted even on Saturday 
evenings—th a t never gave any public 
entertainm ent or am usem ent to its 
patrons—that was, in short, generally 
unprogressive ?

W hat would you think after you 
reached home and learned tha t com
peting tow ns had paid more for what 
you m arketed than you had rea l
ized?

You would feel sore at the bunch 
of “robbers” down there at the vil
lage. who always try- to get as much 
out of you as possible and give you 
as little in return  as they can. T hat 
is just w hat you would think if you 
were in the average farm er's place, 
doing business in the average town. 
If you were in his place you would 
probably buy from a catalogue in
stead of coming to  town.

Business men can. if they will, rem 
edy these conditions and make their 
towns real m arket tow ns which will 
enjoy a maximum volume of trade. 
Rut they- can not accomplish this

through individual effort. They must 
organize, unite upon a plan for the 
common good and then w ork togeth 
er all the time.

The Minor Economies.
The m inor economies of a store 

are as im portant as the larger and 
no m erchant should be afraid of his 
clerks thinking him penurious be
cause he objects to w inding twine 
around parcels more times than is 
necessary, o r taking a larger-sized 
sheet of w rapping paper than an a r
ticle requires for its p roper covering 
and protection

See tha t the price tags are taken 
off from goods sold and then throw n 
into a little box from which they can 
he used over again.

Save the odds and ends of heavy- 
twine and w rapping paper that come 
in. caring for them in an orderly- 
manner.

Let the cheap he!o do the cheap 
jobs. Do not send a fifteen-dollar-’ - 
week man out with a parcel to be de
livered.

Study the advertising mediums you 
use arid see that they give you the 
circulation you pay- for. Do not use 
a larger space in any new spaper than 
will pay a profit. Tt is as easy to use 
t o much space as it is to  use too 
little.

Do not cut the price of goods un
necessarily. I t  is not necessary to 
believe every Tom. Dick and H arry  
who comes in and tells you about 
how cheap certain goods can be 
bought down the street. Be sure you 
are right before you cut a price.

Prevent depreciation in fixtures as 
much as possible. T hat means tha t 
the fixtures can be listed higher in 
the inventory, and it all counts on 
the profit side of the annual report. 
A show-case with a cracked glass or 
a broken support som ewhere has to 
stand for less when you list it at the 
end of the year.

Look out fo r transportation  charg 
es by combining orders, figuring 
ahead on the am ount of stock that 
is going to  be needed. Do not wait 
until the last m inute and have to 
ship in by express any oftener than 
can be avoided.

“W ithout.”
The German boy who presided 

over the soda fountain in the only- 
drug store in an Ohio tow n was ac 
customed to  patrons who did not 
know their own minds, and his habit 
of thought was difficult to  change.

“ Plain soda,” said a stout woman, 
entering  one day, in great haste.

“You haf vanilla, o r you haf lem 
on?” calm ly enquired the Teutonic 
lad.

“ Plain soda—w ithout syrup! Did 
you not understand m e?” demanded 
the stout w-oman, testily.

“Yas, I understand,” came from  the 
boy, whose placid German counte
nance did no t change in expression, 
“but vo t kind of syrup you vant him 
m itout? M itout vanilla, o r m itout 
lemon?”

People w rite a lo t of th ings in a 
le tte r they would not say to your 
face.
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SECRET PRICE MARKS. a mail o f 4*
— flfid CJflf h*

Goods Marked With Plain Figures w"*« f/k wr-̂4
Better Than Old System. ing tl

One of the relics of bygone mer- jprice that ;
chandising is the use of a secret prit e H 'm  in i
m ark for the designating of telling fit#'
figures on the goods in a retail stor
I t  is a practice which advanced mer j trimly fc*«
chants are rapidly getting away from, j*!»### m fwfu
and the farther they get away the bet 1er kind i*
te r  it will be for them and their trad« | The ro .  f
M ystery is attractive to roman?! j
m aidens and love-lorn youths, hut has j
no place in the everyday realism of j
trade. «

There is a spirit of suspicion in the and should
mind of every man, woman and child j
Sometimes, to  be sure, it is more jtil# |̂f|<
pronounced ir. one person than anoth be endless
er, but it is there, and it is fostered j
by the appeals made to it of any in- 1(Iff## f fl
dications of the possibilities of being j; mu anil ff&
cheated. C ustom ers wh«» can no t tefi hr should r
what the price of an article oi mer fhe inform
chandise is by the ticket upon it are tv of a ski:
very likely to believe that the private Iiout of the
m ark is used to  conceal an opportu i
nity to make any price desired. It !-
better to  have no ticket than to have |¡that p-iettr
one tha t require- an in terpre ter to 1i fCtffftd r*fff fl
make it legible. [at a certs?:

If a certain piece of dry goods likely rrm<
intended to be sold at 25 cents a yard, jj comes tha
what on earth  is the use of marking purchase

w Km

M ew

it “ni,” o r “ak,” or with any other | 
letters, or still worse, w ith hiero- j 
glyphics from Egyptian pyramids o r  j 
Chinese o r Choctaw character signs? 
W hy no t use plain, readable figures' 
In the first place the clerk is liable 
to  be confused and forgetful and fail 
to  rem em ber what the le tte rs o r char 
acters stand for in the hurry of sell
ing, especially if he is a young man 
and his best girl's m other happens t* 
be the customer. The best of us have 
lapses of mem ory with the m ost fami! 
iar things. Forgetfulness when selling 
goods may cause the m erchant to los 
money, or it m ay cause a custom er t 
become offended upon discovering 
tha t a higher price ha- been charge*! 
than for the same m erchandise sold 
to  a neighbor.

Leaving the possibility : m istakes 
out of the question, however, and re  
turning to  the original proposition 
the secret price m ark is a m istake be
cause of the suspicion it engenders in 
the minds of custom ers. The selling 
price will be told them when they 
ask, and, if the m erchant has on!; 
one price, why not let the buyer find 
it out by looking at the mark?

I t  is a good plan to  have the plain 
price figures on the goods as far as 
possible, anyhow. I t i*. m ore like 
taking custom ers into the confident 
of the dealer, and they appreciate i* 
O f course there are certin things hack 
on the shelves not marked, and it is 
no t necessary that this should b- 
done. But there are m any thing 
which are exposed to view which can 
thus advertise them selves. Here i~ 
where the mail o rder catalogue house 
gets in its work. Every article in the 
catalogue tells its story  a t a glance 
If a storekeeper does not do this some- 
custom ers are led to  believe that be 
is afraid of com parisons. If every 
person w ho receives a catalogue from

had
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iIHE COMMERCIAL TRAVEltï

Tim ely and Kindly T ips T o the T rav
eling Salesman.

W riting in the American Artisan
and 1lardw are Record. W . B. Gar
hart says that the tra\ cling sale:sinan
shoulfi1 always be on hi s guard ag ainst
being influenced by loc al prejudic es in
sizing up a dealer. Men of really
staune h character and !fine busine;-s ca
pacity are frequently underrate:ci by
their neighbors and sometime!: by
their friends on aecount of some
pecidi; iritv which lias no bearing up-
on hi:- standing as a desirable elis
tomer. These same neighbors ane!
friend s are also liable to err in rec-
ognizi ng im portant characteri stics.
Hereit l lies much of 1the trouble’ ex-
l'eri et. eed by the various comme'rcial
report tug agencies wh ich depene1 up-
on follow townsm en for estim ates of 
the standing of dealers concerning 
whom enquiries are made. The wide
awake salesman will investigate his 
man systematically, practically and 
independently. Of course he will 
consider what he hears; but he will 
measure it and weigh it several times 
before he will accept it at anywhere 
near its face value.

W hen a salesman has succeeded in 
selling a m erchant a full line to re 
place a competing line previously car 
ried he obligates himself to aid that 
dealer in every possible way to clear 
his shelves of the old stock by in 
augurating a good system of advertis
ing and clearance sale announce
ments tha t will “pull” the trade on 
the sale and prepare the public for 
the offering of the new stock. This 
takes time and hard work, but it is 
an im portant part of business build
ing—it is founding that business up
on a reck and may be regarded as an 
insurance upon the perm anency of 
tha t custom er’s patronage.

One of the m ost valuable assets of 
any business concern is its trade
mark, if it be properly used: but the 
average salesman does not seem to 
realize it. Tt is frequently a better 
moneym aker than the name of the 
house and has the great advantage of 
not requiring the w eight of years b e 
fore the public to give it force. If  it 
is the trade-m ark of a m eritorious a r
ticle that has been properly placed on 
the m arket the salesman ought to 
consider himself doubly armed to re 
sist competition and, if by some mis- 
chancc or carelessness he does not 
know how to utilize it in getting busi
ness, he ought to undertake imme
diately an educational course with 
himself: for he certainly does not 
understand the goods unless he knows 
the value of the trade-m ark.

The small things count. I t was

H enry Clay who rem arked that, “It 
is the picayune favors of life that 
count in this w orld.”

T he salesman who makes careful 
note of the little things finds that he 
has secured a wonderful leverage on 
business: for the average dealer is 
wedded to  his prejudice, and the only 
thing is to find out w hat they are and 
adjust the conditions accordingly.

T he salesman who fails to get the 
business is not always blamable. T oo 
many houses still believe tha t sales
men are born, tha t salesmanship just 
comes naturally' to  them and tha t is 
all there is to it. If this were wholly 
true, experience and an understand
ing of the business would am ount to 
very little: but both are educational 
and are direct proof that education is 
the great essential in business. The 
house that believes in practical educa
tion will require it of its men and 
place a bar on a considerable amount 
of poor work.

Old Custom ers, I f  Any. Are E ntitled  
To Preference.

W ritte n  fo r  th e  T rad e sm a n .
W hatever inducem ents may' be put 

forth to a ttrac t new trade, be sure 
not to discrim inate against old cus
tom ers. N ot only’ this, but plan that 
some of the special attractions shall 
appeal particularly to old custom ers 
Never risk losing the old. dependable 
trade for the sake of new.

Old custom ers die, move away or 
are a ttracted  elsewhere; therefore 
every m ercantile establishm ent which 
is not going backward must secure 
new customers. Some of these will 
come without direct effort. The 
store’s reputation, its popularity and 
its location will help greatly. New 
custom ers are m ore or less tran 
sient, elusive and difficult to retain.

The one who can be drawn away 
from a reliable, progressive store 
may in turn be drawn elsewhere. 
T hat class who are ever alert for spe
cial bargains never become perm a
nent custom ers anywhere. The store 
which can not offer such can not 
hold their trade.

The inducements, then, which are 
m ost effective, which result in great 
est perm anent good, are not unprece 
dented bargains, unusual and spas
modic attractions, but dependable 
goods, reasonable prices, courteous 
treatm ent, honorable dealing, prom pt 
service, studious interest of custom 
ers’ needs, clean surroundings, a t
tractive, well-displa\'ed goods and 
seasonable advertising, which latter 
embraces what, when, how and where 
to buy goods.

New trade m ust be constantly 
sought, but it should never be in a

way to  neglect the old. In other 
words, do not go after new trade 
with both hands when one hand 
should be holding on to the old.

E. E. W hitnev.

Business Ruled by Sentiment.
No one who has been a close ob

server of business, commercial and fi
nancial conditions can help knowing 
tha t they are influenced very strong
ly one way or the o ther by senti
ment, by’ feeling, by optimism or pes
simism. In o ther words, it has been 
fully established that conditions are 
rendered better by hopeful talk, that 
they are depressed by discouraging 
talk. N evertheless, knowing this to 
be true, as we do, we have always 
been m ore or less timid about expa
tiating  on this idea to great length, 
because in doing so we may find our
selves treading upon ground tha t we 
should not care to  be caught treading 
upon; yet, it is perfectly true tha t 
to be really prosperous we m ust be 
thought to  be prosperous, we must 
put ourselves in a prosperous a tti
tude, so that people will regard us as 
prosperous. H erein enters the great 
elem ent of good will, which is as im 
portan t as credit or even capital.

If  a man would be opulent he m ust 
feel opulent in thought; if he wishes 
to inspire confidence, he m ust exhale 
confidence and assurance in his very 
bearing and manner. I t  is, we think, 
a m atter of record tha t a man has se
cured a line of credit, has even bo r
rowed money of a bank by his per
sonality’, by’ the m anner in which he 
approached those with whom he 
w shed  to negotiate. Supreme confi
dence, if it is not overdone, if it is 
not so greatly  exaggerated as to  be 
obnoxious and to appear as insolence, 
is a very valuable factor, an asset in 
business. Intelligent effort relates di
rectly to m ental attitude of approach
ing any’ business proposition. Every
thing m ust be w orked out in a m an’s 
mind or a person’s mind before the 
real execution begins, and usually 
the completion of a fabrication, a 
business deal, or anything in the line 
of human endeavor will not vary' ma
terially from the first conception, 
from the first draft.—New England 
Grocer.

Y our Aura.
The m etaphysician he takes the 

position tha t thought is a powerful 
thing—from people unknow ing an 
influence flowing tha t makes the 
world sorrow  or sing. He calls it an 
“aura,” a cognomen for a strange 
som ething in every man that makes 
others present feel grouchy’ or pleas
ant, as sad or as glad as they can.

I t is his aura tha t is working—a 
som ething tha t is lurking in every 
man on the sphere; a som ething 
about him, inside or w ithout him, 
tha t circulates sorrow  or cheer. The 
thoughts that are sleeping inside 
him go leaping, unconscious, u nhar
nessed, through space, and make the 
world happy or chilly or snappy as 
he is him self in each case.

The man with a grouch on, the 
man with a slouch on, makes som e
body' else ju s t the same. A man, if 
he tries to, can light up the skies to

a glorious sunrise of flame. A po
ten t possession this mighty im pres
sion he leaves on the man whom he 
greets—Oh, see tha t the thought, 
then, is ju s t w hat it ought, then, 
whenever ano ther it meets.

So think, then, the bright things 
and think, then, the right th ings: put 
shadow and shade on the shelf. Be
lieve in your b ro ther and, somehow 
or other, he soon will believe in him 
self. T alk happiness ever, unpleas
antness never, as ‘round w ith the 
planet you’re w hirled: and you will 
awaken w ith faith still unshaken and 
find all is well w ith the world.

Take care of your aura; it is given 
you for a good purpose, beyrond any 
doubt. The g reat God who made y’ou 
has built it to  aid you in putting  
old sorrow  to  rout. W ith sunshine 
and pleasure heap higher the meas 
ure of thinking you do ev’ry day. 
Then people who m eet you w ith glad
ness will greet you, and life will bo 
fun all the wav!

“H e H as No Ambition.”
W hat is ambition, any way’? I t is 

an e\ erlasting  inspiration to  be at the 
top of the ladder. How often you 
hear it said of So-and-So, “ He has no 
ambition.” In o ther words, he is a 
worm  of the d u s t  T en dollars a week 
lets him by. H e is thankful for work 
He shaves twice a week. H as hi* 
shoes shined and his hat brushed ev
ery Sunday “regular.” Does no t be
lieve in cleaning his nails nor ca ll
ing on a girl no r having his trousers 
pressed. No time or desire to read 
a line on the reciprocity’ bill, but “he’s 
there” when the sporting news is dis
cussed. P re tty  good judge of poor 
beer and can roll a cigarette with 
the best of them.

Now’, if this description does not 
hit one of you fellows, well and good 
—be thankful. But if it does, give 
yourself a shake—just the way a dog 
shakes the w ater off himself. Take 
a few deep breaths of pure air, look 
y’ourself over, spruce up and s ta rt in 
Do not care if you are fifty years 
young—it is not too late. All the 
better if you are seventeen. But up 
until now they have dubbed you a 
“no am bition” chap and it is time to 
fool them. You will get more fun, 
m ore peace, m ore real life out of life 
when you begin to “fool” them  than 
you ever thought existed for you. 
W ork, think, plan for the top of the 
ladder, even although to-day you are 
standing with some insecurity on the 
first rung.—O m aha Trade Exhibit.

Hotel Cody
Grand Rapids, Mich.

B. GARDNER, Mgr..

Many im provem ents have been  m ade 
in th is  popular ho te l. H o t and  oold 
w a te r  h ave  b een  p u t in all th e  room s.

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

T he  lobby has been  en larged  and 
beautified, and  th e  dining room  m oved 
to  th e  ground floor.

T he ra te s  rem ain  th e  sam e—12.00 
*2.50 and $3.00. A m erican  plan.

All m eals 50c. i -
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Why Some Men FaiL -
A good way to  avoid failure in 

business is to  study the failure of 
o ther men and to apply rational tests 
to  one’s own m ethods, plans and poli
cies. T o  know the cause of another 
m an’s failure is m ost valuable in 
form ation. If  his conditions are sim 
ilar, a wise man will apply such in 
form ation to  the direction of his busi
ness.

In  the  analyses of m any failures it 
will be found th a t ignorance and con
ceit are frequently the fundam ental 
causes of failure. I t  is difficult to 
give advice in such cases because ig 
norance is blind and conceit will not 
see.

in business. I t  is alw ays proper Z-- 
know w hat com petitors are doing an' 
to  take legitim ate advantage of the: 
faults o r shortcom ings, but it is trigi 
ly im proper to  talk  about their busi 
ness, particularly  to  criticise •* whe 
talking to  custom ers. AH refereste 
to  their goods, their prices or the: 
m ethods should be avoided. Lei tfe 
public talk about these thing- an  
profit by w hat you hear, at the sam 
time be sure th a t your methods an 
prices are not open to  adverse crit 
cism. Lack of natural fitness 
m ercantile pursuits is a comm on eau- 
of business failure. M ost men a: 

I born w ith a natural aptitude for sou

T he location of a business often 
plays an im portant part in its suc
cess. In  some instances it is the 
chief factor, as has been frequently 
dem onstrated by the failure of m er
chants who change from one locality 
to another. W e have in mind an in
stance of this kind. The m em bers 
of the firm w ere ex-employes of a 
very large and prosperous store. They 
began business in a small way, in 
the older and cheaper section of the 
town. They prospered to a phenom 
enal degree and their ambitions g re v  
with their business. As a result they 
moved their store up-town, in the 
heart of the shopping section, but 
they did not prosper. T hey moved 
again and failed. A fter the failure 
the leading m em ber of the firm re- 
opend a store in the old locality and 
made money rapidly. H oping to  do 
a larger business he again moved 
up-town and a few m onths a fte r
ward suicided because his business 
was in a failing condition. These 
were average men. T heir mistake 
was in a ttribu ting  their success en
tirely  to  their abilities and in under 
valuing the advantages of a good lo
cation.

I special thing, some have an aptmxd 
I for several th ings and only a few f»i 
[m any things. I f  a man has -peer 
talent for m erchandising, he is, rh- 
things being equal, alm ost -are * 
succeed, but if his ta len t- only fit hit 

I for music, art, medicine o r  ianrnn 
he is likely to  fall if he undertab 
to  be a m erchant.—Twin City Con 
mercial Bulletin.

U. C. T. at Marquette.
M arnrette . A pr" 2-i— In the hi 

torv of the order of I  nire J 
mercial T raveler- in the Upper Pet 
insula the -peciaf m eeting he'd 

j l". P. Council. No. 1-G at this '
I \p r i 1 22. n ti1 >ttmonial I#- 
j Counselor C. A. W heeler, will g 
[record as one of the greatest 
I held, not alone in the Upper Penn 
I sill a but in the State o f Miehiga 
I An invitation was extended ? all ti 
Grand officer-, but many could n 
spare the time to come. Those 
attendance were Grand C ounselor 

J V W heeler. Grand C onductor Job 
[Q uincy Adams. G rand Secretary Frc 
IC. Richter. Grand Execut - - € >n
m itteem en John A. Hoffman at 

I John D. M artin and the officers a- 
¡m any member^ ot I * tiro

th e  g lad  baud »

Dots’!  TaUr Toes Mud

A nother frequent cause of failure is 
the lack of sufficient capital to  cover 
the lines carried, to  discount bills 
and at the same time to  carry the ac
counts of credit customers. Accident- 
and fortunate circum stances som e
times make up for a lack of capital, 
but the man who undertakes to do 
business w ith insufficient means takes 
the gam bler’s chance and should not 
be surprised if he has to  pay a heavy 
penalty.

A nother fruitful cause of failure is 
bad m erchandising. This includes 
hoth bad buying and bad selling. If 
a m erchant does not buy the kind of 
m erchandise his patrons want, or 
does not buy it right, he can not hope 
to sell it at a profit. On the other 
hand he takes a long chance to  lose 
on well bought goods is he does not 
sell them right. P roper selling in
cludes a watchful eye for profit, a 
careful regulation of expenditures, the 
em ploym ent of suitable selling meth 
ods, suitable advertising, the avoid
ance of waste, the care and protec
tion of goods and m any o ther thing?. 
I t takes a high order of wisdom to 
distinguish the difference between re 
trenchm ent and economy in the m an
agem ent of a business.

Bad judgm ent in m eeting com pe
tition often occasions serious losses

I No. 479. and Senior Counselor 5. *
I Sheffield, of Englewood Council. Chi
cago, W. A. Miller, of Sandusky. 
Ohio, and V. S. Hayes, of Gra: 
Rapids. The Reception Committee, 
with autom obiles, met the 2:30 as*? 
3:15 trains and the guests and men: 

[bets were taken for a run aroun 
the city, then for a visit to the State 
Prison. T he delegation was met at 

I the door by W arden Russel and 
shown through all parts of the build 
ing and the shops. T he high -*:b* 
was the next -topping place and her - 

[the party  in the autom obiles was 
photographed and then taken for 
drive around the beautiful island -an. d 
park of "Pre-que Isle." The m eeting 

hn  the evening was called to >r 'e '  
[at 7:30 by Senior Counselor * *
j Carlisle and the ballot was spread 
for several candidate- who were hi 
waiting. The prelim inary w ork wa- 
quickly disposed of and a com m it
tee sent to the hotel to bring the 

I Grand officer- and visitors to  th<» 
[Council room  to  w itness the in ilia 
tion. It certainly was the "greatest 
ever,” with many unique feature-.

At the close of the m eeting th

ïggs. P o u ltry , 
ta to es a t Bu

Rear

Beans—M arr
Council enjoyed the hospitality of the 1 dram, 12: pea. §2 
M arquette Club. M ayor Jacobs w ef-[w hite  kidney, 12 5*> 
corned the traveling men to  Mar- j Potatoes—
quette, W arden Russel offered them J

m

a f  €3e§s



42 M I C H I G A N  T R A D E S M A N A pril 28, 1911

Michigan Board of Pharm acy, 
P re s id e n t—W m . A. D oh an y . D e tro it. 
S e c re ta ry —E d. J .  R odgers. P o r t  H u ro n . 
T r e a s u re r—Jo h n  J . C am pbell. P igeon . 
O th e r  M em b ers—W ill E . C ollins. O w os- 

so : Jo h n  D. M uir, G ra n d  R ap ids.
N ex t M ee tin g —G ran d  R ap ids. N ov. 15. 

16 a n d  17.

rim ent to the property, like some oth
er lines of business, and in consider
ation of these facts a druggist should 
not pay as much rent as some other 
m erchants.

M ichigan  R etail Druggists’ Association. 
P re s id e n t—C. A. B ugbee. T ra v e rs e  C ity. 
F i r s t  V ic e -P re s id e n t— FYed B rundage» 

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

G ran d  R ap id s.
S e c re ta ry —R obt. W . C o ch ran e , K a la 

m azoo.
T r e a s u re r—H e n ry  R ieche l. G ran d  R a p 

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

g e ssn e r. G ran d  R ap id s ; R . A. A bbott. 
M u skegon ; D. D. A lton . F re m o n t:  S. T. 
C ollins, H a r t ;  Geo. L. D av is, H am ilto n .

Michigan S tate Pharm aceutical Associa
tion.

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

R ead ing .
Second V ic e -P re s id e n t—W . A. H vslop . 

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

Grand Rapids Drug Club. 
P re s id e n t—W m . C. K irc h g e ssn e r  
V ic e -P re s id e n t—O. A. F a n c k b o n e r  
S e c re ta ry —W m . H . T ibbs.
T r e a s u re r—R olland  C lark .
E x e c u tiv e  C o m m ittee—W m . Q uigley, 

C h a irm a n : H e n ry  R iechel. T h e ro n  Forbes!

Starting  a D rug Store W ith  Limited 
Capital.

This is som ething of which the w rit
er does not approve, but as so many 
get the “fever” and are determined 
to try  it, a few ideas m ight assist 
them. Before opening a new store it 
is a good idea for a drug clerk to re
sign his position and do relief work 
tor a while. This gives him an op
portunity to look around and hear 
ot and see some good openings, and 
at the same time attend closing-out 
sales and the like, where some good 
bargains may be found. About a lo
cation; very little can be said on p a 
per. and the only thing that can be 
added is this: In a business section 
of a large town your chances of suc
cess are greater, but at the same 
time your chances of failure are g reat
er. too.

In opening you m ust give the public 
the impression that you have come 
to stay—move over the store or as 
near to it as possible, and thus avoid 
wasting valuable time traveling from 
home to store. If you m ust live sev
eral miles away from the store, be
cause your wife will not leave her 
m other or friends, you had better not 
enter business.

The ren t of a store constitutes an 
item of considerable expense, and ex
penses must be curtailed as much as 
possible, w hether it be clerk hire, 
light or rent. The average pharm a
cist pays too much rent to start with, 
in fact, he pays too much rent at any 
time. A drug store improves p roper
ty: a drug store does not w ear or 
tear the building like some other lines 
of business; a drug store is not a d e t

Too much money is expended on 
the start for the soda fountain and 
fixtures, cash register, safe, etc., 
when it is really needed for stock; 
too much money is put into unneces
sary shop bottles. You need stock 
to do business with more than you do 
furniture and fixtures. If you are the 
only one in the store you can get 
along w ithout a cash register; if you 
have a bank near you a safe is un
necessary.

There are perhaps many little items 
in your house which could be used 
in the business, such as desk, chairs, 
oil stoves, cooking utensils, display 
tables, etc. To help fill up the va
cant appearance of the store you will 
find that a gum machine, a weighing 
machine, and a circulating library, 
which cost nothing, will be good addi
tions.

He is, or perhaps you are, now 
read}’ to spend the last few hundred 
dollars for stock. Go to the physi
cians and get a list of medicines that 
they prescribe and purchase these first 
and thus be as well prepared for pre
scription work as your older competi- 

I tor. Physicians frequently confine 
their prescriptions to a limited num 
ber of ingredients. The w riter has in 
mind physicians that confine their en
tire practice to tw enty  or th irty  drugs 

lor chemicals.
Centralize your buying to as few 

houses as possible and thus avoid too 
[m any separate accounts. The regular 
drug line should be built up before 

j stocking side lines. Thus, if a cus
tom er asks for a bottle of ink, if you 
do not carry it, they think none the 

| less of you. as ink is not in your 
regular line: but suppose the same 
custom er asks for paregoric and you 
do not keep it, they will form a small 
opinion of you.

Put money in stock that will serve 
a wide variety of purposes. Thus: 
Fluid extracts can be evaporated into 
solid extracts and diluted and made 
into a great many other preparations. 
A good variety of fluid extracts is de
sirable. There are a great m any N a
tional Form ulary elixirs which can be 
made by adding one or two ingre
dients to a stock elixir. I t is not nec
essary to carry the same drug 
in “whole,” “cut,” “contusioned,” 
“ground” and “pulverized” form s: usu
ally a little work with the iron m or
tar will eliminate some of these. Such 
preparations which contain a great 

[many ingredients, as W arburg ’s tinc

ture, compound syrup of hypophos- 
phites, antiseptic solution, etc., had 
hetter be purchased, as it necessitates 
the buying of a great many ingre
dients to make a single preparation. 
Help from some friend in some cases 
’s necessary in buying, when the 
friend will go in with you on buying 
larger amounts, but where you are 
compelled to buy alone, it is better 
to buy in small amounts, even if you 
have to pay a little more for youi 
goods. It is also advisable, while 
w orking as a clerk, to save all emptv 
boxes that contained synthetic chemi
cals and get some friend in the re
tail drug business to sell you a hall 
ounce of each of the expensive ones. 
Being skilled in making tablet 
triturates, will enable one to do busi
ness w ith a small stock of these.

In  order that a small capital be 
spent where it is m ost needed, it is 
necessary for the first business month 
to write down each sale tha t is made 
or lost and thus enable the buyer to 
determine what stock is m ost needed.

Now, there are a few things which 
can not be economized, such as 
insurance, liquor licenses, National 
Form ulary Pharm acopoeia, D ispensa
tory, etc.

Every store, no m atter how small, 
should strive to have the largest a s
sortm ent in town of some one thing, 
even if it is only cough drops or rub
ber nipples.

Now, that the small store is open
ed, there is one point to pound hard 
on in all advertising, and it is this: 

My store is new and everything is 
fresh.”—M eyer Bros.’ Druggist.

The Evil of Long Hours.
If we were asked to point out the 

one particular thing which does more 
than any other one thing to prevent 
the practice of pharm acy from becom
ing the agreeable, respectable and 
fairly profitable calling that it by 
right ought to be, we would w ithout 
hesitation name the alm ost univer
sal long week-day and Sunday hours 
which those who follow that calling 
seem to find it necessary to put in.

The ‘’theory' upon which the prac-
tice of keepin g the pharm acy open
at unse asonab]le hours and tim es is
based i¡5 that it is necessary in order
to supp ly medi¡cines for the sick : but
there is; not a pharm acist in th e en-
tire country who does not know this 
to be untrue, or who would not be 
compelled to admit if “put to it” that 
all of the legitim ate dispensing of 
drugs and medicines done by a score 
of average stores on Sunday and after 
the usual business hours on other 
days could be done by a single e s ta b 
lishm ent w ithout unreasonably w ork
ing the employes thereof.

The theory does not fit the facts, 
and we should either change the 
practice to correspond, or get anothei 
theory.

No other calling, no m atter how im 
portant to life and health, finds it 
necessary to prolong its hours of 
daily and weekly service to the extent 
tha t they are prolonged in the drug 
business. The theory tha t it is nec
essary for the druggist to do so is a 
fiction and a fraud.

The real reason why the druggist

works while o ther people are either 
sleeping or recreating is partly  the 
force of long established custom, and 
partly  the desire to capture the trade 
for o ther things than drugs and m ed
icines which he fears m ight go else
where if his store were not open at 
such times.

W hat follows to the bow always 
bent, to the spring always upon the 
stretch, inevitably results to the 
brain and nervous system always up
on duty: all alike lose their elasticity, 
and the ability to render efficient serv
ice in the time of need.

H ere and there some adventurous 
-pirits have broken away from  their 
bondage, but their example and unan
imous testim ony to the effect that 
they are better off financially has had 
but little effect upon those who are 
still in slavery. The la tter still hold 
the nickels tha t come from soda and 
cigar sales so close to their optics 
that they can not see the dollars that 
might be gained by the possession of 
an intellect reinvigorated and a phys
ical system  restored  by the proper 
am ount of rest and recreation!

Is it really w orth while? Does it 
pay to give up health, family, com 
panionship and the joy of living in 
return for the m eager receipts from 
later hours and Sunday business?

\ o u  will live longer, enjoy a 
broader horizon while living and die 
both richer and happier.

If your fellow druggist can not be 
persuaded to join with you, then 
leave him to his bondage, but do not 
be a slave yourself because he de
clines to be free.—Midland Druggist.

Advice T o G raduates.
The season for good advice to 

young graduates in pharm acy is now 
approaching and valedictory address
es will be plentiful. Some of the ad
vice will be extended and given in 
flowery language; o ther speakers will 
be brief and to the point. Some will 
present ideals tha t are beautiful to 
contem plate; others will deal with 
every-day m atters and give counsel 
which is likely to  be heeded. A fter 
all, i~ does not depend so much on 
the advice given as the disposition of 
the young graduate to live a useful 
life. Extended rules of conduct are 
unnecessary for the average person 
of judgm ent and early training. W e 
are rem inded of the notice appearing 
on a college campus which reads 
som ething as follows:

“T he rules governing this campus 
are the rules of good behavior.”

T he young graduate who starts  out 
in professional and business life w ith 
the expectation of conform ing to the 
rules of good behavior in his relations 
with o ther citizens will find but lit
tle difficulty in obeying all of the rules 
and regulations influencing his call
ing.—Meyer B ros.’ D ruggist.

A recently developed demand is 
for sm elling salts tha t are colored 
and put up in transparen t bottles and 
retail in the be tte r grades at 40, 50 
and 60 cents, according to size or 
quantity or the quality of the con
tainers. Red, pink and green are the 
principal colors in which these salts 
are being popularized.
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WHOLESALE DRUQ PRICE CURRENT
Acidum

A ceticu m  .............
B enzo icum , G e r . .
B o rac ie  .................
C arb o licu m  .........
C ltr ic u m  ...............
H y d ro c h lo r  .........
N itro c u m  .............
O xalicum  .............
P h o sp h o rlu m , dil.
S a licy licum  .........
S u lp h u r ic u m  ___
T a n n lc u m  .............
T a r ta r ic u m  .........

Am m onia

f l  S9>

7 0 #  75 
#  12 

16@ 20 
4 5 #  50
3 #  5
8@  10 

1 4 #  15
@ 15 

4 4 #  47 
1%@ 5
7 5 #  85
3 8 #  40

A qua, 18 deg. . . . 4 #
A qua, 20 deg . . . . 6 #
C a rb o n as 1 3 #
C h lo rid u m  ........... 1 2 #

A niline
B lack ................. 2 0 0 # 2
B row n  . . 80@1
R ed ____ 4 5 #
T ellow ................. 2 5 0 # 3

Baccae
C ubebae 7 0 #
J u n ip e r s 6 #
X a n th o x y lu m  . . .  1 0 0 # 1

Balsamum
C opaiba 6 0 #
Peru . . . ................. 2 0 0 # 2
T e ra b in , C a ñ a d . . 7 0 #
T o lu tan 4 0 #

Cortex
A bies, C a n a d ia n . .
C ass iae
C in ch o n a F la v a

50

B u o n y m u s a t r o . .  
M y rica  C e r if e r a . .  
P ru n u s  V irg in i . .  
Q u illa ia , g r ’d. . . .  
S a s s a fra s ,  po 30 
U lm u s ....................

E xtractum
G ly cy rrh iza , G la. 2 4 #  30
G ly cy rrh iza , po  . .  2 8 #  30
H a e m a to x  ........... 1 1 #  12
H a em a to x , l s 1 3 #  14
H a em a to x , % s . .  1 4 #  15
H a em a to x , % s . .  1 6 #  17

Ferru
C arb o n a te  P rec ip . 15
C itra te  a n d  Q u in a  2 00 
C itr a te  Soluble . .  55
F e rro cy a n id u m  S' 40
So lu t. C h lo ride  . . . .  15
S u lp h a te , co m ’l 2
S u lp h a te , com 'l, by

bb l., p e r  cw t. 70
S u lp h a te , p u re  . .  7

Flora

55Ü 60A m m o n iac  . .
A sa fo e tid a  .......... 2 0 0 # 2  20
B en zo in u m  ...........  5 0 #  55
C a tech u , l s  .........  #  13
C a tec h u , % s -----  @ 14
C atec h u , % s . . . .  #  16
C am p h o ra e  .........  M # <S
E u p h o rb iu m  . . . .  #  40
G a lb an u m  ...........  # 1  00
G am boge  . .  p o . . l  2 5 # 1  35 
G au ciacu m  po 35 #  35
K i n o ......... po  45c @ 45
M astic  .................... @ 75
M y rrh  . . . .  po  50 #  45
O nium  .................  5 50@5 60
S h e lla c  .................. 4 5 #  55
S hellac , b leach ed  6 0 #  65 
T r a g a c a n th  .........  9 0 #  1 00

H erb a
A b sin th iu m  . . . .  4 5 0 # 7  00
E u p a to r iu m  oz p k  20
L obe lia  ___ oz pk  20
M ajo riu m  . .o z  pk  28
M en tra  P ip . oz p k  23
M e n tra  V e r oz pk  25
R u e  ...........  oz p k  39
T a n a c e tu m  . . V . .  22
T h y m u s  V  oz p k  25

M agnesia  
C alcined , P a t .  . .  
C a rb o rn a te , P a t .
C a rb o n a te , K -M .
C arb o n a te  ...........

O leum
A b sin th iu m  . . . .  7 
A m y g d a lae  D ulc . 
A m ygdalae , A m a  8
A nisi .................... 1
A u ra n ti  C o rtex  2
B erg am ii ...........  5
C a jip u ti ........
C ary o p h illi ......... 1
C ed a r .............
C henopad ii ............4
C innam on! ............1
C on ium  M ae . . .
C itro n e lia  ...........

C o p a ib a  ......... . .  .1 75@1 85 Scilla* g$ w « *
C u b eb ae  ......... . 4 0 9 #  4 10 S c illae  Co................ # Sßf if̂ gr****"?
E rig e ro n  ......... __ 2 35# 2 50 T o lu ta n  ................. # VI Mannia
E v e c h th ito s  . . . . i 00# 1 10 P ru n u s  v irg . . . . 5#
G a u lth e r ia  . . . .  .4 80#5 00 Z in g ib e r  ......... , . „ 9 5ê
G e ra n iu m  . . . . OZ 75 T in c tu re s
G ossipp il Sem gal 7 0 # 75 A loes .......................
H e d eo m a  . . . . . . . 2 50# 2 A Ar \fy~rrh Wyrtsrv
J u n ip e r a  ......... 40# 1 20 A n co n itu m  N a p 's F 50
L a v e n d u la  . . 9 0 #  3 60 A n co m tu m  X a p ’sR 40
U n io n s  ......... . .  .1 15#1 25 A rn ic a  ................... y> P  E
M en th a  P ip e r .j 2 75#3 00 A sa fo e tid a  ........... 50
M en th a  V erid ..3 80# 4 00 A tro p e  Bella don na 40 pv7» J,
M o rrh u ae , gal. ..2 00#2 75 A u ra n ti  C o rtex  . . 5# P ic is  Li
M y rlc ia  ......... . .  .3 00#3 ja B a ro s m e  ............
O live ............... . . . 1 0O#3 00 Benzoin ................ so

A rn ic a  ................... 2 0 # 25
A n th é m is  ............. 5 0 # 60
M a tr ic a r ia  ........... 3 0 # 35

Folia
B a ro sm a  .............  1 7 S 0 2 m
C ass ia  A cutifo l,

T in n ev e lly  . . 1 5 # 20
C ass ia . A cu tifo l 2 5 # 30
S a lv ia  officinalis.

!4s a n d  % s . . 1 8 # 20
U va U rs i ............. 8 # 10

Gumm i
A cacia , 1 s t pkd. ® 65
A cacia , 2nd pkd. @ 45
A cacia , 3rd  pkd. @ 35
A cac ia , s if te d  s ts . @ 18
A cacia , po  ........... 4 5 # 65
Aloe, B a rb  ........... 2 2 # 25
Aloe. C ap e  ........... # 25
Aloe, S o co tri ----- # 45

_****** 0 W 9 9 M  Ê Ê
w & • • Jlkif9§ ...... m

0 Ê L
499B 30M 1-jmwII « i f  #

9 I j MNÍ, J f e  .f- ^ C -É .JÉ
;JM# il* JB

M JBEpEMT 9  9ÊBP’ Ä § _ 30J5®
Ü

• .jMhC
far?? IS# 39 I

P ic is  L iq u id s  . . .  1 0 #
P ic is  L iq u id s  ga l. @
R ic in a  .................... 9 4 # 1
R o sae  oz ...................8 0 0 #  8
R o sm a rin i .........  # 1
S a b in a  .................... 9 0 #  1
S a n ta l  ...................  # 4
S a s s a f ra s  .............  9 0 # 1
S in ap is , ess . o z .. .  #
S ucc in i .................... 4 0 #
T h y m e  ....................  4 0 #
T h y m e, o p t............  # 1
T h e o b ro m as  . . . .  1 5 #
T ig lil ...................... 9 0 #  1

P o ta s s iu m
B i-C a rb  ................ 1 5 #
B ic h ro m a te  .........  1 3 #
B ro m id e  ...............  3 0 #
C arb  ........................  1 2 #
C m o ra te  -----  po. 1 2 #
C y an id e  ................ 3 0 #
Iod ide  .................. 2 2 5 #  2
P o ta s sa . B i ta r t  p r  3 0 #
P o ta s s  N itr a s  o p t 
P o ta s s  N itr a s  
P r u s s ia te  —
S u lp h a te  po

B enzo in  Co. 
C a n th a r id e s  
C ap s icu m  
C a rd am o n  . , .  
C a rd am o n  Co 
C ass ia  A cu tifo  
C ass ia  A cu tifo

C a te c h u  -------
Cinchona 
Cinchona Co.

m  ®- 
9 3BI

J9

#  *  
# 5  99

U S

C olum bia 5# i
Cub€bE€ .
D ig itaü 9  . . . . . __
E rg o t ........................ 5#
F e r n  C h lo ridum
G e n tia n  . .  —  . . . . 5#
G e n tian  Cb. . «. . . #$■
G u ia ea  **********
G uiaoa  a m m o n  . . 60 i
Hyoseyarooss . . . » 5#
iOOIElf
lodiiM  
Kino

7#
6 #

23#
15#

Sirs

2 0#
30#
10#

o
20#
12#
1 6 #12#

# 3
#2

io#

po

___1

R ad ix
A con itum  ...........
A lth a e  .................
A uch iisa  .............
A ru m  po .............
C a lam u s  .............
G e n tia n a  po  15. 
G ly c h rrh iz a  pv 15 
H ellebo re . A lba  
H y d ra s t is . C an ad a  
H y d ra s t is ,  C an . po
In u la , po ...............
Ipecac , po  ...........2
Ir is  p lox  ...............
la la p a , p r ................
M aran ta , % s . . . .  
P odophyllum
Iih e i .............
R hei, c u t  . .
R hei, p v .................
S a n g u in a ri, po  18
S cillae , po  45 __
S e n e g a  .................
S e rp e n ta r ia  .........
S m ilax , M ...............
S m ilax , offi’s  H . .
S p ige lla  ..................
S y m p lo ca rp u s  . . .  
V a le r ia n a  E n g  . . 
V a le r ian a , G er.
Z in g ib e r a  ...........
Z in g ib er j  ...........

Sem en 
A n isum  po 22 . .
A pium  (g ra v e l 's )
B ird , I s  ...............
C an n a b is  S ä tiv a
C ard am o n  ...........
C aru i po  15 .........
C henopod ium  . . .
C o rian d ru m  .........
C ydcn ium  ............
D ip te rix  O d o ra te  3
F o en ieu lu m  .........
F o en u g reek . po  .
L in i ........................
L in i, g rd . bbl. 5*4
L obelia  ...............
P h a r la r i s  C a n a ’n
R a p a  ........................
S in ap is  A lba . . . .
S in a p is  N ig ra  . . .

S p ir itu s
F ru m e n ti  W . D. 2
F ru m e n ti  ...........  1
J u n ip e r s  Co........... 1 7 5 # 3
J u n ip e r s  Co O T  1 6 5 #  2 
S a e ch a ru m  N  E  1 9 0 # 2  
S p t V in i G alli . 1  7 5 # 6
V ini A lba  ..............1 2 5 # 2
V inl O p o rto  . . . A  2 5 # 2  

S ponges
E x t ra  yellow  s h ee n s ’

! orated 
riaed

25 i 4« 
40 Hi

M i seel Saneous

20#
8 5 #

#

#
15#
12#

#
12#
4 #
7 #

70#

121

#

9 #
5 #
8#
9 #

50 # 2

Calcium Chlor, *43 #
Cantharides, Ras. #  
C ap sid . F r a i s  a f  #  
C a p s id  F ro c ' s  po  #  
C a p  i F r a c ’* B  %
Caurawin̂ * Jfet #6 Hsf i
Car^hyllfjs .........  30#
C a s s ia  F r u c t i j s  . i f  
C atac ^ u m  à
C e n tra r la  ______   §
Cera Alba .........  ,?>##
Cera Fia va , ,
Crùcrm  . . . . . . . . . . . . . .  ü #
Chloroform ____  3êw
Ch loro'nt w
Chondro* _____ 30#

I C r e t a ___
10\ Creta, pre 
« Creta, pr« 

101 Creta, foli

35

Our New Home
O w n e r  C M b e*  a m i  O M m n n r c ir

C r e s t e r  N o m b e r  o f  E m p l o y e e  

Larger Stock M oat rn F x i f o i t i

HaidftiK A Perlon* Dm2 C " a n i  tU m m è m , 1 6 c é l

¿aita
Gamb
O la

wool "carriage  . .  " ® i 25 i O Ias* w ir» . f t  hod
5 5 # 60 F lo r id a  s h e e p s ' wool j L e ss  th a n  box TV
1 8 # 20 c a r r ia g e  ......... z  m w t 50 G lue, b row n h #
1 8 # 20 G ra ss  sh ee p s ' wool I G lue w h ite I S #
1 8 # 20 c a r r ia g e  ........... # i 25 j G lycerin.« ............. M #

H a rd , s la te  use # i 00 , G ra n a  P a ra d is ! #
N a ss a u  sh e e p s ’ wool H u m ii i .» ...........

5 0 #  8 00 c a r r ia g e  ...........  3 50 # 3 75 5 H y d ra rg  A l a in e l
7 5 # 85 V elvet e x t r a  sh eep s ' ; H y d ra rg  Ch . M l
00 8 25 wool c a r r ia g e  . . # 2 60 H y d ra rg  C l  C or
9 0 #  2 00 Yellow  R eef, fo r ; H y d ra rg  O x i t s  m %
7 5 #  2 85 s la te  u se  ......... # 1 401 H y d ra n t  fT«ar:e'*n
5 0 # 5 60 S y ru p s j H y d ra rg y ru m
8 5 # 90 A cac ia  ................... # 50 l fch tr. trft^dvlla 1-^1
40 # 1 50 A u ra n ti C o rtex 56 i In d ig o  . . . .
85® 90 F e r r i  lod ............. 50 ' Iod ine . Reswbl . 3
5 0 # 5 00 Ip ecac  ..................... # 60 iodo fo rm  . j
7 5 #  1 85 R hei A rom  ........... # 50 L iq u o r A rsen  ef
8 0 # 90 S m ilax  O ffl's . . .  5 0 # 60 H y d ra rg  lod 97« m n eg a . ......... # 50 Ltq. P o ta s s  A twin.it 10 #

Who s for
Our Advertising?

A NSW  KIK :
Nerrfier ibe dealer nor

LOWNEV’S :o a
PREMIUM C H O C O LA TE (or BAK ING
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED

California Prunes
Raisins
Sugar

D EC LINED

I n d e x  t o  M t r k i t i
By Wi— I

Col
A

A m m onia  ............................  J
Axle G rea se  ...................... 1

B
R ak ed  B ea n s  .................... 1
B a th  B rick  ........................  1
B lu ing  ..................................  J
B room s ................................  J
B ru sh es  ............................... 1
B u tte r  C olor ...................... 1

C an d les  ................................  J
C an n ed  G oods ...............  1-2
C an n ed  M ea ts  .................. 7
C arbon  O ils ...................... |
C a tsu p  ................................  |
C e rea ls  ................................  |
C heese  ..................................  |
C hew ing  G um  .................  3
C hico ry  ................................  3
C hoco late  ............................  3
C lo th es  l . in e s  .................
Cocoa ..................................... *
C o co an u t ................    3
Coco;» S h e lls  ...................  3
Coffee ....................................  3
C o n fec tio n s  .......................... 11
C ra c k e rs  .............................. 3
C ream  T a r t a r  .................. 6

D ried  F r u i ts  ...................  5

F a rin a c e o u s  G oods
Feed  ............................
F ish  a n d  O y s te rs  . 
F ish in g  T a ck le  . . .  
F lav o rin g  E x tra c ts
F lo u r ..........................
F resh  M ea ts  ...........

C e la tin e  ..............................
G ra in  R ags ........................ 5
G ra in s  ..................................  5

H e rb s  ..................................  6
H ides a n d  P e lts  ............. 10

Je lly  ......................................  6

lJ co r ic e  ................................ 6

M
M atch es  ..............................  6
M eat E x t r a c ts  .................  6
M ince M ea ts  .................... 0
M c la sses  ..............................  6
M u sta rd  ..............................  6

N
N u ts  ....................................... 11

O lives .................................... 6

P ipes  ....................................  6
P ick les  ..............................  6
P la y in g  C a rd s  ....................  6
P o ta s h  .............................. 6
P ro v isio n s  ..........................  7

R ice ......................................
S a lad  D re ss in g  ...............
b a ie ra tu s  ............................
S%»1 Soda ............................
S a lt ........................................
S a lt F is h  ............................
Seeds ....................................  7
Shoe B lack in g  .................. 7
Snuff ...................................... 8
S oap  ......................................  8
Soda ......................................  8
i oda ......................................  8
S p ices  ..................................  8
S ta rc h  ..................................  8
S y ru p s  ..................................  8

T
T e a  ........................................  8
T obacco  .............................. 9
T o o th  P ic k s  ........................ 10
T w in e  ..................................  9

V
V in e g a r  ................................  9

W
W iok ing  ..............................  9
W oo d en w are  ...................... 9
W ra p p in g  P a p e r  ...........  10

Y east C ake 10

A R C T IC  AM M ONIA
Do*.

12 ox. ova ls  2 do*, box  75 
A X L E  G R E A S E  

F r a s e r ’s
l ib .  w ood boxes. 4 do*. 3 00 
l tb .  tin  boxes. 3 do*. 2 35 
3 t» lb . t in  boxes, 2 do*. 4 25 
1 0 1 b . pa ils , p e r  do * . . . 6  0 0  
151b. pa ils , p e r  do*. . .7  20 
25tb . pa ils , p e r  do*. . . 1 2  0 0  

B A K E D  B E A N S
lib .  c an . p e r  do*...........  90
2lb. c an . p e r  do*........... 1 40
31b. c an . p e r  do*........... 1  80

BA TH  B RICK
E n g lish  .............................. 95

B LU IN G
S aw y er’s  P e p p e r  Box

P e r  G ross 
No. 3. 3 do*, wood b x s  4 0» 
No. 5, 3 do*, w ood bxs  7 00 
S aw v e r C rv s ta l B ag

B lue ..............................  4 00
BROOM S

No. 1 C a rp e t 4 sew  . .4  00 
N o. 2 C a rp e t 4 sew  ..3  75 
No! 3 C a rp e t 3 sew  . .3 50 
No. 4 C a rp e t 3 sew  . .3 25
P a r lo r  G em  ....................4 50
C om m on W h isk  ............1 10
F a n c y  W h isk  .................. 1 35
W areh o u s e  ...................... 4 50

B R U S H E S
S crub

Solid B ack , 8  in ............... 75
Solid B ack . 11 in ........... 95
P o in ted  E n d s  .................  85

S tove
N o. 3 ..................................  90
No. 2  1 25
N o. 1 ..................................1 75

Shoe
No. 8  ................................. 1 00
No. 7 ................................. 1 30
No. 4 ................................. 1 70
No. 3 ................................. 1 »0

B U T T E R  COLOR 
D andelion , 25c s ize  . . . 2  00 

C A N D L E S
P ara ff in e , 6 s ...................  8
P ara ff in e , 12s .................  8 %
W ick in g  ........................ 20

C A N N E D  GOODS 
A pples

31b. S ta n d a rd s  . .  @1 00
G allon  ................... 3 20@3 50

B lack b e rr ies
2 lb . .......................1 50® 1 90
S ta n d a rd s  g a llo n s  @5 00 

B eans
B aked  ...................  85® 1 30
Red K id n ey  ........... 85® 95
S tr in g  ...................  70@1 15
W a x  ........................ 75@1 25

B lu eb errie s
S ta n d a rd  .....................  1 30
G allon  ............................ 6  50

C lam s
1 ittle  N eck . l ib .  1 00@1 25 
L ittle  N eck . 21b. @1 50

C lam  Bouillon
B u rn h a m 's  % p t ............2 25
B u rn h a m 's  p ts .................. 3 75
B u rn h a m ’s  q ts ................. 7 50

C h errie s
R ed S ta n d a rd s  ................1 60
W h ite  ..............................  1  60

C orn
F a i r  .......................  90(5)1 00

Good .......................1 00@1 10
F a n c y  ...................  €81,45

F ren c h  P eas  
M onbadon (N a tu ra l)

p e r  doz ......................... 2 4-5
G ooseberries

No. 10 .................................6  00
H om iny

S ta n d a rd  .......................... 85
L o b s te r

% tb. ..................................... 2 40
11b.............................................4 25
P icn ic  T a ils  .................... 2 75

M ackerel
M u sta rd , l t b ...................... 1 8 ')
M u sta rd . 2tb. ..................2 80
Soused, l% T b......................1 80
Soused. 21b..........................2 75
T o m ato , l ib .  ..................1 50
T o m ato . 21b.........................2 80

M ushroom s
H o te ls  ...................  @ 17
R u tto n s . ,%s . . . .  (9 14
R u tto n s , I s  ......... @ 23

O y sters
Cove, l i b ................. 85® 90
Cove. 21b............... 1 6 5 0 1  75

P lu m s
P lu m s  .................  1 00 @2 60

Peas
M arro w fa t ...........
E a r ly  J u n e  .........
E a r ly  J u n e  s if te d  1

Peaches
P ie  ..........................
No. 10 s ize  c an  p ie  

Pineapple
G ra te d  ................... i
S liced  ................... ..

Pum pkin
F a ir  ............................
Good ...........................
F a n c y  .......................
G allon  ......................

95® 1 
95@1 
15@1

9 0 #  1 
# 3

S5@ 2 
95® 2

80

Raspberries
S ta n d a rd  .............  @

Salmon
CoLa R iv e r, ta i ls  . . . . 2  25
C ol'a  R iver, f la ts  .........2 40
R ed  A la sk a  .........l  75@ l 85
P in k  A la sk a  ___ 1  30@1 40

Sardines
D om estic , %s ............... 3  7 5
D om estic, Vi M us.......... 3 50
D om estic , % M us. @ 7
F ren c h , Vis .................  7®14
F ren c h , % s ............... 1 8 #  23

Shrimps
D u n b a r, 1st, doz ............1 35
D u n b a r, l% s , d o z .......... 2  35

Succotash
F a ir  ............................  85
Good .......................  1  00
F a n c y  .................... 1  2 5 #  1 40

S traw berries
S ta n d a rd  ....................
F a n c y  ........................

T  omatoes
Good ...................... 1  0 5 #  1 15

# 1  4u 
@3

F a ir  ........................ 9 5 #  1 00
F a n c y  ...............
No. 10 ...............

CA RBO N  O IL S 
B arre ls

Perfection ...........  @ 9
D. S. G aso line  . .  @13
G as M ach in e  . . . .  @20
D eo d o r'd  N a p  a  @12
C y lin d e r .............  29 @3 4 %
E n g in e  ...............  16 @22
B lack , w in te r  . .  8%@10 

C E R E A L S  
B re a k fa s t  Foods 

B e a r  Food  P e t t i jo h n s  1  90 
C ream  of W h e a t 36 21b 4 5'» 
E g g -O -S ee , 36 pkgs. 2 85 
.P ost T o a s tie s  T  N o. 2

24 p k g s ......................... 2 80
P o s t T o a s tie s  T  No. 3

36 p k g s ......................... 2 8  *
A p e tia o  B iscu it, 24 pk  3  0 u

18 p k g s ......................... 1  95
G rap e  N u ts , 2 doz. . .2  70 
M a lta  V ita , 36 l ib .  . . . 2  85 
M ap i-F la k e , 24 l tb .  . .2  70 
P il lsb u ry 's  V itos. 3 dz. 4  25 
R a ls to n  H e a lth  Food

36 2!b............................. 4 50
Saxon  W h e a t  Food , 24

Pkgs........................
S h red  W h e a t B iscu it,

36 p k g s .........................
K e llo g g 's  T o a s te d  C orn 

F lak es , 3 6  p k g s  in cs 2 80
Vieror. 36 p k g s .................. 2 75
V oig t C orn  F la k e s  ___ 4

Rolled O a ts  
Rolled A vena. bbis. . .4  2 
S tee l C ut. 100 lb. sk .s
M o n arch  b b l..................... 3  90
M o n arch , 90 lb . s ac k s  1 80 
Q u ak er . 18 R e g u la r  . . 1  38 
Q u ak er , 2 0  F a m ily  . . . 3  90 

C rack ed  W h e a t 
B ulk  ................................  3*4

.3 00 

.3 60

50

10

L a rg e s t  G um  M ade . .  55
S en  Sen ..............................  55
S en  S en  B re a th  P e r ’f  1 00
Y u c a ta n  ............................  5 5
S p e a rm in t ........................  55

C H O C O L A T E  
W a l te r  B a k e r  & Co.’s

G e rm a n ’s  S w ee t ...........  22
P rem iu m  .....................  31
C a ra c a s  ..............................  31

W a l te r  M. L ow ney  Co.
P rem iu m , % s ...............  30
P rem iu m , U s  .................. 3o

C ID E R , S W E E T  
“M o rg an ’s ”

R e g u la r  b a r m  50 g a l 10 00 
T ra d e  b a rre l, 28 g a ls  5 50 
44 T ra d e  b a rre l, 14 g a l 3 50
B oiled, p e r  g a l.................. 60
H a rd , p e r  g a l....................  25

COCOA
B a k e r’s  ..............................  3 7
C lev elan d  .......................... 4 j
C olonial, 4 4 s  .................... 3o
C olonial. %s ................. 3 3
E p p s 42
H u y le r  ................................  4 :
L ow ney , % s 
L ow ney, 
L ow ney . U s  
L ow ney . I s
V an  H o u ten . % s ........... 12
V an  H o u te n . C s 20
V an  H o u ten , U s  ........... 40
V an  H o u ten , I s  .............  72
W eb b
W ilb e r, % s ............... ___  33
W ilb e r, % s ............... ----- 3»

CO CO A N U T
D u n h a m 's p e r  tb.

% s. 51b. c ase  . . . . . .  29
% s. 51b. c ase  ......... . .  28
Vis, 151b. c a se  . . . .
%s. 15!b. c a se  . . . . .  26
Is , 15tb. case  ........... . .  25
* is  & %s, 15lb. c ase  26**>

..19
19

24 2!b. p k g s ................. 9 50 Z e p h v re tte  ................. . .  13
C A T S U P O y ster

C olum bia . 25 p ts .. . 4 15 N . B . C. R d. bbl 6% bx 6
S n id e r’s  p in ts  ......... 9 35 G em , bbl. 6% boxes . .  6
S in d e r’s  % p in ts  . . .. . 1 35 F a u s t  ............................ . . .  8

C H E E S E
A cm e ...................... @13
B loom ingda le  __  @13
C arso n  C ity  .........  @14
W a r n e r  .................. @14
R iv e rs id e  .............  @14
H o p k in s  .................  @13 U
B ric k  ......................  @ 1 5
T,eiden ...................  ®15
L im b u rg e r  ...........  @16
P in e a p p le  .............40 @60
S ap  S ago  .............  @20
S w iss, d o m estic  @13

C H E W IN G  GUM 
A m erican  F la g  S p ru ce  55
B ea m a n ’s  P ep s in  ......... 55
A d am s’ P e p s in  .............  55
B e s t P e p s in  ...................  45
B e s t P e p s in , 5 boxes 2 00
B lack  J a c k  ...................... 55

Scalloped  G em s ......... lo
U s  & U s, p a ils  .........  14U
B ulk , p a ils  .................... 1 3
B ulk , b a rre ls  .............  1 2

C O F F E E S , R O A S T E D  
Rio

C om m on ..........................  1 6 %
F a ir  ..................................... 1 6 *,
C hoice ..............................  1 7
F a n c y  ............................ . ig
P e a b e r ry  .............................1 9

S an to *
C om m on ........................ 1 7

F a i r  .......................................18C hoice ..............................  ig
F a n c y  ......... ..............
P e a b e r ry  .................

M araca ib o
F a i r  .......................................1 9

C hoice ................................ 2 0

M exican
C hoice ........................ . , . . 1 9
F a n c y  ..................................2 1

G u a tem a la
F a i r  .......................................2 0
F a n c y  ...................................2 2

J a v a
P r iv a te  G ro w th  ...24@ 29
M and ling  .................... 30@34
A u k o la  .........................29@31

M ocha
S h o r t  B ea n  ..............24@26
L o n g  B ea n  ................23@24
H . L . O. G. ..............25@27

B ogota
F a i r  .......................................20
F a n c y  ...................................22
E x c h a n g e  M ark e t, S te a d y  
S p o t M ark e t, S te a d y  

P a c k ag e
N ew  Y ork  B as is

A rb u ck le  ........................ 20 50
L ion  ................................... 20 50

M cL au g h lin ’s  X X X X  
M cL au g h lin ’s X X X X  sold 

to  re ta i le r s  only. M ail a il 
o rd e rs  d ire c t  to  W . F . 
M cL au g h lin  & Co., C h ic a 
go.

E x t r a c t
H o lland . U g ro  boxes 95
F e lix , U g ro s s  ................1 15
H u m m e l’s  foil. U  g ro . 85 
H u m m e l’s  t in , % g ro . 1 43 

C R A C K E R S
N a tio n a l B isc u it C om pany  

• B ran d  
B u tte r

N. B. C. Sq. bbl. 6 U bx  6  
S eym our, R d. bb l 6 % b x  6 

Soda
N. B. C., bo x es  ........... 6
S e lec t ..................................  8 U
S a ra to g a  F la k e s  ......... 13

Sweet Goods
A n im als  ............................  10
A p rico t G em s ...............  12
A tla n tic s  .......................... 12
A tlan tic . A sso rte d  . . .  12 
A vena  F r u i t  C ake  . . .  12
B rittle  ..............................  1 1
B um ble B ee .................... 10
C ad e ts  ..............................  9
C a r tw h ee ls  A sso rted  . .  9
C h o co la te  D ro p s  .........  16
Choc. H o n ey  F in g e rs  16 
C h o co la te  T o k e n s  . . . .  .2  50 
C irc le  H o n ey  C ookies 12 
C u r ra n t  F r u i t  B isc u its  12
C ra ck n e ls  ........................ 16
C o co an u t B r i t t le  C ak e  12 
C o co an u t S u g a r  C ak e  11 
C o co an u t T a ffy  B a r  ..1 2  
C o co an u t B a r  .................. 10

C o co an u t D ro p s  ..............12
C o co an u t M aca ro o n s  ..1 8  
C o co an u t H on . F in g e rs  12 
C o co an u t H o n . J u m b ’s  12
Coffee C ak e  .......................10
C offee C ake , iced  ..........11
C r u m p e t s .............................10
D in n e r  B isc u it ................25
D ix ie  S u g a r  C ookies . .  9
F a m ily  C ookie . . . . _____9
F ig  C ak e  A sso rte d  . . .  12
F ig  N e w to n s  .................... 1 2
F lo rab e l C ak e  .................. 12%
F lu te d  C o co an u t B a r  10
F ro s te d  C ream s ................8
F ro s te d  G in g e r C ookie 8
F r u i t  L u r c h  iced  ..........10
G in g er G em s ...................  8
G in g e r G< m s. iced  . . . .  9
G ra h a m  C ra ck e rs  ......... 8
G in g er S n a p s  F a m ily  . 8  
G in g e r S n a p s  N . B. C. 7% 
G in g er S n a p s  N . B. C.

S q u a re  ............................  S
H ip p o d ro m e  B a r ............12
H oney  C ake. N . B. C. 12 
H oney  F in g e rs  As. Ic e  12 
H o n ey  Ju m b le s , Ic ed  1 ?
H o n e y  F la k e  .................  lz%
H ouseh o ld  C ookies ____ 8  *
H ouseh o ld  C ookies Iced  9
Im p e ria l ............................  9
J e r s e y  L u n ch  ...............  8
Ju b ile e  M ixed .................. 10
K re a m  K lip s  .................... 25
l  a d d ie  ................................  9
L em on  G em s .................... 10
L em on  B isc u it S q u a re  8
L em on  W a f e r  ................16
L em o n a  ..............................  9
M ary  A n n  ...........................9
M arsh m a llo w  W a ln u ts  16
M o lasses  C ak es  .............  8
M olasses C akes, Ic ed  9 
M olasses F r u i t  C ookies

Iced  ................................... 1 1
M olasses S an d w ich  . . .1 2
M ottled  S q u a re  ..............10
O a tm ea l C ra ck e rs  . . . .  8
O ra n g e  G em s .................  9
O rb it C ake  ........................ 14
P e n n y  A sso rte d  ................9
P e a n u t  G em s .................  9
P re tz e ls . H a n d  M d . . . .  9 
P re tz e le tte s .  H a n d  M d. 9 
P re tz e le tte s .  M ac. M d. 8
R ais in  C ook ies ................10
F .a isin  G em s .................... 11
R ev ere , A sso rte d  ..........14
R itte n h o u se  F r u i t

B isc u it .............................10
R u b e  ..................................... 9
Sca lloped  G em s ..............10
S co tch  C ookies ................10
Spiced C u r ra n t  C ak e  ..1 0
S u g a r  F in g e rs  ................12
S u lta n a  F r u i t  B isc u it 16 
Spiced  G in g e r C ak e  . .  9 
Spiced  G in g e r C ake  le d  10
S u g a r  C ak es  ...................  9
S u g a r  S q u a re s , la rg e

o r  sm a ll ........................ 9
S u n n y s id e  Ju m b le s  ___ 10
S u p e rb a  ..............................  8

S ponge  L a d y  F in g e rs  25
S u g a r  C rim p  .................... 9
V an illa  W a fe r s  ..............16
W av e rly  .............................10

In -e r  Seal Goods
p e r  doz.

A lb e rt B isc u it ................1 00
A n im als  ...............................1 00
A rro w ro o t B isc u it ___ 1 00
B a ro n e t B isc u it ............1 00
B re m m e r’s  B u tte r

W a fe rs  .............................1  00
C am eo  B isc u it ................1 50
C heese  S an d w ich  ......... 1  00
C h o co la te  D rp  C e n te rs  16
C h o co la te  W a fe rs  ..........1 00
C o co an u t D a in tie s  ___ 1 00
D in n e r  B isc u its  ..............1 50
D o m estic  C ak es  ___  8
F a u s t  O y s te r  .................... 1 00
F ig  N ew to n  .................... 1 00
F iv e  O’clock  T e a  ____ .1 00
F r o ta n a  ...............................1  00
G ala  S u g a r  C ak es  . .  8
G in g e r S n ap s . N . B. C. 1 00 
G ra h a m  C ra ck e rs , R ed

Isabel ...............................1  00
J o n n ie  ..........................  8
l..emon S n a p s  ...............  50
M arsh m a llo w  Coffee •

C ak e  ........................  12%
O atm e a l C ra c k e rs  . . . .  1  00 
Old T im e  S u g a r  Cook. 1 00
O val S a lt B i s c u i t ...........1 00
O y s te re tte s  ...................... 50
P re tz e le tte s ,  H d . M d. 1 00
R oyal , i o a s t  .................... 1 00
S a ltin e  B isc u it ................1 00
S a ra to g a  F la k e s  ............1  50
Social T e a  B isc u it . . . . 1  00 
Soda C ra c k e rs  N . B. C. 1 00 
Soda C ra c k e rs  S e lec t 1  00 
S. S. B u t te r  C ra c k e rs  1 50
T r iu m p h  C ak es  .........  16
V n e ed a  B isc u it .............  50
T 'needa  J in je r  W a y fe r  1 00 
F n e e d a  L u n c h  B isc u it 50
V anilla  W a fe r s  ..............1 00
W a te r  T h in  B isc u it . .1  00 
Zu Zu G in g e r S n a p s  . .  50
Z w ieback  ...........................l  00
In S pec ia l T in  P a c k a g e s .

P e r  doz.
F e s tin o  ...............................2 50
N ab isco . 25c .................... 2 50
N ab isco . 10c .................... 1 00
C h am p ag n e  vv a fe r  . . .  2 50 

P e r  t in  in  b u lk
S o rb e tto  .............................l  00
N ab isco  ...............................1  7 5
F e s tin o  ...............................l  5 0

B e n t’s  W a te r  C ra ck e r*  1  4 0

5
C REA M  T A R T A R  

B a r re ls  o r  d ru m s  . . . .  3 3
B oxes ..........................  3 4

S q u a re  c a n s  ........................ 36
F a n c y  cad d ies  ...............  4 1

D R IE D  F R U IT S  
„  A pples
S u n d ried  ........... v. . .
E v a p o ra te d  ............... 12@13
C ».* , A p rico ts
C alifo rn ia  ............12*4014%

C itro n
C o rs ican  ....................  @ 1 5

C u rra n ts
Im p  d  1 lb . pkg . @ 1 9

Im p o rted  b u lk  . @ 9 ^

L em on  A m erican  . . .  1 3  

O ran g e  A m erican  . .  1 3  

R ais in s
C o n n o sia r C lu s te r  . .  t  2 1
D e sse r t C lu s te r  ............ . 4  0 0

L oose M u sc a te ls  3 C r 6  
L oose M u sca te ls  4 C r 7  
L. M S eeded  1  lb . g@ 8% 
t ^a iiT orn la  P ru n e s  
U  AI Seeded, b u lk  . .  7 1 4

1 0 0 ^ 2 -aS '9 SS le \ Ched —  «
9 0  inn P i t ! ’ b °x e s .  .@ 1 0 % 
sn on b o x e s . .@ u
7 0  so P S ? ’ b o x e s . .@ ll%  

2 2 to- b o x e s . . @ 1 2  

5 o’ sn P * k ’ b o x e s . .@ 1 2 %  
4 0  fn  P i £ ’ b o x e s . .@13 4O- d0 2o!b. b o x e s . .@ 1 3 % 

%c le ss  in  501b. c a s e s  
F A R IN A C E O U S GOODS 

.  B eans
D ried  L im a  ...................... «
M ed. H a n d  la c k e d  . . . . 2  25
B row n H o llan d  ..............2  85

F a r in a
»  iL *b- P ack ag es  ___ i so
B ulk , p e r  100 lb s ............. 4  00

H om iny
P e a rl. 1 0 0  ffi. s a c k  . j  n  
M accaron i an d  V erm lce ll' 
D om estic . 1 0  tb . b o x . ,  fir 
Im p o rted . 25 lb . box  . . 2  50 

P e a r l  B arley
C h e s te r  ...............  3  «r
E m p ire  ........... - - 4  76

__P e a s
G reen , W isco n sin , bu 
S^f.en ' S eo tcb . bu. . . ' . . 2  9 0
o p ilt, lo .........................   04
„  S age
E a s t  In d ia  ........................ 5
G erm an , s a c k s  5

G erm an , b ro k en  pkg. "  
T ap io ca

S*a k f> lb . s ac k s  . .  6  
P ea rl. 130 lb. sac k s  . .  4*1 
P e a r l ,  36 pkg*. . . .  * «
M in u te , 36 p k g s ............. . 2  7 5

FL A V O R IN G  E X T R A C T S  
F o o te  f t  J e n k s  

C olem an  V an illa

r J j 'Ze V ..................48 00C olem an  L  rp . L em on
No. 2  s ize  ...........  q
n o . 4  s i z e : ; : i i  ™
N o 8  S-Ze .........................2 1  0 0N o 8  s ize  .................. 36 00

J a x o n  M ex ican  V an illa
l  o v a} .......................... 0 0

4  OZ. f la t ........... : : : ------ S  lo
8  ° ZTnfla t V .................. i08  0 0J a x o n  T e rp . L em on
1 ova |  ........................ 1 0  2 0
2  oz. ova l .................  i c  on
4 oz. fla t ...........   90 on
2  ° z - « a t ...........

J e n n in g s  (D . C . B ra n d ) 
E x t r a c t  V a n illa  

T e rp e n e te ss  E x r a c t  L em on
5  ' 2  P a n e '.  P e r doz. 75 
xt ' t £ a ne l, p e r  doz. 1  5 0

N n 2  £ ? neI* p e r  doz- 2  0 0  
* *  ,aper> p e r  doz. 1  50 

oz. F u ll M easu re  doz 1  25 
4 oz. F u ll M easu re  doz! 2  40 

J a n n in g s  (D . C. B ran d )
N o \  S a n e !’ p e r  doz- 1  25
N o i  £ ane,1’ p e r  doz- 2  0 0
N o ? £.a n e l- p e r  d o z - 2  0 0
1 9 l 3  T a Per, p e r  doz. 2  0 0  
1  oz. F u ll M ea su re  doz. 90 
1 ?!■ ’ Vi?1,1, M ea su re  doz. 2  0 0  
n Z' ™  M easu re  doz. 4 00 
Wo- 2  P a n e l a s s o r te d  1  00 

C re sc e n t M fg. Co. 
M ap le ine

L i 2 ; , p e r  I 02’ .................. 3 0 0M ichigan M aple S y ru p  Co.
, K a lk a s k a  B ra n d  

M aple, 2 oz., p e r  d o z . . . 2 25 
G RAIN  BAGS 

A m oskeag , 1 0 0  in  b a le  19 
AmJ?5 .k e a &. le s s  th a n  b l 19%

g r a i n  a n d  f l o u r
_  .  W h e a t
R ed  .................... 0 0

W h ite  ............. ...W W " 82
W in te r  W h e a t F lo u r  

„  L oca l B ra n d s
P a te n ts  ...................   4 70
S econd  P a te n t s  .! !" .!!  4  50
S tr a ig h t  ............................  4  1 0

S econd  S t r a i g h t ...........  3  90
d e a r  ................................  3  7 0

F lo u r  In  b a rre ls ,  25c p e r  
b a rre l a d d itio n a l.

L em o n  & W h e e le r  Co 
B ig  W o n d e r % s c lo th  4 15 
B ig  W o n d e r % s c lo th  4 15 
W orden  G ro ce r Co.’s  B ra n d
Q u ak er , p a p e r  ................4  70
Q u ak er , c lo th  .................. 4  60

W y k e s  f t  Co.
E c lip se  ............    4  1 0
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i n 11
L em o n  & W h e e le r  Co. 

W h ite  S ta r ,  % s c lo th  5 40 
W h ite  s t a r ,  % s c lo th  5 30 
W h ite  S ta r ,  c lo th  a 20 

W o rd en  G ro c e r Co. 
A m e ric a n  L ag le , Vi c l a 3a 
G ra n d  R ap id s  G ra in  «c 

M illing  Co. L ia n d a
P u r i ty ,  x ra te n t ................4 50
s e a l  o i m in n e s o ta  . . . . .  5 au
W iz ard  r i o u r  .................. 4 10
w iz a r d  G ra h a m  ............4 4u
W iz a rd  G ra n . M eal . .3  4u 

B ucK W iieal

P R O V IS IO N S  
B arre led  P o rk

C le a r  B ac k  ....................
S h o r t  C u t ................. . .
S h o r t  C u t C lea r ...........
B ean  ..............................
B r is k e t ,  C lea r ...........
P I«  ...................................
C lea r F am ily  .............

D ry  S a lt  M eats  
S P  B ellies  ......................

1# ftm. 
i  fb*.s# 1V w* n7&, Xo* I 1#’ SSns

TS ' J|»>. 1. I# Vbm
m

! X#», 1
mm

mehap»  Sr-*

i H i  ^ ,3  33*
, M l

MFtm - -3  33
JftMt Jl ..- jrar...... r

€ k M i  Jta. i  .....

-«%
H

m m m rn  Ju-t- gpi 4PPMMHX JBtio
iMMtt .. .., S
CS>0MKv JMPfpP #  JŜ '

flMÉfll # 33' ĈdÉHÉriMIIH»' 2BMMÉI JHn J-
C S W W  T s A M

a r  a tas 
'« A

W iz ard  
R ye  . . .

P u re  in  t ie rc e s .
» uu . C om pound  la rd  
4 4o | go |fc. tu b s . . . .  a d v a n c e

K its . 15 
V4 bbls., 
Vi bbls.,

o p r m y w n c a t  r i o u r  | SO tu b s  
u u ;  B a a e r  a o r a u a  I *® lb . t in s  

G oluen  n u r u ,  xain iiy  a  00 
Guruv.li n u r u ,  LKtaers 4 00 
W lacunsin  t t y e . . . . . . . .
Juuuu ii G rocer t-o. a u i a u u  
C ereao ta , Va  ̂ . ............. .. . 6  20
LciCcUld, 7 4 ^ ....................XU
L U  tbO ld,  ..t> Uu
liC iiiun oc %v U edci 3 l^ x u u
w m go iu , Vfes ....................a oo
w liig o iu , -?iS ............... . . a  ao
w m g o iu , ¡̂gS ............... . . a  4v
W u ruuu  G ro ce r o u . s  r i r a n u
L a u re l, Vis c lo th  ........... a au
L a u re l, Vis c l o t n ........... a iv
L a u re l, Vi & Vis p a p e r  a m>
L a u r u ,  Vss c io u i . . . . . . a  ao
V o lg l M uling  Co. S B ra in .
v Oigt s  C re scen t ............4 90
v o ig t  s  r io u r o ig l  ..........4 SO
V o ig ts  H y g ien ic

G ra h a m  .................... a oo
V oigt s  L o y a l .................. 5 3o

W ys.es dc Co.
S ieepy  L ye , Vis c lo th .  .5  55 
a iecp y  L y e , v&s d o t h .  .5  4a 
s le e p y  ruye, va8* c lo th . .5  3a 
o ieepy  L y e , vss p a p e r  a 3a 
L ieepy L y e , p a p e r  a 3a 
W a ts o n -m g g m s  M in in g  Co.
r re r ie c tio n  « lo u r  ............4 50 , --
u p  T op  f l o u r  ................4 lu  v* bb ls..
G olden ¿ b e a t f  lo u r  . .3 so | % .S j* 3'  
M a rsn a ii s  B e s t  f l o u r  a a0  1 bol. 
P e rfe c tio n  B uck.w n e a t  3 oo j 
T ip  T op  B u c k w h e a t 3 ao |
B ad g e r H a iry  f  e ed  24 be j 
A lfalfa  H o rs e  f e e d  36 obi
K afir C o rn  .......................1 *»;
H oy ie  S c ra tc h  f e e d  . .  1 4a j 

M eal
B o lted  . . . . . . . . . . . . . . .  3 2b
G olden G ra n u la te d  . . . 3  4o 
s t .  C ar F e e d  sc reen ed  23 oo 
N o. 1 C orn  a n d  O a ts  23 oo
C orn , c ra c k e d  ..............22 oo
C orn  M eal, c o a rse  . .2 2  oo 
W in te r  W h e a t B ra n  25 50 
B uffa lo  G lu ten  f e e d  3 u oo 

D a iry  F eed s  
W ykea  & Co.

O P  L in seed  M ea l . .36 oo 
O P  L a x o - C ak e -M ea l 33 bo
C o tto n see d  M ea l ..........26 5b
G lu ten  f e e d  .................. 26 obj
B re w e rs ' G ra in s  ..........25 oo
H a m m o n d  H a iry  f e e d  2 2  ao
A lfa lfa  M eal .................. 2 0  0 0

O a ts
M ich ig an  r a r io t s  -----  36
L ess th a n  c a r io ts  .........»a

C orn
C a r io ts  ............................  56
L ess  th a n  c a r io ts  . . .  56

H ay
C a r io ts  ............................  l i  bo
L ess  th a n  c a r io ts  . . . .  l a  0 0  

M A P L E IN E
2 oz. bo Liles, p e r  uoz. 3 bo 

M O L A SSE S 
N ew  O rlean s

f a n c y  O pen K e ttle  . .  42
C hoice ...................................  35 i
G ood .....................................  22
F a i r  ........................................  2b

H a lf b a rre ls  2c e x t r a  
M IN C E  M EAT

P a r  case  ........................ 2  so
M U STA R D

% lb . 6  tb . box  ...........  la!
O L IV E S

B ulk , 1 g a l. k e g s  1 io  a  l  2 u 
B u lk , 2 ga i. k eg s  iL ig l  lu 
B u lk , 5 g a l. k e g s  ju ^  i 0 .
S tu ffed , § cz. . . . . . . . . .  >9
S tu ffed , 8  oz. .................. 1 25
S tu ffed , 14 oz. ..............2 25
P it te d  (n o t s tu ffed )

14 os. ...........................2 25
M an zan illo , 8  oz ...............  no G ra i
L u n c h , 10 oz. .................. 1 35 j X ed
L u n c h , 16 oz. ................2 251
Q ueen , M am m o th , lb

os. .................................2 75
Q ueen , M am m o th , 28

OS. ................................. 5 25
O live C how , 2 doz. cs,

p e r  doz...........................2 25
P IC K L E S  

M edium
B a r re ls ,  1,200 c o u n t . .7  75 
H a lf  bb ls ., 60b c o u n t 4 5<>
5 g a llo n  k e g s  .................... 2 25

.advance
.advance
a d v a n c e
a d v a n c e

.a d v a n c e
.a d v a n c e

SHOE BLACK>
2 0  R>. p a ils  
1 0  lb . p a ils  
5 lb . p a ils  
8  lb . p a ils

Sm oked M eats  
H am s, 12 Jb. a v erage . .14%  
H a m s , 14 lb . a v e ra g e  . 14-s 
H am s, I f  lb . av er  I S k f l l  
H a m s. 18 lb . a v er  13#14  
S k in n ed  H a m s  . . 14 Vi 0  .5 
H am , dried b eef s e t s  ..XT 
C a lifo rn ia  H a m s  . .  11911V« 
P ic n ic  B elled  H azes  . .  15
B oiled  H a m  --------- . . . . 3 0
B erlin  H aze , p re s s e d  .11%
M inced H am  .................. 13
B aco n  . . . . . .  — . . .  14@26%

S a u s a g e s
B o lo g n a  . . . . . . . . . . . . . .  i%
L iv e r  ......................  ¿%@ $
F r a n k f o r t  .............. 9 % v l0
P o rk  ...................................  11
V eal ...................................  11
T o n g u e  ..............................  11
H e a d c h e ese  ...........  i

B eef
B o n eless  .......................... 14 I t
R u m p , n ew  ......... ..........14 40

P ip 's  F e e t
% bbls.

|«G
1 3»

.4  W

. .  .10 @22
M eats
! tb . . .__3 04

Io. . .. . .1  90
Eb............ . . 3  60

T r ip e
tb s .........................  30
40 lb s . ............1 60

80 lb s . ..............3 40
C as in g s

H o g s, p e r  I t .  ......  S
B eef, ro u n d s , s e t  .........  2b
B eef, m id d les , s e t  ___  74
S heep , p e r  b u n d le  . . .  88

U nco lo red  B u tte r in c  
Solid  d a iry  . .
C o u n try  R oils 

C an n ed
C o rn ed  b eef. 2 lb  
C o rn ed  b eef. 1 tb  
R o a s t  beef.
R o a s t  beef. 1 l b . _____ 1 K  -I
P o tte d  H a m , % s ...........  50
P o tte d  H a m , % s ___  9S
D ev iled  H am . % s . . . .  id  
D eviled  H a m . % s . . . .  30
P o tte d  to n g u e . % s ____ 50
P o tte d  to n g u e . % s . . . .  >>

R IC E
F a n c y  ......................  7 8  7%
J a p a n  ............... .... 5%  9  4%
B ro k en  ....................  2 % $  2-«

SA L A D  D R E S S IN G
C olum bia , % p in t  ..........2 2»
C olum bia , 1 p i n t ........... 4  M
D u rk e e 's , la rg e , 1 doz. 4 5d 
D u rk e e 's , sm a ll, 2 doz. 5 25 
S n id e r 's , la rg e , 1 doz. 2 3» 
S n id e r 's ,  sm all. 2 doz. 1 3 5  

S A L E R A T U S  
P a c k e d  60 I ts .  in  box.

A rm  a n d  H a m m e r  . .3 40 
D e la n d 's  ___ . . . . . . . . .  3  00

»«v

D w ig h t 's  Cow
L. P .  .................................
S ta n d a r d * ..............
W y an d o tte . 100 \ *  .

S A L  SODA  
G ra n u la te d , bb ls. . . .  
G ra n u la te d . 100 tbs. 
G ra n u la te d , 36 piegs. 

S A L T
C om m on  G ra d e s

100 2 tb . s a c k s ...........
60 5 tb . s a c k s __ _
28 10% !b . s a c k s
56 tb . s a c k s  ................
28 tb . s a c k s  ...........

W a rs a w
56 tb . d a iry  in  d r il l  
28 tb . d a iry  in  d r il l  

S o la r  R ock
56 tb. s a c k s  ......................

C om m on
d a ted , fine ........... ..
m , fine . . . . . . . . . . t

S A L T  F IS H  
Cod

L a rg e  w h o le  . . . .  O
S m a ll w h o le  . . . .  8
S tr ip s  o r  b r ic k s  7 % 8 p
P o llo ck  ..................  8

H alibu t
S tr ip s  ....... ..............
C h u n k s  ......... .......... . . . .

H o lland  H e rr in g  
T . M w h. hoop . bbls. 11 
T. M w h. hoop , % bbl 5 
T . M . w b . hoops, k eg s  
T . M. w h . hoop  M ile h e rs

k eg s  ...........................
Q ueen , bbls. ..................10
Q ueen , % bbls.

3 90 
3  «0 
1 «0 
3 00

40 
L 10 
1 20

33

Small
B arrels  ..........   0 00
H a lf  b a rre ls  .................... 6  25
5 g a llo n  k e g s  .................. 1  80

Gherkins _____
B a r re ls  • • • • • . . . • • • . . . 1 1  0 0 ¡Q ueen , k e g s
H a lf  b a r r e l s ........................ 5 00
5 g a llo n  k e g s ......................2 75

Sweet Small
B a r re ls  ............................... 12 50
H a lf  b a r re ls  .................... 7 50
5 gallon kegs ...............8 00

PO TA SH
Babbitt's .............   4 M

CVnwpa f
s m i r f

Maieemt» Iw jSKir
F r« w i* ail

SOAP*
. B. K irk  J
m  Fkaselv

flaé

tf&t St IjSm

I# ..
^ ? a r 3 : :x «  ¿paw.

Aee»el JSo
iMwrsL J

s MetsledL
Ijiif riiiiaiirt  33o€ziedL

» n>vmn€.
M arsH B es. »  «

fe s . ci
If-^rnr-gfifni. IP* d
MaraéiSeiE.

<5w d W f

S oap  Asm
3*W>W 1Bey. 34s Si
a t e »  ] 4Ô” Sc
$r**y9 ]

K irtvm ST *

S oap  Ceanpi
JnhsssoiK 9 WWMS’
J oIibsbir. •  X X X
X s m  Cfc lo c k  . . .

» -M ere  .
Sceeiri*

E m ch X o rg S '
« ru sa  le

t  h a l f  gsro
¿¡¡BtpofiQ*. s in g le  S
Sbsinô &ol ‘tiasidl
dfcowlaim Mmmwâm

fe; i#  « l u
: iw, 1 ## cal

SOOA
; fiifKS'€9
K e p . w*

S « C E i
‘Arne«# S#

JftW tHS
■ AiSappéoe. IsnP» €3

Zaw sH w r
: CaMlm» Cm i m  w
, Cajwafc. 5« a**: 1

, ÀÉr te M
- Q , C M b i»  .
M ae«. Ymmmm
)C£x««^ W®i I  w-

J
M M L Se slusi.
XisfiSMK*.

3 »- M S-IP
*, afckcii

J parp.pMf; W h ite
i. Cmamm t
; P a p rm a ,

Grjiiwid
AlSsNÇHbifm. JtiOTiil^

I C&WM,, Zamiiilmr
CSSSUB

? OteMprr. A fflü M
| U s a i . F « « #  e.
| X ^fns#
: WmppmV Bfe*r)K ,
Pwppm WME# .

f r„ CMy*wfeHwi
1 Fai^rlli

s r i i ' S
C a m

! Kimçputb rd , 40 9
1 X 1 0 7 .„ J§  SflB, f
i M a w . fH '{IE. 1

v ,  
d s  3

SMBaw 0wum

zmuUmUU- 
f mUUtU
ttf s§Üs#i , Ê̂ÊÊUttÊ 
dtiMMNHP jMjWM

. s
53

aoaa nmbp 
ngeÉag - .  — ■ jo*
yzBsac .gpmag «,

¿gWKHMMM '€3ê9ÊKXÊÊIêÊêêê99 JÊ
SiiWfll XWHW|pW

JÜMWWI üriPWpi .jw
.«aRWMHX xhmiwwi , . .... .._r.

AMU* Ĉjkwmbi Mum Stmum
.« ^g w n  Hr ggSÊUm e o e e w a .
jftMl AAwV 1̂ ■■1 iAPWp*
WiiljW JMMMIHW • i r - q - i r  « - w - w w i y

Ml I E  i a a i
’̂jflfeE JhMNHMwmE JÊtètÊrium

www éuÊHmmU M Ê3  ML *■

a d  m m *. 
* * •

«. ie v p * 1

Bsbz

0%

gsasd 3%œe

la a e w a G  wapgs 
• a É — —  mam

|_U__~ 3 30
ezHgMst im ¿aqg x  I B  
P3jy Cans SMfes 333o 1 35

im  j m 9 . - _... 3  30
5 GM 30« M r  3  30

vt S nŝ v

►w«

m e » » «

»JOur y  JOhol p g r
M v  m m

l 4*

40.
T re a t 43 fi

N o. 1, 104 lb s .....................7 SO 1 « si
N o . 1, 49 tb s ....................3 20 i s  fi
N o. 1. 10 lb s  . . ................ 90 pMg
No. L  I  lb s ........................  70

M ackere l
M ess, lM J b s .  ............... 16 t o j a a m t e

»«g»

€
H b a  

GOaaa. 16 380z 
•9mm. tX Oh*.

Messy 
. je rk iy *  

jn c h a g n s  
padmgai*

xuses  ...............
SVIOuPg

< 0 6 6 5 0

3
m 9hs*e S ea t z a g a r  

40 gmÊm p as
SSmOmssO
Beat flSed
ObsaSSaS Bees. ... 

-»GS» A6R0
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Special Price Current
A X L E  G R E A S E

M ica, t in  boxes . .75 9 00 
P a ra g o n  .................  55 6  00

B A K IN G  PO W D E R  
Royal

10c size  90 
%Ib. c a n s  1 35 

6 oz. c an s  1 90 
felt>. c an s  2 50 
%Ib. c a n s  3 75 
l ib .  c a n s  4 80 
oib. c a n s  13 00 
5lb. c a n s  21 50

YOUR
OW N

P R IV A T E
BRA N D

A a b a s h  B ak ing  P ow der 
Co., W ab a sh , Ind.

80 oz. t in  c an s  ............... 3 75
32 oz. t in  c a n s  ............. 1 50
19 oz. t in  c an s  ................ 85
16 oz. t in  c a n s  ................ 75
14 oz. t in  c an s  ................ 65
10 oz. t in  c an s  .............  55

8 oz. t in  c a n s  ................ 45
4 oz. t in  c a n s  ................ 35

32 oz. t in  m ilk  p a il . .  2  0 0  
16 oz. t in  b u c k e t ...........  90
11 oz. g la ss  tu m b le r  . .  85

6  oz. g la ss  tu m b le r  . .  75
16 oz. p in t m aso n  j a r  85

CIG A RS
Jo h n so n  C ig a r C o.’s B ran d

S. C. W ., 1.000 lo ts  ___ 31
E l P o r ta n a  .......................... 33
E v e n in g  P re s s  .................... 32
E x e m p la r  ...............................32
W orden  G ro ce r Co. B ran d

B en  H u r
P e rfec tio n  .............................35
P e rfec tio n  E x t r a s  ............35
L o n d res  .................................35
L o n d res  G ran d  ..................35
S ta n d a rd  ...............................35
P u r ita n o s  ...............................35
P a n a te lia s , F in a s  ..............35
P a n a te lla s , B ock ................35
Jo ck ey  C lub ........................ 35

CO CO A N U T
B a k e r 's  B raz il S h redded

10 5c p k g s ., p e r  case  2 60 
36 10c pkgs., p e r case  2 60 
16 10c a n d  38 5c pkgs . 

p e r  c a se  ................... 2  60

C L O T H E S  L IN E S  
Sisa l

60ft. 3 th re a d , e x t r a . 1 Oo
72ft. 3 th re a d . e x t r a .  1 4
90ft. 3 th re a d . e x t r a . .  1  70
60ft. 6 th r e u l . e x t r a . .  1 29
72ft. 6 th re a d . e x t r a . .

I 72ft..........................................  90
I 90ft.......................................... 1  05

120ft.......................................... 1  50

C otton  V ic to r
50ft............................................1  10
60ft............................................ 1  35

I 70ft............................................ 1  60

C otton  W in d so r
50ft............................................. 1  30
60ft ...................................... 1  44
70ft.............................................1  80

J 80ft............................................ 2  0 0

C otton  B ra ided
50ft................................  i 35

I 40ft..........................................  95
60ft............................................ 1 65

G alvan ized  W ire  
No. 20. each  100ft. lo n g  1 90 
No. 19. each  100ft. lo n g  2 10

C O F F E E
R oasted

D w in e ll-W rit,_* C o .'s  B ’ds

| W h ite  H o rs e , l i b ....................
W h ite  HoiSse, 21b...................

| E xce lsio r, B lend, l ib .  .........
i E xce ls io r, B lend. 21b! .........
; T ip  Top. B lend, l i b ............... I
I R oyal B lend  ............................
| R oyal H ig h  G rad e  ...............
I S u p e rio r B lend  ......................|
i B oston  C o m b in a tio n  ...........

D is tr ib u te d  by  J u d so n  
| G ro ce r Co., G ra n d  R ap id s; 

L ee & C ady, D e tro it;  S y 
m o n s B ros. & Co., S ag i- 
n a w ; B row n , D av is  & 
W a rn e r .  J a c k s o n ; G ods - 1  

; m a rk . D u ra n d  &  Co., B a t-  
I tie  C reek : F ie lbac li Co., 
j Toledo.

F IS H IN G  T A C K L E
% to  1  in ................................ 6

H i to 2  in ........................
1 % to 2  in . ............... . . .  9
1 % to 2  in ......................... . .  . h
2  in. . .  .15
3 in. . . . 2 0

C otton  L ines
N o 1, 1 0  fe e t ............... . . .  5
N o. 2, 15 fe e t ...............
No. 3, 15 fee t ............... . . .  9
No. 4. 15 fee t ............... . . . 1 0
No. 5, 15 fe e t ............... . .  . 1 1
No. 6 , 15 fe e t ............. - - . l i
No. 7, 15 fe e t  ............... . .  .15
No. 8 . 15 fe e t  ............... . . .18
No. 9, 15 fe e t ............. . .  . 2 0

Linen L ines
. 2 0

M edium  ............................ . .  .26
L a rg e . . .34

Poles
B am boo, 14 ft. ,  p e r  doz. 55 
B am boo, 16 ft. ,  p e r  doz. 60 
B am boo , 18 ft. ,  p e r  doz. 80

Sm all size , doz ................40 i
L a rg e  size , doz ................75 j

G E L A T IN E
C ox 's, 1 doz. la rg e  . . . .  1 80! 
C ox 's, 1 doz. sm all . . . 1  00 j 
K n o x ’s S p a rk lin g , doz. 1 25 i 
K n o x 's  S p a rk lin g , g r. 14 00 j
N e lso n ’s  ............................l  50
K n o x ’s  A c id u ’d. doz. . .1  25 j
( >xford ................................  7 5

P ly m o u th  R ock  ............. 1 25 i

S A F E S

F u ll lin e  of fire a n d  b u r- 
I g la r  p roo f s a fe s  k e p t in 
I s to ck  by  th e  T rad e sm a n  
i C om pany. T h ir ty -f iv e  sizes 

a n d  s ty le s  on h a n d  a t  all 
| t im e s—tw ice  a s  m a n y  s a fe s  
i a s  a re  c a r r ie d  by  a n y  other- 

house  in th e  S ta te . If you 
I a re  u n a b le  to  v is it  G rand  
I R ap id s  a n d  in sp ec t th e  
j lin e  p e rso n ally , w rite  fo r 
I q u o ta tio n s .

SO A P

B eaver S oap  C o.’s  B rand

100 cakes , la rg e  s iz e . . 6  50
50 cak es , la rg e  s i z e . . 3 25

1 0 0  cak es , sm all s i z e . . 3 8 6
50 cakes , sm all s ize . .1 95

T ra d e s m a n  C o.’s  B ra n d

B lack  H aw k , one box  2 50 
B lack  H aw k , five bxs 2 40 
B lack  H aw k , te n  bx s  2 25 j 

T A B L E  SA U C E S
H a lfo rd , la rg e  .............. 3  7 5

H alfo rd , sm a ll .............. 2 25

Use

Tradesman

Coupon

Books

Made by

Tradesman Company i
Grand Rapids, Mich.

Be the Progressive Dealer in 
Your Town—Buy This

I Motor Delivery 
Wagon

M odel D - 1000 P ounds C apacity— $900.00

The C h a se  W a g o n s  
A re

Simple in Construction 
Cheap to Maintain 
Easy to Operate 

Dependable and Durable

I If you are alive to your 
I best interests, write for cat

alog of the Chase Complete 
1 Line to

Adam s & Hart
Western Mich. Agents

Grand Rapids, Michigan

¡Grand Rapids Electrotype Co.
1 Lyon S t . ,  G rand R apids, M ich . 

M akers o f H ighest G rade E lec tro ty p e s  by 
all m odern  m ethods. Thousands o f  satisfied 
custom ers  is o u r b e s t ad v ertisem en t.

I Also a com ple te  line o f P rin tin g  M achinery. 
T ype and P r in te rs ’ Supplies.

Q uick Paper Baler
Is Quick, Simple 

Compact
Durable and Cheapest

Costs only $20. Order today.

Quick Paper Baler CoJ |
Nashville, Mich.

Awnings

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

C H A S. A. C O Y E, IN C .
11 Pearl S t. G rand  Rapids, M ich.

W hat Is the Good
Of good printing? You can probably 

answer that in a minute when you com 

pare good printing with.poor. You know 

the satisfaction of sending out printed 

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 sam e effect on 

your customers. L et us show you what 

we can do by a judicious admixture of 
brains and type. Let us help you with 
your printing.

T radesm an  C om pany
Grand Rapids
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BUSINESS-WANTS DEPARTMENT
\Jvcriisem cnts ins;

B U S IN E S S  C H A N C E S . JBfcs—fSJW* M l  Mi

F o r  K e n t—D e sirab le  sioreroo  
f t. d eep ; b a se m e n t a n d  c a rp e t  
23x180 f t . ,  lo ca ted  on b e s t s tr  
h a s  a lw a y s  b een  a  m o n ey m ak - 
s ig h t y e a rs  h a s  bee
goods, n o tio n  a n d  m illin ery  s to r e  by H on
B ros .; b e s t lo ca tio n  in  <:ity  (i La4
fo r te rm  of y e a rs , fo r  d r y i s  OÍ* a n  jf
o th e r  f ir s t- c la s s  re ta il O niy
tw o  o th e r  d ry  goods s to r «•s in d t y  ;
p o p u la tio n , 7,006. T. 1 ’. F e te TO, (rjan a i
D over, Ohio. tl%

F o r  S a le—A fresh  el«iâïi, 1‘P-UJi-d a te
g e n e ra l s to ck , c o n s is tin g  of :ertea«
d rv  goods, b oo ts  a n d  si'ÏCMË'S iir td
h a rd w a re . S to re  lo ca ted in  iIn e d a iry
a n d  p ro s p e ro u s  fa rm in g  <i ls t r lc t on ra i l -
ro ad . A n e x cep tio n a l •>; nity . En-
ta b lish ed  tra d e . Low  refi t. Ad 3 SÍO*
372, c a re  T rad e sm a n . Z lt

F o r  Sa le—G ro ce ry  d ep a r im e n t  of la«*-
es t d e p a r tm e n t s to re  In Mich,!ftmr¿
e n tire ly  s e p a ra te  b u t connlected withi o th -
e r  s to re  by  doub le  d oo rs . € a s h tw a i-
n e ss  $2,500 m o n th , good pro « «ma U
c o m p e titio n , l ig h t expen»eu. Crar ne;r i®$#
o u ts id e  b u s in e s s  to  att<end t Aho*it
$4,000. A d d re ss  No. 371, c a re Mie biffa fl
T ra d e s m a n .

LISTEN, MERCHANT
We are ready, right now. to a w x lin  a Iw b m m  > 

building, prolit producing advertising campaign 
that will increase your casti sales irosa three u> 
six  times, dispose of old goods, and leave your 
business in a stronger, healthier condition than 
before.

Gomstock-Grisier Advertising & Sales Go. 
907 Ohio B u ild ing  1 uhi» .  u * i*

G en era l m e rc h a n d ise  sto: w ar«ted in
live  to w n  600, in  ric h  fai lift fli-ïirk:t
N o r th e a s te rn  K a n sa s . N o cio’th in g  c a r -
t ie d  n e a r e r  th a n  s ix te en m iles. d to r*
room , j u s t  fin ished , 33x76 I 
L o ca tio n  fir s t-c la s s . W rit iifJW. A 4-
d re s s  N o. 350, c a re  T ra d e s « tajL 2*9

F o r  Sa le—A g e n e ra l s to re of d ry  goods,
m e n s  fu rn ish in g s  a n d  shoe good  busi-
n e ss  lo c a tio n ; re a so n s  fo r
b een  a p p o in te d  p o s tm a s te r . T . C . G ro t« -
v a n t,  F o r re s t ,  111. 2*£

Here is a Pointer
* o r  K e n t—S to re  a t  K a lam az o o , in  go>». 

lo ca tio n . W ill be rem o d e led  to  suit te n 
a n t . S ize  25&x65. W ill be  read y  a b o u t : 
J u ly  15. A d d re ss  M ax  Livingston, 721 3 
W est S t., K a la m az o o . 257

F o r  S a le—-S tock  o f g ro c e rie s , queen» - ! 
w a re  a n d  sh e lf  h a rd w a re , in v o ice  a b o u t j 
$4,500. Good live  to w n , good farming 
c o u n try ;  good re a so n  fo r  s e ll in g ; w ill re 
d u c e  s to ck  to  m a k e  s a le  if necessary 
T r a d e rs  need  n o t app ly . A d d re ss  B e r t
S m ith , R osa ville. Hi. ISM»

F o r  S a le —E lev a to r in  good beaii ctDun*
try . L ake  O d essa  E le v a to r  Co., L ak e
O dessa , M ich. 24>9

F o r  S a le—A first-• c la ss  groceirjr a n d
m e a t m a rk e t,  d o in g  good business*.
la s t  y e a r , invo ices $3,wjO. T ow n o€
in h a b ita n ts .  A bar g a in  fo r  mMMOM-
W ill se ll a t  invo ice p rice . K«*.pcm im
selling , g o in g  w est. A d d re ss  >

Y m V M lWlirTi—T M W  

;f p l a c e i l  e e  Ûu b  

v o e id f  a e  t eer« s u d  îssm Î

Aaor »MMslaJr * a #

c a re  M ich ig an  T rad e s m a t

L IG H T  S T E E L  R A I L S
8 . 12, 16. 20. 25, 30. 35. 40 lb» per yard. A S. C. K 

Sections, with Splice* and Spikes. Certificates of 
inspection by H ildreth & Co.. Inspecting Engi
neers, of New York C ity , assuring absolute ftrst 
quality, furnished free of co s t We are m anu
facturers and can make prompt delivery.
UNITED STATES RAIL CO., Cumberland. Hd

W an ted — F a rm s  in  e x ch an g e  fo r  stock: 
of m e rc h an d ise . W e  h a v e  m an y  ap p ii 
c a t io n s  fo r  fa rm  la n d s  in  th e  m id d k  
w e s te rn  a n d  n o r th w e s te rn  s ta te « , to  ex 
c h a n g e  fo r  s to c k  o f m e rc h a n d ise  a n d  est: 
incom e p ro p e rty . If yo u  w a n t to  ex 
c h an g e  y o u r  fa rm  fo r p ro p e r ty  of th i 
c h a r a c te r ,  w r ite  u s , d e sc rib in g  y o u r fa rm  
a n d  s ta t in g  w h a t  you w a n t in exch an g e  
W e c an  g e t  you a  v e ry  d e s irab le  trad e  
In te r s ta te  L a n d  A gency , D e ca tu r . ill.366

S p*î5î !la i# »  .tu-V.-" is,
d a S h e a f  p * o ^ p e a s F P €

¡il m f  •»*-« ' « a c s P c . a m e *  a »  M i c h e a *

„ .. — »  « - »- ------  «X _
F o r fimi ptíwf.. MaMieMJpwMl O l m o ► M e l i  i M m B .  W 9

m a grtr~ su 9fo .369, -a “-» ; l a r v e

*jg f%

fM ffHNUM M BH l e t

w m k fut e s -  

c k an g jt f j  p m p e g w m  m  

f h e  é t t e e x  r e — i t  t4  a d -  

f.rri—*m is û tm »»per.

A good th in g  fo r r ig h t  p a r ty .  F iv e  to  
te n  th o u s a n d  d o lla rs  w ill p u t you in 
c h a rg e  of a  th r iv in g  w o o d w o rk in g  p la n t, 
w ith  a  sp len d id  fu tu re  .lo ca ted  in  o n e  of 
th e  b e s t tow n*  in  th e  W es t. H e av ie s t 
tim b e re d  sec tio n  of th e  U. S. W rite  C 
L . W a tso n , A b e rd een , W ash . 3*4

W a n te d —Ice  m a c h in e  w ith  c ap a c ity  of 
a b o u t fo u r  to n  Ice. M u st be good sec o n d 
h a n d  m a c h in e  a n d  ch eap . C ad illac  M eat 
M ark e t, P o n tia c ,  M ich igan .

1 ~ F o r  S a le —C lean  s to ck  of g ro c e rie s  a n d  
f ix tu re s  . in  G ran d  R ap id s , w ith  o r  w ith 
o u t  b u ild ing . L iv in g  room * above. O th e r  
b u s in e s s  re q u ire s  q u ick  sa le . A ct qu ick . 
A d d re ss  N o. 361, c a re  T ra d e s m a n . 361

e lo tf in «  tw o  
•lo b s , s too ls,

¡Good condition 
d r o s s  B sW iiro  
Sflcb.

*d* fe w « « « *  «em pi—*.
lanini* «*l

ie> Win a n d WWII tMM
e .  A  bar*»*’

D r a g  C * . dTOMMf JbMM Michigan Tradesman
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N EW  YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special C orrespondence .
New York, April 24—The spot cof

fee m arket offers nothing new. I t was 
hoped tha t with the sale of the valor
ized coffee there would come a turn 
for the better: hut as that stock 
seems to have been bought in by the 
syndicate there rem ains the same con
dition which has prevailed for some 
time. All of the coffee to be allotted 
this year has now been sold—that is, 
the valorization stock—and dealers 
are hoping for some activity. There 
is a material falling off in consump 
tion and this is bound to continue. In 
store and afloat there are 2,378,875 
bags, against 3,191,055 bags at the 
same time last year. At the close 
Rio No. 7 is worth in an invoice way 
1134^117^0.

W ith stocks of teas not especially 
large, and with no new teas to a r
rive for several m onths, we have a 
steady m arket and quotations are well 
sustained. India Ceylons especially 
are strong and the whole situation 
seems rather to favor the seller.

The cold w eather which so general- 
lv prevails all over has had a re tard 
ing influence in the sugar m arket and 
sales have been smaller than were 
anticipated. As a rule the rate is 4.90c 
for granulated, with a tendency up 
ward. This rate is said to be about SO 
po:nts below that of a year ago.

Not an item of interest can be pick
ed up as regards rice. T he volume of 
business is simply of an everyday 
character and quotations are w ithout 
shade of change. Good to prime do
mestic, 41^@4§^c. At present prices 
rice is “cheap,” and yet buyers are 
not anxious to  take supplies ahead.

Spices are steady, but the volume of 
trading is light, apparently in sym pa
thy with alm ost every other article 
on the list. Rates are unchanged.

Molasse« is moving in an everyday 
m anner as the season is about over 
Good to prime centrifugal. 25@32s.

Canned goods show no m ore ac-1 
tivity than do many other grocery 
staples, and neither buyer nor seller 
seem to care w hether school keeps or 
not. Prices on tom atoes in this city 
appear to be below a parity  of the 
rates in Baltimore. The rate for 
standard 3’s seems to hang along at 
80c. Asparagus has its ups and 
downs and the m arket is anything but 
steady. Prices seem to vary and one 
hardly knows when the bottom  has 
been reached. Peas are steady and 
are worth S5@90c. Tf less than 85c, 
the quality is regarded with suspicion. 
O ther goods seem to be waiting for 
the grand spring opening which 
everybody hopes will soon put in an 
appearance.

R utter is quiet, with perhaps a lit 
tie advance. Creamery specials, 23(5) 
22IAc: extras, 22I/jc:  firsts, 20 
21 Vjc; held extras, 2 0 @ 2 0 J 4 c ; im ita
tion cream ery, 16T7^ri7c: factory, 
U '4@ 15TAc.

Cheese is steady, with top grades 
w orth 14@15%c.

Eggs show a better situation and 
for several days the tendency has been 
to slightly higher rates. Rest W est

ern, 18@19c for fresh gathered w hite; 
storage firsts, 18@l8^4c; regular pack 
firsts, 17@17}4c.

ALONG T H E  BORDER.
Those inclined to  criticise the ad

m inistration now see tha t it is som e
times wise to  keep quiet when there 
is a crisis impending, especially if you 
do not know all the ins and outs of 
the situation. Leaders in both par
ties now adm it that it was perfectly 
proper to be able to p rotect our 
rights. Yet in w ar tim e it is highly 
impolitic to discuss publicly many 
points which may be known to thost 
inside the lines.

Tf the prom ised peace fails to ma
terialize, we Americans will be in a 
peculiar position. A very small thing 
may precipitate a situation decidedly 
undesirable. I t  is a time when bom 
bastic talk is m ost ill-timed. W h at
ever happens, we do not w ant to  mix 
in this war. W e do not w ant to  con 
quer Mexico, much less to adopt it. 
The people and customs of Mexico 
are antipodal to our American ideas. 
I t is best for us to keep away from 
the fight.

Yet there are American in terests to 
protect. I t is certainly only ju s t and 
honorable to insist upon the enem y’s 
observance of the neutral ground. If 
this can not be maintained in one way 
it m ust in another. Evidently the mil
itary force is needed, and may be for 
some time to  come.

W hile the m aintenance of troops 
for the protection of property  is an 
essential to our pretensions as a na
tion, are we justified in m aintaining a 
guard over the sight-seers who find 
this an alluring auto trip? Legisla
tion no longer perm its the assem 
Wage of vast crowds to see capital 
punishm ent administered. I t  would 
seem that those who enjoy seeing 
carnage, even in a sister country, 
should be left to devise their own 
remedies if a strays bullet chances to 
go thew way. In this perverted form 
of entertainm ent there is an element 
more degrading than tha t of the old 
national Mexican sport.

COST OF BEING AMBASSADOR.
To many the announcem ent of the 

resignation of Dr. David J. Hill as 
Ambassador to Germany comes with 
surprise. T o all thinking people it 
m ust come with regret. Dr. Hill had 
considerable experience as a diplomat 
before he assumed this im portant po
sition in 1908, and he brought to the 
position ripe scholarship as well as a 
wide knowledge of human nature.

I t  is hum iliating to  us as a people 
tha t a man eminently fitted for the 
position should be compelled to step 
down and out because he could not 
afford to keep the place; and yet it 
is a well known fact tha t there are 
several of the m ost im portant foreign 
courts which require a great sacrifice 
of personal fortune to retain the Gov
ernm ent position. I t  is so at the E ng
lish court to a degree even greater 
than tha t of Germany. Y et the sa la ry ' 
paid is sufficient to keep an ordinary 
man in a princely fashion.

There are too many social obliga
tions resting  upon our representative. 
H e is expected to follow customs

which will not only exhaust his salary 
but make necessary a reserve fund 
g reater than the average man can af
ford to donate for the mere honor of 
the position.

T he social scheme which requires 
more expenditure than the position 
affords is gravely wrong. W hen a na 
tion is required to  send a represen t
ative to  a foreign court whose chief 
requisite is a fortune, the position is 
degraded. W e as a nation are not do
ing ourselves or our sister country 
genuine justice. W e need the best 
brain power, the keenest insight, the 
highest business, m oral and intellec 
tual qualities to  represent us abroad 
ra ther than the one who can fill his 
table with the choicest wines.

Doom of -the Chestnut Tree.
T he chestnut tree will soon be 

nothing but a tradition in America. 
I t is being destroyed by a m ysterious 
disease which, scientists concede, can 
not be cured. In  New Y ork City prac 
tically everyr chestnut tree is already 
dead. O ver L ong Island this tree 
malady is traveling fast. I t  is pres
ent in Connecticut, New Jersey, 
Pennsylvania, D elaware and, to  some 
extent at least, in M aryland and 
M assachusetts. The whole chestnut 
tree area in America, which reaches 
as far south as N orthern  V irginia 
and as far w est as Buffalo, is infect
ed. O nly a few scattered trees can 
possibly escape.

This blight was first discovered in 
the New York Botanical Gardens five 
years ago, and ever since scientists 
have been w orking to  find a rem edy 
for it. In  this they have been un
successful. T he chestnut blight is a 
disease tha t can best be compared to 
a cancer in the human body. In  some 
way tha t even the m ost expert of 
foresters can no t determ ine it eats 
into the living tissue of the tree. It 
does not attack  any o ther tree than 
the chestnut. I t  spreads from  one 
to another of these with startling  
rapidity.

A lthough the disease was discover
ed five years ago, the progress it has 
been m aking has only ju s t been fully 
realized. W ith no possibility of j 
stam ping the blight out, scientists! 
can now only sorrow  that American 
forestry  did not come into its own | 
a quarter of a century ago. Then the 
chestnut m ight have been saved. 
Prom pt chopping down years ago 
would have arrested  the epidemic. 
Now the devastation is too com plete: 
the plague has too much headway. In 
Forest Park, Brooklyn, alone there 
are standing sixteen 'thousand dead 
chestnut trees.

The difficulty and danger are that 
the disease spreads in alm ost the 
same m anner as does a plague 
am ong hum an beings or animals. I t  is 
contagious. The blight form s on the 
tree’s bark in tiny pockets. In  these 
there grow little spores or seeds. The 
wind scatters the spores everywhere,

| and any chestnut tree tha t any spore 
lands on is doomed. The spores car
ry the contagion for miles. They are 
also carried in the fur of squirrels 
and in the plumage of birds, and in 
the end no tree escapes unless it is

com pletely isolated. In  this way for 
years the blight has been creeping 
through the chestnut forests and has 
done its work. The disease does not 
show itself in the bark until the tree 
is thoroughly  infected. — H arper’s 
Weekly.

W hy the Mourning Garb?
Passing along the street, especial

ly in the cities, we often m eet men 
w earing light-colored overcoats with 
bands of black sewed on their sleeves. 
Possibly some dark overcoats have 
the same decoration, but, if so, it is 
not very conspicuous. The purpose, 
that of showing there has been a 
death in the family, is very evident. 
Sometimes the w earer of the m ourn
ing insignia chooses to  have a deep 
band on his hat ra ther than on his 
arm. T he custom seems to belong 
exclusively to no particular class of 
people nor is it confined to  any na
tionalities.

W hen we consider the origin of 
this custom we w onder how its de
velopm ent has occurred. I t  is said 
tha t because of the poverty of some 
European peasants they were p re
vented from following the custom of 
their w ealthy countrym en in w ear
ing special m ourning garm ents a t the 
time of a death in the family.

To partially follow the custom and 
yet avoid the larger expense the hab
it of using the m ourning bands gre.v 
until it also became an established 
custom. I t  would thus seem tha t the 
w earing of the bands expressed the 
fact tha t the w earer was poor as well 
as tha t he was grief-stricken.

The m ourning band, as used in this 
country, is quite likely to  be the 
means of a ttrac ting  attention  to the 
w earer ra ther than calling forth  our 
sym pathy for his sorrow. W e are re
minded of his conspicuousness ra th 
er than of his respect for his lost re l
ative. The custom  appears to  be of 
little service for the purpose intend
ed and furtherm ore the use of it 
seems to  have little w arran t if the 
origin of the custom  is considered.

M ourning clothing, in general, is 
losing in popularity. I t  is being put in 
the class w ith obituary poetry and 
the stereotyped card of thanks for 
flowers received.

I t  is well tha t it is so. W e should 
encourage the cheerful ra ther than 
the som ber w earing apparel. The 
phrase, “B righten up” is becoming 
more popular as applied to  w hat we 
wear as well as to w hat we surround 
ourselves w ithin our homes.

W hat has been said does not call 
into question the sincerity of feel- 
:ng am ong those who w ear the em - 
blems of bereavem ent, but the w is
dom of this particular way of pay 
ing respect to  the departed.

Osceola—John Carroll has opened a 
grocery store here.

In ju ry  caused by carelessness is 
not rem edied when you say: “I did 
not mean to ,” no r are you absolved 
from  blame and responsibility by 
those words.

~  B U S IN E S S  C H A N C E &

F o r  S a le —N ew  s to c k  d ry  goods a n d  
shoes. Good b u s in ess . A d d re ss  M er- 
c h a n t , c a re  T ra d e s m a n . 375

G en era l b a k e r y  fo r  s a le  a t  N ew ay g o . 
M ich. O nly  o n e  in  to w n . E x c e lle n t b u s i
n ess . B ox  191, N ew ay g o , M ich ig an . 374



A Statement in Full
T hat is what the user «# a U c C a É c t  Kccrmn~ R e p i t r  x m si  

his custom ers after each purchase.
At the time' mf the m ie the a ev  

count R e n te r  System  pntus and M i  
less book-keeping fpooling and ewpyia 
in bis accounts ano dispute# witj* cu 
recccdf of bis account# ami as the samn 
charges. that is, goods s©M; but nevei 
and faster than any human K n r y  ea 
and is protected against loss c*f mauri 
key System  pros(  o f leas earn be foni, 
any insurance adjuster.

Seventy thousand retail merchants are using the 
McCaskey System and tell us that it pays for itself several 
times in the course of the first year it is installed.

You don't have to wait until the man next door or mi 
the comer has installed the McCaskey. Then it will fee Coo 
late. Act now! Please your trade by giving them a state
ment in full with each purchase, cut out useless book
keeping and get more information about your business with 
less expenditure of time, labor and money.

The McCaskey Register Company
AJKh MT«. ORMO *u0rrmr-** m mt prrnrqm  :M»m

Mamifgtcrarers at > tcC — feey Sw r > S e e -S e e *»  mmS T n v f e « « «  Ha«*« Mmm*».* mm Smm-- ~ e v a  F a te  m S i  ' W S n

The Peril in “Free Deals”
Lieut.-Gov. C. EL COON

O f WssiHBUtMi
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“Get a Receipt”
How it Benefits the Customer
(And everyone in the world is a customer)

It prevents disputes

Prevents overcharging

Prevents mistakes in change

Stops mistakes in charge accounts

Insures a proper record of money paid on 
account

Protects children and servants by giving them 
a printed receipt to take home

Shows which clerk waited on each customer

National Cash Register R eceipts protect 
m illions of custom ers daily against mistakes 
and carelessness.

How it Benefits the Merchant
(And every  merchant in the World w ill have one)

It stops mistakes 
Stops losses 
Removes temptation 
Increases trade 
Increases profit

Because—
It enforces a correct record of 

All cash sales 
All credit sales
All money received on account 
All money paid out 

It wins the confidence of the public 
Makes every sale advertise your business 
Makes each clerk responsible for the way he 

serves customers.

N a t i o n a l  C a s h  R e g i s t e r  R e c e i p t s  
protect hundreds o f thousands of m erchants 
daily.

The National Cash Register Co., Dayton, Ohio
Salesrooms: 16 N. Division St., Grand Rapids 

79 Woodward Ave., Detroit


